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On June 7 at NFPA’s annual Technical Meeting,  
there were several votes to decide whether the 2018 edition 
of NFPA 101–The Life Safety Code® should be changed to 
allow for not more than two releasing operations to release 
a door for egress, where just one releasing operation has 
been mandated for nearly three decades.

Prior to the vote, the Door Security & Safety Foundation 
released a statement opposing the proposed change. 
Several other organizations, including the Building Hardware 
Manufacturers Association, National Association of State Fire 
Marshals and the Secure Schools Alliance, also opposed the 
code change, saying that it would compromise aspects of 
life safety and violate federal accessibility laws and building 
and fire code requirements. DHI is represented on the NFPA 
101 Technical Committee by Robert Perry, DAHC/CDC, CCS, 
FDHI, Principal with Robert Perry Associates Inc., and Laura 
Frye, AHC, CSI, CCS, FDAI, DHI's Director of Certification. 

The proposed change would have initially been limited to 
doors intended to be locked to prevent unwanted entry 
in Existing Educational, Existing Day Care, and Existing 
Business Occupancies, but could have opened the door for 
consideration of this change in other Occupancies (both 
New and Existing). 

The verbiage called out classroom doors specifically in 
Existing Education and Daycare, but did not make the same 
clarification in Business Occupancies; thereby introducing 
this “two releasing operations” option for locking on 
virtually any room door that is deemed acceptable to 
the local Authority Having Jurisdiction.  The Foundation 
expressed concern that the “two releasing operations”  
option would serve to exponentially increase the  
difficulty of egress. 

The change would also have been inconsistent with code 
changes that have been approved for the 2018 International 
Building Code and 2018 International Fire Code with regard 
to classroom security.

We are happy to report that, after the vote, NFPA 101 will 
continue to require one releasing operation for classroom 
doors – in fact, for all egress doors except dwelling unit 
entrance doors and doors with existing hardware serving a 
room with an occupant load of three people or less.

The Builders Hardware Manufacturers Association (BHMA) 
was in the unique position to bring this discussion to the 
Technical Committee because it has been involved in 
the NFPA 101 code development process and provided 
comments to the Committee. BHMA, represented by Codes 
and Regulatory Manager John Woestman, filed five certified 
amending motions in response to the proposed changes to 
NFPA 101, with all five motions passing.  Thank you for your 
leadership John and BHMA!

I would also like to acknowledge the tremendous grassroots 
efforts of Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR, of 
Allegion, on this issue. Lori has written extensively on this 
proposed change in her Doors + Hardware column, Decoded, 
and on her blog, www.idighardware.com.

This result is a great example of our industry experts coming 
together to effect change for the benefit of life safety. While 
barricading and sheltering in place is a major consideration 
when preparing for unwanted entry, free and safe egress 
should never be overlooked. We must not put our building 
occupants at risk by protecting against an unlikely event 
while exposing ourselves to a danger that is far more likely 
to occur. 

Editor’s Note: The results of the Technical Meeting on this topic have been 
appealed, per the NFPA process, and the appeals hearing is scheduled for  
Aug. 15, 2017. We will provide an update in a future issue of Doors + Hardware.

JERRY HEPPES SR., CAE, is the CEO of 
DHI and the Door Security  
& Safety Foundation. If you’d like to 
comment on this article or any others in 
the July issue, email dgable@dhi.org.

NFPA Votes on Classroom  
Door Egress
By Jerry Heppes Sr., CAE
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Faces

Do you know a DHI member  
you would like to nominate  
to be spotlighted in Faces?
Submit your nominations to Paige 
Horton at phorton@dhi.org, and 
we’ll take care of the rest!

DHI MEMBER SINCE: 2005

OCCUPATION: Senior Project Manager for Lotspeich 
Co. of Florida Inc.

CHILDHOOD AMBITION: To become an archeologist 
and discover artifacts throughout the world.  

FIRST JOB: Cashier at Six Flag Magic Mountain, 
Valencia, Calif. 

WHAT LED YOU TO OUR INDUSTRY? I wanted to 
raise my son in Florida, so I decided I would apply as 
an administrative assistant position for a distribution 
company. I was fortunate enough to be hired to assist 
in the Hollow Metal Department.  I didn’t even know 
what hollow metal was but I had a pretty strong 
background in inventory and they took a chance on 
me. That was 20 years ago, and I have been in the 
industry ever since. 

PROUDEST PROFESSIONAL MOMENT: I remember 
it clearly; it was when I completed my first project that 
I managed from start to finish.  I felt like an amazing 
Project Manager that I could manage anything you 
threw my way.  It was a very proud moment for me.

BIGGEST CHALLENGE: Trying to find time to plan our 
next DHI Chapter Meeting and who our guest speaker 
should be. 

GUILTY PLEASURE: Video games. Yes, I love playing 
video games with my friends. Yes, my friends are all 
adults too!

FAVORITE BOOK/MOVIE: Fahrenheit 451 by Ray 
Bradbury. 

MENTOR/HERO: Industry mentor would have to be 
Neil Martin. He taught me how to project manage and 
stay sane. 

BEST ADVICE YOU EVER RECEIVED: Do not worry 
about the things you cannot control. 

BEST ADVICE YOU NEVER RECEIVED: It’s how you 
finish the project that matters. 

HOW HAS YOUR INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER GOALS?  I have made 
a lot of great contacts through DHI who have helped 
throughout my career. All I have to do is pick up 
the phone and call and ask when I can’t figure out a 
technical issue on a project. I am grateful that option  
is always available to me. 

Jackie Moreno-Weiss
LOTSPEICH CO. OF FLORIDA, INC.
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AN OVERVIEW

Alternative Approaches 
to Exit Devices and  
Electronic Options 

A required safety and security hardware 
component in almost any building is an exit 
device to control unauthorized entry while also 
providing a means of safe egress to its occupants 
at all times. Profit opportunities exist for door 
and hardware practitioners to consider electronic 
options—either new or retrofit—as a viable 
alternative to providing greater control over door 
openings and to interface with other equipment 
in an access control system. 
Some common solutions from a variety of manu-
facturers include electrified panic and fire-rated 
exit devices in rim mount, mortise and surface 
rod vertical configurations to comply with 
national and state building and fire life safety 
codes. (Figure 1)
Electronic exit devices used to be dominated by 
solenoid-operated locks that would control the 
latchbolt of a device or control the locking of oper-
ating trim. However, solenoids typically required 
a heavy current inrush of as much as 16 amps at 
24VDC, with 300 mA continuous current. The 
sound generated by the action of the solenoid also 
was quite noticeable. Advances in motor technolo-
gy have been employed by various manufacturers 
to replace solenoids with more efficient motors, 
requiring far less current inrush (as little as 700 
mA) and operating far quieter.
Whether the electric locking and unlocking of 
the exit device is controlled with a solenoid or 
motor, the latch retracts and is held retracted 
until power is interrupted. The device is electri-
cally “dogged” and the door operates in a push-
pull configuration. Doors can now be controlled 
from a central point and dogged during working 
hours. At closing time these doors can be simul-
taneously relatched or during a fire emergency if 
tied-in to a central fire panel.

By Kerby Lecka

Single-door electric push bar and ADA bollard
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In controlling the locking of operating trim with 
a solenoid or motor, the device will be allowed 
to remain latched. The exterior lever or knob 
will be locked or unlocked electrically to control 
entry. This type of configuration is available in 
either fail-safe or fail-secure modes. Stairwell 
openings are a great application for fail-safe 
mode as the doors must be available for reen-
try from the stair side during a fire emergency. 
(Figure 2)
Practitioners wanting to upgrade a door opening 
to electronic access control can simply replace the 
mechanical exit device with one that has electric 
latch retraction capability, as available from many 
manufacturers. Electric latch retraction enables 
electric access control and dogging of mechanical 
of rim, surface vertical or mortise exit devices. 
When energized, the motor retracts the exit device 
latch and pulls the pushpad on most devices 
into the dogged (depressed) position, enabling 
momentary or sustained push and pull operation 
of the door. (Figure 3)
An increasingly popular electrified safety and 
security application is for delayed egress in 
public facilities and airports for traffic control, 
retail locations for loss prevention, and health-
care facilities to control wandering patients 
and guard against infant abduction. A simple 
solution to adding a delayed egress function to a 
door with an existing mechanical exit device is 
to install an electromagnetic lock with integrated 
egress logic, voice and digital display to provide 
instructions and alert security personnel, and a 
power supply. 
There are also two-piece options with an 
electrified master exit device, a wall mounted 
controller with keypad, and built-in 15- or 30- 
second exit delay with some sort of visual and 

FIGURE 1: MECHANICAL EXIT DEVICE

FIGURE 2: ELECTRIC 
LATCH RETRACTION

FIGURE 3: DELAYED 
EGRESS
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audible annunciation—also requiring a power 
supply. (Figure 4)
A great alternative delayed egress electrified 
option exists from a few select manufacturers 
that cleverly includes the controller and delayed 
egress logic, all integrated into the exit bar itself 
for a clean, simplified solution. (Figure 5)
Often, there may be a need to ensure a fire-rated 
door opening complies with fire and life safety 
codes to ensure safe egress in an emergency. 
Several manufacturers have electrified the exit 
device with built-in audible and visual alarms 
to guide a building’s occupants by creating a 
clear path to safety and alarm output for remote 
sensing. (Figure 6) 
Another alternative approach for exit devices 
can be applied for stairwell door reentry by 
combining an exit device with a frame actuator 
to control the locking and unlocking of the door 
to meet national building and fire code fire exit 
stairwell reentry requirements. The combination 
of the frame actuator with the exit device includes 
failsafe operation and unlocks by access control, 
power loss or signal from fire command center. 
The door stays latched even when unlocked. 
All wiring is maintained in the strike jamb to 
eliminate the need for a power hinge or wiring 
through the door. (Figure 7) 
There are also electrified mortise exit devices 
to maintain fire door integrity while complying 
with national building and fire codes. Failsafe 
versions can be released immediately on loss of 
power or signal from the fire command center, 
but will remain latched when unlocked to main-
tain fire door integrity. (Figure 8) 
Probably the most cost-effective alternative 
electronic options approach to an exit device is 
an electric latch retraction kit that allows for ret-
rofitting of mechanical exit devices in the field, 
eliminating the need for costly replacement of 
the existing exit device. (Figure 9) 
Practitioners may encounter more than two doz-
en brands of currently installed mechanical exit 
devices. Many of the major manufacturers offer 
some kind of electric latch retraction retrofit for 
their exit devices, but not all offer them. There 

FIGURE 6: EXIT ALARM

FIGURE 4: DELAYED EGRESS BUNDLE

FIGURE 5: DELAYED EGRESS ALL IN ONE

Another alternative approach for exit 
devices can be applied for stairwell 
door reentry by combining an exit 
device with a frame actuator to 
control the locking and unlocking of 
the door to meet national building 
and fire code fire exit stairwell 
reentry requirements.
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are some third-party manufacturers that offer 
retrofit kits, but they don’t cover all the brands. 
One of the industry’s major players actually pro-
vides kits for virtually all brands of exit devices. 
Which manufacturer’s kit to use will be gov-
erned by a variety of parameters including cost, 
compatibility, availability, power requirements, 
quietness of operation, warranty, and others. 
All of these electric latch retraction kits enable 
electric access control and dogging of mechan-
ical exit devices, and allow the latch retraction 
mechanism may be activated by an access con-
trol, remote control device or building automa-
tion system. They are designed so that the exit 
device always provides uninhibited egress to 
maintain national building and fire codes. 
When choosing an electric latch retraction kit, 
consider how much inrush current they require 
to retract the latch and how much continuous 
current they draw when not activated. Lower 
current draws will enable longer wire runs with 
smaller gauge wire. Also look for kits that allow 
for upgrading the exit device without removing 
it from the door to save time and labor. 
As always, you should consult the local 
Authority Having Jurisdiction for compliance 
requirements governing your door project, and 
be aware that building codes are always pro-
gressing and impact the application of access 
and egress solutions to doorways. But, with the 
thousands of new and retrofit doors requiring 
some sort of access control, using electrified exit 
devices “opens the door” to increased jobs and 
profit opportunities. 

John L. Schum’s Electronic Locking Devices from 
Butterworth-Heinemann Publishers was used as a 
reference for some content.

KERBY LECKA is Director of 
Marketing at Security Door Con- 
trols (SDC), a U.S. manufacturer of 
premium grade access control 
hardware. He can be reached at 
kerby@wmwinc.com.

FIGURE 7: ELECTRIC FRAME ACTUATOR

FIGURE 8: ELECTRIC MORTICE EXIT DEVICE

FIGURE 9: ELECTRIC LATCH RETRACTION KIT
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New Minnesota Vikings Stadium 
Features More than 1,000 
Openings from ASSA ABLOY

By Tom Mayer

Are you ready for some football?  
The Minnesota Vikings are, thanks to the efforts 

of ASSA ABLOY. The company readily met tight 
construction timelines to provide doors and hardware 
for 1,500 openings for the $1.1 billion state-of-the-art 

US Bank Stadium, which opened in 2016.

Photo © U.S. Bank Stadium

Case Study
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Customer
The new stadium encompasses 1.5 
million square feet and 65,000 seats 
that provide fans with the ultimate 
game experience. The stadium was 
uniquely designed to protect visitors 
from the elements, while maintain-
ing a connection to the outdoors. Its 
most striking feature is a transparent 
roof that covers 60 percent of the 
facility, making it the largest ETFE 
(ethylene-tetra-fluoro-ethylene) roof 
in the country and the only one on a 
sports facility.

Challenge
A truncated time frame required 
suppliers to meet tight deadlines. 
The project was completed in just 
30 months—six weeks ahead of 
schedule—including demolition of 
the former stadium, the Metrodome. 
For context, another local stadium, 
Target Field, where the Minnesota 
Twins play, was a project half the 
size, yet with a longer lead time. With 
1,500 workers on site at the peak of 
construction, it was vital that ASSA 
ABLOY make its solutions turnkey.

Solution
A key component of success 
was pre-assembly of more than 
1,000 openings constructed with 
ASSA ABLOY Architectural Door 
Accessories, including McKinney 
hinges, Pemko accessories and 
Rockwood door trim; and prod-
ucts from Group brands, including 
Curries hollow metal doors and 
frames, Sargent locks, exit devices 
and door closers, Medeco high securi-
ty cylinders and keys, and Securitron 
access control components. 
The construction manager work-
ing on the project had an existing 
relationship with Kendell Doors & 
Hardware, a distributor based in 
Mendota Heights, Minn. The con-
struction firm consulted Kendell 
regarding the tight construction 
deadline. Kendell recommended 
teaming with ASSA ABLOY on 
the project and preinstalling the 
hardware to the doors to shave off 

valuable construction time. The 
construction firm agreed with the 
recommendation and the doors and 
hardware were all preassembled at 
the Curries manufacturing facility in 
Mason City, Iowa.
 ASSA ABLOY’s ability to bring 
finished door openings to the site 
reduced the potential for incurring 
damage or lost goods around the 
busy, chaotic construction site, where 
palletized component hardware de-
livery wouldn’t have been efficient.
Pre-assembly also allowed the team 
to identify missing product so they 
could resolve issues before arriving at 
the site. The installation went almost 
flawlessly, with a punch list that 
was a tiny fraction of what it typi-
cally would be for a project of that 
magnitude.
While pre-assembly streamlined 
installation to meet the tight dead-
line, the features and benefits of the 
selected products addressed other 

Product photos courtesy of ASSA ABLOY Door Security Solutions

The Sargent 8200 Series mortise lock used in 
the Vikings new stadium.
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WATCH our video
SHARE the video
GIVE to the Foundation

HELP US TELL
SCHOOLS

& PARENTS!

Several temporary door locking devices, or barricade 
devices, have been made available with the intention of 
providing protection for students while in the classroom.

Unfortunately, these products fall short of the code 
requirements and often lead to unintended consequences. 
There are already solutions in place in most schools and 
experts who can help you confirm if your school is safe 
and secure. 

To watch the video and view 
additional resources, visit the 

Door Security & Safety Foundation at 
www.doorsecuritysafety.org/advocacy.

Twitter:
@DSSFoundation

Facebook:
Door Security & Safety Foundation

YouTube:
Door Security & Safety Foundation

DOOR SECURITY + SAFETY 
PROFESSIONALS KNOW 
THIS ALL TOO WELL!

OPENING THE DOOR
TO SCHOOL SAFETY

SAFETY ISN’T JUST ABOUT CLOSING THE DOOR.
IT’S ALSO ABOUT OPENING THE DOOR.

needs. Aesthetics were a prominent 
requirement. The stadium design 
plans called for decorative hardware 
and trim to create a design contin-
uum throughout the entire facility. 
ASSA ABLOY offered numerous 
aesthetic options with the Studio 
Collection levers from Sargent and 
matching hardware suites consisting 
of McKinney hinges and door pulls 
and Rockwood stops.
Although door openings would seem 
to be an insignificant design element 
in the overall appearance of a build-
ing, these small accents can make a 
big impression. Little details can be 
the finishing touch or, better yet, the 
starting point for building design. 

Doorways are intimate contact points 
between people and building and 
offer an opportunity to make a strong 
design statement.
Every building component could be 
considered a design element that en-
hances the visual satisfaction of walk-
ing down a hallway. The traditional 
looking door opening can really be 
viewed as a blank canvas—a slab 
of metal and/or wood waiting to be 
sculpted into a more dynamic form, 
an opportunity to maintain a design 
continuum throughout the building.
Now that durable, commercial-grade 
hardware and doors are becoming 
increasingly available with stylish 

accents, building designers can easily 
incorporate hardware into the overall 
aesthetic element of a building. This 
makes it possible to have a design 
continuum throughout the entire 
structure. So if an office door needs 
one type of lock—say a mortise lock, 
and a bathroom door needs a differ-
ent type of lock—maybe a tubular 
lock—the architect can go ahead and 
use different lock variations and not 
have to worry that the hardware used 
on one particular door will stand out 
or look different from those on other 
openings.
With this design flexibility, the sta-
dium designers were able to specify 
locks and hardware that were both 
durable and good looking. Sargent 
8200 series mortise locks vastly 
exceed ANSI Commercial Grade 
one strength and durability require-
ments, making them a perfect fit for 
the heavy game day traffic created 
by 65,000 high-energy football fans. 
Sargent 80 Series exit devices like-
wise surpass Commercial Grade one 
standards and are tested to withstand 
extreme abuse. Studio Collection 
levers and trim work with all Sargent 
locking devices, giving the perfect 
blend of aesthetics, strength and 
durability.
The complete opening package was 
rounded out with accessory hardware 
(hinges, gasketing, door pulls, stops, 
kick plates) along with a high securi-
ty key system from Medeco.. 

