
JUNE 2017

The Benefits of Lean Construction

How LEED v4 Impacts Doors and Hardware

2017 DHI Award Winners 

The Green Revolution

Access Control: What Architects Need to Know

DOORS AND  
GREEN TRENDS



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. 



SIM_Anz_8,375x10,875_D-Long_DHI_Trim+Bleed_RZ.indd   1 07.03.17   16:19



Chief Executive Officer 
Jerry Heppes Sr., CAE 
jheppes@dhi.org   |   703.766.7010 

Executive Vice President 
Stephen R. Hildebrand, FDHI 
shildebrand@dhi.org   |   717.368.6359 

Director of Operations 
Sharon Newport 
snewport@dhi.org   |   703.766.7009

Communications Manager/Managing Editor  
Denise Gable 
dgable@dhi.org   |   703.766.7018 

Advertising Manager 
Molly S. Long 
mlong@dhi.org   |   703.766.7014 

Design 
TGD Communications

Media & Editorial Board
Kristen Bylan, ASSA ABLOY

Cheryl Cameron, Weinstein  
& Holtzman

Josh Hallgren, FDAI, Hallgren 
Company

Molly Mitchell, Allegion

Ginny Powell, Hager 
Companies

Emily Schutte, LaForce, Inc.

Foster Smith, National Guard 
Products

David Sylvester, PSP, 3SE Corp

Jacob Wexler, FDAI, Legacy 
LLC

Amanda Wilson, Wilson 
Building Solutions 

©  Copyright 2017 Door and Hardware Institute.  
All rights reserved. Nothing may be reprinted 
without permission from the publisher.

Doors + Hardware 

14150 Newbrook Drive
Suite 200
Chantilly, VA 20151-2232

703.222.2010
publications@dhi.org

www.dhi.org

Volume 81, Number 6

Doors + Hardware (ISSN 0361-5294) is published monthly by DHI, 14150 Newbrook Drive, 
Suite 200, Chantilly, VA 20151-2232; 703.222.2010; Fax: 703.222.2410. Periodicals postage 
paid at Fairfax, VA, and other additional mailing offices. Postmaster: Send address changes 
to Doors + Hardware, 14150 Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Email: 
publications@dhi.org; Website: www.dhi.org.

Editorial Policy: DHI is an international not-for-profit association of individuals and 
companies in the door and architectural hardware profession. Authors’ opinions do not 
necessarily reflect the official views of the Door and Hardware Institute.

The magazine cannot guarantee the validity or accuracy of any data, claim or opinion 
appearing in any article or advertisement. However, the magazine is designed to provide 
accurate and authoritative information on the subject matter covered. The information is 
presented with the understanding that the publisher is not engaged in rendering legal or 
other expert professional services. If such assistance is required, the service of a competent 
professional should be sought.

Advertisements and product information do not constitute an endorsement, nor a DHI position 
concerning their suitability. The publisher reserves the right to reject any advertising. Advertisers 
and their agencies assume liability for all advertising content and assume responsibility for any 
claims that may arise from their advertisements. The publisher makes every effort to ensure 
suitable placement of advertising but assumes no responsibility in this regard.

Send subscriptions, advertising, business and editorial matter to Doors + Hardware, 14150 
Newbrook Drive, Suite 200, Chantilly, VA 20151-2232. Letters to the editor are welcome and 
will be considered for publication in whole or in part in “Letters to the Editor.” All editorial sent 
to the magazine will be treated as unconditionally assigned for publication and copyright 
purposes and is subject to the editor’s unrestricted right to edit and comment editorially.

For current subscriptions, enclose an address label or facsimile from a recent copy when 
writing to DHI. For new subscription information, call DHI at 703.222.2010.

Appeal to your customers with a brand 
identity that is consistent, recognizable 

and eye-catching.

special-lite.com • 800.821.6531

Curved Framing, Doors & Lite Kits
Laser Engraved Mid-Panels 

Decorative Wood Grain Finish on Aluminum

Cover photo courtesy of ASSA ABLOY Door Group2    JUNE 2017      DOORS + HARDWARE



Contents
June 2017  |   Doors and Green Trends

Columns
4  InTouch

Jerry Heppes Sr., CAE 

50 Decoded 
Lori Greene, DAHC/CDC, FDAI,  
FDHI, CCPR

Departments
6 Faces 

Jacob Wexler, FDAI

42 Achievements

46 Product Showcase

56 Real Openings 
Mark J. Berger

60 Revenue Growth Habit 
Alex Goldfayn

64 Social EnterAction
Ginny Powell and Amanda Wilson

In Every Issue
62 Impact 

63 Ad Index 

63 Classifieds

8 Opening Doors to the Benefits of 
Lean Construction
Kevin Rucinski, P.E.
While the idea of a physical barrier is what 
most likely springs to mind, door systems can 
be a wholly different type of barrier. This case 
in point is the barrier that hollow metal door 
systems present to the implementation of 
lean techniques in the construction process.

12 How LEED v4 Impacts Doors 
and Hardware, and Promotes 
a Whole-Building Approach to 
Sustainability
Amy Vigneux
As sustainability continues to grow in 
importance, building and security system 
designers will become more in need of 
solutions to meet these increasingly stringent 
construction guidelines. Generally, these 
sustainable building rating systems, including 
LEED v4, promote a whole-building approach 
to sustainability by recognizing performance 
in key areas of environmental and human 
health.

16 Meet the 2017 DHI Award Winners
Congratulations to the DHI members who 
have earned peer recognition through their 
hard work and dedication to DHI and our 
industry.

24 The Green Revolution
Jeff Wherry
Today it’s clear that green building is neither  
a trend nor a fad; it is a revolution that has 
been steadily and fundamentally changing 
the way buildings are constructed, operated 
and maintained worldwide.

28 Access Control: What Architects 
Need to Know
Melany Whalin, CSI
Access control is being used in virtually every 
new commercial facility today, giving building 
owners a higher level of security, as well as 
convenience and ease of maintenance. As 
a result, architects should consider access 
control as part of the design process—and 
plan for it early.

30 How Do Security Entrances Affect 
an Organization’s Bottom Line?
Mark Perkins
Not all security entrances work the same way. 
Their different capabilities, therefore, have 
an impact on an organization’s overall anti-
tailgating strategy in terms of capital outlay, 
manpower, annual operating costs, ROI and 
user education and preparation.

36 Securing Schools: Solution Trends 
in Educational Facilities
Brian Clarke, AHC, CDT, CSI
Classroom lock technology has continued 
to improve since the 1999 Columbine High 
School tragedy, and today there are many 
options to securing a classroom and other 
door openings, including mechanical, electro-
mechanical and, most recently, electronic.

DOORS + HARDWARE      JUNE 2017    3



Have you heard of TED talks? TED is a nonprofit 
devoted to spreading ideas, usually in the form 
of short, powerful talks (18 minutes or less). TED 
“began in 1984 as a conference where Technology, 
Entertainment and Design converged, and today 
covers almost all topics — from science to business  
to global issues — in more than 100 languages.”  
It is a great way to set the stage for a meeting,  
or to communicate effectively to staff. The number  
of talks and topics are endless.

Let me give you an example. I participate in a peer 
networking group for association CEOs that meets 
once a quarter. In preparation for our May meeting, 
the facilitator provided a link to a TED talk titled,  
What Makes a Good Life? Lessons from the Longest Study 
on Happiness: What Keeps Us Happy and Healthy as We 
Go Through Life? 

If you think it's fame and money, you’re not alone, 
but, according to psychiatrist Robert Waldinger, 
you’re mistaken. As the director of a 75-year-old 
Harvard study on adult development, Waldinger has 
unprecedented access to data on true happiness and 
satisfaction. In this talk, he shares three important 
lessons learned from the study, as well as some 
“practical, old-as-the-hills wisdom on how to build a 
fulfilling, long life.” The topic for our meeting was how 
to improve work-life balance as a busy professional.

The message is worth listening to if you get a chance, 
but I will share with you the highlights to illustrate its 
impact and effectiveness. The study started in 1938 
and followed 724 men from teenage years to today. 
Most of the men are in their nineties today and only 60 
of the original are still alive. It is rare for a study to last 
that long, as most die out because of loss of funding or 
participants; it’s amazing this study is still going. 

Let me preface the results of this study with the 
understanding that today, when Millennials are asked 
what the key to happiness is, 80 percent say “getting 
rich,” while 50 percent say being famous is the ticket. 
The results of this study completely contradict the 
Millennials’ conclusion. The study concludes the 
following lesson: Good relationships are what keep us 
happier and healthier; it’s that simple. There are three 
additional conclusions regarding relationships:

1. Social connections are really good for us  
and loneliness kills.  

2. It is not the number of friends or committed  
relationships, but the quality of the relationship 
that makes a difference.

3. Good relationships don’t just help the body  
but also protect our minds longer.

The twelve-and-a-half minute talk was fascinating, 
and if I had decided to sit down with a staff member 
to convey the importance of a good work-life balance, 
I would have failed miserably.  By simply having them 
view the video of the TED talk, the message would be 
impactful and perhaps shows that I genuinely care 
about their success. This is the beauty of a resource 
like TED talks—Google it and you will have a great 
management resource. 

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 June issue, email 
dgable@dhi.org.

Using TED Talks as a 
Management Resource
By Jerry Heppes Sr., CAE
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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: 2009

OCCUPATION: Product/Business Development 
Manager at Legacy Manufacturing LLC. Legacy is 
a startup company that has taken an engineering 
approach to acoustical and other gasketing solutions. 
As the lead product manager for thresholds and 
weatherstripping,  
I am responsible for developing new products, as well  
as pursuing sales opportunities domestically.

CHILDHOOD AMBITION: I have always idolized my 
father. In his youth, he aspired to become a soccer 
player and I followed that same path. While my goals 
of playing professional soccer fell short, I do still find 
joy in the game.

FIRST JOB: Working a factory position at Zero 
International. During my time at the factory, I learned 
to appreciate the detail and operational genius in the 
manufacturing world.  

WHAT LED YOU TO OUR INDUSTRY? DHI is a very 
intimate industry. Like many of us, we are either 
brought in by friends or family. In my case, both my 
parents were heavily involved in my decision to work 
in the industry. My father was the President of Zero 
international for over 35 years. This led me to both join 
the industry and pursue a career in gasketing solutions 
for openings. 

PROUDEST PROFESSIONAL MOMENT: I would have 
to say that in general, exceeding customer expectations 
always makes me proud. Industry standards provide 
certain expectations for the customer. Going above 
and beyond to make the customer’s job simpler is 
something that consistently drives me.

BIGGEST CHALLENGE: Finding time to pursue higher 
education.  

GUILTY PLEASURE: Basically all shows on the History 
channel.

FAVORITE BOOK/MOVIE: My new favorite movie is 
Whiplash; not only can I relate, but it is a thriller.

MENTOR/HERO: My father, Elias Wexler is my mentor, 
not only in navigating through business but in 
personal life as well.

BEST ADVICE YOU EVER RECEIVED: It is okay to 
make a mistake, but how you handle the mistake is 
how you will be judged.

HOW HAS YOUR INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER GOALS? DHI has 
enabled me to pursue both creativity and structure. 
I have been fortunate enough to aid in the design 
of products, as well as communicate with many 
different types of people, from many different places 
in the world. Finding purpose in your career is highly 
important.  By manufacturing and supplying life safety 
products, I genuinely believe what we all do is very 
important. 

Jacob Wexler, FDAI
PRODUCT/BUSINESS  

DEVELOPMENT MANAGER
LEGACY MANUFACTURING LLC
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Doors are everywhere, completely out of sight and 
out of mind until they become unintentional barriers 
to passage. While the idea of a physical barrier is what 
most likely springs to mind, door systems can be a 
wholly different type of barrier. This case in point is 
the barrier that hollow metal door systems present to 
the implementation of lean techniques in the con-
struction process.
Lean construction is the application of the lean disci-
pline to the world of construction. It is a third area of 
the application of lean principles, preceded by suc-
cessful applications in manufacturing and product de-
sign. It follows the same approach (i.e. the identifica-
tion and elimination of wastes in eight areas): motion, 
waiting, talent, inventory, transportation, defects, over 
production and over processing.

Multiple Components to Consider
A basic hollow metal door system is made up of multi-
ple components, including a three-sided welded frame 
assembly, a steel or wood door, a lockset, at least three 

hinges and a closer, minimally consisting of seven 
components. Frequently other components may be 
required, dependent on the functional requirement 
of the specific opening, e.g. security or environmental 
needs.
A medium-size construction project could easily con-
sist of hundreds of doors while a large project could 
contain thousands of doors. When the total doors, 
frames and hardware configurations are considered, 
the logistics associated with material planning for 
even a medium-size project quickly becomes complex, 
and the potential for errors and defects multiplies. It’s 
often noted that frames, doors and hardware repre-
sent one of the smallest costs on a large construction 
project but are typically the number one reason why 
people don’t get paid on time at the end of the job.

Obstacles to Lean Practices in Construction
In addition to the numerous complexities of the phys-
ical component quantities and variations, the design 
of the door system—and specifically the three-sided 

By Kevin Rucinski, P.E.

LEAN CONSTRUCTION

Opening 
Doors  
to the 
Benefits 
of
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welded frame assembly—becomes a major obstacle to 
achieving the full benefits of lean practices in construction.
A review of the typical construction process around hollow 
metal door systems will help to demonstrate the challenge 
of streamlining this portion of the project.

Wastes: Motion, Waiting, Talent, Inventory, 
Transportation, Defects, Over Production and 
Over Processing
The process begins with a contractor ordering the door 
systems from a door distributor.
Because the welded frame assemblies have to be installed 
when the walls are first constructed, they are delivered in 
bulk early in the construction cycle. These frames must be 
received and stored on the job site until their respective 
opening is ready for them. A typical frame is 3 feet wide x 7 
feet tall, so they require a lot of room, and storage room on 
a job site is usually limited. 
The frames get installed at some time later but before that 
time, they will likely be moved more than once and re-
stored several times. While the frames await installation, 
they are subject to loss, damage and rust; all conditions that 
will result in extra effort and cost on the contractor’s part 
and defects for the distributor to correct.

Once the frames are installed, the doors and hardware be-
gin to arrive. As with the frames, the doors and hardware 
must be received, moved and stored until they are need-
ed. The hardware poses a unique problem; it is expensive 
material and must be stored in a secured area to prevent 
loss from theft. Hardware is specific to a particular open-
ing, but openings are rarely ready at exactly the right time, 
causing hardware to be moved and mixed together in the 
storage areas, resulting in additional waste. 
One of the contradictions of the current construction pro-
cess of hardware management lies in the fact that the door 
distributor has already sorted the hardware and matched 
it to specific doors and openings, but this is all for naught 
once the materials hit the job site.
The design of one component (the welded frame) causes a 
ripple affect across the entire construction process, in-
cluding the electrical and drywall work. Once the frames, 
electrical components and drywall are installed, the doors 
and hardware are brought to the opening for installation 
and the door assembly is completed. 
As this is now months into the construction cycle, it is not 
uncommon for a portion of the doors, frames and hard-
ware to have been damaged or lost. Consequently, addi-
tional effort is now required on the part of the contractor, 

DOORS + HARDWARE      JUNE 2017    9



the supplying distributors and sub-contractors to 
correct the problems before the rapidly approaching 
turnover date to the owner. Of course, this is not the 
end of the process.

An Outdated Process Calls for a New System
The current state of affairs for using welded hollow 
metal door systems in building construction is a pro-
cess that hasn’t changed in decades. Looking at it from 
a lean perspective, it’s a “push” as opposed to a “pull” 
process because each preceding step “pushes” its 
output to the following step. A lean approach creates 
a flow where the materials and processes are “pulled” 
to their respective openings, just as the openings are 
ready for those materials, a just-in-time process.
A value stream analysis identified 150 minutes of 
value added time, 54 days of non-value added time 
and an estimated non-value added cost of $325 per 
opening. Value added time is the time used to actu-
ally install and finish the door system excluding any 
time associated with the eight wastes. The estimated 
cost was obtained from an internal study done by a 
general contractor. 
Clearly the opportunity for a better solution is evi-
dent. The contractors who deal with the problems of 
the current process want a solution. The distributors 
and sub-contractors want a solution. Even the owners 
want a solution as they have no particular desire to 
hold up payment at job end. A solution is possible.
Imagine a system that goes from distributors to receiv-
ing and follows a lateral line through staging, install, 
disposal of packaging, and cleaning. Recall earlier it 
was noted the three-sided welded frame was a major 
barrier to the implementation of a lean solution. Its’ 
design dictates the construction sequence and tim-
ing. So, accepting the premise that the welded frame 
assembly is the process bottle-neck, it becomes obvious 
a different frame design would facilitate a new solution. 
Alternate frame designs already exist, but they have 
some short comings that not all customers accept, e.g. 
the design or look vs. the welded frame. Suffice it to say 
that if the proper frame design can come to market, the 
simpler process becomes achievable.

This process models a sequence where the door sys-
tems arrive to the job site pre-assembled, pre-finished 
in a just-in-time sequence, are immediately moved to 
their respective opening and installed in a few min-
utes using a minimal amount of labor. To accomplish 
this outcome, the frame and door must be installed 
after the electrical, drywall work and painting have 
been completed. 
The frame and door would in fact be installed at the 
end of the job, after the walls are built, the electrical 
systems are tied in, the drywall is installed and the 
painters have “left the building.” The challenge is for 
the commercial door industry to discover the incre-
mental improvements that will produce the desired 
results. A value stream analysis indicates only 15 
minutes of value-added time is required to complete 
the installation. The non-value-added time is reduced 
to 30 minutes and the non-value-added cost is reduced 
to $25.

Embracing the Discipline of Lean  
Contractors around the world are embracing the 
discipline of lean to drive out wastes in the construc-
tion process and are anxiously awaiting new prod-
ucts and methods to help them achieve continuous 
improvement. 
The door component manufacturers have done an 
admirable job of leaning out their manufacturing op-
erations; they know how to make their products with 
great efficiency. Now they need to turn to the end user 
customers and apply these same lean principles to the 
job site. 

KEVIN RUCINSKI, P.E., is President of 
Sci-Pro.org, LLC, a company he founded in 
2012 to bring innovation product and 
system solutions to the commercial door 
market. He holds a bachelor’s degree in 
mechanical engineering, a master’s degree 
in business administration, is a Registered 
Professional Engineer and a Six Sigma Black 
Belt and Operational Excellence Champion. 

He can be reached at kevin.rucinski@sci-pro.org. 
 

The current state of affairs for using welded hollow 
metal door systems in building construction is a 
process that hasn’t changed in decades.
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The U.S. Green Building Council 
(USGBC) has implemented the newest 
version of Leadership in Energy and 
Environmental Design (LEED version 
4). This newest version of LEED is a 
complete update from LEED 2009 and 
features a host of new requirements 
that impact our industry.
As sustainability continues to grow 
in importance, building and security 
system designers will become more 
in need of solutions to meet these 
increasingly stringent construction 
guidelines. Generally, these sustain-
able building rating systems, includ-
ing LEED v4, promote a whole-build-
ing approach to sustainability by 
recognizing performance in key areas 
of environmental and human health: 

• sustainable sites, 
• water efficiency, 
• materials and resources,
• indoor environmental quality, 

and
• energy and atmosphere. 

