
Specifying Security in Healthcare Facilities

Considerations for Door Openings  
in Healthcare Environments 

The Challenges of Door Hardware  
in Extreme Conditions

Access and Egress Solutions in Elder Care

MARCH 2017

INTRODUCING  

DHI’S NEW 
PRESIDENT
Michael L. Gibson, CPL



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.



48 HOUR  
SHIPPING
Complete Line of ABH Aluminum Continuous Geared Hinges

• A110 HD
• A110WT HD
• A111 HD
• A111WT HD
• A130 HD
• A140 HD
• A150 HD
• A160 HD
• A210 HD
• A211 HD
• A213 HD
• A240 HD

• A260 HD
• A270 HD
• A410 HD
• A450 HD
• A460 HD
• A520 HD
• A530 HD
• A540 HD
• A550 HD
• A570 HD
• A571 HD

 - Grade 1 BHMA

 - Standard - Clear - Dark Bronze - Black

 - Custom Powdercoating

 - Standard 79”, 83”, 85”, 95”, 120”

 - Custom Cut Lengths

 - Anodized after milling and drilling

 - UL & ULC Listed

 - Power Transfer Cutouts

 - Thru Wire Options - 4 - 8 - 12 - EZ Molex® Connectors

 - Lead Lined Hinges

 - Self Drilling Screws Standard

 - Custom Extruded Hinge Types

 - Manufactured In Chicago 

Growing production from a single 30’ long CNC machine in 2000 
to numerous automated machines today, ABH now has the ability 
to manufacture a hinge in 15 seconds. We continued to innovate in 
order to provide the highest quality hinge, the fastest lead times, and 
the best possible overall value to our customers.

Keeping Customer Service as our main focus for over 25 Years, ABH is 
proud to be one of  the few remaining family owned and operated door 
hardware manufacturers in the industry.

Innovation, Quality, Customer Service . . .  Makes Life Simple
Tel (630) 875-9900  •  Fax (800) 932-9224  •  www.abhmfg.com  •  abhinfo@abhmfg.com

Aluminum Continuous  Geared Hinges

A110 Electrified

A240

A530

A210

A570

A571

A410

PT100



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 

Design 
TGD Communications

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

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 3

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.

NETWORKING
IS EVERYTHING.

Like Us.
DHI

Door Security & Safety Foundation

www.DHI.org

Join Us.
DHI
DHI’s Fire Door Assembly 
Inspection Group 

Follow Us.
@DHIorg

@DandHmagazine
@DSSFoundation

2    MARCH 2017      DOORS + HARDWARE



Contents
March 2017  |  Hospitals/Healthcare Facilities

Columns
4  InTouch
 Jerry Heppes Sr., CAE 

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

Departments
50 Real Openings 
 Mark J. Berger

54 Revenue Growth Habit  
 Alex Goldfayn

56 Shelf Life
 Jason Bader

60 Closing Thoughts
 Ron Coté

In Every Issue
58 Impact 

59 Ad Index 

59 Classifieds

8 Meet the New DHI President, 
Michael L. Gibson, CPL
The new DHI President introduces himself and 
discusses what new initiatives are on DHI’s 
agenda in 2017. 

18 Specifying Security in Healthcare 
Facilities
Melany Whalin, CSI
In a healthcare facility, design has a direct 
impact on the very metrics that determine 
an institution’s success. Research shows 
that patient outcomes, building security 
and operational efficiency are all aided—or 
hampered—by building design, down to the 
smallest hardware elements.

22 Considerations for Door Openings 
in Healthcare Environments 
Chris Gaughan
Today, healthcare facilities strive to present 
inviting, accessible spaces that convey the 
value of their services and create a reassuring 
experience. Attractive and effective door 
openings provide the subtle cues these 
facilities like to project and their patients have 
come to expect.

30 What’s Driving the Demand for 
Access and Egress Solutions in the 
Growing U.S. Elder Care Industry?
Kerby Lecka
Answer: our aging population. Americans 
are living longer and the population of 
people age 65 and older (40.2 million in the 
U.S. today) is already providing incredible 
opportunities to expand the number of 
facilities to serve them.

34 What Will Your Next ConNextion 
Lead To?
In two months, door security + safety 
professionals will gather in Phoenix for DHI 
conNextions 2017. This year, attendees will get 
a glimpse into the future of our industry—and 
tips to stay ahead of it.

38 Revisiting a Behavioral Healthcare 
Ward
Mark Berger
A return visit to a behavioral healthcare ward 
to see how the door hardware and related 
items have held up over time; what changes 
or modifications might have been needed; 
and if there were any newly-identified needs. 

26 The Challenges of Door Hardware in 
Extreme Conditions
Jill Gile, CSI, CDT
Extreme heat, extreme cold, and yes, even bears!

DOORS + HARDWARE      MARCH 2017    3



Don’t Miss the Groundbreaking 
Forum for the Future

Ever wonder what the top minds in our industry 
are thinking about the future of our industry? So are 
we, and that’s why we invited them to participate in this 
year’s must-attend event at DHI conNextions 2017 – the 
Forum for the Future – Crafting Your Future.

Eleven of our industry’s biggest thought leaders will 
share the stage – and their collective wisdom – with 
attendees on May 12 in Phoenix. And to make sure that 
you get all of your questions answered from Forum par-
ticipants, we’re offering a pre-show survey (to be avail-
able at www.dhiconnextions.org) where you can tell us 
the concerns and questions that are of most interest to 
you and your team. 

CEOs, Presidents, and Vice Presidents of industry leaders 
such as Allegion, ASSA ABLOY Americas, The Cook & 
Boardman Group, D.H. Pace Company, National Guard 
Products, Stanley Security Solutions, William S. Trimble 
Co., Inc. and more will be on stage to discuss the chal-
lenges awaiting our industry in 2017 and the issues you 
face every day. You’ll have a never before opportunity 
to take a seat at the table for an exclusive dialogue with 
some of your industry’s most insightful influencers.

This panel alone is worth the price of admission! The 
insight you’ll receive from these experts will help you to 
formulate short- and long-term plans for your compa-
ny’s success, and provide invaluable solutions that you 
can implement the minute you return to your office. For 
maximum effectiveness, bring your team to Phoenix so 
you can immediately dialogue on strategies.

Here’s a look at some of the topics and concerns likely 
to be covered by this group:

• Hot markets and building types for the next  
12 months 

• Pre-hardware installation and its potential as  
an offering 

• End user after-market sales opportunities 

• Fire door inspection market – is it finally here, 
and if so, where?

• Evolution of the distribution channel

• The new DHI credentials 

• Consolidation throughout the distribution 
channel and its impact on my company

• Division 08 and 28 specification impact

• How will BIM impact my company?

• Is my current structure obsolete for this new 
economy?

• The evolution plan for future company leaders

As you can see, our panel will touch on a variety of 
issues and concerns that affect DHI members every day. 
But we still want to hear from you. Let us know what 
critical issues are keeping you up at night.

In addition to the Forum for the Future, we’ve added 
a unique general session by author, speaker and tech-
nology “nerd” Beth Ziesenis, who will take you through 
a day in the life of a door security + safety professional, 
and help answer all of your technology questions.

We’ve also got a great selection of technical and 
managerial education sessions, nine hours of trade 
show, abundant networking opportunities and 
ChannelExChange, offering private meetings with your 
channel partners.

I encourage you to visit www.dhiconnextions.org to 
register and get the latest news from Phoenix.  

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 March issue, email 
dgable@dhi.org.

By Jerry Heppes Sr., CAE
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Faces

DHI MEMBER SINCE: 1988, industry since 1983

OCCUPATION: Architectural Openings Sales Consultant

CHILDHOOD AMBITION: To work with my hands and 
build stuff.

FIRST JOB: After three years in the Marine Corps, I went 
to work for REED and REED, a heavy construction/bridge 
building company as a carpenter, while attending night 
classes to prepare for college. 

WHAT LED YOU TO OUR INDUSTRY? After graduating 
from the Building Construction program at Southern 
Maine Vocational Technical Institute, I went to work for 
Ledgewood Construction as a jobsite supervisor and then 
estimator. In 1983, after two years of being laid off over 
the winter months, I answered an ad for the draftsperson 
position at HCI/Craftsmen and, as they say, “the rest is 
history.”

PROUDEST PROFESSIONAL MOMENT: My first 
proudest moment was making the annual meeting wel-
come speech and introduction of then President Gerbing, 
AHC, FDHI, in front of hundreds of industry members 
[using a teleprompter] while being the Host Committee 
Chair for the DHI Convention in Boston in 2008. The 
second proudest moment would be several years later 
in 2012, when I learned that I passed the EHC exam. At 
that moment I became the first EHC and AOC in the 
New England Chapter and eighth Architectural Opening 
Consultant in our entire industry.

BIGGEST CHALLENGE: Staying current with all of the 
industry, product and code changes and imparting that 
information to other industry stakeholders.

GUILTY PLEASURE: Playing Legos with my grandson 
Noah

FAVORITE BOOK/MOVIE: The Illustrated Man, Ray 
Bradbury; To Hell and Back (the story of Audie Murphy)

MENTOR/HERO: I have a few of these: 

• Industry mentor: Herb Cobb, my first supervisor 
[at HCI/Craftsmen]. The best detailer I’ve ever met 
and an excellent sharer of knowledge. He helped 
lay the foundation for my career. 

• Life mentor/hero: My father, 21 years of U.S. Coast 
Guard service and then a school custodian. He 
instilled his extremely high values and work ethic in 
me, although I did not realize it until later in life. 

• Work hero: Warren Buffet – enough said. He 
reminds me of my father.

• Life hero: Audie Murphy, Maj., U.S. Army, Ret., the 
most decorated WWII Army soldier with 33 deco-
rations; five of which are the highest awards, mul-
tiple times, including the Medal of Honor. He was 
known to say, “I will not send my men into any 
battle situation that I would not go into myself,” 
and did just that.  

BEST ADVICE YOU EVER RECEIVED: Be a sponge 
for knowledge. Absorb any and all knowledge you can 
regardless of the category. You may not need it at the 
time, but you never know what the future holds.

BEST ADVICE YOU NEVER RECEIVED: Warren Buffet 
said in an interview, when asked what he says to his 
company managers that [he allows to] run their busi-
nesses autonomously, “Don’t do anything that you 
would not want to read about yourself in the newspaper 
the next day.”

HOW HAS YOUR INVOLVEMENT WITH DHI SUP-
PORTED YOUR CAREER GOALS? My involvement 
with DHI has broadened my networking to a national 
scale. Being active at the chapter has allowed me to 
meet people I would not normally meet in the course 
of the business day and to pass on industry knowledge 
through the education programs. I was on the Board of 
Governors for three years, which again exposed me to 
many new people from across the nation and various 
industry categories. My DHI experience has helped me 
evolve into the person/consultant that I am today. 

Jim White, AOC, FDAI
KAMCO SUPPLY CORP. OF BOSTON
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MEET THE NEW DHI PRESIDENT:  

Michael L. Gibson, CPL
A look at his 45-year career in our industry,  

and what's planned for DHI in 2017 
All photos by Vincent Walter
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I believe there are pivotal moments in everyone’s life—
moments that have the power to reshape or redirect your 
life. One such moment for me happened when I was 19 
years old. The date was Jan. 3, 1972, and little did I know 
that my career was about to be born; a career that is now 
in its 45th year. 
It was my first day at Mulhaupt’s—a small family business 
with four Mulhaupt family member employees and three 
other full-time employees. I was to become the fourth 
non-family full-timer. I couldn’t anticipate that I would 
make Mulhaupt’s, Inc. my place of employment for all 
these years, initially as an employee and then as a partner 
in the mid-1970s. 
This year, Mulhaupt’s celebrates its 141st year in business. 
Yes, you read that right—Mulhaupt’s opened its doors in 
1876. My partner, Doug Mulhaupt, is the fifth generation to 
work here, and his son, Nick, now works with the compa-
ny. They are joined by a great team of front line managers, 
who continue to make Mulhaupt’s an awesome company of 
which to be a part. 
Other pivotal moments in my life include my marriage to 
Barbara, my wife of 47 years, and the birth of our two chil-
dren. Both count Mulhaupt’s as their first job, where they 
learned about the business world and were introduced to 
our industry. 
Our daughter, Tracy L. Page, AHC, CDT, CSI, LEED GA, 
remains very active in the industry, working for ASSA 
ABLOY Door Security Solutions. Our son, Michael L. 
Gibson II, chose finance as his passion.
In the early years, Mulhaupt’s was a general fix-it shop 
providing locksmithing services, working on safes, and 
installing door hardware. From lawnmowers to bicycles, if 
it was mechanical, Mulhaupt’s worked on it. As a matter of 
fact, Mulhaupt’s continued to operate the bicycle business 
until 2000, when it was closed and replaced with an over-
head door division, which fit much better into our current 
business model.

