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While preparing for a strategic session with  
the DHI Board of Governors, I reviewed research we 
conducted and delivered in 2010 at a Forum for the 
Future in Chicago. Frank Lynn & Associates, a market 
strategy consultant, conducted almost 50 in-depth 
interviews with manufacturers, system integrators 
(IT and security), distributors, locksmiths, and other 
industry experts to determine the future depth of 
convergence between our industry and the security 
industry for the next five years.

Specifically, we wanted to understand the changes 
that occur when different market systems and 
technologies collide, to meet emerging needs of 
customers. It was determined the markets focusing 
around the electronic door opening were:

 Electronic access controls (EAC) (traditional  
and wireless)

 Smart card credentials and employee ID systems

 Surveillance systems 

 Fire safety alarms, perimeter alarms

 IT networks that are linking these systems

Let’s look closer at those top 10 predictions made  
in 2010:

1. We will see a decline in the overall mechan-
ical door hardware market as mechanical 
products become a smaller percentage of the 
door value.

 Electronic products will increase the value of the 
door, and mechanical hardware will continue to 
drop as a percentage.

 Unit numbers flatten, and we’ll see a downward trend.

  Mechanical lock, cylinder and key systems could 
decline by as much as 10-15 percent. A smaller 
market will support fewer traditional distributors.

2. Electronic access control will grow annually 
at a rate of 10-30 percent, depending on 
products.

 Wireless products, PoE push the technology 
capability and the ROI of having more intelligent 
openings will grow faster than the rest of EAC.

3. Public buildings, hospitals/clinics, education-
al sites and office security move to smart card 
solutions. 

 Applications have proliferated (controlling access 
to buildings, parking lots, file rooms, lab/pharma-
ceutical areas, supply closets, equipment rooms, 
cafeterias/other vending, libraries, computer areas).

 Card solutions move from perimeter to interior doors

 Dramatic drop in the number of keys in circulation.

4. The IT Department will be a key decision maker 
in  future door security systems because of:

 Efficiency of controlling door access on a network

 Programmable access

 Creating trackable entry logs

 Tie in access control and camera surveillance systems

5. Proprietary security solutions will lose share. 
Open systems and plug and play become a 
customer requirement. 

 Wireless products support the ROI of having more 
intelligent openings.

 Software applications running on standardized 
platforms grow the market by attracting more 
medium/small customers.

6. Systems integrators will be the dominant 
channel in this market.

 Early on, manufacturers will want to deal with 
systems integrators directly.

 Certification programs will be required to stay 
up-to-date on changing technology.

 Technical support will be needed from the 
point of sale, through installation and ongoing 
maintenance.

 Technology will mature and distributors will have 
a greater role.

 More integrators will buy from distributors over time.

 Distributors will need to adapt their support 
offering to include higher tech products

7. The general contractor (GC) will have less 
control over security decisions as systems 
integrators pick up these values, and get 
closer to the end-user decision makers.

 Those GCs who are able to keep security/access 
control products in their bid will need help to 
successfully meet end user EAC requirements.

8.  Distributors cannot dabble in security 
“technology” and hope for an upswing in new 
construction. Traditional distributor models 
who don’t adapt will be:

 Running a business 25 percent smaller than today.

 Operating at roughly 20-22 percent gross margin.

 Forced to compete with other distributors who 
have packaged door security solutions. 

9.  Whether you participate fully or partially in 
this market, you’ll compete with distributors 
running a different business model with:

 Inventory as a key value

 Investment in certification and product knowledge

 Systems integrators and security dealers as customers 

 Visibility to new construction and retrofit business

 Cost over both businesses, more efficient

10. Successful distributors who commit to the EAC 
market will carry a full line of EAC products, 
and obtain a large percent of revenue, and an 
even higher percent of profit. They will:   

 Have wired and wireless technology available

 Have certified employees who understand secu-
rity hardware and software

 Be drawing business from new construction and 
retrofit/upgrade projects

 Have a door shop, or access to customized door 
shop services

 Be offering design, installation, and inspection 
services from a separate division of the company

 Be operating at roughly 28-30 percent gross margin

You can decide for yourself how accurate these 
predictions played out (or will). Did it happen over the 
past five years? Will some still come true?

I know first-hand many of our industry took these 
predictions seriously and made moves to change. 
What will happen to those who ignored the signs? 
I recommend every company take a look at these 
predictions and decide your strategy. If you would like 
a copy of the full research, just let me know. 

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 October 
issue, email dgable@dhi.org.

Convergence 
Predictions…True?
By Jerry Heppes Sr., CAE
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•  Use our new website for 24/7 order placement, tracking orders, product  

information, review on-hand inventory, and more
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ASSA ABLOY products than ever before. 
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DHI MEMBER SINCE: 2011

OCCUPATION:  Sales Representative in the Northern 
Illinois/Chicagoland area. We are independent 
representatives for nearly 15 architectural product 
manufacturers. Depending on the projects we 
are chasing, I will spend my week meeting with 
door hardware distributors, architects, end users, 
contractors, developers, locksmiths, interior designers, 
and more.  

CHILDHOOD AMBITION: I wanted to play for the 
Chicago Blackhawks. Turns out you have to be really 
good to do that.

FIRST JOB: Grocery bagger. I’m still pretty good at it 
when I need to be.

WHAT LED YOU TO OUR INDUSTRY? Like many 
others in the construction industry, I am following 
in my family’s footsteps. I started with warehouse 
and delivery duties. It was a great way to meet our 
customer base and eventually brought me to the sales 
role, where I am now.

PROUDEST PROFESSIONAL MOMENT: About 
three or four years ago, I had to present in front of 
70-80 people at a sales meeting (Thank you Darren 
Blankenship). It ended up going very well and I 
received some nice comments from people who have 
been doing this for a lot longer than me.  That meant a 
lot, and I won’t forget it.

BIGGEST CHALLENGE: Balance. It’s easy wanting 
to be the best husband, father, son, brother, friend, 
co-worker, employee, rep, etc.  Pulling all of those off 
as evenly as possible is the hard part.  

GUILTY PLEASURE:  I love movie trailers, sometimes 
more than the actual movies. I could watch movie 
trailers on YouTube for a very long time if I am not 

careful.  

FAVORITE BOOK/MOVIE: There are many I could 
watch over and over, but Tombstone is probably my 
favorite all-around movie.  It’s not the best one ever 
made, but it has great lines, strong characters, history. I 
really enjoy good Westerns.  

MENTOR/HERO:  My father, Michael Robinson. He 
finds a way to make things happen, even when he 
is one of the few or only person who believes it can 
be done. Even though he is one of the most driven 
business people I know, he’s always been there as a 
dad. He’s set a great example of how to be a father. 
Professionally speaking, I have learned more from him 
than I could have learned in any business school.

BEST ADVICE YOU EVER RECEIVED: Be good to 
people.

BEST ADVICE YOU NEVER RECEIVED: The usage of 
lists becomes much more necessary shortly after the 
age of 30.

HOW HAS YOUR INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER GOALS? It has allowed 
me to meet many types of professionals in our industry 
and learn their thoughts on the future of it, how to stay 
ahead of change, and hear what has or has not worked 
for them in their careers. I have met a lot of different 
people in the six years I’ve been a member, but I am 
always impressed how many more I meet at each 
industry function. 

Faces

Justin Robinson, CSI
LIFE SAFETY HARDWARE CONSULTANTS

BE A FACE OF DHI    
We’d Like to Get to Know You! 
Volunteering to be a “Face” of DHI is a great way to expand 
your professional network. It allows Doors + Hardware readers 
to get to know you better and also gives you a chance to 
share your accomplishments and career highlights in our 
industry. Not ready to be a “Face” but know someone who is? 
Email Paige Horton at phorton@dhi.org with your nominee. We’ll 
take care of the rest!
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Ellison Bronze custom balanced doors 
help companies make a statement—and 
this is particularly true for two distinctive 
locations of Under Armour, Inc., the sports 
clothing and accessories company.
Under Armour recently began opening a 
series of “brand houses,” flagship stores 
that give customers an immersive brand 
experience. Brand houses represent an 
elevated presence, with more emphasis on 
design, digital presentation, customized 
interaction between the store and its cus-
tomers, and a broader selection of apparel 
and footwear.
“An Under Armour brand house is de-
signed to represent the best of the best,” 
says Thomas Walsh, VP Global Stores 

Development for Under Armour, Inc. 
“Customers are treated to a total immersion 
of our brand with the highest ideals of qual-
ity and innovation at the forefront.” 
The 30,000 sq. ft. Chicago store opened 
in March 2015 in the heart of the city’s 
Magnificent Mile, the upscale section of 
Michigan Avenue. The store captured top 
honors at the annual Design Awards of the 
Association of Retail Environments (A.R.E.), 
including the Store of the Year award and 
Best Specialty Store (more than 25,000 sq. ft. 
in size).
The store features two single and two pair 
of 11-foot-tall Ellison Bronze custom bal-
anced doors made of extruded aluminum, 
painted. The doors and vestibule are part of 

UNDER ARMOUR MAKES A 
STATEMENT AT BRAND HOUSES

Photos courtesy of Ellison Bronze

By Roger Overend
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a newly-constructed entrance of about 
15 feet into the store, allowing the 
location to become what Walsh calls a 
“bold corner” at 600 North Michigan 
Avenue.
The oversized doors were a challenge 
made easier by the company’s atten-
tion to detail and overall responsive-
ness, according to Michael Smoucha, 
Project Manager, Glass Solutions, Inc. 
of Elmhurst, IL. Glass Solutions han-
dled the glazing and installation.
“Ellison set us up with very detailed 
instructions, specific tools to use 
with this installation, touch-up paint 
provided in advance if needed, and 
generally being immediately available 
if we had any questions,” Smoucha 
said. “These were enormous doors 
going into a repurposed space, and 
they provided excellent support when 
minute adjustments were necessary.” 
The Chicago brand house boasts a 
two-level rotunda with a 65 ft. high 
ceiling, large-scale images (graphics 
and videos), and a generally high-en-
ergy environment. It’s a modern aes-
thetic but supported by what Walsh 
calls “true materials” such as steel and 
real wood, all to serve as a “backdrop 
to great product,” he said.
The Baltimore brand house is a similar 
story. Located on South President 
Street in Baltimore’s Harbor East, 
Walsh says it’s “all about the street 
corner, big and bold.”
The custom balanced doors (also 
extruded aluminum, painted) are 12 
feet tall. Walsh says they look big and 
powerful but are so easy to use.
“The doors make the shopping ex-
perience as easy as possible,” Walsh 
says. “When you walk up to them, 
they seem to say, ‘We got you covered, 
don’t worry about a thing.’ ”
The Baltimore brand house includes 
a 7' x 9' video board, “hometown 

THE OVERSIZED DOORS WERE A 
CHALLENGE MADE EASIER BY THE 
COMPANY’S ATTENTION TO DETAIL  
AND OVERALL RESPONSIVENESS.

The Chicago location features two single and two pairs of painted, extruded aluminum  
11-foot-tall balanced doors. 

(Opposite page) The 30,000 sq. ft. Under Armour Brand House opened in 2015 in the heart of Chicago's Magnificent Mile.  
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Series with a powerful combination of speed and 

availability.  We ship your orders the same day 
you call,  and we’re trained to answer all of your 

Schlage questions quickly and accurately.   

Call us today, request a quote, or visit us 
online at www.akronhardware.com

for special o� ers on ND and AL 
Series Cylindrical  Locks.

800-321-9602
www.akronhardware.com

Akron Hardware proudly distributes these
quality products from Allegion :
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exclusives” (themed merchandise that 
celebrates individual city neighbor-
hoods), and beta testing of the compa-
ny’s latest merchandise.
In both locations, Baltimore and 
Chicago, Under Armour has had no 
negative issues with the doors and 
they always provide optimum perfor-
mance, Walsh says.
Unlike conventional entry doors, an 
Ellison aluminum door is constructed 
from heavy wall extrusions that are 
made solely for the company and spe-
cifically designed to work in conjunc-
tion with their balanced hardware sys-
tem. The door leaf’s horizontal top and 
bottom rails are attached to the vertical 
stiles using both welded and bolted 
connections, yielding an extremely 
durable and long lasting entrance.
While these balanced doors consist 
of heavy and robust components, 

they can still be opened with ease. A 
balanced door features an inset pivot 
point at two-thirds the width of the 
door, creating a balance that distrib-
utes the weight so the door requires 
little force to open. The inset balancing 
point allows for an easier open force, 
even against external wind and inter-
nal building stack pressure.
Detailed record keeping and full 
warranties were provided – import-
ant when considering the extensive 
lifespan of a door. Every door made is 
imprinted with an individual project 
number (similar to that of a car’s VIN 
number) to facilitate easy tracking and 
maintenance. Furthermore, all of the 
balanced hardware components are 
machined in-house, which means that 
replacement components are always 
readily available.

Every door made is imprinted with an individual project number (similar to that of a car’s VIN 
number) to facilitate easy tracking and maintenance. 

ROGER OVEREND  
is President and CEO of  
Ellison Bronze. He can be  
reached at  
roverend@ellisonbronze.com.
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The Making of a Door Story:
How do you design a restaurant that is 
as beautiful as the shores of Northern 
Lake Michigan, and as welcoming as 
your favorite local hangout? How do 
you enable a venue to stay as fresh 
and appetizing as the great food it 
serves its customers, all while battling 
a high-moisture environment and 
high-volume traffic? The Landing 
Restaurant in Charlevoix, Mich., 
shows us how.
Owner Preston Parish decided to 
create a delightful experience for the 
community with these goals in mind. 

He accomplished this by making wise 
product selections, one door at a time, 
that would enhance the surrounding 
ambiance of this favored destination. 
Doors are an important element to the 
building envelope because they wel-
come every visitor that visits the estab-
lishment. They may seem minimal 
compared to the food and hospitality 
created by the hosts of this fast-grow-
ing establishment, but they are the one 
building component that every visitor 
will touch. 

By Lauren Stemple and 
Shelby Watkins

The Landing: Creating an Experience One Door at a Time

Aluminum stile and rail doors at the side 
entrance to The Landing.  