Additionally, it is now imperative 
to understand the entire life cycle 

impacts of a product examining  
energy used to:

• extract raw materials, 
• transport materials, 
• manufacture the product, 
• package the product, 
• use the product, and finally, 
• what happens to the product 

when it has reached the end of 
its life cycle. 

These guidelines can be addressed by 
using progressive building products, 
such as high-performance doors, 
hardware and electronic access 
control (EAC) systems that impact 
materials and resources, indoor 
environmental quality, and energy 
and atmosphere considerations when 
designing a green building. 

Exterior Doors, Energy & 
Atmosphere
Under the Energy & Atmosphere sec-
tion, LEED v4 now references the en-
ergy guidelines for exterior doors in 
ASHRAE 90.1-2010. This new version 
is 18 percent more stringent than the 

previous version. U factors for exteri-
or door opening solutions will remain 
at 0.7 for climate zones 1-6 and 0.5 for 
climate zones 7-8. Allowable operable 
air infiltration drops the most signifi-
cantly, from 0.4 cfm/sf2 to 0.2 cfm/sf2 
under operable test conditions.
LEED v4 uses ASHRAE 90.1-2010 as 
a starting point, and asks designers 
to achieve 10  to 48 percent addition-
al savings beyond this guideline. 
Additionally, National Fenestration 
Rating Council (NFRC) or AAMA/
WDMA testing will be required 
and door openings will need label-
ing, like windows do today. Finally, 
building envelope commissioning 
of exterior thermal envelope compo-
nents, including doors will be includ-
ed. Energy efficient door opening 
products like insulated doors and 
kerf/thermally broken frames all 
fitted with thresholds and gaskets 
can help meet these more stringent 
requirements. 
Sealing the building envelope makes 
sense. It lowers facility heating/
air conditioning costs and reduces 
energy consumption. Since buildings 

By Amy Vigneux

© iStock |  alacatr

How LEED v4 Impacts 
Doors and Hardware,  
and Promotes a  
Whole-Building Approach 
to Sustainability
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account for roughly 40 percent of 
global energy consumption, this one 
energy efficiency action can make a 
big dent in energy demand.

The PoE Lock on Energy 
Consumption
The building interior offers plenty of 
opportunities to lower energy con-
sumption by using high-performance 
appliances. Just as LED technology is 
revolutionizing lighting, Power over 
Ethernet (PoE) locks are drastically 
reducing the energy consumption of 
electronic access control systems.
PoE locks require little electricity and 
are powered by the same data cables 
that connect to phones, computers, 
and other devices. Leveraging the 
existing IP network infrastructure 
eliminates the need for separate 
electrical and data wiring, thus 
streamlining the installation process, 
reducing costs and components and 
minimizing power consumption. 
This also spreads intelligence and 
security decision making to the lock, 
creating a safer and more energy 
efficient building. PoE cameras and 

telephones are already commonplace 
in buildings. Access control systems 
will be next.
Many facilities still incorporate 
traditional Electronic Access Control 
(EAC) systems. These platforms typi-
cally include several different compo-
nents in and around the door, includ-
ing a door position switch, electrified 
strike, card reader, and lock. These 
components are all connected to an 
access control panel and require a 
low voltage power supply. Many 
of these products use a significant 
amount of power while in standby 
mode and require additional infra-
structure and power to operate. 
Today, thanks to the development of 
PoE devices, performance of an EAC 
system can be significantly improved 
by consolidating all of these dispa-
rate components into one integrated 
lockset which uses existing network-
ing cable for both power and data to 
connect with the access control panel. 
When the total Life Cycle Analysis 
(LCA) of a PoE system is considered, 
the result is less energy and mate-
rial used during manufacturing, 

shipping, installation and use. PoE 
locks are particularly energy effi-
cient compared to other EAC locking 
solutions, offering the lowest power 
consumption at only 2.85 watts per 
lock, which is 50 percent less than 
typical EAC devices.
Facilities that require a wireless solu-
tion can also re-use existing infra-
structure by leveraging their current 
802.11b/g WiFi network. WiFi access 
control solutions offer the same re-
duction of components as  
PoE solutions but do require batteries 
as a power source.
When the total Life Cycle Analysis 
(LCA) of WiFi and PoE systems is 
considered, the result is less materi-
al used during construction which 
helps the bottom line while also 
lessening the impact of manufactur-
ing, shipping and installation pro-
cesses. A security system provider 
can make sustainability requirements 
work in their favor by comparing the 
cost savings an end user can achieve 
by installing newer access control 
technologies versus a traditional 
“around-the-door” installation. These 
newer technologies can produce an 
annual cost savings of $18 per door; 
in a 100-reader system that translates 
to a savings of $1,800 per year for  
the end user.

Reducing Power Consumption 
with Actuators
It should be noted traditional elec-
tronic locking products are not 
going away. In fact, some are being 
updated to lessen their energy draw. 
Mortise locks, for example, are now 
being equipped with actuator motors 
instead of solenoids.
In a traditional solenoid lock, an 
energy-hungry coil pushes a metal 
plunger to lock or unlock the door. 
About 6W of power is continuously 
consumed to hold the lock in the 
energized state. When power to the 
solenoid is removed, a mechanical 
spring drives the locking mechanism 
in the opposite direction. By compar-
ison, an actuator motor temporarily 
stores electrical energy in a capacitor 
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and then drives the locking mecha-
nism with a motor to lock or unlock 
the door. When power is removed, 
the capacitor is immediately dis-
charged to drive the motor in the 
opposite direction.
In addition, the actuator eliminates 
thermal breakdown, the primary 
cause of solenoid failure. The actuator 
does not produce heat and also sig-
nificantly reduces the electrical load 
on a physical access control system, 
is less sensitive to extended wire 
runs or the gauge of the wire, and 
operates across a wider voltage range. 
These technological improvements 
are drastically increasing the energy 
efficiency of access control products, 
making them a perfect fit under the 
new LEED v4 guidelines.

Materials & Resources
The Materials & Resources section 
of LEED v4 sees the most significant 
changes. Transparency is the key 
theme for this section. Manufacturers 
and project teams are being charged 
with exploring transparency of prod-
uct ingredients as well as transpar-
ency in operations for sustainable 
manufacturing, and sourcing utiliz-
ing suppliers with strict ethics and 
sustainability standards. Following is 
an overview of this updated section:

Environmental Product 
Declarations (EPDs)
Building products having EPDs will 
help designers earn LEED points. 
This is to encourage the use of 

products and materials for which 
life-cycle information is available and 
that have environmentally, economi-
cally, and socially preferable life-cycle 
impacts and to reward project teams 
for selecting products from manufac-
turers who have verified improved 
environmental life-cycle impacts.

Extended Producer 
Responsibility
Products purchased from a manufac-
turer (producer) that participates in 
an extended producer responsibility 
program or is directly responsible for 
taking back products at their end of 
life. Building product manufacturers 
having return programs in place will 
gain preference.

Raw Materials Source & 
Extraction Reporting 
This credit emphasizes the transpar-
ency of extraction practices through 
third-party reporting for bio-based, 
mined, quarried and other extracted 
materials. Building product manufac-
turers will need to look at reporting 
raw material supplier locations, have 
a commitment to long-term ecological 
land use, as well as reducing environ-
mental harms from extraction and/or 
manufacturing processes.

Material Ingredient Reporting
This new credit was developed to 
reward project teams for selecting 
building products for which the 
chemical ingredients in the product 
are inventoried using an accepted 
methodology and for selecting prod-
ucts verified to minimize the use and 
generation of harmful substances. 
This will require manufacturers to 
publish a complete content inventory 
of their products by CAS number 
down to 0.1 percent. 

Indoor Environmental Quality 
Low Emitting Materials—The intent 
is to reduce concentrations of chemi-
cal contaminants that can damage air 
quality, human health, productivity, 
and the environment. Many products 
now include third party certifications 
such as GREENGUARD Gold, to 

demonstrate low levels of harmful 
chemical off-gassing, like VOCs  
(volatile organic compounds). 
Acoustic Performance—This credit 
seeks to provide workspaces and 
classrooms that promote occupant 
well-being, productivity, and  
communications through effective 
acoustical design. This new credit 
calls for specific Sound Transmission 
Class (STC) ratings for many room 
adjacency types. 
Life cycle assessments, product end-
of-life recycling programs, materials 
ingredients reporting, enhanced 
thermal performance, lower energy 
consumption, low emitting materials, 
and better sound attenuation are just 
a few examples of doors and hard-
ware contributing to a sustainable 
built environment.
Sustainability is a megatrend that 
will continue growing with each  
update to green building rating 
systems and as governments im-
plement increasingly challenging 
requirements. Sustainable buildings 
provide safety, security, health and 
productivity for the people who live 
and work in and around them. Door 
openings can help facilities meet 
these increasingly stringent green 
building construction guidelines for 
building certification programs like 
LEED, Living Building Challenge, 
WELL Building Standard, in addition 
to other codes and standards.  

AMY VIGNEUX is the 
Director of Sustainable 
Building Solutions for 
ASSA ABLOY Door 
Security Solutions. She 
is responsible for sup-
porting business 
opportunities for ASSA 
ABLOY building prod-

ucts and solutions that deliver energy effi-
ciency and sustainability for the commercial 
and institutional construction industry. She is 
a Certified Sustainability Manager and a LEED 
Green Associate. Amy has a bachelor’s degree 
in Communication with a minor in 
Information Technology from Monmouth 
University and a master’s degree in 
Organizational Leadership from Quinnipiac 
University. She can be reached at amy.
vigneux@assaabloy.com. 

Photo courtesy of ASSA ABLOY Door Security Solutions
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WHAT DOES DHI MEAN TO YOU TODAY
VS. WHEN YOU FIRST JOINED?
In the beginning I wasn’t sure what DHI was, but now I see
it as a great career path not only for myself, but for anyone.
Working in the industry and being involved with DHI has
been a great, rewarding opportunity.

HOW DID YOU GET STARTED?
After I left the Navy, thanks to the G.I. Bill I was able to receive
on-the-job training at my first job in the industry. I started by
delivering and receiving hardware, learning how to pin locks,
and read blueprints  in a three-person branch office of a large
distributor. By the end of my career, I worked in every facet of
the industry – distributorship, manufacturer, sales, managing
branch offices, and senior management positions.

WHAT WOULD YOU TELL YOUNG PROFESSIONALS
TODAY, ENTERING THE INDUSTRY?
Educate, Educate, Educate. Learning all there is to learn in
our industry is just like eating an elephant. How do you do
it? One bite at a time. Reach out and find a mentor; pick up as
much as you can from manufacturers, your local DHI chapter,
and DHI classes.

WHAT DOES IT MEAN TO YOU, TO BE
RECOGNIZED BY YOUR PEERS FOR THIS AWARD?
This was a great honor to be recognized and it was very
humbling. You work hard throughout your career and you
don’t expect to be rewarded by your peers, so it came as
a complete surprise.  I have always looked at my peers as
mentors and from the beginning I wanted to align myself
with someone to look up to. I love DHI and the recognition
it continues to give to its volunteers.

WHAT DO YOU CONSIDER YOUR
GREATEST ACCOMPLISHMENT?
First, becoming an AHC. I didn’t have the opportunity to go
to college after joining the Navy, but I view the AHC similar
to earning a master’s degree, because it completed a long
period of study with a difficult exam to pass. Second would
be authoring my books, Door Hardware Simplified and Installing
Door Hardware.

My career and industry involvement is a testament that DHI
is a great alternative to college—the credentials are well-
recognized throughout the industry and many recipients have
had successful careers. 

WHERE DO YOU SEE OUR INDUSTRY
GOING IN 5 TO 10 YEARS?
Who is DHI? It’s the members. That’s the industry. DHI
should stay in tune with the membership, maintaining
open communication with its members, driving change
and addressing what the industry and members need. In
my experience, change drives opportunity. The biggest
goal for the industry is to keep up with that change—
those changes may move faster than we can keep up
with them. DHI recently answered that call by establishing
the Door + Hardware Technician (DHT) credential and other
new credentials. Change is everything, but DHI is here today
and 10 years from now, DHI will be there. DHI recognizes
change, drives change, and delivers to its members.

2017 DHI Achievement

Award
Winners

This is DHI’s highest award, recognizing significant and outstanding
technical expertise and service to DHI or to the architectural openings
industry over an extended period of time. This award is reserved for
truly exceptional individuals who are considered role models and who
have unquestionably demonstrated outstanding service and/or
technical expertise. To qualify, nominees must be one of the following:
a distinguished consultant (DAHC or DCDC), a Fellow (FDHI), a recipient
of the former Merrill Award, or a recipient of the former Leeser Award.

Lee A. Garver, DAHC, FDHI
Life Consultant

Founder’s Award

Lee has 
been one of 
the most
dedicated
professionals
toward
advancing 
the careers 
of future
generations.

He has
dedicated

his career to 
helping others.

and read blueprints  in a three-person branch offi  ce of a large 
distributor. By the end of my career, I worked in every facet of 
the industry – distributorship, manufacturer, sales, managing 
branch offi  ces, and senior management positions. 

WHAT WOULD YOU TELL YOUNG PROFESSIONALS 
TODAY, ENTERING THE INDUSTRY?
Educate, Educate, Educate
our industry is just like eating an elephant. How do you do 
it? 
much as you can from manufacturers, your local DHI chapter, 
and DHI classes. 

WHAT DOES IT MEAN TO YOU, TO BE 
RECOGNIZED BY YOUR PEERS FOR THIS AWARD?
This was a great honor to be recognized and it was very 
humbling. You work hard throughout your career and you 
don’t expect to be rewarded by your peers, so it came as 
a complete surprise.  I have always looked at my peers as 
mentors and from the beginning I wanted to align myself 
with someone to look up to. I love DHI and the recognition 
it continues to give to its volunteers.

WHAT DO YOU CONSIDER YOUR 
GREATEST ACCOMPLISHMENT
First, becoming an AHC. I didn’t have the opportunity to go 
to college after joining the Navy, but I view the AHC similar 
to earning a master’s degree, because it completed a long 
period of study with a diffi  cult exam to pass. Second would 
be authoring my books, 
Door Hardware. 

My career and industry involvement is a testament that DHI 
is a great alternative to college—the credentials are well-
recognized throughout the industry and many recipients have 
had successful careers. 

WHERE DO YOU SEE OUR INDUSTRY 
GOING IN 5 TO 10 YEARS?
Who is DHI? It’s the members. That’s the industry. DHI 
should stay in tune with the membership, maintaining 
open communication with its members, driving change 
and addressing what the industry and members need. In 
my experience, change drives opportunity. 
goal for the industry is to keep up with that change—
those changes may move faster than we can keep up 
with them.
the Door + Hardware Technician (DHT) credential and other 
new credentials. Change is everything, but DHI is here today 
and 10 years from now, DHI will be there. DHI recognizes 
change, drives change, and delivers to its members. 
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WHAT DOES DHI MEAN TO YOU TODAY 
VS. WHEN YOU FIRST JOINED? 
In the beginning I wasn’t sure what DHI was, but now I see 
it as a great career path not only for myself, but for anyone. 
Working in the industry and being involved with DHI has 
been a great, rewarding opportunity. 

HOW DID YOU GET STARTED?
After I left the Navy, thanks to the G.I. Bill I was able to receive 
on-the-job training at my fi rst job in the industry. I started by 
delivering and receiving hardware, learning how to pin locks, 
and read blueprints  in a three-person branch offi  ce of a large 
distributor. By the end of my career, I worked in every facet of 
the industry – distributorship, manufacturer, sales, managing 
branch offi  ces, and senior management positions. 

WHAT WOULD YOU TELL YOUNG PROFESSIONALS 
TODAY, ENTERING THE INDUSTRY? 
Educate, Educate, Educate. Learning all there is to learn in 
our industry is just like eating an elephant. How do you do 
it? One bite at a time. Reach out and fi nd a mentor; pick up as 
much as you can from manufacturers, your local DHI chapter, 
and DHI classes. 

WHAT DOES IT MEAN TO YOU, TO BE 
RECOGNIZED BY YOUR PEERS FOR THIS AWARD? 
This was a great honor to be recognized and it was very 
humbling. You work hard throughout your career and you 
don’t expect to be rewarded by your peers, so it came as 
a complete surprise.  I have always looked at my peers as 
mentors and from the beginning I wanted to align myself 
with someone to look up to. I love DHI and the recognition 
it continues to give to its volunteers.

WHAT DO YOU CONSIDER YOUR 
GREATEST ACCOMPLISHMENT?
First, becoming an AHC. I didn’t have the opportunity to go 
to college after joining the Navy, but I view the AHC similar 
to earning a master’s degree, because it completed a long 
period of study with a diffi  cult exam to pass. Second would 
be authoring my books, Door Hardware Simplifi ed and Installing 
Door Hardware. 

My career and industry involvement is a testament that DHI 
is a great alternative to college—the credentials are well-
recognized throughout the industry and many recipients have 
had successful careers. 

WHERE DO YOU SEE OUR INDUSTRY 
GOING IN 5 TO 10 YEARS?
Who is DHI? It’s the members. That’s the industry. DHI 
should stay in tune with the membership, maintaining 
open communication with its members, driving change 
and addressing what the industry and members need. In 
my experience, change drives opportunity. The biggest 
goal for the industry is to keep up with that change—
those changes may move faster than we can keep up 
with them. DHI recently answered that call by establishing 
the Door + Hardware Technician (DHT) credential and other 
new credentials. Change is everything, but DHI is here today 
and 10 years from now, DHI will be there. DHI recognizes 
change, drives change, and delivers to its members. 

2017 DHI Achievement

Award
Winners

This is DHI’s highest award, recognizing signifi cant and outstanding 
technical expertise and service to DHI or to the architectural openings 
industry over an extended period of time. This award is reserved for 
truly exceptional individuals who are considered role models and who 
have unquestionably demonstrated outstanding service and/or 
technical expertise. To qualify, nominees must be one of the following: 
a distinguished consultant (DAHC or DCDC), a Fellow (FDHI), a recipient 
of the former Merrill Award, or a recipient of the former Leeser Award.

Lee A. Garver, DAHC, FDHI 
Life Consultant

Founder’s Award 

Lee has 
been one of 
the most 
dedicated 
professionals 
toward 
advancing 
the careers 
of future 
generations. 

He has 
dedicated 

his career to 
helping others.

and read blueprints  in a three-person branch offi  ce of a large 
distributor. By the end of my career, I worked in every facet of 
the industry – distributorship, manufacturer, sales, managing 
branch offi  ces, and senior management positions. 

WHAT WOULD YOU TELL YOUNG PROFESSIONALS 
TODAY, ENTERING THE INDUSTRY?
Educate, Educate, Educate
our industry is just like eating an elephant. How do you do 
it? 
much as you can from manufacturers, your local DHI chapter, 
and DHI classes. 

