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Why do I make this conclusion? First, I base this prognosis 
on an article I received from Associated General Contractors 
SmartBrief communication, Dodge Momentum Index Springs 
Ahead for Sixth Straight Month, (Dodge Data & Analytics).

The article states that the Dodge Momentum Index increased by 
0.9 percent in March to 144.4 from its revised February reading 
of 143.2. The Momentum Index is a monthly measure of the first 
(or initial) report for nonresidential building projects in planning.

The Momentum Index has now risen for six consecutive months, 
with much of the gain being driven by institutional projects 
entering planning. The institutional portion of the Momentum 
Index (schools, universities, healthcare) rose 3.7 percent in 
March, and is 23 percent higher than the end of 2016. 

Commercial planning fell 1.2 percent in March and is down 2.9 
percent from December 2016. However, the overall Momentum 
Index, as well as the commercial and institutional components, 
are well above their year-ago levels. This continues to signal the 
potential for increased construction activity in 2017 despite the 
short-term setbacks that are inherent in the volatile month-to-
month planning data.

The second reason: An article published in Schools and 
Universities entitled America's School Facilities get a D+ from 
Civil Engineers Group, Mar 13, 2017, by Mike Kennedy, which 
stated: “The American Society of Civil Engineers’ (ASCE) 2017 
Infrastructure Report Card says 24 percent of the nation's 
100,000 public school buildings are in fair or poor shape. Nearly 
one-quarter of the nation's public school buildings are in fair or 
poor condition,” ASCE says. 

The subpar conditions in many schools, combined with the 
lack of money allocated to address facility needs, have resulted 
in ASCE’s decision to give schools a D-plus grade in its 2017 
Infrastructure Report Card.

“The nation continues to underinvest in school facilities, leaving 
an estimated $38 billion annual gap,” the ASCE says.

Even though the conclusion of the article is that schools are 
underfunded, I believe that there is a new focus on infrastruc-
ture and that schools will be at the top of the list. The article 
goes on to state: “Facing tight budgets, school districts’ ability 
to fund maintenance has been constricted, contributing to 
the accelerating deterioration of heating, cooling, and lighting 
systems,” ASCE says. “Deferred maintenance and decisions to 

choose less expensive temporary fixes are ultimately costing 
school districts more money in the long term.”

To raise schools' grade above a D-plus, the report card includes 
several recommendations:

• Governments at every level should regularly assess the 
needs of their public school facilities and publish the data.

• Continue to encourage school districts to adopt regular, 
comprehensive major maintenance, renewal, and con-
struction programs, and establish preventative mainte-
nance programs to extend the life of school facilities.

• Expand federal and state tax credits and matching funds 
to support increased use of school construction bonds 
and simplify the process for local school districts to obtain 
facility construction financing for improvements and 
modernizations.

• Explore alternative financing, including lease financing, 
as well as ownership and use arrangements, to facilitate 
school construction projects.

• Develop capital planning frameworks that can be nimble 
and responsive to changing technologies and changing 
demographics.

My third reason: We are already starting to see some movement 
by states to fund schools. DHI has recently lent our support 
to several pieces of state legislation calling for the funding 
of improved life safety and security in schools. We are also 
involved in a coalition working on federal legislation to fund the 
Homeland Security Administration to improve life safety and 
security, as schools are listed as “soft targets” for terrorists. 

This is the basis of my conclusion: I believe we have a chance for 
schools to receive the attention they need! See what might be 
happening in your market. 

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 May issue, email 
dgable@dhi.org.

School Market Looking Bright
By Jerry Heppes Sr., CAE
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Faces

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

DHI MEMBER SINCE: 1982

OCCUPATION: President and CEO of Redford Lock 
Security Solutions

CHILDHOOD AMBITION: Musician

FIRST JOB: Paper delivery boy

WHAT LED YOU TO OUR INDUSTRY? It was completely 
by accident. My mother was looking for a job through a 
job agency and I answered the telephone one day. I took 
the message for her and simply asked, “Got any jobs for a 
young aggressive hard worker?” I chuckled to myself, and 
the voice on the other end responded, “Do you want to 
be a locksmith?” The agency taught me how to interview 
and I beat out 300 some odd applicants and began my 
career at Detroit Sterling Hardware in Farmington Hills, 
Mich., and trained to take over their keying department.

PROUDEST PROFESSIONAL MOMENT: Playing a major 
role in developing and being granted three separate pat-
ents in our industry.

BIGGEST CHALLENGE: Moving our business from a 
3,000 square foot facility to a 10,400 square foot facility 
in 2010 when the market dove. I earned every single grey 
hair on my head that year and the year after. It was by far 
the single biggest challenge of my career.

GUILTY PLEASURE: Writing and performing original 
music.

FAVORITE BOOK/MOVIE: The Law of Success by 
Napoleon Hill, and It’s a Wonderful Life.

MENTOR/HERO: Mentor: Milt Goldman, IDN Hardware 
Sales; Hero: August Massard (brother and Vietnam 
veteran). How anyone made it back from that war and 
carved out a normal life is beyond words. 

BEST ADVICE RECEIVED: The kite of success flies high 
against the winds of adversity.

BEST ADVICE NEVER RECEIVED: Never underestimate 
the power of humor. It can diffuse the most difficult and 
stressful situation.

HOW HAS YOUR INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER GOALS? I have met and 
worked with some truly amazing and talented people in 
all phases of our industry. I’d like to think that I absorbed 
the best from each one with whom I’ve come into 
contact. 

Robert Massard, AHC, CRL
REDFORD LOCK SECURITY SOLUTIONS
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The Pennsylvania State University, better known as Penn State, is a 
public research university with a network of 24 campuses, including 
nine with on-campus residence halls, located throughout the state. 
As part of a systemwide upgrade, the eight residential campuses under 
the domain of Commonwealth Campus Housing and Food Services, 
began the move to a single security and event management platform to 
support their video and access control systems, including a new system 
of wireless locks and upgraded IP cameras, for the residence halls and 
some outside group facilities, such as child-care and student centers.

Challenges
Penn State, with myriad campuses across Pennsylvania, was operat-
ing on multiple and disparate platforms for its academic and physical 
security systems. Further, they wished to use Tyco Security Products’ 
Software House C•CURE 9000 software as the standard security man-
agement platform integrated among the university and its campuses.
With a decision made to standardize on C•CURE 9000 for the access 
control system, the university also decided to upgrade its wireless 
locking system. That project presented the new challenge of converting 
hundreds of locks without compromising access to doors or presenting 
unnecessary security issues during the conversion process.

Penn State University and Residential 
Commonwealth Campuses By Jason Ouellette

LOCATION:  
Penn State University in University Park 
and Commonwealth Campuses in Altoona, 
Beaver, Behrend, Berks, Greater Allegheny, 
Harrisburg, Hazleton and Mont Alto

SYSTEMS INSTALLED:
• Software House C•CURE 9000

• STANLEY Wi-Q wireless locks

•  American Dynamics victor video 
management system

•  Software House iSTAR door controllers

•  Illustra Pro mini-dome IP cameras

• VideoEdge NVRs

McKeesport Hall at Penn 
State Greater Allegheny 

accommodates 210 students in 
traditional double rooms with 
community baths. Wi-Q locks 

are installed on every student 
room door, bathroom, lounge 

and study room, as well as 
janitor closets, storage rooms 

and staff apartments. 
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In fact, logistics proved to be one of 
the greatest challenges as the cam-
puses involved stretched from one 
end of the state to the other—more 
than a seven-hour drive from the 
farthest campuses. Therefore, hav-
ing a hands-on approach by a single 
person or integration office wasn’t 
possible. All three offices of Siemens 
in Pennsylvania—Harrisburg, 
Philadelphia and Pittsburgh— aided 
in managing the year-long project for 
the Commonwealth Campus Housing 
and Food Services. 

Solutions
As a long-time user of STANLEY 
locking products, and with STANLEY 
Wi-Q™wireless locks now integrated 
with the C•CURE 9000 platform, the 
university system began the process 
of converting more than 720 locks in 
a dozen residence halls. This project 
would affect the housing for more 
than 1,200 students at five campuses.
The switch to wireless locks improved 
the ability for programming and mon-
itoring while also providing easier op-
erational use. The wireless locks, which 
are mounted on the residence room 
doors, communicate with a STANLEY 
Wi-Q™ portal gateway—there are 
about 90 within the system—which in 
turn, communicate with the C•CURE 
9000 software.
“The student population had a ten-
dency to lose the keys they needed 
to open doors, so a wireless solution 
would make it easier for the ap-
propriate students to gain access,” 
Tracy Walker, assistant director of 
Commonwealth Housing, Food 
Services and Residential Life, said. The 
same card that accesses the wireless 
room locks is used on hard-wired 
doors throughout the campuses, as 
well as card readers for copiers, laun-
dry machines, and cash registers.
The STANLEY Wi-Q™ wireless locks 
offered a tracking piece that regular 
keys wouldn’t provide and, without 
having to rely on conventional lock-
ing systems, the campuses could cut 
down on the need for locksmiths and 
having to change out cores at the door.

By integrating with C•CURE 9000, 
Penn State security personnel could 
see audit data concerning when a 
door was offline through the system’s 
journal feature, if that information on 
door status was changed. Over 110 
iSTAR door controller panels monitor 
door data throughout the campuses, 
including at University Park, Penn 
State’s largest campus.

All photos copyright Halkin Photography

One of Penn State's first Wi-Q installations 
and the first with Wi-Q included in the design 
of the building, Juniata Hall accommodates 
99 students in suite-style living. Wi-Q locks 
are installed at both the suite entrances and 
individual room doors, as well as at offices 
and a coordinator apartment on the first 
floor. Juniata is certified LEED Silver. 

DOORS + HARDWARE      MAY 2017    9



The actual user data from the 
STANLEY Wi-Q™ locks is considered 
private, but some of the information 
can be used in the aggregate or, in the 
case of an alleged criminal act, shared 
with police.
According to William Werkiser, senior 
project manager at Siemens, even 
though the system was live during the 
transition, converting the residence 
halls from hard-wired to wireless 
locks went smoothly, thanks to 
Siemens’ strategy of reconfiguring one 
door at a time. This part of the project 
was planned for the summer months, 
when the residence halls were mostly 
unoccupied.
Another critical component of the 
upgrade was the addition of nearly 
900 primarily Illustra Mini-Dome 
cameras at the entrances and perim-
eter of the residence halls and other 
campus buildings that are linked to 
the American Dynamics victor video 
management system. 
The crisp and clear high-definition 
video from the Illustra Mini-Domes 

make them ideal for detecting must-
see details, such as numbers on license 
plates, faces and even blurred objects, 
and capturing them at full frame rates, 
in conditions ranging from full sun to 
blackout conditions. 
Several facilities at Penn State’s 
University Park campus were also mi-
grated to the victor platform, with the 
assistance of systems integration firms 
Tyco Integrated Security, AccessSI, and 
Securitas. 
Sean Costella, assistant director of net-
work and support operations at Penn 
State, found the victor client software 
easy to manage with an intuitive inter-
face that required little to no training 
time for his team.
The university has several business 
groups that need access to video, but 
not every group needs to see it all. 
Within victor’s site manager feature, 
Costella can create boundaries so 
different groups have access only to the 
video pertinent to their needs. 
“The victor/VideoEdge system makes it 
easy to organize the video information 

in a way that makes sense to the 
business,” Costella said. “For example, 
users know these are my 30 cameras, 
but they don't need to know to which 
specific NVRs are providing the video.”
One of the benefits of the new system 
is that it helps Penn State comply with 
a more restricted video access policy, 
said Walker. Only three Housing and 
Food Services management positions 
have access to all video from the 23 
VideoEdge NVRs and just a few, main-
ly on the food services side, have access 
to live video for business purposes — 
such as monitoring food lines. 
“With complete control of who can 
access video footage and when, we can 
be sure our video system is secure,” 
Walker said. 
Another benefit that has come out of 
this conversion is the establishment of 
a systemwide user group that shares 
details about what is working and how 
to get the most out of the shared sys-
tem. During the conversion, they also 
tapped into the Penn State networking 
services group, which provisioned a 
second network that served as a host 
for all of the end-point devices.
C•CURE 9000 is also serving as the 
backbone for integration with other 
systems employed by Housing and 
Food Services and Residence Life, 
such as the university’s eLiving plat-
form that is used for tracking housing 
contracts and room assignments. The 
information from eLiving now goes 
directly into C•CURE 9000. The same 
is true of an access management sys-
tem for staff and non-student access to 
residence halls, such as vendor access. 
It now has integrations with C•CURE 
9000 to streamline and automate 
processes as well as enable stricter 
controls. 

JASON OUELLETTE is Product Line Director–
Access Control, for Tyco Security Products. 
Contact him at jouellette@Tycoint.com.

The lounges in Juniata Hall, Penn State Harrisburg. 
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School District Addresses Safety, 
Security and Convenience Needs with  

OPENING SOLUTIONS 
Every door opening serves a purpose. How it fulfills a 
particular need varies greatly depending on the technology 
incorporated into the door, frame, lock and accessory hard-
ware that make up each opening. In K-12 school settings, 
door openings play an outsized role in protecting the occu-
pants within and facilitating passage in areas that require 
enhanced convenience. 
To illustrate the diverse, versatile and flexible nature of 
doorways in a school setting, consider how the Aransas 
County Independent School District (ISD) in Texas ad-
dressed multiple facility challenges with door opening 
solutions from ASSA ABLOY.
The school system successfully implemented an electronic 
access control system, met the requirements of local wind-
storm codes, improved the functionality of supply loading 
areas and added aesthetic flare by installing complete 
opening solutions that include doors, electronic access 
control locks, a high security key system, electric hinges, 
door closers, door operators, gasketing, accessory hardware 
and windstorm-rated openings from ASSA ABLOY Group 
brands Curries, Norton, Sargent and Securitron and the 
Maiman, McKinney, Pemko and Rockwood product lines. 
When the district moved forward with plans to construct 
a new school (the Live Oak Learning Center) and refurbish 
an existing facility (the Fulton Learning Center), it consid-
ered many of the traditional concerns of schools across the 
country. How to best secure multiple openings in the event 
of an emergency, how to make sure children are safe and 
in the event of an emergency, how to manage a large set of 
keys for access control across many staff members, what to 
do with lost or misplaced keys, and how to easily maintain 
multiple types of openings. Further, Aransas has unique 
challenges in that it is located along the Gulf Coast, mean-
ing openings must be highly wind resistant in the event of a 
natural disaster.