Case Study
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The main entrance of a restaurant has 
many functions beyond separating the 
inside of the building from the outside 
weather, temperature, and unwanted 
visitors such as animals and intruders. 
The doors in the main entrance should 
reflect the brand of the restaurant, 
whether that be in size, color, texture 
or style. A “one off” restaurant, such 
as The Landing, may choose to have a 
main entrance door designed specif-
ically for that location or the owner’s 
preference. 
The selection process will change for 
a chain of restaurants. For example, a 
chain of restaurants may want to have 
a recognizable entrance – or signature 
entrance – so traveling patrons will 
recognize their favorite restaurant in 
other cities. The main entrance must 
also be engineered for high perfor-
mance, as the doors must continue 
to function properly even through 
max-capacity traffic levels. The front 
entrance should also be easy to 
maintain and have low maintenance 
requirements, enabling it to remain 
as attractive as the beautifully plated 
meals served inside the restaurant.
The Landing Restaurant chose painted 
white aluminum stile and rail doors 
manufactured by Special-Lite, Inc. 
These doors feature a lifetime war-
ranty on the tie-rod and corner clip 
construction. In high traffic areas, the 
corners are the typical location of door 
failure.
Many restaurants have side entranc-
es to perform as exit-only doors, but 
some also serve as access doors to 
attractive outdoor eating areas. These 
doors may match the main entrance or 
have a coordinating design. Although 

these side openings may not see the 
foot traffic that the main entrance 
does, they must also function smooth-
ly, be easily cleaned, and have low 
maintenance requirements. Many 
times, food servers must open these 
doors hands-free to deliver food and 
beverages to patrons. 
One important feature on a side en-
trance used to access an outside eating 
area is to enhance visibility. Seeing 
what is on the other side of the door 
is an important safety feature– to the 
user as well as the unsuspecting per-
son standing on the other side.
On the lake side, The Landing chose 
to match the front entrance with a 
painted white aluminum stile and 
rail door with a mid-rail. The painted 
aluminum surface is easy to clean and 
offers protection from corrosion in a 
wet environment.
The back door or service entrance 
of a restaurant is generally located 
at the back of the building and is 
the utility door used for delivery of 
food, equipment, and as an employee 
entrance. Even though this opening 
lacks the foot traffic from patrons, the 
action it does receive can be abusive. 
From the rigors of deliveries on hand 
carts to providing a secure door to 
keep unwanted or uninvited guests 

Photos courtesy of Special-Lite

Aluminum stile and rail 
doors are also found at 

the front entrance.

Even though this opening lacks the foot 
traffic from patrons, the action it does receive 
can be abusive.
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Aluminum hybrid door for the natural 
look of wood without all the disad-
vantages of a regular wood door. They 
also went one step further and asked 
Special-Lite to ‘plank’ the corrosion-re-
sistant FRP for that beachy feel. 
In a restaurant, there are always 
patron restrooms. No one needs to be 
reminded how important these doors 
are to a customer. Patrons commonly 
infer clean restroom = clean kitchen. For 
an establishment to communicate that 
cleanliness is important, the restrooms 
have to be clean. All architectural 
products for this very important room 
should be selected with easy cleaning 
as a priority. The Landing knew this 
and wanted more coastal charm on 
the interior of their restaurant, so they 
again chose to use the wood grain tex-
tured FRP/Aluminum hybrid door– 
this time in a stained finish with the 
same ‘plank’ style.
Some may feel that doors are no 
match for a delicious lobster roll or 

citrus-cured salmon florets—or above 
all—the relaxing social experience 
on this beautiful shoreline, but at The 
Landing, even the doors support the 
brand and experience that Parrish 
sought to create. 
“We knew that the location, being 
near the water with the humidity, 
could be corrosive and harsh on the 
building products we used. We also 
believed the level of activity we gener-
ated would place a significant demand 
on the architecture and facility. These 
reasons are exactly why we chose 
Special-Lite for our building entries 
and other framing and partitioning 
solutions," Parish explained. 
The building, the setting, the food 
and the friendliness consistently draw 
loyal patrons, friends, and tourists to 
this gem located on Lake Charlevoix, 
near the Lake Michigan shoreline. 
They all enter this experience through 
a well-thought-out and professionally 
manufactured door. 

Although side entrances may not see the 
foot traffic that the main entrance does, 
they must also function smoothly, be 
easily cleaned, and have low maintenance 
requirements.

Fiberglass wood grain 
bathroom doors for 
durability.

from entering—this door needs to be 
strong, resistant to dents and scratch-
es, have low maintenance require-
ments and be easy to clean. This 
work-horse door also needs to match 
the building’s design and be available 
in extra wide sizing. The Landing 
chose a wood grain textured FRP/

LAUREN STEMPLE is Marketing Communications 
Administrator and SHELBY WATKINS is Marketing and 
Graphic Technician with Special-Lite, Inc.  Lauren can 
be reached at lauren_stemple@special-lite.com. Shelby 
can be reached at shelby_watkins@special-lite.com.
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Photo courtesy of Mike Robinson, AHC

DHI's first President, Ray Robinson, DAHC, used his own airplane to advantageously service his clients. He found the plane to be an 
indispensible sales tool to cover the huge territory his firm serviced from its operations in Salt Lake City and Boise.

- From "Young Man on the Way Up" by Robert G. Ryan, March 1963 issue of Hardware Consultant
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It is with great sadness that we 
share DHI founding President, Ray 
Robinson, DAHC, passed away 
peacefully at home in St. George, 
Utah, on Aug. 8, 2017. A graduate of 
the University of Utah and World War 
II veteran, Robinson grew his family 
lumber yard business, Rio Grande 
Lumber, into the commercial door, 
frame and hardware firm Rio Grande 
Building Products. 
Ray was a pioneer for not only DHI 
but also the door and hardware indus-
try. In his role at Rio Grande Lumber 
Company, he established the architec-
tural products division of the compa-
ny and used direct mail advertising to 
grow his business. Ray believed this 
method was more personable than 
newspaper advertising and his meth-
od of product promotion generated 
many visits to his showroom. 
Once customers and clients visited 
Rio Grande, they saw a showroom 
that was professionally decorated  
but also customized per their needs. 
By covering the showroom in drapes, 
Ray was able to consult with each cli-
ent and after learning what they were 
looking for, open the drapes to show 
only the products that met that design 
or style. This method helped avoid the 
“confusion of walking into sort of a 
supermarket type of operation.” 

The streamlining of his operations 
surpassed direct mail and product  
selection. In coding all product 
information for easy identification, 
employees were able to quickly quote 
prices that included discounts and 
taxes (if necessary). Ray went above 
and beyond (literally) when deliv-
ering products to customers via his 
Beechcraft airplane, Bonanza, telling a 
customer once, “There is [an airplane] 
that comes today,” when an ordered 
needed to be delivered ASAP. 
Ray’s vision for his company – from 
advertising, preparing the show-
room to product selection to deliv-
ery – helped him grow Rio Grande 
Building Products into a company 
with locations throughout Utah and 
Idaho. This vision was also the cre-
ation behind DHI as we know it today. 
In October 1975 he wrote, “DHI 
exists for one reason only: to serve 
you, the member, whether you are a 
consultant, a distributor, or an indus-
try citizen. And all of us have one 
mutual interest: we all want to see 
our industry grow in terms of profit-
ability and prestige. As our role in the 
construction world expands and gains 
strength, we all benefit. But such 
growth and expansion won’t happen 
by itself. We have to make it happen.” 
Active in the community after re-
tirement, Ray volunteered with 
United Cerebral Palsy, Chamber of 
Commerce, Salt Shakers, American 
Cancer Society, as well as the Rotary 
Club. The St. George, Utah newspaper, 
The Spectrum & Daily News, named 
both Ray and his wife, Ruby, “Bus 
Stop Grandparents,” after learning 
they greeted the children going to 
school every morning. Ray also en-
joyed golf, music, woodworking, and 

outdoor activities. Ray and Ruby were 
seldom seen without each other. 
Ray was preceded in death by his par-
ents, Sherman and Evelyn Robinson; 
daughter Linda, and son, Kelly. He 
is survived by his wife, Ruby, and 
seven children: Glenda (Jack), Bonnie, 
Laurie (Bob), Mike, who is an AHC 
(Janet), TJ (Jennifer), Ray (Tammy), 
and Pat (Karen), 26 grandchildren, 82 
great-grandchildren, and 5 great-great 
grandchildren.  

By Carla Mangone

Ray S. Robinson, DAHC
In Memoriam

DHI’s First President

DHI exists  
for one reason only: 

to serve you, the 
member, whether 

you are a consultant, 
a distributor, or an 

industry citizen. And 
all of us have one 

mutual interest: we 
all want to see our 

industry grow in terms 
of profitability and 

prestige. As our role in 
the construction  

world expands and 
gains strength,  
we all benefit.

Ray S. Robinson, DAHC, 
Doors and Hardware, October 1975
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A key area where organizations 
need help from security integrators 
is in the assessment of their current 
access control solutions: whether 
to make the transition to new tech-
nology, and when.  Organizations 
often delay transitions over budget 
concerns or worries the process will 
adversely impact productivity and 
workflow. In the end, these delays can 
be dangerous, and integrators offer 
important perspective and guidance 
about escalating security threats that 
place increasing pressure on obsolete 
access control infrastructure. Based 
on their extensive experience serving 
customers across a variety of applica-
tions and circumstances, they know 
it is far more effective to be proactive, 
rather than reactive, when making 
decisions about upgrading to new and 
improved technology.
There are many positive reasons why 
change should be embraced, including 
enhancing investment value, improv-
ing user convenience, and paving a 
more flexible path to future capabili-
ties. The ability to embrace these more 
positive aspects of change requires 
an access control platform that can 
meet today’s requirements with the 
highest levels of security, convenience 
and interoperability, while enabling 
organizations to adopt future capabil-
ities without disrupting the ongoing 
business operations.  
These are the advantages of the latest 
technologies that enable organizations 
to presume and prepare for ongoing 
change, not only to combat continu-
ously evolving security threats but 
also to anticipate and address new 
and emerging operational require-
ments.  Today’s systems also enable 
decision makers to preserve invest-
ments in their current infrastructure 
as they transition to new technologies 
and capabilities.

© iStock | PhotoTalk

TRIGGERS FOR 
TRANSITION: 

Helping Customers 
Upgrade Access 
Control Technology

By Brandon Arcement10
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Following are 10 common triggers as 
you plan for the transition to new and 
improved access control capabilities:

1. There is growing demand for 
combining many different access 
control applications on a single 
card—and adding new ones in 
the future. Today’s contactless 
smart cards can be used for 
many different purposes beyond 
opening doors, from time and 
attendance to secure print man-
agement and cashless vending. 
Administration of these func-
tions is centralized into one effi-
cient and cost-effective system. 
Organizations also can seam-
lessly add logical access control 
for network log-on to create a 
fully interoperable, multi-layered 
security solution across company 
networks, systems and facilities.

2. Employees increasingly want a 
mobile option. Today’s access 
control systems also enable 
organizations to upgrade their 
systems to the convenience, 
flexibility and security of carry-
ing mobile IDs on smartphones 
and other devices. Mobility 
transforms the user experience 
for a more convenient, trusted 
and secure digital world, dra-
matically elevating how users 
regard security by enabling them 
to confidently connect to and 
use more applications, on the go, 
than ever before, with a single, 
trusted ID that can be carried on 
a smart device.

3. There is a change to security 
requirements. An organization 
may be required to increase its 
security because there has been 
new legislation or regulatory re-
quirements.  Or, the organization 
may win a new client or acquire 
building tenants that necessitates 
an increase in security. Any of 
these triggers presents an op-
portunity to upgrade security at 
other locations, as well, as part of 
a larger upgrade to new stan-
dardized, centralized systems.

4. Company undergoes a merger 
or acquisition.  At some point 
after a mergers and acquisitions 
(M&A) event, an organization 
will need to issue new creden-
tials. This presents the opportu-
nity to merge what previously 
were disparate administrative 
and other systems, technologies 
and processes. The investment in 
new technology is often compa-
rable to the cost of integrating 
separate legacy systems, so this 
is the perfect time to migrate to a 
new, more secure, sophisticated 
and capable system.

5. The headaches of managing 
multiple cards and systems 
exceed threshold of frustration. 
In the same way that an M&A 
event can trigger the need for 
access control system consol-
idation, so can a long period 
of rapid growth or the use of 
decentralized administration 
systems across multiple physical 

locations. Standardizing and 
centralizing management of 
secure identity ensures consis-
tency, higher security and a more 
efficient use of resources.

6. There is a facility consolidation, 
additions or relocation. Any 
move or addition will generally 
trigger the need to issue creden-
tials for the new location. Mass 
rebadging is much simpler to 
coordinate and manage using a 
single, centralized system, mak-
ing it an ideal time to simultane-
ously re-examine access control 
across the entire organization.  

7. Company re-brands and triggers 
a re-issuance process. Any time 
there is a re-branding, compa-
nies generally purchase new 
ID cards for current employees 
and enough cards to onboard 
new employees down the road. 
Forward-thinking decision-mak-
ers use this as an opportunity 
to simultaneously invest in new 
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access control technology with 
the flexibility and advanced ca-
pabilities to carry them well into 
the future.

8. Risk management needs  
improvement. Organizations 
often face new, more stringent 
insurance requirements, or need 
to reduce their liabilities and as-
sociated risk-management costs.  
This can be done by dramatically 
improving security through a 
move from an outdated system 
to one that supports current 
standards.

9. There is the need to adopt strong 
authentication throughout the 
organization.  Organizations 
may need to implement the 
highest levels of security includ-
ing strong authentication at the 
door. This requires transitioning 
to an access control system that 
supports PIV, PIV-I and CIV 
cards, along with an easy path 
to compliance with government 
requirements, where needed.

10. There is a breach or other major 
security event.  Ideally, organi-
zations should upgrade before 
there is a problem, especially 
when the current system uses 
legacy technology that is easily 
breached.  But the reality is that 
sometimes it takes an unexpect-
ed event or security breach to 
move an organization to invest in 
a new access control system.

When making the jump to a new 
access control system, it’s also import-
ant to evaluate the companion secure 
issuance system that will be used to 
produce the ID cards. Large organiza-
tions issue a staggering amount of ID 

cards every year. Sometimes this issu-
ance is done by a service bureau but, 
more often, this process is done onsite 
by the organization itself, relying on 
a desktop printer that personalizes 
blank or pre-printed card stock with 
visual cardholder information. 
Organizations generally choose from 
two major technology categories for 
printing and encoding cards: high 
definition printing (HDP®) retrans-
fer technology, and direct-to-card 
(DTC) technology. Ideally, a solution 
should also support both centralized 
and distributed issuance models, by 
combining the high-volume reliability 
and advanced credentialing features 
of larger centralized printers with the 
lower cost and smaller footprint of a 
distributed printing model.
There are other important secure 
issuance considerations, particularly 
in the areas of energy consumption, 
overall waste, and cost efficiency. The 
latest secure issuance systems are 
significantly more sustainable than 
in the past. Two key developments 
include “wasteless” lamination, and 
reducing carbon footprints as defined 
through the GreenCircle® certifica-
tion program.  
With wasteless lamination, the 
lamination patches that are applied 
to cards for increased durability are 
attached to one another in a contin-
uous stream of material on a single 
roll. This eliminates the need for an 
underlying carrier. As each patch 
is detached from its supply roll and 
adhered to a card, the lamination 
cycle is complete. Once the supply roll 
has been depleted, all that's left is a 
single empty core. This process sig-
nificantly reduces both the cost of the 

consumables and the waste product. 
Wasteless lamination has proven to be 
very cost effective, reducing lamina-
tion consumables costs as much as 50 
percent while maintaining the highest 
levels of security and durability.
GreenCircle certification recognizes 
the energy savings that are achievable 
through advancements in card lami-
nation technologies that have reduced 
the significant energy required to heat 
up and maintain optimal operating 
temperature. These technologies can 
conserve significant amounts of ener-
gy while also saving time.
Integrators can help their customers 
derive significant value from shifting 
their traditional way of thinking about 
change, by looking at it as an opportu-
nity to invest in ongoing operational 
excellence rather than the cost associ-
ated with reacting to adverse condi-
tions. By taking advantage of these 10 
common triggers for transition and 
implementing a more sustainable 
approach to secure issuance, they will 
deliver two important benefits:

• Customers will be able to easily 
and inexpensively expand and 
upgrade systems to meet chang-
ing needs, take advantage of new 
technologies and capabilities, 
and produce ID cards in a more 
environmentally responsible 
manner.