FAST FACTS 

MICHAEL L. GIBSON, CPL

PERSONAL

Married 47 years to Barbara

2 Children: Michael L. Gibson II, Tracy Lynn Page

7 Grandchildren

EMPLOYMENT

Co-owner, Mulhaupt’s Inc. 

1972 to present

CIVIC

Board President and Executive Committee 
Member, Wabash Valley Alliance  

(Formerly Wabash Valley Hospital)

Co-Chair, Intersection Connection 

Chairman, New Building Committee,  
Lafayette Family YMCA

Board Member, Lafayette Community Bank

Board Member, Lafayette City Bus

Board Member, MatchBox Co-Working Space

Board Member and President,  
Lafayette Urban Enterprise Association

CHURCH

Member, St Mary Cathedral Parish

Board member, Lafayette Diocesan  
Building Committee

Building Committee Chairman,  
St Mary Cathedral 

Current Board President, Lafayette  
Catholic School Foundation 

HOBBIES

Fly airplanes, camping, fishing,  
golf, grandchildren
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Currently, Mulhaupt’s employs just 
under 100 employees at four locations 
in Indiana. Our company is comprised 
of six different divisions:

 contract hardware
 locksmithing services
 electronic security (burglar 

alarms, fire 5, video, access 
control)

 UL security monitoring station 
with a redundant second offsite 
location

 overhead doors
 installation and pre-dressing

Since the 1940s, Mulhaupt’s has been 
fortunate to be a distributor represent-
ing many well-known staple hardware 

brands; many of which we continue 
to distribute today. This part of the 
firm eventually became our Contract 
Hardware Division—an area of the 
firm that benefited greatly from the 
help and education provided by DHI. 
Before I explain how DHI aided us in 
expanding this part of our business, 
let me provide some background on 
how we were introduced to DHI. 
Flashback to the 1970s, when 
Mulhaupt’s locksmith services were 
a core part of our business. We had 
been members of the Associated 
Locksmiths of America (ALOA) for 
years, which provided additional 
training on lock servicing and the 
installation portion of the business. 
We attended the ALOA conventions 

to meet peer locksmith companies 
and exchange best practices. Through 
ALOA, we learned best practices, 
took classes and attended manufac-
ture-sponsored training to prepare 
for the certification tests. We had, and 
still do have, registered and certified 
professional locksmiths on staff. 
What we would soon find out was 
there was a piece missing—a sys-
tematic approach for working with 
door hardware. While we knew how 
to work on doors, locks and hard-
ware, contractors began to ask us to 
bid work, write hardware schedules, 
create keying schedules, and answer 
code questions. We needed a system 
that was specific to these needs, and 
my next role at Mulhaupt’s opened 
these doors. I was asked to manage 
Mulhaupt’s lock and hardware divi-
sion after a family medical emergen-
cy. My directive was simple: grow 
the business. I was thrilled with the 
opportunity to grow the lock and 
hardware division; however, I was 
also scared. 
I believe that clients are a tremendous 
source of insight and ideas, and I en-
gaged our customers, asking what we 
could do to help grow their businesses 
and increase their margins. Our cus-
tomers said we needed to carry more 
inventory, do take offs and shop draw-
ings, as well as standardize our master 
key markings. I was puzzled by their 
responses as I didn’t recognize some of 

 Education
 Credential Relevance
 Membership Structure
 Time, Talent, Treasure

 Young Professionals
 Events
 Door Security & Safety 

Foundation and the School 
Barricade Device Issue

DHI PRIORITIES
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their requests as a necessity in the locksmithing 
world. I had some homework to do, and my first 
call was to one of the lock manufacturer sales reps 
who had helped me by teaching me some of the 
basics. He encouraged me to contact the Door and 
Hardware Institute (DHI) and provided me with 
copies of Doors + Hardware magazine to read. He 
spent time with me explaining the process, and it 
became very clear that if Mulhaupt’s was going to 
be successful in the contract hardware business, 
we would benefit greatly from DHI’s education 
and certification. 
Mulhaupt’s benefits every day from our mem-
bership and the training we receive from DHI. 
Through general education and certification of 
our staff, we can enhance our firm’s knowledge 
base and professionalism, as well as increase our 
firm’s growth opportunities. 
Enough about our company and me. I really 
want to talk about what our DHI staff, Board of 
Governors, and the numerous volunteers who 
play such a crucial role in the organization’s suc-
cess will be working on during my term as your 
Board President. 
Let me start by giving a well-earned thank you 
to our outgoing President, Bob Maas. He has 
done an incredible job leading us through our 
strategic plan, the roadmap the Board created for 

the organization to follow. There is still a lot to 
do as we continue down the road and refer to the 
Strategic Plan that is our guide.
John F. Kennedy once said, “Things don't just 
happen. They are made to happen,” and I 
couldn’t agree more. I am so enthusiastic about 
all the exciting initiatives we are making happen. 
Below are my seven priorities, along with some 
insights on each:

 Education
 Credential Relevance
 Membership Structure
 Time, Talent, Treasure
 Young Professionals
 Events
 Door Security & Safety Foundation and  

the School Barricade Device Issue

Education
I intend to keep education as our number one 
priority through the investment of both time 
and funds. The evolution of DHI’s education, 
which was announced last year, applies to every 
member, new and established. The new edu-
cational program will be more relevant to how 
we teach and learn in our companies/industry 

12    MARCH 2017      DOORS + HARDWARE



today. Education will be more accessi-
ble for our employees through online 
courses, as well as locally-delivered 
classes. Self-paced online education, 
as well as instructor-led webinars, will 
support the pursuit of certifications 
but also fulfill the lifelong learning 
needs of our members and enhance 
their careers. 
This more modern delivery approach 
enables us to reach more people with 
the education needed and make it more 
affordable and convenient for member 
firms. For example, because education 
was taught locally, our firm was able to 
send 14 people to class in January at no 
additional cost.  There were no airline 
tickets needed, no overnight hotel 
stays; the only cost was employee time 
out of the office. This educational ap-
proach is convenient for member firms 
and employees— a win for all of us.

Credential Relevance
DHI has created a new industry 
orientation program, the new en-
try-level technical recognition Door + 
Hardware Industry Associate certifi-
cate program (DHIA), and will launch 

the new Door + Hardware Technician 
(DHT) credential exam this month. 
In the fall, we will begin to offer three 
new certifications: 

 Door & Hardware Consultant 
(DHC) 

 Door & Hardware Specification 
Consultant (DHSC) 

 Access Control System 
Consultant (ACSC). 

The DHT credential recognizes 
intermediate level skills, while the 
advanced level DHC and DHSC 
certifications are more relevant to how 
our industry goes to market today 
and enables our employees to focus on 
specific areas of the industry that are 
of interest to them. 
Credentialing validates not only the 
education that someone has gained 
through classes and through passing 
a test, but it also demonstrates that he 
or she has spent industry time gain-
ing firsthand knowledge. Like any 
education received, no matter whether 
a degree or certification, there is also 
one other benefit to the employer. The 

Self-paced online education, as 
well as instructor-led webinars, will 
support the pursuit of certifications 
but also fulfill the lifelong learning 
needs of our members and enhance 
their careers.
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painted or powder coated

Design flexibility allows 
for mounting of intercoms, 

card readers, and more

STANDARD
Standard 6”(152 mm) 

square and round; 
other sizes available 

AUTOMATIC DOOR ACTIVATION SOLUTIONS

Part #
I36-3 Clear 

Anodized 
Aluminum

(628) 

Part #
BPS SM-INGR DB

with I36-5
Dark Bronze Anodized 

Aluminum (710)
Shown on Bollard

877.421.9490
sales@wikk.com
www.wikk.com

The
INGRESS’R®

EXCLUSIVE

CREATE

RELIABLE SWITCHES,
MOUNTS 

& ACCESSORIES

The contoured profile of the
INGRESS’R® allows activation from 

any approach and height level.

FEATURING

868 
Mhz
Transmitter
and Receiver 

View our website to design a custom bollard using our bollard
checklist for square, round, rectangular and triangular bollards.
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credential proves that the employee is train-
able, a very important quality to have today. 
The employee is up, running, and giving 
back a return on the investment.
Much consideration and discussion went 
into the enhanced credential structure. I 
believe that the new structure provides 
something for the majority of our indus-
try firms’ employees. I’m an advocate for 
everyone new to our industry taking the 
online fundamentals COR101 course to help 
them understand the industry. Having an 
employee who understands the big picture 
brings you a better employee. It doesn’t stop 
at 101-level classes. There are many more 
opportunities for our staff to choose from. 
There’s something for those that just work 
at the counter; those who work in the ship-
ping and receiving department; those who 
want to specialize in electronics (ACSC), 
total openings consultant (DHC), and spec-
ification writing (DHSC); all the way to a 
combination of the three.
I would also be remiss if I did not add one 
of the fastest growing credentials in our in-
dustry—the Fire Door Assembly Inspection 
(FDAI). This would be a great addition for 
the service side of your business. 

Membership Structure
Much consideration and deliberation have 
also gone into DHI’s membership structure 
over the past several years. DHI recently 
conducted comprehensive online surveys 
and interviewed current, previous and po-
tential members to identify the expectations 
of the value of a DHI membership to both 
firms and individuals. 
The data from our evaluation gave us a 
thoughtful foundation for the design of 
our new membership structure, which we 
expect to launch in 2017-18. The new mem-
bership structure will feature a substantially 
higher benefit to investment cost, allowing 
more of your employees to take advantage 
of DHI education and membership bene-
fits than ever before. The industry will be 
pleased with this creative approach that will 
be heavily built upon education benefits. 

Time, Talent, Treasure
I hope the title catches your eye, but you 
may be a little surprised to find that the 
treasure doesn’t necessarily pertain to 
dollars. To paraphrase Field of Dreams, the 
dollars will come if we get this right. 
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9300 Rim Exit Device
Available with Motorized Latch Retraction (MLR)

and antimicrobial coating (AM)

Smart access lets
you quietly go about
your business.

Loma Linda University Medical Center
Murrieta, CA

Architect: Davis Stokes Collaborative, PC

The 9000 MLR exit device is a smart solution for environments requiring quiet  
operation, superior strength and the reliable security of electronic access control. 
The device and trim can be specified with an antimicrobial coating to add an extra 
layer of protection for healthcare facility applications. 

DORMA and Kaba are now dormakaba. 

800.523.8483
 
Visit dormakaba.us



To continue to enhance DHI and main-
tain its importance, we must attract 
more industry people into DHI. At one 
time, our annual convention brought 
us together as an industry. While this 
event is still important to us, it cannot 
be the only resource we use. A new 
tool—or new model if you will—that is 
being developed is a regional meeting 
that will empower local involvement 
and local education. If successful, it will 
enable companies to send more people 
and have easier access to education. 
Also, having education available at a 
regional level should translate to a cost 
saving in a company’s travel budget, as 
well as the employee’s time away from 
the office. We believe that this more 
accessible, and convenient approach 
will be attractive to our industry and 
attract new members. This program 
is planned to begin roll-out as early as 
this fall. 

Young Professionals
Bringing younger members into our 
organization and industry is essential 
to ensuring a successful future. At our 
last convention, we invited a group of 
young industry people to be part of 
a discussion about our industry, how 
they view DHI, and what they see for 
its future. We enlisted a moderator, 
with expertise in generational differ-
ences, to probe how younger genera-
tions prefer to communicate, receive 
education, and view the transition of an 
industry from the current generation to 
the next. We ended the discussion on 
the importance of inter-generational co-
operation for a better industry future. 
Our takeaway was that we need each 
other. While older generations possess 
key knowledge and are our industry 
leaders now, young people are our 
future. Young professionals are so 
important to us that we now have 
launched a program focused specifi-
cally on their network and skills. DHI 
is also inviting younger professionals 
to serve in top leadership positions. I 
firmly believe we need to make sure it 
is a priority to attract them to our in-
dustry and encourage them to be more 
engaged and involved.

Events
Events represent an important way for 
us to network, learn and connect with 
others in our industry. Our annual 
convention, conNextions, continues 
to be an important resource for our 
industry. However, as I mentioned 
before, doing more local or regional 
events is an important initiative for 
DHI this year and going forward. 

The Door Security & Safety 
Foundation and the Barricade 
Device Issue
The Foundation has illustrated the crit-
ical role it plays in advancing life safety 
and security through tackling tough is-
sues such as the door barricade device, 
communicating the need to have door 
security and safety professionals guid-
ing the public on safety decisions. By 
advancing our expertise in the health-
care industry through education and 
advocacy, the Foundation is continuing 
to advocate for the importance of our 
industry and issues that impact the life 
safety of building occupants. Thanks 
to the generosity of our many donors, 
Foundation staff will conduct nearly 50 
educational sessions, as well as dozens 
of awareness events, this year.
As you can see, the Foundation is 
doing a large amount of work on your 
behalf. I believe there is a great need for 
DHI, its members, and the Foundation 
to continue working closely together.
In closing, we have a mountain of work 
to do, but with your help, we can get 
it done. I thank you for your support. 
I very much look forward to working 
with and for you to advance DHI in the 
United States and Canada! 
I must again thank Bob Maas and the 
members of the Board of Governors, 
both past and present, for the encour-
agement, guidance and wisdom each 
of you has shown me. It has helped so 
much to prepare me for the important 
task as your new President of DHI. 
Also, I want to thank the DHI staff for 
all the past help, and to say in advance 
that your help going forward will be 
invaluable. 