By Ron Baer

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

Photos courtesy of ASSA ABLOY Door Security Solutions

SARGENT Harmony Integrated Wiegand lock
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To begin the process of upgrading its security, 
the district investigated moving to a keyless 
locking system that would also offer centralized 
access control. Local ASSA ABLOY Door Security 
Solutions K-12 school security experts presented 
the features and benefits of the latest locking 
technologies that allow facilities to customize 
access control to match the level of protection 
required for each doorway. After examining 
all available access control solutions, Aransas 
County ISD installed 400-plus Sargent Harmony 
Integrated Wiegand locksets.
What is Integrated Wiegand? A close analogy can 
be found in the smartphone market. Some smart-
phones are programmed to operate exclusively 
with a specific wireless carrier. The device can be 
“unlocked” which enables it to be used on other 
mobile platforms. Similarly, some lock manu-
facturers make electronic access control devices 
that only operate with their proprietary software 
systems. This means if a facility wants to install 
that manufacturer’s lock, it must also purchase 
the accompanying software.
An Integrated Wiegand lock is like that “un-
locked” phone—it essentially has a blank slate, or 
open architecture, that allows it to easily config-
ure with most building control software. In this 
case, the Aransas County ISD uses a building 
control system from RS2 which seamlessly inte-
grates with the Sargent Harmony locksets. When 
the Harmony locks were installed, they were 
easily incorporated into the RS2 system.
This compatibility feature appealed to the school 
district. One of their main objectives was to incor-
porate classroom and entranceway doors into a 
centralized access control system to allow instant 
lockdown capabilities. The Harmony locks facil-
itate lockdowns by connecting directly into the 
RS2 security system. School administrators also 
carry a card (red card), which can be presented to 
any card reader throughout the building. When 
swiped, it enables a school lockdown. A second 
card (green card) can be swiped to return all 
interior locks to the unlock mode.
Perimeter doors are secured with Sargent 80 
Series exit devices that feature built-in electric 
latch retraction. Visitors are only allowed to enter 
the building after being buzzed in by staff in the 
main office.
In addition to the open architecture platform, 
Harmony locks combine all standard access 
control components—the card reader (supports 
all HID 125 kHz proximity credentials), door 
position switch and request-to-exit sensor—into 

a single device. So instead of installing numerous 
separate components around the door open-
ing, they are all incorporated into the Harmony 
lockset. This integrated approach significantly re-
duces installation time and creates a streamlined 
aesthetic that blends flawlessly into any environ-
ment. Installation of the locksets was further sim-
plified by the use of McKinney ElectroLynx quick 
connect hinges and Securitron power supplies.
The Harmony’s built-in card reader enabled the 
school district to do away with issuing mechan-
ical keys to employees; school staff now uses ID 
cards to enter the building and classrooms. A 
Sargent XC patented high-security key system 
used exclusively by the administrative staff 
provides access to non-electronically accessed 
controlled doors. 
The stylish Harmony locks accent the Thermal 
Fused flush wood doors found in each class-
room. ASSA ABLOY Maimam Thermal Fused 
doors feature a laminate sheet that is fused to a 
substrate core using high heat and pressure and 
is edge-banded on four sides. This construction 
makes them exceptionally durable, scratch-re-
sistant and easy to clean, making them ideal 
for high-traffic conditions common to a school 
environment. Thermal Fused doors are available 
in 28 standard wood grain faces for broad design 
options.
In a nod to accessibility and convenience, a 
kitchen-area opening that receives frequent sup-
ply deliveries was equipped with the SafeZone 
electromechanical door closers from Norton. 
SafeZone uses a multi-point, electromechanical 
closer and a programmable motion sensor. When 
the door is opened manually, SafeZone senses 
movement in the door opening and stops the 
door from closing. When movement is no longer 
detected, the adjustable setting times out and 

SARGENT 80 Series Exit Device with Electric Latch Retraction
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the door closes. SafeZone detects movement in 
both directions, allowing one person or a stream 
of people to travel through an opening. Thanks 
to SafeZone, kitchen personnel no longer need 
to prop the door open when carrying supplies. 
Instead, SafeZone senses their movement and 
keeps the door open while they are transferring 
goods into the building.
And due to the potential dangers of Gulf Coast 
winds, exterior doorways must be equipped with 
windstorm resistant door opening assemblies 
approved by the Texas Department of Insurance. 
The school district fulfilled this requirement by 
using ASSA ABLOY windstorm opening as-
semblies constructed with hollow metal doors 
from Curries, McKinney hinges, and Sargent exit 
devices. 
By selecting complete door opening solutions 
from ASSA ABLOY Group brands, the Aransas 
County ISD has boosted safety, security and op-
erational convenience at the Live Oak Learning 
Center and the Fulton Learning Center.
That blending of technologies—from enhanced 
access control management, to the improved abil-
ity to secure multiple openings across a facility, 
to the code compliant safety features of weather 

The blending of technologies—from enhanced access control 
management, to the improved ability to secure multiple openings across 
a facility, to the code-compliant safety features of weather resistant 
openings—combined with training programs offered to school facility 
and security managers, is what creates a full door security solution 
unique to each building.

SafeZone uses a multi-point, electromechanical 
closer and a programmable motion sensor.

resistant openings—combined with ASSA 
ABLOY’s training programs offered to school 
facility and security managers, is what creates 
a full door security solution unique to each 
building. This attention to detail allows schools 
to expand the level of protection from outside 
dangers: be they security related lockdowns, 
safety protections form the elements or access 
control management practices that keep keys in 
the hands of those who need them.
When determining the functionality of each door 
in a K-12 facility, always consider what security 
protections are needed for protecting the people 
inside the building. Ask what safety mechanisms 
are necessary for protecting the integrity of the 
building.  

RON BAER is the Director of K-12 
Business Development at ASSA 
ABLOY. He is responsible for leading 
ASSA ABLOY’s K-12 Sales and 
Marketing nationally. He also rep-
resents the K-12 Market in ASSA 
ABLOY’s Product Development 
Processes. Ron has worked in phys-
ical security, access control and asset 

protection since 1982. He has specialized in the Education 
Market since 1994. 
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Forum for the Future:  
Crafting Your Future with  
Top Industry Thought Leaders 
For the first time ever, a panel of elite distributor and manufacturer 
leaders will gather on one stage to answer your toughest business 
questions. They’ll share valuable advice that you can start 
implementing immediately. 

Education and Industry Marketplace
Education sessions are designed to help you grow professionally 
and learn everything you need to know to succeed in the door 
and hardware industry. Don’t miss the Thursday manufacturer-led 
Industry Marketplace to learn valuable product information, current 
trends and tricks of the trade.

Tradeshow
Nine exclusive exhibit hours on Wednesday and Thursday to plan for 
future purchases, make business-changing partnerships and learn all 
about the most exciting products on the market.

General Session: A Day in the Life  
of a Nerdy Door Security + Safety 
Professional
Participate in Thursday’s General Session and learn countless 
technology tips and tricks to make you and your business more 
efficient and effective. This fast-moving, laugh-filled session takes 
you hour by hour through a day in the life of a tech-savvy door 
security + safety professional. 

SolutionSessions 
Exhibitors will conduct fast and focused 15-minute sessions 
Wednesday and Thursday during tradeshow hours. See first-hand 
available solutions to application issues with new products,  
technologies or potential new suppliers in efficient demonstrations.

ChannelExChange
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.
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 the Tradeshow Floor

Thursday, May 11
8:00 am – 1:00 pm  ChannelExChange in  
 Exhibitor Suites

8:30 am – 10:00 am General Session:  
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Friday, May 12
8:30 am – 10:00 am Crafting Your Future  
 with Top Industry  
 Thought Leaders -  
 DHI’s Forum for the  
 Future

10:15 am – 1:00 pm Education Sessions  
 (10:15 – 11 am,  
 11:15 am – Noon,  
 12:15 – 1 pm)

All Day ChannelExChange  
 in Exhibitor Suites

Schedule subject to change.

IT’S NOT TOO 
LATE TO MAKE 
YOUR NEXT BIG 
CONNEXTION! 
Join your industry in Phoenix  
May 10–12 for your only chance  
this year to participate in education, 
a bustling tradeshow and countless 
networking opportunities with  
industry leaders— all in one place!
DHIconNextions.org
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FORUM FOR THE FUTURECRAFTING YOUR FUTURE WITH TOP  
INDUSTRY THOUGHT LEADERS—
DHI’S FORUM FOR THE FUTURE
Friday, May 12 • 8:30 – 10:00 am • West Ballroom, 300 Level
For the first time ever, several of the most strategic manufacturer and distributor powerhouses will be on stage to share their insights and 
visions for the future while you sip on some coffee and enjoy a little breakfast. For an hour and a half, you have the unique opportunity to 
hear from the people who are shaping our industry. 

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

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

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

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

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

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

Through this professionally moderated session, our esteemed panelists will give you valuable nuggets of advice that you can start 
implementing the moment you get back to the office. Or you can start immediately—since you will be dining with your industry peers  
who are hungry to advance the future of their companies, too.
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Have you ever stayed in a hotel where 
light seeped in through the perimeter 
of the doorframe? If light can seep 
through, then so can smoke from a fire. 
It happens because of insufficient or 
poor quality gasketing. Without tight, 
continuous seals, a door will fail fire 
door inspections every time.
“It’s not just a matter of ensuring 
successful fire door inspections,” 
says Jerry Heid, AHC, National Sales 
Manager for Zero International, “but 
making certain that fire doors perform 
effectively when needed.”
By specifying the right gasketing, you 
also protect owners from the substan-
tial costs of remediating or replacing 
doors and/or hardware that fail inspec-
tions—or worse, the liabilities that may 
be incurred due to failure in a fire.
“Gasketing is specified because of 
the function it performs,” Heid says. 
“Architects have a responsibility to 
building owners to ensure they specify 
a product that passes fire code during 
initial inspection and annually.”

There are three types of gasketing:
 Stick-on: While this is the least 

expensive and easiest to apply, 
it is the least effective gasketing. 
Temperatures and cleanliness 
can also affect adhesion. As a 
result, it may need to be replaced 
more frequently than the other 
types.

 Screw-on: This type is more 
stable, durable and reliable than 
stick-on, but it is sometimes not 
chosen because it is more expen-
sive and requires additional time 
for installation.

 Adjustable screw-on: For best 
results in the field, adjustable 
gasketing is always recommend-
ed. Not only is it more stable and 
durable than stick-on, the adjust-
ability provides added flexibility 
as it can be modified every six 
inches to offset alignment prob-
lems or help compensate for poor 
installation.

By Melany Whalin

GASKETING: 
One of the Biggest Failures 
in Fire Door Inspections

Photo courtesy of Allegion

Why Gasketing Issues Occur
When issues occur, it is either due to 
an insufficient gasket, or one that is 
improperly installed.
“Issues can arise when a lower quality 
product is specified, or one is chosen 
that doesn’t properly fit the door,” Heid 
explains. “Thin gaskets are appealing 
because of look and they don’t cause 
problems with closing or latching, 
but if a door is bowed or a frame 
misaligned, a thin gasket won’t make 
up difference and will cause other 
problems.”
The type of rubber used in a gasket 
also influences its effectiveness. Many 
use vinyl, but it can become brittle 
over a year’s time, negative impacting 
both durability and life cycle costs. 
Heid recommends rubber made from 
silicone or neoprene. 

Gasketing and Sound Control
In addition to fire and life safety 
requirements, gasketing affects sound 
control. After all, doorways are the 
critical link in blocking noise from the 
outside, as well as protecting conversa-
tion on the inside.
“The expectation of privacy is much 
greater now,” explains Heid. “In 
healthcare for example, HIPPA and 
the confidentiality of patient-doctor 
communications must be considered. 
But it’s not just healthcare, that expec-
tation is now relevant in many types 
of environments, such as school nurse 
and guidance counselor offices in 
schools, as well as corporate offices and 
conference rooms.”

Quality Impacts Effectiveness
Doors and gaskets will need to func-
tion properly through thousands of 
cycles over many years. Differences in 
materials and construction can have 
major impact on durability, ease of use 
and service life. 

MELANY WHALIN, CSI, is a marketing man-
ager at Allegion, working to educate the archi-
tectural community on security, door hardware 
and access control.
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Going Back to the Sandbox for 
INNOVATIVE CLASSROOM DESIGN

© iStock | maximkabb

By Carolyn Glime, AIA

At a time when the means to  
achieving goals for most organiza-
tions includes flexibility and collabo-
ration, wouldn’t a single word, even if 
slang, get right to the point? If so, how 
do we define and address it in the cre-
ation of exemplary environments? 
Allow me to offer a couple of sugges-
tions. First and foremost, let us not 
butcher the English language; however, 
let’s seriously consider how to address 
the need for flexibility and collaboration 
in what we do as architects, designers, 
specifiers, and manufacturers. As an ar-
chitect who has spent my entire career 
in the higher education marketplace, I 
have witnessed the changes in teaching 
and learning that have impacted the 
way we design space over the past 25 
years. Most recently, the application of 
flipped classrooms has compelled me 
to contemplate innovative approaches 
that address the need for flexibility in 
classroom environments. 
A flipped classroom refers to a 
teaching pedagogy where the lecture 
portion of the instruction is provided 
to students via video recording prior 
to in-class experiences. Students are 
expected to watch lectures, and poten-
tially even answer a number of ques-
tions online to ensure comprehension, 
prior to coming to class to engage in 
discussions and activities that enforce 
the topic or concepts being taught. 
The discussions and activities may be 
in large groups, small groups or even 
independent study or activity. 
Flipped classrooms are a self-di-
rected form of learning with greater 
student participation and responsi-
bility for their education. Research 
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indicates this creates higher student 
learning outcomes. With this model, 
the instructor is truly the facilitator 
of learning rather than the dissemi-
nator of information. Therefore, the 
instructional space does not focus 
on the front of the room toward the 
instructor, but is much more flexible to 
include multiple types of instruction, 
discussion, and activities. 
For years, perhaps even centuries, edu-
cators have understood the need for 
this type of teaching and learning in 
certain disciplines, including architec-
ture and design. I recall my experience 
in architecture school being one where 
almost everything I learned happened 
in a studio environment, making it 
a classic example of where multiple 
types of teaching and learning take 
place:

• lecture with Q&A; 
• guest speakers; 
• large and small group discussion; 
• individual and collaborative 

project development, assessment/
critique, and display; and 

• one on one learning with the 
instructor. 