• As they evolve beyond current 
abilities, they will be well-posi-
tioned to adapt to and combat 
continuously changing threats, 
with the confidence they can 
preserve investments in their 
existing infrastructure. 

BRANDON ARCEMENT 
is Director of Product 
Marketing with HID 
Global.

When making the jump to a new access 
control system, it’s also important to evaluate 
the companion secure issuance system that 
will be used to produce the ID cards. 
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After 10 years
our track record
is indestructible

Acrovyn® Doors have taken every beating commercial facilities can dish out, 
yet they’re still looking new. And with unlimited creative potential, our virtually 
indestructible Acrovyn Doors are the top choice of architects and designers. 
To learn more call 800.416.6586 or visit www.c-sgroup.com/door
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RESIST ATTACKS
with Wood and Hollow Metal Doors

By Kenny Webb

© iStock |   SolStock

buildings is that you are often plan-
ning on ways to repel an attack.
When deciding how best to achieve 
this level of security and safety, there 
are a few key considerations in play.

Practical Application
An effective tool in protecting learn-
ing environments from attack is a bul-
let-resistant door; however, some fea-
tures of such a robust offering make it 
impractical for all applications. 
It is important to take into consider-
ation not only the places we protect, 
but the people as well. If a door is 
inoperable by some of a building’s 
inhabitants, it loses its ability to 
keep people safe through necessary 
ingress and egress. This is an issue to 
consider because, by design, life safe-
ty doors are often extremely heavy 
due to the materials used in con-
struction. This makes them less than 
ideal for installation in locations such 
as classroom openings for schools, 
where children will need to operate 
the doors daily.

Cost Effectiveness
Further, the use of hearty materials in 
these doors often comes at a high cost. 
And the stark reality is that adding a 
bullet-resistant door to every opening 
is almost always far too expensive and 
impractical. 
Added pressure to “do something” 
from students, parents and the general 
public on school administrators, build-
ing owners and on-site security can 
result in making reactionary decisions. 

Developing life safety solutions 
requires serious reflection by those of 
us in the security industry. Not only is 
the task for security manufacturers to 
design products that protect the people 
and places we all care about most, 
but also to seek ways to make these 
products more affordable, versatile 
and available so installation and thus, 
protection, is more widespread.
Whether you are an architect, design-
er, locksmith, security integrator, or 
wholesaler, the reality is that life safe-
ty is one of the most important issues 
you address. And the grave reality 
of life safety and security at schools, 
campuses, offices, hospitals and other 

22    OCTOBER 2017      DOORS + HARDWARE



RESIST ATTACKS
Adding a short-term solution—say 
utilizing a wedge device to thwart an 
assailant—may save on upgrade costs, 
but can also make other situations more 
dangerous or break building code, as in 
the case of fire evacuations.

Bullet Resistant vs. Attack 
Resistant Openings
Often times the goal of designing life 
safety openings isn’t just to be bullet 
resistant, but rather to be attack resis-
tant. Openings are not always under 
attack by bullets, and often times 
the door, frame, hardware and glass 
components are assaulted in an effort 
to breach the integrity of the door and 
gain access to the opening.
If the goal is to delay an attacker and 
suppress unauthorized entries un-
til help can arrive, then there may 
be methods or solutions other than 
bullet resistant doors to help thwart an 
assault.

Make the Standard More 
Effective
These considerations illustrate the 
opposing challenges the security field 
faces: how do we best protect people 
while also best serving them on a day-
to-day basis?
One solution is to make our standard 
security offerings more robust and 
ready to stand up to the challenge of 
repelling an attack. Specifically, uti-
lizing the common wood and hollow 
metal door that many buildings are 
familiar with and can easily—and 
affordably—install in retrofit and new 
construction.
That’s right—the solution to life safe-
ty for many buildings won’t be a new 
type of door construction, nor a dif-
ferent type of access control. Rather 
it will be an affordable upgrade to 
the current types of openings we are 
all familiar with. Using a wood or 
hollow metal door for this application 
means that it remains a versatile of-
fering that can accommodate various 
design and aesthetic specifications 
and is more economical than other 
solutions. It’s a solution available to 
everyone.

Economical doesn’t mean you are 
skimping on security. Any opening 
claiming to achieve this level of balance 
must comply with the 5-aa10 test stan-
dards based on the FBI’s Active Shooter 
Report. That report standard sets the 
high water mark for repelling forced en-
try for new construction, specifically for 
wood and hollow metal doors, frames, 
hardware, structures and systems.

To prove the doors and frame can 
withstand an assault, openings  
must pass the 5-aa10 Certification 
Standards for Reinforcing and Testing  
of Standard Wood and Hollow Metal 
Doors, Frames, Glass and Hardware. 
That test includes:

• 30 shots of 7.62 mm ammunition 
fired at in-door glass

SDCSecurity.com  •  800.413.8783

the lock behind the system

Security Door Controls

SDC’s ADA Compliance and Access Control Products Package 
provides a multi-solution approach to meet compliance and 

functionality requirements for many door retrofit applications – 
like our Auto EntryControlTM Swinging Door Operator and 

QuietDUOTM LR100 Electric Latch Retraction Kits. 

Visit http://sdcsecurity.com/Auto-EntryControl.htm for more details.

Auto EntryControlTM - Low Energy  
Swing Door Operator

QuietDUOTM - LR100 Series  
ELR Field Retrofit Kits for Exit Devices

RETROFIT 
ADA DOOR 

COMPLIANCE

In Stock at

602RFXUR-1 - 1 Amp, Class 2  
Power Supply with UR-1 controller

*Power Transfer Not Shown
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• 30 shots of 7.62 mm ammunition 
fired at glass sidelight

• 30 shots of 7.62 mm ammunition 
fired at door and hardware

• four-minute attack by single as-
sailant using various hand tools

By seeking out openings—that 
includes the doors, the frames, the 
hardware and glass—that adhere to 
these standards, all buildings can offer 
a more total offering for security.

Considerations in Attack-
Resistant Openings
While these types of doors are ex-
tremely resilient, it is important to 
remember the door and glass will 
not stop a bullet from penetrating the 
opening. The goal here is to ensure the 
door and hardware will not give, the 
glass will not shatter, and the opening 
will stay secured and intact if shot at 

and physically attacked for at least 
four minutes. 
That means that while bullets may 
pass through the door, an attacker 
will be unable to breach the opening 
during that four-minute window. This 
creates more time for building occu-
pants to seek shelter or cover, and first 
responders time to contain the situa-
tion. In the best case scenario, it will 
cause the attacker to give up on the 
assault altogether. 
While these standards were put in 
place due to the attacks that have 
taken place at schools and universities 
throughout the United States, the appli-
cations for these openings can apply to 
any location that is often opened to the 
public—universities, libraries, govern-
ment buildings, and similar buildings.
Wood and hollow metal doors can be 
made affordable for building-wide 

installation, and flexible for retrofit 
environments. More affordable costs 
mean more robust doors can be in-
stalled—perhaps combined with bul-
let resistant openings—to offer more 
protection. This addresses the initial 
concern of how to make life safety 
openings more affordable, versatile 
and available.

Final Thoughts
Door openings are only one part of the 
continuum of safety and security that 
must be implemented to keep schools, 
campuses, office buildings, and other 
public buildings safe. But as they are 
one of the first places an individual will 
interact with a building, they are also 
one of the most critical. Architects, de-
signers, locksmiths, security integrators, 
and all providers of safety and security 
solutions should all consider that along 
with other, holistic solutions that repel 
threats while also offering those occu-
pants safety during an attack.
For those in the security industry, 
this also means speaking and work-
ing with safety committees, those 
in charge of the threat management 
security plan, and decision makers 
such as superintendents and on-site 
locksmiths.
Listening to the needs and concerns of 
those individuals is what leads securi-
ty and safety professionals to innovate 
solutions such as wood and hollow 
metal doors as attack resistant, life 
safety solutions. Further innovations 
in the field will also be influenced 
by the people on the ground, at their 
facilities each day, working with all of 
us to keep the people and places we 
care about safe and secure. 

KENNY WEBB is 
Director of ASSA 
ABLOY Door Group 
Wood and Aluminum 
Marketing and 
Communications and 
has been in the role 
since 2013. Webb has 
been involved in the 

presentation of door security solutions and 
related products since 2008. He can be reached 
at kenny.webb@assaabloy.com. 

Photos ourtesy of ASSA ABLOY

The door is designed 
to keep from being 
breached and letting an 
attacker in. That means 
ensuring the glass can 
not be penetrated in any 
way to allow an attacker 
to access the interior 
hardware on the door.

Attack-resistant doors 
require testing actual 
attack scenarios. The door, 
hardware, glass and frame 
must each withstand several 
types of assaults, including 
hand tools such as mallets.
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GLASS OPTIONS
Help Balance Safety, 
Functionality and  
Aesthetics in Schools
By Mike Miller and Jessica Trahan 

 Colorado State University photo by Joe Menendez.26    OCTOBER 2017      DOORS + HARDWARE
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Acoustic
• Metal Swinging
Doors

• Wood Swinging
Doors
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Doors

• Fixed Window
Systems

Blast
• VLRB, LRB, 
and MRB Series

• High-Range
Doors &
Windows

• Pressure- 
Resistant &  

Watertight   
Doors
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Shielding Doors
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Designing schools requires a delicate  
balancing act, with spaces that are 
functional and foster optimal learn-
ing environments, while also saving 
energy, meeting code requirements, 
and staying within often restrictive 
budgets. And, of course, they must be 
safe.  
Fire has and always will be a top 
concern. The National Fire Protection 
Association (NFPA) estimates there 
were roughly 4,000 K–12 school 
building fires annually between 2007 
and 2011. Adding to those issues, 
architects also must now consider 
the growing threat of intruders and 
active shooters. Since the Sandy Hook, 
Conn., tragedy in December 2012, 
there have been more than 200 shoot-
ings on school campuses, including 
accidents, according to the nonprofit 
Everytown for Gun Safety. 
In rural areas, the issue is even greater, 
as emergency response times may be 
lengthier, which elevates the issue of 

protecting children as they escape a 
fire or shelter in place during potential 
assault incidents. 
Still, safety cannot come at a sacrifice 
to functionality and livability. Closed-
off rooms with little interactivity 
or daylighting are not conducive to 
learning and can increase energy 

costs. Buildings with more glass and 
daylight are not only more aestheti-
cally pleasing, they have proven to be 
healthier, happier environments.  
Thankfully, new technologies in glass 
offer various levels of protection 
against fire and, in some cases, intrud-
ers, without sacrificing the design, 

The Arc at Old Colony, a 17-story landmark building in Chicago, was converted to a student 
apartment building in 2015.  Photo by Olaf Rohl.

DOORS + HARDWARE      OCTOBER 2017    27



views, or performance 
needed to create col-
laborative and healthy 
spaces. 

Moving Away From 
Wire 
In the past, many 
institutions turned to 
wired glass. But while 
wired glass gives the 
illusion of safety, it is 
actually weaker than 
non-wired glass due to 
the incursions of the 
wire into the crystal-
line structure of the 
glass. It also can be 
dangerous—if a per-
son strikes the glass 
with enough force to 
puncture through it, 
the wire amplifies the 

irregularity of the fractures, causing more 
severe injuries. In fact, wired glass has been 
banned in many jurisdictions in the United 
States, and recently lost its safety designa-
tion in Canada.
Wired glass is still well-rated to withstand 
both heat and hose stream tests. The wire 
prevents the glass from falling out of the 
frame even if it cracks under heat stress, 
impeding flames and smoke from passing 
through and spreading throughout the 
building quickly. However, unless modified 
to achieve a higher impact safety rating 
required by building code regulations, 
wired glass is limited in size and to areas 
and applications away from people in any 
type of building.
Innovations in glazing technology, such as 
ceramic and intumescent laminated glaz-
ing, have pretty much eliminated the need 
for wired glass, with an expanded field 
of use with longer fire ratings and larger 
openings, application-adapted perfor-
mance, and safer alternatives in the case of 
accidental human impact. 

Fire-Rated Glass Options
Fire-rated glass offers architects the oppor-
tunity to meet design goals while still en-
suring certain levels of safety and meeting 
building and fire code requirements. As 
technologies have advanced, opportunities 
to use glass in a wider variety of sizes and 
applications have also expanded. 

The highly flexible product range allows 
nearly unlimited multifunctional and aes-
thetic possibilities, perfectly blending with 
adjacent non-fire glass types. Fire-resistant 
glass can be used for overhead glazing, 
windows, sidelites, butt-joint solutions, 
fire-rated doors, partition walls, glass floors, 
or curtain walls.
It’s important to understand the differences 
between the two classifications of fire-rated 
glass—fire-protective and fire-resistive—to 
ensure each system meets codes and prop-
erly addresses the unique safety aspects of 
each area of the building. 

 Fire-protective Glass
Also known as ‘filmed ceramics,’ fire-pro-
tective glass is designed to block (or com-
partmentalize) smoke and flames, but not 
radiant heat. This means the glass will help 
keep the fire from spreading, but will not 
prevent heat-related injury to occupants. 
Examples of fire-protective-rated products 
are polished wired glass, specialty tem-
pered glass, some intumescent laminates, 
and glass ceramic.
While there are fire-protective-rated 
products available from 60 to 180 minutes, 
their application is limited to door vision 
panels, and size limitations may apply. 
For 180-minute doors, fire-protective-rated 
products may be listed for 64,516 mm (100 
si), although IBC does not permit any vision 
panel in a three-hour-rated fire door. For 60- 
and 90-minute doors in exit enclosures and 
passageways, fire-protective-rated products 
are limited to 64,516 mm, whether or not 
the building is fully sprinklered.
Additionally, fire-protective-rated glass has 
limited use in one-hour walls, and is not 
permitted altogether as sidelites, transoms, 
and windows in two-hour interior walls 
because it cannot block radiant heat. These 
limitations are recognized in IBC, and 
recent revisions to the 2012 IBC give end-us-
ers clear guidance in applying those limits. 
Many fire-protective-rated glass types can 
provide a CPSC Category II high-impact 
safety rating as well.