The U.S. Bank Stadium featured a number of ASSA 
ABLOY products, chosen for their durability and 
aesthetics, as well as the option of having hardware 
pre-installed on the doors.

Doors and Frames
Curries

Architectural Hardware and Accessories
ASSA ABLOY Architectural Door Accessories 
Sargent 
Securitron

Key System
Medeco X4

 TOM MAYER is Director  
of Sales, ASSA ABLOY  
Door Security Solutions– 
North Central. He can  
be reached at  
tom.mayer@assaabloy.com. 

The Sargent 80 Series exit device was used in 
construction of the new Vikings stadium.
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WATCH our video
SHARE the video
GIVE to the Foundation

HELP US TELL
SCHOOLS

& PARENTS!

Several temporary door locking devices, or barricade 
devices, have been made available with the intention of 
providing protection for students while in the classroom.

Unfortunately, these products fall short of the code 
requirements and often lead to unintended consequences. 
There are already solutions in place in most schools and 
experts who can help you confirm if your school is safe 
and secure. 

To watch the video and view 
additional resources, visit the 

Door Security & Safety Foundation at 
www.doorsecuritysafety.org/advocacy.

Twitter:
@DSSFoundation

Facebook:
Door Security & Safety Foundation

YouTube:
Door Security & Safety Foundation

DOOR SECURITY + SAFETY 
PROFESSIONALS KNOW 
THIS ALL TOO WELL!

OPENING THE DOOR
TO SCHOOL SAFETY

SAFETY ISN’T JUST ABOUT CLOSING THE DOOR.
IT’S ALSO ABOUT OPENING THE DOOR.



By Jeff Wherry

Atlanta’s New 
Falcons and  
Braves Stadiums

As the sports fans out there are 
already aware, there has been a lot 
of chatter about stadiums in the 
last several months. The Minnesota 
Vikings have recently opened their 
new $1.1 billion U.S. Bank Stadium in 
Minneapolis. Los Angeles now has not 
one, but two NFL teams, the Chargers 
and Rams, and construction is final-
ly underway on what will become 
their shared $2.6 billion stadium. The 
Oakland Raiders will soon become the 
Las Vegas Raiders and have released 
plans for a new stadium projected to 
cost $1.9 billion. But Atlanta, Ga. has 
been the focus of much of the atten-
tion with their two new stadiums for 
the Braves and Falcons. 
The Atlanta Braves’ stadium, SunTrust 
Park, is a 41,500-seat baseball stadium 
that officially opened this past April. 
At a cost of $672 million, it is signifi-
cantly less expensive than many of the 
other new stadium projects, including 
the Falcons’ $1.5 billion Mercedes-
Benz Stadium, which seats 71,000 and 
is scheduled to open next month.

While the two stadiums may share the 
same city, they have dramatically dif-
ferent designs. Located in the northern 
Atlanta suburbs, the Braves stadium 
has a classic ballpark feel with modern 
features such as a rooftop lounge and 
1,300 television screens to ensure fans 
can explore the stadium without miss-
ing the action on the field. Its brick 
exterior allows it to blend seamlessly 
with the larger mixed-use develop-
ment area that surrounds it. 
By contrast, the Falcons stadium sits 
in the heart of downtown Atlanta 
and features some modern design 
elements that set it apart from the 
landscape. Among the most striking 
is the roof, which is divided into eight 
petals that open and close to create 
what architects have described as a 
“camera lens-like” effect. Even more 
impressive, though less noticeable, 
are the many green features that have 
been added, from a 13-acre green 
space to over 4,000 solar panels that 
will allow the facility to use seventy 
percent less energy. It is projected to 
be the first stadium to receive LEED 

High-Performance Doors  
for High-Performance Venues
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Platinum certification and is the first 
sports facility to pursue several LEED 
v4 credit strategies, including the 
Materials and Resources category.
Despite their differences, one key fea-
ture both stadiums have in common 
is their steel doors and frames. With a 
few exceptions, the doors and frames 
at both stadiums were manufactured 
by members of the Steel Door Institute 
(SDI) and supplied by Southern Door 
and Plywood.
“We delivered 1,000 frames for the 
Braves stadium and 1,500 for the 
Falcons,” says Johnny Jones, Vice 
President/Owner of Southern Door 
and Plywood. “They specified alumi-
num doors and frames for the store-
front, wood for the high-end suites, 
and steel for everything else.” 
Ultra high-use facilities like stadiums 
have unique design considerations. 
When it comes to managing hordes 
of rowdy fans, it’s essential to use 
high-quality building materials that 
will last. With hundreds or even thou-
sands of openings to secure, stadiums 

rely on steel doors and frames to with-
stand the inevitable abuse from each 
game’s fans – especially when their 
team loses! 
“They went with steel because it’s cost 
effective and durable,” says Jones. 
“The doors installed in places like this 
have to withstand a lot of abuse, and 
steel is ideal for that type of environ-
ment.” Unlike wood, when steel doors 
get damaged, they can often just be 
repaired onsite with basic equipment 
and a little expertise.
In addition to their longevity, steel 
doors and frames are also playing a 
key role in efforts to obtain Materials 
and Resources category credits and 
achieve LEED Platinum certification 
for the Falcons stadium.  The require-
ments in this section encourage the 
use of sustainable building materials 
and reducing waste on site. Because 
U.S.-produced steel contains 93.3 per-
cent recycled steel scrap, it has come 
to be recognized as one of the most 
sustainable building materials in the 
world. 

In addition to their 
longevity, steel 
doors and frames 
are also playing a 
key role in efforts to 
obtain Materials and 
Resources category 
credits and achieve 
LEED Platinum 
certification for the 
Falcons stadium.

Photos courtesy of the Steel Door Institute
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Recognizing the vital role steel is 
playing in the growing sustainability 
movement, SDI recently partnered 
with Underwriters Laboratories 
Environment to develop the first 
Product Category Rules for steel doors 
and frames. These Product Category 
Rules enable manufacturers to con-
duct accurate Life Cycle Assessments 
of their products, which can then 
be used in the development of the 
Environmental Product Declarations 
that may be necessary for building 
projects like the Falcons stadium 
to comply with the new LEED v4 
requirements. 
Of course, using a high quality, 
sustainable material like steel does 
not necessarily guarantee a high 
quality product. Jones says that’s why 
Southern Door and Plywood partners 
with SDI member manufacturers. “We 
know what kind of product they’ll 

produce,” he says. “We’ve dealt with 
several of them for many years and 
have a good working relationship 
because those companies provide a 
consistent, quality product.”
Because of SDI’s reputation, it was not 
uncommon for non-member compa-
nies to state that their products met 
SDI standards and, until recently, 
there was no easy way to verify their 
claims. However, to help architects 
and specifiers ensure these products 
consistently meet quality standards, 
the Steel Door Institute has developed 
a new industry certification—SDI 
Certified. Manufacturers who hold this 
certification are regularly audited to 
ensure they meet SDI’s manufactur-
ing, performance, and quality stan-
dards. By specifying SDI Certified, 
design professionals can be confident 
their products will be true to spec and 
built to last. 

By choosing SDI Certified products, 
stadium owners and managers are 
assured that the steel doors and 
frames in their facilities will perform 
flawlessly at every game, even if the 
teams on the field do not. And while 
we don’t yet know the details on the 
new Raiders stadium in Las Vegas, 
it’s a safe bet that people will be using 
steel doors when they get there.
For more information on SDI Certified, 
door selection, or other resources for 
commercial steel doors and frames, 
visit steeldoor.org. 

JEFF WHERRY has been 
Managing Director of 
the Steel Door Institute 
(SDI) for more than two 
decades. He can be con-
tacted at jw@wher-
ryassoc.com. 
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MARK YOUR CALENDAR FOR  

DHI CONNEXTIONS 2018!
May 9–11, 2018  •  Baltimore, MD



TIPS FOR SPECIFYING  
SPORTING ARENAS
Allegion Architectural Consultant Phil Clanahan knows his way 
around sports arenas, but not in the way you might think. His 
knowledge goes beyond the home team’s fan zone and the best 
concession stand. Phil has worked on several sporting venue projects. 
In fact, in 2013, he was involved with specifying door hardware for 
the Minnesota Vikings’ stadium. 

Phil shares tips from his playbook. Check out these important 
reminders for specifying sporting arenas.

THINK BEYOND THE MAIN GATE.
Facilities like sporting arenas offer more than first 
meets the eye. They are a true dual-purpose facility. 
Consider all of the people who interact with the 
stadium and varying needs for each. Common areas 
in sports arenas include loading dock doors, storage 
areas, concessions, family toilets, stairwells and box 
suites. You also have staff with offices that need 
secured. And, of course, you have locker rooms and 
exercise areas for the players. Among these openings, 
you will have both mechanical and electronic 
hardware to specify.
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GIVE 110 PERCENT WHEN IT 
COMES TO SECURITY. 
Security should always be top of mind. 
And it’s no different when dealing with 
large sporting venues. While your clients 
are focused on their security protocols, 
you need to be thinking about code 
compliancy. For example, I had a client 
that wanted to lock the stairwells so that 
they can manage who is coming and 
going on each floor. But, of course, we 
cannot do that. If a fire alarm goes, they 
need to be able to egress back to the 
main floors. Instead, they can monitor 
activity with a door position switch..

ONE SIZE DOESN’T FIT ALL. 
As with any project, you cannot expect to have 
the same door hardware across all access points. 
Consider the purpose of each opening. For example, 
concessions areas generally use classroom function 
locks or key pads. The outside doors, stairwells and 
locker rooms need strong, durable exit devices and 
closers as they will see high abuse throughout the 
season. You probably want to specify a lock with an 
indicator on the family bathrooms. With equipment 
rooms, they might need to monitor who has access to 
those and when. In that case, electronic access control 
is a good idea. Teams often want premium brands no 
matter the opening, especially in the box suites and 
restaurants.

SCHEDULE A GROUP 
HUDDLE. 
The best way to understand the 
needs of the facility is to get everyone 
together upfront. Go through their 
wants and needs to find out how they 
expect the facility to function. Include 
the owner and security personnel in 
your discussions.
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HOW TO INSTALL  
LOCKS ON 
BARN DOORS 

Now and then a 
design trend sweeps 
the industry, whether 
it’s commercial-style 
appliances in the kitchen 
or a new paint color like 
“greige.” In our industry, 
a more recent example is 
the barn door. 

Best Practice May Not Be 
What You Expect By Qianyan Cheng
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Barn doors are beautiful. They combine Old World charm 
with spatial efficiency and lots of other advantages I’ll 
discuss in a minute. One area where they decidedly fall 
short is privacy. This weakness transcends residential, 
commercial and hospitality applications. I can attest to this 
personally: During a recent stay at a beautiful California 
resort, I decided to soak in the bathroom’s fancy Jacuzzi 
tub. It was supremely relaxing—until my eight-year-old 
son decided to roll back that big barn door and destroy my 
moment of Zen. 
Fortunately, there are now ways to add locking functional-
ity to barn doors. Before I walk you through the best-prac-
tice how-to’s, let me briefly review what makes barn doors 
so great in the first place. 
It’s no surprise that barn doors have become popular 
among designers, architects and home builders. They com-
bine character and efficiency like no other option. Consider: 
They save space. Much like pocket doors and sliders, barn 
doors make a terrific choice for enclosed spaces where in- 
or out-swing doors would be restricted by the floor plan. 
This is especially the case in hospitality settings and small 
family dwellings, where a swing door would often block 
another entrance or interfere with fixtures or furniture. 
They conserve pricey real estate. In expensive metropol-
itan areas, hotels and high-end rental units, every square 
inch counts. Making it functional is key. Barn doors an-
swer the call: They eliminate the three-foot span required 
for a swing door. They’re even more valuable in ADA 
(Americans with Disabilities Act) installations, where five 
feet is required. Therefore, barn doors provide architects 
“free” floor space to give to their clients. 
They look great. Interior designers love barn doors, and 
with good reason. Barn doors are simply beautiful, and 
they can make themselves at home in a broad range of 
decorating styles, from traditional to contemporary. A 
nearly endless variety of textures and colors is available. A 
barn door makes an exciting and undeniably cool design 
statement in virtually any room. 
They’re healthcare friendly. You might not think “barn 
door” when you think “hospital,” but think otherwise. 
They’re great when used for private bathrooms for hospital 
patients. Why? Given the wide doorway openings required 
for IV devices or patients needing extra assistance, barn 
doors are a great solution. The alternative is pocket doors 
where germs could hide in the pockets, compromising 
patient safety. By its simplicity, a barn door is a far better 
choice. 
But can they be locked? Having worked in the industry for 
more than 20 years, I know the options are not only limited 
but aesthetically undesirable. One option is to build out the 
jamb to allow for the installation of a strike for a standard 
pocket-door lock. Another is to install a shoot-bolt mounted 
on the door, extending to the top rail of the opening. 

As you can probably guess, both of these options have 
significant drawbacks. The construction costs can be hefty, 
and the price to be paid in the loss of the door’s inherent 
beauty can’t be underestimated. (You don’t want your barn 
door to look like it’s, well, in a barn.) More importantly, 
neither of the above options includes an emergency-release 
function. That’s a deal-breaker for many designers and 
specifiers; as a result, they often simply give up their search 
for a workable privacy barn-door lock. 
Move forward by thinking backward. Conventional locks 
install on the door; the locking point is on the jamb. When 
locked, the door stays attached to the jamb. 
But a barn door is different; it’s essentially a large piece of 
wood, floating along a wall. This makes alignment the big 
issue. In a traditional barn door installation, the locking 
bolt can’t be easily aligned with the strike that’s intended to 
be the locking point.  
Thus, the key challenge for barn doors is aligning the lock 
and the strike. The best solution is to have a tubular privacy 
barn-door lock that installs into the jamb wall, with the 
strike in the door. 
Think about that. It’s the exact opposite of what you’re used 
to: The lock installs into the wall, not the door. And the strike 
installs into the door, not the jamb. 
You can see how this looks in Figure 1, above. 

Diving into the Details
This type of configuration features a locking mechanism 
that’s similar to a deadbolt, installed inside the jamb wall, 
featuring a one-inch bolt that’s activated by a thumb piece, 
and projecting into the door. A dust-proof strike is installed 
on the door itself and locked in place when aligned with 
the lock bolt in the closed position. Note that privacy locks 

Figure 1. A privacy lock for barn doors.
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must be accompanied by an emergen-
cy release that can unlock the door 
from outside the room in the event 
of a crisis, such as someone falling 
or fainting inside the room while the 
door is closed. 
With this type of privacy barn-door 
lock, the locking mechanism is con-
cealed inside the wall. The trim  
is attached with a minimally-project-
ing thumb-turn or even a recessed 
trim with a finger-pull turn. Both op-
tions are functional and aesthetically 
pleasing. See photo on page 22. 
The strike itself features a spring-load-
ed, dust-proof cover to conceal the 
strike opening on the door; there’s a 
small decorative cap on the opposite 
side of the door. Most importantly, this 
type of locking solution includes an 
emergency-release hole built right into 
the strike. This allows the lock bolt to 
be pushed back from outside the barn 
door, allowing immediate access to the 
room in the event of an emergency. 
Before I walk you through the steps for 
installing such a barn-door lock, I must 
apprise you of its limitations. This type 
of lockset is only suitable for a barn 
door that’s hung on the outside wall of 
a room. Note, too, that the lock is only 
intended for privacy; it doesn’t offer the 
higher security of a keyed lock. 
Now that we have those details out of 
the way, let’s take a look at the installa-
tion procedure. 
STEP 1: Ensure the optimum open-
ing. It’s extremely important that you 
follow these steps when prepping and 
installing privacy locks on existing 
barn doors. 
First, determine your wall conditions. 
These instructions apply to drywall 
with or without standard trim casing; 
they even work for slim trim casing. 
Drywall openings, jamb casing and 
width, wall thickness and stud place-
ment will all impact where you place 
the lock, and how deep you set it.
Next, you’ll perform your jamb mea-
surement for proper lock installation 
and backset. This is crucial prep for 
lock drilling and installation. Standard 
door openings feature two wood studs 

behind the drywall or trim casing; this 
will determine your lock and strike 
prep and installation points. Before 
beginning installation, measure any 
casing your door opening has to help 
you determine the placement and size 
of the lock you need. 
For drywall openings with no trim 
casing, I recommend that you drill 
the hole in the wall with a minimum 
of one inch from the center of the lock 
bolt to the edge of the drywall, subject 
to the overlap size (to be discussed in 
Step 2). See Figure 2. 
For drywall openings with trim cas-
ing, the lock can be positioned in the 
most aesthetically pleasing position 
on the trim in the range of 1 to 2¼ 
inches from the center of the lock bolt 
to the edge of the wall, subject to the 
overlap size (to be discussed in Step 

2). For openings with narrow casing 
(less than 1  inches), the lock should 
be installed next to the trim casing, a 
minimum of 2¼ inches from the edge 
of the wall, subject to the size of the 
door overlap. See Figure 3. 
STEP 2: Consider the overlap. For our 
purposes, “overlap” refers to the width 
of the door overlapping the wall while 
the door is fully closed. With this type 
of barn door lock, a minimum overlap 
is required to ensure alignment and 
stability for the door; it’s also needed 
to provide enough structure to install 
the strike properly. 
Overlap dimensions are critical for 
the lock to align properly with the 
strike that’s installed in the door. 
Without sufficient overlap, you won’t 
have enough room to install the strike 
inside the door. 
For a standard drywall opening, a 
minimum two-inch overlap is recom-
mended. I recommend the same for 
openings with a casing width of 1  
inches or wider. While there’s no re-
striction of the maximum overlap, the 
maximum distance for installing the 
lock from the edge of the wall is 2½ 
inches. For wider distances, extended 
fixings can be requested, but wall stud 
conditions must be checked to ensure 
that more than two studs are stacked 
at the opening jamb inside the wall. 
For openings with a casing width of 
less than 1  inches, a minimum over-
lap of 3¼ inches is recommended. See 
Figures 4 and 5. 