By advancing 
our expertise in 
the healthcare 
industry through 
education and 
advocacy, the 
Foundation is 
continuing to 
advocate for 
the importance 
of our industry 
and issues 
that impact 
the life safety 
of building 
occupants.

16    MARCH 2017      DOORS + HARDWARE



ORDER ONLINE AT
MIDWESTWHOLESALE.COM

CALL
800.821.8527

Sp
ee

d

Si
m

pl
ic

ity

Se
le

ct
io

n

Se
rv

ic
e THE LARGEST NEXT DAY 

DELIVERY FOOTPRINT  
JUST GOT LARGER

Corbin Russwin Cylindrical Entry Lock 
CL3351-NZD-626

Sargent Universal Arm Door Closer 
351-UO-EN-TB

Next-Day Delivery

2-Day Delivery

3-Day Delivery

4-Day Delivery



By Melany Whalin, CSI

SPECIFYING 
SECURITY IN 

HEALTHCARE 
FACILITIES

Photo courtesy of Allegion

In a healthcare facility, design has a 
direct impact on the very metrics that 
determine an institution’s success. 
Research shows that patient outcomes, 
building security and operational 
efficiency are all aided—or ham-
pered—by building design, down to 
the smallest hardware elements.
Inefficient design—and the dissat-
isfaction that results—can also have 
financial implications on healthcare 
organizations. Patient satisfaction 
scores influence government reim-
bursements, which can comprise near-
ly half of an organizations’ revenue. 
Lower patient satisfaction scores could 
equate to lower reimbursements, 
which can be detrimental in the 
already difficult healthcare funding 
environment. 
There are a number of specialty door 
hardware solutions available that cre-
ate a safer and more efficient environ-
ment. So, whether you’re designing a 
new facility or working to improve an 
existing one, consider the following 
design elements.

Quiet Openings
Today, more healthcare facilities are 
incorporating a patient-centered de-
sign that provides for a better experi-
ence and higher satisfaction. Spaces 
are constructed to minimize noise and 
distractions and maximize patient 
comfort and convenience. Studies 
have shown that noise—such as 
clanking and banging associated with 
exit devices and slamming doors—
inhibits healing time and increases 
patient frustration and dissatisfaction. 
Doors with electric latches can also 
produce a lot of noise, especially at 
night when patients are trying to 
sleep. By incorporating exit devices 
with innovative dampers that de-
celerate the push pads’ motion and 
motor-driven electronic latches, most 
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of the noise is eliminated. Also, using 
a concealed vertical cable system elim-
inates the rattles and clanking of rods 
in the door on the frame. 

Infection Prevention
Infection control is another hot health-
care topic. Touch surfaces play a big 
role. Not surprisingly, door hardware 
is one of the most touched surfaces in 
any facility. The use of door hardware 
that incorporates antimicrobial mate-
rials reduces the spread of infectious 
bacteria and assists in lowering the 
risk of infection. Additionally, auto-
matic openings operated by touchless 
actuators (signaled by the wave of a 
hand) not only minimize the spread of 
hand-to-hand infection but they also 
allow workers to be more efficient as 
they move with equipment through 
a facility.

Secure Environments
Hospitals have a greater need for 
emergency preparedness. More 
stringent security measures are now 
required. A comprehensive access 
control system improves security, 
minimizes risk and provides a more 
complete and efficient way to track 
movement throughout the facility. 
Plus, with more caregivers relying 
on technology, the ability to even-
tually migrate to a smart card or 
mobile access credential will attract 
the attention of a more tech-savvy 
workforce.

Anti-ligature Precautions
In hospitals, and particularly be-
havioral health facilities, protecting 
patients from harming themselves 
is a real concern, even when regu-
lar patient monitoring checks are 
in place. Openings in these areas 
have special requirements and must 
minimize the risk of self-harm while 

maintaining a balance of patient 
security and safety. Specially designed 
anti-ligature devices help create a safer 
space for behavioral health patients. 
With unique sloped and recessed sur-
faces, these locks and hinges cannot 
be used as a ligature point for those 
intending to do harm to themselves. 
Health Facilities Management magazine 
reports that behavior health centers/
psychiatric hospitals comprise 21 
percent of new specialty hospital con-
struction projects.

Standardization
Designing, installing and maintaining 
the openings in a healthcare facility 
are not simple tasks, but standardiz-
ing solutions provide more control. It 

allows for more efficient installations 
and maintenance activities, better 
management of key systems and 
smoother performance of electronic 
access control and electrified door 
hardware.

Design Consideration by 
Opening Type

Patient rooms
Patient room doors need to provide 
privacy and safety for a patient during 
a hospital stay. They must also be eas-
ily accessible for hospital staff as they 
carry medical supplies, push gurneys 
or carts, or quickly move across the 
room.

© iStock | timoph (background image)
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Solutions: 
• The use of push/pull hospital latches makes 

it easier for patients and staff members to 
operate doors when their hands are full, 
and they are ADA-compliant. 

• Because patient rooms turn over frequently, 
cleanliness is also critical to patient and 
staff well being. Antimicrobial coatings—
effective against bacteria, mold, fungus, 
mildew and algae—can be added on a wide 
variety of hardware, including levers, locks, 
exit devices and pull handles.

• Openings should be wide enough for 
equipment to pass to avoid damage to 
frame, hardware and door.

For patient rooms in behavioral units or facil-
ities, anti-ligature mortise locks (available in 
levers, knobs, thumbturns and cylinder rings) 
are designed with sloped surfaces and recessed 
trim to decrease potential attachment points. 
Hospital tip door hinges are also designed with 
a ligature-resistant sloped tip to improve patient 
safety.

Security Sensitive Areas
Pharmacies, patient records, medical supplies, 
electrical or building controls, and other areas 
with restricted access require a higher level of 
security and a record of when and by whom the 
area was accessed. Confidentiality of the infor-
mation contained in these areas is vital because 
of HIPAA regulations.

Solutions:
• It’s important to design an access control 

system that allows seamless deployment 
and use, including electronic locks and card 
readers, access credentials and other hard-
ware. Multi-technology readers allow more 
than one type of credential to be used, ulti-
mately simplifying technology migrations.

• Wireless locks make it easy for staff mem-
bers to use their access credentials through-
out the facility, eliminating the need to 
share keys or codes, or prop the door open.

Cross Corridor Openings
It’s well known that doctors and other hospital 
personnel need easy movement throughout the 
facility and don’t like to open doors or wait for 
them to open. Doors that don’t open as needed 
can sustain repeated damage from carts and 
other equipment banging into them. In fact, 
cross-corridor openings are subject to more use 
and abuse than almost any other openings in a 
medical facility. 
Although this opening’s main purpose is to 
control the spread of fire and/or smoke while 
keeping patients and staff safe in emergencies, 
these openings also need to withstand high lev-
els of traffic, resist damage caused by equipment, 
and control access to secure areas of the build-
ing. A smart solution is to automate the hospital’s 
cross-corridor openings.

Solutions: 
• To automate cross corridor doors with 

enough time for easy flow of traffic, locate 
a push button, touchless actuator or card 
reader farther from the door opening. A 
longer distance lets the user trigger the ac-
tuator sooner so that the door is open by the 
time the user gets to it, minimizing damage 
from pushing. Auto operators allow staff 
to open doors with the wave of a hand or 
access credential in front of a sensor. Doors 
open at the appropriate speed allowing 
free, easy passage without waiting.

• Quiet electric latch exit devices are an 
energy-efficient way to provide electronic 
control of an exit device. Using specially 
designed dampeners and motor-driven 
latch retraction, they significantly reduce 
the noise generated by opening and closing 
the door. 

MELANY WHALIN, CSI, is Marketing Manager, Influencers 
at Allegion.

For patient rooms in behavioral units or facilities, anti-ligature 
mortise locks are designed with sloped surfaces and recessed 
trim to decrease potential attachment points.
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yet they’re still looking new. And with unlimited creative potential, our virtually 
indestructible Acrovyn Doors are the top choice of architects and designers. 
To learn more call 800.972.7214 or visit www.c-sgroup.com/door
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By Chris Gaughan

CONSIDERATIONS FOR  
DOOR OPENINGS IN 
HEALTHCARE ENVIRONMENTS
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DOORS AND HARDWARE
Salsbury Industries

Door openings, both interior and ex-
terior, speak volumes about the space 
behind them. 
Today, healthcare facilities strive to 
present inviting, accessible spaces 
that convey the value of their services 
and create a reassuring experience. 
Attractive and effective door openings 
provide the subtle cues these facili-
ties like to project and their patients 
have come to expect. 
In addition to the aesthetics of the 
building, doors contribute to “way-
finding,” helping people navigate 
through a healthcare facility from the 
entrance to their destination and out 
again. Door openings also add to the 
acoustics, security and sustainability 
efforts of a facility in real and tangi-
ble ways. Using access control in the 
nursery or high STC-rated acoustic 
openings throughout the facility may 
contribute to healing and provide a 
feeling of safety and security. Newer 
electronic locks significantly reduce 
energy consumption. So how do you 
know what to take into consideration 
when choosing doors and hardware?
The process of outfitting the 
door can be complex, given code 
compliance, Authorities Having 
Jurisdiction (AHJs) and the facili-
ty’s need for energy efficiency and 
aesthetic design. Each element must 
be balanced to produce the desired 
effect. You might begin with the 
process above.

And, since hospitals are offering more 
life services to patients than ever be-
fore, one must consider non-traditional 
applications.
One example is the patient room, often 
equipped with easy-to-operate push/
pull paddle trim, which allows staff to 
access or close the door with a simple, 

hands-free motion such using a hip 
or elbow. Specialized locking cabinets 
within the patient room are also more 
frequently provided for both the pa-
tient and family members, to protect 
personal belongings.
For egress doors, consider the impor-
tance of visibility of exit doors in low 

© iStock | FloWBo
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1.  Start by defining the facility type (hospital, rehab 
facility, behavioral health)

2.  Add in users (patients, visitors, staff, persons with 
disabilities)

3.  Scale in frequency of use (high traffic or low use)

4.  Document the opening’s location in the building 
(egress or exit door; patient room, X-ray)

5.  Determine which building and hardware codes 
apply (NFPA, BHMA, ICC, IBC, ADA)

6.  Assign a level of security (general access, audit 
trail, high security)

7.  Add energy efficiency and/or LEED/Sustainability 
requirements (doors contribute to significant 
energy loss from the building envelope!)

8.  Build in infection control with antimicrobial 
coatings

9.  Take it up a notch with aesthetic, architectural 
design 

THE PROCESS OF OUTFITTING A DOOR



light, no light or smoky conditions. An 
egress lighting system should offer a 
combination of audio and visual alerts 
to provide the safest route to exit the 
building. This type of door opening 
requires the utmost attention and 
preparedness to ensure the safety of 
patients, staff and visitors.
For access controlled doors, review 
options for mechanical hardware ver-
sus the value that electrified or wire-
less locking devices can provide, with 
audit trails, timed access and a greater 
level of control. Wireless access con-
trol solutions that tie into an existing 
electronic access system and can lever-
age a facility’s existing credentials 
and ID badges are becoming more 
common nationwide. Some electrified 
hardware such as electric strikes and 
mag locks can be tied to the fire alarm 
system, increasing functionality and 
overall safety operations. 
Facilities often identify areas where 
more sophisticated access control 
locking devices are appropriate. This 
extends beyond controlling access 
for people. Securing items ranging 

from medications to patient records 
to meet stringent Health Information 
Portability and Accountability Act 
(HIPAA) requirements is another 
critical consideration for healthcare 
staff. These locks are most often tied 
into “head end” access control panels 
that are offered by a number of OEM 
manufacturers. 
It is critical for healthcare facilities 
to reduce noise transmission where 
possible. This means appropriate door 
gasketing and thresholds to reduce 
the amount of noise that seeps in 
through the spaces between a door 
and its frame. For patients recovering 
from surgery, for example, a room 
that’s quiet allows the body to rest 
and focus on healing. That, of course, 
enables the hospital to provide more 
quality care to more people. 
It is also important to take a close look 
at the growth of behavioral health and 
memory care units for senior environ-
ments, where continuous hinges and 
fully concealed door closers provide 
safe and secure portals. There is 
also a need for door levers that have 

ligature-resistant qualities, such as 
low profile, integrated trim.
For corridor doors, consider a door 
closer and holder that senses move-
ment in the door opening and stops 
the door from closing until everyone 
has passed through. This is particular-
ly beneficial for elderly persons, young 
children, large groups or a hospital 
worker with a gurney or equipment 
that may require a little more time to 
safely go through a door opening.
Today’s healthcare facilities have a 
décor that suggests hospitality rather 
than hospital. The demand for doors 
and hardware that add to the build-
ing aesthetic without detracting from 
safety and security is greater than 
ever before. Striking the balance of 
form and function is highly desirable 
in healthcare today. A coordinated 
design, complementary finishes, and 
the right products in the right places 
can ensure compliance with building 
codes and contribute to a healthier, 
more sustainable space—from the 
exterior to the interior of a facility.
Door openings allow the entire pop-
ulation of the facility to navigate to 
and from their different destinations, 
all day, all night. Whether used by a 
patient, visitor, professional staff, en-
vironmental services staff or vendor, 
a facility’s doors, locks, hinges and 
hardware can be optimally combined 
to result in a safe and secure facility. 