WHAT DOES IT MEAN TO YOU, TO BE 
RECOGNIZED BY YOUR PEERS FOR THIS AWARD?
This was a great honor to be recognized and it was very 
humbling. You work hard throughout your career and you 
don’t expect to be rewarded by your peers, so it came as 
a complete surprise.  I have always looked at my peers as 
mentors and from the beginning I wanted to align myself 
with someone to look up to. I love DHI and the recognition 
it continues to give to its volunteers.

WHAT DO YOU CONSIDER YOUR 
GREATEST ACCOMPLISHMENT
First, becoming an AHC. I didn’t have the opportunity to go 
to college after joining the Navy, but I view the AHC similar 
to earning a master’s degree, because it completed a long 
period of study with a diffi  cult exam to pass. Second would 
be authoring my books, 
Door Hardware. 

My career and industry involvement is a testament that DHI 
is a great alternative to college—the credentials are well-
recognized throughout the industry and many recipients have 
had successful careers. 

WHERE DO YOU SEE OUR INDUSTRY 
GOING IN 5 TO 10 YEARS?
Who is DHI? It’s the members. That’s the industry. DHI 
should stay in tune with the membership, maintaining 
open communication with its members, driving change 
and addressing what the industry and members need. In 
my experience, change drives opportunity. 
goal for the industry is to keep up with that change—
those changes may move faster than we can keep up 
with them.
the Door + Hardware Technician (DHT) credential and other 
new credentials. Change is everything, but DHI is here today 
and 10 years from now, DHI will be there. DHI recognizes 
change, drives change, and delivers to its members. 

a distinguished consultant (DAHC or DCDC), a Fellow (FDHI), a recipient 
of the former Merrill Award, or a recipient of the former Leeser Award.
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dedicated 
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He has 
dedicated dedicated 

his career to his career to 
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2017 DHI Achievement Award Winners

How has earning DHI certifications and taking
education helped your career?
I’ve said this number of time throughout the years, and
there really is no pun intended, but the credentials have
opened a lot of doors for me. Especially the AOC, as there are
less than a dozen in the industry who have it.

What does the Distinguished designation
mean to you?
It’s an honor and privilege to be recognized by my peers
and customers as the go-to person for anything door and
hardware, electrified hardware, or access control. Having the
Distinguished next to my name is a wonderful experience.

What advice would you have for someone
just starting in the industry?
It’s okay to ignore advice. I didn’t have the opportunity to
take all of the classes that DHI has to offer and although I
didn’t have to take all of the classes, looking back I wish I
had. Take as much DHI education as possible; face-to-face

classes are the best because you gain real working
knowledge from instructors who can help you learn the
industry. You can’t always learn about the industry from a
book. As an instructor, it’s wonderful to see the light bulb
moments when the students grasp the concept of what we
are learning and fully understand it.
Stick with it; architects, Fortune 100 companies, everyone
sees the value of the DHI credential.

Where do you see our industry going in
5 to 10 years?
Access control. Owners want keyless buildings; my home
is keyless, that’s where the industry is going. I’m happy
to see that DHI is continuing the Electrified Hardware
Consultant with its new credentials. We need to step up and
understand how electrified hardware and doors can work
properly in a physical security setting. Door and hardware
consultants need to support the change toward access
control and follow this trend.

Distinguished Consultant Awards
Based on technical expertise, this award can be given to any DHI consultant member (AOC, AHC, EHC or CDC) with a minimum of 10 years as a contributing
member of DHI.  Nominees demonstrate a high degree of technical excellence and standards of performance; contribute to the improvement and promotion
of the body of knowledge of the door and hardware industry, and/or aid in the technological advancement of the industry.

David Pedreira, DAOC, FDAI, CSI, CDT
Door Opening Consultant, ASSA ABLOY Door Security Systems

Fellow Awards Fellow Awards Continued
This is DHI’s second highest honor, based on service, and awarded to a member who has contributed signifi cant and outstanding service to DHI and the 
architectural openings industry. Recipients must be a contributing member for at least 10 years and demonstrate signifi cant and outstanding service to DHI 
or the industry.

What drives you to stay involved with DHI
and how can you share that enthusiasm with
members new to DHI and the industry?
Once I join an organization I believe in, I’m all in.
I’ve found that if you’re on the fringes and you
have differing opinions, you tend to complain
about how things are done. Through the New
England Chapter, we all share a passion for the
industry and that makes for good programs. I’m a
firm believer that DHI education is the foundation
for advancing your career. Get educated and
become involved locally; make contacts. New
members are welcome to call me and I can tell
them what DHI can do for them.

How did you get started in our industry?
In the construction field in Maine, if you didn’t
“winter-over” (work through the winter), you
always had to look for another job the following
year. After two years of living with that
uncertainty, I applied for a job as an estimator
at HCI/Craftsman and went from there.

What do you consider your greatest
accomplishment?
Achieving the AOC credential. As the eighth AOC
in the nation at the time, and now with a dozen
people, I’m honored to be included in such an elite
group of people.
Where do you see our industry going
in 5 to 10 years?
Technology and DHI’s new credentials should help
with the education and sharing of enthusiasm
with the younger generation. Now, the younger
generation can use the new credentials as their
stepping stone. Those credentials will open more
doors, and with the help of a mentor, they can
work toward the next goal.

James T. White Jr.,
AOC, FDAI, FDHI
Architectural Door Sales, 
Kamco Supply Corp. of Boston

What drives you to stay involved with DHI 
and how can you share that enthusiasm with 
members new to DHI and the industry? 
DHI gives my profession credibility. I love what I 
do and encourage my team to take part in chapter 
meetings, classes, and online education. Making 
the decision to become active within DHI is when 
your job becomes a career. 
My enthusiasm stems from the drive to be smarter 
every day, and DHI provides that opportunity 
through its magazine, conference, and webinars. 

How did you get started in our industry?
It’s not what you know but who you know; it was 
through a family friend that I was able to get an 
apprenticeship with Superior Hardware Corporation 
in 1980. The late Artie Price, AHC, was my mentor 
and I started by learning everything: estimating, 
detailing, project management, which led to 
business management and later, ownership in JC 
Ryan EBCO/H&G, LLC. 

What do you consider your greatest 
accomplishment?
Besides receiving the Fellow award, which was a 
complete surprise, it was quietly earning my AHC 
credentials in 1992. As a woman in a predominantly 
male industry, I wanted to further establish my 
credentials and knowledge; earning my AHC helped 
me do that. 

Where do you see our industry going in
5 to 10 years?
I’m optimistic about DHI and its new 
credentials. Manufacturers will always support 
education; there needs to be a push for all DHI 
members—distributors and manufacturers—to 
generate enthusiasm and support from their 
younger employees to take their jobs and turn 
them into careers.  

Laura Wacik, 
AHC, FDAI, FDHI
Sr. Vice President, 
JC Ryan EBCO/H&G, LLC

What drives you to stay involved with DHI 
and how can you share that enthusiasm with 
members new to DHI and the industry? 
DHI is similar to an encyclopedia (or more 
appropriate, Google) dedicated to our industry–
a wealth of knowledge is available from existing 
members and DHI staff. The magazine (especially 
the archives of articles), educational programs and 
invaluable networking are all tools to help you 
succeed. The vast amount of educational resources 
(schools, online, magazine, webinars) can benefit 
every member.  Now that we are launching the 
new certificate and credentials program, there are 
benchmarks to reach throughout your career– the 
DHT, DHC, and other options that will roll out later 
this year. These credentials are not “one size fits 
all” as it was with the old DHI; there’s something 
for everyone getting started in the industry. 

How did you get started in our industry?
When I joined Fenestra Corporation in 1982 I was 
able to merge my passion for sales with one for 
design and construction, manufacturing, and 
fabrication and how buildings and projects work 
together. Although I thought the job would be 
temporary, thanks to the power of networking 
and mentorship I became immersed in the door 
and hardware business. Thanks to the mentorship, 
friendship, and leadership of many successful DHI 

members, networking (as noted above as a benefit 
of DHI) changed the trajectory of my career.

What do you consider your greatest 
accomplishment?
First, earning my MBA at 47 years old. After 
that, helping to make a difference within DHI 
and working with many chapters to generate 
enthusiasm, as well as being on the leadership 
team that introduced the new education and 
credentials. It’s important we help young 
professionals realize what DHI can offer and bring 
them into the organization and industry.

Where do you see our industry going 
in 5 to 10 years?
I personally believe consolidation will continue, 
especially as many smaller distributors don’t 
have succession plans. This will facilitate larger 
organizations acquiring these companies (in 
addition to consolidation among the manufacturer 
community). Additionally as the electronic access 
control demands increase in design of buildings, 
distributors will need to continue to recognize that 
is where the industry is heading and they need to 
have a plan to offer these products. If companies 
want to succeed, they will have to become more 
involved within the industry and sell solutions, 
rather than products.  

Robert D. Maas, FDHI
Director Key Accounts and 
Mechanical OEM, Allegion
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2017 DHI Achievement Award Winners

How has earning DHI certifi cations and taking 
education helped your career?
I’ve said this number of time throughout the years, and 
there really is no pun intended, but the credentials have 
opened a lot of doors for me. Especially the AOC, as there are 
less than a dozen in the industry who have it. 

What does the Distinguished designation 
mean to you?
It’s an honor and privilege to be recognized by my peers 
and customers as the go-to person for anything door and 
hardware, electrifi ed hardware, or access control. Having the 
Distinguished next to my name is a wonderful experience. 

What advice would you have for someone 
just starting in the industry?
It’s okay to ignore advice. I didn’t have the opportunity to 
take all of the classes that DHI has to off er and although I 
didn’t have to take all of the classes, looking back I wish I 
had. Take as much DHI education as possible; face-to-face 

classes are the best because you gain real working 
knowledge from instructors who can help you learn the 
industry. You can’t always learn about the industry from a 
book. As an instructor, it’s wonderful to see the light bulb 
moments when the students grasp the concept of what we 
are learning and fully understand it. 
Stick with it; architects, Fortune 100 companies, everyone 
sees the value of the DHI credential. 

Where do you see our industry going in 
5 to 10 years?
Access control. Owners want keyless buildings; my home 
is keyless, that’s where the industry is going. I’m happy 
to see that DHI is continuing the Electrifi ed Hardware 
Consultant with its new credentials. We need to step up and 
understand how electrifi ed hardware and doors can work 
properly in a physical security setting. Door and hardware 
consultants need to support the change toward access 
control and follow this trend.

Distinguished Consultant Awards
Based on technical expertise, this award can be given to any DHI consultant member (AOC, AHC, EHC or CDC) with a minimum of 10 years as a contributing 
member of DHI.  Nominees demonstrate a high degree of technical excellence and standards of performance; contribute to the improvement and promotion 
of the body of knowledge of the door and hardware industry, and/or aid in the technological advancement of the industry. 

David Pedreira, DAOC, FDAI, CSI, CDT
Door Opening Consultant, ASSA ABLOY Door Security Systems

Fellow Awards Fellow Awards Continued
This is DHI’s second highest honor, based on service, and awarded to a member who has contributed significant and outstanding service to DHI and the
architectural openings industry. Recipients must be a contributing member for at least 10 years and demonstrate significant and outstanding service to DHI
or the industry.

What drives you to stay involved with DHI 
and how can you share that enthusiasm with 
members new to DHI and the industry?
Once I join an organization I believe in, I’m all in. 
I’ve found that if you’re on the fringes and you 
have differing opinions, you tend to complain 
about how things are done. Through the New 
England Chapter, we all share a passion for the 
industry and that makes for good programs. I’m a 
firm believer that DHI education is the foundation 
for advancing your career. Get educated and 
become involved locally; make contacts. New 
members are welcome to call me and I can tell 
them what DHI can do for them.

How did you get started in our industry?
In the construction field in Maine, if you didn’t 
“winter-over” (work through the winter), you 
always had to look for another job the following 
year. After two years of living with that 
uncertainty, I applied for a job as an estimator 
at HCI/Craftsman and went from there. 

What do you consider your greatest 
accomplishment?
Achieving the AOC credential. As the eighth AOC 
in the nation at the time, and now with a dozen 
people, I’m honored to be included in such an elite 
group of people. 
Where do you see our industry going 
in 5 to 10 years?
Technology and DHI’s new credentials should help 
with the education and sharing of enthusiasm 
with the younger generation. Now, the younger 
generation can use the new credentials as their 
stepping stone. Those credentials will open more 
doors, and with the help of a mentor, they can 
work toward the next goal. 

James T. White Jr., 
AOC, FDAI, FDHI
Architectural Door Sales, 
Kamco Supply Corp. of Boston

What drives you to stay involved with DHI
and how can you share that enthusiasm with
members new to DHI and the industry?
DHI gives my profession credibility. I love what I
do and encourage my team to take part in chapter
meetings, classes, and online education. Making
the decision to become active within DHI is when
your job becomes a career.
My enthusiasm stems from the drive to be smarter
every day, and DHI provides that opportunity
through its magazine, conference, and webinars.

How did you get started in our industry?
It’s not what you know but who you know; it was
through a family friend that I was able to get an
apprenticeship with Superior Hardware Corporation
in 1980. The late Artie Price, AHC, was my mentor
and I started by learning everything: estimating,
detailing, project management, which led to
business management and later, ownership in JC
Ryan EBCO/H&G, LLC. 

What do you consider your greatest
accomplishment?
Besides receiving the Fellow award, which was a
complete surprise, it was quietly earning my AHC
credentials in 1992. As a woman in a predominantly
male industry, I wanted to further establish my
credentials and knowledge; earning my AHC helped
me do that.

Where do you see our industry going in
5 to 10 years?
I’m optimistic about DHI and its new
credentials. Manufacturers will always support
education; there needs to be a push for all DHI
members—distributors and manufacturers—to
generate enthusiasm and support from their
younger employees to take their jobs and turn
them into careers.

Laura Wacik,
AHC, FDAI, FDHI
Sr. Vice President, 
JC Ryan EBCO/H&G, LLC

What drives you to stay involved with DHI
and how can you share that enthusiasm with
members new to DHI and the industry?
DHI is similar to an encyclopedia (or more
appropriate, Google) dedicated to our industry–
a wealth of knowledge is available from existing
members and DHI staff. The magazine (especially
the archives of articles), educational programs and
invaluable networking are all tools to help you
succeed. The vast amount of educational resources
(schools, online, magazine, webinars) can benefit
every member.  Now that we are launching the
new certificate and credentials program, there are
benchmarks to reach throughout your career– the
DHT, DHC, and other options that will roll out later
this year. These credentials are not “one size fits
all” as it was with the old DHI; there’s something
for everyone getting started in the industry.

How did you get started in our industry?
When I joined Fenestra Corporation in 1982 I was
able to merge my passion for sales with one for
design and construction, manufacturing, and
fabrication and how buildings and projects work
together. Although I thought the job would be
temporary, thanks to the power of networking
and mentorship I became immersed in the door
and hardware business. Thanks to the mentorship,
friendship, and leadership of many successful DHI

members, networking (as noted above as a benefit
of DHI) changed the trajectory of my career.

What do you consider your greatest
accomplishment?
First, earning my MBA at 47 years old. After
that, helping to make a difference within DHI
and working with many chapters to generate
enthusiasm, as well as being on the leadership
team that introduced the new education and
credentials. It’s important we help young
professionals realize what DHI can offer and bring
them into the organization and industry.

Where do you see our industry going
in 5 to 10 years?
I personally believe consolidation will continue,
especially as many smaller distributors don’t
have succession plans. This will facilitate larger
organizations acquiring these companies (in
addition to consolidation among the manufacturer
community). Additionally as the electronic access
control demands increase in design of buildings,
distributors will need to continue to recognize that
is where the industry is heading and they need to
have a plan to offer these products. If companies
want to succeed, they will have to become more
involved within the industry and sell solutions,
rather than products.

Robert D. Maas, FDHI
Director Key Accounts and 
Mechanical OEM, Allegion
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Award of Merit

Award of Merit Continued

Presented to any individual (member or non-member) who has rendered outstanding contributions to the advancement of the aims and objectives of DHI or 
the industry in any capacity. The service or contribution may have been rendered at the local, regional, national or international level.

What does it mean to you, to be recognized by your 
peers for this award?
It is humbling, but also a con� rmation that I’ve not only 
followed in my father’s footsteps, but I’ve done my best to 
promote the � eld of locksmithing by introducing innovative, 
groundbreaking growth to our profession and this 
industry. Anderson Lock grew from a one-man locksmith 
to a 100-employee door and hardware distributor with 
e-commerce, access control and a 30-truck service � eet, 
with lock technicians using tablets in the � eld. It is also 
rewarding to know I’ve been chosen for the Award of Merit 
in this male-dominated industry. I’ve often been asked if 
being a woman in this industry has made my career more 
di�  cult; however, I learned early on that when I answer 
customers’ questions with knowledgeable answers, my 
answers may be the same as my male counterparts, but I 
was more memorable. Being a woman set me apart, and 
allowed me to jump ahead of the pack. I’ve always seen it 
as a bene� t. 

What advice would you have for someone just 
starting in the industry and how should they get 
involved with DHI?
I’ve always placed a high value on technical training and 
education. Being educated, in any business, is an essential 
component to success. I attended many DHI classes, became 
involved with local chapters and have attended numerous 
national conventions. In 2002, I was the Chicago DHI 

Convention Chair, just a few years out of college. My advice 
is to take advantage of DHI education classes and seminars, 
join local organizations, and serve on boards when asked. I 
serve on the State of Illinois Private Detective, Private Alarm, 
Private Security, Fingerprint Vendor and Locksmith Board 
of the Department of Financial and Professional Regulation, 
and I’m a former president of both the Des Plaines Chamber 
of Commerce and the local chapter of NAWIC (National 
Association of Women in Construction), and have served on 
local and national industry advisory boards.

Where do you see our industry going 
in 5 to 10 years?
I see the industry continuing to evolve from primarily 
mechanical locking products, that didn’t signi� cantly 
change from one year to the next, to electronic locking 
products that require more testing, training and time 
to install. Increased use of technology, for technicians, 
project managers, fabricators and o�  ce sta� , is an 
ongoing trend. I see more adoption of LEED/green 
initiatives, and more need for educating employees and 
customers. Consolidation of manufacturing companies into 
international conglomerates has impacted commercial door 
hardware products, as well as our purchasing programs. We 
predict that these mergers will continue, leading to more 
integration of doors, and door hardware products, being 
made available to total opening solution providers.

Cortney Anderson Wascher
President, Anderson Lock Co., Ltd. 

Richard J. Bradbury, EHC
Owner, Logical Access Solutions Corp.

What does it mean to you, to be recognized by your
peers for this award?
It was a great surprise to be honored in this way. When I
was taking courses as a student, on the way to attaining
my EHC credential, I thought how much I would like to give
back to DHI by volunteering as an instructor. Consequently,
I strove to contribute to the updating of curriculum in the
electri�ed hardware courses, as well as helping to acquire
new state-of-the art products for students to work with.
I have made many new friends teaching at the national
schools in the U.S. and Canada, and have a great deal of
gratitude toward my peers for honoring me in this way.