Figure 3. Proper measurement guidelines for applications with trim casing, both wide and 
narrow.

Figure 2. Proper measurement guidelines, no 
trim casing. 
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STEP 3: Install the lock. Before you complete this step, 
you’ll need to first determine the gap between your wall 
and the door. This gap varies from door to door, but typi-
cally ranges from about  of an inch to a half inch. If neces-
sary, install a quarter-inch spacer into the lock recess before 
inserting the lock itself, which can accommodate a gap up 
to ¾ of an inch between the door and the wall. 
Install the lock through the one-inch lock bore on the  
wall. The spindle hub should be at the center of the trim 
bore. Next, use a spindle or screwdriver to test the bolt 
retraction. Use two wood screws to secure the lock body 
to the stud and mount the trim. Then use the thumb-turn 
connected to the spindle to test movement of the lock bolt 
and make any adjustments necessary. Then fasten the pro-
vided trim screws. 
STEP 4: Add the emergency release. You’re almost done. 
To install the emergency release, re-hang your barn door 
in the fully-closed position. Throw the lock bolt and mark 
the exact position of the strike center, which must be at 
least one inch from the edge of the door. Using this mark 
as your guide, drill a pilot hole through the door with an 

Figure 5. Overlap with lock hardware shown.

Figure 4. Minimum overlap between door and wall. 

eighth-inch bit. Now use the pilot hole to guide a one-inch- 
diameter hole saw and drill a 1¼-inch deep hole. Do not drill 
through the door! Install the strike and secure it with emer-
gency release screws. Finally, install the decorative cap over 
the release screw. 
STEP 5: Trim with ADA in mind. Privacy locks for barn 
doors come in different styles and finishes. Some are flush 
and discreet; others are designed to comply with ADA 
standards for commercial and hospitality applications. 
Choose the trim that best suits your needs and aesthetics, 
bearing in mind that ADA regulations mandate a clear 
width of 32 inches for the door, with the hardware installed 
34 inches above the floor. Consult ADA guidelines for more 
information. 
 Congratulations! Just like that, you’ve transformed a beau-
tiful and trend-setting door into a truly functional privacy 
solution. 

QIANYAN CHENG is the Co-Founder and Vice 
President of Product Development of INOX™  
hardware. Her manufacturing and industrial 
design expertise come from working more than  
20 years in the hardware and lock industry in 
Europe, Asia and America, with the last decade 
devoted to the growth and innovation of INOX 
hardware in Sacramento, Calif. She can be reached 
at qianyan.cheng@gmail.com.

Privacy locks for barn 
doors come in different 
styles and finishes. Some 
are flush and discreet; 
others are designed 
to comply with ADA 
standards for commercial 
and hospitality 
applications. Choose the 
trim that best suits your 
needs and aesthetics.
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2017 INDUSTRY TRENDS
For the fi rst time ever, several of the most strategic manufac-
turer and distributor leaders were on stage at conNextions to 
share their insights and visions for the future. 

In preparation for the Forum, DHI conducted an industry-wide 
trends survey. There was a tremendous response from the 
industry to questions, including more than 300 comments to 
open-ended questions, which were categorized into common 
themes to be tackled by the panel. The top three areas of 
concerns were technology, workforce development and distri-
bution channel concerns. 

DHI President Michael L. Gibson, CPL, opened the Forum 
with a brief update on DHI’s initiatives, including changes 
made to the 2016 Edition of the Master Format and DHI's 
commitment to transition to “A New Day, a New DHI.”

He then introduced Moderator Tom Morrison, author, life 
coach, and CEO of the Metal Testing Institute. Panelists were:

• Chris Casazza, CEO, Midwest Wholesale Hardware

• Ron Couch, AHC, President & COO, 
Central Indiana Hardware Co., Inc.

• Paul Dauphin, President of ASSA ABLOY Door 
Security Solutions and Vice President, Business 
Development, ASSA ABLOY Americas

• Joshua D. Hager, President & COO, Hager Companies

• Rex E. Newcomer, AHC/CDC, CDT, FDHI,
President and CEO, D.H. Pace Company, Inc.

• Jason Pulliam, Vice President Sales — 
North America, BEST Access Solutions, Inc. 

• Foster Smith, President & Partner, 
National Guard Products, Inc.

• Scott Suppes, AHC, President & CEO, 
CP Distributors, Ltd.

• William S. Trimble III, AHC, President, 
William S. Trimble Co., Inc.

• Rick White, Vice President of Sales and 
Field Marketing for the Americas, Allegion PLC

Morrison led the panel through a discussion about issues 
affecting their companies and the industry. Following are some 
of their comments. DHI members can watch a video of the 
Forum or download the complete transcript and additional ques-
tions and answers by the panelists at dhi.org/forumresources.

TECHNOLOGY
Rick White: Technology now presents opportunities for us 
to get much more effi cient with communication between the 
channel and the manufacturer. That’ll require us to create 
more transparency in our relationships and also probably have 
to make some diffi cult decisions both on the distribution side 
and the manufacturing side because, as we become more con-
nected, we’re not going to be as connected with everybody as 
we might like to be.

Paul Dauphin: We’re in the age of transparency and there’s a 
lot of young people today who are coming into the business 
and they don’t like the way Baby Boomers have kept informa-
tion very close to the chest. So they’re going to demand that 
they have the information at their fi ngertips.

Ron Couch: We’ve all been challenged to do more with less 
in our industry and to drive effi ciency. We’re spending a lot of 
energy in our business to create processes that, as best we 
can, can automate some of the standard procedures that we 
do and present our project managers and our operations team 
with things that are unique and aren’t going as planned – so 
they can deal with the exceptions rather than trying to deal 
with everything at hand.

Foster Smith: Where I think technology’s really going to make 
a breakthrough for manufacturers, for distributors, for our 
channels is when it becomes more predictive and allows you 
to utilize the information that you can gather to predict what’s 
the demand in the future—how the channel’s going to work—or 
really be much more interactive as far as the future’s con-
cerned, not just looking at the past.

Jason Pulliam: Technology can’t supplant the knowledge of a 
human being to make decisions on the fly. One thing within our 
industry, if we make a mistake, there could be lives at risk at the 
end of the day. So we need to make sure that, yes, technology 
is a tool. It’s an enabler. It gets us further down the road faster. 
But we all still have to support the training and the knowledge 
that needs to happen for that decision-making to happen there 
at a door, there when you’re deciding on a product.

Josh Hager: If you’re going to talk about implementing any 
new technology that’s focused on the customer base, it’s 
knowing what their problems are. We can’t do technology for 
technology’s sake. We need to do it to solve a problem. So if 
it’s something that’s a customer interface, it needs to be user 
friendly. It needs to help them make more money or save time 
or do something that’s going to actually come up with a benefi t. 

This year’s DHI conNextions in Phoenix offered two master sessions for attendees – 
a fun and engaging general session with technology “nerd” Beth Ziesenis, and a thought-

provoking look at our industry by 10 visionary leaders in Friday’s Forum for the Future.
Sandwiched in between were technical, business and managerial education 
sessions that provided instant takeaways, a bustling exhibit hall and lots of 

opportunities for networking and learning about new products.

SOMETHING FOR EVERYONE!

THE MAIN EVENT: CRAFTING YOUR 
FUTURE WITH TOP INDUSTRY THOUGHT 
LEADERS—DHI’S FORUM FOR THE FUTURE
DHI members can watch a video of the Forum or download the complete transcript 
and additional questions and answers by the panelists at dhi.org/forumresources.
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2017 INDUSTRY TRENDS
For the fi rst time ever, several of the most strategic manufac-
turer and distributor leaders were on stage at conNextions to 
share their insights and visions for the future. 

In preparation for the Forum, DHI conducted an industry-wide 
trends survey. There was a tremendous response from the 
industry to questions, including more than 300 comments to 
open-ended questions, which were categorized into common 
themes to be tackled by the panel. The top three areas of 
concerns were technology, workforce development and distri-
bution channel concerns. 

DHI President Michael L. Gibson, CPL, opened the Forum 
with a brief update on DHI’s initiatives, including changes 
made to the 2016 Edition of the Master Format and DHI's 
commitment to transition to “A New Day, a New DHI.”

He then introduced Moderator Tom Morrison, author, life 
coach, and CEO of the Metal Testing Institute. Panelists were:

• Chris Casazza, CEO, Midwest Wholesale Hardware

• Ron Couch, AHC, President & COO, 
Central Indiana Hardware Co., Inc.

• Paul Dauphin, President of ASSA ABLOY Door 
Security Solutions and Vice President, Business 
Development, ASSA ABLOY Americas

• Joshua D. Hager, President & COO, Hager Companies

• Rex E. Newcomer, AHC/CDC, CDT, FDHI,
President and CEO, D.H. Pace Company, Inc.

• Jason Pulliam, Vice President Sales — 
North America, BEST Access Solutions, Inc. 

• Foster Smith, President & Partner, 
National Guard Products, Inc.

• Scott Suppes, AHC, President & CEO, 
CP Distributors, Ltd.

• William S. Trimble III, AHC, President, 
William S. Trimble Co., Inc.

• Rick White, Vice President of Sales and 
Field Marketing for the Americas, Allegion PLC

Morrison led the panel through a discussion about issues 
affecting their companies and the industry. Following are some 
of their comments. DHI members can watch a video of the 
Forum or download the complete transcript and additional ques-
tions and answers by the panelists at dhi.org/forumresources.

TECHNOLOGY
Rick White: Technology now presents opportunities for us 
to get much more effi cient with communication between the 
channel and the manufacturer. That’ll require us to create 
more transparency in our relationships and also probably have 
to make some diffi cult decisions both on the distribution side 
and the manufacturing side because, as we become more con-
nected, we’re not going to be as connected with everybody as 
we might like to be.

Paul Dauphin: We’re in the age of transparency and there’s a 
lot of young people today who are coming into the business 
and they don’t like the way Baby Boomers have kept informa-
tion very close to the chest. So they’re going to demand that 
they have the information at their fi ngertips.

Ron Couch: We’ve all been challenged to do more with less 
in our industry and to drive effi ciency. We’re spending a lot of 
energy in our business to create processes that, as best we 
can, can automate some of the standard procedures that we 
do and present our project managers and our operations team 
with things that are unique and aren’t going as planned – so 
they can deal with the exceptions rather than trying to deal 
with everything at hand.

Foster Smith: Where I think technology’s really going to make 
a breakthrough for manufacturers, for distributors, for our 
channels is when it becomes more predictive and allows you 
to utilize the information that you can gather to predict what’s 
the demand in the future—how the channel’s going to work—or 
really be much more interactive as far as the future’s con-
cerned, not just looking at the past.

Jason Pulliam: Technology can’t supplant the knowledge of a 
human being to make decisions on the fly. One thing within our 
industry, if we make a mistake, there could be lives at risk at the 
end of the day. So we need to make sure that, yes, technology 
is a tool. It’s an enabler. It gets us further down the road faster. 
But we all still have to support the training and the knowledge 
that needs to happen for that decision-making to happen there 
at a door, there when you’re deciding on a product.

Josh Hager: If you’re going to talk about implementing any 
new technology that’s focused on the customer base, it’s 
knowing what their problems are. We can’t do technology for 
technology’s sake. We need to do it to solve a problem. So if 
it’s something that’s a customer interface, it needs to be user 
friendly. It needs to help them make more money or save time 
or do something that’s going to actually come up with a benefi t. 

This year’s DHI conNextions in Phoenix offered two master sessions for attendees – 
a fun and engaging general session with technology “nerd” Beth Ziesenis, and a thought-

provoking look at our industry by 10 visionary leaders in Friday’s Forum for the Future.
Sandwiched in between were technical, business and managerial education 
sessions that provided instant takeaways, a bustling exhibit hall and lots of 

opportunities for networking and learning about new products.

SOMETHING FOR EVERYONE!

THE MAIN EVENT: CRAFTING YOUR 
FUTURE WITH TOP INDUSTRY THOUGHT 
LEADERS—DHI’S FORUM FOR THE FUTURE
DHI members can watch a video of the Forum or download the complete transcript 
and additional questions and answers by the panelists at dhi.org/forumresources.
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CURRENT DEVELOPMENTS IN PRODUCTS
Rick White: The products continue to get smarter and 
more connected and that creates opportunity for us to 
shift some of the things and the responsibilities that we do 
between the distribution side and the manufacturing side.

Ron Couch: I think it’s exciting because the electronic access 
control industry’s really coming to us now. It wasn’t that 
long ago where, if you wanted access control, you needed 
an online head-in system, you needed a door control panel, 
you needed a system controller, you needed all this wiring, 
you needed all this complication, you needed engineering.

That’s what the system integration business and integra-
tors did in general. They were able to pull all those pieces 
and parts together and were hooking it to a dumb device 
at the opening: a door position switch, electrifi ed lockset 
that didn’t have any intellect in the product itself. Now 
as the manufacturers continued to manage and produce 
more products that have more intellect down at the device 
level, well, now it’s at a product level. So we can sell it. 

SAFETY AND SECURITY
Rick White: We are a security and safety industry. It is what 
we do and creates opportunity for us as an industry. As 
threats evolve and other risks evolve, it creates the oppor-
tunity for new products and creates new customers for 
us to engage with. When we talk about safety, it tends to 
be fi re/life safety – how you get out of the building. When 
we talk about security, that’s how you keep the bad people 
from coming into the building. And oftentimes, those two 
goals are diametrically opposed. That’s where the products 
that we can bring to market, where we can create value 
and—and make a difference both to the end user and to 
the construction community—by solving that complicated 
and sometimes complex equation around the openings.

Foster Smith: I was just going to say this is where our 
industry benefi ts from the complexity of the products. We 
talked about the balance between life, safety and security and 
those are really complex issues not just solved with an app 
on the phone. So I think we really benefi t as an industry as a 
whole from just how complex our products are. The barrier 
to entry, it’s high. So I think it’s something we benefi t from.

BIM TECHNOLOGY 
Ron Couch: There used to be specialization within archi-
tectural fi rms. You had people that specialize in hardware, 
people that would specialize in environmentals, people that 
would specialize in design. Now with BIM, they’re looking at 
it more of a holistic environmental solution and they’re not 
just looking at it from a specialization standpoint. They’re 
looking at “How does this building function and operate in 
totality?” How does your access control system work with 
your automation system for building controls? How does it 
work with your lighting system so that it creates this com-
plete environment?

BIM is a tool that’s going to allow all that because it allows 
for all of that additional flexibility and design, and they can 
layer it on top of each other and really get a good under-
standing of how this is going to fi t together comprehensively.

Bill Trimble: A couple of years ago, we thought of BIM as 
all the manufacturers would write a spec, they would put it 
directly in BIM and distribution wasn’t required anymore. 
They’d get a bill of materials and the contractor would go to 
the internet and buy the bill of materials. And so we saw that 
as a pretty big threat. 

I think you say “Technology gives and taketh away,” where 
now with the integration of security, we tried to provide more 
services so we weren’t just a materials supplier, and so 
now you’re getting involved in security. Everything’s sort of 
blending and now it makes it a little more diffi cult for BIM to 
affect you in that way. 

So the complexity and connectivity have sort of helped us now 
where, at one time, it looked like it could be a threat to us.

DHI President Michael L. Gibson, CPL, opened the Forum 
with a brief update on DHI initiatives.

MILLENIALS
Rex Newcomer: When I think of the Millennials, I like to think 
of what they bring to the company the fi rst day they walk in 
the door before we’ve taught them anything. They’re bringing 
energy that’s born of youth, that helps re-energize and rein-
vigorate the work environment. They bring a tech-savvy. 
They know how to use technology to enrich their personal 
lives and improve their productivity. And they have a pas-
sion for life that centers more on experiences than posses-
sions that can really enrich the culture of an organization.

When I think about working with Millennials, we really 
focus on three things in our organization. One is: give 
them opportunities to make a meaningful difference in the 
company and do it early and do it often. They come into 
the door the fi rst day and they’ve got the history of human 
knowledge in their phone and they know how to use it, 
and that gives them a sense of empowerment and a sense 
that anything is possible and why can’t we do it today? 

The second thing we try and do is education them. We 
have to try and convince them that everything they 
need to know to be a professional can’t be found in 
the phone. But there’s context and there’s wisdom. 
That only comes with time and experience. 

And lastly, I think if we’re going to deserve their loyalty 
and long-term employment in the business, we’ve got to 
engage in their passion. We’ve got to convince them that 
the purpose of our business and the mission of our organi-
zations – yes – it’s about making money because we have 
to make money, but there’s got to be a purpose deeper than 

that that connects to their passion at a personal level.

EMPLOYEE ENGAGEMENT
Foster Smith: We’re focusing on Millennials here but 
really what we’re talking about is employee engagement 
and understanding your employee and what’s important 
to them, and whether that be a millennial, X, Y, whatever 
age generation, it's our job as leaders to understand 
what motivates our employees, to get that discretionary 
effort out of them to fi gure out what really is going to 
allow them to work for more than just a paycheck.

Chris Casazza: I think the question here is really about 
our leadership, what we need to do to change because 

how we led organizations and Baby Boomers before, it 
was fairly easy. The thing that keeps me awake at night—
mostly is people and talent. I tell our folks when we’re 
hiring—give me two things—they have to have intelligence 
and passion because I can’t teach either one of those.

If they’ve got that and I can bring them in and then 
get into their stream where they’re passionate, then 
we can get somebody who’s really productive.

FUTURE OF THE CHANNEL AND DISTRIBUTION
Rex Newcomer: In the construction business, we’re under 
intense pressure to reduce costs and lead times, while, 
at the same time, increasing selection and offering addi-
tional services to customers. That’s a very tough combi-
nation to deliver on and sustain profi tability. And I think 
whether you’re a large or small company, I think there’s 
four things that are critical for positioning your business:

• Identify who your target customers are and 
understand what their needs are.