Fire-resistive Glass
Fire-resistive glass is made with multiple 
layers of laminated glass with an intu-
mescent liquid in between, providing an 
insulative layer to not only block smoke 
and flames, but also provides a barrier to 

Georgia State Law Library 
with 60 and 120- minute-
rated resistive fire-rated 
glass in exterior application.

Photo by Olaf Rohl.
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705 SCIF 3070 Door and Lock Package

www.KriegerProducts.com

100% ICD 705 Certified

Designed for SCIF 
Sound Groups 3 and 4

Sargent and Greenleaf
2890B Locking Device

Conforms to Federal Specification FF-L-2890B

Your 705 SCIF 3070 Door and Lock Package will arrive 
at the job site with the majority of the hardware installed, 
detailed instructions and drawings. With Krieger’s 705 SCIF 
3070 Door and Lock Package, you can reduce the need for 
multiple installers and wait times of a typical installation. 

Save Time and Money

With over 75 years of experience, Krieger is the expert in 
today’s security door standards and technical capabilities. 
Our knowledgeable engineers can help you find the right 
door and equipment for your project’s needs.

Specialized Design Support

You do not have to deal with separate warranties or 
multiple companies. If you have a question or issue with 
your 705 SCIF 3070 Door and Lock Package, Krieger will 
handle all of the customer service support—everything 
from the door down to the locking device. 

One Stop Customer Service

Krieger’s trained hardware installers will mount the Sargent 
and Greenleaf 2890B locking device with a S&G 2740B 
laser etched dial or Kaba X-10 digital dial. This saves you 
time and removes installation errors at the job site.

Pre-templated Hardware



radiant heat. This allows building occupants 
to exit the building without being subjected to 
radiant heat burns, making it suitable for egress 
applications such as stairwells designed with 
glass walls to encourage more frequent use. 
The glass conforms to non-loadbearing wall 
requirements under ASTM E119, Standard Test 
Method for Fire Tests of Building Construction 
and Materials. Its limits in application and size 
only depend on the product limitations of each 
manufacturer. 
Fire-resistive glass is required for glazed assem-
bly openings, door vision panels, and sidelites 
and transoms comprising greater than 25 percent 
of the common wall; these areas are classified 
as a ‘transparent wall’ and must comply with 
ASTM E119. Fire-resistive glass is also required 
for one- and two-hour walls, 60- to 90-min-
ute door vision panels, and 60- to 120-minute 
sidelites and transoms when not in exit enclo-
sures and passageways. Examples of fire-re-
sistive products are intumescent multilayer 

This project at 
Schwab Hall at 
Saint Francis 
University was  
a renovation 
of a historic 
building to 
meet code using 
a fire-rated 
glass ceramic 
protective 
product. 

Photo by Elizar Barros. 

MIKE MILLER is Midwestern 
Regional Sales Manager for  
Vetrotech Saint-Gobain.

JESSICA TRAHAN is the Western 
Regional Sales Manager for Vetrotech  
Saint-Gobain representing Vetrotech 
fire-rated glass and framing architec-
tural products for North America.  
She can be reached at  
Jessica.Trahan@saint-gobain.com.

laminated and intumescent 
multilayer gel glass.
It is imperative only a tested 
and approved system of 
fire-rated glass and frame 
be used as a fire-resis-
tive-rated assembly.

Intrusion Protection
Along with fire resis-
tance, glass options also 
are expanding to include 
protection against intru-
sion while maintaining the 
cost-effectiveness required 
for traditional schools and 
buildings. One challenge 
with bullet-resistant glass is 
whether it is too expensive 
for widespread use. 
Builders can consider an 
intrusion barrier that would 
deter or delay an active 
shooter to help prevent an 

attack or slow it until first responders arrive. In 
bullet-resistance tests, such glazing should not 
shatter; in threatening situations, it should pro-
tect occupants from injuries that can result from 
shattered glass. More importantly, the fact the 
glass does not shatter will help prevent intrud-
ers from potentially gaining access through the 
opening. In the event of fire, the glass will also 
contain smoke and flames, allowing more time 
for occupants to escape. 

Putting It All Together
Like many aspects of building design, schools 
present architects with a balancing act of sorts: 
how to create a meaningful, functional design 
while meeting code requirements, saving energy, 
maintaining safety, and staying on budget.
Determining which type of glass is required 
varies greatly by application and local code reg-
ulations. Architects will need to consult building 
codes and manufacturers to determine which rat-
ings are required in each area of the building and 
how those requirements dictate allowable sizes.  
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Electrified door hinges are notorious for failing. When they do, they’re a hassle to repair. Until now. 

Introducing the new SELECT ATW hinge. 
Our breakthrough Accessible Through-Wire concealed geared 
continuous hinge is a fully integrated design. There are no 
cuts or panels to compromise its integrity and performance. 
Now you can easily remove the cover plate, access the wire 
problem and make your repair — in less than five minutes. But 
this new design does more: it ensures that the ultra-flexible 
through-wires (available in sets of 4, 8 and 12 with Molex® 
connectors) last longer. So even though you can fix the wire 
harnesses faster, you’ll hardly ever do it. 

The new  
5-minute wire fix  

you’ll rarely use.

800-423-1174    
selecthinges.com/dhi
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By Gordon Holmes 

THE BALANCING ACT
Today’s Access Control Systems:

Physical access control has always been a key component 
of facilities security strategies. In the past, this has been 
achieved through mechanical means such as locks and keys. 
As technology has continuously evolved, new solutions have 
become available, offering more security and convenience. 
When choosing an access control solution, it is important 
to know how the building will be used and how traffic 
will flow. The end user’s needs and requirements will have 
a direct impact on selecting the appropriate access con-
trol system. It is critical to determine, from the end user’s 
perspective, how people will flow through the facility and 
which areas these people should have access to and when. 
It’s helpful to have architects, distributors and facility 
managers involved in the initial access control strategy to 
bridge any potential gaps in the access control strategy and 
ensure a smooth implementation process.
In addition to understanding the end user’s needs, decision 
makers need to be aware of the wide range of brands and 
products on the market. From mechanical keys to contact-
less technologies and beyond, selecting the right platform 
can be a daunting task, but by understanding the evolution 
of access control solutions, decision makers can effectively 
integrate multiple platforms into an overall access control 
solution.

© iStock  |  BlindTurtle

© iStock  |  Bim

Turnstile accessable by proximity card.
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History
For over 6,000 years, conventional 
locks and keys have worked well. 
They are easy to install, readily avail-
able and offer a simple and relatively 
secure access control solution. This 
may be considered an outdated and 
obsolete low-tech solution today; how-
ever, it is still important to consider 
the advantages traditional mechanical 
keys can add to one’s overall access 
control strategy.  
Mechanical key systems can be ben-
eficial when there is a small number 
of people and doors or when keys are 
used as part of a larger access control 
system. When used in combination 
with more advanced platforms, me-
chanical keys help to create a more 
secure and comprehensive access con-
trol program. However, when a key is 
lost or misplaced, especially a master 
or grand master key, the integrity of 
the system is compromised. Carrying 
around multiple keys can also be an 
unfavorable aspect.
The magnetic stripe card was first de-
veloped in the 1960s by International 
Business Machines (IBM) for U.S. 
government security purposes. This 
type of technology stores data by 
modifying the magnetism of tiny 
iron-based magnetic particles on a 
band of magnetic material on the card. 
The magnetic stripe, sometimes called 
swipe card or magstripe, is read by 
swiping past a magnetic reading head. 
After years of research and develop-
ment, the IBM engineering team cre-
ated a machine that could quickly use 
the magstripe technology to create a 
variety of secure cards. This develop-
ment laid the foundation for the entire 
magnetic stripe card industry we 
know and use today with our credit 

cards, ATM cards, ID cards, hotel 
room and access cards, transportation 
tickets, and all the terminals and card 
readers that relay data to computer 
systems.
Before the introduction of contactless 
cards, also known as proximity (prox) 
cards, in the 1990s physical contact 
between the readers and magstripe 
credentials was required. This was not 
only cumbersome and inefficient for 
end users, but also time-consuming 
and costly for administrators as the 
credentials could become demagne-
tized and damaged by physical wear. 
Contactless cards are both robust and 
flexible, giving security professionals 
the ability to reduce maintenance costs 
while increasing security.
The card and the reader unit com-
municate with each other through 
125 kHz radio frequency fields which 
allows for the card’s data to be detect-
ed when presented a few inches from 
the reader. Relying on radio frequency 
(RF), prox technology employs signals 
being sent from the reader. The cards 
themselves consist of an antenna, a ca-
pacitor and a chip that stores a unique 
ID number. When the card is present-
ed to the lock, the reader translates 
the information from the card into a 
digital format. The digital format is 
then read by either the lock circuitry in 
a stand-alone environment or, in a net-
worked system, a host panel/computer 
decides to authorize or deny entry. 
While prox systems ushered in 
electronic access control, thus forever 
changing the industry, the technology 
still had its limitations, including se-
curity vulnerability. Prox systems will 
effectively keep incidental visitors out. 
However, anyone with intent to breach 
the system can do so with ease. 

When used in combination with more advanced 
platforms, mechanical keys help to create a more 
secure and comprehensive access control program.

Since credentials are unencrypted, 
static and can be read in the clear, it is 
easy to clone or forge a card without 
the card holder knowing. The cloned 
card can then access any door that 
is available to the original holder. 
Considering there is no direct way 
of determining if a system has been 
compromised, facility managers and 
administrators are left with a false 
sense of security. 
Another limitation of prox cards is 
they can only be encoded with the 
standard unique ID. While in some 
cases this might not be a setback, new-
er technologies, such as smart cards, 
are able to store more information, 
such as a cashless vending debit value 
or a biometric template – making 
them more desirable to end users. 

Modern Day 
The United States Department 
of Defense (DoD) approved the 
Advanced Encryption Standards 
(AES), an encryption algorithm that 
has become the de facto encryption 
standard for commercial transactions 
in the private sector, for smartcard 
technologies. The cards and the read-
ers talk the same encrypted language, 
allowing an extra layer of security that 
prox cards lacked. 
Some smart card systems have the ca-
pacity to both read and write informa-
tion to the card at the lock or reader, 
both providing improved data securi-
ty and creating greater flexibility for 
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use in various applications. Multiple 
sectors on the card allow for storage 
beyond access control, including bio-
metrics and cashless vending. Smart 
technology can also be incorporated 
into diverse credential types such as 
key fobs, bracelets and wristbands.
Some networked systems provide flex-
ibility by using smart credentials to 
transmit data between offline devices 
and head-end systems; these can be 
termed “virtual” networks. In such 
cases the smart credentials act as data 
carriers for the network, thus elimi-
nating the need for wired or wireless 
locks at every secure opening. This 
drastically reduces the overall cost of 
the access control system. Deciding 
between a virtual network or wireless 
solution (or a combination of the two) 
will determine how the system is con-
nected and updated.
There are several platforms to choose 
from and having a basic understand-
ing of each one will help guide the end 
user toward the best solution for their 
facility and may help save money.  
The Stand Alone Network uses a 
portable programming device which 

is used to transfer audit data from 
the locks to the software as well as to 
update the locks with user credentials 
and calendar information. This type of 
system requires the administrator or 
maintenance department to visit the 
individual locks to make any changes 
which can be cumbersome, as well as 
time consuming. In these cases, the 
lock is the component which decides 
to allow or disallow a given credential. 
Data-on-Card provides flexible secu-
rity by using a credential to transmit 
data between offline devices and on-
line management systems. All user-re-
lated access information is stored on 
smart credentials which act as carriers 
for the network. This eliminates the 
need to have wired or wireless locks at 
every secured opening and drastically 
reduces the overall cost of the access 
control system. In these cases, it is the 
card which has the access rights and 
tells the offline lock how it should act.
Wireless Real-Time Network (WRN) 
should be used when real-time control 
and monitoring is needed including, 
in many cases, lock-down abilities and 
instant audit trails. WRN platforms 
are highly recommended for institu-
tional, educational and commercial 
applications requiring enhanced levels 
of security. 
Mobile integration is one of the largest 
growing areas within the access con-
trol industry. Using smartphones for 
access control provides an enhanced 
user experience as well as an efficient 

way to merge security and conve-
nience. Utilizing Bluetooth allows 
users to use their smartphones as their 
credential. Additionally, Android us-
ers can use Near Field Communication 
to update their smartcard by receiving 
new credentials Over the Air. 
Customizing a system by using 
different platform types for different 
door openings provides the scalabil-
ity needed to expand, along with the 
flexibility to design a solution that best 
fits a facility’s overall access control 
security system.  

Conclusion 
The size and type of the structure be-
ing secured will guide decision-mak-
ers in selecting the appropriate prod-
uct mix needed to secure a facility, 
whether it be purely mechanical, 
mechanical and standalone electron-
ic, virtual networked or wireless/
hardwired. Facilities that anticipate 
their future security needs growing 
may want to choose an access con-
trol manufacturer with products and 
systems that can evolve and scale with 
minimal aggravation and expense.  
Leveraging new technologies provides 
a unique opportunity for contract 
hardware distributors, installers and 
specifiers to assist end users in cus-
tomizing their access control system. 

GORDON HOLMES is a product manager 
for Hager Companies. He can be reached at 
gholmes@hagerco.com.

Some networked systems provide flexibility by using 
smart credentials to transmit data between offline 
devices and head-end systems; these can be termed 
“virtual” networks.

Magnetic strip facility access card.
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  WE CAN MAKE WHATEVER YOU MAKE  

BETTER.  
SAFER.  
QUIETER.

Custom fire solutions start with ROXUL® Core Solutions (OEM) insulation. 
Our team of experts will work with you before, during and after fabrication 
to create a custom solution for your fire door designs. And because our 
insulation is made from basalt rock, it provides the excellent fire resistant  
(up to 1177°C/2150°F) and acoustical dampening properties you’re looking for. 
The blueprint of good design starts here.  
Visit us at roxul.com/oem 

13937-ROX-P-019-2017-E.indd   1 2017-09-05   9:04 PM



Ordering a 
Vision Frame 
and Glazing 
Package

What is your time worth? As we multitask at 
higher internet speeds and put together more 
quotes with fewer products on more projects that 
ever before, we are always looking for ways to 
become more efficient. Time saved could be used 
to call a customer, cultivate a new relationship or 
develop new employees.  
One trend in the door and hardware market 
that has become more popular is the packaging 
of vision frames and glazing as a single unit. 
This “package” option is being offered as a 
standard product by most vision frame manu-
facturers whose customers are realizing both 
time and cost-savings.  

Convenience Results in Cost Savings
Most combination packages include a single 
vision frame, glass, glazing tape and screws as 
a complete boxed unit for shipping. Palletizing 
multiple vision frames for delivery to the job site 
locations can provide even more convenience 
along with pre-installed glazing tape. When this 
option was first offered, manufacturers’ repre-
sentatives were quick to point out the benefits to 
distributors, who were willing to try a new way 
to order frames and glazing.