The studio spaces themselves are 
relatively simple: typically large open 
areas with movable furniture, tackable 
vertical surfaces that are also mobile 
or portable in many cases, and signif-
icant storage space to keep materials 
and equipment used in the studio. 
These types of spaces serve as good 
examples of highly collaborative 
spaces with great flexibility that could 
be emulated for other disciplines and 

collaborative learning models such as 
flipped classrooms.
In the past 15-20 years, design in the 
higher education marketplace has 
relied upon research, (commonly 
referred to as evidence-based de-
sign), which links measurable design 
features to outcomes assessments (like 
improvement in grades), to conclude 
that design truly has an influence on 
learning. Recently, a study of origi-
nal research published in the journal 
Building and Environment titled “A 
holistic, multi-level analysis identi-
fying the impact of classroom design 
on pupils’ learning” explored ways to 
measure the impact of design on the 
learning rates of pupils in primary 
schools (K-12). The researchers devel-
oped hypotheses under three design 
principles: 

• appropriate levels of stimulation 
for students, 

• the naturalness of the environ-
ment, and 

• individualization. 
Researchers investigated 10 design pa-
rameters under these broad categories 
using data collected from 751 students 
from 34 varied classrooms in the U.K. 
over a one-year period. 

The research indicated a strong 
connection between classroom ex-
periences and six particular design 
parameters: color, complexity, light, 
connection, flexibility, and choice. It 
is estimated the impact these vari-
ables had on improved learning was 
approximately 25 percent. 
When designing for flexibility, spac-
es that allow students and teachers 
to reconfigure for various learning 
activities into zones within a single 
room are considered to be ideal and 
are being frequently implemented. 
Furniture manufacturers have been at 
the forefront of design for flexibility, 
creating lightweight, modular, and por-
table furniture and systems in order to 
create various configurations within a 
space. However, the main architectural 
components of a room are the vertical 
planes, or walls, the horizontal planes 
of the floor and ceiling, and openings 
to allow light, views, people, and mate-
rials in and out of the space.
Although wall systems have become 
more mobile, and retractable floors 
and ceilings are available, and not 
applicable to most situations, I am not 
certain that doors have reached the 
full potential or their role in helping 
create flexibility in the use of space. 

Derek Bruff/Flickr

Krause Innovation Studio at the 
Penn State School of Education
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Most people are familiar with 
HGTV and Houzz, two forums for 
residential design and construc-
tion, where shiplap and quartz 
counters are the norm and satin 
brass finishes are making a come-
back. It is okay to laugh, but I think 
we could learn something from 
the ingenuity that has surfaced 
from an industry where reclaimed 
materials are used in a unique and 
effective way. Take barn doors, 
for example. What was originally 
designed for a singular purpose on 
farms has become a staple in many 
homes to divide or open up spaces 
as needed. They have become aes-
thetic centerpieces, space savers, 
and often a symbol of environmen-
tal consciousness. They are, in a 
sense, the epitome of flexibility. 
During my time as an architecture 
student, Homosote panels were 
used as vertical surface material in 
order to provide tackable surfaces 
to display material or to divide 
space for discussion, collaboration, 
critique or exhibition. Similarly, it 
may be possible that sliding doors 
have an application in collaborative 
classroom spaces. Perhaps they 
would work well to divide or open 
space, provide surfaces to tack up 
projects, and write on for group 
discussions. 
Although sliding doors may not 
be adequate for complete sound 

isolation, which is typically neces-
sary when two dissimilar activities 
are occurring at the same time, 
it may be completely appropriate 
when the goal is to divide visually 
more so than to isolate acoustical-
ly. On the other hand, what if it 
could do both? What if we asked 
ourselves:

• What materials could be used 
to effectively allow the door 
panel to be transparent, trans-
lucent or opaque; tackable and 
writable; easily movable, yet 
sturdy, and sound absorbing? 

• What hardware systems 
should be used to allow mo-
bility, save space, and reduce 
sound transmission? 

• How could this be done at a 
fraction of the cost of expen-
sive movable wall systems?

I often discuss the topic of inno-
vation with my higher education 
clients and use the term “sandbox” 
to describe the visible presence of 
innovation on campus. A sandbox, 
as we may recall from our youth, 
is one of the best places to find in-
novation in action at the most basic 
level—uninhibited minds working 
in collaboration or alongside one 
another in the sensory exploration 
of an individual or common goal. 
I believe all organizations should 
consider the presence of a sandbox 

to ensure that innovation has a 
venue to thrive. 
Flipped classrooms are the lat-
est innovation to emerge from 
the higher education sandbox. 
Addressing this teaching pedago-
gy with flexible space while taking 
into account all aspects of its de-
sign should be one of the products 
of the architecture and design 
sandbox. Architects, designers, and 
manufacturers have the responsi-
bility to respond to this need, and 
developing innovative solutions of-
ten takes collaboration and flexibil-
ity in the approach to the problem. 
I, for one, am interested in playing 
in THAT sandbox. Would anyone 
like to join me? 

CAROLYN GLIME, 
AIA, is a Senior 
Campus Planner for 
Performa Inc. She 
has more than 25 
years of higher 
education campus 
planning 
experience, and has 

been involved with over 100 colleges and 
universities, leading teams of architecture, 
planning, and consulting professionals to 
develop strategic, comprehensive, and 
integrated space solutions for diverse 
colleges and universities. She can be 
reached at carolyng@PerformaInc.com.

Although sliding doors may not be adequate for 
complete sound isolation, which is typically necessary 

when two dissimilar activities are occurring at the same 
time, it may be completely appropriate when the goal is 

to divide visually more so than to isolate acoustically. 
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By Roger P. Skold Jr., AHC

GASKETING  
AND  
FIRE DOOR 
CLEARANCES
One of the most common causes of failure in the inspection of 
fire doors is excessive door and frame clearances. Our industry, 
through the hard work of the many credentialed FDAI inspec-
tors in the field, has done great work by bringing this particular 
life safety issue to light. Why? Quite simply, doors with exces-
sive clearances fail fire door tests. It really is as simple as that. 
The question then naturally becomes, “What can I use to fix a 
gap that is too large on a fire door?” To understand any po-
tential solutions, we must first understand code requirements, 
what is allowable, and then determine if there are products that 
solve the problem.
Fire door clearance requirements are spelled out in NFPA 80 
and differ for the perimeter (Head & Jamb), Meeting Edges of 
Pairs, and Bottom (Sill) of the door. Let’s dig into the specif-
ics in NFPA 80 Standard for Fire Doors and Other Opening 
Protectives 2016. 
Sill clearance Article 4.8.4.1* states “Clearance under the bottom of 
a door shall be a maximum ¾in.” That seems clear, right? Not so 
fast; did you notice the asterisk after the article number? That 
asterisk tells you more information is in the back of the stan-
dard, found in Annex A Explanatory Material, article A.4.8.4.1: 
“The maximum clearance of ¾ in. under fire doors as permitted by 
this standard is the accepted practice in the industry. NFPA 252 is 
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a test standard, not an installation standard, and prescribes 
clearances and tolerances for swinging doors in the test wall 
opening.” Does this asterik mean a larger bottom clearance 
is allowed?
Back to the front of the standard as we continue reading 
article 4.8.4.2* “Products evaluated for fire doors with a bottom 
clearance in excess of ¾ in.” and listed for use at or under the 
bottom of the fire door shall be permitted where installed in 
accordance with their listings.” Very interesting—clearly an 
indication that a greater bottom clearance is allowable 
when products have been tested and listed for specif-
ic use. Notice once again the asterisk after the article 
number; back to Annex A for more explanation: A.4.8.4.2: 
“Where clearance under the bottom of a fire door exceeds ¾”, 
door sweeps, door bottom, or other devices specifically listed for 
use on fire doors and addressing the excess clearance could be 
a viable option. Utilization of such devices cannot prohibit the 
full engagement of the bottom latch bolt.” Wait just a minute, 
“could be a viable option,” is this just a teaser? Do these 
products exist? Just who gets to decide if these mythologi-
cal products really ARE a viable option?
The answers are YES Virginia (and the rest of the U.S.), 
there really are products that are specially-tested and 
carry a unique fire-door accessory listing certification 
by various door hardware manufacturers that have been 
uniquely tested for door bottom clearances up to 1½”. 
These products generally contain intumescent properties 
and come in the form of door shoes or sweeps. I do want 

© iStock | mgkaya 
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to draw one quick distinction, unlike traditional 
fire door tests where products are tested and 
cannot cause the door to fail; the types of products 
referenced above are tested with a door and 
frame clearance that is out of tolerance (techni-
cally failing) and actually cause the door to pass.
The use of these or, for that matter, any door 
hardware on a fire door is found in NFPA 80 and 
is approved when acceptable to the authority 
having jurisdiction (AHJ). According to NFPA 80, 
an AHJ may be “an organization, office, or individu-
al responsible for enforcing the requirements of a code 
or standard, or for approving equipment, materials, an 
installation or a procedure.” Generally the local fire 
marshal’s office representatives bear this respon-
sibility. These authorities may approve the use of 
specially-tested and uniquely listed products and 
may also consider other creative and pragmat-
ic solutions offered to reduce the door bottom 
clearance to within the accepted practice of ¾ in.
What about the clearance at the perimeter and 
meeting edges? Did you know it matters which 
side of the door you measure? Did you also 
know the clearance allowed differs, depending 
on the door material and there is a minimum ac-
ceptable clearance on certain door constructions?
Back we go to NFPA 80 in search of article 
6.3.1.7.1*: “Clearance dimensions between doors and 
frames and meeting stiles of paired doors shall be 
measured on the pull side of the assemblies.” This 
matters because beveled edge doors are wider on 
the pull side of door; therefore, it is important to 
measure on the wide (pull) side.
The allowable clearance varies depending on  
the door material. First we look at 6.3.1.7.2*  
“The clearances between the top and vertical edges 
of hollow metal doors and the frame, and the meeting 
stiles of doors swinging in pairs, shall be 1/8 in. +/-  
1/16 in.” The explanation information in the annex 
again sheds light on the reason for this: hollow 
metal doors expand rapidly when they heat and 
therefore a minimum 1/16 in. clearance is required 

to allow for this expansion. Due to the expan-
sion properties of hollow metal fire doors, they 
are allowed to exceed the 1/8 in. by 1/16 in. under 
normal operating conditions.
According to article 6.3.1.7.5*, wood type fire 
doors and those of other materials “shall not have 
clearances greater than 1/8 in. between the top and 
vertical edges of doors and meeting stiles of paired 
doors unless otherwise permitted in the door frame, 
door, and latching hardware manufacturers’ published 
listings”. Other type doors include fiberglass rein-
forced polyester (FRP) and aluminum, according 
the annex explanation.
Once again, some door hardware manufactur-
ers have tested and uniquely listed seals that 
are designed for use on fire-doors with gaps up 
to 5/16 in. that may be added to an opening to 
resolve an excessive gap issue in the field. These 
specialized gasketing items have the distinction 
of protecting the edges of the door during the 
fire test, despite the greater and normal clearance 
and allow the door opening to successfully pass 
the UL10C Positive Pressure Fire Test, including 
the Hose Stream.
As construction materials used in doors and 
door gasketing continue to technologically 
advance, I fully expect more products will be de-
veloped and tested for even larger door clearanc-
es. Correspondingly, higher hourly ratings will 
be made available, and the building codes and 
standards will continue to be revised to accom-
modate those advances. 

ROGER P. SKOLD JR., AHC, is 
Technical Director for National Guard 
Products. He can be reached at 
rogers2@ngpinc.com.

WHAT ABOUT THE CLEARANCE AT THE 
PERIMETER AND MEETING EDGES?  

DID YOU KNOW IT MATTERS WHICH SIDE  
OF THE DOOR YOU MEASURE?
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WATCH our video
SHARE the video
GIVE to the Foundation

HELP US TELL
SCHOOLS

& PARENTS!

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

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

To watch the video and view 
additional resources, visit the 

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

Twitter:
@DSSFoundation

Facebook:
Door Security & Safety Foundation

YouTube:
Door Security & Safety Foundation

DOOR SECURITY + SAFETY 
PROFESSIONALS KNOW 
THIS ALL TOO WELL!

OPENING THE DOOR
TO SCHOOL SAFETY

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



Proof vs. Resistant:  

The Truth is in the Test
There is a growing need to create  
entrances in our schools, businesses, 
and government facilities that are 
blast, bullet, intrusion and/or storm 
resistant. It is sad to know we live 
in a time where we need to design 
entrance solutions for keeping our 
families and property safe. As a 
result, we must continually innovate 
to overcome the threats that present 
themselves in daily life.
Within this growing segment of the 
industry, we find a new set of labels, 
terminology, and testing standards. 
At times these can get quite confusing 
and misleading; however, they do not 
need to be if you have a good under-
standing of a few key terms.