• Align and organize your business 
around serving those needs. 

• Invest in training and technology. 

• Pay attention to the world around you. Recognize 
change, how it impacts you, and more impor-
tantly, how it impacts your customers’ needs, 
and make sure that you adapt to it. 

VALUE PROPOSITION 
Scott Suppes: We need to offer a different value proposi-
tion. Your mentioning the Uberization and Ubering kind of 
hits a bone with me because I own a taxi company as well, 
which is kind of weird, but the whole reason Uber was suc-
cessful wasn’t because of the technology. Apps existed. 
What they did is they took an industry that didn’t want to 
change, an industry that over-regulated, and didn’t want to 
recognize that they had to do things differently. And they 
came into the industry and basically upset it totally.

So we’re in danger of that too. If we’re not prepared to make 
those changes, offer a different value proposition—what-
ever that is—like you say, “Let’s fi nd our niche.” What is 
the best service that you can add to add the value?

Millenials bring energy that’s born of youth, that helps 
re-energize and reinvigorate the work environment. They 
know how to use technology to enrich their personal lives 
and improve their productivity. And they have a passion 
for life that centers more on experiences than possessions 
that can really enrich the culture of an organization.
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CURRENT DEVELOPMENTS IN PRODUCTS
Rick White: The products continue to get smarter and 
more connected and that creates opportunity for us to 
shift some of the things and the responsibilities that we do 
between the distribution side and the manufacturing side.

Ron Couch: I think it’s exciting because the electronic access 
control industry’s really coming to us now. It wasn’t that 
long ago where, if you wanted access control, you needed 
an online head-in system, you needed a door control panel, 
you needed a system controller, you needed all this wiring, 
you needed all this complication, you needed engineering.

That’s what the system integration business and integra-
tors did in general. They were able to pull all those pieces 
and parts together and were hooking it to a dumb device 
at the opening: a door position switch, electrifi ed lockset 
that didn’t have any intellect in the product itself. Now 
as the manufacturers continued to manage and produce 
more products that have more intellect down at the device 
level, well, now it’s at a product level. So we can sell it. 

SAFETY AND SECURITY
Rick White: We are a security and safety industry. It is what 
we do and creates opportunity for us as an industry. As 
threats evolve and other risks evolve, it creates the oppor-
tunity for new products and creates new customers for 
us to engage with. When we talk about safety, it tends to 
be fi re/life safety – how you get out of the building. When 
we talk about security, that’s how you keep the bad people 
from coming into the building. And oftentimes, those two 
goals are diametrically opposed. That’s where the products 
that we can bring to market, where we can create value 
and—and make a difference both to the end user and to 
the construction community—by solving that complicated 
and sometimes complex equation around the openings.

Foster Smith: I was just going to say this is where our 
industry benefi ts from the complexity of the products. We 
talked about the balance between life, safety and security and 
those are really complex issues not just solved with an app 
on the phone. So I think we really benefi t as an industry as a 
whole from just how complex our products are. The barrier 
to entry, it’s high. So I think it’s something we benefi t from.

BIM TECHNOLOGY 
Ron Couch: There used to be specialization within archi-
tectural fi rms. You had people that specialize in hardware, 
people that would specialize in environmentals, people that 
would specialize in design. Now with BIM, they’re looking at 
it more of a holistic environmental solution and they’re not 
just looking at it from a specialization standpoint. They’re 
looking at “How does this building function and operate in 
totality?” How does your access control system work with 
your automation system for building controls? How does it 
work with your lighting system so that it creates this com-
plete environment?

BIM is a tool that’s going to allow all that because it allows 
for all of that additional flexibility and design, and they can 
layer it on top of each other and really get a good under-
standing of how this is going to fi t together comprehensively.

Bill Trimble: A couple of years ago, we thought of BIM as 
all the manufacturers would write a spec, they would put it 
directly in BIM and distribution wasn’t required anymore. 
They’d get a bill of materials and the contractor would go to 
the internet and buy the bill of materials. And so we saw that 
as a pretty big threat. 

I think you say “Technology gives and taketh away,” where 
now with the integration of security, we tried to provide more 
services so we weren’t just a materials supplier, and so 
now you’re getting involved in security. Everything’s sort of 
blending and now it makes it a little more diffi cult for BIM to 
affect you in that way. 

So the complexity and connectivity have sort of helped us now 
where, at one time, it looked like it could be a threat to us.

DHI President Michael L. Gibson, CPL, opened the Forum 
with a brief update on DHI initiatives.

MILLENIALS
Rex Newcomer: When I think of the Millennials, I like to think 
of what they bring to the company the fi rst day they walk in 
the door before we’ve taught them anything. They’re bringing 
energy that’s born of youth, that helps re-energize and rein-
vigorate the work environment. They bring a tech-savvy. 
They know how to use technology to enrich their personal 
lives and improve their productivity. And they have a pas-
sion for life that centers more on experiences than posses-
sions that can really enrich the culture of an organization.

When I think about working with Millennials, we really 
focus on three things in our organization. One is: give 
them opportunities to make a meaningful difference in the 
company and do it early and do it often. They come into 
the door the fi rst day and they’ve got the history of human 
knowledge in their phone and they know how to use it, 
and that gives them a sense of empowerment and a sense 
that anything is possible and why can’t we do it today? 

The second thing we try and do is education them. We 
have to try and convince them that everything they 
need to know to be a professional can’t be found in 
the phone. But there’s context and there’s wisdom. 
That only comes with time and experience. 

And lastly, I think if we’re going to deserve their loyalty 
and long-term employment in the business, we’ve got to 
engage in their passion. We’ve got to convince them that 
the purpose of our business and the mission of our organi-
zations – yes – it’s about making money because we have 
to make money, but there’s got to be a purpose deeper than 

that that connects to their passion at a personal level.

EMPLOYEE ENGAGEMENT
Foster Smith: We’re focusing on Millennials here but 
really what we’re talking about is employee engagement 
and understanding your employee and what’s important 
to them, and whether that be a millennial, X, Y, whatever 
age generation, it's our job as leaders to understand 
what motivates our employees, to get that discretionary 
effort out of them to fi gure out what really is going to 
allow them to work for more than just a paycheck.

Chris Casazza: I think the question here is really about 
our leadership, what we need to do to change because 

how we led organizations and Baby Boomers before, it 
was fairly easy. The thing that keeps me awake at night—
mostly is people and talent. I tell our folks when we’re 
hiring—give me two things—they have to have intelligence 
and passion because I can’t teach either one of those.

If they’ve got that and I can bring them in and then 
get into their stream where they’re passionate, then 
we can get somebody who’s really productive.

FUTURE OF THE CHANNEL AND DISTRIBUTION
Rex Newcomer: In the construction business, we’re under 
intense pressure to reduce costs and lead times, while, 
at the same time, increasing selection and offering addi-
tional services to customers. That’s a very tough combi-
nation to deliver on and sustain profi tability. And I think 
whether you’re a large or small company, I think there’s 
four things that are critical for positioning your business:

• Identify who your target customers are and 
understand what their needs are.

• Align and organize your business 
around serving those needs. 

• Invest in training and technology. 

• Pay attention to the world around you. Recognize 
change, how it impacts you, and more impor-
tantly, how it impacts your customers’ needs, 
and make sure that you adapt to it. 

VALUE PROPOSITION 
Scott Suppes: We need to offer a different value proposi-
tion. Your mentioning the Uberization and Ubering kind of 
hits a bone with me because I own a taxi company as well, 
which is kind of weird, but the whole reason Uber was suc-
cessful wasn’t because of the technology. Apps existed. 
What they did is they took an industry that didn’t want to 
change, an industry that over-regulated, and didn’t want to 
recognize that they had to do things differently. And they 
came into the industry and basically upset it totally.

So we’re in danger of that too. If we’re not prepared to make 
those changes, offer a different value proposition—what-
ever that is—like you say, “Let’s fi nd our niche.” What is 
the best service that you can add to add the value?

Millenials bring energy that’s born of youth, that helps 
re-energize and reinvigorate the work environment. They 
know how to use technology to enrich their personal lives 
and improve their productivity. And they have a passion 
for life that centers more on experiences than possessions 
that can really enrich the culture of an organization.
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"Technology now presents opportunities for us 
to get much more effi cient with communication 
between the channel and the manufacturer."
— Rick White, Vice President of Sales and Field Marketing for the Americas, Allegion PLC

Forum Moderator Tom Morrison

Professional race car drivers Arie Luyendyk 
Sr. and Arie Luyendyk Jr. signed autographs 
in the dormakaba booth.General Session speaker Beth Z.

Attendees shared their favorite apps during Beth Z's general session.

Revenue growth expert Alex Goldfayn spoke at a luncheon 
recognizing Door Security & Safety Foundation contributors.
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DON’T FORGET TO SAVE THE DATE FOR 
CONNEXTIONS 2018, MAY 9-11 IN BALTIMORE, MD.!

DHI President Michael L. Gibson, CPL, cuts the ribbon to the exhibit hall.

A fun night at the DHI Canada party.

EXHIBIT HALL HIGHLIGHTS
Attendees took advantage of nine exclusive hours of 
face time with colleagues on the trade show floor. 

The Opening Reception provided an opportunity for new-
comers and conNextions veterans to introduce them-
selves and discuss common interests and challenges.

The manufacturer-led Industry Marketplace provided 
valuable product information and current trends.

Exhibitors conducted fast and focused 15-minute 
Solution Sessions on the trade show floor, pro-
viding attendees with available solutions to 

application issues they face, with new products, 
technologies, and potential new suppliers.

Five fi rst-time exhibitors  were welcomed - Renin 
Corp., SCH Products, Westinghouse Security, 
Zhejiang Aibo Door Hardware Co., Ltd., and 
Zhejiang Dorrenhaus Hardware Ind. Co., Ltd.

As always, conNextions would not be possible 
without the participation and support of our 
exhibitors, sponsors and attendees. Thank you!

Johnny Walker's 6 steps to effective meetings: 
Have an objective. Prepare for your meetings. Ask 
great questions. Focus on understanding needs. Walk 
away with commitments to action steps. Follow up!

GENERAL SESSION

BETH ZIESENIS: A DAY IN THE LIFE OF A NERDY 
DOOR SECURITY + SAFETY PROFESSIONAL
What would your day look like if you took the advice of 
all your nerdy friends and implemented the tech tools 
and apps they recommend to make your life easier?

In this fast-moving session, speaker Beth Ziesenis led the 
audience hour by hour through a day in the life of a tech-
savvy door security + safety professional. We learned how 
a professional “nerd” solves a security crisis before 10 a.m.; 
makes more of a lunch hour with an extra set of virtual 
hands; saves money on software before the staff meeting 
and brings the team together online before the day is done.

Beth, a self-proclaimed technology “nerd,” walked the 
audience through a summary of the best free and bar-
gain apps and online resources designed to help audi-
ences release their inner “nerds” to become more 
organized, effi cient and awesome at work and home.

During the session, Beth encouraged audience 
members to get up out of their seats and meet 
each other to share apps. Some of the more than 
two dozen apps she discussed included:

� Sleep Time - a sleep monitor and alarm

� Get Dressed - lets you manage your wardrobe, daily 
looks and even plan what to wear to your next event

� Waze – a crowdsourced navigation app

� X.ai – a personal assistant who sched-
ules meetings for you

� Yelp Monacle - allows you to view businesses 
around you by using the camera on your device 
and pointing it at your surroundings. You can also 
see which businesses your friends have checked 
in to, as well as a map that will move with you.

� LastPass – password manager

� Fancy Hands – virtual assistants

� Evernote – the ultimate notetaking app

DHI conNextions attendees can visit the attendee website at 
dhiconnextions.zerista.com to download copies of Beth’s pre-
sentation and even a copy of her Ultimate Tech Tool List. 

� For more information on Beth or to read her blog, 
go to yournerdybestfriend.com.

EDUCATION SESSIONS
This year’s education sessions were designed to help 
attendees grow their business and their technical 
knowledge, and also offered valuable CEP points. 

Industry code experts such as Ron Cote, P.E., Technical 
Lead for Life Safety, NFPA; Lori Greene, DAHC/CDC, FDAI, 
FDHI, CCPR, Manager of Codes and Resources for Allegion; 
Mark Berger, President of Securitech Group, Inc., and Chair, 
BHMA Codes & Government Affairs Committee; Kurt Roeper, 
Director - Industry Affairs, Codes & Standards, ASSA ABLOY; 
and John Woestman, Codes and Regulatory Manager, 
Builders Hardware Manufacturers Association, shared their 
knowledge about upcoming code changes and issues.

Executive coach Johnny Walker, MA, CPC, discussed three 
distinct dimensions of leadership and how they impact 
employee engagement. Walker held a second session to dis-
cuss what creates great communication and as it relates to 
teams within an organization and with external customers. 

James J. Sienicki, Esq., and Christopher P. Colyer, both part-
ners in the fi rm Snell & Wilmer, LLP, presented two sessions:

Understand the Risks of Pay-if-Paid Clauses and Get More 
"Pay" and Less "If," which explained what the "if" in pay-
if-paid really means and how big of an "if" it is. They 
discussed the real risks of signing contracts that con-
tain "Pay-if-Paid" clauses, how to spot the differences 
between "Pay-if-Paid" and "Pay-when-Paid" clauses, and 
how to get a clear understanding of the risks to evaluate 
and eliminate or minimize the risk of nonpayment.

The second session, Eliminating Unnecessary Retainage, 
was designed to help subcontractors improve their 
negotiating skills and obtain payments earlier. 

OTHER TOPICS INCLUDED:
• Understanding Tornado and Hurricane Codes: 

Current ICC 500 Codes and FEMA 361/320 
Guidelines Concerning Components and Cladding 

• Door Assemblies – Complying with 
NFPA 101® and NFPA 80

• EPA Formaldehyde Rule – Essential Information 
for Manufacturers and Specifi ers

• BIM for Construction and Facilities

• Organizing and Conducting a Keying Conference

• Unlocking Surety Credit - Keys to the What, 
Why, and How of Surety Bonds
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CONNEXTIONS 2018, MAY 9-11 IN BALTIMORE, MD.!

DHI President Michael L. Gibson, CPL, cuts the ribbon to the exhibit hall.

A fun night at the DHI Canada party.

EXHIBIT HALL HIGHLIGHTS
Attendees took advantage of nine exclusive hours of 
face time with colleagues on the trade show floor. 

The Opening Reception provided an opportunity for new-
comers and conNextions veterans to introduce them-
selves and discuss common interests and challenges.

The manufacturer-led Industry Marketplace provided 
valuable product information and current trends.

Exhibitors conducted fast and focused 15-minute 
Solution Sessions on the trade show floor, pro-
viding attendees with available solutions to 

application issues they face, with new products, 
technologies, and potential new suppliers.

Five fi rst-time exhibitors  were welcomed - Renin 
Corp., SCH Products, Westinghouse Security, 
Zhejiang Aibo Door Hardware Co., Ltd., and 
Zhejiang Dorrenhaus Hardware Ind. Co., Ltd.

As always, conNextions would not be possible 
without the participation and support of our 
exhibitors, sponsors and attendees. Thank you!

Johnny Walker's 6 steps to effective meetings: 
Have an objective. Prepare for your meetings. Ask 
great questions. Focus on understanding needs. Walk 
away with commitments to action steps. Follow up!

GENERAL SESSION

BETH ZIESENIS: A DAY IN THE LIFE OF A NERDY 
DOOR SECURITY + SAFETY PROFESSIONAL
What would your day look like if you took the advice of 
all your nerdy friends and implemented the tech tools 
and apps they recommend to make your life easier?

In this fast-moving session, speaker Beth Ziesenis led the 
audience hour by hour through a day in the life of a tech-
savvy door security + safety professional. We learned how 
a professional “nerd” solves a security crisis before 10 a.m.; 
makes more of a lunch hour with an extra set of virtual 
hands; saves money on software before the staff meeting 
and brings the team together online before the day is done.

Beth, a self-proclaimed technology “nerd,” walked the 
audience through a summary of the best free and bar-
gain apps and online resources designed to help audi-
ences release their inner “nerds” to become more 
organized, effi cient and awesome at work and home.

During the session, Beth encouraged audience 
members to get up out of their seats and meet 
each other to share apps. Some of the more than 
two dozen apps she discussed included:

� Sleep Time - a sleep monitor and alarm

� Get Dressed - lets you manage your wardrobe, daily 
looks and even plan what to wear to your next event

� Waze – a crowdsourced navigation app

� X.ai – a personal assistant who sched-
ules meetings for you

� Yelp Monacle - allows you to view businesses 
around you by using the camera on your device 
and pointing it at your surroundings. You can also 
see which businesses your friends have checked 
in to, as well as a map that will move with you.

� LastPass – password manager

� Fancy Hands – virtual assistants

� Evernote – the ultimate notetaking app

DHI conNextions attendees can visit the attendee website at 
dhiconnextions.zerista.com to download copies of Beth’s pre-
sentation and even a copy of her Ultimate Tech Tool List. 

� For more information on Beth or to read her blog, 
go to yournerdybestfriend.com.

EDUCATION SESSIONS
This year’s education sessions were designed to help 
attendees grow their business and their technical 
knowledge, and also offered valuable CEP points. 

Industry code experts such as Ron Cote, P.E., Technical 
Lead for Life Safety, NFPA; Lori Greene, DAHC/CDC, FDAI, 
FDHI, CCPR, Manager of Codes and Resources for Allegion; 
Mark Berger, President of Securitech Group, Inc., and Chair, 
BHMA Codes & Government Affairs Committee; Kurt Roeper, 
Director - Industry Affairs, Codes & Standards, ASSA ABLOY; 
and John Woestman, Codes and Regulatory Manager, 
Builders Hardware Manufacturers Association, shared their 
knowledge about upcoming code changes and issues.

Executive coach Johnny Walker, MA, CPC, discussed three 
distinct dimensions of leadership and how they impact 
employee engagement. Walker held a second session to dis-
cuss what creates great communication and as it relates to 
teams within an organization and with external customers. 