Distributors have found that they can reduce or 
eliminate mix-ups and returns by selecting glass 
and frames that have been ordered as a single 
product that is packaged together at the manu-
facturer’s facility.  By using a single vendor for all 
of the components, ordering is simplified and as-
sures that the complete package arrives together, 
lowering the chance that installation is delayed 
due to missing screws or incorrectly sized glass.  
Janet Haverland, a co-owner of Tri Valley Doors, 
finds that, “with more than 45 jobs to manage at 
a time, getting the right glass size packaged with 
the right vision frame saves us time and money.  
Previously, we purchased glass from a separate 
glass house, and many times received the wrong 
size which would then be returned and replaced, 
delaying the installation schedule.”
Chris Yates, General Manager of Keystone 
Distribution, commented, “The combined vision 
frames with glass are a big time saver for us. We 
are a high volume distributor that does a lot of 
multi-family, so this saves us the effort of having 
to get the glass from a separate supplier.  When 
we have the total package on the shelf with 
pre-applied glazing tape, we can quickly get 
it out to the installer and know that they have 
everything they need.”

By Nona Peterson

Photo courtesy of Activar Construction Products Group

HOW TO LEVERAGE  
YOUR TIME BY
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Just in Time  
Many standard sizes are now stocked in ware-
houses for two-to-three-day shipment, with 
several fire and impact-rated glazing choices. 
Larger quantities, non-stock sizes or frames in 
optional materials such as stainless or galva-
nized can be fabricated according to the man-
ufacturer’s lead times. Manufacturers can also 
tailor the inventory for a regional preference by 
warehouse.   Distributors are ordering standard 
sizes from their local manufacturer’s warehouse 
as required, allowing them to fill most orders 
quickly, eliminating the stocking of separate 
vision frames and glass for upcoming jobs.
One distributor found that the packaged units 
were much more cost-effective on a recent ret-
rofit job than purchasing separate components. 
They needed to replace the tempered glass on 40 
doors with fire-rated glass. Instead of removing 
the glass, having the installers scrape the old 
glazing tape off and risking damaging the vision 
frames in the process, they decided to replace ev-
erything. The packages were delivered complete 
to each door, ready to be installed on-site.  Cost 
savings were realized by implementing sin-
gle-vendor ordering, reduced installer time and 
eliminating the challenge of having to re-order 
frames that had become damaged on removal. 

More Choices
Most manufacturers allow any vision frame to 
be combined with any glass selection that fits, 
but it is important to make sure that the listing 
on the vision frame and the glass carry the same 
fire-rating before ordering. Be sure to read the 
manufacturer’s installation and ordering instruc-
tions carefully, as they may require additional 
glazing material to be code-compliant.
Architectural software providers have incorpo-
rated these as standard products into their door 
specification programs, offering several glazing 
choices and allowing the user to select the glass 
and frame combination for the doors in just a 
few keystrokes.

Conclusion
At the speed of construction projects today, 
having the right materials on hand when the 
installers are ready for them is a critical factor.  
Distributors and installers are finding these 
packages more convenient, providing not only 
time savings of purchasing from a single ven-
dor, but simplifying the coordination process 
between frame and glass, shortening installation 
time and eliminating the time and expense to 
correct errors.  
As you approach your next project, take a look 
at the offerings from your vision frame man-
ufacturer to see if these options may help you 
become more profitable.   

NONA PETERSON is a Content Marketing Coordinator with  
Activar Construction Products Group. She can be reached at 
nmpeterson@activar.com. 

At the speed of 
construction projects 
today, having the right 
materials on hand when 
the installers are ready for 
them is a critical factor. 

© iStock  |  daneger
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THE LOGICAL CHOICE– 
SECURITY LOCK DISTRIBUTORS 
As the industry leader for over 32 years, Security Lock Distributors offers the most in-depth, in-stock inventory of electrical and 
mechanical door hardware. We stock over 100 premium brands featuring products from Schlage, LCN, Von Duprin, Sargent, Corbin 
Russwin, Norton and Dormakaba, just to name a few.  Our field-tested and factory-trained technical sales team is always on hand  
to offer expert advice for all your projects. And for those times when you need a second pair of expert eyes on the job, our technical 
sales reps can remotely view and help spec out your project through Seclock Onsite®.

We offer same-day shipping from four distribution centers in Massachusetts, Illinois, Nevada and Florida for just-in-time delivery— 
so you have the products you need where and when you need them. Plus, you can leverage our warehouse as your own through our 
private label shipping program, which includes only your company name and logo on packing slips and shipping labels. We also offer:

• A wholesale-only policy—we never compete with our customers
• An extensive technical service help desk
• An in-house Quoting Department that will spec out your job for the best pricing available
• The industry’s most complete parts department
• Comprehensive locksmith services, including keying, master keying and key cutting

Visit seclock.com to experience our completely revamped website. Its mobile-friendly design, powerful search engine and enhanced 
search features let you quickly access our vast inventory anywhere, any time. Our website also gives you access to the industry’s  
most extensive online library of product specs, technical documents and installation guides.

Security Lock Distributors—We have the parts, process & people to get you what you need, every time.

ADVERTISER 
PROFILE

Security Lock Distributors
800.847.5625
seclock.com



Detroit-based Quicken Loans, Inc. 
is the nation’s largest online mort-
gage lender and the second largest 
retail mortgage lender overall.1 As 
they make clear in their company 
tagline, “Engineered to Amaze” is 
what Quicken Loans strives to do in 
every aspect of their business. From a 
streamlined mortgage application pro-
cess to a unique work environment, 
even outsiders can see the company 
is dedicated to standing apart from 
the crowd – and not being labeled just 
another stuffy mortgage company. 
dPOP is a commercial interior design 
firm specializing in creating work-
spaces for culture-driven companies 
and has been an integral part of 
Quicken Loans’ workspace design. 
“When we get a project, we look at 
any historical elements in the space,” 
explains Kristin Kostrzewski, Design 
Team Leader for dPOP. “With the 

Quicken Loans projects, their culture 
is loud, vibrant and full of life, so it’s 
important that we pull the culture into 
the palate.”
The workspace’s design concept is 
“Bugs & Beer,” and with that in mind, 
dPOP knew a standard door wasn’t 
going to do; it needed to be different. 
The five hexagon windows within 
the door’s unique design look like a 
honeycomb and bring together the key 
elements of culture, durability and the 
theme of the building.

The Engineering Process
“We received a call from Stafford 
Building Products asking if we’d be 
interested in making some ‘special 
doors,’” remembers Richard Kraft, 
AHC, a 45-year industry veteran (now 
retired) with National Custom Hollow 
Metal Doors & Frames (National) 
based in Little Rock. “As soon as I saw 

A Door Engineered  
to Amaze

By Tess Wittler

Photos courtesy of dPOP Culture
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the design, I knew we had something 
unique and had to get Neal involved 
in the project.”
Neal is Neal Newell, National’s 
Director of Engineering, and as soon 
as he was called onto the project, he 
saw that slight adjustments to the win-
dow sizing and lock location needed 
to be made so that everything fit and 
worked. But it wasn’t until after the 
architect approved those changes that 
the real fun began.
Explains Chris Mathews, CEO at 
National, “One of the biggest chal-
lenges in crafting the doors was the 
glazing had to be flush, and with five 

hexagon-shaped holes in the door, we 
also had to devise a plan to manufac-
ture the door without compromising 
the strength and durability.”
“There is a tremendous amount of en-
gineering that went into this project,” 
Newell adds. “We weren’t sure how to 
put the doors together without show-
ing any welding marks on the outside 
of the door.” 
Neal researched options and ultimate-
ly decided to use a 3M product called 
VHB tape. “It’s a foam tape that is 
often used on race car trailers. Once 
it’s put together and pressed down, it 
forms an incredibly strong bond.”

“One of the biggest challenges in crafting the doors was the glazing 
had to be flush, and with five hexagon-shaped holes in the door, 
we also had to devise a plan to manufacture the door without 
compromising the strength and durability.” 
Chris Mathews, CEO, National Custom Hollow Metal Doors & Frames

Electronic access control 
systems can be deployed 
in almost any type of 

facility and with a varying range of system and product benefits. Depending on what  
is expected and needed from the system, traditional access control locking solutions 
can be a significant investment.

The HS4 platform is a robust and dynamic solution that can provide tailored benefits  
to nearly every type of installation at a fraction of the upfront and ongoing costs.

For more information, please visit hageraccesscontrol.com.

www.hagerco.com
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These doors were so 
critical in their con-
struction that they 
needed to be laser 
cut versus simply 
run on the turret 
press. “Because of 
the complex way all 
of the pieces fit, we 
had to build quite a 
few jigs and fixtures 
to put these doors 
together. Each door 

required 60 primary door parts plus 
30 intricate pieces to form the five 
flush mounted hexagon windows,” 
notes Neal. 
“It’s the kind of craftsmanship that 
often isn’t associated with building 
a steel door,” Chris adds, “but as we 
like to say, if an architect can dream it, 
we’ll find a way to build it.”

The Result
The original order of 28 doors came 
from Stafford Building Products in 
2013, and since then, there have been 
several repeat orders. “Stafford calls 
me and says, ‘We need more hexagon 
doors’ and from there, we take the 
sizes, the timeframe and get to work,” 

explains Nikki Gray, Senior Estimator 
for National.
“We hit a home run when we connect-
ed with National,” says Jim Anderson, 
Estimator at Stafford Building 
Products, Inc. “They were able to do 
the design work where a few others 
were not.” 
As for dPOP, they, too, are pleased. 
“The doors are holding up well, and 
we’re happy with the durability and 
function,” notes Kostrzewski. “While 
I wasn’t a part of the original design 
process, I’ve been able to step in as the 
new designer for the building and be 
able to effortlessly continue the design 
without any issues, which I greatly 
appreciate.” 

SOURCE

1 http://www.quickenloans.com/press-room/fast-facts/

TESS WITTLER is a free-
lance copywriter for the 
building industry. She 
can be reached at  
tess@tesswittler.com. 

Hager Companies contributed to this article.
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With over 50,000 students, the 
University of Texas at Austin is one of 
the largest schools in the United States. 
The main campus has 150 buildings 
totaling over 18,000,000 square feet, 
which translates to more doors than 
Richard Costa can even count. As the 
university’s construction hardware 
planner, he functions as the resident 
door expert, reviewing construction 
documents, hardware schedules, and 
ensuring the campus complies with 
ADA and life safety codes.
“It’s a big campus and I’m the only per-
son who does my job,” he says simply.
He began working for the University 
nine years ago, and soon found that 
much of his time was being spent 
helping the facilities maintenance 
personnel adjust the concealed rod exit 
devices that had been installed on the 
campus’ exterior doors.
“We’ve got four different zones for 
maintenance, and every time they 
have issues they call me,” he says with 
a laugh. Over the course of an average 
year, he would see thousands of work 
orders that involved adjusting rods 
and those repairs were never easy.
“You have to adjust the top rod and 
the bottom rod separately,” he ex-
plains. “If you do one wrong, the other 
one’s not going to adjust properly. 
Sometimes you have to disconnect one 

UNIVERSITY OF TEXAS AT AUSTIN
Replacing Traditional Rods  
with Cable Technology

By Melany Whalin, CSI

Von Duprin’s system replaces traditional rods with cable technology that 
provides greater security, reduces sensitivity to changing door conditions, 
and requires significantly less maintenance over its lifetime.

Photos courtesy of Allegion
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Replacing Traditional Rods  
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rod altogether and adjust the other one 
until it’s right, then reconnect the other 
rod and adjust it until that’s right.”
In addition to taking up a great deal of 
Costa’s time, it was also creating safety 
and security risks on campus.
“A lot of times, its security issues where 
the doors aren’t working properly—
they’re not latching, or they’re failing to 
latch properly because the rods aren’t 
dropping down, or the rods are drop-
ping down too early, causing the doors 
to block open,” he explains. “And so, 
we’re getting alarms or we’re getting 
buildings that are unsecure.”

Solution: Von Duprin Concealed 
Vertical Cable System
Desperate for a better solution, Costa 
talked to his local Allegion represen-
tative and learned about Von Duprin’s 
Concealed Vertical Cable (CVC) 
System. “The first pair I installed and I 
haven’t touched since; that was almost 
five years ago, right after they became 
available,” he said.
This system replaces traditional rods 
with proven cable technology that pro-
vides greater security for the opening, 
with the streamlined aesthetics that 
architects and customers prefer.
With its unique cable system, the CVC 
eliminates the challenges of traditional 
rods and enables it to perform in less 

than ideal conditions. The flexibility 
and slack in the cable system allows 
the device to function properly even 
if the top latch, device centerline and 
bottom latch are not vertically aligned. 

THE UNIVERSITY’S CONSTRUCTION HARDWARE PLANNER REPORTS 
THE CABLES HAVE HELPED IMPROVE SECURITY AND ARE EASIER TO 
ADJUST. HE HOPES TO REPLACE OLDER CONCEALED ROD DEVICES AS 
THEY FAIL OR NEED SECURITY UPGRADES.
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Therefore, the concealed vertical sys-
tem is not as sensitive to changing door 
conditions and requires significantly 
less maintenance than a traditional rod 
over its lifetime.
Costa was so impressed with the new 
cable-based design that he immedi-
ately began pushing to replace all of 
the older concealed rod devices with 
the CVC system. “We’re trying to get 
away from the concealed vertical rods, 
so whenever we can, we’ll go with the 
cables,” he says. “They work better 
with security, and are easier to adjust, 
you don’t have to worry about the rods 
slipping or dropping. Once you get the 
cables adjusted, you don’t have to come 
back and readjust them.”
If maintenance is needed, however, the 
CVC system allows for adjustments 
to be made to the bottom latch while 
the door is hanging. The latch height 
is easily adjustable through the side of 
the door with a spring pin. This elimi-
nates the need for two people to spend 
valuable time removing and rehanging 
a door.

A school the size of the University of Texas at 
Austin needs a secure solution that is easy to 
adjust and requires minimal maintenance. 
The Von Duprin® Concealed Vertical Cable 
system was recommended to overcome some 
of the university’s challenges with openings 
across campus.

IF MAINTENANCE IS NEEDED, THE CVC SYSTEM ALLOWS  
FOR ADJUSTMENTS TO BE MADE TO THE BOTTOM LATCH  
WHILE THE DOOR IS HANGING.
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In addition to solving the maintenance and 
security issues, the CVC devices have also 

provided an unexpected benefit—silence.

Results
So far, Costa has installed roughly 60 
pairs of CVC exit devices through-
out the UT campus and hasn’t had 
any maintenance issues. As the older 
concealed rods fail or the doors they’re 
installed on are slated for a security 
upgrade, they’re being replaced with 
Von Duprin’s CVC devices. Eventually, 
Costa plans to have them installed on 
over 1,000 doors throughout the cam-
pus—a plan he felt confident about.