Proof vs. Resistant
Have you ever heard someone say 
that an object was Something “Proof” 
and in reality, it should have been 
Something “Resistant”? According to 
Webster's Dictionary, the definition of 
proof is "Able to withstand something 
damaging; resistant." Ok, that makes 
sense... until you look up the definition 
of resistant in the same dictionary. 
That definition goes something like 
this: "Opposed to something; wanting 
to prevent something from happen-
ing." So, proof or resistant, tomato or 
tomato? They should mean the same 
thing, not exactly. The "proof" is in the 
pudding. 
Yes, bulletproof sounds more impres-
sive than bullet resistant. Using the 
term bulletproof is an absolute state-
ment that is not exactly true. At the 

end of the day, if someone or some-
thing wants in, the laws of physics 
will work against you. If something is 
big enough, powerful enough, hard 
enough, wet enough, fast enough—
you get the picture—it's coming in. 
For this reason, I would rather see 
the term "resistant" used in all de-
scriptions having anything to do with 
bullet, blast, intrusion or storm rated 
entrance systems. 
Read on to find out why it’s import-
ant to direct attention to the testing 
standards by which products are 
evaluated when explaining the levels 
of protection or comparing products.

Storm Resistant
Let's begin with hurricane ratings. 
Most hurricane resistant doors are 
required to meet at least one of follow-
ing standards: 

• ANSI (American National 
Standards Institute) 

• ASTM (American Society for 
Testing and Materials)

• TAS (Testing Application 
Standard) 

• IBC (International Building Code) 
• IRC (International Residential 

Code)  

By Ken Bowditch

All photos courtesy of Special-Lite
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Refer to the AHJ (Authority Having Jurisdiction) 
to determine which one is used in your area. 
Most test protocols will include static loads, 
cyclic loads, air infiltration, large missile im-
pact, water infiltration and forced entry. The 
most stringent of these requirements is ap-
proval in Miami-Dade County. If a product can 
make it through Miami-Dade’s NOA (Notice 
of Acceptance) protocol (TAS 201, 202 and 203), 
it can most generally be submitted in other 
states or regions (such as the Florida Building 
Commission or Texas Department of Insurance) 
with a high degree of confidence in approval. 
A lot of homework is required to determine how 
a product will perform under test conditions 
before sending it to the testing lab. This upfront 
work reduces the likelihood of a failure during 
testing. Water infiltration is an excellent example. 
Water is not your friend in the test lab. One drop 
of water that infiltrates a test specimen 
results in a failure. Through many 
trials and tribulations, we found that 
all-fiberglass or fiberglass/aluminum 
doors perform exceptionally well 
during this type of test. Furthermore, 
due to their resistance to humidity 
and salt water, they are great options 
when considering new or replacement 
doors in the coastal regions of the U.S. 
One important consideration to 
remember is the size of the product 
that you intend to sell or install cannot 
exceed the size of the specimen tested 
(although it can be smaller). The hard-
ware/seals must be consistent with 
the configuration used in the approv-
al. You can deviate from the approval 
only with permission from the AHJ. 

Bullet Resistant (Ballistic)
Depending on the level of bullet resistance, there 
are several ratings by which products can be 
tested. The most common are:

1. UL 752
2. National Institute of Justice (NIJ) 0108.01
3. State Department SD-STD-02.01
4. ASTM F-1233
5. HP White Laboratories HPW-TP 0500.02
6. European Standard DIN EN 1063
7. British Standards Institution BS 5051
8. Councils of Standards Australia/New 

Zealand AS/NZ 2343

Most test protocols will include static loads, cyclic 
loads, air infiltration, large missile impact, water 
infiltration and forced entry.
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These tests are done in a controlled 
environment at a certified test lab. The 
range of weapons varies from hand-
guns to rifles, and the ratings are quite 
different depending on the standard 
to which you are testing. For example, 
you may hear someone refer to "Level 
3", which has a different meaning 
depending on which standards test 
is used. Level 3, UL 752, calls for a .44 
magnum handgun. National Institute 
of Justice (NIJ) Level 3 calls for the use 
of a 7.62mm (.308 Winchester) rifle. So, 
as you can see, there is a difference. 
I have worked on several projects de-
veloping bullet-resistant doors using 
a fiberglass pultrusion process. When 
deciding on a bullet resistant open-
ing solution I strongly recommend 
exploring the pultruded ballistic door 
options that are available. Believe it or 
not, steel is not always the answer to 
solving these complex entrance prob-
lems. When used properly, fiberglass 
has excellent ballistic properties with-
out the concern of deterioration due to 
rust or corrosion.

Blast Resistant
In some cases, such as in government 
installations, there is a blast require-
ment for most if not all exterior en-
trance systems. There are a couple of 
different approaches to achieve a blast 
specification.

1. Arena Testing—This is obvi-
ously the most fun. As you can 
imagine by the name, this testing 
occurs outside in a controlled 
area, by setting off explosives 

to achieve the desired load and 
duration. The entrance system is 
instrumented to record the forces 
felt during the explosion. The 
advantage of using the arena test 
is that you are not limited to a 
product of a particular size. The 
downside with this method is 
that it is more difficult to obtain 
a specific pressure and duration 
due to the variation in explosive 
behavior.

2. Shock Tube—The shock tube is 
an instrument used to replicate 
and direct blast waves at a sensor 
or a model to simulate actual ex-
plosions and their effects, usually 
on a smaller scale. The advantage 
of using the shock tube is that 
you can repeat the test more ac-
curately than arena testing. The 
disadvantage is that the size of 
the specimen is restricted by the 
size of the shock tube.

Intrusion Resistance
If you are looking for solutions that 
would slow down a perpetrator from 
gaining access to your building, one 
of the options is to add intrusion 
resistant glazing to your entrance. The 
definition of intrusion is: “the act or an 
instance of intruding; an unwelcome 
visit.” There are several test standards 
used depending on the approval. The 
most common are ASTM and UL 
(Underwriters Laboratories), and the 
U.S. State Department forced entry 
test. In addition, some state correc-
tion facilities utilize their own stan-
dards. Some companies are trying to 

When deciding on a bullet-resistant opening solution, I strongly 
recommend exploring the pultruded ballistic door options that 
are available. Believe it or not, steel is not always the answer to 
solving these complex entrance problems.

32    MAY 2017      DOORS + HARDWARE



MISSING
FIRE DOOR LABELS?

WE RE-LABEL 
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Steel Doors—90 min.
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GUARDIAN FIRE TESTING LABORATORIES, INC.
716.835.6880  |  Fax: 716.835.5682  |  gftli@earthlink.net

www.firetesting.com

GUARDIAN IS ACCREDITED BY ANAB TO: ISO 17025 AS A TEST LAB; AS A CERTIFICATION 
BODY TO ISO 17020 INSPECTIONS & TO ISO 17065, PRODUCT CERTIFICATION

GUARDIAN

“update” the current standards that would better represent 
current conditions. 
Depending on the data that you look at, the national 
average for the police to respond to a 911 call is between 
six and ten minutes. The goal of an intrusion resistant 
entrance system is to delay intruders from gaining access 
until the cavalry arrives. These systems may or may not be 
bullet resistant; remember, the object here is to delay the 
intruder from gaining access to the facility, not to stop a 
bullet. 
There are two innovative variations of intrusion-resistant 
glazing that can be used for this requirement. One option 
is a patent pending product that slows down intruders up 
to 12 minutes before gaining access. The laminated glass 
comes in 5/16-inch and 1-inch insulated. This glass is a 
bit more expensive but provides all the benefits of a glass 
vision lite that an end user may prefer. 
The second option is a clear polycarbonate that has a 
scratch resistant coating. I strongly suggest packing a 
lunch if you are trying to break through this material. 
You can literally go after it with a sledgehammer and not 
break it! This polycarbonate is an inexpensive solution for 
intrusion resistance. 
It is important to note that the glazing material is only 
one aspect of an intrusion resistant system. The doors and 
vision lite kits used to hold this glazing material are just 
as important. They must all work as a system to counteract 

The shock tube is used to 
replicate and direct blast 
waves at a sensor or a model 
to simulate actual explosions 
and their effects, usually on a 
smaller scale.

DOORS + HARDWARE      MAY 2017    33



the threat. When selecting intrusion 
resistant products, it is important that 
you select intrusion resistant doors, 
frames, glazing, and vision lite kits. 
The vision lite kits are usually rein-
forced with more fasteners and materi-
al to allow the system to withstand a 
threat. 
I know what you're thinking: More fas-
teners? No one is going to buy that! Well, 
just because there are more fasteners 
doesn't mean you have to see them! 
There are companies that have devel-
oped clever ways of disguising their 
intrusion resistant glazing kits so it 
does not look reinforced to the average 
person.

How Do I Know what Level of 
Protection is Needed for an 
Entrance?
To summarize all of this, the load re-
sults for HVHZ-approved systems are 
calculated in pounds per square foot. 
With ballistic systems, you need to 
understand the caliber of bullet your 

entrance must withstand in an attack; 
that will dictate the level of protection 
required.
For blast protection, you will need to 
know the blast load the product needs 
to withstand, calculated pounds per 
square inch (psi), as well as the im-
pulse calculated in pounds per square 
inch and milliseconds (psi-ms). For 
intrusion resistance, you need to know 
the amount of time that you want to 
hold a perpetrator at bay and if you 
want laminated glass or polycarbonate 
glazing. 
To be successful when ordering these 
types of systems, I strongly recom-
mend you take the time to understand 

the science behind the products that 
will protect you and your customers. 
Understanding the requirements of 
your state or local jurisdictions and 
having all the information ensures 
you and your customer have on-time 
deliveries and products that meet the 
requirements for the project. 

KEN BOWDITCH is 
Director of Research and 
Development, Special-
Lite, Inc. He can be 
reached at ken_
bowditch@special-lite.
com.

If you are looking 
for solutions that 
would slow down 
a perpetrator from 
gaining access to 
your building, one 
of the options is 
to add intrusion 
resistant glazing to 
your entrance.
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On a fairly regular basis, someone 
sends me a video clip or a link to a 
news story, asking, “Have you seen 
this classroom lockdown device?” 
After I respond in the affirmative, the 
inevitable follow-up question is, “It’s 
good, right?” When I respond in the 
negative, people are startled. 
As a security consultant, I want to 
like the classroom security after-
market product that costs less than 
a classroom security lock, is made 
in America, is endorsed by some 
local authority figure, and has lots of 
people buzzing. Unfortunately, that 
magnet, barricade, or door contraption 
poses more risks than it addresses. To 
improve classroom security, keep the 
doors closed and locked at all times. If 
you are unwilling to do that, consider 
purchasing classroom security locks 
that enable teachers to lock the door 
from the inside with a key.
This article will address the emo-
tional appeals and code violations 
that accompany classroom security 
after-market devices. To address any 
remaining doubts, we will also pres-
ent an ultimate litmus test.
The typically inescapable and un-
changing rule of security is that 
“effective loss prevention is always 

preceded by extensive losses.” (Saul 
Astor, Loss Prevention) This rule, how-
ever, can encourage people who have a 
responsibility to address security vul-
nerabilities to take risks on unproven 
or downright dangerous products. 
Fear, as it turns out, is always an ex-
cellent motivator. The problem is that 
advertisers know this and use fear as 
the main ingredient in their emotional 
appeals. This can lead well-meaning, 
but uneducated, individuals to make 
potentially big mistakes when at-
tempting to address actual problems. 
The good news is that with the help of 
some simple guidelines, and by check-
ing with experts (e.g. a legitimate fire 
marshal), these dangerous mistakes 
can often be avoided. The hardest part 
is having the patience to take a step 
back and determine the best course 
of action rather than rushing in and 
throwing the first product you hear 
about into your school to demonstrate 
that you are making progress. 
Begin by immunizing yourself against 
emotional appeals. Concern is good 
but, generally, fear is not. Take a 
measured and collaborative approach 
to decision making. Next, watch out 
for the patriotic appeal. Classroom se-
curity after-market devices will often 
tout that they are proudly made in the 

United States. Is that a real reason to 
purchase this kind of product? Finally, 
beware of the startup appeal. Some 
device websites relate stories about 
how the product’s inventor survived 
a school shooting and now wants to 
help protect your students. With all 
due respect, experience is not the same 
thing as expertise. 
In general, classroom security devices 
do not consider the bigger picture. 
There is no doubt that some of them 
are effective in keeping an active as-
sailant from entering a classroom, but 
they typically violate fire/disability 
codes and fail to consider the addition-
al risks that they present. 
Keep in mind that fires and criminal 
acts (e.g. theft, sexual abuse) are far 
more likely to occur than an active 
shooter incident. Since after-market de-
vices are designed with only one risk in 
mind, they often infringe on National 
Fire Protection Association (NFPA) 
codes and Americans with Disabilities 
Act (ADA) standards. They also run the 
risk of unauthorized deployment. 
Let’s consider two types of after-
market devices:

1. Magnets that cover strike 
plates—The least expensive 
after-market option, these 

By Paul Timm, PSP 

Classroom Security Risk Transfer

Commentary
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magnets cover the strike plate 
in the door frame. The door is 
already locked, but the magnet 
prevents the strike from latching. 
Advocates of magnets tout the af-
fordability of the product and the 
simplicity of no longer needing a 
key to secure the door.   
However, magnets prevent the 
automatic latching of fire-rat-
ed doors (e.g. Science Labs) as 
required by the International Fire 
Code (703.2). Individuals with no 
credential (key), such as intrud-
ers, special needs students, and 
students with malevolent intent, 
can enter the room, remove the 
magnet, and lock the door. To 
make matters worse, teachers 
typically cease carrying class-
room door keys. A facilities 
professional recently sent me this 
inquiry, “(Our existing mag-
nets) only work on metal frame 
doors. Do you know of a similar 
solution for non-metallic door 
frames?”

2. Barricades—These products 
block or prohibit intruder access 
from the hallway. The teacher 
places a device that drops bolts 
into the threshold, deploys a 
widget that hooks onto the door 
frame/handle, or slides a metal 
sleeve over the door closer arm. 
Advocates of these products 
primarily rely on cost compari-
sons between their devices and 
classroom security locks.  
Be careful. Many of these prod-
ucts violate ADA standards. Can 
those with disabilities deploy/re-
move them? Also, once deployed, 
the devices can prevent an unob-
structed “means of egress” from 
the classroom.