James J. Sienicki, Esq., and Christopher P. Colyer, both part-
ners in the fi rm Snell & Wilmer, LLP, presented two sessions:

Understand the Risks of Pay-if-Paid Clauses and Get More 
"Pay" and Less "If," which explained what the "if" in pay-
if-paid really means and how big of an "if" it is. They 
discussed the real risks of signing contracts that con-
tain "Pay-if-Paid" clauses, how to spot the differences 
between "Pay-if-Paid" and "Pay-when-Paid" clauses, and 
how to get a clear understanding of the risks to evaluate 
and eliminate or minimize the risk of nonpayment.

The second session, Eliminating Unnecessary Retainage, 
was designed to help subcontractors improve their 
negotiating skills and obtain payments earlier. 

OTHER TOPICS INCLUDED:
• Understanding Tornado and Hurricane Codes: 

Current ICC 500 Codes and FEMA 361/320 
Guidelines Concerning Components and Cladding 

• Door Assemblies – Complying with 
NFPA 101® and NFPA 80

• EPA Formaldehyde Rule – Essential Information 
for Manufacturers and Specifi ers

• BIM for Construction and Facilities

• Organizing and Conducting a Keying Conference

• Unlocking Surety Credit - Keys to the What, 
Why, and How of Surety Bonds
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"Our main reason for attending DHI conNextions 
is to network with industry peers, and like-minded 
companies from non-competing markets. If we're 
interested in new products from new suppliers,  
or hearing about products from existing 
suppliers, we can do that here."
— Attendee
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"Our main reason for attending DHI conNextions 
is to network with industry peers, and like-minded 
companies from non-competing markets. If we're 
interested in new products from new suppliers,  
or hearing about products from existing 
suppliers, we can do that here."
— Attendee

FORUM FOR THE FUTURECRAFTING YOUR FUTURE WITH TOP  
INDUSTRY THOUGHT LEADERS—
DHI’S FORUM FOR THE FUTURE
Friday, May 12 • 8:30 – 10:00 am • West Ballroom, 300 Level
For the first time ever, several of the most strategic manufacturer and distributor powerhouses will be on stage to share their insights and 
visions for the future while you sip on some coffee and enjoy a little breakfast. For an hour and a half, you have the unique opportunity to 
hear from the people who are shaping our industry. 

Included in your registration, this breakfast alone is enough reason to attend this year’s convention! 

Our all-star list of panelists from across North America will share their thoughts on many of those pesky questions that make  
you wonder about your own business decisions.

“How will consolidation throughout the distribution channel impact my company?”

“How do we make our industry more interesting to attract the youth of today and where can we find the best pool of applicants?”

“How is the industry using technology in product information, integration of other trades and providing contractors with information?”

Our moderator, Tom Morrison, will begin the Forum with an overview of current business trends and disruptions. Don’t miss a minute  
of his take on the “Uberization” of today’s business models, a snapshot of today’s workforce and how it will evolve over the next two, five 
and 10 years, as well as the importance of staying on top of (and ahead of) industry technology to ensure your business model advances 
appropriately to stay ahead of change.

Through this professionally moderated session, our esteemed panelists will give you valuable nuggets of advice that you can start 
implementing the moment you get back to the office. Or you can start immediately—since you will be dining with your industry peers  
who are hungry to advance the future of their companies, too.

Chris Casazza
Chief Executive Officer, 

Midwest Wholesale Hardware

Ron Couch, AHC 
President and 

Chief Operating Officer,  
Central Indiana  

Hardware Co., Inc.

Paul Dauphin
President,  

ASSA ABLOY Door Security 
Solutions and Vice President, 

Business Development,  
ASSA ABLOY Americas

Joshua D. Hager
President and COO,  
Hager Companies 

Rex E. Newcomer,  
AHC/CDC, CDT, FDHI
President and CEO,  

D.H. Pace Company, Inc.

Jason Pulliam
Vice President Sales-  

North America,  
BEST Access Solutions

Foster Smith
President and Partner, 

National Guard Products, Inc.

Scott Suppes, AHC 
President & CEO,  

CP Distributors, Ltd.

William S. Trimble, III, AHC
President,  

William S. Trimble Co., Inc.

Rick White
Vice President of Sales  

and Field Marketing  
for the Americas, Allegion

THANK YOU TO  
OUR SPONSORS

Magnetic Book Mark
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Which electric strike will work best for your 
application? Keep the following considerations 
in mind:

Characteristics of the Door
Consider what the door and frame are made of. 
Wood frames typically need longer face plates 
to ensure stability. If filled with grout, hollow 
metal doorframes could pose a challenge when 
installing an electric strike. Also, take into ac-
count whether you have a single or double door; 
this will affect how you mount the electric strike. 
The location of the door, interior or exterior, also 
makes a difference. Doors to the outside world 
will often have more security and durability 
requirements than interior doors.

Security Needs
Doors connected to alarm systems and entry 
buzzers will require electric strikes with the ca-
pability to work in conjunction with those addi-
tional electronic elements. In applications where 
security needs are minimal and no specific 
holding force is needed, you may find a low-cost 
Grade 2 strike appropriate. But when security is 
a major concern, you may need a strike with a 
holding force of at least 1,500 pounds. A strike 
with a 1,500 pound holding force and a min-
imum 500,000 cycles endurance would meet 
ANSI/BHMA Grade 1 requirements. 400,000 
cycles and 1,000 pound holding force are the 
requirements for a BHMA listing of Grade 2.
Speaking of security, access control integrators 
typically want to see the activity of the entire 

6 Top-of-Mind Considerations 
WHEN SELECTING AN 
ELECTRIC STRIKE

Photos courtesy of dormakaba

By Murray Lewin

Electric strikes, as unexciting as they might 
seem, have played an important role in the elec-
tronic locking hardware industry for a long time. 
Electric strikes have been evolving ever since 
they first made an appearance in the very late 
1800s. They offer a cost-effective solution in ap-
plications where electrified locking mechanisms 
might not be practical solutions.
All electric strikes work by electronically con-
trolling the movement of the “keeper” (some-
times referred to as a “gate”) to allow the door to 
open without manual retraction of the latch bolt. 
The keeper in an electric strike rotates on a pin 
(or pins), and the strike provides access by allow-
ing the latch bolt to travel through the keeper. 
When a door is in the closed position, the latch 
resides inside the cavity of the strike, with its flat 
side resting against the keeper.

Above left: 
Two profiles to 
accommodate 
different latch 
projections not 
exceeding ¾”. 
Various faceplate 
options to 
accommodate 
most frame types. 
Cylindrical lock 
application.

Above right: Versatile 
compact strike for 
cylindrical locks. 
Ideal for replacing a 
standard “T” strike. 
Suitable for wood, 
hollow metal and 
aluminum frames.
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opening when monitoring the opening 
back to an alarm panel or surveillance 
station. So, door position switches are 
the obvious choice of equipment for 
monitoring the door. However, access 
control also relies on the activity of the 
electric strike, which can be done in 
two basic ways:
LBM (Latch Bolt Monitor)—switch 
in the cavity of the strike, which is in 
a NO (normally open) state. Once the 
latch bolt enters the cavity of the strike 
and the latch bolt comes in contact 
with the switch, the switch chang-
es status from NO to NC (normally 
closed). This completes a circuit, which 
in turn, sends a signal to a surveil-
lance panel indicating the latch bolt is 
indeed engaged in the strike.
LCM (Locking Cam Monitor)—This 
is an alternative to the LBM, and some 
would say a more valuable method 
of monitoring the strike. In this case, 
a switch is assembled into the hous-
ing of the strike body, in the vicinity 
of the “locking cam.” The LCM tells 
the integrator that the strike is in the 
locked/unlocked position, which is 
valuable intelligence when monitoring 
an electric strike.

Both methods of monitoring provide 
value to an integrator, and in most 
cases where security monitoring is 
essential, both methods will be used. 
Almost all electric strike manufactur-
ers have these capabilities.

Lockset Type and Latch Bolt 
Dimensions
Make sure you choose an electric 
strike that is compatible with the 
make and model of the lockset on the 
door. Refer to the lockset manufactur-
er’s compatibility chart for the specs 
the electric strike must accommodate. 
For example, always check the center 
line location of the latch bolt vis-a-vis 
the location of the strike in the frame 
or door. This will ensure the latch has 
a clear path to the cavity of the strike. 

Power Needs
Most electric strikes operate on 12/24 
VDC, but both 12 and 24 VAC options 
exist as well. 16 VAC is still widely 
used and also available today, espe-
cially in apartment complex applica-
tions. That buzzing noise you hear 
when the tenant lets you in through 
the lobby door is the strike; this sound 
lets people know they are to pull on 

the door to gain entry. Where practical 
and possible, consider filtered and reg-
ulated power sources to help extend 
the strike’s life. 
While transformers are widely used 
and provide adequate power to the 
strike, they tend to provide “dirty” 
power, which can, in some cases, harm 
the strike. AC power, by its very na-
ture, will cause the strike solenoid to 
“chatter,” which is audible at the strike 
and can be quite annoying. Each appli-
cation is different, so choosing AC or 
DC power is critical in the selection 
process. 
Today’s modern electric strikes offer 
“field selectable” voltage, which simply 
means you can select the voltage used 
via correct placement of a wire harness 
to the strike. Each manufacturer accom-
plishes this in a different fashion, so it 
is wise to study the instructions that 
come with the strike prior to installa-
tion to avoid damaging the strike.  

Code Compliance 
Electric strikes must be “fail secure” on 
fire-rated doors, so that when power is 
removed, the door goes into the locked 
position by default. “Fail safe” electric 
strikes, which go into an unlocked 
state when no power is applied, do not 
satisfy code requirements for fire doors. 
Note that a fire-rated pair of doors (not 
exceeding 96” x 96”) with an electric 
strike mounted in the “inactive” leaf 
will require the strike to have a special 
certification. For example, strikes in 
this unusual application will typically 
not exceed 90 minutes listing with the 
testing body (UL, ETL).
With so many electric strikes on 
the market, it can prove difficult to 
determine which electric strike will 
work best for your application. When 
in doubt, don’t guess. Why put safety 
and security at risk by making an 
uninformed choice? Consider seeking 
the help of a reputable architectural 
hardware consultant to guide you in 
selecting the product(s) that will best 
satisfy your application’s needs. 

MURRAY LEWIN is Senior Product 
Development Manager for dormakaba  
RCI. He can be reached at  
murray.lewin@rutherfordcontrols.com. 

Above left: ¾” rim strike, ideal for hollow metal frames. For use with Pullman style rim exit 
devices. No cutting required. Above middle: One-half-inch rim strike, ideal for aluminum 
storefront applications having an exit device with a Pullman style latch. No cutting required. 
Above right: Versatile, cost-effective and compact strike accommodates most frame types with 
various faceplates. For use with cylindrical locks having up to ¾” latchbolt projection.
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FIRE-RATED GLASS 
AND CUSTOMIZED 
APPLICATIONS 
By Matt Schumann

The last 15 years have seen the development 
of many more options for glass and glazing 
materials. In the past, there were very few 
choices, but now glass can be custom-tailored 
to an application’s need, offering many 
more selections for specifiers, builders and 
designers. 

Glazing Materials Ratings: Code 
Requirements for Fire-Protection vs.  
Fire-Resistance Ratings 
The International Building Code (IBC) is now 
widely enforced across the U.S. Glass and 
glazing materials used in commercial construc-
tion must meet certain ratings to comply with 

Photos courtesy of Technical Glass Products

A medical center relies on a 
slender fire-resistance-rated 
framing assembly for a sleek 
modern aesthetic in a fire-rated 
stairwell.  

Bottom right: A fire-rated curtain 
wall system with the smooth, 
frame-free exterior look of 
structural silicone glazing 
creates a welcoming atrium.

Bottom left:  A silicone-glazed, 
fire-rated curtain wall and fire-
rated glass door work together 
to provide the necessary fire 
resistance for a technology 
center. 

38    JULY 2017      DOORS + HARDWARE



code requirements. “Fire protection” and “fire 
resistance” are two terms used to distinguish 
performance and test methods that must be met 
to achieve a rating for different uses. Previously 
these two types of ratings were lumped under 
the term of “glazing materials,” which made ref-
erence to fire resistance, regardless of the tested 
use, but this terminology has been changed to 
make the materials easier to distinguish. 
Underwriters Laboratories (UL) has followed suit 
and updated its listing directory information 
and terminology to match the current building 
code language. The category title was changed 
from “glazing materials” to “fire-protection-rated 
glazing materials” and from “fire-resistant-rated 
glazing materials” to “fire-resistance-rated glaz-
ing materials.” UL tests and certifies materials 
for both categories. 

What Are the Differences?  
Fire-protection-rated glazing is a barrier to the 
passage of fire. Glass or glazing that is certified 
for fire protection doesn’t allow flame or fire 
to pass from one side to another. The goal is to 
maintain the integrity of an opening so that the 
glass is not going to break, give way or open up 
during the fire exposure. Tests are conducted 
according to UL Standard 9 or UL Standard 10C 
for products in this application, and products 
that UL finds meet the certification requirement 
will be listed with the term “fire-protection” 
in the UL directory. There are no mandatory 
requirements for the passage of heat for products 
certified under this UL category.

Fire-resistance-rated glazing also presents a 
barrier, but in two ways. It blocks the passage of 
flame (just as fire-protection-rated glass does), 
but also blocks the passage of heat and thermal 
energy.  Fire-resistant glazing materials have to 
meet more testing requirements (including tests 
to UL 263 or ASTM E119) than fire-protection-rat-
ed materials. In fact, UL tests fire-resistant glass 
in the same manner as gypsum wallboard and 
other materials used to construct fire-rated walls 
and floor assemblies. 
In essence, the combination of the glass and 
mounting method (framing system) means that 
the combination is certified as equivalent to a 
concrete block wall or gypsum wall for a one-
hour or two-hour fire rating. Using products 
certified as fire–resistance-rated allows a con-
struction project to incorporate more of these 
materials into the structure, offering the option 
to use more glass and add natural daylighting 
options without exceeding the limitations spec-
ified in the International Building Code (IBC) 
for the maximum allowable area in each wall 
permitted for the installation of opening.
In the current marketplace, there are many 
code compliance solutions where a fire rating 
is achievable while still achieving compliance 
to applicable building code requirements for 
human impact safety.

Current State of the Industry and  
Future Trends
Modern designers and specifiers often have  
specific design criteria which were not always able 

Fire-rated frames 
pair the beautiful 
look of wood with 
fire resistance in a 
winery. 
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to be achieved with fire-rated solutions under pre-
vious editions of building codes. Recent product 
development by various producers of fire-rated 
glazing and new manufacturing advances have 
led to improvements which mean that these 
design criteria can now also be met via fire-rated 
glass and glazing materials in various types of in-
stallation methods. Some of these options include:

• insulating units such as thermal panes to 
protect from heat as well as fire;

• impact resistance (glass films and lami-
nations that resist breaking and cracking 
during impacts, and thus don’t cause bodily 
harm if someone falls into it);

• UV protection via a variety of films and 
coatings that protect from heat absorption 
and UV impact;

• decorative finishes for glazing via sand-
blasting or etching, to help obscure the 
view through the glass or provide a design 
feature for the interior of the building.

An important current trend is the development 
of new glazing types targeted at specific haz-
ards. The industry is moving away from using 
generic, everyday applications and toward 
developing new applications intended for 
specific weather conditions and other threats. 
For example, manufacturers are creating com-
bination materials with the following protective 
characteristics:

1. Fire and Severe Weather—laminated fire-
rated glass that uses special technology 
to create a stronger storm barrier and can 
withstand impacts (up to 30 mph) and 
pressure changes from severe weather. 

COMMON APPLICATIONS FOR EACH TYPE OF PRODUCT  
(Per U.S. Building Regulations)

Fire Protection Rated

Fire Doors Temperature Rise-rated fire doors; however, glazed pieces larger than 100”2 of exposed area have to meet 
requirements for both fire protection and fire resistance

For non-temperature rise-rated applications, one can use other fire protection rated glazing that is tested to 
the fire protection requirements in a range of sizes, based upon rating size of the opening and the type of 
application. Certification documents will indicate sizes and conditions of use and installation of glass neces-
sary to satisfy the certification conditions.

Fire Windows  
(the window 
that is mounted 
in a firewall or a 
partition)

The most common rating for fire windows is a 45-minute rating. Different glass options can be used, but 
builders and specifiers should always check with local relevant code officials to see whether they require 
a 60- or 90-minute rating instead, and to match products to expected applications. Fire-protection-rated 
products should not be used where the specification or code requires compliances to UL 263 or ASTM E119. 
In Canada, all fire windows are limited to a 45-minute rating. All other products have to be tested according 
to the fire resistance requirements as found in ULC/CAN-S101.  

One trend in windows is that codes are changing and more AHJs are evaluating 60- to 90-minute ratings for 
windows/transoms/sidelights. This is because they desire the insulative properties along with the fire protec-
tive properties, while also seeking more windows in a wall. This is a big factor in the push toward selecting 
fire-resistance-rated products, which can be a barrier to both heat and flame, as you do not sacrifice the 
performance of the wall to gain additional opening area.

Transoms and  
Sidelights

For a long time, a 45-minute rated set of doors could have a glass transom. Otherwise, the opening had to 
be fitted with a wood or steel panel. The common rule is that for ratings of 45-minutes or less for the frame 
and surrounding wall, a transom or sidelight glass can be certified as fire-protective-rated. For frames and 
surrounding walls rated at longer time periods, the transom/sidelight glass should be certified as a fire-resis-
tance-rated product per most codes.  

The good news for specifiers, designers and architects is there are currently more and more glazing materials 
coming to market to fill sidelights and transom openings while still meeting longer fire rating requirements, 
offering more material selection options for consideration by the specifier or architect. 
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While some tornado solutions 
don’t need to be fire-rated yet, 
the forecast is that in the future 
products will be developed 
to meet both fire and tornado 
hazards. All these options 
dovetail in with requirements 
found in the Florida Building 
Code, the IBC and the 
International Construction Code 
(ICC) 500 standard for storm 
shelter requirements.