“We told them we’re going to extend 
the life of these doors by doing this 
because we’re not going to have as 
many adjustment issues or problems,” 
he says. “You’ve doubled the lifespan of 
the doors just by changing them to ca-
bles, which is saving you a lot of money 
in the long run.”
In addition to solving the maintenance 
and security issues, the CVC devices 
have also provided an unexpected ben-
efit—silence. “Cables don’t make any 

noise, whereas rods you could always 
hear rattling around the door,” says 
Costa. “With the cables you don’t hear 
anything and a lot of places with office 
buildings or even our libraries and 
stuff like that, they like that you can’t 
hear the door anymore.” 

MELANY WHALIN, CSI, is a marketing 
manager at Allegion, working to educate the 
architectural community on security, door 
hardware and access control. She can be 
reached at melany.whalin@allegion.com.  
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By Juliette Bradley

Photos courtesy of American Direct

Intelligent Integration
in HIGHER EDUCATION

The Pennsylvania College of Health 
Sciences (PA College) is having 
growing pains—good ones. With 
the continued growth of the student 
body (expected to increase by 2,000 
students over the next three to five 
years), the large number of adjunct 
faculty, and the addition of the 
college’s first four master’s programs 
this fall, a new campus has been on 
the horizon for quite some time. 
When Scott Lokey, facilities director 
for PA College, created his wish list 
for the college’s new home, number 

one on the list was to eliminate the 
more than 3,000 different keys he 
had to manage for all of the open-
ings he monitored in the six differ-
ent locations on the campus. Lokey 
partnered with Tom Anater, director 
of business development at Heritage 
Communications LLC, a Lancaster, 
Pa., telecommunications business, to 
provide the security technology. 
Heritage’s design team, headed 
by Chris Sloane and Justin Brian, 
worked for several months directly 
with Lokey to determine exactly 
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how many openings the campus 
buildings should have, which would 
be hard wired, and which would be 
wireless. 
Once Heritage and Lokey finalized 
the entire access control design plan, 
Anater suggested that Lokey consult 
with American Direct to provide 
openings and electronic access control 
to complement Heritage’s security tech-
nology. Lokey checked out a recently 
completed project by the company and 
was impressed by what he saw. 

The Challenge 
Lokey presented a project challenge 
to the openings design team: the 
electronic access control for the new 
campus would require a photo ID 
credential that would allow a student 
the possibility of three completely 
different accesses:

• Security access to specific areas
• Point of sale access for meal plan 

purchases
• Health record access to patients 

during clinical assignments at 
Lancaster General Hospital 

In addition, the credential had to use 
an 11-digit ID number because the 
security system currently in place at 
PA College was based on the 11-digit 
formula. Lokey was pleased to learn 
that American Direct and its access 
control solution, AccessNsite, could 
fulfill all requirements. 

The Solution 
Electrified openings have three 
components: the mechanical, the 
electrified, and the electronics used 
to control the openings. In the past, if 
there was an issue with an opening, 
contractors would have to work with 
three different companies to figure out 
the problem. Now all three compo-
nents are provided by one source that 
has a complete in-depth understand-
ing of the opening and can resolve any 
issues on the spot. 
American Direct has been able to add 
electrified components to door open-
ings for many years, but AccessNsite 
introduces the ability to provide the 
electronics and the intelligence that 
determines who can gain access and 
when. At PA College, this intelligence 
is driven by AccessNsite software. 
PA College’s personnel information 
is put into a database and access is 
determined by that data, which might 
include the user’s name, the dorm 
they live in, their major, or their class 
schedule. An essential benefit to this 
“smart” system is it is much less ex-
pensive to manage than the traditional 
access system because the users are 
defined. 

With the old system, Lokey remembers 
having to go to the local hardware store 
to get new keys cut when he had a new 
user or he would have to track down 
the key when a student graduated or 
left the school. With this system, access 
is simply added (or removed) to the 
credential holder as needed. Another 
plus is the security history created in 
the software when someone accesses 
an opening. It is a simple task to look 
up in the system who went in a specific 
door, what time they went in, and what 
time they exited. 
Unfortunately, today’s educational 
institutions must consider how they 
can best react in the worst situations. 
Those include active shooter scenarios. 
To provide the fastest response, the 
electronic access control system used 
at PA College allows the lock down of 
doors on campus with a simple key-
stroke on a computer. Faculty mem-
bers have an option of keeping their 
doors open or closed during class. If 
they choose the open option, but secu-
rity is breached in any way, their door 
can lock with one keystroke. 

Pre-Construction Expertise 
Before the renovations began, Art 
Loreto, sales and business develop-
ment with American Direct, provided 
Lokey with pre-construction insight 
that helped structure the hardware 
schedule. Lokey says, “American 
Direct helped us address what hard-
ware we should use, what kind of 
egress each door should have, and 
how to provide the safest functionality 
for faculty and students.” 
For Lokey, the indirect cost savings of 
the wireless hardware was a signif-
icant benefit. The battery-operated 
doors get 40,000-60,000 cycles per bat-
tery. Lokey believes he will not have 
to change the batteries for four or five 
years. According to Project Manager 
Martha Gray, there were more than 
600 openings between the two build-
ings, 80 percent of which were elec-
tronic access control. 
Based on the master plan from 
Heritage Communications, Greenfield 
Architects LTD, and Stantec (interior 

There are more than 600 openings in 
the two-building campus, of which 80 
percent are electronic access control.
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design), Loreto, along with a repre-
sentative from ASSA ABLOY, wrote 
the hardware sets and specifications 
for each building. Any construction 
modifications made could impact the 
hardware schedule, so Loreto made 
it his mission to revise the hardware 
specifications accordingly. 

Local Service and Support 
The contractor, High Construction, 
installed the doors and hardware, but 
American Direct’s Regional Service 
Center (RSC) in Mountville, Pa., pro-
vided a staging area for the product 
until it was ready to be installed. The 
RSC also provides on-demand ser-
vice to handle any troubleshooting 
issues after installation. Jim Saltzgiver, 
Northeast RSC Manager, has a service 
team of six individuals able to resolve 
issues at PA College. 
“Once in a while a door is delivered 
improperly prepped, or a hinge 
doesn’t match up with a frame, in 
which case we can have a professional 
out very quickly and get it taken care 
of with no additional cost to the own-
er,” says Saltzgiver. 
With PA College, the manufacturer 
had to install some temporary lock 
sets and then later, the crew from the 
RSC came out and swapped out the 

temporary lock sets for the permanent 
ones. It was a seamless transition be-
cause American Direct RSCs are locat-
ed across the country and often assist 
with pre-installation. The RSC typi-
cally receives the doors and hardware 
and inventories the product. With a 
detailing report, the crew checks to 
make sure everything is templated 
correctly, then the doors are stacked, 
wrapped, and protected. 
“This way, the only thing the installer 
has to do is run twelve hinge screws 
into the opening, attach a closer, and 
maybe a strike plate. It saves a lot of 
time for the contractor, saves mon-
ey on site, and promotes the green 
initiative because all of the packing 
materials are recycled at the RSC,” 
says Saltzgiver. 
PA College’s Office of Security is dedi-
cated to maintaining a safe and secure 
learning environment, and the totally 
integrated access control solution on 
this new campus is a perfect fit for 
a college dedicated to the latest and 
greatest in information technology 
and equipment.  

FOR MORE INFORMATION on American Direct 
or AccessNsite, contact Byron Whetstone at 
byronw@americandirectco.com.

Students and faculty have access to various parts of the campus, including classrooms, labs, fitness center, auditorium, and dining areas via the 
one credential photo ID card used to activate the door entry.

A CALL FOR  
CASE STUDIES
Just Finished a Big Project?  
Tell Us About It!
Doors + Hardware is on the hunt 
for informative, educational 
case studies that discuss new 
technology, new products and 
problem solving. Publishing 
an article in the only magazine 
devoted exclusively to the non-
residential door and hardware 
industry establishes you and 
your company as subject matter 
experts. Authorship allows you 
to share best practices and gain 
peer recognition.

We’d love to hear about your 
latest successful project, and 
the challenges you faced and 
subsequently overcame.

Companies are permitted three 
case studies per year; product 
and company names may be 
used in the article. To submit 
a case study, or if you have 
an article suggestion, email 
Managing Editor Denise Gable at 
dgable@dhi.org.
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The U.S. Centers for Medicare & 
Medicaid Services (CMS) adoption of 
the 2012 edition of NFPA 101: Life Safety 
Code requires that health care facility 
operators conduct a yearly inspection 
of fire door assemblies in accordance 
with NFPA 80: Standard for Fire Doors 
and Other Opening Protectives. Help 
ensure your facility is prepared for CMS 
audits by knowing how—and when—
you need to comply with NFPA 80 rules. 

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

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

Upon completion of this course you 
should be able to:

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

• Apply inspection, testing, and 
maintenance provisions for fire door 
assemblies in accordance with  
NFPA 80
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It would be hard to find anyone in South 
Florida, New Orleans and now Texas, who 
questions the need for hurricane resistant 
doors and windows. But the battle for better 
storm products was extensive, beginning 
the day after Hurricane Andrew struck in 
August 1992. 
Early hurricane resistant products were 
very expensive, and it took some persuad-
ing to bring even highly sophisticated 
builders, and contractors onboard. There 
was skepticism whether protective glass 
could be tough enough to stand up to 
hurricane force winds. With no regula-
tions in place, shoddy products, including 
windows, doors and shutters, flooded the 
market.   
Fast forward to today. The demand for hur-
ricane-resistant products has been steady 
and growing, with codes and standards 
often driving product development. Almost 
every major door manufacturer today offers 
high quality storm-resistant doors and the 
accompanying codes and standards are 
clear and backed with solid testing, even as 
they continue to evolve.   

Has the battle for better hurricane products 
paved the way to develop equally success-
ful products for tornado protection? Yes, 
says Gary Fitzgerald, AHC, FDAI, president 
of Lyon Industries, one of the largest door 
and hardware distributers in the Midwest. 
“We expect to see well designed, code-com-
pliant products coming on the marketplace. 
The challenge is that while the technology 
exists, a steady demand for tornado prod-
ucts has yet to emerge.”  
Part of the reason is tornadoes and hurri-
canes are very different kinds of storms 
and because of this, they require different 
engineering. 

Wind: Differences between 
Tornadoes and Hurricanes
Though small in scale, tornadoes tend to 
be more powerful than hurricanes with 
wind speeds up to 200+ mph. A tornado 
can obliterate anything and everything 
in its path, or it can destroy a single home 
while leaving a neighbor’s undamaged. 
Destruction depends on the tornado’s wind 
speed, rotation diameter, and distance 

WILL TORNADO-
RESISTANT DOORS 
FOLLOW THE  
SUCCESS PATH OF 
HURRICANE DOORS?

By Janet Ryan

© Adobe Stock  |  macrovector
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traveled on the ground. Tornadoes are in and out  
quickly. This short duration can be mere seconds to  
five or 10 minutes.
While tornadoes occur in small areas and destruction 
can vary over short distances, hurricanes can reach wind 
speeds of more than 15 mph, grow to a size of hundreds 
of miles in diameter, and last from several hours to several 
days. Tornadoes have strong cyclonic winds, heavy rain, 
pea-size to softball-size hail, and cloud to ground light-
ning. Preparation time for a tornado can be only hours, or 
even minutes. 
Hurricanes have heavy winds, floods, storm surges, lots of 
rain, and even spawn tornadoes. The amount of warning 
for a hurricane can be days, even weeks as meteorologists 
track its growth and path. 
One of the major concerns with both types of storms 
but especially tornadoes is damage from flying debris. 
According to the EF (Enhanced Fujita) Scale, the lower 
levels of wind speeds up to 110 mph can cause moder-
ate damage to exterior doors, windows, and roofs. Wind 
speeds of 111 to over 200 mph can cause considerable to 
massive damage. 

Putting Products to the Test 
Testing protocols for tornado and hurricane products 
are similar, but with some dramatic differences. Tornado 
wind speeds tend to be much higher than hurricane wind 
speeds, making testing more stringent for tornado appli-
cations. For testing purposes, a 2x4” wood stud is fired 
at the window or door to simulate windborne debris. For 
tornadoes, this missile weighs 15 pounds and travels up to 
147 ft/sec (100-mph) compared to the nine-pound stud shot 
at 50 ft/sec (34-mph) or 80 ft/sec (55-mph) for hurricane 
testing (per ASTM E1996).  
“The results of a tornado test can be humbling,” says 
Jason Seals, Certification Manager for the American 
Architectural Manufacturers Association (AAMA). “While 
the 2x4” missile used for hurricane testing can be used for 
multiple tests, the 2x4” used for tornado testing completely 
shatters on impact. The momentum of the missile shot force 
the stud to continue moving forward even after impact, 
basically turning into toothpicks.” 
A tough performance standard known as ASTM E1996 
"Level E" was designed to protect buildings and the peo-
ple inside when evacuation is not an option. “Essential 
Facilities,” such as hospitals, fire stations and shelters, must 
remain functional during a storm. The ASTM E 1886/1996 
standard provides a test protocol for “Essential Facilities” 
glazed products. At 80 feet per second, a Level E missile 
impact produces more than twice the impact energy of the 
widely recognized Large Missile Level D.
While AAMA does not certify products for tornado resis-
tance, they do provide guidelines for architects, designers 
and builders. AAMA 512-11, Voluntary Specifications for 
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Tornado Hazard Mitigating Fenestration Products, 
has specs for doors, windows, and window wall 
fenestrations, breaking down performance into 
different levels. AAMA 512-11 provides a system 
for rating the ability of windows to withstand 
impact, pressure cycling, and water penetration, 
all of which are associated with both tornadoes 
and hurricanes. 
Gantt Miller, CEO of Winco Windows in St. 
Louis, who led the task force to develop the 
AAMA specifications, stresses the importance 
of window and door manufacturers to begin 
to focus on product development for tornado 

protection.  “The engineering science is there, 
and it’s important to our industry to help  
develop tornado resistant products to save lives,” 
says Miller. 
For guidelines on tornado tested products and 
more specifically, purpose-built shelters and safe 
rooms, Seals recommends following the guide-
lines in FEMA P-361 and ICC 500. 
The Federal Emergency Management Agency 
(FEMA) released its third edition of FEMA P-361, 
Safe Rooms for Tornadoes and Hurricanes: Guidance 
for Community and Residential Safe Rooms, in 
March 2015. The goal of the guide is to provide 

“near-absolute protection from the 
deadly winds and wind-borne debris 
associated with extreme wind events 
for its occupants.”6 
Safe rooms are typically an interi-
or room or space within a building 
designed and constructed for the 
safety of the occupants. The guide-
lines are based on FEMA’s years 
of post-disaster investigations and 
parallels ICC 500, the International 
Code Council’s Standards for the Design 
and Construction of Storm Shelters (ICC/
NSSA, 2014). 
According to ICC 500, standard man-
dates for storm shelters are based on 
geographic areas and building use 
that are in the 250-mph wind map 
zones. Critical facilities such as police/
fire/emergency center headquarters, 
911 call centers and ambulances 
follow these mandates. Schools must 
provide shelters to accommodate 50 or 
more people. Other facilities such as 
hospitals, public stadiums, and arenas 
must provide some form of tornado 
storm shelter.  