CHRIS GAUGHAN is 
Director of Product 
Management for ASSA 
ABLOY.

FOR ACCESS CONTROLLED 
DOORS, REVIEW OPTIONS FOR 
MECHANICAL HARDWARE VERSUS 
THE VALUE THAT ELECTRIFIED OR 
WIRELESS LOCKING DEVICES CAN 
PROVIDE, WITH AUDIT TRAILS, 
TIMED ACCESS AND A GREATER 
LEVEL OF CONTROL.
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ASEPTI HealthCare is an anti microbial option for 
wood doors and hardware, specially intended for:
•   Heavy-traffic buildings, such as healthcare  

institutions;
•   Areas with a medium to high risk of HAI, hospital 

acquired infections. 

ASEPTI HealthCare is a smart opening system, 
featuring:
•   Doors with factory-installed hardware;
•   On-site installation readiness, for:
 -  Real savings in handling and administration 

time for the distributor,
 - Real savings in labour and on-site installation.

ASEPTI HealthCare Option

THE ANTIMICROBIAL  
SMART OPENING SYSTEM 
 

HOSPITAL    HEALTH CLINIC    SENIOR HOUSING    MEDICAL CENTER

235, 2nd Avenue, Lambton (Quebec)  G0M 1H0 Canada    1 800 463.3124
info@lambtondoors.com    architect.designer@lambtondoors.com

The FSC® logo identifies products which contain wood from well-managed forests certified in accordance with the rules of the Forest Stewardship Council®. Ask for our FSC® certified products.

WHY WORRY ABOUT HOSPITAL ACQUIRED INFECTIONS?
ANTIMICROBIAL SURFACE PROTECTION
STERITOUCH® IONIC SILVER TECHNOLOGY
WHY CHOOSE WOOD DOORS?



By Jill Gile, CSI, CDT

The Challenges of 
DOOR HARDWARE in 
EXTREME CONDITIONS
Extreme heat, extreme cold, and yes, even bears!
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Photo courtesy of Paul Patino

By Jill Gile, CSI, CDT

On a recent trip to Anchorage, CBA 
Group Sales Representative Paul 
Patino noticed something funny about 
the hardware on the public restrooms.  
“All the public restrooms in the parks 
around Anchorage had hospital push/
pull hardware on them.  I had to take 
a photo since this is the first time I’d 
ever seen this type of hardware used 
in this situation,” he said.  “I also had 
to ask about why this type of hard-
ware was installed in such an odd 
place.”
Hospital push/pulls operate with a 
simple push or pull motion, with a 
large handle to make it easier to use 
for people with reaching, grasping, 
manipulation, or physical disabilities. 
The large paddle also makes it easier 
for health care employees to operate 
the door if their arms are full of sup-
plies or occupied in helping a patient.
So what are they doing in this public 
bathroom? The extreme cold weather 
of our northernmost state poses spe-
cial challenges for door hardware, but 
this particular application focuses on 
another Alaska-specific problem—the 
wildlife!
Bears are very determined creatures, 
and quite clever to boot. They have fig-
ured out how to work standard levers 
that you often see on public buildings 
(including restrooms). To avoid a "fun" 
surprise while in the bathroom, these 
facilities in a public park feature hos-
pital push/pull hardware, which the 
local wildlife hasn't figured out how to 
operate—yet. 
There are also quite a few buildings 
with knobs instead of levers, to com-
bat this very same problem. Alaska 
certainly presents some interesting 
challenges for door hardware!

Of course, extreme temperatures are 
also a problem that faces the Alaskan 
market. A temperature of 100°F was 
recorded in 1915, and depending on 
location, winter temperatures can be 
30°F to 80°F. With temperature varia-
tions like that, thermal expansion/con-
traction can pose a huge problem.
Mark McRae, Director of Engineering 
of Hager Companies, indicates that 
door closers pose a specific problem 
in relation to temperature extremes 
as they function through the use of 
hydraulics to control the speed of the 
door.  In recognition of these com-
mon temperature issues, the BHMA 
Standard for Door Controls - Closers 
specifies that any closer intended for 
exterior or vestibule application is 
required to use a fluid with a “pour 
point” of -38°F or lower, ensuring that 
the fluid will not freeze and loss of 
door control occurs.
Another challenge facing Alaskan 
hardware is keeping the weather 
where it belongs—outside.  
Arctic entries are an important design 
feature in climates like Alaska’s. This 
is essentially a vestibule that allows 
for a gradual transition from the out-
side to the inside. Unlike a standard 
vestibule, the arctic entry may simply 
be an additional set of walls built 
around the exterior doors to block the 
wind and precipitation. They may 
have a set of latching or free-swinging 
doors that also block some of the cold 
temperatures. They can serve as a 
great place to shed a few layers before 
entering the building.
Other door hardware items that help 
combat extreme temperatures include 
gasketing and weatherstrip. Standard 
rubber will fail after a season or two, 

The Fireweed Business Center in Anchorage 
was designed to meet LEED Silver 
requirements, employing functional and 
energy-efficient technologies.
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so heavy-duty, temperature-resistant materials need to be 
considered.  
Herb Bindel, Supervisor, Technical Support and Master 
Keying at Hager Companies, recommends silicone or 
EPDM. 
“Silicone gaskets characteristics include resilience, high-tem-
perature stability, and general inertness,” he says. “Solid 
silicone can be used with metal closures and requires good 
closure force. Silicone provides a number of advantages—it 
is waterproof and won’t break down over time with expo-
sure to water; it’s flexible, so it won’t crack at high or low 
temperatures, and it won’t shrink over its lifetime.”
EPDM is a closed cell sponge rubber material that exhibits 
good aging properties, compressibility, and resistance to 
ozone and oxidation. It is available in a number of densities 
exhibiting varying degrees of hardness. The characteristics 
of EPDM weatherproof gaskets have their own advantages. 
It can withstand high temperatures, from up to 250°F, and 

down to 60°F. It is also waterproof and can withstand many 
of the hazards of aging, such as UV, ozone, and oxidation.
The Fireweed Business Center in Anchorage is a great 
example of many of these building principles in action. This 
building was designed to meet LEED Silver qualifications, 
the first of its kind in south-central Alaska. The building 
takes advantage of its natural surroundings to help control 
temperatures within the building, with automated intelli-
gent windows that are triple-glazed low-E units, on-demand 
heating and cooling, and daylight-sensing office lighting.  
If you’ve ever worked on LEED certifications, you will 
recognize that many of these “smart” building technolo-
gies will carry greater weight than simple door hardware. 
However, the importance of high-quality hardware, chosen 
with temperature extremes in mind and installed properly, 
cannot be overestimated. The Fireweed Business Center 
has cold-weather closers, gaskets, and weatherstripping 
installed. You can also see in the photos that their beautiful 
lobby entrance could definitely qualify as an “arctic entry.”  
Should you find yourself in Alaska on business or for plea-
sure, the stunning natural beauty will certainly be the first 
thing you notice. Their state motto is North to the Future, but 
it could just as easily be called Land of 360° Views. While you 
are enjoying sweeping vistas and towering peaks, don’t for-
get to spare a moment to investigate the innovative building 
designs that can also be found in abundance around you.   
If you’re very lucky—or, depending on your opinion of 
wildlife—very unlucky, you may even spot a bear trying 
(and hopefully failing!) to use the hospital push-pulls 
around the public parks. 

JILL GILE, CSI, CDT, is an Architectural 
Specifications Representative for Commencement 
Bay Architectural Group. She can be reached at 
jill@cbagroupnw.com.

If you’ve ever worked on LEED certifications, you will 
recognize that many of these “smart” building technologies 
will carry greater weight than simple door hardware. 
However, the importance of high-quality hardware, chosen 
with temperature extremes in mind and installed properly, 
cannot be overestimated.
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Answer: our aging population. 

Americans are living longer and the 
population of people age 65 and older 
(40.2 million in the U.S. today) is al-
ready providing incredible opportuni-
ties to expand the number of facilities 
to serve them. People of this age tend 
to require assistance because of the 
natural decline of physical and mental 
capabilities. 
According to the U.S. Department 
of Health and Human Services, 70 
percent of people turning age 65 can 
expect to use some form of long-term 
care during their lives. By 2040, the 
U.S. population age 65 and over will 
double to 81.2 million or 20 percent 
(one in five) of the population.
With the aging population, it will be 
less common for a family member 
to take care of a senior as it is now, 
placing a greater burden on younger 
family members. There were 11 possi-
ble caregivers for each family member 
requiring care in 1990. By 2050, this 
ratio is projected to be four to one.1 The 
care of seniors will increasingly fall on 
outside (non-family) service provid-
ers, hence the incredible growth in 
facilities housing and providing care 
services to seniors—skilled nursing 
facilities, continuing care retirement 
communities and assisted living 
facilities.
The growth in dementia-related 
illnesses adds to this demographic 
shift. According to the Alzheimer’s 
Association, by 2050 the number 
of people age 65 and older with 
Alzheimer's disease may nearly triple, 
from 5.2 million to a projected 13.8 
million, barring the development of 

medical breakthroughs to prevent or 
cure the disease.
The bottom line is that demand for fa-
cilities to serve a growing population 
of elderly requiring care is booming. 
Here is the current bed capacity of U.S. 
facilities as of 2014:

Adult Day Services Centers
• Number of adult day services 

centers: 4,800
• Percent of adult day services 

centers with for-profit ownership: 
44.2%

• Number of participants on any 
given day: 282,200

Residential Care Communities
• Number of residential care com-

munities: 30,200
• Proportion of residential care 

communities with for-profit own-
ership: 81.8%

• Number of licensed beds: 
1,000,000

• Number of residents: 835,200
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Figure 1. Percent distribution of long-term care services providers, by sector and region: United States, 2014.

What’s Driving the Demand for  

ACCESS AND EGRESS SOLUTIONS 
in the Growing U.S. Elder Care Industry? By Kerby Lecka 
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Nursing Homes
• Number of nursing homes: 15,600 
• Proportion of nursing homes with for-profit owner-

ship: 69.8% 
• Number of licensed beds: 1.7 million 
• Number of residents: 1.4 million 

As you can see, the number of facilities and beds must 
increase to meet the burgeoning demands of the aging 
population in the U.S. Along with this demand is the need 
to provide security and fire and life safety solutions specific 
to the needs of these facilities and the national, state and 
local codes and health regulations governing them. This 
will provide huge opportunities for those door hardware, 
security dealers and distributors, installers and system 
integrators willing to educate themselves about the skills, 
expertise and solutions needed to serve this market. 

Security and Life Safety Considerations
Long Term Care (LTC) facilities present unique security 
issues different from traditional hospital and health care 
facility security requirements. Patients/residents in LTC 
facilities are more at risk to harm from their actions like 
wandering, confusion and disorientation, from outsiders 
taking advantage of their frail and weakened conditions, or 
from their aggressive behaviors. Extra care, attention and 
security are required for these reasons. 
LTC facilities require varying levels of access control. 
Using electronic locks, keypads and card readers to 
protect assets is an obvious access control application. 
Main entries, doors to pharmacies and records rooms, and 
doors to supply, linen and physical therapy rooms, all have 
unique requirements. The function of each opening must 
be considered when specifying a solution. Devices could 
include standalone locks with wiegand keypads, and/or 
proximity readers, and include audit trail capability, etc. 
Or, electromagnetic locks, exit devices, and electric locks 
tied to access controls could be appropriate. Even simple 
controllers and ADA-compliant request-to-exit switches for 
control, monitoring and system logic can all be applied. 
Of paramount importance to LTC facilities is access and 
egress control to protect patients with dementia-related 
conditions. Delayed egress solutions designed to allow 
patients freedom of movement while preventing them 
from leaving the safety and protection of the facility are 
particularly effective. Electromagnetic locks and elec-
trified exit devices can be connected to access controls 
with delayed egress logic designed to provide a timed 
period before the lock is released and to notify staff of the 
attempt to open the door. In this way, the patient security 
can be addressed while maintaining the integrity of the 
facility’s fire and life safety procedures. 
Many delayed egress solutions will communicate with 
existing patient wandering systems and some integrate 
the delayed egress logic directly into the hardware, 

eliminating the need for separate door controllers or 
consoles.