What advice would you have for someone just
starting in the industry and how should they get
involved with DHI?
DHI is great resource for networking, top notch education
and making new friends all over North America, and
around the world. There is a wealth of knowledge to tap
into, wherever you may be located, at either local chapter

education level, or at the national schools. Attending one of
these events not only provides you with a solid foundation
from which to build your career, but also surrounds you
with a vast resource of expertise all in one place, and DHI
instructors are always happy to answer any questions
you may have.

Where do you see our industry going
in 5 to 10 years?
I think electri�ed products and access control systems will
continue to become more prevalent in our industry, and
keeping abreast of the latest and greatest technology,
either by online research and attendance of manufacturers’
factory training programs, or participation in national or
chapter level education programs, will be of paramount
importance. Keeping architects and owners informed about
the latest innovations in our industry will help cement
con�dence in, and trust toward, door security and safety
professionals.

Wendell Ellsworth
Former Chairman/CEO, Algoma Hardwoods, Inc. 

What does it mean to you, to be recognized by your
peers for this award?
It’s a rewarding feeling to have. As a DHI member we
brought value to our customers and the organization.
My philosophy was anything that is in a metal door,
distributors can also do in wood doors – UL testing,
�re ratings, electrical, etc. We must have done our
duty, in order to be noticed.

What advice would you have for someone just
starting in the industry and how should they get
involved with DHI?
Be a listener �rst, not a talker. Learn enough from your
peers and mentors to be able to give answers on the

spot to your customers but have some fun; personality
is as important as technical know-how. DHI can help
with certification: school, school, school! Technical
knowledge is important but so is being memorable –
show leadership and the ability to negotiate.

Where do you see our industry going
in 5 to 10 years?
Electronics, as well as preinstalled hardware, are
becoming trends. It’s important for distributors to get
smarter with electronic and preinstalled hardware to
keep up with the industry. Innovation leads to success
within the door industry.

Kelly W. Chimilar, AHC, FDAI
Branch Manager, Allmar Inc.

What does it mean to you, to be recognized by your
peers for this award?
There are so many people that help promote DHI and all of
the great things it does for our industry that it’s hard to say
thank you for the involvement I’ve had.  I feel that I’m still
relatively new within the industry and that so many more
people deserve recognition before I do.  I was drawn to DHI
by my sister, Kristi Scott, and father, Warren Chimilar, who
are both AHCs. I saw their involvement and pride of the
organization and felt it was the only right thing to do by
continuing in their footsteps and carry on the great support
and participation they had and continue to have within DHI.

What advice would you have for someone just
starting in the industry and how should they get
involved with DHI?
The sky is the limit in this industry.  Being involved from the
�rst day on the job is the best way to quickly advance your
career and success within the industry.

The contacts I have made and friendships I developed
over the years are things that can’t be measured.  DHI is
welcoming, and supportive of anyone and everyone who
shows an interest in any part of the business. The best way
to get involved is to start attending your local chapter
meetings, and volunteering in any way you can. This
earns you respect, and shows you are truly committed to
the industry and your company.

Where do you see our industry going
in 5 to 10 years?
There will always be the need for doors and hardware
and the need to properly secure the buildings they are
installed in.  The people and businesses that embrace the
ever changing trends and innovations in the industry will
succeed, while those that choose to do the same thing as
they’ve always done will fall aside.  Embrace change, and
don’t be scared to step into unknown territory sometimes.

How has earning DHI certifi cations and taking 
education helped your career?
I was in the industry for 11 to 12 years before becoming 
certi� ed, a decision that helped shape my career. Education 
and training have always been ongoing for me and the 
process has taught me you have to have the tools to know 
where to look, who to turn to and network with, and learn 
from in the industry. 

What does the Distinguished designation 
mean to you?
It’s very humbling; I didn’t expect it and I’m honored 
with the award. I want to make sure I live up to the 
Distinguished certi� cation and re� ect that title in how I 
carry myself in the industry. 
On a lighter note, my father was a high school principal and 
I never thought I would be so excited to have a “D” next to 
my name!

What advice would you have for someone just 
starting in the industry?
Decide if you want this to be a career or a job. Get 
involved, educate, and keep learning. Reach out to others 
in the industry. I have been fortunate to have others who 
mentored me and now I have the same opportunity to 
help others. 

Where do you see our industry going
in 5 to 10 years?
The industry will be completely di� erent in 10 years. 
Technology will be pushing construction to take a 
diff erent look at how we operate and the industry 
will have to fi nd value-added services. Other industries 
involved in construction—related or not related—will 
impact each other. For instance, if a roo� ng contractor 
is o� ering 3D models or data and information exchange 
within their models or system, then architects, contractors 
and owners will want others to o� er something similar; 
construction will become more and more integrated. It’s 
exciting yet concerning; buckle in, there will be major 
changes in construction and our industry. 

William Lawliss, DAHC/CDC, CCPR
Speci� cation Manager, Allegion 
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Presented to any individual (member or non-member) who has rendered outstanding contributions to the advancement of the aims and objectives of DHI or
the industry in any capacity. The service or contribution may have been rendered at the local, regional, national or international level.

What does it mean to you, to be recognized by your
peers for this award?
It is humbling, but also a con�rmation that I’ve not only
followed in my father’s footsteps, but I’ve done my best to
promote the �eld of locksmithing by introducing innovative,
groundbreaking growth to our profession and this
industry. Anderson Lock grew from a one-man locksmith
to a 100-employee door and hardware distributor with
e-commerce, access control and a 30-truck service �eet,
with lock technicians using tablets in the �eld. It is also
rewarding to know I’ve been chosen for the Award of Merit
in this male-dominated industry. I’ve often been asked if
being a woman in this industry has made my career more
di�cult; however, I learned early on that when I answer
customers’ questions with knowledgeable answers, my
answers may be the same as my male counterparts, but I
was more memorable. Being a woman set me apart, and
allowed me to jump ahead of the pack. I’ve always seen it
as a bene�t.

What advice would you have for someone just
starting in the industry and how should they get
involved with DHI?
I’ve always placed a high value on technical training and
education. Being educated, in any business, is an essential
component to success. I attended many DHI classes, became
involved with local chapters and have attended numerous
national conventions. In 2002, I was the Chicago DHI

Convention Chair, just a few years out of college. My advice
is to take advantage of DHI education classes and seminars,
join local organizations, and serve on boards when asked. I
serve on the State of Illinois Private Detective, Private Alarm,
Private Security, Fingerprint Vendor and Locksmith Board
of the Department of Financial and Professional Regulation,
and I’m a former president of both the Des Plaines Chamber
of Commerce and the local chapter of NAWIC (National
Association of Women in Construction), and have served on
local and national industry advisory boards.

Where do you see our industry going
in 5 to 10 years?
I see the industry continuing to evolve from primarily
mechanical locking products, that didn’t signi�cantly
change from one year to the next, to electronic locking
products that require more testing, training and time
to install. Increased use of technology, for technicians,
project managers, fabricators and o�ce sta�, is an
ongoing trend. I see more adoption of LEED/green
initiatives, and more need for educating employees and
customers. Consolidation of manufacturing companies into
international conglomerates has impacted commercial door
hardware products, as well as our purchasing programs. We
predict that these mergers will continue, leading to more
integration of doors, and door hardware products, being
made available to total opening solution providers.

Cortney Anderson Wascher
President, Anderson Lock Co., Ltd. 

Richard J. Bradbury, EHC
Owner, Logical Access Solutions Corp.

What does it mean to you, to be recognized by your 
peers for this award? 
It was a great surprise to be honored in this way. When I 
was taking courses as a student, on the way to attaining 
my EHC credential, I thought how much I would like to give 
back to DHI by volunteering as an instructor. Consequently, 
I strove to contribute to the updating of curriculum in the 
electri� ed hardware courses, as well as helping to acquire 
new state-of-the art products for students to work with. 
I have made many new friends teaching at the national 
schools in the U.S. and Canada, and have a great deal of 
gratitude toward my peers for honoring me in this way.

What advice would you have for someone just 
starting in the industry and how should they get 
involved with DHI?
DHI is great resource for networking, top notch education 
and making new friends all over North America, and 
around the world. There is a wealth of knowledge to tap 
into, wherever you may be located, at either local chapter 

education level, or at the national schools. Attending one of 
these events not only provides you with a solid foundation 
from which to build your career, but also surrounds you 
with a vast resource of expertise all in one place, and DHI 
instructors are always happy to answer any questions 
you may have.

Where do you see our industry going
in 5 to 10 years?
I think electri� ed products and access control systems will 
continue to become more prevalent in our industry, and 
keeping abreast of the latest and greatest technology, 
either by online research and attendance of manufacturers’ 
factory training programs, or participation in national or 
chapter level education programs, will be of paramount 
importance. Keeping architects and owners informed about 
the latest innovations in our industry will help cement 
con� dence in, and trust toward, door security and safety 
professionals.

Wendell Ellsworth
Former Chairman/CEO, Algoma Hardwoods, Inc. 

What does it mean to you, to be recognized by your 
peers for this award? 
It’s a rewarding feeling to have. As a DHI member we 
brought value to our customers and the organization. 
My philosophy was anything that is in a metal door, 
distributors can also do in wood doors – UL testing, 
� re ratings, electrical, etc. We must have done our 
duty, in order to be noticed. 

What advice would you have for someone just 
starting in the industry and how should they get 
involved with DHI?
Be a listener � rst, not a talker. Learn enough from your 
peers and mentors to be able to give answers on the 

spot to your customers but have some fun; personality 
is as important as technical know-how. DHI can help 
with certifi cation: school, school, school! Technical 
knowledge is important but so is being memorable – 
show leadership and the ability to negotiate.

Where do you see our industry going
in 5 to 10 years?
Electronics, as well as preinstalled hardware, are 
becoming trends. It’s important for distributors to get 
smarter with electronic and preinstalled hardware to 
keep up with the industry. Innovation leads to success 
within the door industry. 

Kelly W. Chimilar, AHC, FDAI
Branch Manager, Allmar Inc.

What does it mean to you, to be recognized by your 
peers for this award?
There are so many people that help promote DHI and all of 
the great things it does for our industry that it’s hard to say 
thank you for the involvement I’ve had.  I feel that I’m still 
relatively new within the industry and that so many more 
people deserve recognition before I do.  I was drawn to DHI 
by my sister, Kristi Scott, and father, Warren Chimilar, who 
are both AHCs. I saw their involvement and pride of the 
organization and felt it was the only right thing to do by 
continuing in their footsteps and carry on the great support 
and participation they had and continue to have within DHI.

What advice would you have for someone just 
starting in the industry and how should they get 
involved with DHI?
The sky is the limit in this industry.  Being involved from the 
� rst day on the job is the best way to quickly advance your 
career and success within the industry. 

The contacts I have made and friendships I developed 
over the years are things that can’t be measured.  DHI is 
welcoming, and supportive of anyone and everyone who 
shows an interest in any part of the business. The best way 
to get involved is to start attending your local chapter 
meetings, and volunteering in any way you can. This 
earns you respect, and shows you are truly committed to 
the industry and your company.

Where do you see our industry going
in 5 to 10 years?
There will always be the need for doors and hardware 
and the need to properly secure the buildings they are 
installed in.  The people and businesses that embrace the 
ever changing trends and innovations in the industry will 
succeed, while those that choose to do the same thing as 
they’ve always done will fall aside.  Embrace change, and 
don’t be scared to step into unknown territory sometimes.

How has earning DHI certifications and taking
education helped your career?
I was in the industry for 11 to 12 years before becoming
certi�ed, a decision that helped shape my career. Education
and training have always been ongoing for me and the
process has taught me you have to have the tools to know
where to look, who to turn to and network with, and learn
from in the industry.

What does the Distinguished designation
mean to you?
It’s very humbling; I didn’t expect it and I’m honored
with the award. I want to make sure I live up to the
Distinguished certi�cation and re�ect that title in how I
carry myself in the industry.
On a lighter note, my father was a high school principal and
I never thought I would be so excited to have a “D” next to
my name!

What advice would you have for someone just
starting in the industry?
Decide if you want this to be a career or a job. Get
involved, educate, and keep learning. Reach out to others
in the industry. I have been fortunate to have others who
mentored me and now I have the same opportunity to
help others.

Where do you see our industry going
in 5 to 10 years?
The industry will be completely di�erent in 10 years.
Technology will be pushing construction to take a
different look at how we operate and the industry
will have to find value-added services. Other industries
involved in construction—related or not related—will
impact each other. For instance, if a roo�ng contractor
is o�ering 3D models or data and information exchange
within their models or system, then architects, contractors
and owners will want others to o�er something similar;
construction will become more and more integrated. It’s
exciting yet concerning; buckle in, there will be major
changes in construction and our industry.

William Lawliss, DAHC/CDC, CCPR
Speci�cation Manager, Allegion
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Robert G. Ryan 
Awards

The articles that appear in Doors + Hardware are written by volunteer authors within 
our industry. Each year, the Ryan Awards are presented to the authors of the best feature/
business and technical articles as selected by DHI's Media and Editorial Board.

Technical Articles

1st Place: Richard P. Calhoun, FDAI
SEPTEMBER 2016
Shake and Burn — Witnessing a Seismic and Fire test Up Close

2nd Place: Roger Stempky 
NOVEMBER 2016
Pultrusion Technology Delivers Performance Enhancement

Feature and Business Articles

1st Place: Chuck Smith
SEPTEMBER 2016
Letting Go: Handing Over a Family Business to My Sons

2nd Place: Dave Sylvester, PSP
APRIL 2016
EAC Opportunities for the Door and Hardware Distributor

David Henry, AHC, CDC
Vice President,
Architectural Hardware and Door Systems

David Henry, AHC, CDC, vice president of sales at Architectural Products of Virginia (APV), is
the 2017 Builders Hardware Manufacturers Association Award of Excellence recipient for his
commitment to serving the builders hardware industry through his support of architects,
contractors and facility managers.
Each year, BHMA recognizes a non-member distributor or hardware professional
who demonstrates outstanding service to the builders’ hardware industry. Since its
founding, David has helped build a reputation for APV in the access control market as a
security integrator. David has also played a critical role in orchestrating the company’s
comprehensive business model, which addresses the construction of these systems from the
planning and specification stages to building and installation.
“David has been touted in the building and architectural community as a leader whose
quality of work speaks for itself,” said Ralph Vasami, executive director of BHMA. “David
exemplifies the type of professionalism and perseverance that BHMA values, and we’re
proud to present him with this year’s Award of Excellence.”

BHMA 2017 Award of Excellence

Recognition of Outstanding Service and Involvement (ROSI)
Recognizes the contributions of industry members who lend their expertise to DHI’s technical programs.

5-Year Instructor Awards
Lloyd 
Seliber,
Director, 
Keying Solutions 

Richard J. 
Bradbury
, EHC
Owner, 
Logical Access 
Solutions Corp.

Je� rey S. 
Batick, FDAI, DHT 
Architecural 
Consultant, 
Allegion

Mary Roth Award 
Given to a DHI Chapter for presenting an outstanding chapter education program or series of programs.

New England Chapter

2016 Leadership: 
Albert Sullivan, 
Kelaher Associates, DSS of New England, President
Je� rey S. Batick, DHT, FDAI, 
Allegion, President-Elect
James T. White Jr., AOC, FDAI, FDHI, 
Kamco Supply Corp. of Boston, Secretary

Classes: 
• School Security & Active Shooter Incidents –

Understanding Law Enforcement’s Responses 
and Requirements to Better Specify the Correct 
Door and Hardware Products

• Educational and Organizational
Changes Happening now at DHI

• LEED and Sustainable Design – 
How LEED 4.0 will Aff ect the Door Industry

How do you create engaging education 
and events for your chapter? 
We have a committee to initially discuss topics and with 8 
to 12 members who represent the industry (spec writers, 
sales reps, distributors), and we are able to speak for the 
chapter and its interests. We then send out questionnaires 
that generate responses of what chapter members want to 
hear. After that it’s a matter of fi nding the speakers who 
will deliver the topic. Thankfully, we all have a number of 
contacts throughout the industry; we can fi nd experts in 
each fi eld to present. Having passionate and enthusiastic 
committee members makes it easy to then have an 
engaging chapter. The committee meets in between 
chapter meetings, both quarterly. 

Are your chapter leaders willing to be a resource 
for other chapter leaders who may want to reach 
out and learn from your experiences and success?
Yes!

What advice do you have for other chapters to 
increase participation and engagement? 
Survey your chapter members to fi nd out what they want 
and try to spread the topics around. We’ve had chapter 
presentations on keying, engineering, door construction, 
and recently, our presentation on Intermediate Access 
Control had six new people in attendance. Use the tools 
that DHI has to off er. We recently asked DHI Education for 
a list of members (without names) of who had DHI training, 
to gauge what they needed to learn. Ask manufacturer reps 
to spread the word. Not everyone gets the emails; when 
you hear of someone interested in your chapter, add them 
to your email list. 
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Robert G. Ryan 
Awards

The articles that appear in Doors + Hardware are written by volunteer authors within
our industry. Each year, the Ryan Awards are presented to the authors of the best feature/
business and technical articles as selected by DHI's Media and Editorial Board.

Technical Articles

1st Place: Richard P. Calhoun, FDAI
SEPTEMBER 2016
Shake and Burn — Witnessing a Seismic and Fire test Up Close

2nd Place: Roger Stempky
NOVEMBER 2016
Pultrusion Technology Delivers Performance Enhancement

Feature and Business Articles

1st Place: Chuck Smith
SEPTEMBER 2016
Letting Go: Handing Over a Family Business to My Sons

2nd Place: Dave Sylvester, PSP
APRIL 2016
EAC Opportunities for the Door and Hardware Distributor

David Henry, AHC, CDC
Vice President of Sales, 
Architectural Products of Virginia

David Henry, AHC, CDC, vice president of sales at Architectural Products of Virginia (APV), is 
the 2017 Builders Hardware Manufacturers Association Award of Excellence recipient for his 
commitment to serving the builders hardware industry through his support of architects, 
contractors and facility managers.
Each year, BHMA recognizes a non-member distributor or hardware professional 
who demonstrates outstanding service to the builders’ hardware industry. Since its 
founding, David has helped build a reputation for APV in the access control market as a 
security integrator. David has also played a critical role in orchestrating the company’s 
comprehensive business model, which addresses the construction of these systems from the 
planning and specifi cation stages to building and installation. 
“David has been touted in the building and architectural community as a leader whose 
quality of work speaks for itself,” said Ralph Vasami, executive director of BHMA. “David 
exemplifi es the type of professionalism and perseverance that BHMA values, and we’re 
proud to present him with this year’s Award of Excellence.”

BHMA 2017 Award of Excellence

Recognition of Outstanding Service and Involvement (ROSI)
Recognizes the contributions of industry members who lend their expertise to DHI’s technical programs.

5-Year Instructor Awards
Lloyd
Seliber,
Director, 
Keying Solutions

Richard J. 
Bradbury,
EHC, DHT
Owner,
Logical Access
Solutions Corp.