Once deployed, these products violate 
NFPA 101—The Life Safety Code for 
single motion egress. (The releasing 
mechanism) “shall open the door 
leaf with not more than one releasing 
operation.” (7.2.1.5.10.2) The after-mar-
ket device presents, at a minimum, a 
second motion.

After-market devices also require 
“special knowledge” to operate. All 
individuals must be able to egress 
without “the use of a key, a tool, or 
special knowledge or effort for opera-
tion from the egress side” (NFPA Life 
Safety Code 101—7.2.1.5.2). Assuming 
teachers receive good instruction in 
product deployment and/or removal, 
how would the school account for 
students, substitutes, or visitors? 
Please understand that the NFPA is 
working diligently to incorporate 
classroom security. The 2018 edition of 
NFPA 101 will reflect those efforts. In 
the January/February 2017 issue of the 
NFPA Journal, Ron Cote´ states, “The 
provisions of NFPA 101 for classroom 
door locking against unwanted entry 
present a carefully engineered pack-
age that combines hardware dos and 
don’ts with performance, training and 
operational procedures. The package 
can serve as a model to other stan-
dards development organizations and 
to school jurisdictions that have devel-
oped homegrown, but in many cases 

deficient, solutions to their security 
concerns.” 
In the meantime, consider the follow-
ing litmus test. If you are certain that 
an after-market solution is acceptable 
for your students and staff, simply 
ask the authority having jurisdiction 
(AHJ), such as your local fire marshal, 
to state as much on the AHJ letterhead. 
That simple act will move my transfer 
of risk concern to a transfer of liability 
issue. And, if you get that approval on 
AHJ letterhead, please drop me a note 
at www.retasecurity.com. 

PAUL TIMM, PSP, is 
Vice President of Facility 
Engineering Associates. 
He is a board-certified 
Physical Security 
Professional (PSP), the 
author of School Security: 
How to Build and 
Strengthen a School 

Safety Program, and a nationally acclaimed 
expert in school security. Contact him at paul.
timm@feapc.com.
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How Gaskets  
Can Enhance  

School Security
By Jacob Wexler, FDAI

In the wake of tragedies like 
Columbine and Sandy Hook, educa-
tional facilities all over the country 
have been working diligently to en-
hance their security. They have relied 
heavily on the architectural openings 
industry, which has been proactive 
in designing and producing new 
classroom locks and electronic access 
control systems that will ensure their 
doors are closed and latched securely. 
However, in the rush to upgrade se-
curity with new doors and hardware, 
one item that is frequently overlooked 
is gasketing. 
Gasketing, or weather stripping, has 
typically been an afterthought when 
specifying any openings, despite the 
vital role it plays in ensuring doors 
function properly. Specifiers would be 
wise to take note of the innovation that 
has taken place in gasketing products 
in recent years and understand how 
essential they are to enhancing not 
only security, but also the life safety of 
school students and faculty. 

Gasketing Evolves
Architectural hardware has changed 
more in the past three decades than it 
has throughout the whole of human 
history. From electrified hardware to 
biometric access control systems, the 
industry has come a long way from 
traditional mechanical keys and hing-
es. Such dramatic advances have only Figure 1: The mounting hardware used for the door closer and strike has been properly 

specified and installed.

Photos courtesy of Legacy Manufacturing
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heightened the disparity between high 
tech hardware and gaskets, pushing 
them further into the periphery of the 
industry. 
Discussion about gaskets have typ-
ically been limited to their role as a 
life safety or an acoustical product. 
Yet just as building openings have 
been undergoing a transformation, 
so too are gaskets. For years, they 
have played a vital, albeit invisible, 
role in enabling acoustical, fire-rated, 
electro-magnetic interference and 
hurricane doors to function properly. 
However, the evolution of electronic 
hardware in our industry has opened 
the door of possibility to engineer and 
modify existing gasketing options, 
thus allowing gasketing to become a 
more integrated part of securing the 
opening. 
An excellent example of this is can 
be seen in Figure 1 (opposite page). 
This picture was taken on the inside 
of a secured opening. The mounting 
hardware used for the door closer and 
strike has been properly specified and 
installed. In addition, it is important to 
note the location of the door position 
switch on the upper right and upper 
left jamb of the paired opening respec-
tively. The door position switch loca-
tion is now clearly known, and some-
body attempting to access the door 
without credentials from the outside 
may be able to avoid or bypass this 
switch. As a result, the possibility to 
conceal the switch into the permanent 
gasketing is now a preferred option. 
Implementing a security system that 
uses a pressure-sensitive ribbon switch 
inside of the required gasketing allows 
for a more effective way to supervise 
the status of the opening. The switch 
will be activated upon the release 
of force applied to the gasket. When 
the door is open and there is no force 
against the seal, the contact will be 
open. When the door closes, the con-
tact will close. Configurations can vary 
based on use of the product.
Another area where the evolution of 
gasketing is offering an impressive 
solution can be seen in concealed 

automatic door bottoms. Thresholds 
can often pose difficulties when spec-
ifiers are unsure of the type flooring 
being used in the opening. A poor 
selection can result in a significant 
amount of space between the bottom 
of the door and the finished floor, 
which can result in ineffective fire or 
acoustic doors. Concealed automatic 
door bottoms offer an elegant solution 
to the problem. 
While the configurations of this type 
of secure seal are endless, the automat-
ic door bottom can be activated in one 
of two ways. The first is the traditional 
opening and closing of the door. When 
a door is closed, the threshold will act 
as a latch, activating the door bottom 
and allowing the seal to drop down. 
When the door is open, the pin that 
hits against the stop will retract into 
the door bottom and the seal will be 
concealed into the housing. 
The more innovative approach is to 
have an electronically retracting door 
bottom that can be activated with 
a switch. The switch can be either a 
keypad, a key switch, or a standard 
momentary switch with no credential 
requirements. This feature could be 
very useful in school settings where 
sound control is particularly important, 
from the music room to the nurse’s of-
fice, where privacy issues are a concern.

Proper Specification and 
Installation
While recent innovations in gasketing 
products can aid in enhancing the 
security of educational facilities, their 
effectiveness is dependent on proper 
specification and installation. When 
specifying gasketing for educational 
facilities, here are some points to keep 
mind:

● Ensure the gasketing specified 
does not interfere with any other 
hardware on the door (pivots, 
cylindrical locks, electronic hard-
ware, surface mounted closers, 
concealed vertical rods).

● Ensure that mounting hardware 
locations are adjusted for any 
brackets that must be used on 
perimeter gasketing.

● Mounting brackets should 
always be used when there is 
surface mounted hardware that 
will interfere with gasketing.

● Specify gasketing that is appro-
priate for use in a school setting 
such as anti-ligature and anti-mi-
crobial gasketing.

● Finger guards and finger protec-
tion hardware on both the hinge 
and lock side are imperative 
for the protection of children. 

Figure 2: A good representation of how hardware should be mounted to gasketing in a school 
application.

DOORS + HARDWARE      MAY 2017    39



In addition, the extra seal protecting the hinges can 
provide additional security by preventing tampering.

● Fire exit hardware or panic hardware must be proper-
ly undersized to allow for the mounting bracket over 
the seal. This is typically an instruction to be given to 
the contractor or installer as this type of hardware is 
generally field modifiable.

Although specifications are an important element, many 
of the errors involving gasketing are the result of improper 
installation. The following are some tips to ensure gasketing 
integrity is not compromised in the field:

● When using gasketing in schools, it is imperative to 
avoid frames without stops, also known as cased open 
frames. Due to the design of these frames, the gasket-
ing can be easily removed with a screwdriver, leaving 
the door unsecured. In a situation where a cased open 
frame is already installed, the heavy-duty rated gas-
keting that acts as the stop should be mounted with 
security fasteners to inhibit tampering. 

● A magnetic lock should only be used with the proper 
mounting bracket recommended by the manufacturer 
to avoid interference with the continuous seal. 

● The mounting of other hardware onto or overlapping 
gasketing must be looked at carefully to ensure the 
seal has not been compromised, particularly in highly 
secure openings. Figure 2 (previous page) is a good 
representation of how hardware should be mounted 
to gasketing in a school application. 

● The practice of notching out gasketing for other 
hardware is dangerously common as many specifiers 
and installers either ignore or are unaware of the 
need for a continuous seal and therefore notch out 
an appropriate space within the gasketing for other 
hardware. This notching of gasketing creates two 
potential risks to occupants. The first is a security 
issue, as the break in the gasketing creates an access 
point to the secure side of the opening. The second is 
an even more serious threat to life safety as the door 
assembly was not tested with that type of modifi-
cation. This is of particular concern with fire doors, 
where any breaks in the seal are likely to result in 
leakage of smoke into a room. 

● The integrity of the seal is immediately lost once the 
seal has been cut to allow for a strike or a surface 
mounted closer. For this reason, it is mandatory to use 
security brackets over any type of perimeter seal. Figure 
3 (below) shows the proper way to install a security 
bracket to allow for a surface mounted roller strike to 
be installed. The security bracket allows for a continu-
ous seal around the opening, which is consistent with 
the test that was successfully performed on the open-
ing prior to rating. In addition, the security bracket 
makes it difficult for the hardware to be tampered with. 

These are just a few of the many issues involving door 
gasketing in educational facilities. Specifiers can find addi-
tional details on these issues in NFPA 105 (2016)—Standard 
for Smoke Door Assemblies and Other Opening Protectives, and 
NFPA 101 (2015)—The Life Safety Code. 

Figure 3: The proper way to install a security bracket to allow for a 
surface mounted roller strike to be installed.

Although specifications are an important element, 
many of the errors involving gasketing are the result 
of improper installation.
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Conclusion
Gasketing, as shown, can be an integral part of 
the security of the opening. Both existing gas-
keting products and the ongoing expansion and 
engineering of new gasketing products, can and 
should be used to secure openings in any type of 
facility, including schools. 
However, it is vital that the gaskets are specified, 
coordinated and installed properly to ensure the 
opening is secure and will function properly, 
especially in the event of an emergency. Schools 
are among the most vulnerable public spaces for 
security and ensuring the appropriate hardware 
is installed in these types of openings is essential 
to ensuring the life safety and security of both 
students and faculty.  

JACOB WEXLER, FDAI, is the 
Product and Business Development 
Manager for Legacy Manufacturing, 
LLC. He can be reached at  
jacob.wexler@legacyllc.com. 

Figures 4 and 5 detail the results of poor specification and installation 
of hardware on an opening. The picture shows that the seal was 
notched out to accept the surface-mounted closer and the strike.

It is vital that the gaskets are specified, coordinated and 
installed properly to ensure the opening is secure and will 
function properly, especially in the event of an emergency. 
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Do you have questions about DHI education and which 
classes might be the best option for your career goals? 

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

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

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

LEVEL TWO: INTERMEDIATE TECHNICAL COMPETENCE
Door + Hardware Technician (DHT) Credential
Available through our new partnership with Kryterion Global Testing Solutions. Take the 4-hour computerized exam or take the exam 
at one of the 900 testing centers around the world, or from the convenience of your office or home computer. 
Introductory pricing combined with a special DHI membership offer is available through June 30. 

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

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

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

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

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

AFFORDABLE: Priced to fit your budget

VALUABLE: CEP Points awarded

TARGETED: Focused on specific learning outcomes

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

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

2017 Canada Spring School
May 29–June 2
Holiday Inn Airport • Montreal, PQ 
www.dhicanada.ca

 2017 Fall School
October 23–28
Embassy Suites • Scottsdale, AZ
www.dhi.org

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

Education
Your Career, Our Commitment
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An Insider’s Guide to 

SELECTING 
BUSINESS 
SOFTWARE
By Paul Kirsch

As a 30-year veteran of the technology industry, I 
often found myself taking for granted the incredible 
pressure placed upon “non-technical” individuals 
that had the audacity to launch a company, armed 
with only a business degree. 
What were they thinking? How did they possibly hope 
to make the technological decisions they needed to make 
without an engineering degree from MIT in their other 
pocket?
An exaggeration? Possibly. The fact remains that 
at one point or another every business operator is 
going to be faced with some very important—and 
very expensive—technological decisions that will 
ultimately have a profound effect on the opera-
tion of their business. Just to be competitive in a 
modern business climate, businesses will eventu-
ally have to select “line-of-business” software to 
assist with daily operations and some form of ERP/
accounting software to keep track of all the money 
they’re making in the process.
While the specific reasons one may find to choose 
one software package over another are as diverse 
and abundant as choices available, there are a 
number of fundamental caveats that every would-
be software purchaser needs to keep in mind. In 
nearly every professional field one will encounter, 
they will also find those who have made their 
careers in said field will have a specific perspective 
on the issues that matter the most. The prototypi-
cal “industry insiders” will always know the right 
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questions to ask; it’s the reason we ask 
our mechanic friends to “check out” 
the used car we’re thinking of buying, 
or why we ask the doctor we meet at 
the golf course for a second opinion 
on the problem that our “friend” is 
currently suffering from.
As mentioned previously, I’ve made 
my living in the software industry for 
a very long time. I’ve designed sys-
tems and helped people select them. 
I’ve seen a lot of really great ideas and 
a lot of dismal failures. Through it all, 
and with the help of some colleagues, 
I’ve assembled my top list of “must-
have” considerations for any software 
purchase.
By following some simple, but very 
sage advice, one can side-step most 
of the potential sources of software 
tragedy. With that in mind, I humbly 
offer my “Insider’s Guide to Software 
Selection.” As for the website and the 
social media, you’d best find yourself a 
web-obsessed twenty-something with 
a Red Bull habit and hope for the best.