Long-Term Care Facilities Definitions
LTC facilities serving the elderly population come in a vari-
ety of shapes, sizes and functions, depending on the needs 
of the patients being served. “LTC facilities for seniors” 
is really a blanket term for any elder care facility “that 
provides rehabilitative, restorative, and/or ongoing skilled 
nursing care to patients or residents in need of assistance 
with activities of daily living.”2 LTC Facilities include nurs-
ing homes/skilled nursing facilities, assisted living facili-
ties, continuing care retirement communities, residential 
care communities, and adult day care services centers.

Long Term Care Facility3 
A facility that provides rehabilitative, restorative, and/
or ongoing skilled nursing care to patients or residents in 
need of assistance with activities of daily living. Long-term 
care facilities include nursing homes, rehabilitation facil-
ities, inpatient behavioral health facilities, and long-term 
chronic care hospitals.

Nursing Home/Skilled Nursing Facility4 
A residential facility for people with chronic illness (an ill-
ness that lasts three months or more) or disability, particu-
larly older people who have mobility and eating problems. 
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Assisted Living Facility5 
A type of long-term care facility for elderly or disabled 
people who can get around on their own but who 
may need help with some activities of daily living or 
simply prefer the convenience of having their meals in 
a central cafeteria and having nursing staff on call.

Continuing Care Retirement Community6  
Continuing care retirement communities (CCRC) are 
retirement communities with accommodations for 
independent living, assisted living, and nursing home 
care, offering residents a continuum of care. A per-
son can spend the rest of his life in a CCRC, moving 
between levels of care as needed. People in the senior 
housing industry call this "aging in place," although it 
does require leaving one's original residence.

Residential Care Community7  
Care homes, also known as adult family homes, board 
and care homes, residential care or personal care 
homes, offer personalized service to small groups of 
adults. These residential homes provide lodging, meal 
services and assistance with daily living activities.

Adult Day Care Services Center8  
An adult daycare center is typically a non-residential 
facility that supports the health, nutritional, social, 
and daily living needs of adults in a professionally 
staffed, group setting. These facilities provide adults 
with transitional care and short-term rehabilitation 
following hospital discharge. Adult day care centers 

primarily focus on providing care for people with 
a specific chronic condition, including Alzheimer's 
Disease and related forms of dementia; additionally, 
these services may be available for any adult with 
disabilities and also the elderly population.
With a general idea of the growing market opportu-
nities, the types of access and egress control solutions 
required, and the kinds of LTC facilities, door and 
hardware professionals can live well and do good for 
many years by simply bringing their invaluable secu-
rity and safety expertise to LTC facilities. 

KERBY LECKA is Director of Marketing at 
SDC (Security Door Controls). He can be 
reached at kerby@sdcsecurity.com.
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1The Aging of the Baby Boom and the Growing Care Gap: A Look at Future 
Declines in the Availability of Family Caregivers, AARP Public Policy Institute.

2MedicineNet.com
3MedicineNet.com
4MedicineNet.com
5MedicineNet.com
6www.aplaceformom.com/senior-care-resources/articles/

continuing-care-retirement-communities
7http://www.aplaceformom.com/care-homes
8https://en.wikipedia.org/wiki/Adult_daycare_center
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WHAT WILL 
YOUR NEXT 

CONNEXTION 
LEAD TO?

DHI conNextions 2017 in Phoenix, Arizona 
In just two short months, door security + safety profes-
sionals across the country will pack their bags and head 
toward the Valley of the Sun. While Phoenix itself offers 
many desirable attractions and destinations, the main event 
on May 10-12 will be at the Phoenix Convention Center for 
DHI conNextions 2017. Trust us, this year’s convention will 
be as hot as the Phoenix sun.  

Similar to past DHI conNextions, the Phoenix convention will 
gather the industry’s brightest professionals and companies, 
but this year you will also get a glimpse into the future of 
your industry—and tips to help you stay ahead of it.
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CRAFTING YOUR FUTURE WITH  
TOP INDUSTRY THOUGHT LEADERS — 
DHI’S FORUM FOR THE FUTURE
For the first time ever, several of the most stra-
tegic manufacturer and distributor powerhouses 
will gather to share their insights and visions for 
the future while you sip on some coffee and enjoy 
a little breakfast. For an hour and a half, you have 
the unique opportunity to hear from the people 
who are shaping our industry. 

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

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

“How will BIM impact my company and when?”

"How is the distribution channel evolving 
 and what will my role be?"

“What will my customers be looking for  
in the future; pre-installed hardware,  
on-site installation, after market sales?"

Through a professionally moderated session,  
our esteemed panelists will give you valuable 

nuggets of advice that you can start implementing 
the moment you get back to the office. Or you can 
start immediately—since you will be dining with 
your industry peers who are hungry to advance 
the future of their companies, too. 

Our panelists will inspire you to look forward to 
the exciting future that awaits the door and hard-
ware industry—and your company. In fact, we 
should warn you that you’ll probably start formu-
lating short- and long-term plans for your compa-
ny’s success before lunchtime.

This exciting event will be an opportunity for 
your questions to be addressed. If there is some-
thing specific you’d like these industry mavens 
to address, you can participate in the pre-show 
survey to have a chance for them to tackle your 
concerns. If you don’t have a question just yet, 
start thinking about it because you’ve only got 
two months until the show.

So if you want to know where the industry is 
going—and honestly, who doesn’t—you must 
attend the Forum for the Future Breakfast. 
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EVERY CONNEXTION MATTERS
Over the course of three days, you will have the opportunity 
to connect, learn and experience some of the most innovative 
thinking in the industry. Don’t miss this opportunity.

No matter your experience or position, DHI conNextions 
always leads to better opportunities for those who attend.

EDUCATION 
DHI conNextions is all about being inspired, helping you grow 
professionally and learning everything you need to know to suc-
ceed in the door and hardware industry. Education can be found 
in conNextions general sessions, DHI’s Education Sessions, the 
exhibitor-presented Industry Marketplace and SolutionSessions. 
Education Sessions are designed to help professionals at every 
level of their career—and we offer a wide array of business, 
managerial and technical sessions.

2017 EDUCATION SESSIONS

  Grow Your Business through Fire Door Inspections

 Understanding Tornado and Hurricane Codes: 
Current ICC 500 Codes and FEMA 361/320 
Guidelines Concerning Components and Cladding  

  Organizing and Conducting a Keying Conference

  Code Updates Panel

  BIM for Construction and Facilities

  Eliminating Unnecessary Retainage

  Understand the Risks of Pay-if-Paid Clauses  
and Get More "Pay" and Less "If"

  Unlocking Surety Credit — Keys to the What,  
Why, and How of Surety Bonds

  Improve Your Communication and Revenues 

  How to Be a Leader, Manager and Coach

Visit dhiconnextions.org to learn more about this year’s sessions. 

PRODUCT EXPOSITION
The DHI tradeshow will be open for nine exclusive hours. That’s 
plenty of time for you to experience all of the latest and most 
innovative products and solutions from the top industry manu-
facturers and suppliers.

In those nine hours you have the chance to plan for future pur-
chases, make career-changing partnerships and learn all about 
the most exciting products on the market. Be sure to attend the 
Opening Reception and educational SolutionSessions as well.

FORUM FOR 
THE FUTURE 
PANELISTS

RICK WHITE
Vice President of Sales  
and Field Marketing for  
the Americas, Allegion

PAUL DAUPHIN
President, ASSA ABLOY  
Door Security Solutions 
Vice President, Business 
Development, ASSA ABLOY 
Americas

CHRIS HOLLOWAY
President, The Cook & 
Boardman Group, LLC

SCOTT SUPPES, AHC 
President & CEO,  
CP Distributors, Ltd.  

JOSHUA D. HAGER 
President & COO,  
Hager Companies  

JASON PULLIAM
Vice President Sales —  
North America, BEST  
Access Solutions

REX E. NEWCOMER,  
AHC/CDC, CDT, FDHI
President & CEO,  
D.H. Pace Company, Inc. 

CHRIS CASAZZA
Chief Executive Officer,  
Midwest Wholesale Hardware

RON COUCH, AHC 
President & Chief Operating 
Officer, Central Indiana 
Hardware Co., Inc. 

FOSTER SMITH
President & Partner,  
National Guard Products, Inc. 

WILLIAM S. TRIMBLE III, AHC
President, William S.  
Trimble Co., Inc.
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GENERAL SESSION
Just when you think you’ve learned everything you need to know, 
DHI conNextions has one more trick up our educational sleeve 
this year—a groundbreaking keynote session by Beth Ziesenis on 
technology. 

A DAY IN THE LIFE OF A NERDY  
DOOR SECURITY + SAFETY PROFESSIONAL

For many door security 
+ safety professionals, 
technology is a part of 
who they are and how they 
work. However, for others, 
technology is something 
that they use mainly in 
their personal life. The 
truth is that in today’s 
world, technology is every-
where we are, and if you’re 
not taking advantage of 
it in the workplace, your 
company is missing out.  

Author, speaker and overall technology nerd, Beth Ziesenis, will 
help answer all of your tech questions such as: What are today’s 
best practices to improve productivity and reduce errors and 
unnecessary procedures? What technology, hacks and programs 
you should be using to make your staff, knowledge and products 
work at the speed of business?  

Join your colleagues for this fast-moving, laugh-filled session 
that takes you hour by hour through a day in the life of a tech-
savvy door security + safety professional. 

NETWORKING OPPORTUNITIES 
One way you can help ensure your convention experience is the 
best yet is to roll up your sleeves and extend your hand. That’s 
right—a simple handshake and introduction is all it takes. You 
never know whom you might meet and what that one handshake 
will lead to. 

In fact, we’ve heard from past attendees about how just one 
connection they made at DHI conNextions led to major business 
deals. Networking opportunities are available throughout the 
show during sessions, on the tradeshow floor and after hours.

CHANNELEXCHANGE
No matter if you’re an attendee or an exhibitor, ChannelExChange 
offers private meetings with current and new channel partners. 
During your pre-scheduled meetings, you can strategize and talk 
frankly with the people who matter most to the success of your 
business.

These meetings can take place in either a private suite for more 
in-depth conversations or on the tradeshow floor. Begin setting 
up your ChannelExChange appointments early next month with 
the conNextions app.

REGISTER TODAY AT DHICONNEXTIONS.ORG!
There’s no time like the present to start preparing for the 
future of your company’s success—so register now and pack 
your bags. Your competition probably already has.

DHIcon ions
Connecting
Door Security +
Safety Professionals 
May 10-12 | Phoenix, AZ

WHERE 
THERE’S 
ALWAYS 

SOMETHING 
MORE TO 

LEARN.
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Revisiting a 
BEHAVIORAL 

HEALTHCARE WARD

In April 2011 I authored an article titled Life Safety 
Needs In Behavioral Healthcare. At the time, it was 
one of the first articles in Doors + Hardware with 
the phrase anti-ligature. The article highlighted our 
industry’s efforts to address the growing need for 
life safety products in areas where patients were 
at high risk of harming themselves. The original 
article can be found at http://bit.ly/2lMgUlb. 
I had been active in this specific area for several 
years, and hold several patents in this category, 
including the first ligature-resistant lever. While 
preparing the article, I visited a hospital (they 
prefer not to be identified for privacy reasons) 
where ligature-resistant products were installed 
and used images from that visit to illustrate some 
of the points mentioned in the story.

By Mark J. Berger

A patient room has been 
converted to an arts and 
crafts and music room.

Photos courtesy of Mark Berger
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Readers of this magazine are treated to case studies from a 
wide variety of facilities across the world. I am always fas-
cinated learning about the development of products to meet 
specific needs and applications. Fortunately, DHI members 
have access to years of Doors + Hardware issues online, and I 
strongly recommend perusing them when you have time. 
In reviewing the stories myself, I had a hard time finding 
a story where a featured location was revisited years after 
the original article was published. I thought it might be 
interesting to return to a facility six years after a story was 
published and see how the door hardware and related items 
have held up over time; what changes or modifications 
might have been needed; and if there were any newly-iden-
tified needs. I also wanted to speak to the staff and facilities 
to hear about the everyday use of the product, whether it 
met their needs and see what type of maintenance had been 
required.
So, on a cold winter’s day, I made arrangements to vis-
it the facility. This location has the capacity for up to 30 
patients, and like all behavioral healthcare wards, is staffed 
by dedicated professionals, 24 hours a day, seven days a 
week. There are ligature-resistant lever locks installed on 
each door, with a variety of locking functions. Most are the 
typical patient room function, where the rooms are locked 
during the day when the patients are at activities. Yet exit-
ing from the room is possible at all times, even if it is locked 
on the exterior. The levers are always free moving, so there 
is never a rigid lever. An ingenious lock and spindle design 
assure this operation.
The doors also contain an alarm which senses an item 
draped over the top of the door, which may indicate a 
suicide attempt. A pivoting bar mounted at the top of the 
pull side of the door contains multiple switches, so that any 
activation of the bar will initiate an alarm signal at the con-
sole. A special hinge was created to work in concert with 
the pivoting bar and allows the bar to extend from the lock 
edge of the door, right up to the hinge. In addition to the 
console at the nurse station, which has LEDs and signage to 
indicate which room is triggering an alarm, there are also 
strobes above each door to direct staff to an alarm situation.
A keyswitch at the door is required to reset any alarm, 
mandating a visit to any location which is in the alarm 
state. There is no way to remotely stop the alarm, although 
the console has a shunt button, which when held down, 
will silence the console’s piezo alarm. 