Je�rey S. 
Batick, FDAI 
Architecural
Consultant, 
Allegion

Mary Roth Award
Given to a DHI Chapter for presenting an outstanding chapter education program or series of programs.

New England Chapter

2016 Leadership:
Albert Sullivan, 
Kelaher Associates, DSS of New England, President
Je�rey S. Batick, DHT, FDAI, 
Allegion, President-Elect
James T. White Jr., AOC, FDAI, FDHI, 
Kamco Supply Corp. of Boston, Secretary

Classes:
• School Security & Active Shooter Incidents –

Understanding Law Enforcement’s Responses
and Requirements to Better Specify the Correct
Door and Hardware Products

• Educational and Organizational
Changes Happening now at DHI

• LEED and Sustainable Design –
How LEED 4.0 will Affect the Door Industry

How do you create engaging education
and events for your chapter?
We have a committee to initially discuss topics and with 8
to 12 members who represent the industry (spec writers,
sales reps, distributors), and we are able to speak for the
chapter and its interests. We then send out questionnaires
that generate responses of what chapter members want to
hear. After that it’s a matter of finding the speakers who
will deliver the topic. Thankfully, we all have a number of
contacts throughout the industry; we can find experts in
each field to present. Having passionate and enthusiastic
committee members makes it easy to then have an
engaging chapter. The committee meets in between
chapter meetings, both quarterly.

Are your chapter leaders willing to be a resource
for other chapter leaders who may want to reach
out and learn from your experiences and success?
Yes!

What advice do you have for other chapters to
increase participation and engagement?
Survey your chapter members to find out what they want
and try to spread the topics around. We’ve had chapter
presentations on keying, engineering, door construction,
and recently, our presentation on Intermediate Access
Control had six new people in attendance. Use the tools
that DHI has to offer. We recently asked DHI Education for
a list of members (without names) of who had DHI training,
to gauge what they needed to learn. Ask manufacturer reps
to spread the word. Not everyone gets the emails; when
you hear of someone interested in your chapter, add them
to your email list.

2017 DHI Achievement Award Winners

IMPACT RESISTANT 
DOORS & FRAMES
Founded in 1948, Construction Specialties (CS) is a family-owned  
building products company. CS provides solutions to complex  
problems that architects, designers, building owners, facility  
managers, and contractors face every day. Since inventing  
the extruded louver, CS has become a global leader in interior  
wall protection, impact-resistant doors and frames, entrance  
flooring, expansion joint covers, architectural louvers and grilles, 
sun controls, specialty venting, cubicle curtains and tracks.   
CS draws upon extensive expertise to design custom, high-quality 
products—many of which are a part of the Cradle to Cradle 
Certified™ Products Program. 

Featured here, Acrovyn® Doors & Frames were specifically 
designed with high-impact areas in mind. The doors and frames 
are clad with ultra-durable Acrovyn®, a name synonymous with 
protection for over 45 years. Together, Acrovyn Doors & Frames 
will keep your entire opening looking like new.

3 Werner Way • Lebanon, NJ 08833 
c-sgroup.com
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THE GREEN  
REVOLUTION

© iStock | kristina-s 

By Jeff Wherry

to be the pinnacle of sustainable design and 
performance. Today’s architects are striving to go 
beyond Platinum-level sustainability, designing 
Net Zero Energy (NZE) buildings that are able to 
generate enough renewable energy to meet all of 
their consumption needs. 
Of course, as the benchmark for sustainability 
continues to rise, architects, specifiers, consul-
tants and others within the architectural open-
ings industry must continually expand their 
knowledge of which products can be used to 
achieve these standards. Although doors and 
hardware typically account for less than two 
percent of a building project, they can make 
significant contributions toward LEED v4 points 
or an NZE environment. They can also provide 
significant energy savings, which is the type of 
sustainability that any building owner will be 
interested in achieving.

LEED v4
In an effort to address the problem of green-
washing, the USGBC has shifted to a more strin-
gent, performance-based approach in their latest 
version of certification guidelines, LEED v4, 
requiring measurable results rather than relying 
on potentially inaccurate estimates and man-
ufacturer claims. All LEED projects registered 
after October 2016 must comply with the more 
stringent LEED v4, rather than LEED 2009. 
The LEED v4 rating system has been expand-
ed to include more market sectors, a stronger 
emphasis on indoor environmental quality and 
human health, and an increased focus on how 
buildings need to demonstrate their perfor-
mance through energy and water metering. New 
categories include climate change, human health, 
water resources, biodiversity, green economy, 
community, and natural resources.
With the new emphasis now being placed on 
the overall environmental footprint, some of the 
most important changes in LEED v4 were made 
to the Building Design & Construction (BD+C) 
category. Within this section are two areas where 
doors and hardware can have a significant im-
pact on a project’s efforts to achieve certification.

Energy and Atmosphere 
This category now requires each project to be 
capable of measuring whole-building energy 
use. Projects must track the total building energy 
consumption monthly for five years and report 
the measurements back to the USGBC. Rather 
than relying on projections of theoretical effi-
ciencies, facilities must now deliver real-world 

When green building first rose to prominence, 
many questioned if it was a trend or a fad. Critics 
would point to countless instances of “green-
washing” in which exaggerated, misleading or 
even blatantly false claims were being made 
about the environmental impact of green build-
ing materials used to obtain LEED certification 
from the U.S. Green Building Council (USGBC). 
As with any new program, there was a learning 
curve for both the construction industry, as well 
as the USGBC itself, and plenty of mistakes were 
made (and exploited) along the way.
Today it’s clear that green building is neither  
a trend nor a fad; it is a revolution that has been 
steadily and fundamentally changing the way 
buildings are constructed, operated and main-
tained worldwide. Over the last 17 years, LEED 
certification has become the most widely used 
green building rating system in the world. As  
of May 2016, over 80,000 projects in 162 countries 
had received some level of certification from  
the USGBC. 
Lending further credibility to the concept of 
green building is the fact the standards have 
continued to be raised over time. For many years, 
LEED Platinum certification was considered 

Photos courtesy of ASSA ABLOY Door Group
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results to achieve certification. This 
requirement has resulted in tougher 
testing standards for many products, 
including door assemblies. 

Materials and Resources 
The requirements in this section en-
courage the use of sustainable build-
ing materials and reducing waste on-
site to support a “life-cycle approach.” 
Steel has come to be recognized as one 
of the most sustainable building mate-
rials in the world, and as a result, this 
is an area where member manufactur-
ers of the Steel Door Institute (SDI) can 
assist architects in achieving points 
toward LEED or NZE certifications.
SDI also partnered with Underwriters 
Laboratories Environment to develop 
the first Product Category Rules for 
steel doors and frames. These PCR 
enable manufacturers to conduct ac-
curate Life Cycle Assessments (LCA) 
of their products. The LCAs can then 
be used in the development of the 
Environmental Product Declarations 
that may be necessary for building 
projects to comply with the new LEED 
v4 requirements. 
“Allowing architects, general con-
tractors and specifiers to understand 
the total environmental impact of the 
products they select is a mission of 
the SDI,” says Jeff Wherry, Managing 
Director of SDI. “Leadership in the 
creation of PCRs is an important step 
in fulfilling this mission.”

Real World Applications
While few deny the long-term impor-
tance of implementing sustainable 
building practices, what is frequently 
more persuasive to building owners 
and managers are the savings that can 
result from such energy efficient ma-
terials and construction. The typical 
office building in the U.S. spends 29 
percent of its operating expenses on 
energy – over $30,000 per year on av-
erage . Although doors and hardware 
may comprise only two percent of a 
building project, they can play a major 
role in reducing or even, in the case 
of NZE buildings, eliminating those 
costs completely. The following are 

GREEN TERMS TO KNOW:

Life Cycle Assessments (LCA)
LCAs assess the environmental impacts associated with all the stages 
of a product’s life—from raw material extraction through materials 
processing, manufacture, distribution, use, repair and maintenance, 
and disposal or recycling. Design professionals use this process to 
help critique their products.

Environmental Product Declarations (EPD)
An EPD is an independently verified and registered document that 
communicates transparent and comparable information about the 
environmental impact of products throughout their life cycle. There 
are different types of EPDs that can be industry wide, as well as 
product specific.

Product Category Rules (PCR) 
PCRs define the requirements for Life Cycle Assessments and 
Environmental Product Declarations of a certain product category. 
They are essential in the development of environmental declarations 
because they allow consumers to compare similar products.
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just a few examples of how sustainably 
designed and properly specified doors 
have helped facilities significantly 
improve their energy efficiency. 

The National Renewable  
Energy Laboratory’s Campus of 
the Future 
The NREL was committed to becom-
ing a global model for sustainability 
by maximizing the value of all natural 
resources and building products used 
in its research campus facilities. Their 
goal was to have all new construction 
result in sustainable green buildings 
that met or exceeded the Gold Level of 
LEED certification. 
Door and hardware experts helped 
the NREL ensure it was constructing 
buildings that were not only sus-
tainable, but also safe and secure. A 
combination of acoustic and fire-rated 
steel doors injected with CFC and 
HCFC-free polyurethane foam were 
specified throughout the campus. 
These high-performance openings 
allowed the facility to significant-
ly reduce building thermal and air 
leakage with the use of recycled and 
rapidly renewable materials while still 
ensuring the life safety and security of 
its occupants.
As a result, two of the eight build-
ings on campus, the 71,000 sq. ft. 
Science and Technology Facility and 
the 222,000 sq. ft. Research Support 
Facility (RSF), have exceeded their 
goals and attained LEED Platinum 
certification. The RSF carries the addi-
tional distinction of being a net-zero 
energy building. The energy efficient 
design and materials enable the facil-
ity and its occupants to consume only 
the amount of power produced by on-
site renewable energy sources, result-
ing in significant long-term savings. 
Wolf Ridge Environmental Learning 
Center is a great example of how 
incorporating green products into the 
opening of a facility has had a dramatic 
impact on the bottom line. Located in 
Finland, Minn., the campus was regu-
larly subjected to the ravages of nature. 
In winter, temperatures can drop into 
the -50°F range and soar to over 100°F 

in the summer; annual snowfall can 
accumulate over 100 inches. Replacing 
the leaky doors on the main entrance 
of the 25 year-old facility was identified 
as a vital first step towards enhancing 
energy efficiency. 
The architect selected to undertake 
this retrofit was presented with the 
challenge of securing heating efficien-
cy and thermal savings using sustain-
able technology and materials. After 
performing calculations to assess 
thermal properties and heat transfer, 
a fire-rated door with a steel stiffened 
laminated core and thermal break 
frame was selected. The complete 
assembly was then tested to determine 
building envelope thermal and air 
leakage performance. The opening 
showed a dramatic annual kBtu reduc-
tion of 1,792 in leakage and conductive 
loss according to an independent audit 
by Conservation Technologies. Once 
the 300 door building complex retro-
fit is completed, the energy efficient 
openings are estimated to deliver an 
impressive $20,000 in annual energy 
savings for the facility.
Kohler Environmental Center (KEC) at 
Choate Rosemary Hall was designed 
for net-zero energy efficiency. The 
31,325 sq. ft. facility includes dormito-
ry rooms, faculty apartments, com-
mon spaces, classrooms, laboratories, 
and a state-of-the-art research green-
house. The building utilizes solar 
panels and careful site orientation to 
enable daylight harvesting to reach its 
efficiency goals.
The architect also installed integrated 
opening solutions that have been thor-
oughly tested to the highest sustain-
ability standards for green building 
construction. Although ASTM C518 
is the industry standard for thermal 
testing doors, it fails to reflect the real 
world performance of an opening. 
Because the USGBC’s new standards 
now require certification to be based on 
performance, the door core calculation 
alone is no longer viable and could 
result in reduced energy efficiency 
values and the failure to meet the NZE 
or LEED standards. Instead, the facility 
chose products based on the more 

stringent ASTM C1363 operational 
testing standards that require the full 
assembly to be tested in a simulated 
operable environment to ensure maxi-
mum performance and efficiency. 
As a result of installing these and oth-
er sustainable products, the KEC was 
able to minimize its thermal and air 
leakage and achieve LEED Platinum 
certification.

The Future is Green
These projects offer just a glimpse of 
what can be achieved in the future if 
building product manufacturers con-
tinue developing high performance, 
sustainable solutions. As a growing 
number of cities, states and countries 
continue to recognize the financial 
and environmental benefits of green 
building, demand for these products 
has only been increasing. 
Architects, consultants and specifiers 
have a vital role to play in this move-
ment, selecting the products that will 
be most effective at providing the level 
of real world performance necessary 
to comply with the increasingly strin-
gent LEED standards for sustainability 
and efficiency. 
Partnering with manufacturers who 
are experienced with LEED projects 
will make this task much easier. Not 
only do SDI member manufacturers 
have a deep understanding of LEED, 
they can also provide the necessary 
certification contribution documents. 
Contact an SDI manufacturer early in 
the design phase of your next project 
to find out how steel doors and frames 
can help you maximize your LEED 
points. 

JEFF WHERRY has been 
Managing Director of 
the Steel Door Institute 
(SDI) for more than two 
decades. For more infor-
mation on how steel 
doors and SDI member 
companies can con-
tribute to your next 

green building project, visit www.steeldoor.org.
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dormakaba 
makes access 
in life smart 
and secure.

Door Controls Commercial Grade Locksets Exit Devices

Trust dormakaba for solutions that provide a perfect balance of functionality 
and flexibility. Our comprehensive line of architectural hardware is designed 
for institutional, industrial and commercial applications with a single goal in 
mind — making access in life smart and secure.

DORMA and KABA are now dormakaba.               

Visit www.dormakaba.us



By Melany Whalin, CSI

Photo courtesy of Allegion

You’ve likely flinched at the sight of it. Beautiful, 
ornate doors on the opening of a commercial 
building... with a card reader mounted on a 
bollard post right beside it... or surface-mount-
ed wiring for added electrical locking devices. 
These solutions add access control to the open-
ing, but in a manner that completely detracts 
from the architectural design.
Access control is being used in virtually ev-
ery new commercial facility today. Whether in 
the form of standalone keypad locks or a fully 
integrated system, access control—now more 
affordable than ever—is giving building owners 
a higher level of security, as well as convenience 
and ease of maintenance. As a result, architects 
should consider access control as part of the 
design process—and plan for it early.
“Planning for access control upfront allows you 
to deliver more value and solidify your relation-
ship with the owner,” says T.J. Gottwalt, Strategic 
Architectural Account Manager for Allegion. “If 
this element is not included in the build process, 
the owner will need to add it later, which can be 
more cumbersome and costly.” 

Electronic vs. Mechanical Access Control
Access control can be provided via mechanical 
or electronic door hardware. Deciding which one 

to choose, Gottwalt says, really comes down to 
security goals and preference.
“The big differentiator between mechanical 
versus electronic is really convenience. It’s a lot 
easier to use and maintain cards or key fobs, for 
example, than mechanical keys,” he says.
Electronic solutions offer some security advan-
tages as well. “If a card becomes lost, the build-
ing owner or manager can delete that card from 
the system—immediately reducing security 
risk,” Gottwalt says. “But if you lose a key, it still 
works—you just don’t know where it is and who 
has it. Therefore, the facility is at risk.”
Additionally, while lockdown of a building can 
be achieved with both mechanical and electronic 
solutions, it is a lot faster— critical in an emer-
gency—with electronic door hardware.

Questions to Ask About Access Control 
Design
An architect can effectively design for both ac-
cess control and aesthetics by starting with some 
important questions: 

 Is there a security consultant on the project 
team?

 What is the general level of security required 
for the facility (i.e., low, medium or high)? 

ACCESS CONTROL: 
What Architects Need to Know
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Access Control Series

Access control systems can be deployed in almost any type of facility and with a 
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needed from the system, traditional access control locking solutions can be a 
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 What is the usage? 
 What are you protecting? 
 How many access control users will there be?
 Is there an existing access control system in place? 

If so, who is the integrator and what card system is 
being used? 

 Is there a preferred method of electric locking (i.e., 
electric locksets, electric strikes, magnetic locks, etc.)? 

 Is concealing the credential readers important?

Early Planning with the Right Stakeholders
With answers to these questions, the next step is to involve 
the right people in the planning process. Typically, that in-
volves the architect, the hardware consultant, the security 
consultant, the integrator and possibly an electrical engi-
neer. Ideally, access control should be planned for after the 
initial architectural plans and building layout is complete.
“Access control planning should occur in conjunction with 
the hardware design,” says Derek Ommert, PSP, Safety and 
Security Consultant at Allegion.
Bringing together stakeholders early, he says, eliminates a 
lot of surprises—not to mention delays and dissatisfaction.
“One of the biggest surprises is the length of time it takes 
to incorporate access control into design,” says Ommert. 

“That surprise usually comes when access control is treated 
as an afterthought—an add-on, after the design has been 
finalized.”
When access control is added later in the construction pro-
cess, it often results in additional breakers, extra raceways, 
and power and conduit layout changes.
“This often leads to change orders—and more time and 
money,” he says.

When to Involve a Hardware Consultant
Like many design decisions, the earlier you plan for access 
control, the better. The decision can be multi-layered and 
impact how an opening is constructed. In addition to 
involving a security consultant or integrator, you’ll want to 
bring a hardware consultant into the process early. Access 
control solutions directly impact door specifications so 
you’ll need an expert who is familiar with the mechanics of 
a door, including fire and life safety building codes. 

MELANY WHALIN, CSI, is a marketing manager at Allegion, working 
to educate the architectural community on security, door hardware and 
access control.  

DOORS + HARDWARE      JUNE 2017    29



How Do Security 
Entrances Affect an 
ORGANIZATION’S 
BOTTOM LINE? 

Not all security entrances work the same way. Their  
different capabilities, therefore, have an impact on an orga-
nization’s overall anti-tailgating strategy in terms of capital 
outlay, manpower needed, annual operating costs, ROI, 
and user education and preparation.
A survey conducted in late 2014 by Boon Edam (Figure 1  
below) reveals that both end users and security profession-
als agree that there are three critically important compo-
nents to a successful anti-tailgating strategy:

• guard force
• employee education
• technology mix  

By Mark Perkins

Figure 1: Tailgating Survey Results
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During his presentation at ASIS 
2015, Chad Parris of Security Risk 
Management Consultants, articulated 
a concise argument that “Technology 
does not equal security.” Hence, an 
effective security strategy requires all 
three components to achieve results.
So, what is the best recipe for success 
within any given organization for 
the successful implementation of an 
anti-tailgating strategy?  How does a 
given strategy affect an organization’s 
bottom line? These questions can be 
answered, but we first must under-
stand the capabilities of security en-
trances themselves; capabilities which 
correspond to specific goals you want 
to achieve. 
First, I’ll introduce the four levels of 
anti-tailgating entrance capability 
based each product’s working princi-
ples. Then I’ll delve into the impacts of 
each of the four capability levels to the 
organization in terms of recommend-
ed supporting security technologies, 
guard force, user education, financial 
costs, and the potential to measure 
results and gain a ROI. Figure 2 (next 
page) lists the four Capability Levels 
along with its associated security 
entrance type. A capability level can 
also be seen as a goal, e.g., “Do you 
want to detect tailgating or prevent 
it from happening?” Below this table 
I’ll discuss further what is shown 
and hopefully dispel any myths or 
assumptions.