2. Fire and Physical Security—these 
products include resistance to 
ballistics and/or forced entry. 
Testing for these types of rating 
uses the following standards: UL 
752 and UL 9, UL 752 and UL 10C, 
or UL 752 and UL 263. Frequently 
these products are developed 
specifically for higher security 
installations such as correctional 
institutions, embassies and other 
governmental facilities such 
as police stations. Products in 
this category provide glass and 
framing solutions that add more 
visibility to facilities without 
sacrificing fire ratings. 

There are even more new products 
on the horizon, and product testing 
abilities and specifications are trying 
to keep pace with these developments. 
Manufacturers have more bandwidth 
for creating new solutions and grow-
ing market share and are looking at 
what niches are still open and which 
specialized qualities customers are 
demanding. The availability of these 
new solutions means that designers 
and specifiers don’t have to choose 
between fire protective qualities and 
specialized design because it’s easier 
now than ever to meet multiple code 
requirements with one selection. The 
key market drivers for new and inno-
vative products are code moderniza-
tion, end user demands and manufac-
turer innovations. Another driver for 
the development of better fire-rated 
glazing solutions is LEED and other 
green building systems, with their 
focus on natural lighting, energy effi-
ciency for heating/cooling and sound 
buffering for occupants. 
The ongoing development of additional  
custom applications in door and 

framing systems is keeping pace with 
the new glass and glazing production. 
For instance, there is a range of custom 
systems and solutions in Europe that 
have not yet made its way to the U.S. 
for products of extremely large panel 
sizes and more sophisticated thermal-
ly broken framing systems. Product 
development in the fire-rated glazing 
industry will find more niche markets 
in areas where glazing applications can 
be found in combination with doors 
and windows.  
While currently there are eight to 10 
companies in the U.S. making frames 
that work with the new types of glass, 
globally there are much more and 
increasingly these companies are seek-
ing new export markets. Based on the 
developments in framing methods for 
doors and framing methods, windows 
such as those based on curtain walls, 
and with some European manufactur-
ers using aluminum, as well as a great-
er use of engineered systems, addition-
al applications will appear in the North 
American market sooner than later.

A Closing Perspective   
UL began testing glazing in 1910; 
from the sixties through the nineties, 
wired glass was the industry standard. 
Since the late nineties, the industry 
has progressed from wired glass and 
a handful of application options at 
specific ratings to a broad, growing 
variety of glass and glazing types and 
an equally growing number of options 
for application. The evolution of more 
solutions means better products that 
meet both the customers’ needs and 
their code requirements while shining 
a light on many more places in every 
building. 

MATT SCHUMANN is 
UL’s Building and Life 
Safety Technologies 
Industry Manager for 
Resistance and 
Containment, and desig-
nated a Distinguished 
Member of Technical 
Staff. He can be reached 

at matthew.schumann@ul.com. 
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EDUCATION 
• Technical Schools
• Online
• Local and In-House

• Webinars
• FDAI Program
• Technical Literature

• Career Center
• Magazine Archives
• Door Security & 

Safety Foundation 
Publications

• Business Resources, including: 
–Profit Report 
–Employee Compensation 
–National Association of  
  Wholesale Distributors 
–Small Business Legislative Council
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CERTIFICATION/ 
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• New credentials to meet the needs of today’s market.
• Legacy Certifications
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FOR MORE INFORMATION,  GO TO WWW.DHI.ORG
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security + safety professionals
• Local education and events
• Door Security & Safety Foundation events

SOCIAL MEDIA
• Like us on Facebook:  

DHI and Door Security & Safety Foundation
• Follow us on Twitter:  

@DHIorg, @DandHmagazine and @DSSFoundation
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Go Engage Yourself!

Everyone is fired up about employee 
engagement, right? If we can achieve 
high levels of engagement, our asso-
ciates will stay on the job and will put 
forth additional effort—effort above 
and beyond the requirements of the 
heartbeat job, which will translate into 
our industry’s ability to take care of 
customers in the most effective and 
efficient manner. Our ability to sup-
port and increase discretionary efforts, 
loosely defined as the stuff we do 
because we are intrinsically motivated, 
is essential to any successful business.
Through the years, researchers have 
found that about 60 percent of the 
workforce is engaged.  Engagement 
can be defined as listening to the 

important, then injecting our unique 
skills to create positive results, using 
self-motivation. In trying to determine 
how to engage the other 40 percent, 
researchers have discovered drivers of 
engagement. Those drivers include be-
havior of senior leaders and managers, 
aspects of the job itself, and benefits, to 
name a few.   
We sit and brainstorm out-of-the-
box ideas we can use to motivate our 
teams to higher engagement levels. We 
can make sure CEOs communicate the 
vision and values of the organization; 
we can benchmark our pay and bene-
fits; and we can train our managers in 
the newest and most engaging skills 
out there. We can control everything 

By Randy Lyles, SPHR, SHRM-SCP
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about the inputs, but we still can-
not control engagement results. In 
fact, the only thing we can control 
is our behavior. Me—I’m the key to 
engagement.
We once lived across the street from a 
retired man who loved to landscape 
and garden in his smallish front yard. 
Over the 10 years we were neighbors, I 
watched and learned from him; about 
planting, mulching and fertilizing 
and such, and we had long conver-
sations about pansies and impatiens 
and petunias and mums. As the man 
grew older, he developed diabetes and 
the poor circulation in his extremities 
that often accompany it. When his 
legs began failing, he transitioned to 
gardening on his knees. He continued 
planting and weeding and fertilizing 
and enjoying the fruits of his substan-
tial efforts, all on his knees.
Eventually, his knees went bad. 
Finally, he laid on the ground to dig 
the holes, pull the weeds, apply the 
fertilizer, and water his flowers. My 
neighbor was engaged by his pas-
sion. Am I passionate about my work, 
leading me to high levels of personal 
engagement?
In a nearby facility, there was a man-
ager who seemed to stand out, who 
was perceived by the upper echelon 
and everyone else in the building as 
an effective leader. I went and found 
this guy and asked him to tell me 
all the things that make him a great 
leader. Because he’s the humble sort, 
he hemmed and hawed around before 
offering up, “I guess I just get them 
what they need to do their jobs.”
Guess what? He just gets them what 
they need to do their jobs! When people 
have the “tools” they need to do their 
jobs, they become more engaged and 
make leaders look good. This guy 
failed to mention that he knows every 
associate in his area by name, he greets 
them all daily, and he engages in 
interactive dialog with his people all 
day long. Get people what they need 
to do their jobs, then engage with them 

in interactive dialogue.. These are real 
practical things I can do to be engaged 
and to support engagement alongside 
others.  
What else can I do to positively affect 
engagement? My natural curiosity is 
the key to my personal engagement. I 
like to know what is going on with our 
people and with the organization such 
that I may be ready to contribute when 
the opportunity arises. So, I ask a lot 
of questions.  
I can also engage by practicing inten-
tional communication, looking people 
in the eyes and making sure that my 
body language matches my verbal 
responses is essential for credibility.  
When people know that I’m interested 
and that I’m intentionally communi-
cating, they are more likely to engage 
with me because they find me to be 
authentic and credible; they know I 
am serious about business and I’m 

not going away. I’m engaged at this 
point. And, we didn’t even attempt 
to address deep listening. If I can add 
that, my engagement power increases 
exponentially.
Twenty minutes from now, I may be 
worried about closing that next sale, 
the next order out of the building, or 
that next initiative implemented. I 
will forget that my passion, my ability 
to support others, my curiosity, and 
my communication skills will lead to 
greater engagement for those around 
me. At the very least, I can remember 
that the only person I need to figure 
out how to engage is me! 

RANDY LYLES, SPHR, SHRM-SCP, is  
Chief Human Resources Officer for National 
Guard Products. He can be reached at  
hr@ngpinc.com.
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APRIL 2–9  |  LANSDOWNE, VAEducation
Your Career, Our Commitment

Excitement was in the air in April at the Spring 
Technical School in Lansdowne, Va. With more than 200 
students in attendance, there was enthusiasm over the 
changes and improvements that DHI has been making, 
and a great anticipation of what is yet to come.  

Time and time again, the students tell us the most valu-
able take away they get from the face-to-face classes 
is the wealth of knowledge and experience that the 
instructors share with them.  The curricula that DHI 
offers makes the schools great, but the instructors 
always make the greatest impact.   

If you haven’t had the opportunity to participate in DHI’s 
education yet, or if it’s been a while, come see for your-
self. You can email us at education@dhi.org and we will 
be happy to help you create a personalized education 
plan. It will be the best investment you can make in your 
future as a door security + safety professional!

2017 SPRING TECHNICAL SCHOOL 
BIGGEST SCHOOL IN 10 YEARS!

COMING IN AUGUST: A WRAP-UP OF DHI CANADA'S SPRING SCHOOL
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Richard J. Bradbury, EHC
Mark W. Chester, AHC
John K. Clancy, AOC, FDAI, AAADM, CDT
Brian C. Clarke, DHT, AHC
Vickie Evans, FDAI
Laura Jean Frye, AHC, FDAI, CSI, CCS
Lee A. Garver, DHT, DAHC, FDHI
Jason P. Gehrs, DHT, AHC, FDAI, FDHI
Jennifer M. Gerber, AHC/CDC
David S. Glorioso, AHC
Benjamin J. Gorton, AHC
Timothy J. Gottwalt, DHT, AHC/CDC, FDAI
Patricia J. Hardbower, DHT, AHC/CDC
J. Philip Henk, AHC, FDAI

Russell S. Hickman, FDAI
Mary Hinton, AHC, CDT
Russell Hooker, Jr., DHT, AOC, FDAI
Mark E. Lineberger, DHT, AHC/EHC, FDAI, FDHI
Keith E. Pardoe, DAHC/CDC, FDAI, CDT
Clyde T. Roberson, AHC, CML, CPP
Scott A. Sabatini, DAOC, FDAI, CCPR, FDHI
Robert Schnarr
Lloyd Seliber
Roslyn Shender, AHC/CDC, FDAI, CSI
Kevin Tish, DHT, AHC
Mark Waller, FDAI
Rodney W. Weaver, AHC, FDAI, CAI, CFDI
Erin C. Wilson, AHC/CDC

Our Instructors are the Best!
Here’s what some of our Spring School students had 
to say about our instructors:

“ It is such a great benefit to have a teacher that 
shows so much attention to each individual student, 
adapting explanations to questions so that we can 
relate to the material.”

—From an EHC405 student, regarding  
Instructor Richard Bradbury, EHC

“ I am always amazed at how much information 
and knowledge I leave DHI with after one of my 
classes. The content is thorough and relevant, and 
the instructors are always eager to elaborate and 
share.”

—From an AHC207 student, regarding instructors  
Brian Clarke, AHC, DHT; Rodney Weaver, AHC, FDAI, CAI, CFDI; 

and Erin Wilson, AHC/CDC

“ Excellent course structure led by individuals 
with extraordinary hands-on knowledge.”

—From a COR140 student, regarding instructors  
Mark Waller, FDAI; and David Glorioso, AHC

Thank You 2017 Spring Technical School Instructors!
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LLOYD  
SELIBER

Director,
Keying Solutions 

RICHARD J. 
BRADBURY, DHT, EHC

Owner
Logical Access Solutions Corp.

JEFFREY S.  
BATICK, FDAI

Architecural Consultant 
Allegion

WANT TO SHARE YOUR 
INDUSTRY KNOWLEDGE? 
BECOME A DHI INSTRUCTOR!

We asked three of our veteran instructors 
and 2017 ROSI Award recipients why 
they decided to share their knowledge 
with DHI students and why it’s such a 
rewarding experience.

WHY DID YOU DECIDE TO BECOME  
A DHI INSTRUCTOR?

I wanted to give back to DHI and help 
encourage and educate the next genera-
tion of hardware consultants. I also used to 
teach full time for another organization and 
wanted to continue instructing. 

WHAT IS THE PERSONAL AND  
PROFESSIONAL REWARD YOU  
RECEIVE THAT MOTIVATES YOU TO  
DEDICATE SO MUCH TIME TO DHI  
AND THE INDUSTRY?

I enjoy helping students to understand con-
cepts, and make new friends from across 
the continent and around the world at the 
same time. I now know instructors in the 
U.S. and Canada, from coast to coast, and 
have established some good friendships.

WHAT’S THE BEST ADVICE YOU HAVE 
FOR SOMEONE WHO IS UNSURE ABOUT 
BECOMING A DHI INSTRUCTOR?

If you have not taught before, the thought 
may be a little daunting at first, but the 
experienced instructors around you will 
help you to overcome those initial nerves 
and settle right in. You will make some 
good friends whom you will look forward to 
seeing at future Technical Schools.

WHY DID YOU DECIDE TO BECOME  
A DHI INSTRUCTOR?

DHI training was (and still is) quite valuable 
to me as a student, and I wanted to be part 
of preserving that value for others. 

WHAT IS THE PERSONAL AND  
PROFESSIONAL REWARD YOU  
RECEIVE THAT MOTIVATES YOU TO  
DEDICATE SO MUCH TIME TO DHI  
AND THE INDUSTRY?

Professionally, DHI classes keep me in 
touch with current issues in the industry 
and in the workforce. I live in a small 
corner of the world and it’s easy to lose 
touch with what’s happening outside my 
area. Personally, it’s great to be part of 
the learning process, and to spend time 
around other instructors who feel the 
same way about education that I do. 

WHAT’S THE BEST ADVICE YOU HAVE 
FOR SOMEONE WHO IS UNSURE ABOUT 
BECOMING A DHI INSTRUCTOR?

Adult education is a little like sales in that 
you have listen carefully to determine 
what a customer needs. If you enjoy 
having happy customers, you will really 
like having successful students. seeing at 
future Technical Schools.

WHY DID YOU DECIDE TO BECOME  
A DHI INSTRUCTOR?

I enjoy teaching and mentoring, and I am 
passionate about doing things properly the 
first time. 

WHAT IS THE PERSONAL AND  
PROFESSIONAL REWARD YOU  
RECEIVE THAT MOTIVATES YOU TO  
DEDICATE SO MUCH TIME TO DHI  
AND THE INDUSTRY?

In my early years I learned a lot from DHI 
instructors, and wouldn't be where I am 
today without the education and experi-
ence I gained instructing. Being involved 
with my local chapter is my way of giving 
back. 

WHAT’S THE BEST ADVICE YOU HAVE 
FOR SOMEONE WHO IS UNSURE ABOUT 
BECOMING A DHI INSTRUCTOR?

If you are passionate about what you do, 
and it's more than just a job, share that pas-
sion with others. Volunteer. 
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Product Showcase

Special  
Advertising 

Section
To be included in the next  

Product Showcase, contact  
Molly Long at mlong@dhi.org  

for more information.

B

C
D

PRODUCT SHOWCASE
Do you have a product, service or 
catalog to showcase? Would you like to 
reach nearly 12,000 readers involved in 
non-residential doors, frames, hardware, 
security and access control products? This 
special section may just be what you are looking for.
To learn more and to reserve your space today, contact Molly Long at  
mlong@dhi.org. 
www.dhi.org/dhi/magazine

FEBRUARY 2016
FEBRUARY 2016

INSTALLATION & 

TROUBLESHOOTING

PLUS
Unlocking Best Practices:  

Specifying Door Hardware

Standardizing Door Schedules

Changes to NFPA 80, 2016 Edition

Correctly Diagnosing Door Hardware Problems

SCHOOLS

PLUS
Pre-DHI  
conNextions 2016

The Case for Access Control

Trends in Fire-rated Glass for Doors

Case Study: Fire-rated Glazing

MARCH 2016

SECURITY/ 
ACCESS  
CONTROL
PLUS
conNextions 2016

EAC Opportunities for the Door  and Hardware Distributor
Protecting Contactless Card-Based  Access Control Systems from Hacking
2016 Security Survey Results

APRIL 2016

A DISCOVER THE ALL-NEW SECLOCK.COM
Our completely revamped website makes it quicker and easier than ever to 
find exactly what you need for all of your door hardware and security needs. A 
mobile-friendly design, powerful search engine and enhanced search features 
let you quickly access our vast inventory of electrical and mechanical door 
hardware anywhere, any time. 
www.seclock.com

B IN STOCK AND READY
Top Notch Distributors is an authorized national distributor of Stanley’s BEST 
Access Systems. We have product in stock and ready for immediate delivery! 
www.topnotchinc.com

C THE SUPA COLLECTION FROM VT
Create the right door for every design with the SUPA Collection from VT. 
Available in a variety of standard and customizable styles and finishes, the 
SUPA collection has the ability to meet every aesthetic and specification. Plus, 
ordering with VTonline® gives you quick and accurate delivery. 
www.vtdoors.com

D  PREMIUM PRODUCT MIX
Security Lock Distributors is pleased to announce the addition of BEST Access 
Systems, Precision Hardware and Stanley Door Closers to our premium product 
mix. Our core stocking principles have been applied to these brands as we 
maintain all finishes, functions, designs, lengths, voltages and electronic 
options in stock and in depth. 
www.seclock.com

E AKRONLINE—A MORE 
PROFITABLE TOOL
Akron Hardware is focused on 
making Akronline the best online 
tool to locate product, check price, 
and purchase door hardware. 
The updates we’ve made to 
Akronline make it a more useful 
and profitable resource for our 
customers. 
www.akronhardware.com

A

E
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Temperature-Rise Doors

With the increased use of sprinkler 
systems in commercial and institu-
tional buildings, the need for tem-
perature-rise doors has declined, but 
there are still locations where they 
are required. If a multi-story building 
does not have a sprinkler system, it’s 
important to know where these doors 
must be installed.
First, a temperature-rise door is a 
fire-rated door which limits the heat 
transfer through the door for a period 
of 30 minutes. Temperature rise rat-
ings indicate the maximum rise above 
ambient temperature on the non-fire 
side of the door, and are listed for 
250, 450, or 650 degrees Fahrenheit. 
The 250-degree temperature-rise 
door is the most restrictive because 
it limits the heat transfer to only 250 
degrees for a 30-minute period. A 
typical hollow metal door would 
reach approximately 1400 degrees 
Fahrenheit in the same time period.
The International Building Code 
(IBC) requires fire door assemblies in 
interior exit stairways and ramps and 
exit passageways to have a maximum 
transmitted temperature rise of not 
more than 450 degrees Fahrenheit 
above ambient at the end of 30 min-
utes of standard fire test exposure. 
There is an exception for buildings 
equipped throughout with an auto-
matic sprinkler system installed in 
accordance with the code; the limit on 

By Lori Greene, DAHC/CDC, 
FDAI, FDHI, CCPR

Photos courtesy of Lori Greene

An exit passageway is basically a horizontal 
extension of a vertical exit enclosure (stairway). It’s 
part of the exit and is protected by fire-resistance- 
rated construction and opening protectives (fire 
door assemblies).