Over the years I 
have been back, 
as the facility 
manager has 
been gracious to 
provide access 
to the ward and 
hosted doctors, 
nurses and other 
professionals from other hospitals interested in seeing liga-
ture-resistant hardware and alarms in a real-life setting. A 
true mark of a professional is a willingness to assist others 
and share best practices. 
In this case, saving patient lives is the goal. Anything which 
allows a hospital that is in the design or renovation stage to 
learn from years of experience at another facility will save 
lives. This generosity of spirit helped save at least one life 
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that I can attribute to visiting this site. The direc-
tor of a facility who toured this location and then 
replicated their lock and alarm elements at their 
own site informed the representative that short-
ly after installing the alarm system, they were 
alerted to a patient’s attempt to harm himself and 
were able to get to him before anything irrevers-
ible occurred. 
The staff at this location has confirmed that they 
test the alarms regularly as part of their safety 
protocol. The director has been there for the past 
four years and has reported that there have not 
been any sentinel events (an unanticipated event 
resulting in serious patient harm, as defined by 
The Joint Commission) at the door, and the staff 
takes great comfort in knowing they have tools to 
assist them in keeping their patients safe.

Many behavioral healthcare wards have patients 
who are very educated and skilled. Some have 
been trained to extricate themselves from sce-
narios where they may be held against their will. 
Ligature resistant designs must take this into 
account. I call this the MacGyver Syndrome, and it 
is a guiding factor. 
The ligature-resistant locksets that were installed 
in this facility starting in 2008 contain the first 
patented lever assemblies. These were designed 
to be effective against tying on a bedsheet or oth-
er item and attempting to do harm by going up 
and over the door or by attempting to pull down 
on the lever. The levers are always free moving, 
so they are only rigid at the end of their rotation. 
That’s the ultimate test point to ensure the sheet 
or other item slides off the lever. 

This facility has reported that they 
have never had an issue with a pa-
tient using the levers to harm them-
selves, whether it is in the methods 
mentioned above, or in trying to use 
the levers and going across the edge 
of an open door. The staff performs 
their normal rounds and the instal-
lation of ligature-resistant locks and 
other furnishings has been one of the 
reasons they were recognized early 
on as a model facility and were so 
valuable to those professionals who 
came to study what they have done.
One of the biggest changes on the 
ward which improves the atmosphere 
for the patients has nothing to do 
with the locks and alarms them-
selves. However, all the installed ele-
ments do play a part in achieving an 
important design goal. While review-
ing the archive of photos from the 
2011 visit, I could not find any general 
pictures of the ward. We are always 
very careful not to show patients or 
staff, but this time I took long photo-
graphs showing the corridors.

Another patient room converted for a different purpose, the staff break room.

Many behavioral healthcare wards have patients who are very 
educated and skilled. Some have been trained to extricate themselves 
from scenarios where they may be held against their will.
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And that was the big change—the ward has been spruced 
up to with more of a hotel feel than a hospital look. The 
actual doors and frames remained the same, but beautiful 
murals have been painted on the walls, the lighting has 
been improved, and the general décor feels uplifting. The 
ligature-resistant locks and alarms contribute to this effort 
by not looking industrial. The absence of heavy, detention 
looking hardware is very important. 
This location was also the site of the first installation of the 
ligature-resistant levers on a patient room door, approxi-
mately nine years ago. Whenever I visit the site, I always 
look at “Door 1” and the original lockset. The room where 
the lockset was installed was inswinging, so we didn’t 
think about the need for deadlatching. Surveying other 
doors indicated that there would be a mix, so while this 
original installation had a three-part latch and no deadlatch, 
the locks for subsequent doors had a more modern latch 
and deadlatch combination.
The original set of conical escutcheons had a two-part 
design on the interior. We then created a cleaner look, so 
only the first series of locks are identified by the visible 
line. There aren’t too many out there like that, so I always 
get a kick seeing it. The staff knows I always want to open 
the door to the room with “Lock #1” as they call it, and 
they always seem to have the key ready to unlock the door 
for me. Over the years, I had seen the room when occu-
pied by patients and at different times when it was empty. 
Nevertheless, the original hardware is still functioning and 
performing as expected.
Staff reported that the patient load has lessened over the 
years. As a result, certain rooms have been repurposed 
for other uses. One of the rooms shown in the 2011 article 
is now a music and arts and crafts room. You can see the 
decorations on the door. Another room has become the staff 
break room. It is probably the only break room you will 
ever see with an anti-hanging alarm on the door. While the 

The patient door alarm console, still in the original location, 
now with a video intercom next to it.
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lockers look like any other break room, 
the door hardware and alarm are a 
giveaway as to the original use of the 
room.
This facility was one of the first to have 
rooms converted to accommodate 
female patients on the same behavioral 
healthcare ward with men. Female 
patients are afforded the ability to do 
something which heretofore had not 
been permitted on the wards: they are 
allowed to lock themselves in their 
rooms. The obvious reason for the pri-
vacy is their protection, but remember, 
staff in these wards typically check on 
the patients every 15 minutes. 
This meant creating a lockset which 
would allow female patients to lock 
their doors, but the turnpiece had 
to provide safety and not allow the 
patient to block the turnpiece and 
prevent entry by key. Locksets with 
this function have been installed for 
over seven years at this location, and 
there has not been an instance where a 
nurse could not enter a locked patient’s 
room when using their key.
The maintenance staff says the facil-
ity has not purchased any additional 
locksets or door alarms to replace the 
original bars. There have been a few 
spring adjustments on the sensor bars 
to ensure proper alarm function and 
there was a broken plunger switch 
in one keyswitch which had to be 
replaced. All the other alarm system 
elements and locks have performed 
without adjustment. Regular testing is 
critical in making sure the alarm and 
locks meet the mission for which they 
were installed.

The staff’s work is aided by eliminat-
ing concern about patients harming 
themselves on ligature points. This 
ward has not undergone a complete 
renovation which would have necessi-
tated removing patients for a period of 
time. The creative steps they have tak-
en have transformed the ward without 
major structural changes. Professional 
visitors have studied the way the staff 
has transformed the space and it is a 
model for others.
Revisiting the site of the 2011 article 
and sharing how they have enhanced 
the space while retaining the lock-
sets and alarms is a way to show the 
durability of the products our industry 
produces. I’d be interested to see addi-
tional articles revisiting other inter-
esting locations which have been the 
subject of stories in these pages over 
the year. Let’s see what we can come 
up with to share our best practices and 
help others in our industry promote 
safety and security. 

MARK BERGER is the 
President of Securitech 
Group, Inc. and First 
Vice President of DHI. 
He is humbled by the 
appreciation expressed 
by nurses and other 
staff members when 
discussing how the life 

safety products have saved lives. He can be 
reached at mberger@securitech.com.

Full view of a patient room door, 
with the door sensor bar at the top.

The first lockset installed, 
still in use nine years later.

The newer lock design, as 
seen from the exterior.

The staff’s work is aided by eliminating 
concern about patients harming themselves 
on ligature points.
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School Security Update

In case you haven't been following the classroom barricade 
device issue closely, here's an update. Within the last few 
years, products have begun to appear on the market which 
were advertised as a secure way to lock a classroom door 
during a school shooting. With school districts pressured to 
find a way to address their security needs quickly and within 
already-strained budgets, some districts considered retrofit 
security devices that were less expensive and easier to pro-
cure than new locksets. In some cases, locksets were already 
in place, but classroom barricade devices were touted as a 
way to provide additional security, address glazing adjacent 
to door hardware, or rectify a lack of established lockdown 
procedures or key distribution.
The problem with using retrofit devices to address insuffi-
cient security or procedures is that when installed on a door 
with existing latching hardware, most classroom barricade 
devices do not meet the model code requirements. The model 
codes that have been adopted in most U.S. states include the 
International Building Code (IBC), International Fire Code (IFC), 
and NFPA 101 – The Life Safety Code. These codes currently 
require one operation to release the latch(es) on a door in a 
means of egress, with no tight grasping, pinching, or twisting 
of the wrist, and no key, tool, special knowledge, or effort. For 
fire door assemblies, all components must be listed for use on 
a fire door. 
Faced with the egress requirements of the existing model 
codes, efforts were made by proponents of barricade devices 
to change the codes and relax the requirements that man-
date free and unobstructed egress. Change proposals which 
favor security over egress cited a reduction in school fires as 
evidence that the stringent codes adopted to keep building 
occupants safe were outdated. On the contrary, many code 
experts credit the requirements of the model codes for drasti-
cally reducing fire deaths over the last 50 years. 
In some states, attempts to change codes in order to allow 
retrofit security devices were driven by state legislators. In 
Arkansas and Ohio, legislators approved bills requiring code 
changes to be made, despite information provided by state 
code officials as well as organizations such as the National 

Association of State Fire Marshals (NASFM), the Partner 
Alliance for Safer Schools (PASS), and the Door Security & 
Safety Foundation (DSSF). 
In a few other states, code officials approved the use of 
some types of classroom barricade devices, if certain criteria 
were met. Other states issued bulletins clarifying that secu-
rity devices which did not meet the model codes were not 
allowed. The majority of states did not make an official state-
ment either way, relying on their existing state code require-
ments to ensure that locking devices used on classroom 
doors allowed free egress, were listed for use on fire doors 
(where required), and met the accessibility standards. 
This mixed approach has resulted in inconsistencies from one 
state to the next, and even greater variations between school 
districts where conditional 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 affecting evacuation, this can also impact a situa-
tion where an unauthorized person has barricaded the door 
with hostages inside, and there is no means of authorized 
access to the room. 
In an attempt to create a safe, consistent set of code 
requirements for school security, the Builders Hardware 
Manufacturers Association (BHMA) Codes and Government 
Affairs Committee proposed a change to the IBC. After moving 
through the code development process, with input from the 
International Code Council and numerous other stakeholders, 
the change was approved. Similar language was later approved 
for the IFC, and a corresponding change is currently in prog-
ress for NFPA 101 - The Life Safety Code. 
The 2018 edition of the IBC will include the following section 
to address school security:
1010.1.4.4  Locking arrangements in educational occupan-
cies. In Group E and Group B educational occupancies, egress doors 
from classrooms, offices and other occupied rooms shall be permitted 
to be provided with locking arrangements designed to keep intruders 
from entering the room where all of the following conditions are met:

By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR
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1. The door shall be capable of being 
unlocked from outside the room with a 
key or other approved means.

2. The door shall be openable from within 
the room in accordance with Section 
1010.1.9.

3. Modifications shall not be made to 
listed panic hardware, fire door hard-
ware or door closers.

1010.1.4.4.1 Remote operation of locks. 
Remote operation of locks complying with 
Section 1010.1.4.4 shall be permitted.
The key points in this code change are:
• This language applies to K-12 

schools, colleges, and universities.
• The requirements apply to class-

rooms and also to offices and other 
occupiable rooms.

• If the rooms are lockable, they 
must be able to be unlocked from 
the outside with a key or other 
approved means.

• Locks are not mandatory, but if 
locks are used, the doors must meet 
the requirements for egress – one 
operation to unlatch, no key, tool, 
special knowledge, or effort, and 
no tight grasping, pinching, or 
twisting of the wrist.

• Listed panic hardware, fire door 
hardware, and door closers must 
not be modified.

• Remote operation is acceptable if 
the locks meet the other require-
ments of this section.

Revised code language will be included 
in the 2018 editions of the model codes, 
which will go into effect when adopted 
in a particular state or jurisdiction. That 
could mean several years or even a 
decade for the new language to become 
effective across the U.S. But there are 
two pieces of good news:
1. The bulk of this code language is 

already included in the current 
(and past) model codes. Normally, 
it would not be necessary to reit-
erate information that’s stated 
in another section of the code, 
but it is important that these 
requirements be perfectly clear. 
The reference to information that 
has been in the codes for many 
years underscores the importance 
of maintaining these existing 
requirements. The only new cri-
teria for school security is that 
doors which are able to be locked 
must be able to be unlocked 
from the outside using a key or 
other approved means. Note that 
“approved” means “acceptable to 
the building official.”

2. States may adopt the new lan-
guage ahead of adoption of the 
entire 2018 model code. This offers 
a consistent alternative to indi-
vidual state code changes. This 
“pre-adoption” recently occurred 
in North Carolina, where the NC 
Building Code Council received 
a proposed change which would 
have allowed “emergency 

lockdown safety mechanisms” 
in schools and office buildings. 
Instead of approving this change, 
the Building Code Council 
adopted the 2018 model code lan-
guage addressing school security.