 It’s Your Data  —Maintain 
Control Over It

In recent years, the emergence of 
“cloud computing” has made access-
ing our critical data easier and more 
convenient than anyone could have 
ever imagined. Like many informa-
tion workers, I have a computer at my 
office desk and another in my home. 
For those times when I’m at neither 
location, I have a laptop that allows me 
to work wherever I may find myself. 
Supplementing these “traditional” 
PCs is my arsenal of mobile devices: 
a smartphone, a couple of tablets, and 
so on and so on. The amazing thing 
is that my essential data—contacts, 
calendar, email, documents, photos, 
etc.—is conveniently waiting for me 
on whichever device I happen to pick 
up or sit in front of.
The entire experience has become so 
seamless, it’s almost magical! It’s easy 
to picture a “cloud”—bursting full 
of my precious data—following me 
around in all its ubiquitous fluffiness, 
like an obedient puppy. Fortunately, 
I know better. I’m in the software 

business. I know there’s no fluffy 
cloud carrying my data in the sky 
above; my email and contacts are safe-
ly stored in a pair or mirrored hard-
ware drives installed on a file server 
located in my office’s server room. If I 
close my eyes I can even picture it—
first rack from the right, four servers 
up from the bottom—there it all is.
The question one needs to ask is, “Do 
you know where your data is?” When 
someone tells you that your precious, 
irreplaceable company data is being 
safely kept “in the cloud,” substitute 
the word “cloud” for “someone else’s 
computer” in your mind. That will 
give you an accurate picture of the 
situation as it is.
A “cloud” provider (otherwise re-
ferred to as a “public cloud”), is noth-
ing more than an outside party that 
is leasing you space on their servers 
to warehouse your data. While this 
may be all well and good, you need to 
recognize that you are not in control of 
your data. Quite frankly, you proba-
bly don’t have the faintest idea where 
your data even is. The only thing you 
can be sure of is that it is being kept 
in some server—or servers—some-
where… anywhere!
The moment that comforting image of 
the magical cloud goes “poof” in your 
imagination, any number of obvious 
questions should come to mind, such 
as, “Who’s in control of my data?” 
and “Who has access to it on a regular 
basis?” You can be quite certain that 
wherever these servers containing the 
fruits of your labor are located, there 
are also employees who are responsi-
ble for maintaining them. Possibly all, 
but certainly some of these “employ-
ees” can access your data as easily as 
you can access the data on your hard 
drives.
Optimistically, I choose to believe 
that most cloud providers do their 
very best to keep your data safe and 
secure; but then reality steps in. Is it so 
unreasonable to suggest that at least 
one of those “employees” is a recent 
university graduate with an unbeliev-
able load of student debt, or perhaps 
just someone who has picked up an 

unfortunate and expensive habit on 
the side? People are people, and many 
of them are easy to motivate—espe-
cially if you have competitors willing 
to pay for access to your confidential 
data.
The reality of the situation is you can 
simply never be certain. We’ve all read 
of supposedly secure data stores being 
hacked, and often some very personal 
data or photos finds their way on the 
public internet. No one can ever be 
certain about how it got there, but isn’t 
that the lesson to be taken from all of 
it? The moment any asset—including 
your financial data and confidential 
bids—is placed in the trust of another 
party; you can never truly be secure.
The good news is that there is an 
alternative. So-called “private clouds” 
have taken the corporate IT world 
by storm (pardon the pun). “Private” 
clouds work exactly like their “public” 
counterparts, except the data is stored 
on your servers, under your lock and 
key. No matter what, you have the 
final word on what happens to your 
data. No one can withhold access, 
even if they become insolvent or you 
decide not to pay your maintenance 
fees. “Private” clouds are a simple 
solution that provide much-needed 
peace of mind.

 It’s Your Data, Part 2—
Make Certain It’s Accessible

Having established where your data 
makes its home, you probably feel 
as though your potential problems 
are behind you. No such luck. Many 
software applications, especially those 
built on an older “legacy” code base, 
store their data in proprietary formats 
and provide no tools with which to 
access it. This is particularly true with 
packages that have a heritage stretch-
ing back to the days of DOS-based 
networks; long before any data access 
standards even existed.
The net effect couldn’t be more frus-
trating. While may you be secure in 
the knowledge that your data resides 
on your secure hardware, and is be-
yond the reach of outsiders, it can also 
be just as unreachable by you. If the 
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data is written in a format that can only be read by a single 
software package, you could find yourself facing with the 
digital equivalent of “locked-in” syndrome. You know the 
information is in there somewhere; you just can’t get to it.
There are several ways one can lose the ability to use a soft-
ware product. The vendor or developer could fall off the 
face of the earth, or you may find yourself cut off should 
you stop paying your maintenance fees. In any event, the 
net result is the same—your data is locked in a box that you 
simply don’t have the key to. 
Even if this never occurs, and you continue to have access 
to said software for the foreseeable future, you’ll still be 
faced with limitations and the frustrations that accompany 
them. “Business Intelligence” (BI) is another technological 
trend that is gaining popularity with each passing day. 
New applications that allow business operators to use their 
existing repositories of data are being constantly released. 
Businesses are finding countless new ways to leverage 
those valuable data assets and use them in ways they never 
imagined before.
Even if you’ve never considered such a thing, you can be 
fairly certain that at some point someone in your company 
will want to use your data for something that your existing 
business software can’t accommodate. By keeping your 
data accessible, in some industry standard format, you keep 
your options open. You can purchase off-the-shelf applica-
tions, or retain the services of other developers to create the 
bespoke tools you may find yourself in need of.
It all comes down to this simple point: don’t underestimate 
the importance of “future proofing” your business. Make 
certain that any software you implement provides a mecha-
nism for accessing your business data, especially if you and 
the vendor part ways down the road.

 Know the People You’re Dealing with— 
All of Them!

When contemplating the purchase of any piece of business 
software, there is one major consideration that nearly all 
inexperienced shoppers can often overlook. When software 
developers present their products, these potential buyers 
always begin with the same assumption—that the “devel-
oper” actually developed everything they’re showing you. 
An understandable assumption, but in reality, nothing 
could be further from the truth.
Apple Computer’s co-founder Steve Jobs made famous the 
statement: “Good artists copy; great artists steal.” Ironically, 
Jobs even stole the quotation itself, which has been attribut-
ed to everyone from Pablo Picasso and Igor Stravinsky to 
T.S. Eliott. The point is the quote captured the attention and 
the imaginations of the masses; and like all good clichés, it 
contains a good deal of truth.
“Intellectual property” is a term that most people have 
encountered at one time or another, and the majority of 

them doubtlessly understand that it refers to the specific 
elements of innovation that differentiate one particular 
product from others in its field. For software developers, it 
refers to the fountain from which the money flows. These 
often patentable components are lucrative licensing oppor-
tunities for the geniuses that created them—but potential 
problems for the unsuspecting software buyer.
Software developers, especially smaller ones, routinely 
source software components and technologies from other 
companies and developers. Sometimes these compo-
nents are properly licensed, and sometimes they’re not. 
Unsuspecting software buyers could find themselves in a 
very crowded room. Any issues that could potentially arise 
from improper or expiring license arrangements could 
seriously impact a vendor’s ability to continue supporting 
a product. Did any other person or company contribute 
elements of the software you’re about to purchase? Who’s 
responsible for the ongoing maintenance and development? 
What happens if they terminate their arrangement or the 
other party goes out of business? 
As a mere purchaser, it’s unlikely that you’ll be held re-
sponsible for any such mishaps, but as someone who has 
invested in the product at the center of the dispute, you 
are most certainly going to be affected by it. The last thing 
anyone needs to hear in a moment of technological crisis is 
that the problems you’re experiencing are “someone else’s 
fault,” and your friendly software vendor can’t do anything 
but sit helplessly alongside side as you both wait for some 
unknown third party to save the day. 
Each and every outside party that a software developer 
relies upon is one more person or company that you are 
now also relying on, for as long as you use the product. You 
are ultimately subject to the terms and conditions they’ve 
negotiated among themselves, long before you ever entered 
the picture. Your brand new and very expensive business 
system could easily be at the mercy of a one-man develop-
ment team working out of their parents’ basement. 
The bottom line is simply this: Find out exactly who has 
contributed to, and is responsible for, the ongoing mainte-
nance of every aspect of the software that you’re consider-
ing. Make sure you understand everyone’s responsibilities 
and obligations, and what recourse you may have if one 
of them leaves the party early. The one thing you can be 
certain about is you’ll inevitably find yourself dealing with 
each and every one of them at some point.

 It’s All About Support
Obviously no one needs the advice of an “insid-

er” to convince them of the importance of good technical 
support. What they may need, however, is some insight 
into what kinds of questions to ask and help to anticipate 
needs they may have never considered. Making the opera-
tion of your business dependant on a software package is 
a lot like walking a tightrope. The situation is precarious 
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and potentially dangerous; you need to know that there’s a 
safety net ready to catch you if the worst should happen.
I’m reminded of an old salesmen’s joke about a man who 
dies and is given of choice of whether to spend eternity in 
heaven or hell. Before he decides, he’s given a brief tour of 
each. Heaven looked just as he expected—angels playing 
harps floating about on clouds and the like. Hell, however, 
looked like a cross between Las Vegas casino and strip club: 
drinking, gambling and every imaginable form of debauch-
ery. It took only a moment for the surprised man to make 
his choice—compared to endless days of harp concertos, the 
scene downstairs looked like a far more interesting way to 
spend eternity. 
Decision made, off to the basement he went. When he got 
there, however, there was nothing but fire and brimstone 
as far as the eye could see. “I don’t understand,” he protested, 
“what happened to the party? Everything looked amazing when 
you showed it to me before!” The attendant looked at him with 
wide eyes, and replied calmly, “Then you were a prospect. 
Now you’re a client.”
There’s nothing easier for a vendor to do than extol the 
virtues of the support they’re going to provide. The problem 
is in knowing what the reality is going to look like when 
money has exchanged hands and your business is now at 
their tender mercies. 
Obtaining references from other clients is an obvious first 
step. Bear in mind, however, you can’t rely entirely on what 
others have to say. There’s a strange phenomenon I’ve ob-
served over my many years in this industry that I can only 
attribute to a form of “Stockholm Syndrome” as experi-
enced by hostages that end up feeling sympathy and even 
affection for their captors. A vendor’s clients may be under-
standably reluctant to give them a poor review; for fear that 
they’ll be penalized with even worse service in the future. 
Besides, there is the simple truth—misery loves company.
The best one can do is try to get an accurate assessment of 
your vendor’s resources and as such form a realistic image of 
what you can probably expect. Despite what they may prom-
ise, and even their best possible efforts, a one-man support 
team simply won’t be able to be there for their clients at all 
times. Everyone gets sick, goes on vacation and can simply 
answer only so many inquiries in a day. The likelihood of 
receiving a timely response to a support inquiry improves 
with the size of the support team that is available to you.
Above all else, as a business operator, you need to decide on 
exactly what your expectations are regarding support. If a 
technical issue arises or if you simply have a question about 
how something is done, how long are you prepared to wait 
for a response? Many so called “support” teams can take 
days to respond to an inquiry, and even longer if some-
thing needs to be corrected. It makes no sense to settle for a 
support system that is bound to leave you frustrated or even 
result in the loss of potential revenue.

That being said, a vendor’s ability to respond to inquiries 
and help requests is only a portion of the support picture. 
Invariably there are going to be other things you’re going 
to require from the developer of your primary business 
software. Are they continuing to develop the product? Are 
they embracing new technologies as they emerge? Do they 
have the resources to keep up with the evolving needs of 
your business?
As the needs of your business and your industry evolve, 
your software needs to keep in step with the changes 
happening around you. As your business grows, you may 
need to scale up to more comprehensive accounting plat-
form; does the software you’re considering allow for that 
possibility?
There may well come a day when you find you need to 
integrate your business software with another application. 
Does your vendor have any experience with development 
projects like this? Do they have the resources in house to 
complete them?

 Putting it All Together
Selecting a piece of software that is going to be-

come the centerpiece of your daily operations is a massive 
responsibility and not a task to be taken lightly. The items 
covered in this article are just a few universally applicable 
items that should be addressed as part of the evaluation 
process. Beyond these, one still needs to compose a clear 
list of their business requirements and make certain the 
software in questions can address them to your satisfaction. 
This is not a time for compromise. Decisions should never 
be based solely on financial considerations; it’s far too easy 
to settle for the most economical choice. Selecting business 
software is a lot like choosing a plastic surgeon; they are 
both times you don’t want to be hunting for a bargain!
Above all, don’t be afraid to ask questions—lots of ques-
tions—about anything and everything that you may be 
uncertain or unclear about. With enough questions, you 
should eventually be able to form a good impression of 
what you can come to expect from the vendor and the soft-
ware you’re considering. 

PAUL KIRSCH is the President and CEO of AVAware Technologies.  
He has been involved in designing and writing software systems for 
over 30 years. Paul can be reached through the AVAware website at 
www.AVAware.com
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A IN STOCK AND READY
Top Notch Distributors is an authorized national distributor of Stanley’s BEST 
Access Systems. We have product in stock and ready for immediate delivery! 
www.topnotchinc.com

B DIGITAL INTERCONNECT LOCK 
TownSteel is pleased to announce the new patented Digital Interconnect Lock. 
Easy installation and easy programming. 
www.townsteel.com

C INTERCHANGEABLE LOCKING PULL HANDLE
Designed and Engineered in Germany, ABP Beyerle has just released its newest 
handle the interchangeable locking pull. You now have the option to be able 
to change from SFIC to LFIC on site. We have developed an adapter to switch 
between SFIC to LFIC or from LFIC to SFIC.
www.beyerle-us.com

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

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

F AKRONLINE—A MORE PROFITABLE TOOL
Akron Hardware is focused on 
making Akronline the best online 
tool to locate product, check price, 
and purchase door hardware. The 
updates we've made to Akronline 
make it a more useful and profit-
able resource for our customers. 
www.akronhardware.com and click 
“Shop Online” today.

Product Showcase

Special  
Advertising 
Section
To be included in the next  
Product Showcase, contact Molly at 
mlong@dhi.org for more information.
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G INCLUDE DOORS IN YOUR DESIGN
Virtually indestructible Acrovyn Doors can now include signage, messaging, 
photographs and graphic images, and can even act as part of a full wall mural. 
Acrovyn Doors by Design are manufactured by embedding images behind our 
rugged PVC-free Acrovyn Rigid sheet. With Acrovyn by Design, you no longer 
have to sacrifice durability for aesthetics.
www.c-sgroup.com/acrovyn-doors

H ARCHITECTURAL WOOD DOORS
VT Architectural Wood Doors offers hundreds of styles and finishes to fit every 
aesthetic. By using VTonline®, you can get quick and accurate delivery on the 
Heritage collection. The style and functionality of VT doors make them the 
perfect choice for a wide variety of applications.
Learn more at vtdoors.com. 