Title
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maximum transmitted temperature 
rise does not apply to these buildings. 
This requirement is found in section 
716.5.5 of the 2015 and 2012 editions of 
the code; in the 2009 and 2006 editions 
it is in section 715.4.4, and in the 2003 
edition the applicable section is 715.3.4.
For temperature-rise doors, the label 
will state whether the door complies 
with the 250-, 450- or 650-degree lim-
itation on heat transfer. NFPA 80 states 
that when the temperature transmis-
sion rise of a fire door exceeds 650 
degrees, the temperature rise is per-
mitted to be omitted from the label.
Based on the IBC requirement, the 
common locations for 450-degree 
temperature rise doors (in build-
ings without an automatic sprinkler 
system) would be fire door assemblies 
in exit enclosures, including interior 
stairways, ramps, and exit passage-
ways. There is often confusion about 
what defines an exit passageway; the 
vast majority of corridors and hall-
ways are not exit passageways.
An exit passageway is basically a 
horizontal extension of a vertical exit 
enclosure (stairway).  It’s part of the 
exit and is protected by fire-resis-
tance-rated construction and opening 
protectives (fire door assemblies). 
An exit passageway, along with the 
vertical exit enclosure, provides a 
protected means of egress leading to 
the exit discharge; exit passageways 
are typically found on the level of exit 
discharge, between a centrally-located 
exit stairway and the exit discharge.  
They may also be used on other floors 
to connect exit stairways when one 
exit stairway does not extend from the 
top floor to the ground floor. Another 

potential location is in shopping malls 
where exit passageways are sometimes 
used to satisfy the travel distance 
limitations.
Another source of confusion is the 
assumption that a temperature-rise 
door is the same as a fire-resis-
tance-rated assembly. The tests used 
for fire-resistance-rated assemblies 
(ASTM E119 or UL 263) do measure 
the rise in temperature through the 
assembly during the test, but the test 
standards used for temperature-rise 
doors are NFPA 252 or UL 10C—these 
are the tests used for fire-protec-
tion-rated products.
Fire-resistance-rated assemblies may 
be found in exit enclosures, but it 
would typically be because the frame 
is a transom or sidelite frame, not 
because of the IBC requirement for 
a 450-degree temperature rise door. 
(Refer to my earlier Decoded article on 
fire-protection vs. fire-resistance prod-
ucts for more information.)
For temperature-rise doors in stairway 
enclosures and exit passageways, 
the IBC limits fire-protection-rated 
glazing to 100 square inches. 

Fire-resistance-rated glazing that limits 
the temperature rise to a maximum of 
450 degrees is permitted to exceed 100 
square inches depending on the listings 
for the door and the glazing.
The purpose of the requirements for 
450-degree temperature-rise doors on 
exit enclosures is to ensure that the 
transfer of radiant heat from the fire 
side of the door to the non-fire side is 
limited. This would allow building 
occupants using a stairwell or exit 
passageway during a fire emergency 
to pass the location of the fire and 
continue to use that egress route. 
Check your state and local codes to 
verify whether there are any modi-
fications that would affect the use of 
temperature-rise doors in your proj-
ect’s jurisdiction. 

Another source of confusion is the assumption that a 
temperature-rise door is the same as a fire-resistance-
rated assembly.

For temperature-rise doors, the label will state whether the door complies with the 250-, 
450- or 650-degree limitation on heat transfer. NFPA 80 states that when the temperature 
transmission rise of a fire door exceeds 650 degrees, the temperature rise is permitted to be 
omitted from the label.

LORI GREENE, DAHC/
CDC, FDAI, FDHI, CCPR, 
is the Manager of Codes  
and Resources for Allegion. 
She can be reached at  
Lori.Greene@allegion.com 
or iDigHardware.com.
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Distribution managers have long been 
enamored of the idea of generating in-
cremental sales volume. Theoretically, 
incremental volume represents 
additional sales that can be generated 
without any increase in expenses. In 
distribution vernacular, “it all goes to 
the bottom line.”
The problem with the incremental 
volume concept is there are both good 
and bad ways of generating such vol-
ume. In the overwhelming majority of 
cases the costs associated with servic-
ing the sale tend to be underestimated. 
Further, the idea of a “cost-free” sale 
too often leads to serious margin ero-
sions. The combination of higher-than-
planned expenses and a low gross 
margin is almost always disastrous.
This report examines how the con-
cept of incremental volume can be 
employed successfully in distribution 
organizations. It does so by examining 
two specific issues:

• The Financial Impact of 
Incremental Volume—A review 
of the impact that efforts to gener-
ate incremental volume can have 
on distribution firms, under alter-
native cost and margin scenarios. 

• Controlling Incremental 
Sales—A discussion of the var-
ious ways that firms can ensure 
that incremental sales volume 
actually produces incremental 
profits.

The Financial Impact of 
Incremental Volume
Exhibit 1 looks at the economic impact 
of incremental volume, under present 
conditions and three different sce-
narios. The first column presents the 

financial position of the typical DHI 
member as reported in the PROFIT 
Report. As can be seen, the firm has 
$15,000,000 in sales, operates on a 
gross margin of 30 percent of sales 
and produces a bottom line profit of 
$270,000 or 1.8 percent of sales.
Payroll, which includes all social costs 
(payroll taxes, retirement programs 
and health insurance), is by far the 
larger of the two categories. This has 
some serious implications in the quest 
to drive truly incremental sales volume.
The last three columns of numbers 
represent the impact of a 10 percent 
increase in sales under three different 
scenarios. The top half of the exhibit 
provides dollars figures while the 
bottom half demonstrates the results 
as a percent of sales. 
Theoretical Scenario—This rep-
resents the idealized situation that too 
many managers dream about. Sales 
are up by 10 percent with the same 
gross margin percentage as before. 
Of greatest consequence, none of the 
expenses increase at all. The profit 
impact is spectacular. Profit rises to 
$720,000 or 4.4 percent of sales.
The only problem is this set of results 
almost never materializes. For very 
small amounts of incremental sales, 
this scenario can become a reality in 

the very short run. However, when 
there is any significant amount of 
incremental volume—and 10 percent 
qualifies as significant—the expenses 
inevitably increase. 
Best Case Scenario—This is what 
could result if the firm managed incre-
mental volume effectively. It combines 
the 10 percent sales increase with a 
parallel 10 percent increase in payroll 
and an 8 percent increase in the all 
other category of expenses. 
The idea that payroll will rise right 
along with sales is based upon the his-
torical reality in distribution. Namely, 
payroll always has risen directly 
with sales. More activity requires 
more people to support that activity. 
A 30-year trend of sales and payroll 
rising together is unlikely to suddenly 
change. 
However, the firm can leverage sales 
against the non-payroll expenses. 
With this expense leveraging, profit 
increases to $314,100. It is a much more 
modest, but still attractive, increase 
that can be achieved with effort.
Sad Reality Scenario—This reflects 
what too often happens when incre-
mental volume comes entirely from 
new customers. In this scenario, the 
price charged to new customers has 
been reduced by 3 percent since “there 

Profit Improvement Report

Making Incremental Volume  
Profitable Volume By Dr. Albert D. Bates
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are no extra costs in servicing them” 
or more colloquially, “the truck is 
going right by there anyway.”
This means that the original 
$1,500,000 of incremental volume (10 
percent of current sales) falls by 3.0% 
and ends up at only $1,455,000. This 
means that profit ends up at only 
$269,100 even though the firm has 
increased its sales activity.
The firm has gained some market 
share, of course. However, it has done 
so without reaping additional profits. 
It has also alienated its existing cus-
tomer base by charging new custom-
ers less. It is a clear example of the 
race to the bottom.

Controlling Incremental Sales
Exhibit 1 reflects the reality that the 
profit impact of incremental volume 
depends upon two factors. The first 
is the extent to which incremental 
volume necessitates incremental 
expense. The second is the degree to 
which incremental volume results in 
gross margin degradation.
To a real extent these two factors are 
associated with whether the incre-
mental volume comes from external 
sources or internal sources. In simpler 
terms, does the volume depend upon 
new customers or existing ones?
The lure of new customers is irresist-
ible to every distribution organization. 

However, research going back 75 years 
consistently indicates that servicing 
new customers is the lowest-profit 
approach to profitability. Firms must 
strive to add customers of course. It 
should not drive their profit model, 
though.
The most profitable approach to gen-
erate truly incremental volume is to 
engage in the rather unexciting idea 
of selling more to existing customers. 
The classic strategy in this regard 
is to add an additional line to every 
order. It involves no more delivery 
stops, no more orders picked (simply 
more lines) and virtually no increase 
in payroll expense.
This approach involves monitoring the 
sales force to ensure they are engaged 
in add-on selling. It also requires edu-
cating customers as to the breadth of 
the product line. Finally, in a number 
of instances it is a matter of having 
inventory on what customers want to 
buy. All have major profit implications.
If managed properly, such an internal 
focus can increase sales by five to 10 
percent. Profit results can actually 
be a little better than the Best-Case 
Scenario.

Moving Forward
If managed properly, incremental sales 
volume can be an important profit 
driver for DHI members. The problem 
is that proper management is extreme-
ly difficult to maintain in the face of 
the pressures for new customers. The 
real need is to look internally to the 
existing customer base.

DR. ALBERT D. BATES is Director of 
Research at the Profit Planning Group, the 
firm that prepares the PROFIT Report for 
DHI. He is also a Principal at the Distribution 
Performance Project. That organization’s 
website, distperf.com, has numerous free 
tools that distributors can use to improve 
profitability.

©2017 Profit Planning Group and the Distribution 
Performance Project. DHI has unlimited duplica-
tion rights for this manuscript. Further, members 
may duplicate this report for their internal use in 
any way desired. Duplication by any other organi-
zation in any manner is strictly prohibited.

EXHIBIT 1: THE IMPACT OF INCREMENTAL VOLUME UNDER 
DIFFERENT ASSUMPTIONS FOR A TYPICAL DHI MEMBER

    10% Increase in Sales Volume

Income Statement Current 
Results

Theoretical 
Scenario

Best Case 
Scenario

Sad Reality 
Scenario

Net Sales $15,000,000 $16,500,000 $16,500,000 16,455,000

Cost of Goods Sold 10,500,000 11,550,000 11,550,000 11,550,000

Gross Margin 4,500,000 4,950,000 4,950,000 4,905,000

Expenses 

  Payroll and Fringe Benefits 3,375,000 3,375,000 3,712,500 3,712,500

  All Other Expenses 855,000 855,000 923,400 923,400

Total Expenses 4,230,000 4,230,000 4,635,900 4,635,900

Profit Before Taxes $270,000 $720,000 $314,100 $269,100

Net Sales 100.0 100.0 100.0 100.0

Cost of Goods Sold 70.0 70.0 70.0 70.0

Gross Margin 30.0 30.0 30.0 30.0

Expenses 

  Payroll and Fringe Benefits 22.5 20.5 22.5 22.5

  All Other Expenses 5.7 5.2 5.6 5.6

Total Expenses 28.2 25.6 28.1 28.1

Profit Before Taxes 1.8 4.4 1.9 1.6
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Do you have questions about DHI education and which  
classes might be the best option for your career goals? 

Contact education@dhi.org or call 703.222.2010 for your customized plan.

Whether you’re just getting started as a door 
security + safety professional, or an experienced 
veteran looking to enhance your skills,  
DHI Education offers something for everyone!

LEVEL ONE EDUCATION: BASIC TECHNICAL UNDERSTANDING
Door + Hardware Industry Associate (DHIA) Certificate
The Door + Hardware Industry Associate (DHIA) certificate is the first step of DHI’s new credential and certification program. To achieve 
this, you must successfully complete COR101 - Fundamentals of Architectural Doors and Hardware, and COR102 - Introduction to Codes 
and Standards, and pass the exams. Note: This is a certificate of completion and is not used as a credential after your name.
Get started on your path as a door security + safety professional today!

LEVEL TWO: INTERMEDIATE TECHNICAL COMPETENCE
Door + Hardware Technician (DHT) Credential
Available through our new partnership with Kryterion Global Testing Solutions. Take the 4-hour computerized exam  at one of the  
900 testing centers around the world, or from the convenience of your office or home computer. 

TAKE ADVANTAGE OF ONLINE LEARNING
Whether it’s self-paced or instructor-led, online learning is a convenient and cost-effective option.
COR101: Fundamentals of Architectural Doors and Hardware
COR102: Introduction to Codes and Standards
COR103: Understanding and Using Construction Documents*
CE1401: Codes and Standards Update*
CE1501: 2015 IBC Code Update for Swinging Door Openings*
CE1601: NFPA 101 2015 Edition - The Life Safety Code*
*Students who hold one or more of DHI’s professional certifications (e.g., AHC, CDC, EHC, or AOC) and who are participating in the DHI Continuing Education Program (CEP)  
will receive technical CEP points upon successful completion of COR103, CE1401, CE1501 and CE1601.

For more information on these classes, refer to the Education Resource Guide at www.dhi.org/ERG

LOCAL AND IN-HOUSE EDUCATION
Our local education allows chapters and individuals to provide DHI classes conveniently and locally. Chapters or individuals can  
purchase the instructor and student materials for DHI training classes. 

 Employers can purchase instructor and training materials to offer DHI classes on-site, reducing time out of the office by employees.  
This translates into greater cost savings for your company!  For a list of local and in-house courses, go to www.dhi.org.

MICROLEARNING: 
Bite-sized education delivered by your chapter or your company
CONVENIENT: Two to four-hour classes

AFFORDABLE: Priced to fit your budget

VALUABLE: CEP Points awarded

TARGETED: Focused on specific learning outcomes

Ask about our Microlearning options! Email education@dhi.org.

2017 DHI TECHNICAL SCHOOLS
Our instructors have years of relevant, real-world experience and first-hand industry knowledge. Bring your questions to the experts, 
network with your peers and return to your office armed with the knowledge you need to succeed!

2017 Fall School
October 23–28
Embassy Suites • Scottsdale, AZ
 

2017 Canada Fall School
November 6–10
Sheraton Cavalier Hotel • Calgary, Canada
www.dhicanada.ca

Education
Your Career, Our Commitment
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Readers' Photos
By Mark J. Berger

Real Openings

“I want to see your vacation photos.” When was the last time you heard that said 
enthusiastically? To be completely truthful, I’m not interested in seeing you get 
sprayed by Niagara Falls while wearing a blue poncho on the Maid of the Mist. 
However, since we know taking photos is part and parcel of every trip, why not 
take some great ones that your fellow Real Openings readers would like to see.

That’s right, let’s see the interesting doors and locks you see while on 
vacation. Code violations from around the world, too. As this is a summer 
issue, please accept this kind reminder that it’s nice to share and please 
take time to photograph and send us your great pictures (no bathing suits, 
please…) of unique, head scratching and creative locking and blocking you 
come across from your hometown and across the world. Here are some of our 
great reader’s photos.

 JEFF LOSS—SWEDEN
Jeff sent a photo of this Swedish 
"exit lock" with visual audit trail 
at the Artipelag Museum outside 
Stockholm.

 COLBY DUNHAM—SOCCER DOOR
They are called kick plates. Maybe this is how they were 
originally intended to be used?

 DAVID KLEIN—CABLE TIE 1
Dave found a door where someone used a less expensive way 
to render an exit inoperative—just use a cable tie.

 BRENT BAUMAN—WAY TOO 
COMMON
Brent wrote, “This was taken in a restaurant 
second floor lounge… I am sure there is an exit 
there… but getting to it would be an issue.”

I guess I’ve seen this way too often. I first see 11 
chairs neatly lined up with one arm against the 
wall to create the clearest path possible, with the 
12th chair slightly askew.
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The images shown here are 
not intended to reflect upon 
any specific manufacturer or 
products but are intended to 
help build awareness around 
the everyday code violations 
that occur in buildings over 
time, despite our members’ best 
efforts to provide solutions to 
secure the life safety and security 
of the building occupants.

MARK BERGER is the President 
and Chief Product Officer of 
Securitech Group, as well as the 
chair of the Builders Hardware 
Manufacturers Association Codes & 
Government Affairs Committee. All 
“Real Openings” photos have been 
taken in public spaces with the 
goal of highlighting the prevalence 
of code violations and the need for 
vigilance to save lives. If you see 
something, say something.

 AUSTIN BAMMANN—EMPLOYEES 
WELCOME?
“I’ve been enjoying the photos in the Real 
Openings section of Doors + Hardware since 
I’ve been in the commercial hardware industry 
(three long years). I came across a real opening 
yesterday that may interest you.  I think this 
the new low-tech, human-controlled-access 
hardware; the employee who wishes to ingress 
must knock on the door which activates the 
inside employee to depress the panic device, 
which allows the door to swing open and permit 
entry.”

I know what you may be thinking; maybe this is 
a new facility that’s not open yet? The supplier 
forgot to prep the door for exterior trim and 
they needed to swing it to secure the building. 
Unfortunately, this facility has been operating for 
at least a few years. Whether it was a supplying 
mistake or architect error, it appears to be 
acceptable by the building owner.  

 CHRIS TIEMANN—EXIT DEVICE 
SELECTION
This door is another example of why we fought 
so hard as an industry for annual inspections of 
doors in the means of egress. The fire extinguisher 
is tagged and inspected every year or two, but 
until we made the push to change codes, the door 
was only observed if there was a walk through by 
a fireman or code official. Otherwise, it would stay 
with the slide bolts forever.

Looking at the array of hardware on the door, I’d 
say the latch lock, deadbolt and slide bolts were 
on the door, an inspector came and said, “This 
door needs an exit device,” so the owner found 
one with a small head that fit neatly between the 
latch lock and deadbolt. A frightening scenario 
for patrons of this restaurant.