As code changes favoring barricade 
devices are proposed in other states, it’s 
important for the officials responsible 
for considering the change to be aware 
of the 2018 model code language. Rather 
than adopting code language that is 
specific to each state and may conflict 
with the model code requirements, 
adopting the approved 2018 language 
will lead to increased consistency and 
continued protection of the means of 
egress. This will help to ensure that free 
egress and life safety are considered 
when selecting security devices; there 
are many locks available which provide 
the necessary level of security and also 
meet the model code requirements.
Is your state or local jurisdiction con-
sidering a change? Find out and alert 
BHMA or the DSSF, so information 
on the 2018 language can be shared as 
another potential option. 

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. 

Photos courtesy of Lori Greene

A. The 2018 model code language prohibits modifications to panic hardware, fire door hardware, and door closers. Hardware used on fire doors 
must be listed for that purpose. B. The model codes require all locks and latches on an egress door to be released with one operation; doors 
which require multiple releasing operations can deter evacuation. C. When the new requirements are adopted, lockable doors in educational 
occupancies must be capable of being unlocked from the outside with a key or other means approved by the building official.

A B C
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2017 SPRING TECHNICAL SCHOOL

TAKE ADVANTAGE 
OF ONLINE LEARNING
WHETHER IT’S SELF-PACED OR INSTRUCTOR-LED, ONLINE 
LEARNING IS A CONVENIENT AND COST-EFFECTIVE OPTION.

IT’S BIGGER, IT’S BETTER, IT’S BACK!

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 CE1401, CE1501 and CE1601.

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

This year DHI is offering its biggest Spring Technical School within the last 10 years! Bring your questions to the experts, 
network with your peers and return to your workplace with new knowledge.With excellent instructor-to-student ratios, 
and discounts are available too! 

Can't make it to this Technical School? DHI Canada is offering a Spring Technical School May 29–June 2 in Montreal. 
For more information, go to www.dhicanada.ca

Schedule subject to change

REGISTRATION OPEN FOR 2017 SPRING TECHNICAL SCHOOL IN LANSDOWNE, VA
APRIL 2–9, NATIONAL CONFERENCE CENTER

 

FLEXIBLE
CAREER-FOCUSED

IN THE COMFORT OF
YOUR OWN HOME

New: Earn the 
DHIA Certificate!
The Door + Hardware Industry Associate 
(DHIA) certificate, the first step of DHI's 
new credential and certification program, 
can be achieved by taking just two online 
courses: COR101: Fundamentals of 
Architectural Doors and Hardware, 
and COR102: Introduction to Codes 
and Standards, and passing the exams. 
Please note that the Associate designation 
appears on the certificate of completion 
only, and is not used as a credential.

COR125: 
Takeoff & Estimating

COR133:
Electrified Architectural Hdw

AHC205:
Detailing Hardware

COR160: Material 
Purch. Concepts

COR117 (former COR113 & COR120):
Applications of Doors, Frames and Hardware

AHC207:
Advanced Detailing  Hdw

EHC400:
Electrifed Hardware Documentation

EHC405:
Access Control & Electrfied Hdw Systems

EHC410:
EAC & EH Installation & Troubleshooting

EHC420:
EHC Exam Prep

COR140:
Using Codes & Standards

DAI600:
Fire and Egress Door Assembly Inspection

CDC300:
Using Dr & Fr Stds

CDC305:
Detailing Doors & Frames

CDC310:
Writing Door & Frame Specifications

CDC315:
CDC Exam Prep 

AHC215:
Writing Hardware Specifications

AHC220:
AHC Exam Prep

COR153:
 Installation Coord & Proj Mgmt 

COR103: 
Understanding & Using
Construction Documents

COR147:
Introduction to Specification Writing

AHC200:
Masterkeying

SUN 4/2 MON 4/3 TUE 4/4 WED 4/5 THU 4/6 FRI 4/7 SAT 4/8 SUN 4/9

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.



2017 SPRING TECHNICAL SCHOOL

TAKE ADVANTAGE 
OF ONLINE LEARNING
WHETHER IT’S SELF-PACED OR INSTRUCTOR-LED, ONLINE 
LEARNING IS A CONVENIENT AND COST-EFFECTIVE OPTION.

IT’S BIGGER, IT’S BETTER, IT’S BACK!

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 CE1401, CE1501 and CE1601.

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

This year DHI is offering its biggest Spring Technical School within the last 10 years! Bring your questions to the experts, 
network with your peers and return to your workplace with new knowledge.With excellent instructor-to-student ratios, 
and discounts are available too! 

Can't make it to this Technical School? DHI Canada is offering a Spring Technical School May 29–June 2 in Montreal. 
For more information, go to www.dhicanada.ca

Schedule subject to change

REGISTRATION OPEN FOR 2017 SPRING TECHNICAL SCHOOL IN LANSDOWNE, VA
APRIL 2–9, NATIONAL CONFERENCE CENTER

 

FLEXIBLE
CAREER-FOCUSED

IN THE COMFORT OF
YOUR OWN HOME

New: Earn the 
DHIA Certificate!
The Door + Hardware Industry Associate 
(DHIA) certificate, the first step of DHI's 
new credential and certification program, 
can be achieved by taking just two online 
courses: COR101: Fundamentals of 
Architectural Doors and Hardware, 
and COR102: Introduction to Codes 
and Standards, and passing the exams. 
Please note that the Associate designation 
appears on the certificate of completion 
only, and is not used as a credential.

COR125: 
Takeoff & Estimating

COR133:
Electrified Architectural Hdw

AHC205:
Detailing Hardware

COR160: Material 
Purch. Concepts

COR117 (former COR113 & COR120):
Applications of Doors, Frames and Hardware

AHC207:
Advanced Detailing  Hdw

EHC400:
Electrifed Hardware Documentation

EHC405:
Access Control & Electrfied Hdw Systems

EHC410:
EAC & EH Installation & Troubleshooting

EHC420:
EHC Exam Prep

COR140:
Using Codes & Standards

DAI600:
Fire and Egress Door Assembly Inspection

CDC300:
Using Dr & Fr Stds

CDC305:
Detailing Doors & Frames

CDC310:
Writing Door & Frame Specifications

CDC315:
CDC Exam Prep 

AHC215:
Writing Hardware Specifications

AHC220:
AHC Exam Prep

COR153:
 Installation Coord & Proj Mgmt 

COR103: 
Understanding & Using
Construction Documents

COR147:
Introduction to Specification Writing

AHC200:
Masterkeying

SUN 4/2 MON 4/3 TUE 4/4 WED 4/5 THU 4/6 FRI 4/7 SAT 4/8 SUN 4/9

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.



On The Job–Colby Dunham
By Mark J. Berger

Real Openings

Grand Prairie, Alberta, is not exactly the dot on the map that you’d think would be the 
inspiration for a treasure trove of photographs for Real Openings. But thanks to Colby 
Dunham of Odessa Doors, readers of this column have learned that blocked openings and 
interesting hardware applications are as likely to turn up in this city almost 500 miles north 
of Edmonton.

Colby has been in our industry a little over 10 years and his observations sum up what we 
all have learned as we have embraced this profession:

I had no idea of the complexity of hardware and why or where you would choose a specific 
device or product. I also had no idea an opening could prove to be one of the single most 
important assemblies in an emergency situation and the code violations that could arise from 
such a small area of building construction.

Colby has had several photos published in our Reader’s Photos columns. Here are a few 
more of the photos Colby has shared.

 EGRESS BLOCKED
How many times have we run into 
doors blocked off by cabinets 
or shelves? In this case, the door 
wasn’t an exit door and fortunately, 
the means of egress was not 
impeded. And please get a cover 
plate for the light switch. I’m sure 
there’s an electrician’s magazine 
that shows that violation every 
month.

 BAG IT
Eagle eyes will spot a few interesting 
elements here. The fire label is on 
the lock edge, even though it is a 
single door. There appears to be a 
hold open at the top. The latch is not 
projected. And there’s this giant bag 
holding this rated door open.

 WHEN A DEADBOLT IS 
NOT ENOUGH
Here’s what you do with all those 
left over washers on a job site.
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Photos courtesy of Colby Dunham of Odessa Doors

DEADBOLT AND DEVICE
This door had a cylindrical lock 
which was removed when the exit 
device was installed. The latch pro-
tector was left in place, which is fine. 
But removing the deadbolt would 
have been a good idea and that bar 
sticking off the door is part of a bar-
ricading device which also shouldn’t 
be there.

 KNOB 1ST
We know it’s confusing to see a knob and an exit device on the 
same door. Here’s a helpful, handmade suggestion informing 
people how to exit.

 MISSED IT BY THAT MUCH
What do you do when the door doesn’t reach the magnetic 
hold open? Clearly mounting a hook on the wall that catches 
the trough at the top of the door is the answer.
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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.

 AFTER A LONG DAY
We know that Cody works hard and after a long day, would like to just relax. 
Here are his comments on what he discovered at this spot: “All the exits 
in this particular building have a deadbolt that overrides the main latch 
function. And to boot, the front entry is a double-sided deadbolt. Back door 
photo: Panic on active with deadbolt, no closer on inactive or coordinator.”

 NINJA DOOR 
Not painting doors and frames is one way to make sure that labels are 
not painted over. This door has signage teaching kids all the traits and 
responsibilities of a ninja. I’m willing to bet “Observing life safety codes and 
not substituting strike plates” was not listed.

 LONG ARM EXIT
Another case of signage instructing you how to exit a door that is supposed 
to be single motion. But you’d need really long arms to press the button and 
exit device at the same time. 
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The Revenue 
Growth Habit

The more we communicate with customers and 
prospects, the more we sell. The more that peo-
ple hear from us, the more they buy from us. 
(The opposite is also true—the less they hear 
from us, the less they buy.)
Most of the communications in my system of rev-
enue growth are questions. I teach the customer- 
facing people at my clients’ companies to ask 
these questions regularly, systematically. Here 
are 31 questions you can ask your customers and 
prospects to grow your sales. 

Questions to Ask Yourself
1. How do I help my customers and pros-

pects? (If you don’t know, ask them; they’ll 
tell you.)

2. Is my material—website, brochures, and 
even personal emails—about my prod-
ucts and services, or about how I help my 
customers?

3. Am I asking for the business every time it 
is discussed? Am I pivoting to the sale at 
every opportunity?

4. Because my customers can feel my atti-
tude, am I bold, confident and positive on 
during every sales conversation? 

Questions to Ask Your Customers

To increase order size annual sales: 
5. Did you know we also do “x?” Are you 

aware we do “y?” Most people don’t know 
we do “z…”

6. What percent of your business on this 
product or service would you guess we 
have? How do we increase that by 10 or 
20 percent? (It’s a small increase for your 
customer, but for you it adds up in a hurry 
across 10 or 20 customers.)

7. What are you working on these days that I 
can help with? 

8. Just checking in, how are you? What’s new? 

To get testimonials:
9. What are some of your favorite things about 

working us?
10. How does working with me help you?
11. Does working with us save you time? How 

much time approximately?
12. Do you think working with us saves you 

money? Talk about that, please.
13. Do we help you make money? How so? 
14. Do we help you look good to your custom-

ers? How? 
Note: None of the questions above mention the word 
testimonial, which is stressful and uncomfortable. 
You’re just asking people for their feedback. Just like 
having a drink with a friend. 

To use testimonials:
15. We have a customer similar to you; may I 

show you what they have to say about us?
16. Here’s what some customers like you have 

to say about us. Now can I help you this 
way too?  

By Alex Goldfayn

31 Questions to Grow 
Your Revenue
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To follow up on quotes  
and proposals, when there  
is no response – to be sent  
in succession:

29. Did you get the quote I sent  
yesterday after we talked?  
These things tend to get picked off  
by spam filters… Let me know if it got to you?

30. It’s been a few days, and I haven’t heard from you 
about the quote I sent. Where are you on this?

31. Just one final check-in on that quote we discussed, 
as you haven’t responded to my follow-ups. I want to 
make sure I’m not dropping the ball on this. Do you 
still want it? Please let me know within 24 hours, as 
the quote is expiring. 

Ask these questions throughout your day. They don’t have 
to be exactly these questions either. Make them your own. 
And, in fact, own them. Then enjoy all the additional reve-
nue that you generate! 

ALEX GOLDFAYN runs The Revenue Growth 
Consultancy, which helps companies and sales 
departments grow revenue quickly and easily by 
implementing a system of simple communications 
techniques. To discuss growing your business in 
this way, email alex@evangelistmktg.com. His 
latest book, The Revenue Growth Habit, was named 
the 2015 Sales Book of The Year by 800-CEO-Read. 

To ask for referrals:
17. Who do you know like yourself who would  

benefit from working with me like you do?
18. What colleagues do you work with at your company 

who I can help, like I help you? I’d like to help your 
company more.

19. Who do you know outside your firm—either sup-
pliers or customers—who I can help like I’m helping 
you? I’d like to make you look good. 