I SDC SPACESAVER® ELECTRIC DEAD BOLT LOCKS
1091ADMR/1291ADMR Spacesaver® Electric Dead Bolt Locks with Mechanical 
Release first designed and patented by SDC, are a fundamental innovation in 
electric locking technology for access control applications. SDC Spacesaver® 
locks may be mounted in the frame header, side jamb or door lock stile. 
Available in Failsafe or Failsecure functions.
http://sdcsecurity.com/1091ADMR-1291ADMR-Spacesaver-Electric-Dead-Bolt-
Locks.htm

J INTELLIGENT LOCAL DOOR ALARM BY DELTREXUSA
Our iLDA allows integrators to use single or multiple door alarms for a variety of 
applications remotely. An adjustable, constant or pulsing alarm with program-
mable delays for access and reset via blue-tooth or with manual bypass ibutton. 
Lighted display reader shows status and delay countdown with copy and logos 
optional.
 www.deltrexusa.com

K SELECT HINGES WITHSTAND BRUTAL ATTACKS AND 
DECADES OF DAILY USE 
Help keep your school secure today—and for decades– with SELECT geared 
continuous hinges. Our SL27LL passed the brutal U.S. Department of State 
60-Minute Ballistic Resistance and Forced Entry tests. SELECT hinges stand 
up to daily use, too, and are proven to last more than 25,000,000 cycles in 
independent testing. 
select-hinges.com

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

It has been a while (six years!) since I have written 
about the code requirements that apply to panic hard-
ware in my Decoded column, so it’s time for an update. 
There are several questions that come up fairly fre-
quently, so I will address the following:
• Where is panic hardware required by code?
• When is a double-cylinder lock allowed instead of 

panic hardware?
• How is the actuating portion of panic hardware 

measured?
• What is the maximum force allowed for operating 

panic hardware?
• Can an electromagnetic lock be installed on a door 

that is required to have panic hardware?
• Is a non-latching sensor bar considered panic 

hardware?
First, some basics. Panic hardware is defined by the 
International Building Code (IBC) as: “A door-latching 
assembly incorporating a device that releases the latch upon 

the application of a force in the direction of egress travel.” 
Fire exit hardware is panic hardware that is listed for 
use as part of a fire door assembly. Panic hardware is 
required by the IBC and NFPA 101—Life Safety Code to 
be listed in accordance with UL 305—Standard for Panic 
Hardware. Fire exit hardware must be listed to UL 305 
and is also required to be listed in accordance with 
UL 10C—Standard for Positive Pressure Fire Tests of Door 
Assemblies. A standard from the Builders Hardware 
Manufacturers Association (BHMA) also applies to 
panic hardware—ANSI/BHMA A156.3—Exit Devices.
Panic hardware is designed so that a person or group 
of people attempting to exit can easily unlatch the 
door by pushing on the hardware in the direction of 
egress. Current designs for panic hardware include 
the touchpad, crossbar, and recessed styles, as well 
as tubular panic hardware, which is sometimes used 
on glass doors. The touchpad style is often favored 
for durability and availability of electrified options, 
and crossbar devices may not be preferred for some 
locations because they can be chained together—pre-
venting egress, but the model codes do not currently 
specify which of these types is required.

Where is panic hardware required by code?
The most common question I receive about panic 
hardware is whether it is required in a specific 
location. For example, in a building with multiple 
floors filled with office cubicles, or a large multi-
family apartment building, would panic hardware 
be required on the egress doors? While there may 
be state or local requirements that vary, the IBC and 
NFPA 101 requirements are the ones that apply in 
most jurisdictions.
According to all editions of the IBC starting with the 
2006 edition, panic hardware is required for doors 
serving three use groups:

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

Photo courtesy of Lori Greene
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1. Assembly occupancies with an 
occupant load of 50 people or more

2. Educational occupancies with an 
occupant load of 50 people or more

3. High hazard occupancies with any 
occupant load

These requirements apply to doors 
which lock or latch; they do not apply 
if a door has push/pull hardware and 
no lock or latch.
For facilities that are required to follow 
NFPA 101—Life Safety Code, there are 
four occupancy classifications where 
panic hardware is required:
1. Assembly occupancies with an 

occupant load of 100 people or 
more

2. Educational occupancies with an 
occupant load of 100 people or 
more

3. Day care occupancies with an occu-
pant load of 100 people or more

4. High hazard occupancies with an 
occupant load of more than five 
people

Note: There are additional requirements 
in NFPA 70—National Electrical Code, 
for panic hardware on rooms housing elec-
trical equipment. Because these require-
ments have recently changed, I will address 
them in detail in a future Decoded article.
Based on these code requirements, 
would panic hardware be required 
for an office building (Use Group B—
Business) or multi-family apartment 
building (Use Group R—Residential)? 
If these buildings do not include a 
space that would be considered an 
assembly, educational, or high hazard 
occupancy, the answer is no—panic 
hardware is not required by the model 
codes. Of course, panic hardware can 
be installed for convenience, security 
or durability, even if it is not required 
by code.

When is a double-cylinder 
lock allowed instead of panic 
hardware?
In certain occupancy types, the model 
codes allow the main door or doors 
to be equipped with a key-operated 
locking device on the egress side. 
A double-cylinder deadbolt is the 
most commonly-used hardware for 
this application, and the lock must 
be readily distinguishable as locked. 
Signage is also required on the egress 
side of the door, with one-inch high 
letters on a contrasting background, 
stating “THIS DOOR TO REMAIN 
UNLOCKED WHEN THIS SPACE IS 
OCCUPIED.” The use of this type of 
lock can be revoked by the building 
official for due cause.
So where can this lock be used, and 
what does this have to do with panic 
hardware? According to the IBC, one 
of the locations where panic hardware 
is required—Group A (Assembly), is 
allowed to have a key-operated lock 
on the main door or doors in lieu of 
panic hardware if the occupant load 
is 300 people or less. Places of reli-
gious worship are also allowed to 
have a key-operated lock on the main 
door or doors, as well as Groups B 
(Business), F (Factory & Industrial), 
M (Mercantile), and S (Storage). The 
occupant load of these use groups is 
not limited by the section of the code 
which addresses key-operated locks. 
In previous editions of the IBC, the use 
of key-operated locks was limited to 

the main exterior door or doors, but 
this was changed in the 2015 edition 
to allow this application to be used on 
retail stores within an interior mall. 
NFPA 101 also includes an exception 
for key-operated locks, with slightly 
different restrictions.

How is the actuating portion of 
panic hardware measured?
The actuating portion of the 
panic hardware—the touchpad or 
crossbar—must measure at least one-
half the width of the door, for example, 
an 18-inch touchpad for a 3-foot-wide 
door. This seems pretty clear, but 
another interpretation of the code 
language has emerged—the interpre-
tation that the actuating portion must 
extend across the mid-point of the 
door. Since the actuating portion typi-
cally begins a few inches from the lock 
edge of the door, this interpretation 
would result in an 18-inch touchpad 
being code-compliant on a door that is 
more than three feet wide. 
Without a prescriptive “starting point” 
in the model codes—a minimum 
dimension from the lock edge of the 
door where the actuating portion must 
begin—the alternative interpretation is 
inconsistent. The more prevalent inter-
pretation is for the actuating portion 
to measure at least one-half of the door 
width, and the 2018 edition of NFPA 
101 is expected to include a change 
that will help to clarify the intent of 
this requirement.

According to the IBC, one of the locations 
where panic hardware is required—
Group A (Assembly), is allowed to have 
a key-operated lock on the main door 
or doors in lieu of panic hardware if the 
occupant load is 300 people or less.
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Currently, NFPA 101 states: It shall consist of a cross bar 
or a push pad, the actuating portion of which extends across 
not less than one-half of the width of the door leaf. The pro-
posed language for the 2018 edition is: It shall consist 
of a cross bar or a push pad, with the length of the actuating 
portion of the cross bar or push pad not less than one-half of 
the width of the door leaf.

What is the maximum force allowed for 
operating panic hardware?
Both the IBC and NFPA 101 include a requirement 
for panic hardware to be operable with a force of 15 
pounds or less. Until 2010, the accessibility standards 
were silent on the operable force for hardware, but 
in the 2010 ADA Standards for Accessible Design, a 
reference to a paragraph addressing operable parts 
resulted in a requirement for hardware—including 
panic hardware—to operate with a force of five 
pounds or less.
This change in the ADA standards resulted in a con-
flict with the model codes, and difficulty with enforce-
ment of the requirement. The accessibility standard 
referenced by the IBC—ICC A117.1—Standard for 
Accessible and Usable Facilities, did not include a limit 
on operable force. 
However, when the next version of this standard 
is published later this year, it will include a limit of 
15 pounds of operable force in a pushing or pulling 
motion, and 28 inch-pounds of rotational force. The 
ADA conflict will still exist, but may eventually be 
resolved by the Access Board; until then, a maximum 
five-pound force could apply in some jurisdictions 
depending on the Authority Having Jurisdiction.

Can an electromagnetic lock be installed 
on a door that is required to have panic 
hardware? Is a non-latching sensor bar 
considered panic hardware?
In the 2009 edition of the IBC and NFPA 101, a new 
section was added that addresses electromagnetic 
locks released by door mounted hardware—panic 
hardware or a lever handle which incorporates a 
request-to-exit switch, or a sensor bar. The 2009 IBC 
included confusing language stating that this appli-
cation could be used on doors where panic hardware 
was not required. 

After publication of this edition, it was determined 
that it was not the intent of the proposal to prohibit 
the use of mag-locks on doors with panic hardware. 
The code section was later clarified to allow this 
application on doors with panic hardware, as long as 
a switch in the panic hardware releases the mag-lock 
to allow egress. The code sections which address mag-
locks released by a sensor instead of door-mounted 
hardware do not prohibit the use of this application 
on doors with panic hardware.
To be considered panic hardware, a product must 
be listed in accordance with UL 305. This standard 
includes tests that involve latching, so a sensor bar 
that does not incorporate a latch cannot be listed to 
this standard. This means that if panic hardware is 
required by the model codes, doors which lock or 
latch would not be allowed to have a non-latching 
sensor bar in lieu of panic hardware.

Conclusion
As the requirements for panic hardware can vary from 
one edition of a model code to the next, it’s important 
to be aware of the specific code requirements that have 
been adopted in a project’s jurisdiction. There are addi-
tional requirements that apply to panic hardware, for 
example, the mounting height (34 inches to 48 inches 
above the floor), and the prohibition on other locking 
devices used in conjunction with panic hardware.
Electrified hardware applications which involve panic 
hardware may also have requirements defined in the 
model codes. When in doubt, refer to the adopted codes 
or discuss the situation with the Authority Having 
Jurisdiction. Rectifying a panic hardware compliance 
problem can be an expensive proposition. 

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. 

Both the IBC and NFPA 101 include a requirement for panic 
hardware to be operable with a force of 15 pounds or less.
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Sign Language
By Mark J. Berger

Real Openings

“Use your words” is an admonition we use with young children, as we try to 
get them to make clear expressions. The language used when putting signs 
on doors should be the same. Confusing signs, misleading signs, meaningless 
signs—they are all too common.

Fortunately, they are not as dangerous as items placed illegally on doors to 
restrict usage. But they can impeded safe exiting when they delay exiting 
because you stand there reading, instead of exiting. Other signs serve a useful 
purpose, so while we take the good with the bad, hope springs eternal that 
signage will improve.

 BEWARE OF WHAT?
I’m not really sure what the intent is here. Besides the obvious spelling error on 
“oncoming,” how is someone supposed to be cautious with oncoming traffic? What is 
oncoming traffic? If the intent is to open the door slowly, perhaps wording 
like “Open Door Slowly” would get the point across. But shouldn’t the 
bigger sign remind customers or unauthorized users that the alarm 
will sound?

 LANGUAGE MESSAGE
Architects—we love them. But they are as human as the rest of 
us, except they look much better in bow ties. Architects love 
long pulls. They are dramatic. They are clean. But… they are 
confusing when used on doors requiring locking. Somehow 
the paddle was added here, which necessitated a sign telling 
users which door is operative.

 READING GLASSES REQUIRED
I hope you never have to read this many signs in the event 
of an emergency. Some are required by code, as there is a 
transformer for a cell site behind this door. But it is in the 
means of egress, so trying to restrict to “Authorized Personnel 
Only” is misleading.
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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.

BIG CLEAR MESSAGE
An award winner. And… the sign is working.

 BIG MEANINGLESS MESSAGE
The first two lines are great. Clear instructions. Got it. But is the threat of the fire 

department response supposed to stop people from improperly using the door? 

 HOW NOT TO CLEAN
NYC Transit does a great job 
cleaning their stations. Imagine 
how many people pass through 
and what they could be leaving 
behind as they do. So power 
washing is performed to keep 
the stations sparkling. But… a 
door with a louver might be an 
issue, so the instruction here 
makes sense.

 SIMPLE—
PROFESSIONAL— 
TOP OF THE CLASS 
Five words…and they say it all.
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Existing Customers

Customers from 
Seminars/Training 

% OF ANNUAL SALES
Referrals

QUOTE & PROPOSAL FOLLOW UP

% OF NEW PRODUCT  TO EXISTING PRODUCT SALES

The Revenue 
Growth Habit

By Alex Goldfayn

Key Revenue 
Indicators

When you boil it all away, sales growth almost 
always comes down to just a few consistently 
repeating behaviors. 
The question is: which behaviors? The answer 
depends on your company, but it almost always 
come down to communications actions. That is, 
the more you talk to your customers—across  
all available channels—the more they will buy 
from you. 
The key is to identify what these behaviors are 
for you, and then to track and measure them. 
I like developing Key Revenue Indicators (KRI) 
for my clients. These are the measures of the 
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The key with phone calls is they are proactive.  
You’re not answering the phone, taking orders; you’re 

picking up the phone to call people you can help.

communications behaviors that we 
determine lead most immediately to 
revenue growth. 
Imagine having a dashboard of a few 
key behaviors, measured across your 
company, that give you an instant 
snapshot of whether you are on track 
to grow. My clients who have this 
dashboard enjoy two key and power-
ful advantages: 
1. Planning for strategic growth. 