The Four Capability Levels

Level 1: Crowd Control
“Crowd control” related to tailgating 
prevention, means “high-capacity 
controlled entry.” This level is of-
ten deployed in areas where large 
numbers of people need to access a 
secure area during limited amounts 
of time, e.g., stadium entry, factory 
shift changes, transit terminals, or 
even an 8 a.m. rush into a high-occu-
pancy, high-rise building. This level 
employs simple technology to achieve 
the goal of high throughput, and 
offers the lowest capital cost. There 
are no detection sensors of any kind. 
But, it can be defeated by jumping 

over or crawling under the entrance. 
Therefore, manned security is needed 
to deter tailgating attempts and/or to 
respond quickly after an incident. 

Level 2: Deterrent
This capability level is a special one re-
served for outdoor, perimeter locations 
on a fence line, such as entrances into 
parking areas or university campus 
dorm areas. The rugged, full height 

barrier serves as a deterrent to climb-
over attempts. Full height turnstiles 
and gates have a moderate capital cost 
and have no presence detection sen-
sors or alarm systems. With collusion, 
two small people can physically pig-
gyback in a single compartment. Due 
to being spread out over large distanc-
es, guards are typically not present to 
monitor such entrances continuously, 
thus this level is aptly named “Deter.”    

DOOR CONTROL
MADE EASY

SDCSecurity.com  •  800.413.8783 • service@sdcsecurity.com

the lock behind the system

Security Door Controls

Whether you need to control one door or many doors, 
there’s an affordable, field programmable SDC UR 
Series Door Controller to create your perfect door 
opening system to reduce costly programming and 
wiring time. The award-winning UR Series is the same 
simple, reliable, flexible solution to door control trusted 
in thousands of installations since 1998.

•  Use the same controller for multiple applications
•  Selectable relay modes permit installer 

configuration per application requirements
•  Microprossesor based system logic reduces need 

for standalone relays
•  Centralized wiring for locks, access controls, 

monitoring contacts and peripheral equipment 
provide easy troubleshooting and enable 
uniformity for multiple installation applications 

For details and specifications: SDCsecurity.com/power-controllers.htm

Photos and charts courtesy of Boon Edam
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Level 3: Detection
This level is where sensor technology comes 
into play to detect when tailgating occurs and 
to then sound an alarm. Optical turnstiles fall 
into this category, and they have a moderately 
expensive capital cost. It is important to know 
that tailgating is possible regardless of the height 
of the barriers; when the barriers open for a few 
seconds, a second person can rush through. This 
level, therefore, requires the presence of a guard 
to deter attempts and/or respond immediately.  

Level 4: Prevention
Level 4 is true tailgating and piggybacking pre-
vention. The two entrances that can do this are 
a security revolving door and a mantrap portal. 
These entrances are the most expensive in terms 
of capital costs due to the sophisticated technol-
ogies within. However, no security guards are 
needed to monitor these entrances.   

Exploring the Impacts of Tailgating 
Prevention Strategies
Let’s dig deeper into each capability level to de-
termine the potential for measuring success and 
ROI. Figure 3 (page 34) is an expanded version 
of Figure 2 to show other factors: throughput, 
metrics capability, recommended user education, 
annual operating costs and payback. 

Level 1: Crowd Control
Throughput: Waist high turnstiles can process 
up to 30 people/minute, including access control 
processing time. If you have a lot of two-way 

traffic during shift changes or lunch, then the 
max throughput per direction falls to 12-15, not 
30.  Adding more turnstiles to accommodate this 
traffic pattern affects capital cost. 
User Education: Waist high turnstiles do not 
typically require user orientation training. 
Metrics Capability: Waist high turnstiles can 
count the number of people entering or exiting. 
The access control system can track all present-
ed credentials. Due to lack of detection sensors 
or alarms on turnstiles, there is no way to track 
jumping or crawling infractions. 
Strategy Implications: With the limited metrics 
available, you must rely on manned security to 
verify who is coming and going, process visi-
tors, create infraction reports, etc. You must also 
manage guard staff’s ongoing training, shift 
coverage, and procedures. You can only track/
measure what is reported or observed by the 
staff. This strategy is vulnerable to distractions, 
favoritism, and absenteeism, which all create 
opportunities for infiltration.    
Payback/ROI: Level 1 payback is its value as 
a visual deterrent. Due to reliance on security 
staff to provide all metrics and response, the 
annual operating costs are high relative to other 
Capability Levels. 

Level 2: Deterrent
Full height turnstiles at the perimeter or fence 
line, are used to deter infiltration into a facility or 
campus.

Figure 2: Four Levels of Security
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Throughput: Full height turnstiles handle up 
to 18 people/minute, including access control 
processing time. They are most efficient during 
one-way rush periods. If you have a lot of two-
way traffic during shift changes or lunch, then 
max throughput per direction is 7-9, not 18.  This 
means you might need to install more turnstiles 
than planned, which affects capital cost. 
User Education: Full height turnstiles typically 
do not require special user education. 
Metrics Capability: Full height turnstiles can 
count the number of inbound and/or outbound 
people. Combined with an access control sys-
tem, you can track submitted credentials. There 
are no sensors or alarms to track climb over 
and piggybacking—when two people squeeze 
together into the same compartment on a single 
authorization.
Strategy Implications: With limited metrics and 
no piggybacking alarm, unmanned full height 
turnstiles are often part of a multi-tiered plan, 
where other types of security entrances are re-
lied upon to enter and move deeper inside build-
ings. Therefore, the impact of the overall strategy 
depends on the capability level deployed for the 
buildings themselves.   
Payback/ROI: The payback of full height turn-
stiles is solely as a perimeter deterrent. Ongoing 
capital costs are very low (maintenance and tune 
ups) relative to other capability levels because 
there is typically no direct guard supervision, or 
they are remotely monitored.  

Level 3: Detection
Throughput: With access control integration, op-
tical turnstiles with barriers can process up to 30 
people/minute, including access control process-
ing time. If traffic becomes heavy in both direc-
tions, expect throughput in a single direction in 
the teens and plan the number of turnstiles you 
need accordingly (affecting capital costs). 
User Education: Because of the sensors, alarms 
and moving barriers, all users should be trained 
on safe use. 
Metrics Capability: Optical turnstiles are 
equipped with presence detection sensors, 
and therefore can provide metrics:  number of 
authorized personnel inbound and outbound, 
and number of tailgating incidents/alarms. 
Certain models with dense sensor arrays can be 
set up to alarm and count jumping or crawling 
attempts. Access control can track all credentials 
submitted. 
Strategy Implications: The metrics are similar to 
waist high turnstiles with an added bonus:  you 
can count tailgating incidents and strive towards 
elimination. However, you must rely on manned 
security at the site to respond quickly to alarms, 
which brings to bear similar ongoing manage-
ment and costs as with waist high turnstiles. 
Payback/ROI: The payback of optical turnstiles is 
in their value as a strong visual deterrent. Due to 
reliance on security staff to monitor and respond 
quickly to infractions, annual, ongoing capital 
costs are high relative to other capability levels. 

Figure 3: Expanded Four Capability Levels
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OUTSTANDING DESIGN & PERFORMANCE  
WITH VT ARCHITECTURAL DOORS  
VT Industries offers a full line of design-performance doors to fit any aesthetic. 
Featuring seamless design integration and a variety of performance-centric options, 
VT’s Architectural Doors give you everything you need to meet specifications without 
sacrificing design. 

When it comes to safety, VT-fire rated doors provide it all. With ratings up to 
90-minutes, VT fire-rated doors provide ultimate protection—and ultimate beauty. 

For projects requiring sound reduction, VT’s acoustical doors are the perfect solution. 
These doors are available with ratings ranging from STC-28 to STC-49 with high-
pressure decorative laminate or wood veneer faces. 

VT is proud to offer sustainable doors that assist with LEED project certification. 
And, VT Industries is an FSC Chain of Custody certified company. We also offer 
GREENGUARD Indoor Air Quality certified products that help contribute to healthy 
indoor air. 

Get inspired for your next project with the combined design and performance of  
VT Architectural Wood Doors at vtdoors.com

Phone: 712.368.4381
Toll Free: 800.827.1615
Fax: 712.368.4111
Email: info@vtindustries.com

Level 4: Prevention
Level 4 includes security revolving doors and mantrap por-
tals, which are able to detect and prevent tailgating.  
Throughput: A security revolving door can handle a max-
imum of 20 people per direction simultaneously, for a total 
of 40 people/minute. A mantrap portal can process up to 
six people per minute, but only one at a time. If you require 
dual authentication, this number will be lower. Capital 
costs are impacted by how many entrances you need 
during peak one way and two-way traffic flow periods. 
User Education: Because of the sensors, alarms and mov-
ing parts, a user orientation program is a must.   
Metrics Capability: Due to sophisticated near-infrared 
sensors and optic technologies, Level 4 entrances offer a 
rich assortment of metrics, such as authorization received, 
passage completed, tailgating/piggybacking rejections 
inbound or outbound, biometric access control rejections, 
safety rejections, and emergency button rejections. You 
can use the access control system to count rejections and 
then investigate the optic records to discover why those 
rejections occurred. Most importantly, through sensor cal-
ibration, you can begin to predict and quantify, with a low 
margin of error, your actual risk of infiltration. 
Strategy Implications: Detailed and predictive metrics 
without the need for security staff makes Level 4 the most 

reliable strategy to prevent tailgating and piggybacking. By 
understanding and determining false acceptance and rejec-
tion ratios, and verifying a door’s performance over time, 
you can develop an objective, predictable and quantifiable 
risk that can be managed. 
Payback/ROI: Level 4 enables the elimination or realloca-
tion of security staff, thus providing a financial payback 
on the investment. Ongoing capital costs involve routine 
maintenance only. The financial benefits and strategy impli-
cations are the main reasons more and more companies are 
finding Level 4 appealing. 
I’ve only skimmed the surface by showing these capability 
levels and their unique impacts. I hope this information 
will motivate a discussion in your organization as to your 
current vulnerability to tailgating; the possible costs of the 
wrong person getting into your building; and what com-
mitment of time and resources your organization is willing 
to make to further limit your vulnerability. 

MARK PERKINS is Vice President, Enterprise 
Security Accounts, for Boon Edam. He can be 
reached at Mark.perkins@boonedam.com.
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A 2015 fact sheet on Understanding 
School Violence, representing a sample 
of youth in the U.S. from grades 9-12 
compiled the following:

• 7.8 percent reported being in a 
physical fight on school proper-
ty in the 12 months before the 
survey. 

• 5.6 percent reported they did not 
go to school on one or more days 
in the 30 days before the survey 
because they felt unsafe at school 
or on their way to or from school. 

• 4.1 percent reported carrying a 
weapon (gun, knife or club) on 
school property on one or more 
days in the 30 days before the 
survey. 

• 6 percent reported being threat-
ened or injured with a weapon 
on school property one or more 
times in the 12 months before the 
survey. 

• 20.2 percent reported being bul-
lied on school property and 15.5 
percent reported being bullied 
electronically during the 12 
months before the survey.

While writing this article, I received 
a news alert on my smartphone that 
one person had been killed and two 
injured in a stabbing at the University 
of Texas at Austin. There are and have 
been many ongoing discussions on 
the best way to prevent these horrible 
occurrences. The door and hardware 
industry has been focusing on the 
two things they know best: doors and 
hardware. 
In the aftermath of the Columbine 
tragedy in 1999, the classroom intrud-
er function was developed, allowing 
a lock to be secured from the interior 
of a classroom while still allow-
ing free egress from the inside and 
entry from the outside using a key. 
Technology has continued to improve 
since that time, and today there are 
many options to securing a classroom 
and other door openings, including 
mechanical, electro-mechanical and, 
most recently, electronic.    
Many offline electronic systems use 
a portable programming device to 
transfer audit data from the locks to 
the software, as well as to update the 
locks with the user credentials and 
calendar information. These types of 
systems obviously require the admin-
istrator or maintenance department 

Solution Trends in Educational Facilities 

By Brian Clarke, AHC, CDT, CSI

Violence in schools; 
it seems we hear 
about it daily. 

SECURING SCHOOLS:

Photo courtesy of Hager Companies
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to visit the individual locks to make 
any changes, which can be cumber-
some and time-consuming. In those 
cases, the lock is the component which 
makes the decision to allow or disal-
low a given credential. Some offline 
systems can be easily upgraded to 
become part of a virtual network or a 
wireless system, which gives start-up 
users or small schools the flexibility 
to grow and improve their systems as 
their needs change. 
Data-on-Card systems provide flexible 
security by using a credential to trans-
mit system data between offline devic-
es and online management systems. 
All user-related access information is 
stored on smart credentials that act as 
carriers for the network. This elimi-
nates the need to have wired or wire-
less locks at every secured opening 
and drastically reduces the overall cost 
of the access control system. In these 
cases, it is the card that has the access 
rights and signals the offline lock how 
it should respond.
Wireless and hard-wired systems can 
be used when immediate checking 
on the opening are needed. They are 
designed to offer real-time monitoring 
and control, including in many cases 
lock-down abilities, and are highly 
recommended for institutional, edu-
cational and commercial applications 
requiring enhanced levels of security.
With all of these code-compliant, 
free egress security options offered 
in the marketplace and the cost of 
systems reducing at every turn, you 
would think that more users would 
have embraced the available options. 
Unfortunately, there has been a rise 
in the recommendation of so-called 
“barricade devices.”  These products, 
while securing a door opening from 
unwanted ingress, do not take into 
account the fire or building codes 
that have been put into place to 
maintain safety for occupants and 

first responders. A few states have 
passed laws that allow these devices 
to be used as viable options, against 
the advice of their state fire marshals, 
building code officials and various 
other officials. 
A report by Ohio’s building codes 
board, which was critical of the de-
vices, stated the devices are “unlisted, 
unlabeled and untested.” Lawmakers 
in Ohio approved the devices follow-
ing testimony from manufacturers 
of the devices and parents of school 
children. Several door and hardware 

industry experts also testified against 
the use of such products but to no 
avail. 
“There are many factors in determin-
ing which type of door hardware 
and access control applications work 
for a facility. Therefore conversations 
between the architect, end user, spec-
ification writer and general contractor 
are imperative,” says Sheryl Simon, 
Senior Architectural Specification 
Consultant with Hager Companies.
However, there are other parts of the 
equation which are often forgotten in 

These products, while securing a door 
opening from unwanted ingress, do not take 
into account the fire, building or ADA codes 
that have been put into place to maintain 
safety for occupants and first responders.
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the design of a security system. The user experience is one 
such part, while mobile integration is another. 
Users are the most important part of a security strategy, 
yet often the weakest link, putting themselves and others 
at risk when they don’t do their part. Propping doors open 
and granting someone access who forgot their card are just 
two examples of users not doing their part in keeping their 
environment secure. 
Like any technology, access control has evolved over the 
years. As a result, solutions now offer more security and 
convenience than ever before. Advancements in “intelli-
gent” products are making it easier, and to some extent 
even appealing for users to comply with requirements. By 
implementing an access control solution that is attractive 
to its users, institutions can significantly reduce user error 
risk factors. While it might seem like common sense, it is 
important to remember that the more attractive or “cool” a 
solution is, the greater chance users will comply.
Part of creating a more user-friendly experience is the 
introduction of a single, comprehensive credential that can 
be used to gain access into a building but also contains 
enough data compartments to integrate with other systems. 
Being able to eliminate unnecessary steps makes it easier 

for individuals to use the system that is in place to protect 
them. Many schools and universities are starting to com-
bine ID cards, library cards, meal plans and dorm keys into 
one single credential, providing students, faculty and staff 
a much more user-friendly experience.
Highlighted by the growing demand for universal broad-
band access, mobile integration is one of the largest grow-
ing areas within the access control industry. As consumers 
continue to integrate their phones more and more into 
their daily routine, there is an opportunity for the security 
industry to capitalize on society’s dependency on their 
hand-held devices. 
In the past several years, phones have developed into a 
method of identification, payment and banking. Using 
smartphones for access control allows for a more seamless 
experience, as well as an efficient way to merge security 
and convenience. While mobile-centered access control 
might not be ideal for primary schools, it does provide a 
unique opportunity for middle and high schools, colleges 
and universities. 
With a cell phone in almost every student’s hand, it makes 
sense that technology and applications are popping up to 
help students not only get around campus, but more im-
portantly, make sure they stay safe doing it. Implementing 
a more mobile-friendly access control system in educational 
institutions will provide schools with the access control 
and security they need while also providing students with 
a more user-friendly and convenient experience. 
Clearly, the access control world has been simplified consid-
erably as technology has advanced. Those companies who 
tended to avoid electronics as being “too difficult to set up” 
and “not user-friendly” will be pleased to see this trend 
emerge as it now allows them to enter the arena without so 
much trepidation. Also, it gives contract hardware distribu-
tors an important complementary revenue stream. As they 
strive to offer more and more “all inclusive” packages to 
the owners and end users, this is an opportunity not to be 
missed. 

BRIAN CLARKE, AHC, CDT, CSI, is Director of Architectural Specifications 
and Technical Support for Hager Companies. He can be reached at 
bclarke@hagerco.com.

*2015 fact sheet on Understanding School Violence

A sample of youth violence  
in the U.S., grades 9–12*
• 7.8 percent reported being in a physical fight on 

school property in the 12 months before the survey. 
• 5.6 percent reported they did not go to school on 

one or more days in the 30 days before the survey 
because they felt unsafe at school or on their way to 
or from school. 

• 4.1 percent reported carrying a weapon (gun, knife 
or club) on school property on one or more days in 
the 30 days before the survey. 

Many schools and universities are starting to combine ID cards, library 
cards, meal plans and dorm keys into one single credential, providing 
students, faculty and staff a much more user-friendly experience.
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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 or take the exam  
at one of the 900 testing centers around the world, or from the convenience of your office or home computer. 
Introductory pricing combined with a special DHI membership offer is available through June 30. 

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.

2017 DOOR SECURITY & SAFETY FOUNDATION  
SCHOLARSHIP APPLICATION NOW AVAILABLE
The Door Security & Safety Foundation Scholarship Program provides funds for individuals to attend courses offered by DHI. The 2017 
scholarship application process is underway. You can download the application at www.doorsecuritysafety.org or at www.dhi.org. 
 The submission deadline is June 30, 2017.

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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Achievements

Wallace Berry, AHC, LEED-AP, 
BD+C
ARCHITECTURAL REPRESENTATIVE,  
AMERICAN BUILDING SUPPLY, INC.

NUMBER OF YEARS AT CURRENT COMPANY: 28

NUMBER OF YEARS IN THE INDUSTRY: 35 years

MENTORS YOU WOULD LIKE TO RECOGNIZE: 

 Keith Pardoe, FDAI, DAHC, CDC, CDT;  
Mary Hinton, AHC, CDT; Laura Frye, AHC, 
CSI, CCS, FDAI; and Richard Bradbury, 
EHC. Special thanks to Rodney Weaver, 
AHC, FDAI, CAI, CFDI, and Bob Maas, FDHI, 
for their efforts in transitioning the DHI 
education program.