Note: I don’t mention the word “referral” in any of these. That’s 
another stressful word. Further, the key to actually getting an 
answer to these questions is silence. Ask the question, then stop 
talking and listen. Do not speak first. Let the person think and 
answer your question. You’ve been thinking about asking for 
this referral for a long time, but your customer has not!

To pivot to the sale and close the business:
20. Shall we write it up?
21. Would you like to add to this order, or shall we write 

it up separately?
22. Cash or credit?
23. We have that in stock; shall we get it out in today’s 

shipments?
24. It looks like we only have one (or a few) left – want it?
25. Will you be writing a check or financing?
26. Sound good?
27. How many would like?
28. We’ve had a lot of interest in those, would you like to 

lock them? 
Note: Once again, the key here is silence. Ask and wait. Don’t 
talk first. Let the customer think. They’re adults; tell them you’re 
interested in their business, in helping them, and then let them 
answer your question. 
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Help! I Have Millennials 
in the Warehouse
By Jason Bader

I was recently perusing some online 
material from my favorite generational 
guru, Claire Raines. She is the founder 
of Claire Raines and Associates, which 
specializes in training employers 
to manage generational conflict in 
the workplace. Her original book, 
Connecting Generations, literally pulled 
me back from the ledge when I was a 
young branch manager. 
As I was rolling through her articles, 
I ran across an excerpt from her book 
Millennials@Work, where she discusses 
some “rules of engagement” to be 
used when working with this genera-
tion. The term, which is typically used 
in a confrontational or war scenario, 
struck an uncomfortable chord. Over 
the last few years, I have facilitated 
several branch and warehouse man-
agement training courses. Invariably, 
older members of the audience have 
expressed frustration to the point 
of exasperation with their younger 
employees. Although I am fully aware 
that communication breakdown is the 
overwhelming culprit, I can see how 
this frustration is fostered by a lack of 
basic knowledge of the rules. 
To reduce this frustration, and hope-
fully save a few sleepless nights for 
those charged with managing this 
group, I will review each of these rules 
and offer a few ways to implement 
them in your warehouse. By no means 

is this an exhaustive list; but hey, we 
have to start somewhere.
Millennials will become a better addi-
tion to your organization if they:
See themselves as connected to, 
and part of, the organization. Right 
from the outset, this new generation 
wants to know how the company 
functions. I have been working with 
a client on what the warehouse pro-
gression should look like in a typical 

distribution company. We discovered 
that there needs to be a real emphasis 
on the first week if the person is going 
to be successful in the long run. 
Part of this orientation is to help them 
understand the role of distribution in 
the supply chain and ultimately how 
the organization makes money. If done 
in a general manner, the concepts will 
not be too overwhelming and should 
help the new team member become 
engaged more quickly. 

© iStock | Yuri_Arcurs 
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Fostering the team concept is very 
critical in the first week of employ-
ment. I would suggest that the owner, 
or high-ranking executive, take a few 
minutes to introduce themselves to 
the new employee as soon as possible. 
These are folks who want to know the 
big picture early on. I used to hate it 
when my controller refused to learn 
anyone’s first name for the first year. 
Although I knew he was exaggerating, 
it was a glaring example of how dis-
connected executives can be.    
Are given opportunities to prob-
lem-solve with their colleagues. We 
often send mixed messages to our 
newest employees. We want them to be 
thinkers, yet we tend to provide all the 
answers. Let’s face it; these new folks 
are smart—I mean really smart. What 
they lack are structure and context. 
Once your new person has learned the 
basic structure and function of your 
warehouse, challenge them. Learn to 
ask for opinions on how to handle a 
labor intensive task. When a difficult 
situation arises, ask them how they 
would solve the problem. Our ability 
to unlock this innate creativity is often 
the difference between long term suc-
cess or short term failure. 
Connect their individual contribu-
tions with their own and the com-
pany’s goals. Developmental plans 
tend to be a foreign concept in the 
distribution world. Most would lump 
this under the training umbrella, but I 
think it goes a little deeper. Essentially, 
building a developmental plan with 
a new employee demonstrates your 
commitment to their goals as a person. 
Understand that individual goals and 
company goals do not have to exist 
in separate camps. In fact, the align-
ment of these goals is where long term 
employees thrive. 
Get to know the individual through a 
combination of testing and monthly 
progress reviews. This group of young 
people needs high touch. As a man-
ager, your job is to help them achieve 
these personal goals. I always liked 
the Richard Branson quote, “Train 
people well enough so they can leave, 

treat them well enough so they don’t 
want to.”
Furthermore, the review of company 
performance should not be a privilege 
reserved for management. As leaders, 
we need to learn to open the kimono a 
bit. I grew up in a company that shared 
a portion of net profit with every 
employee every month. Because of this 
environment, we all knew about gross 
profit, operating expenses and even the 
concept of corporate overhead. Help 
your newest people understand how 
they contribute to the whole.   
Feel valued, respected, and rewarded 
for their contributions. I am a strong 
proponent of creating warehouse 
incentive programs. Now before you 
brand me with a scarlet “L,” incen-
tive comp programs have nothing to 
do with paying people more money 
for doing the work they should do 
in the first place. Yep, I have heard 
this argument once or twice in my 
career. Building a warehouse incentive 
program based on SMART (simple, 
measurable, attainable, relevant and 
time-based) principles will give newer 
employees a way to see how their 
contributions drive the success of the 
organization. Remember, the rewards 
given from these programs do not 
always have to be monetary. Time 
off or team building events can often 
motivate better than money. 
Develop social and professional 
relationships within the organi-
zation. One of the more interesting 
things about this generation is that they 
work extremely well in teams. They 
thrive in a collaborative setting. This 
seems so ironic when the preferred 
method of communication still seems 
to be electronic and isolated in nature. 
Regardless, knowing that they work 
well with others, you might want to 
steer them toward group projects. For 
example, give them an opportunity 
to work on a holiday party or some 
summer activity. Have them plan a cus-
tomer appreciation event. With all the 
dead stock I see in most distribution 
warehouses, planning a clearance event 
wouldn’t be the worst thing to promote. 

Many organizations want to be more 
civic minded or charitably conscious. 
This is where the Millennials thrive. 
Have them plan a work day with 
Habitat for Humanity or get involved 
with another charitable organization. 
Work teams and social events will 
help this group integrate with the 
more seasoned members of your staff. 
You might think these young folks 
are gunning for your job, but what 
they are really seeking is mentoring. 
Consider pairing them up with a more 
senior member of the staff: create an 
opportunity for this pairing to work 
on a problem or create a promotion. By 
embracing the differences between the 
generations, creativity will flourish.
I encourage you to continue to study 
the dynamics of generational differ-
ences. Education is the antidote to 
frustration. Learn what makes them 
tick and get really comfortable with 
the new paradigm of business. The 
newest generation is not here to serve 
you. If you want to get off the turnover 
train, it is your responsibility to be of 
service to them. 
As I mentioned earlier in the article, 
check out Claire Raines at her website 
www.generationsatwork.com. She 
has some great material on managing 
the generational communication 
challenges we all seem to face. As 
an added bonus, she takes a stab at 
predicting the characteristics we will 
see in those entering the workforce 
next. Yep. In a couple of years, we get 
a whole new crop to adapt to. Now if 
that doesn’t drive the Baby Boomers 
into retirement, I don’t know what 
will! 

JASON BADER is the managing partner of  
The Distribution Team, a firm that specializes  
in helping distributors become more profitable 
through strategic planning and operating 
efficiencies. He is a regular speaker at industry 
events and spends much of his time coaching 
individual distribution companies. Contact  
him at Jason@Distributionteam.com or visit 
The Distribution Team’s website at  
www.thedistributionteam.com.   

DOORS + HARDWARE      MARCH 2017    57



 

Impact Send your interesting facts and figures on DHI, or our industry, to  
Denise Gable, dgable@dhi.org.

TOP 7 REASONS 
TO ATTEND DHI 
CONNEXTIONS 
MAY 10–12, 2017
1. DHI’s Forum for the Future:  

Crafting Your Future 
Meet 11 industry powerhouse leaders  
ready to share their experience and wisdom

2. General Session 
Groundbreaking keynote by author  
and technology nerd Beth Ziesenis

3. The Trade Show 
Experience the most innovative  
products and solutions

4. Education 
A wide variety of experts delivering  
the information you need to know

5. ChannelExChange 
Schedule private meetings with  
current and new channel partners

6. Networking 
Opportunities are everywhere!

7. Phoenix, Arizona 
Red rocks, blue sky and golden sunshine

If yes, approximately what percentage 
of healthcare facility projects include 
anti-microbial door hardware?

MARCH'S  
60-SECOND  
SURVEY  
RESULTS
A few years ago anti- 
microbial door hardware 
became an issue of interest for healthcare 
facilities and architects designing for them.

We asked you: Have you seen an increase 
in the demand for anti-microbial door 
hardware in healthcare facility projects?

76%
24%YES

NO

NEED MORE?
GO TO WWW.DHICONNEXTIONS.ORG

75%  
OF RESPONDANTS SAID LESS 
THAN 25% OF HEALTHCARE 

FACILITY PROJECTS 

9%
SAID 50 – 75% OF 

HEALTHCARE FACILITY 
PROJECTS 16%  

SAID 25 – 50% OF 
HEALTHCARE FACILITY 

PROJECTS  

0%  
SAID MORE THAN 

75% OF HEALTHCARE 
FACILITY PROJECTS
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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
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Classroom Door Locking Against 
Unwanted Entry

Almost two years ago, I reported on the school security 
workshop organized by NFPA that brought together more than 60 
stakeholders to identify problems and develop solutions for the safe 
installation and operation of classroom door locking devices to pre-
vent unwanted entry. I asked readers for input on this timely topic via 
the codes and standards revision process that will produce the 2018 
edition of NFPA 101®, Life Safety Code®. I’m pleased to report that much 
progress has occurred during the ensuing 22 months.

The NFPA 101 technical committee with responsibility for the chap-
ters on new and existing educational occupancies considered public 
input and utilized the skills and experiences of its members to draft a 
comprehensive package of provisions that will permit classroom door 
locking to be done in a safe manner. It considered public comments 
submitted in response to its draft provisions and fine-tuned the 
package of requirements that is presented in the second draft report. 

The locking means must be approved, meaning that, in NFPA par-
lance, it must be acceptable to the authority having jurisdiction, or 
AHJ. The AHJ takes guidance from 10 criteria, specified within the 
new provisions on classroom door locking, before granting approval.

The classroom door locking criteria will help weed out the dangerous 
hardware and locking means, currently available in the marketplace, 
that do not provide safe egress from the classroom. A key require-
ment is for the presence of a feature absent in the unproven quick 
fixes being offered—namely, the classroom door must be capable of 
being unlocked and opened from outside the room via a key or other 
credential. This will permit staff to respond in a timely fashion to dif-
fuse a threat within the classroom as might occur where an occupant 
locks the door from the inside to buy time to attack others.

There is a criterion requiring the unlocking and unlatching from the 
classroom side of the door to be accomplished without the use of a 
key or tool, and without any special knowledge or effort. For instal-
lation of locking hardware on new doors, the releasing mechanism 
must open the door leaf with not more than one releasing operation. 
For example, hardware that releases both the latch and the deadbolt 
via a single operation of the door lever might be used. For installation 
of locking hardware on existing doors, the releasing mechanism must 
open the door leaf with not more than two releasing operations. This 

relaxation of the traditional single-operation requirement applicable 
to egress doors is offered in recognition of what is practical to achieve 
without replacing the door.

Another criterion mandates that the locking means must be capable 
of being engaged without opening the door so as not to broadcast 
to persons in the corridor that the door is about to be locked against 
entry. Additionally, the releasing mechanism for the unlocking and 
unlatching must be mounted in the height range required of latch 
release hardware like lever handles and panic hardware. The locking 
means is not permitted to modify the door closer or panic hardware, 
a safeguard conspicuously absent from some of the unproven hard-
ware being touted as a school security solution. Any modifications 
made to fire door assemblies must be performed in accordance with 
NFPA 80, Fire Doors and Other Opening Protectives.

The provisions permit the lock to be engaged remotely, as from an 
administration area, but in such cases, the lock must be unlockable 
from the classroom side of the door. This echoes the long-held tenet 
that building occupants must have control over the egress system so 
that they can leave on their own volition at any time.

The criteria include a requirement that the emergency plan addresses 
the use of the locking and unlocking means from within and outside 
the room. Another criterion is that staff is drilled in the engagement 
and release of the locking means, from within and outside the room, 
as part of the emergency egress drills required by NFPA 101 in educa-
tional occupancy buildings.

The provisions in NFPA 101 for classroom door locking against 
unwanted entry present a carefully engineered package that com-
bines hardware do’s and don’ts with performance, training and 
operational procedures. The package can serve as a model to other 
standards development organizations and to school jurisdictions that 
have developed homegrown, but in many cases deficient, solutions 
to their security concerns. 

RON COTÉ is NFPA technical services lead for life safety. This article was 
reprinted with permission from the January/February 2017 issue of NFPA 
Journal.
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