Once we know what leads to 
sales growth, we track the counts 
of these behaviors and know 
how much growth we can ex-
pect this year! How powerful is 
that?! There’s a massive differ-
ence between proactive strategic 
growth, which you can literally 
turn up and down as needed, 
like a rheostat, and the random, 
impossible-to-plan-for growth that 
happens when you’re reactively 
taking incoming orders all day.

2. Peace of mind. You can sleep easy 
at night knowing your business 
is on track to gain the growth you 
need this year because your staff is 
executing the communications that 
you know will lead to more sales. 

Having predictable revenue growth 
is a highly enjoyable way to live. Let’s 
dive in: which communication behav-
iors determine growth? 

Key Revenue Indicators
This list is all-inclusive. You don’t need 
all of these indicators, but you need 
around three. Which of these activities 
will easily generate the most new sales 
for you?
Also, as you read through these KRI, 
think about quantities. How many 

per person, per day, do you think you 
need to implement? 

• Proactive Phone Calls: Tom, it’s 
Matt. I was thinking about you, it 
has been a while since we talked. 
How are you? What are you working 
on these days? How can I help? 

The key with these phone calls is they 
are proactive. You’re not answering 
the phone, taking orders; you’re pick-
ing up the phone to call people you 
can help. Think of it as buying a new 
dishwasher before the old one breaks. 
You’re being proactive and there for 
your customers. 

• Asking For the Business: Should 
we write it up? Frankly, if you’re 
talking to a customer, you should 
pivot to the sale Every. Single. 
Time. They’re on the phone with 
you—ask how you can help 
them!

• “Did You Know” Question: Did 
you know we also do x, y, or z? Your 
average customer only knows 
about 20 percent of what they 
can buy from you. Imagine if 
you grow this number by just 10 
percent?

• Quote and Proposal Follow-
Ups: Tom, where are you on that 
quote you asked for? I sent it last 
week. We have it in stock, but I have 
another customer asking about it. 
Do you still need it? My three-step 
quote follow-up system closes 20 
percent of all remaining quotes. 
This is free money!

• Asking For Referrals: Tom, who 
do you know who would benefit from 
working with us? Or: Who would 
I enjoy working with as much as I 

enjoy working with you?! People 
love giving referrals. All we need 
to do is ask. 

• Conferences and conventions: 
How many new customers or 
orders do you pick up at a confer-
ence or convention? Do you need 
to exhibit or sponsor? How many 
do you need to do each year? 

• Gatherings of Customers and 
Prospects: Think about events 
that bring your customers and 
prospects together. Let them meet 
each other and interact with each 
other. Does this grow your busi-
ness? How much? 

Pick your top three actions (it’s per-
fectly reasonable if your actions aren’t 
on this list). 
What are your KRI? How many do 
you have to do in a month, week, or 
day? How will you track your KRI , 
so can always know where you stand 
with your strategic, planned revenue 
growth?
The ultimate goal is having a tool that 
will inform you with certainty that 
you will make more money this year, 
next year, for as long as you wish. 

ALEX GOLDFAYN is the 
CEO of the Revenue 
Growth Consultancy, and 
author of The Revenue 
Growth Habit, the 2015 
Sales Book of The Year 
by 800-CEO-Read. For 
help identifying your Key 
Revenue Indicators, and 

to create your own Revenue Growth Dashboard, 
email alex@evangelistmktg.com or call him at 
847.459.6322. 
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The Importance of 
Inventory Accuracy
By Jason Bader

Inventory is the largest financial asset 
in a wholesale distribution company. 
For most organizations, it represents 
at least 75 percent of the cash in a com-
pany. Given this fact, it is shocking 
how little attention is paid to getting 
the shelf count to match the computer 
count. 
When I discuss this subject in dis-
tribution management classes, sev-
eral distributors admit to having 
somewhere around a 60-70 percent 
accuracy ratio. Of course, there are 
others who boast accuracy in the high 
90th percentile, but I suspect that is 
more based on how they arrive at the 
percentage versus a real matching 
of shelf-to-system variance. If your 

warehouse was filled with cash (liter-
ally stacks of currency), wouldn’t you 
want to know how much was in there 
every single day? 
As I alluded to above, I believe that 
some distributors are fairly delu-
sional about their level of inventory 
accuracy. It is difficult to achieve 
accuracy in the high 90th percentile if 
you are working on a manual ware-
house system. A WMS (warehouse 
management system) with barcodes 
and phaser-like scanners makes it a 
great deal easier to achieve these lofty 
levels. But let’s face it, even those using 
advanced technology can screw up a 
warehouse count. For those boasting 
high levels of accuracy, I suspect they 

are basing their variance on dollars 
versus units. 
Basing the inventory accuracy on a 
dollar variance is a poor way to deter-
mine the accuracy of the inventory on 
your shelf. This type of reconciliation 
is meant to satisfy bean counters and 
auditors. No offense to my friends 
who count the beans, but you know 
exactly what I am talking about. Let’s 
say you have a supplier line with an 
average inventory value of $100,000. 
When a count is performed on the 
line, the inventory variance is only 
$2,500. In this scenario, the inventory 
accuracy would be reported at 97.5 
percent. This makes everyone in the 
financial world grin from ear to ear. 

© iStock | yoh4nn 
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On the other hand, I suspect that a 
closer examination of the inventory 
count sheets would paint an entirely 
different story if we were to measure 
the unit variance of individual items. 
Here is the tougher way to look at this. 
If the shelf count does not equal the 
system count, the item is inaccurate. I 
live by the pass/fail ruling here. Let’s 
say that the above $100,000 line con-
tained 300 SKUs. When the items were 
counted, 43 of the items had some form 
of unit discrepancy. The item could be 
higher than the system count or lower 
than the system count. Either way, the 
system count did not match the shelf 
count. By the unit variance measure, 
this line could only boast an 85.6 per-
cent accuracy ratio. I suspect that these 
figures might not be so appealing to 
the financial partners in the business. 
When people ask me why it is better 
to measure the inventory accuracy by 
units versus dollars, I ask them two 
simple questions:
1. How do our customers request 

material from us, in units or 
dollars? 

2. How do we order products from 
our suppliers, in units or dollars?

These answers usually drive the point 
home. 
Now that we have a better under-
standing of how to measure inventory 
accuracy from a practical perspec-
tive, the real question is: Why is it 
important to be so accurate? This may 
seem like a silly question. But if it’s so 
silly, why do we continue to perform 
so poorly when it comes to matching 
shelf stock to system stock? Perhaps 
we should look at the costs—either 
financial or reputational—associated 
with sloppy inventory practices.
When teaching this subject, the first 
cost I discuss is labor. Yes, inaccurate 
counts add time to our material han-
dlers, but it can also have an effect 
on our customer service labor cost. 
Let’s say that a customer calls into our 
customer service representative and 
asks for 100 pairs of gloves. Our CSR 
pulls up the inventory level and sees 

that our system shows 100 pairs of that 
particular glove. Here is where a deci-
sion is made. Do we trust the count 
or do we cover our backside? In my 
experience, most CSRs would put the 
person on hold and either walk out to 
verify the count or ask another person 
to verify it. 
Let’s go a step further. What if the cus-
tomer was asking for 90 pairs and the 
system showed 100 on the shelf? Would 
your CSR roll the dice? It all depends 
on their threshold of trust and if they 
have been recently burned. I believe 
this lack of trust in our inventory integ-
rity will add significant labor dollars. 
We are really cycle counting by cus-
tomer request and I suspect that this is 
probably the most expensive way to do 
it. In a mid-sized distributor, this could 
be an additional body. 
The next cost I typically point out 
is reputation. Let’s use the scenario 
from above. In this scenario, our CSR 
decides to roll the dice and tell the cus-
tomer to come on down and get them. 
The customer jumps in their vehicle 
and drives a considerable to distance 
to come down and pick up the 90 pairs 
we just promised we had on the shelf. 
When the customer arrives, we actu-
ally have 83 pairs available because 
the sales people have been showing 
them all over town and failed to tell 
anyone they were pulling samples 
from the shelf. Yes, this really hap-
pens. How do you think the customer 
will view your company when you 
can’t fulfill the request as promised? 
You have now become an unreliable 
supplier, and I doubt you will be the 
first phone call in the future. 
Finally, I believe that inaccuracy will 
drive up costs from the purchasing 

department. For those of you with 
multiple locations, stock inventory 
replenishment is usually accomplished 
from a central purchasing point. When 
replenishment decisions are being 
made for locations away from the 
central office, the inventory investor 
does not have the luxury of verifying 
the shelf stock. Sure, they could call 
someone at the branch to verify the 
count on an item, but let’s not kid our-
selves. If the investor is buying for a 
branch that is notorious for low inven-
tory accuracy, they are going to cover 
their backside and buy a little extra. 
Nobody gets chewed out for loading a 
little more on the shelf. If you let them 
run out, the phone starts ringing off 
the hook. Multiply this padding over 
thousands of SKUs in multiple loca-
tions and you get the picture. 
Inventory accuracy takes time and 
resources. Cycle counting every day is 
labor intensive, requires organization 
and attention to detail. Many distrib-
utors don’t want to invest the money 
to do it right. I would argue that you 
waste far more money doing it wrong. 
If you want to start getting your arms 
around that inventory asset, make a 
commitment to find out how much 
you have on the shelf—every day. If 
you need help getting started, just ask. 
The first phone call is free. 

JASON BADER is the managing partner 
of The Distribution Team, a firm that spe-
cializes in helping distributors become 
more profitable through strategic planning 
and operating efficiencies. The first 20 
years of his career were spent working as a 
distribution executive. Today, he is a regular 
speaker at industry events and spends much 
of his time coaching individual distribution 
companies. For more information, e-mail 
him at Jason@Distributionteam.com. 

Now that we have a better understanding 
of how to measure inventory accuracy from 
a practical perspective, the real question is:  
Why is it important to be so accurate?
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BIGGEST CLASS  
COR117: Applications of Doors, Frames and Hardware

61 STUDENTS!

 

Impact

SPRING 2017 VA TECHNICAL SCHOOL
BIGGEST SCHOOL IN 10 YEARS!

Not Able to Attend This School?
There’s still time to register for DHI Canada’s Spring School!
May 29 – June 2, 2017 | Holiday Inn Montreal Airport Hotel
http://www.dhicanada.ca

250
STUDENTS

1105 
TRAINING DAYS

26 

INSTRUCTORS

22 
CLASSES

     STUDENTS CAME FROM

TURKEY
UAE

EGYPT
CANADA

Keep the dedicated volunteer model—it creates 
excellent, knowledge-based instructors.  

COR117 arms the attendee with all the terminology 
necessary to get the FDAI and be successful in the 

fire door assembly inspection field.

HERE'S WHAT OUR STUDENTS HAD TO SAY: 

“I am always amazed at 
how much knowledge I 
leave with after one of my 
classes. The content is 
thorough and relevant.”

“As my first DHI 
experience, I was really 
pleased with the staff 
and network  
of people.”
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6 Ways to Make Our Schools Safer

A smart man once said, “See the problem 
coming.” This statement has helped me be prepared 
with much more than just project management in mind. 
Thinking ahead might just help someone else see the 
problem coming and be able to prevent a tragedy. As 
a father of five children and a door security + safety 
professional, I’d like to recommend these six ways to 
improve safety in our schools.

1. Security vestibules. We should drive the current 
trend even more. By adding security vestibules 
and a layer of access control, the intruder’s entry 
is slowed considerably—if lucky, just long enough 
for help to arrive. Aluminum doors and frames are 
most common. Soft metal to me doesn’t equal 
safety, however, there are other reasons these are 
used, such cost and aesthetics. 

2. Specify more intruder locks at all classrooms 
and public gathering spaces. This is a similar idea 
to the security vestibule—slow down the entry of 
the bad guy, giving time for help to come. 

3. Security guards. If a school cannot afford secu-
rity, install signs at all entry points, such as, “Smile, 
you’re being video recorded.”

4. Education. We need to do more to educate 
everyone involved in schools, including the super-
intendent of buildings and grounds. These are the 
decision makers and they would benefit greatly by 
being more informed. Right now most are getting 
watered down information, depending on how 
good their architect or local supplier is.

5. Transparency. Inform the public about all security 
updates performed at each school in the district 
as they are being completed. This can be easily 
be done through PTA leaflets, school websites, or 
communications from the principal such as email, 
text, or phone messages. 

6. Fire marshals. Work with fire marshals to change 
building codes on grandfathered schools. Do this 
with a steady level approach; not all at once, but 
over a couple of years. Being an older school or 
a school that has its own insurance sometimes 
grandfathers them or lets them to be able to have 
non-fire-labeled frames, doors and hardware. This 
has big budget implications because if the rules 
were suddenly applied to a school district’s annual 
budget, it could cause a financial burden. 

Schools in our district have never had the kind of prob-
lems happening more and more around our country. I 
like to think all the security vestibules and intruder locks 
I’ve installed myself over the years would help prevent a 
tragedy like this from ever happening.

As a father of five, I will always advocate for top level 
school security, and expect transparency and open 
communication from our school district. We must 
always adhere to building codes and use common 
sense. 

SCOTT FOLEY is a Project Manager 
with Sunrise Door Solutions. He can 
be reached at sfoley@sunrisedoorny.
com. 

By Scott Foley

Door Security + Safety 
Professionals: If you would 
like to contribute to the Closing 
Thoughts column, email Denise 
Gable at dgable@dhi.org.

Closing 
Thoughts
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to assist you in identifying the 
correct products you need to 
get the job done.
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We can drop-ship your order to 
your customers with only your logo 
and company info on the box and 
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NOW YOU KNOW.
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