Congratulations on Achieving     Your Certification!
Congratulations to 
these door security + 
safety professionals 
for taking the next 
step in their careers 
and completing DHI 
certifications!  
If you would like  
more information 
on DHI certifications, 
please email 
education@dhi.org.

Stephen Coleopy, AHC
ARCHITECTURAL HARDWARE CONSULTANT,  
TILLICUM AGENCIES, INC.

NUMBER OF YEARS AT CURRENT COMPANY: 3

NUMBER OF YEARS IN THE INDUSTRY: 25 years 
locksmithing; 10 years security and 
hardware consulting 

MENTORS YOU WOULD LIKE TO RECOGNIZE: 

Thanks to everyone who helped  
and encouraged me. 

J. Gregory DeGirolamo, EHC, 
AOC, CDT
SPECIFICATION CONSULTANT, NORTHEAST, 
ASSA ABLOY DOOR SECURITY SOLUTIONS

NUMBER OF YEARS AT CURRENT COMPANY:  7

NUMBER OF YEARS IN THE INDUSTRY:  31

MENTORS YOU WOULD LIKE TO RECOGNIZE:   
James Dewar, AHC; William H. Elliott Jr, 
DAHC, FDHI; C. Robert Taylor, DAHC

Gary Hayre, AHC
SALES CONSULTANT, EDMONTON, TILLICUM AGENCIES, INC.

NUMBER OF YEARS AT CURRENT COMPANY:  10

NUMBER OF YEARS IN THE INDUSTRY:  18

MENTORS YOU WOULD LIKE TO RECOGNIZE:

Curtis Schur, Bud Park

I’m proud to be part of the door and  
hardware industry.
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Congratulations on Achieving     Your Certification!

Richard Light, AHC
END USER SALES MANAGER,  
SKYLINE DOORS AND HARDWARE

NUMBER OF YEARS AT CURRENT COMPANY:  6

NUMBER OF YEARS IN THE INDUSTRY:  8

I would like to thank my family, friends,  
colleagues, and DHI volunteers for sup-
porting me in this endeavor. I could not have  
accomplished this without you. In par-
ticular, I would like to thank my father, 
Richard Light, for providing guidance and 
inspiration.

Karl W. Lund, AHC
SENIOR PROJECT MANAGER,  
BUILDING MATERIAL SPECIALISTS, INC.

NUMBER OF YEARS AT CURRENT COMPANY: 13

NUMBER OF YEARS IN THE INDUSTRY: 25

MENTORS YOU WOULD LIKE TO RECOGNIZE:

Marc Cardinaux, Mark Barney, Tom Eggers, 
Brian Gower, Rick Reinbolt

I would like to thank BMS, AHI, SHS and 
DHI for all of their support and guidance 
over the years in assisting me to get my 
credentials.

Mike Paxson, AHC
DOOR OPENING CONSULTANT,  
ASSA ABLOY DOOR SECURITY SOLUTIONS

NUMBER OF YEARS AT CURRENT COMPANY: 1

NUMBER OF YEARS IN THE INDUSTRY: 13

MENTORS YOU WOULD LIKE TO RECOGNIZE:  

Mary Delmott; Chuck Noyes, AHC;  
and Dave Dierking

Justin Ritter, AHC
DOOR OPENING CONSULTANT,  
ASSA ABLOY DOOR SECURITY SOLUTIONS

NUMBER OF YEARS AT CURRENT COMPANY: 10

NUMBER OF YEARS IN THE INDUSTRY:  20

MENTORS YOU WOULD LIKE TO RECOGNIZE:  

Kristi Dietz, AHC; Alan Pentek, AHC;  
Dave Pedreira, DAOC, FDAI, CSI, CPT

I’ve come a long way from taking off doors 
on paper plans, to packing hardware and 
cutting keys, to now specifying all kinds of 
projects. I still learn so much every day.

Congratulations Door + 
Hardware Technicians!
Congratulations to the following door security + 
safety professionals who have received the new 
Door + Hardware Technician (DHT) credential. 

Jeffrey S. Batick,  
FDAI, DHT
Caleb S. Bender, DHT
John Flora, DHT
Jason Groomes, DHT
Thomas I.  
Howard, DHT
Harina Jayswal, DHT
Ron Martinez, DHT
Ian Michaluk, DHT
Owen Keith Orgill, DHT

Jin Woo Park, DHT
Nathan Perkins, DHT
Laura F. Pedersen, DHT
Stephen  
Richardson, DHT
Mason F. Stacy, DHT
Virgil Stutts, DHT
Jonathan  
Swanson, DHT 

Rachael E. York, DHT

The Level 2 DHT is earned by demonstrating 
the competence to provide product and 
code application, detailing, estimating, and 
project management skills on projects with an 
intermediate level of complexity of occupancy 
type. More information on the DHT credential 
is available at www.dhi.org or by emailing 
education@dhi.org.

Congratulations  
New FDAIs!
Congratulations to the following door security + 
safety professionals who have earned the  
Fire Door Assembly Inspector (FDAI) credential:

John Flora
William Franz
Ruben Garcia
Mark Kuhn
Luis Leal

Craig Luhr
Arun Prabhu   
VNS Prasad 
Joel Rullo

List current as of May 19, 2017
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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

BUSINESS + TECHNICAL  
RESOURCES
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A TS93 GSR CAM & ROLLER CLOSER/COORDINATOR 
SYSTEM
The dormakaba TS93 GSR closer/coordinator offers smooth, efficient door 
control with proper sequential closing for door pairs with astragals or exit 
devices. The cam & roller design maximizes ease-of-opening and maintains 
more energy than rack and pinion to firmly latch the door, offering the best 
choice for an ADA compliant door that will latch under stack pressures and 
other environmental conditions.
www.dormakaba.us 

B INTRODUCING THE HAGER POWERED BY SALTO 
ACCESS CONTROL SERIES
The Hager Powered by Salto Access Control Systems can be deployed in almost 
any type of facility and with a range of system and product benefits. The HS4 
platform is a dynamic solution that can provide tailored benefits at a fraction 
of the upfront and ongoing costs.
www.hagerco.com

C PROTECTION NOW COMES IN FRAMES
Just like Acrovyn Doors, the new Acrovyn Frame System was designed with 
high-traffic areas in mind. Featuring durable PVC-free Acrovyn material, this 
system withstands the daily impact and wear facilities dish out, eliminating 
the need for constant painting and repair. Now door frames no longer have to 
be facility eyesores.
www.c-sgroup.com/doors

D 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

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 and click “Shop Online” today.

F AUTOMATIC DOOR BOTTOMS
Your new source for outstanding quality Automatic Door Bottoms and Sweeps. 
A full range of U.S.A. made, in-stock or custom designs for fire, sound and air 
solutions with personal customer service and on-time delivery. Check out our 
new product line and request a quote for your next project now. 
www.legacyllc.com
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To be included in the next  
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Molly Long at mlong@dhi.org  
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G DIGITAL INTERCONNECT LOCK 
TownSteel is pleased to announce the new patented Digital Interconnect Lock. 
Easy installation and easy programming. 
www.townsteel.com

H UR SERIES DOOR CONTROLLERS 
The affordable, field programmable SDC UR Series Door Controller controls 
one door or many doors to create the perfect door opening system, reducing 
costly programming and wiring time. The award-winning UR Series is the 
same simple, reliable, flexible solution to door control trusted in thousands of 
installations since 1998.
www.sdcsecurity.com

I 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

J SHIELDED • PROTECTED • OUT OF HARM’S WAY…
BEHIND A SPECIAL-LITE DOOR
Extreme performance entrances available from Special-Lite, Inc. Aluminum, 
FRP/Aluminum Hybrid, and Fiberglass door models available with scalable, cer-
tified/tested protection for when you need intrusion resistance, blast, ballistic 
or hurricane rated (FBC approved for HVHZ) doors and frames. 
www.Special-lite.com

K  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

L SUPERCHARGE YOUR SAVINGS—JOIN UPG  
FOR FREE!
UPG provides exclusive discounts on popular business brands to eligible com-
panies in the door security and safety industry. Our members enjoy volume 
pricing negotiated based on UPG’s 40,000 membership base. Join for free and 
save on Verizon, ADP, Best Buy, Staples and other business services.
www.UPG.org

M VARIANT ADJUSTABLE CONCEALED HINGE SYSTEMS
The VARIANT series by SIMONSWERK offers three-way adjustable hinges for 
high frequency institutional, commercial and industrial applications such as 
office buildings, schools, hospitals and airports. This European proven concept 
of door adjustability has been tailored specifically to fit the needs of the North 
American marketplace. 
www.simonswerk-usa.com

N NGP CONTINUOUS HINGE
Meet the next generation continuous hinge. NGP’s new line of aluminum con-
tinuous hinges feature state-of-the-art load bearing design, proprietary teflon 
infused bearings, customized lifetime lubrication process, and lifetime of the 
opening warranty. All adding up to a product that cycles with quiet operation 
and ANSI grade 1 performance.
www.ngp.com
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Contributors Listing as of May 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

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
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
De La Fontaine, Richard, AHC/CDC, FDAI, CCPR
Frye, Laura Jean, AHC,FDAI, CSI, CCS
Jackson, Paul W., DAHC
Lecours, Roger, AHC/CDC
Rivas, Frank L., AHC, FDAI

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
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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Classroom Security and
Classroom Safety

Why Compromise?

Several proposed changes regarding 
classroom security are currently being 
considered for the 2018 edition of 
NFPA 101 – The Life Safety Code. There 
is one proposed change—just one 
little word, actually—that is a major 
deviation from the current model 
codes and is inconsistent with both 
the International Building Code and 
International Fire Code:
“The releasing mechanism shall open the 
door leaf with not more than two releasing 
operations.”
This proposed language would apply 
only to existing buildings and would 
not affect new buildings at this time, 
but it’s possible that this change could 
be used as justification for a future 
proposal that would affect all build-
ings. For the 2018 edition of NFPA 101, 
there are three occupancy chapters 
where this language regarding two 
operations would be inserted: Chapter 
15 – Existing Educational Occupancies, 
Chapter 17 – Existing Day Care 
Occupancies, and Chapter 39 – Existing 
Business Occupancies.
Many college and university class-
room buildings are considered busi-
ness occupancies, so the proposal for 

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

Photo courtesy of Lori Greene

The proposed change to NFPA 101 which would apply to 
existing buildings in certain occupancies does not prohibit 
two simultaneous releasing operations, and does not require 
classroom door hardware to be operable with no tight 
grasping, pinching or twisting of the wrist.

Photos courtesy of Lori Greene

Title
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Chapter 39 would include classroom doors within these 
facilities. Unfortunately, because the proposal for this 
chapter does not specifically reference classrooms or col-
leges/universities, the language could actually be applied 
to any room in any business occupancy with approval from the 
Authority Having Jurisdiction (AHJ).
This language would allow building owners to request 
the AHJ’s permission to use retrofit security devices in 
any existing business occupancy. NFPA 101’s definition of 
a business occupancy and the examples listed in Annex 
A include city halls, courthouses, outpatient clinics, town 
halls, and office buildings, in addition to college and uni-
versity classrooms. This could put AHJs in a tough posi-
tion, similar to the situation in some states where school 
districts have pushed for AHJs to allow classroom barri-
cade devices in schools.
Given the changes in construction and code requirements 
over the years, it could be very difficult and time-con-
suming for an AHJ to evaluate an existing building to 
determine whether two releasing operations should be 
allowed on the egress doors. The presence or lack of active 
and passive fire protection features could affect this deci-
sion. It seems that an existing building without the current-
ly-required safety features should have egress doors that 
are easier to use, not more difficult.

More is Not Always Better
When reviewing the proposed change to NFPA 101-2018, 
one should begin by considering the current one-operation 
requirement versus the proposed two-operation limit for 
existing buildings. Would increasing the number of oper-
ations that must be performed to open a door enhance the 
level of safety in our classrooms? Does the potential for 
increased security justify delaying occupants’ evacuation? 
What is the motivation behind this change, and does it out-
weigh the potentially deadly consequences?  
The Life Safety Code has required hardware to unlatch 
with one releasing operation for almost 30 years. Even as 
far back as the 1927 edition of the Building Exits Code, 
doors were required to be “so arranged as to be readily 
opened.” Similar language still exists in the Life Safety 
Code today. It seems obvious that a door that requires one 
releasing operation would be more readily openable than a 
door that requires two or more releasing operations. 
The mere presence of two releasing devices would make 
the door unusual and could potentially require special 
knowledge and effort to unlatch. Perhaps the locks need 
to be released or removed in a specific order. Maybe there 
is confusion about whether the lock is currently in the 
locked or unlocked position. The releasing hardware on an 
egress door is supposed to be intuitive; valuable time could 
be lost attempting to operate a door that is not. And what 
happens while someone is trying to release the latches and 
other occupants are also attempting to evacuate? Will the 
releasing mechanisms still operate when there is pressure 

against the door?  Are the products required to be tested 
and certified to operate under these conditions?
The 1985 edition of NFPA 101 required a simple type of 
releasing device such as a knob, handle, or panic bar, with 
a method of operation that is obvious, even in the dark. In 
the 1988 edition, a line was added to quantify the allowable 
number of operations: “Doors shall be openable with no more 
than one releasing operation,” with an exception for one addi-
tional releasing operation on dwelling units in residential 
occupancies. The requirement for one releasing operation 
has been included in the ten editions of the Life Safety 
Code that have been published since 1988.

Sacrificing Life Safety for Cost Savings
So why change now? There is no shortage of code-com-
pliant products available to provide the necessary level of 
security for any of these occupancies. Even in areas prone 
to vandalism and theft, there are a variety of ultra-secure 
products designed for use on exterior doors which release 
with one operation. If code-compliant security products 
exist that can be used to protect our classrooms, and the 
model codes are being strengthened to ensure safety as 
well as security, what is motivating the change to two oper-
ations instead of one?
It’s possible that the proposed change is a response to the 
demand for retrofit security devices that do not comply with 
the current model code requirements. In response to the 
many school shootings and other school-related incidents 
in the U.S., there has been a heightened focus on school 
security. However, rather than addressing the existing locks, 
key systems, glazing, and security procedures that may not 
provide a sufficient level of protection, some school districts 
have elected to install retrofit security products, also known 
as classroom barricade devices. 
As mentioned previously, AHJs in many states came under 
tremendous pressure to approve these products, despite 
clear violations of the existing model codes. One unfortu-
nate example occurred in Arkansas, where the State Senate 

Although some proponents of classroom barricade  
devices have advocated for a reduction in fire safety in 
favor of increased security, the statistics illustrate the 
need for continued focus on life safety:
Active Shooter Incidents: 2000-2013

Source: FBI Study of Active Shooter Incidents in the United States Between 2000 and 2013

Non-Residential Structure Fires: 2000-2013

 
Source:  National Fire Protection Association (NFPA) – Non-Residential Structure Fires

 1,456,500  
fires

 1,260  
civilian  
deaths 

 21,560  
civilian 
injuries

 160 incidents  487 deaths  557 injuries
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voted unanimously to amend the fire 
code requirements and allow the use 
of barricade devices despite the strong 
objections of their state fire marshal, 
who also happens to be a top law 
enforcement official.
The result of these politically-moti-
vated changes has been a number 
of inconsistencies from one state to 
the next, and even greater variations 
between school districts where condi-
tional use of retrofit security devices 
is allowed. First responders could 
arrive on-scene without knowing 
what to expect and without the tools 
needed to access rooms equipped 

with classroom barricade devices. 
In addition to impacting evacuation, 
these devices could also be used by 
someone intent upon barricading the 
door to commit a crime or take hos-
tages, delaying response by staff or 
law enforcement.
While it may be relatively inexpen-
sive to purchase and install barricade 
devices on classroom doors, in some 
cases, it may cost less to simply address 
the existing doors and hardware. The 
locks might need to be rekeyed and 
keys distributed to all staff members. 
Existing glazing can be addressed with 
security film to delay access through a 

sidelight or vision light. New protocols, 
like keeping existing classroom func-
tion locksets locked during the school 
day, could also enhance existing secu-
rity at a relatively low cost, without 
creating potential threats to occupants’ 
life safety.

Safety vs. Security
The model codes do allow two 
releasing operations for the entrance 
door to a dwelling unit or sleeping 
unit. This exception seems reasonable, 
as the person who is disengaging the 
locks for egress is probably the same 
person who engaged the locks and 
is likely to be very familiar with the 
method required to do so. However, a 
young student attempting to remove 
a retrofit security device to evacuate a 
classroom may not know how to dis-
engage an unfamiliar locking device 
that was installed by the teacher.
NFPA 101 also currently allows two 
releasing operations for existing hard-
ware on a door that is serving a room 
with an occupant load of three people 
or less. Obviously, the occupant load 
of an average classroom is well over 
three occupants. It hardly seems rea-
sonable to raise the limitation from 
three occupants to 30 or more, espe-
cially when most of those occupants 
are children.
Under the stress of an emergency 
situation, the average person strug-
gles to correctly perform just one 
fine motor skill. This point was also 
made by Joseph Hendry, CLEE, who 
has decades of experience in law 
enforcement and who now works for 
the ALICE Training Institute, training 
civilians to proactively handle the 
threat of an aggressive intruder or 
active shooter event. 
“Several assumptions are being 
made without considering that most 

The proposed NFPA 101 language does not allow security devices which modify the door 
closer, panic hardware, or fire exit hardware. 

Although the Life Safety Code prohibits additional locking devices to be installed on a 
door that is equipped with panic hardware, it’s unclear whether the proposed code change 
would override this limitation for classroom doors.
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people are unable to perform one fine 
motor skill under stress,” he said. 
“Requiring them to perform two is 
probably beyond 90-95 percent of the 
people I see in training.” He went on 
to note that even highly-trained law 
enforcement officers miss 70-80 per-
cent of rounds fired under stressful 
situations.
Another issue that is apparently 
being overlooked is the fact that 
classroom doors are not exempt from 
the federal and/or state accessibility 
requirements that apply to doors on 
an accessible route. These standards 
require hardware to be operable with 
one hand, and with no tight grasping, 
pinching, or twisting of the wrist; the 
proposed change to NFPA 101 does 
not include these requirements and 
is, therefore, inconsistent with the 
accessibility standards. It should also 
be noted that there is nothing in the 
proposed language to prevent the two 
releasing operations from having to 
be performed simultaneously. This 
type of operation could restrict egress 
for many occupants under normal 
conditions, and could seriously 
impact evacuation under the stress 
of an emergency situation. To ensure 
that classroom doors are usable by 
everyone, the accessibility standards 
must apply at all times, particularly in 
the event of an emergency.
When preparing for the possibility 
of an intruder in school, the focus on 
security often overshadows accessi-
bility concerns. Is a school emergency 
plan even required to meet the acces-
sibility standards?  According to the 
Guide for Developing High Quality School 
Emergency Operations Plans, plans 

must comply with the Americans 
With Disabilities Act (ADA), among 
other prohibitions on disability dis-
crimination. This guide is a joint 
publication of the U.S. Departments 
of Education, Health and Human 
Services,  Homeland Security, Justice; 
the Federal Bureau of Investigation 
(FBI), and the Federal Emergency 
Management Agency (FEMA).