Saving Lives vs. Property Loss 
According to a study on the Annual 
Disaster/Death Statistics for U.S. 
Storms put out by Texas Tech 
University1, the United States averages 
about 1,000 recorded tornadoes every 
year, causing2 an average of 1,500 
injuries and an average of 80 deaths.3 
As for hurricanes, a total of 10 tropical 
cyclones reach storm strength with 
six becoming hurricanes and two 

Is There a Market for 
an Aluminum Tornado-
Resistant Door?

One Midwestern company is already working on product development and 
is developing a glazed aluminum tornado resistant door. “We are anticipat-
ing a need for a door that can provide some visual access during a storm, 
and also add the aesthetic options of an ‘everyday door’ that aluminum can 
offer,” says the company’s business development manager.

The company is consulting with a large manufacturer to develop a hardware 
system for their door. A commercial door distributor is also helping with 
some areas of product development. The company already has passed the 
necessary tests for glazing, which include:

• FEMA 361/ICC -08 Certified

• ASTM E1996-05/E1886-05 Certified

• AAMA rated AW performance

According to company officials, the challenge is combining a powerful 
glazing system, an aluminum frame that can be attractive enough to meet 
aesthetic design needs and a hardware system that is tough enough to meet 
the sudden and violent impacts of tornadoes. Officials agree that the market 
may be ready for such a product.

“We believe there may be a market for tornado-resistant doors in spaces that 
are used routinely, but also serve as shelters during storms,” one distributor 
said. Most schools, hospital emergency rooms, police/fire headquarters and 
other public buildings are opting to include a safe room in their building 
design. This is much more cost effective than hardening an entire building. 
Safe rooms are areas that may serve as shelters for natural disasters as well 
as intruder attacks. Since these spaces can also serve as workable space 
throughout the year, doors and windows are an important element.

“Public shelters shouldn’t have to be isolated, crowded and frightening,” he 
concluded. We hope to lead the next generation of tornado-resistant doors.”
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of those actually striking any U.S.4 Hurricanes 
cause an average of 60 injuries per year, and 
nationwide, account for an average of 17 deaths 
a year.5  These statistics do not include data from 
Hurricane Harvey, which occurred in August of 
2017.

Hardware is Key in Product Development 
“Storm shelters or safe rooms designed and built 
according to the FEMA guidelines are one of the 
few defenses against a tornado or violent storm 
that can produce wind speeds that turn every-
day items into destructive flying debris,” says 
noted expert Jim Bell, windstorm coordinator for 
ASSA ABLOY Door Security Solutions. 
“The door openings—including the door, frame, 
locking hardware and hinges—are the only 
operable or moving part of a shelter and are 
therefore its weakest link, making hardware one 
of the most important design considerations.
“There is a dangerous misconception that a shel-
ter door opening can be constructed simply by 
specifying heavy duty products. But the FEMA 
testing procedure illustrates that an opening 
built without specially designed products will 
likely fail and expose shelter occupants to dan-
ger,” says Bell. 
All hardware products used in tornado resistant 
construction have been tested as a complete 
assembly in compliance with ICC 500. Hardware 
is part of the overall door system, and must pass 
the ICC 500 guidelines including a static load 
testing (hold firm against a force of 252 psf for 10 
seconds) and impact testing.
Bell is also hopeful about the future of product 
development for windstorm products.
“We are constantly learning and refining our 
knowledge and the entire fenestration industry 
is working together to develop safer structures 
to protect people and property,” he says. 

SOURCES

1 https://www.depts.ttu.edu/nwi/research/DebrisImpact/Reports/
DDS.pdf

2 http://www.tornadoproject.com

3 http://www.nssl.noaa.gov

4 http://www.aoml.noaa.gov

5 www.loep.state.la.us 

6 https://www.fema.gov/fema-p-361-safe-rooms-tornadoes-and-hur-
ricanes-guidance-community-and-residential-safe-rooms

JANET RYAN is a freelance writer and public relations 
consultant specializing in architecture and glazing products. 
She can be reached at janet@ryan-pr.com. 

• EF-0 65-85 mph winds. Minor Damage: 
shingles blown off or parts of roof 
peeled away, damage to gutters or sid-
ing, broken tree branches, shallow-root-
ed trees may be pushed over.

• EF-1 86-110 mph winds. Moderate 
Damage: more significant roof damage, 
broken windows, damaged exterior 
doors, mobile homes may be pushed off 
foundations and moving autos pushed 
off the road.

• EF-2 111-135 mph winds. Considerable 
Damage: roofs can be torn off homes, 
homes shifted off foundations, mobile 
homes demolished, and large trees 
snapped or uprooted, cars tossed.

• EF-3 136-165 mph winds. Severe 
Damage: well-constructed houses 
destroyed, significant damage to large 
buildings, homes with weak foundations 
can be blown away, trees can lose their 
bark.

• EF-4 166-200 mph winds. Extreme 
Damage: homes are leveled, top story 
exterior walls of masonry buildings can 
collapse, cars thrown significant  
distances, objects become deadly 
missiles.

• EF-5 200+ mph winds. Massive/
Incredible Damage: structures are 
lifted off foundations and carried away, 
steel-reinforced concrete structures are 
critically damaged, high-rise buildings 
sustain severe structural damage, trees 
stripped of bark or branches.

Enhanced Fujita Scale: 
Tornado Intensity Rating System 
Tornado intensity is measured on the EF (Enhanced Fujita) Scale, 
ranging from EF-0 to EF-5 as outlined below.
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Profit Improvement Report

Distributors always seem to think they 
are somewhat short of the desired level 
of cash. In reality, they probably have 
more than enough cash to operate suc-
cessfully, even in a slow-growth econo-
my. The challenge is if another serious 
economic downturn takes place, their 
cash balances could disintegrate. 
Because of this lack of cash, many 
firms made significant moves over the 
last decade in an attempt to generate 
cash. Those moves were only occasion-
ally geared towards improving profit-
ability to increase cash. Instead, they 
were more likely centered on reducing 
inventory and accounts receivable at 
the existing profit level. Such actions 
have created as many problems as 
they have solved.
This report considers how cash might 
be enhanced through different man-
agement actions. It does so by examin-
ing two specific issues:

• Alternative Approaches for 
Increasing Cash—A review of 
the strengths and weaknesses 
of the two major cash-increasing 
strategies.

• Cash and Profitability—An 
analysis of the financial impact of 
different approaches for increas-
ing cash. 

Alternative Approaches for 
Increasing Cash
Fundamentally, there are two very 
different approaches to increasing 
cash for distributors. The first is to 

systematically increase profit and 
reinvest the after-tax profit back into 
the business. The second is to reduce 
what are commonly called cash traps, 
with the most conspicuous cash 
traps in distribution being inventory 
and accounts receivable. These two 
approaches—profit and cash traps—
have mirror-image strengths and 
weaknesses. 
Increasing profitability requires focus-
ing on a number of profit drivers in 
the firm. This route has a slow payoff. 
The strong advantage is that the profit 
improvements tend to become perma-
nent events. The improved profit helps 
increase cash balances every year as 
long as the results are maintained.
In contrast, reducing inventory and/or 
accounts receivable causes cash to in-
crease sharply and quickly. The down 
side is that such reductions might lead 
to a decline in sales if the changes are 
not made precisely. 
Too often the asset reductions are 
ham handed. The firm may cut back 
on the line of credit provided, even 
to good customers. Further it may 
lower the inventory investment in key 
items, leading to severe out-of-stock 
situations.
The reality is that a lot of firms see 
only the upside—the quick-hit increase 
in cash from reducing inventory and 
accounts receivable. Any subsequent 
decline in sales often leads to a sad sur-
prise regarding profitability that can be 
agonizingly difficult to overcome.

Cash May be King, 
but The Coronation 
Could Get Ugly By Dr. Albert D. Bates

Cash and Profitability
Exhibit 1 provides an analysis of the 
alternative approaches to increasing 
cash. Given the complexity of some of 
the possible actions, the exhibit is a lit-
tle detailed. However, it provides some 
critical insights if reviewed carefully.
The first column of numbers (Current 
Results) presents information for the 
typical DHI member based upon the 
latest PROFIT Report. Typical simply 
means that half of the firms do better 
than the results shown and half do 
worse.
As can be seen, the typical firm gen-
erates $15,000,000 in sales, resulting 
in a pre-tax profit of $525,000. It pays 
a 30 percent tax rate, so it produces 
$367,500 in after-tax profit to reinvest 
in the business. The firm’s indus-
try-average gross margin is 30 per-
cent. Its expenses are dominated by 
fully-loaded payroll costs.
On the investment side, total assets 
are $6 million. These are heavily 
weighted towards accounts receivable 
and inventory. Cash is $500,000, which 
represents 8.3 percent of total assets. 
This is very strong, but more is always 
wanted. On the last line, Return on 
Assets (pre-tax profit divided by total 
assets) is 8.8 percent.
The next three columns present some 
options for improving the firm’s cash 
position. The first of the three scenarios 
is to systematically improve its profit 
position. In this profit scenario, four 
very realistic (but arbitrary) actions 
have been taken. Sales have increased 
by 5 percent; gross margin dollars have 
increased by 6 percent, reflecting a 
modest margin improvement; payroll 
has been controlled and increases by 3 
percent; and all other expenses are lev-
eraged so that they only increase by 2 
percent. The result is an after-tax profit 
of $479,850, which is reinvested in the 
firm to enhance the cash position.
With this approach both inventory 
and accounts receivable increase by 
the same 5 percent as sales. The result 
is that not all of the increased profit 
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ends up in cash. A proportion is in-
vested in more inventory and accounts 
receivable. The most significant impact 
is that ROA rises to 10.6 percent. The 
firm has a new profit base.
In the Cash-Increasing Scenario 
labeled Asset Transfer One, the firm 
merely duplicates the profit results 
from the base year as all of the em-
phasis is on asset redeployment. As a 
result of this emphasis, both accounts 
receivable and inventory are reduced 
by 10 percent. 

With this scenario both the reductions 
in inventory and accounts receivable 
are transferred to cash along with the 
after-tax profit. The result is that the 
firm’s cash position literally explodes. 
Cash increases by 248.2 percent to 
$1,241,100. It is a wonderful scenario, 
but typically proves unrealistic. 
The final scenario presented, Asset 
Transfer Two reflects the result if the 
reduction in inventory and accounts 
receivable also produces a sales de-
cline. Research by the author suggests 

that a sharp 10 percent decrease in 
inventory and accounts receivable 
will typically lower sales by around 
7.5 percent. There is wide variation in 
this result, of course, but that figure is 
fairly typical.
Gross margin dollars fall by the same 
7.5 percent which creates a serious 
profit challenge. This is exacerbated by 
the fact that expenses tend to stay the 
same. The net result is that after-tax 
profit falls to $131,250.
Although the firm’s cash position is 
enhanced, with the reduction in inven-
tory and accounts receivable, ROA 
plummets to 3.1 percent at the same 
time. The firm has also set a lower 
profit base that will continue to be a 
problem in the long term.
All of this simply means that extreme 
care must be exercised in any asset-re-
deployment strategy. The siren song of 
more cash may prove to create unan-
ticipated consequences that erode the 
benefits.

Moving Forward
Investment reduction strategies are 
extremely popular in distribution 
today. If implemented properly, they 
can help the firm improve its cash 
position. However, in far too may in-
stances the investment reduction leads 
to serious sales volume problems. In 
the preponderance of cases the firm 
would be better served to focus on 
the slow-but-steady approach of profit 
improvement to eventually produce 
more cash. 

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

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

EXHIBIT 1: THREE ALTERNATIVE SCENARIOS FOR GENERATING CASH 
FOR A TYPICAL MEMBER

    Cash-Increasing Scenario

Income Statement Current 
Results

Profit 
Enhancement

Asset 
Transfer One

Asset 
Transfer Two

Net Sales $15,000,000 $15,750,000 $15,000,000 $13,875,000

Cost of Goods Sold 10,500,000 10,980,000 10,500,000 9,712,500

Gross Margin 4,500,000 4,770,000 4,500,000 4,162,500

Expenses 

  Payroll and Fringe Benefits 3,000,000 3,090,000 3,000,000 3,000,000

  All Other Expenses 975,000 994,500 975,000 975,000

Total Expenses 3,975,000 4,084,500 3,975,000 3,975,000

Profit Before Taxes 525,000 685,500 525,000 187,500

Income Taxes (30%) 157,500 205,650 157,500 56,250

Profit After Taxes $367,500 $479,850 $367,500 $131,250

Balance Sheet

Cash $500,000 $742,350 $1,241,100 $892,500

Accounts Receivable 3,000,000 3,150,000 2,835,000 2,835,000

Inventory 1,750,000 1,837,500 1,653,750 1,653,750

All Other Assets 750,000 750,000 750,000 750,000

Total Assets $6,000,000 $6,479,850 $6,479,850 $6,131,250

Return on Assets 8.8% 10.6% 8.1% 3.1%

Asset Transfer TwoAsset Transfer OneProfit Enhancement
1 2 3
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FIRE DOOR 
ASSEMBLY 
CLASSIFICATIONS
By Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR
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NFPA 80 – Standard for Fire Doors and Other Opening 
Protectives, classifies openings protected by fire door 
assemblies in one of five categories. The rating may 
be expressed in hours or minutes, as an alphabetical 
designation, or a combination of the two. While using 
a letter designation is still fairly common, it’s best to 
include the hourly rating, particularly when specify-
ing or supplying a B-label door which may have either 
a 60-minute or 90-minute rating.
Information about NFPA 80’s classifications for fire 
door assemblies is found in Annex D of the standard. 
As with the other annexes, Annex D is included for 
informational purposes and is not part of the NFPA 
80 requirements, but it’s helpful to understand the 
purpose of each type of assembly when specifying 
and supplying fire door assemblies.
Here is a break-down of the locations where each class 
of opening protectives is found within a building:

Class A – Fire walls and walls that divide a 
building into individual fire areas
In fire walls between buildings or in walls which 
divide a building into different fire areas, opening 
protectives typically require a three-hour rating. 
Some codes may call for walls with a four-hour rating, 
although this is not very common in the U.S. On rare 
occasions, two fire door assemblies—each rated for 
three hours—may be required in fire walls that must 
provide four hours of fire resistance. This can prove 
to be a challenge when the egress and accessibility 
requirements are factored in.