 JEFF LOSS—CABLE TIE 2
Jeff saw this and asked the following question: 
“Was the zip tie included with the closer or the 
arched door bracket?” If anyone knows, please 
email me and I’ll get the answer to Jeff.

 COLBY DUNHAM—RUBBER BAND 
LOCK
Per Colby, this classroom function lock “is left 
locked and the kids use the rubber band to get 
back in.” In today’s school safety environment, 
this is a very unsafe solution.
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The Revenue 
Growth Habit

By Alex Goldfayn

Knowing What to Do Is 
Different than Doing It
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You know what to do to grow sales 
significantly and quickly. It’s not hard 
to do. 
I tell my audiences that “You already 
know everything I’m about to teach 
you.” The question is, are you doing 
it? For most people, the answer is a 
resounding “no!” 
For example, most people know that 
testimonials and referrals are among 
the best ways we have to grow busi-
ness, right? Are we asking for them 
enough? Most would say no. 
We know that using the phone is bet-
ter than sending emails, yet we default 
to email. 
We know that asking for the business 
every time we talk to a customer 
would make more money, yet we do 
not. 
We know that following up on quotes 
and proposals would get more of them 
closed, but there are many that we 
simply do not get to. 
Knowing what to do, and actually doing it 
are two very different things. 
If we all did what we know to be the 
right thing, we’d all wake up in the 
morning and go exercise first thing. 
We’d all eat perfectly. After all, we 
know how. 
Just because we know these things 
doesn’t mean we do them. To start 
doing what we know we should do, 
we need to add two important in-
gredients: intentionality and discipline. 
Practically, this means there are three 
steps to start doing the important 
things we need to do to grow sales. 

First, make a plan. 
Identify the actions and the quantities 
you want to do. That is, how many 
testimonials do you wish to ask for 
this week? What day(s) will you ask 
for them? How many referrals will 
you request this week? When? How 
many quote follow-ups will you do 
this week? Ten is not too many. It’s 

merely two a day. For that matter, 20 
is not too many. A quote followed 
by an email takes 20 seconds. By 
phone—assuming you’re leaving a 
voice mail—it’s 90 seconds. Do you 
have 90 seconds today for a power-
ful revenue growing activity? What 
about 900 seconds (15 minutes) for 10 
quote follow-ups this week? That’s 
three minutes per day. 
Make your plan, with specific com-
munications actions and quantities, 
listed for the week, broken down 
day-by-day. Make the plan on Friday, 
Saturday, Sunday of the prior week, or 
first thing Monday morning. (Making 
the plan on Wednesday is too late.)

Second, track your results. 
Did you ask for the referral? Give me a 
yes or a no next to each action you’ve 
listed each day. 
If yes, what was the outcome? Did you 
get one? If so, who? When will you 
reach out to them? Detail your results 
for each action. 
It’s okay not to get a referral, but it’s not 
okay to not ask for one. 
At the end of the week, if you had 
15 actions listed (three per day), you 
should have a result next to each of 
them. 

Third, give your completed 
week’s plan to somebody who  
is expecting it. 
This final step is called accountability, 
without which, nothing much hap-
pens. This person can be your boss, 

colleague, friend, or even spouse. 
Who the person is doesn’t matter; what 
does matter is this person has the 
strength, boldness, and ability to talk 
with you about your implementation. 
That is, they need to ask you where 
your plan is when you don’t turn it in 
on time. If you got lazy and did just 
eleven of your fifteen actions, they 
need to be able to ask you why. 
Making change requires intentionality 
and discipline. The three-step ap-
proach above facilitates both. 
It’s the same if you’d like to eat better, 
or exercise more, or keep a clean work 
space. What will you do this week to 
make it so? Now break it down day-
by-day and track your results. How did 
you do? What did you do? Share your 
weekly plan with somebody who can 
hold you accountable. 
This is the work. There is no magic 
bullet. There are no secrets. There is 
only the work. 
You know what to do. Now, will you 
do it?  

ALEX GOLDFAYN is 
CEO of the The Revenue 
Growth Consultancy. To 
implement the kind of 
systematic, plan-based, 
accountability-driven 
revenue growth that’s 
detailed here, call at 
847.459.6322, or write 

him at alex@evangelistmktg.com.

Just because we know these things 
doesn’t mean we do them. To start 
doing what we know we should do, we 
need to add two important ingredients: 
intentionality and discipline.
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Contributors Listing as of June 1, 2017

Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

T  hank You to Our Premier Contributors!

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Akron Hardware
Allmar, Inc.
Contract Hardware, Inc.
Spalding Hardware Systems
�e Hallgren Company

INDIVIDUAL ($1,000+)
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., CAE
Lopatka, Don M., AHC, FDAI
Maas, Robert D., FDHI
Petersen, Tim, LEED AP
Wacik, Laura A., AHC, FDAI, FDHI

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

DISTRIBUTOR ($2,500)
Door + Hardware Consultants, Inc.
H & G/Schultz Door
Kelley Bros.
LIF Industries, Long Island Fire Proof Door, Inc.
Midwest Wholesale Hardware
Mulhaupt's, Inc.
Negwer Door Systems
OKEE Industries, Inc.
Security Lock Distributors
Walters & Wolf Interiors
William S. Trimble Co., Inc.

SALES AGENCIES ($1,000)
D.L. Neuner Co., Inc.

INDIVIDUAL ($500)
Clancy, Michael B.
Dupuis, David R., AHC, FDAI, FDHI
Flowers, Susan P., DAHC/CDC,FDAI, FDHI
Frazier, Neal, AHC/CDC, FDHI
Hummel, Charles R., FDHI
Krause, John F.
McClendon, Don E., AHC, FDAI
Mullins, Charles W., DAHC
Parrish, Brian J., AHC/EHC
Poe, Gregory S., AHC
Pulliam, Jason

SILVER LEVEL
MANUFACTURER ($5,000)
Comsense, Inc.
National Guard Products, Inc.

DISTRIBUTOR ($1,000)
Architectural Door & Hardware of New York
Butler Doors, Inc.
Central Indiana Hardware Co., Inc.
Cleveland Vicon Company, Inc.
Mid Central Door
Mills & Nebraska
Montgomery Hardware Company
S. A. Morman and Company
Seeley Brothers
Special Projects Group, Inc.
Walsh Door & Hardware Co.
Yates and Felts, Inc.

SALES AGENCIES ($500)
Architectural Resources, Inc.
Baines Builders Products, Inc.
Donald A Loss Associates
Smoot Associates, Inc.

INDIVIDUAL ($250)
Barnhard, Richard J., DAHC/CDC, FDHI
Hahn, Harold K., AHC
Hildebrand, Stephen R., FDHI
Hooker, Russell, DHT, AOC, FDAI
Hornyak, Stephen T., DAHC,FDAI, FDHI, CDT
Liddell, Rick, FDHI
Ray, Mel L.
Smith, Kamela H., AHC
Wacik, Laura A., AHC, FDAI, FDHI

BRONZE LEVEL
MANUFACTURER ($2,500)
Securitech Group, Inc.
Security Door Controls

DISTRIBUTOR ($500)
Architectural Sales, Division of Lensing Wholesale, Inc.
Baylor Commercial Door and Hardware
Beacon Commercial Door & Lock
Boyle & Chase, Inc.
Builders Hardware and Specialty Company
Builders Supply, Inc.
J & L Metal Doors, Inc.
USA Wood Door, Inc.
Washington Architectural Hardware Co.

INDIVIDUAL ($100)
Boardman, Raymond K., AHC
Calvillo, Joseph
Chillino, Robert, FDAI
Chin, �omas
De La Fontaine, Richard, AHC/CDC, FDAI, CCPR
Frye, Laura Jean, AHC,FDAI, CSI, CCS
Jackson, Paul W., DAHC
Lecours, Roger, AHC/CDC
Reilly, Timothy A., AHC
Rivas, Frank L., AHC, FDAI
Tock, Je�ery M., AHC

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
Accurate Lock and Hardware Co., LLC
Architectural Control Systems, Inc.
Concept Frames, Inc.
Door Controls International
Eggers Industries
HMF Express
Rocky Mountain Metals
SAFTI FIRST, Division of O'Kee�e's, Inc.
Steward Steel, Inc., Door Division
Western Integrated Materials

DISTRIBUTOR (up to $500)
3SECorp
Allegheny Millwork-Commercial Door Division
GJ Builders Hardware, Inc.
Norwood Hardware and Supply Company

SALES AGENCIES (up to $250)
Leon Specialty, Inc.

INDIVIDUAL (<$100)
Callahan, Stacey M.
Charette, Brian J., AHC
Cusick, William R.
Cusick-Rindone, Kendall L., CSI, CCPR
Dial, Randy S.
Molina, Chuck J., CCD
Pekoc, �omas A., AHC, CDT, CSI
Pratt, Edward
Seigfreid, Jean
Weaver, Rodney W., AHC, FDAI, CAI, CFDI
Windfeldt, John M.

AFFILIATED ORGANIZATIONS 
($5,000)
Steel Door Institute

(up to $2,000)
DHI Arizona Chapter
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New York Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
DHI Tri State Chapter 

(up to $500)
Downs Safe and Lock Co., Inc.

Twin City Hardware
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Impact

IT’S A NEW DAY AND A NEW DHI! Last year, we launched new initiatives— 
with a new perspective and new outlook — to help ensure your future success.
The new DHI –Door Security + Safety Professionals – celebrates our industry and how our members contribute to life safety and security within 
the built environment. Visit the link below for everything you need to know about the New DHI; our education evolution; our new credentials 
and certifications; and our Industry Orientation Program video about codes for new industry members.  

https://www.dhi.org/NewDHI

There are more than  
1800 door  

security + safety  
professionals  

who hold one of our  
valued legacy certifications:  

AHC, CDC, EHC and AOC.  
We proudly continue to mint our legacy certifications  

and our commitment to upholding their value.

OUR AHC CERTIFICATION  
IS MORE THAN  

75 YEARS OLD!

LAST YEAR, WE INTRODUCED  
5 NEW CREDENTIALS  
& CERTIFICATIONS,  
ADDING RELEVANCE AND OPPORTUNITY FOR 
RECOGNITION AT ADDITIONAL LEVELS OF EXPERTISE
We created an animated video to walk you through the 
three tiers of the new certification program, as well as 
explain the new credentials and certifications. Our video has 
more than 2100 views on YouTube!.

Our Spring Schools in Virginia 
and Canada attracted more  
than 300 students.

The first video in our Industry 
Orientation Program has almost  
1000 VIEWS ON YOUTUBE.

For more information on membership, education, 
credentials or other topics, go to www.dhi.org.
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DHPace.com                   Follow us on LinkedIn

Building relationships,
careers and business!

Offer of employment contingent upon successful completion of pre-employment screening, 
background check and E-Verify. EOE M/F/Disability/Veteran AA VEVRAA Federal Contractor

SEND RESUME TO: CorpRecruiter@DHPace.com

We hire people with a purpose! If you are enthusiastic,motivated and 
committed to excellence then DH Pace Company, Inc., would like to 
hear from you!

As a rapidly growing organization with over 30 locations in 16 states, 
DH Pace is looking for Sales, Operations, Field Installation and Service 
professionals for all of our existing locations and for consideration in 
new markets. Training will be provided for quali�ed candidates.

DH Pace Products:
Commercial Overhead Doors, Industrial High Speed and Specialty 
Doors, Loading Dock Equipment, Entry Door Systems and Automatic 
Doors, Electronic Security Systems and Residential Garage Doors, 
Openers and Specialty Home Solutions lines

Over 30 Locations in 16 States:
• Arizona • Colorado • Florida • Georgia • Illinois • Iowa • Kansas
• Missouri • Nebraska • Nevada • New Mexico • North Carolina
• Oklahoma • South Carolina • Tennessee • Texas

• Privately Owned • 90 Years in Business
• Sales Over $300M • Steady Growth

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities

JOIN OUR DETAILING TEAM!
Would you like to work for the premier 
provider of architectural doors, frames and 
hardware for non-residential buildings? 
Cook & Boardman was established in 1955 and now services customers from 
locations across the country. If you are an experienced Detailer ready to join 
a growing team of professionals, we are seeking to hire Central Detailers 
that will work with project leaders throughout our company. The team will 
be headquartered in our Charlotte, NC location, but we will consider remote 
arrangements based on experience.

You will provide detailed door and hardware schedules and coordinate 
opening requirements as set forth within the contract documents (plans, 
specifications, and addenda) and other related information concerning 
an individual project. You will also be responsible for assuring local code 
compliance of the products used in the schedules.

We are seeking individuals who can make an immediate contribution to 
our team and have three to five years of industry experience. Knowledge of 
Comsense, our software system, is preferred. If you are detail oriented, goal 
driven and have a strong knowledge of Division 8 please apply online using 
the following URL.

https://cookandboardman.applicantpro.com/jobs/585819-42446.html
EOE Minorities/Females/Disability/Veterans; VEVRAA Federal Contractor
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Get HES Electric Strikes 
from Akron Hardware.
We’ll help out with the
installation, and more.

Advanced modular design 
compatible with any 
cylindrical or mortise lock 
using a 4-7/8” strike plate.

Akron Hardware stocks 
the 1500 & 1600 Series, 
along with all the other 
quality products from 
HES and ASSA ABLOY.

The New HES 1500 
and 1600 Series

800●321●9602   www.akronhardware.com

Powerful. Solutions.

From the versatile 1006 Series, to the 
new advanced 1500 & 1600 Series - 

Akron Hardware is your best solution 
when you need HES products in a hurry.

 Now, order select HES Electric Strikes 
at special discounts, and we’ll equip you 

with a HESCUT-Metal Template Kit FREE! 

Call us, or visit the Promotions page at 
www.akronhardware.com for details.

Same day shipping. Unmatched 
customer service. Deep discounts. 

Free HES Metal Template Kits. 

Get HES Electric Strikes 
from Akron Hardware.
We’ll help out with the
installation, and more.

 Limited

Time O er
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Foundation Update

It was wonderful to see the industry come 
together in Phoenix for conNextions 2017, including 
so many of our contributors. We hosted a private lun-
cheon as a thank you to our contributors, featuring Alex 
Goldfayn, who taught us revenue growth strategies 
that were immediately applicable back at the office. 
Since then, we have been growing our key programs 
and staying abreast of code changes and updates that 
impact our industry.

Foundation’s Statement re: NFPA 101 
Proposed Changes 
On May 30, 2017, we released a statement about our 
position against the proposed changes to NFPA 101 
which would allow for “not more than two releasing 
operations” to release the door for egress, where just 
“one releasing operation” has been mandated for nearly 
three decades. We are pleased to learn that the NFPA 
Technical Committee reviewed this again and voted 
to keep the language the same as current, as noted by 
Foundation CEO Jerry Heppes Sr., CAE, on page 4. You 
can review our position statement on www.doorsecuri-
tysafety.org 

NEW! Education Advocate Program 
Exclusively for FDAIs
The Centers for Medicare and Medicaid Services (CMS) 
is now enforcing the 2012 edition of NFPA 101 requiring 
healthcare facilities to conduct annual inspections on 
fire door assemblies. To support the advocacy of the 
expertise of FDAIs, the Foundation will make its educa-
tional materials exclusively available to FDAIs for pur-
chase so they may educate healthcare facility personnel 
directly. This program will be live on our website soon 
and includes a PowerPoint program, various student 
materials and significant discounts on our publications 
to cover our costs. This new program not only advo-
cates for the expertise of the FDAI but also disseminates 
important education and awareness through nearly 450 
FDAIs across North America. All details will be listed at 
www.doorsecuritysafety.org. 

National Fire Protection Association 
(NFPA) Partnership and Classes
As a reminder, we are conducting a one-day class in 
partnership with NFPA entitled “NFPA 101 and NFPA 
80 Fire Door Inspection for Health Care Facilities.” Ideal 
for healthcare facility managers and led by two code 
experts, this one-day course provides the knowledge 
required to help ensure their facility's fire doors are in 
compliance with the new CMS mandates, and to assist 
their staff in knowing exactly what CMS surveyors will 
request during audits. We encourage you to share this 
information with your healthcare customers and offer 
to follow up for support of their facilities’ door security 
and safety needs. The next classes are July 10, Oct. 5, 
and Dec. 4, 2017, in Quincy, Mass. Visit www.doorsecuri-
tysafety.org for details.

Opening the Door to School Safety
Our public safety campaign will continue to grow this 
Summer as we deploy a video interview, webinar and 
additional content to school administrators through our 
partnership with AASA—The School Superintendents 
Association. We will also launch a microsite dedicated  
to this campaign. To view our campaign’s educational 
video and access resources about our campaign against 
temporary door locking devices or “barricade devices,” 
please visit www.doorsecuritysafety.org and under 
Advocacy, share the link to Opening the Door to  
School Safety. #LockDontBlock

Support the Foundation
We thank you for your support of our work and 
encourage you to share this update with friends and 
colleagues who may also be interested in supporting 
our work as well. You can contribute online at www.
doorsecuritysafety.org or contact Jerry Heppes Sr., CAE, 
at jheppes@doorsecuritysafety.org for those interested 
in high-level contributions. 

SHARON NEWPORT is the Director of Operations at DHI and 
Vice President of Operations for the Door Security & Safety 
Foundation. She can be reached at snewport@dhi.org. 

By Sharon Newport

Closing 
Thoughts
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INFORMED. IN STOCK. IN DEPTH.seclock.com  |  800-847-5625

DID  YOU 
KNOW?

Our field-tested technical 
sales team has the expertise 
to assist you in identifying the 
correct products you need to 
get the job done.

EXTENSIVE INVENTORY      |       INNOVATION       |       TECHNICAL EXPERTISE      |      IMMEDIATE SHIPPING

We can drop-ship your order to 
your customers with only your logo 
and company info on the box and 
paperwork. Use our warehouse like 
it’s your own!

Our team of technical sales 
experts are ready to assist  
you 12 hours a day. Plus,  
you can order products on  
our website 24/7.

NOW YOU KNOW.

We are the go-to distributor  
of Allegion electrical & 
mechanical products featuring 
Von Duprin’s 98/99 series 
with all 18 trim options, in all 
available finishes. 