If the change is approved, devices used to 
secure classroom doors would have to be able 
to be unlocked from the outside using a key 
or approved credential.

The result of these politically-motivated changes has been 
a number of inconsistencies from one state to the next, 
and even greater variations between school districts where 
conditional use of retrofit security devices is allowed.
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“A Hazard to Occupants”
For NFPA 101 to allow two releasing operations for cer-
tain egress doors, an exception would need to be added in 
Chapter 7 – Means of Egress, referencing the applicable occu-
pancy chapters. Chapter 7 of NFPA 101 currently requires 
doors to be openable with one releasing operation, and the 
Technical Committee on Means of Egress—a different com-
mittee than those considering the proposed language for 
the occupancy chapters—is opposed to the addition of the 
new language in Chapter 7.
The committee stated that increasing the number of 
releasing operations is “dangerous and could create a 
hazard to occupants.” They went on to note there is existing 
technology that meets the current code requirements and 
that allowing multiple operations “is contrary to decades 
of experience resulting in fatalities in schools and other 
buildings.”
Many of our existing codes were developed in response to 
tragedies like the fires at the Triangle Shirtwaist Factory, 
the Iroquois Theater, or the Cocoanut Grove Nightclub; 
situations where people died because they were unable 
to evacuate quickly and safely during an emergency. 
We have worked for decades to ensure that life safety is 
maintained, first and foremost, in any building. It’s the 
reason chains and padlocks aren’t allowed on exit doors, 
despite how inexpensive and effective those chains are at 
preventing unauthorized access. After so many years of 
steadily improving life safety and successfully reducing the 
number of fatalities due to structure fires, I can see no justi-
fication to change the Life Safety Code in a way that could 
reverse those gains.

Joseph Hendry raised similar concerns, noting, “I find it 
hard to believe that no human-subject testing is being con-
ducted before considering the change from one releasing 
operation to two. Allowing something so far beyond the 
pale—without studying human response to stress—is 
unconscionable in the use of retrofit security devices. The 
mistakes we made with lockdown are being exacerbated by 
the push for these devices.”

It’s Not Too Late
Fortunately, the proposed changes to NFPA 101 have 
not yet received final approval, and some of the points 
will be discussed in June at the National Fire Protection 
Association’s annual Technical Meeting. Eligible NFPA 
voting members will have the opportunity to vote 
Wednesday, June 7, 2017, during the Technical Meeting in 
Boston, to establish the final language that will be included 
in the 2018 edition of NFPA 101.
Given the concerns related to evacuation and accessibility, 
the inconsistencies with other model codes and standards, 
the non-specific language around business occupancies, 
and the lack of evidence establishing that the new language 
would not be detrimental to life safety, I hope voters will 
carefully consider their decision and vote to maintain that 
crucial balance between life safety and security. 

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. 

Consistent with the current model code requirements, the releasing 
hardware for classroom doors must be mounted between 34 inches 
and 48 inches above the floor.

Unfamiliar security devices that could be permissible under 
the proposed change might be confusing for users to operate, 
particularly in conjunction with existing latching hardware.  
Products that have not been tested or certified may not operate as 
expected when installed in a high-use / high-abuse location.
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Introducing the new DHT–
Door + Hardware Technician 

credential online exam.
Results delivered immediately.

WOW.
 

Go to www.dhi.org/DHTo�er for special introductory pricing
 on the exam and half-price membership bundle. 

O�er valid until June 30, 2017.

Share with Your Colleagues!

When was the last time 
you said “DHI” and “WOW”

in the same sentence?

+



More Sign Language
By Mark J. Berger

Real Openings

Last month we showed examples of signage which could be considered instructive and confusing at the 
same time.

But there’s more. Here are some examples of creative sign making, voluminous sign attaching to doors, 
and signs which just plain confused me. Signs should communicate a point clearly. Communicating it 
wordlessly is better yet. Those who give instructions to sign makers had best be clear with what they are 
trying to communicate; otherwise, the opposite of their intention comes true. 

 DUH
We all marvel at regulations which seem to state 
the obvious. Here’s one that makes me wonder 
why there aren’t stencils of shoes on the floor 
showing people how to walk through a doorway. 

 WHO WILL BE PROSECUTED?
I wish we had signage which read “Anyone 
Placing Illegal Locking Devices on an Exit Door 
Will Be Prosecuted to the Full Extent of the Law.”

 OVERLY DESIGNED
So, if you follow the largest print, 
you rotate the turnpiece in the 
direction of the sign, and it will 
do what the sign says. Right? 
Wrong! Keep reading and get to 
the smallest print. That provides 
further instructions on how to lock 
the door. 

This is probably a great photo to 
explain why Locked/Unlocked 
indicators are helpful. Look at the 
peeled paint. I studied the area 
around the turnpiece, and it looks 
like this is a replacement sticker. I 
wish I could have seen the first one 
to be able to determine why they 
needed an “improved” label.

 WHICH SIGN IS MOST 
IMPORTANT
The foreman tells you to take 
something from point A to point 
B. You approach this door. The big 
question: Who can provide answers 
to all the questions posed by the 
three signs? The smaller question: 
What was the policy before the 
door was repaired?

Seriously, construction sites can 
be complicated for door hardware 
survival. In a security environment, 
special hardware might be applied 
to the door, but the locking 
function might be inconvenient 
prior to tenant occupancy. 
Propping or blocking doors might 
create life safety hazards, too. 
Considering how an opening will 
be used during construction might 
lead to the use of temporary doors 
or locks so as not to damage the 
final hardware. 
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IS ENTERING THE ISSUE?
The late, great Rodney Dangerfield’s famous line was, “I don’t 
get no respect.” (Readers of my generation read that last part 
in Rodney’s voice, didn’t you?). The same could be said for exit 
doors.

The sign talks about entering, but isn’t this an exit? The 
hardware surely indicates that. As nice as the sign is, in reality, 
the plant, trash can and other stumbling blocks keep people 
away from these doors. 

 OVERTURN NOTICE
I chuckled at this one. Were people 
only turning the turnpiece half way? 
Were they over turning it? I guess I 
will never find out why the wording 
had to say “this far” on the label. But 
I really like the shape. 

 GETTING TO THE SIGN
Another case of bad wording. One 
sign says “Emergency Exit Only” 
while the other says “Do Not Enter.” 
If you recall algebra, the order of 
operations tells you which sign 
takes preference over the others. 
No rules on doors, except the 
shopping cart blocking the door 
trumps all signs. 

 THE BIGGEST SIGN SAYS IT ALL
Yes, there are four signs on this door and reading them all 
would not be something anyone should do in the event of an 
emergency. But the super humongous, see-it-from-the-other-
end-of-the-store sign is my favorite.
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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.

 ONE MORE SIGN NEEDED
And that would state, “Walkie-talkies” are not to be stored on 
the exit device.” Or this can be used by those favoring crossbar 
devices as a reason they should be installed. 

 STATING THE OBVIOUS 
How many times have we seen 
people whacked by doors as they 
hurry through a train station or 
other crowded space? As well-
intentioned as this sign may be, 
bollards which force pedestrian 
traffic away from the door’s 
opening arc would probably be 
more effective than a sign.

 TALL PEOPLE WARNING
It’s nice to see a sign that helps us 
out. We are not a protected class, 
and the bumps and bruises on the 
top of my head are evidence that 
many designs do not consider our 
safety as seriously as that of others. 
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 ONLY DURING PLAY
No word processor needed here. Someone tired of hearing the door slam, so this was 
their solution. I guess when play is not going on, slamming is welcomed. 



© 2017 NFPA.ORG
NFPA TRAIN 101-80—0617

For more information, go to nfpa.org/101-80classroom
Call 1.800.344.3555

FREE WITH 
TRAINING:
• NFPA 101

• NFPA 80

• DSSF Guide to 
Annual Inspections 
of Swinging Fire 
Doors

• DSSF Field 
Reference Digest 
for Inspecting 
Swinging Fire 
Doors 

Help ensure fire door compliance in health care facilities. New NFPA® and Door Security and 
Safety Foundation (DSSF) training helps you understand fire door inspection regs resulting from 
CMS adoption of the 2012 edition of NFPA 101® Life Safety Code®.

July 10, 2017 
Quincy, MA

October 5, 2017
Quincy, MA

December 4, 2017
Quincy, MA

The U.S. Centers for Medicare & 
Medicaid Services (CMS) adoption of 
the 2012 edition of NFPA 101: Life Safety 
Code requires that health care facility 
operators conduct a yearly inspection 
of fire door assemblies in accordance 
with NFPA 80: Standard for Fire Doors 
and Other Opening Protectives. Help 
ensure your facility is prepared for CMS 
audits by knowing how—and when—
you need to comply with NFPA 80 rules. 

Ideal for facility managers, building 
owners, consultants, and contractors, 
this one-day course addresses the door 
types encountered along the egress 
paths within a health care facility, the 
door locking means permitted, the 
eleven verification points required 
for the yearly inspection of swinging 
fire door assemblies, and addresses 

the knowledge and skills required to 
perform the inspection and testing 
in accordance with NFPA 80. You’ll 
leave with the knowledge required to 
help ensure your facility’s fire doors 
are in compliance with the new CMS 
mandates, and to assist your staff in 
knowing exactly what CMS surveyors 
will request during audits. 

Upon completion of this course you 
should be able to:

• Judge the adequacy of door type for  
each common health care occupancy 
wall opening in accordance with  
NFPA 101

• Apply inspection, testing, and 
maintenance provisions for fire door 
assemblies in accordance with  
NFPA 80

NFPA 101® AND NFPA 80 
FIRE DOOR INSPECTION 
FOR HEALTH CARE FACILITIES 
1-Day Classroom Training 
for Facility Personnel

NFPA® is a registered trademark of the National Fire Protection Association®, 
1 Batterymarch Park, Quincy, MA. For purposes and limitations of NFPA codes and standards, see Important Notices and Disclaimers Concerning NFPA Documents at nfpa.org/disclaimers

FIRE DOORS
DON’T STOP FIRES

WITHOUT YOU.



The Revenue 
Growth Habit

By Alex Goldfayn

Has Fear Cost You 
Millions of Dollars?

$$
$
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Fear has cost you a lot of money in your life; millions of 
dollars, probably. At least millions. 
If you run a company that’s around $20 million, it’s safe 
to say fear has cost you tens of millions of dollars over the 
years. 
If you work at an organization that’s $150 million or more, 
fear has cost your firm multiple hundreds of millions of 
dollars. If you are compensated based on top-line sales, it 
has cost you, personally, millions of dollars. Think about 
that. It’s hard to wrap one’s mind around it. 
You probably don’t believe me, yet, either; by the end of this 
article, you will. You’ll be with me and I hope you’ll decide 
to do something about it! 

Why Fear Costs Us Millions 
The typical salesperson spends an average of four hours 
per week on the phone. I’ve studied this, and it’s the average 
across companies and industries. 
You work for 40 hours, at least. But you only spend four 
hours on the phone. What are you doing the rest of the 
time? 
Email. Research. Driving. You could call from the car, but 
you often don’t. 
Here is a rule of the universe: the more customers hear 
from us, the more they buy from us. If you agree with me 
on this, why don’t you use the phone more? Because you 
don’t want to bother the customer.  You don’t want to dis-
turb them. You don’t want to take up their time, or step on 
their toes. 
You don’t want to lose the customer. You’ve worked so hard to 
get them, and keep them happy. What if you call them, and 
they leave for the competition? 
You don’t call your customers and prospects more be-
cause you are afraid: of rejection, of failure, of losing the 
customer. 
We don’t ask for the business, even though the customer is 
meeting with us, and is asking for our help. They are ready 
to buy, but we do not ask them to. So they do not buy. We 
should ask every customer we speak with for the sale, every time.  
But we don’t, because we are afraid of offending and of 
being rejected. 
Do you know that for most salespeople the fear of rejection 
is more profound than the need to feed their family? 
What an immense truth that is. We’d rather not ask for the 
business and risk the possibility of hearing a “no” than try to 
make more money for our family. 
We don’t ask for testimonials referrals for the same rea-
son—fear—even though we know they are among the best 
ways we have to grow our business. 

 “What if the customer gets mad?” 
 “What if the customer says no?”
 “I can’t ask that.” 
 “They’re busy—they don’t have time for me.”

How to Deal With Fear
To help gain more customers and sell more products and 
services, we must get over this immense fear we live with. 
Here are two simple steps to do so. 
When you find yourself avoiding something—like picking 
up the phone, or asking for the business—when you are 
procrastinating on something important, 95 percent of the 
time it’s because of fear. 
Ask yourself the first of two questions: what exactly am I 
afraid of? Almost always, it’s a fear of failure or a fear of 
rejection. Now think through your answer to this question: 
if this fear comes true, what will happen to me? 
Work through this: if this customer rejects me, what will 
happen to me? Death?! Will they come and take away your 
home if this customer says no? Will somebody shoot at us? 
Of course not! 
It sounds absurd because it is absurd! The fear that stops us 
from doing so much is not real. It’s made up in our minds, by 
our minds. 
When the customer tells us no...
….Nothing happens!
And so, the fear is not real. But the damage it causes is too 
real. 
Think about all the hundreds (thousands?) of phone calls 
you didn’t make over the years. All the hundreds (thou-
sands?) of sales you didn’t ask for. All the hundreds (thou-
sands?) of referrals you’ve missed out on. 
The cost is millions of dollars, at least. At least. 
Will you ask yourself those two simple questions the next 
time you’re avoiding picking up the phone? It’s time you 
start making the money you deserve.  

ALEX GOLDFAYN runs the Revenue Growth 
Consultancy, which helps companies and sales 
departments grow revenue quickly. If you’d like  
to help your customer-facing people get over  
their fear and dramatically increase their phone 
time, call Alex at 847.459.6322, or email him at 
alex@evangelistmktg.com.

??
$
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JUNE'S 60-SECOND SURVEY RESULTS
Our June issue focuses on doors and green trends in our industry, so we asked you a few 
 questions about doors and green trends in your business practices. Here are your responses:

 

Impact

On a scale of one to ten, with ten being Very Supportive and one being  
Not Supportive, how would you rate manufacturer support with providing  
LEED v4 information and documentation?

8%
10

20%
8

12%
6

2%
4

4%
2

7%
9

13%
7

23%
5

5%
3

5%
1

8%

29% 
63%

Are your team members aware of the 
key comments in specifications that 
lead them to request LEED products?

YES
65%

NO
35% 

How often are you seeing specifications 
written around the new LEED v4 
standards?

How often are these projects with LEED 
v4 requirements not receiving LEED 
certification due to cost or complexity?

  FREQUENTLY 
  SOMEWHAT FREQUENTLY 
  HARDLY EVER 

Coming in July:
 Restaurants, Sports  

& Entertainment 
Complexes

 DHI conNextions  
2017 Wrapup

 Exhibitors, Attendees and 
Speakers: Do you have great 
photos from DHI conNextions  
in Phoenix? Share them with 
Doors + Hardware!  
Email them to Denise Gable at 
dgable@dhi.org.

19%

36%

45%

Do you have a question  
for an upcoming 
    60-Second Survey? 
       Email Denise Gable      
          at dgable@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

CONTACT MOLLY LONG:
mlong@dhi.org  : :   703.766.7014  : :   www.dhi.org/advertising

THREE GREAT REASONS  to include Doors + Hardware 
in your marketing plan:

1. TARGETED READERSHIP
        all of whom are involved in the non-residential architectural openings industry

2. EXCLUSIVE COMMUNICATIONS VEHICLE
        into the distribution channel of our industry

3. READERS TAKE ACTION
       94% of our readers respond to an advertisement *2016 Readership Survey
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You’re back from ConNextions, or another networking event, and have a 
stack of business cards; now what? Become active on social media platforms 
and build your professional network.

AMANDA WILSON is 
President, A.G Wilson Building 
Solutions, an independent 
manufacturers’ sales agency. 
She can be reached at 
amanda @wilsonbuilding 
solutions.com or @
AGWilsonBS on Twitter. 

GINNY POWELL is  
Digital Marketing Specialist 
for Hager Companies. She  
can be reached at  
gipowell@hagerco.com or  
@GinnyPowell on Twitter.

Social Enter/Action

Welcome to SOCIAL ENTERACTION, 
a new column on how you can grow 
your business and your professional 
relationships by leveraging the power 
of social media. We would love to 
hear from readers about your social 
media experiences, successes and 
tips. Email Managing Editor Denise 
Gable at dgable@dhi.org.

Building On Your  
ConNextions

Join LinkedIn 
www.linkedin.com
Did you know LinkedIn has 128 Million U.S.  
users? A quick search will reveal many of your  
new connections. Send an invite to connect  
and stay in touch.

Check Out DHI’s LinkedIn Groups 
DHI has two LinkedIn groups: DHI and DHI’s Fire 
Door Assembly Inspection Group. DHI’s LinkedIn 
groups together have over 8,300 members. Invite 
your customers to “link in.” When you spend a few 
minutes a day liking and sharing your customers 
posts, it keeps them thinking about you.

Get Visual
Be sure to include pictures and videos. Posts 
showing consumer benefits through pictures 
and/or videos result in an increased chance of 
comments by as much as 98%, and profiles with 
photos get 21 times more views.

Stay Engaged
Social media platforms provide almost 
instanteous results. Download the Linkedin app 
on your phone to receive continuous notifications 
about what people in your network are doing.
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Powerful Solutions  
from the names you trust. 

Building an ideal learning 
environment requires a careful 
balance of security and safety. 
Yale’s 8800 Series Mortise 
Locks offer uncompromising 
strength and durability for 
K-12 applications. Installation 
is made easy with quick lever 
handing, � eld reversible latchbolt 
and standard non-handed strike. 

Powerful SolutionsPowerfulSolutions
8 0 0•3 21•9 6 0 2   

w w w. a k r o n h a r d wa r e .c o m  

Akron Hardware proudly distributes
these ASSA ABLOY brands:

CORBIN RUSSWIN • SARGENT • YALE

NORTON • RIXSON • SECURITRON • HES

ADAMS RITE • ARROW • MEDECO • MCKINNEY

ALARM CONTROLS • YALE RESIDENTIAL

MARKAR • PEMKO • ROCKWOOD • EMTEK

Free FedEx Ground on all online orders 

Akron Hardware has built its 
reputation as the industry’s best 
source for Yale commercial hard-
ware. We provide unmatched 
customer service, along with a 
complete offering of Yale products 
for your most important projects. 
Call Akron Hardware today and 
experience a better wholesale 
solution.

AUCN 8808 FL 626 



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

DID  YOU 
KNOW?

EXTENSIVE INVENTORY      |       INNOVATION       |       TECHNICAL EXPERTISE      |      IMMEDIATE SHIPPING

NOW YOU KNOW.

We stock the complete 
Norton Door Controls series of 
closers, plus the full range of 
arms for maximum door and 
frame protection.

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