Class B — Enclosures of shafts and stair- 
wells and 2-hour rated partitions that create  
horizontal fire separations
When a wall is required to have a two-hour rating—
typically in enclosures for shafts, interior exit stair-
ways, interior exit ramps, and exit passageways—the 
rating of the fire door assembly is usually required to 
be 90 minutes (AKA B label). Doors with a 60-minute 

rating are also classified as B-label doors, and are used 
in some interior exit stairway and ramp enclosures. 
For example, for most applications, the 2015 edition of 
the International Building Code (IBC) requires a two-
hour wall (and 90-minute fire doors) when the stair is 
connecting four stories or more, and a one-hour wall 
(and 60-minute fire doors) when the stair is con-
necting less than four stories. The number of stories 
includes basement levels but not mezzanines.

Class C — Walls or partitions between rooms 
and corridors having a fire resistance rating of 
one hour or less
In a one-hour wall surrounding a hazardous area, 
¾-hour fire door assemblies may be required. For 
example, the IBC requires some incidental use areas 
to be surrounded by walls with a fire-resistance rating 
of one hour, and many of those rooms would require 
45-minute doors. In the 2015 edition of the IBC, the 
requirements for incidental use areas are found in 
Section 509. In some cases, 45-minute fire door assem-
blies are also used in partitions that subdivide floors 
of a building.
In many corridor walls that require a one-hour 
fire-resistance rating, fire door assemblies rated for 
20 minutes (1/3 hour) may be used. Assemblies rated 
for 30 minutes (1/2 hour) are not common in the U.S. 
but are required by some codes used in other coun-
tries. Opening protectives with these ratings are used 
where smoke-control is the main concern, and the 
20-minute rating is typically required for the doors 
between a corridor with a 1-hour rating and dwelling 
units or sleeping units. They are sometimes used as 
cross-corridor doors where smoke partitions or smoke 
barriers are required. Although 20-minute doors are 
sometimes called “smoke doors,” they may or may 
not have to comply with the requirements of NFPA 
105 – Standard for Smoke Door Assemblies and Other 
Opening Protectives, depending on the building code 
requirements.

In fire walls between buildings or in walls which divide a 
building into different fire areas, opening protectives typically 
require a three-hour rating. Some codes may call for walls with 
a four-hour rating, although this is not very common in the U.S.
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Class D — Exterior walls subject to severe fire 
exposure from outside the building, and Class 
E — Exterior walls subject to moderate or 
light fire exposure from outside the building
In exterior walls that are subject to severe fire expo-
sure from the outside, 90-minute doors are typical. 
When the fire exposure from the outside the build-
ing is moderate or light, 45-minute doors may be 
used. Neither of these applications are very common, 
but they do arise on projects from time to time.
Although NFPA 80 classifies the various types of 
openings to be protected by fire door assemblies, 
the standard does not specify which doors within a 
building are required to be fire doors. To determine 
where fire doors are needed, you would refer to the 
building code that has been adopted in the project’s 
jurisdiction. For example, in the 2015 IBC, Table 716.5 
is called Opening Fire Protection Assemblies, Ratings 
and Markings. This table includes the required fire 
rating for opening protectives based on the type of 
wall assembly and the rating of the wall. In the 2015 
edition of NFPA 101 – The Life Safety Code, there is a 
similar table – Table 8.3.4.2 – Minimum Fire Ratings for 
Opening Protectives in Fire-Resistance–Rated Assemblies 
and Fire-Rated Glazing Markings.
In some locations, the rating of the fire door assembly 
is ¾ of the rating of the wall, but this is not always the 
case. For example, the IBC requires a three-hour fire 
wall to have a three-hour door, and allows a one-hour 
corridor wall to have a 20-minute door. When the re-
quired rating of the fire door assembly is less than the 
rating of the wall, it is because the fuel load adjacent 
to a swinging fire door is likely to be lower than the 
fuel load near a wall. For this reason, when a fire door 
assembly is no longer in use, NFPA 80 requires the 
opening to be filled in order to maintain the required 
rating of the wall assembly.

A few things to note:
• There are exceptions to the requirements, partic-

ularly in health care facilities where fire door as-
semblies may not be required in some locations 
even if the wall has a fire-resistance-rating.

• The information about the rating of the fire door 
and frame is stated on the labels, which must 
be legible throughout the life of the fire door 
assembly.

• In some locations (typically stair doors in build-
ings without a sprinkler system), fire doors may 
require a temperature-rise rating. Refer to the 
July 2017 Decoded article on temperature-rise 
doors for more information.

The doors referenced in this article are fire-protec-
tion-rated, tested to UL 10C or NFPA 252. If an assem-
bly requires a fire-resistance-rating, the assembly must 
be tested to UL 263 or ASTM E119, and the rating of 
the assembly is usually required to be the same as the 
rating of the wall. 
The most common applications for fire-resistance-rated 
assemblies are a) transom and sidelight frames that are 
listed for more than ¾-hour, and b) fire barriers where 
the openings exceed the 25 percent limit established 
by the IBC. A previous Decoded (March 2016) article 
on fire-protection-ratings vs. fire-resistance-ratings in-
cludes more in-depth information on these assemblies.
For specific requirements about fire door assemblies, 
refer to the codes that have been adopted in a project’s 
jurisdiction. The code official should be consulted when 
additional information is needed. 

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.

Although NFPA 80 classifies the various types of openings to be 
protected by fire door assemblies, the standard does not specify 
which doors within a building are required to be fire doors.
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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. 

Twitter: @DSSFoundation • Facebook: Door Security & Safety Foundation • YouTube: Door Security & Safety Foundation

Door Security + Safety Professionals Know  �is All Too Well!

OPENING THE DOOR
TO SCHOOL SAFETY
OPENING THE DOOR
TO SCHOOL SAFETY

SECURE YOUR CLASSROOMS WITHOUT COMPROMISING LIFE SAFETY

Visit our NEW website for details: 
www.lockdontblock.org

WATCH our video • SHARE the video • GIVE to the Foundation
HELP US TELL SCHOOLS & PARENTS!
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varying levels of knowledge and skills on all door, frame, hardware, and electronic access control products, at varying stages of one’s 
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throughout the door and hardware industry and within the 
architectural design community as hallmarks of technical 
expertise in all aspects of life safety and security involving 
doors and hardware, developed over the 75 years of its legacy.

These marks of excellence attest to the high principles of the 

provide sound technical advice and counsel to architects, contractors,  

They have demonstrated their incomparable understanding of 
door, frame, hardware, and electronic access control products 
and their applications, as well as myriad applicable building 
codes and product standards, by successfully completing 

They have prepared for the exams with countless hours of both 
formal study and real life experiences gained over years of 
honing their knowledge and skills to ensure the security and 
safety of countless buildings and their occupants.

DHT  Door + Hardware Technician
This credential is earned by demonstrating the competence to provide product and code application, 
detailing, estimating, and project management skills on projects with an intermediate level of  

competence to assist contractors and building owners with basic construction project issues.

DHC  Door + Hardware Consultant

DHSC 

construction projects and existing facility renovations.

ACSC  Access Control System Consultant

systems, as well as supply doors and hardware, and provide trade coordination of EAC systems on  
larger projects. 

FDAI  Fire Door Assembly Inspector
Fire Door Assembly Inspectors are credentialed individuals who have been trained to visually inspect  

Standard for Fire Doors and Other Opening Protectives, and NFPA 101, Life Safety Code®. They possess 
an intermediate level of understanding of door, frame, and hardware products and applications and 
applicable code familiarity to conduct inspections. In addition to performing inspections, they create 
authorized inspection reports for building owners and can recommend corrective actions necessary  
for compliance with NFPA 80 and NFPA 101 inspection requirements.
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with an intermediate level of knowledge of doors and frames, along 

and complex projects and existing facility renovations. They are 

hardware requirements for door openings in all types of public, 
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thousands of hardware products and options to ensure door openings 

requirements and that they function properly throughout the  
life of the building.
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mastered all facets of the commercial door and 
hardware industry and exemplify the highest standards of expertise 
and professionalism.
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product and code application knowledge 

and estimate doors and frames for large and complex projects and 
existing facility renovations. They are trained in the construction 
and application of standard and custom steel doors and frames, 
architectural wood doors and aluminum doors and frames. They are  

code requirements for all types of buildings.

EHC 

 
hardware product and code application knowledge 
and expertise, with an understanding of electronic 

access control systems. They specialize in the coordination of 
architectural door openings with the increased security needs of 
public buildings in today’s society. EHCs are experts at interfacing 
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DHI at 703.222.2010 or go to www.dhi.org.
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Obstacle
By Mark J. Berger

Real Openings

The Cambridge Dictionary has the most succinct definition of ‘obstacle’ that I have found.

They say the noun ‘obstacle’ means “something that blocks your way so that movement or progress is prevented or made more difficult.”

That about sums up what this month’s pictures all display: obstacles. However, when considering the means of egress, obstacles cannot 
only prevent progress; they can promote harm or death.

 DOUBLE CYLINDER 
JIMMYPROOF LOCK

Museum gift shops don’t 
usually attract the grab and 
run crowd, yet this museum 
felt it important to have a 
double cylinder rim lock on 

their exit door.

LITERATURE 
DISPLAY  

I walked past this one 
and thought, “What 

a high exit sign.” I 
then looked down 

and found something 
more troubling—a 

literature display used 
to block the doorway, 
and the absence of an 

exit device. 

EXIT  
LIGHT 

We all know the 
importance of a 
well-lit exit. This 

isn’t the way to 
achieve it. Fire 

safety is important 
here, as they have 

a fire pull station 
near the door.
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 KEYED KNOB
Keyed knob locks 
make terrible exit 
locks. Another fire 
pull station, but 
how would you get 
out?

 SHADED
Sunlight can be 
troubling in a 
museum. It can 
wash out artwork 
and make exhibits 
difficult to view. 
It is not unusual 
to see shades 
affixed to glass 
doors to remedy 
this situation, but 
a ceiling to floor 
shaded is a big 
no-no. And here’s 
fire pull station 
#3 in this month’s 
series of pictures.

SIGN STAND
This is progress, as this door has been featured in this 
column before. Previously the obstacle was a bench in 
front of the exit doors. We’ve progressed to confusing 
signage and a sign stand as an obstacle

 SHADED 
AGAIN
Same museum, 
different room, 
same issue. With 
fire pull station #4.

 SLEEPING  
BABY #1
I’m accustomed to 
seeing the baby 
seat by the exit 
door. I’ve seen many 
baby strollers, too. 
Here’s the first one 
I’ve seen with a 
sleeping baby in it.

DOORS + HARDWARE      OCTOBER 2017    69



A searchable database for job seekers and employers. 
DHI members receive exclusive and significant discounts,  

as well as complimentary resume postings. 

UPLOAD YOUR CAREER

careers.dhi.org

Career Center
Start Your
Career Today!

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 DHI 
President-Elect and 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.

 TABLE AND CHAIRS
Space is always a 
premium, but so is 
life. Let’s try to keep 
the tables away from 
the doors. Note the 
presence of an exit sign 
and the absence of an 
exit device.

TABLE AND… 
Here’s another poorly 

placed table and 
another door with a 

deadbolt in place of an 
exit device.

 SLEEPING BABY #2
While the box of boxes caught my eye, 
the baby in the portable crib is right 
in the path of egress. (Note: the baby 
slept the whole time we were in the 
restaurant.)

SLIDE BOLTS APLENTY 
I took a quick shot of this exit door 

with multiple slide bolts on it. While 
I’m glad the slide bolts were retracted, 

they should never be on the door, 
as you have no certainty they will be 

retracted whenever the establishment 
is open. And as this is a restaurant, a 
firefighter could be placed in harm’s 

way fighting a fire and trying to 
escape. And here’s pull station #5  

this month.
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Are Internal Communications  
Your Missing Link to

By Alex Goldfayn

A lot of my work with clients revolves around communicating 
with customers and prospects. I teach salespeople how to 
communicate to existing customers about all of the things 
they can buy, because current customers are only con-
sciously aware of about 20 percent of what they can buy. 
These lessons include how to communicate with prospects, 
not just customers. Too often our days consist of answer-
ing calls from current customers who need something, or 
have a problem. These calls come one after another, and 
when they do, we don’t get a chance to call on prospects. 
I also implement systems of marketing communications: 
building your list, sending a good newsletter every two 
weeks, and a “Did you know” type of email in between 
weeks. 
Recently, however, I’ve also found myself working another 
kind of communication, and found it to be equally im-
portant: internal communications. It turns out, some of my 
clients have entire departments that don’t interact with 
each other on important issues like what products their 
customers might need. 
For example, at many companies, the internal customer 
service people don’t talk with the external salespeople very 
much. They might discuss urgent, pressing things like an 
angry customer, but they rarely have the time (or, frankly, 

the interest) to alert their sales counterpart about a product 
they just uncovered a customer is buying. You know, we sell 
that here, and everybody knows one P.O. is better than two!
Let’s say customer service is talking with a customer who 
mentions their frustration with another supplier. This 
should immediately be communicated to this customer’s 
salesperson so he or she can call this customer on the 
phone. Why don’t you let me help you with that? 
Many companies have orders or quotes that occur on 
their website, but often the salespeople are not copied 
on these electronic communications. Why not? This is a 
glorious lead generation resource. Imagine if salespeople 
were asked to call—again, on the phone —customers who 
request a quote or enter an order online? I saw your order 
come through, and I wanted to learn a little bit more about what 
you’re sourcing and how we might be able to help. We handle 
many products that complement the one you ordered. 
Also, here’s a fascinating one. I teach nearly every client to 
offer additional products and services to your customers, 
as discussed above. Many times this staff doesn’t know what 
they can offer! The customer doesn’t know what else they 
can buy from you, but neither does the staff! If the cus-
tomer-facing people don’t know what they can sell, how 
can customers buy it?!

REVENUE  
GROWTH? 
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Finally, while I speak to my clients' customers on nearly 
every project to collect testimonials and present them 
to the customer-facing staff in the workshops I conduct, 
these testimonials are frequently not seen again. If you 
have good testimonials from customers, you should place 
them in front of your team. Put them on the walls! Send them 
emails! Let people see how good they are. Remind people 
what they do. They are not selling products and services; 
they are improving lives and companies. 
Some key internal communications, systematized, can 
significantly improve revenue at most companies. These 
communications lag because people are busy! They get to 
work, the phone starts to ring, and keeps ringing, until it’s 
4:30 p.m. and time to go home. 
What should you do? Implement fast, simple internal com-
munications practices: 
Conduct customer huddles. Once a week, for 30 minutes at 
most, with all customer-facing staff. If they’re remote, they 
can join via web meeting. Every person brings a customer 
(in theory) to the table who can buy more, or is buying from 
another supplier products or services that you can help 
them with. Schedule these meetings weekly and think of 
them as focused conversations for internal referrals. 

Create a categorized list of “Did you know” questions. If a 
customer buys this from us, here are four or five additional 
products or services you can and should offer them. Tape 
these lists to the bottom of monitors for visibility. Ask peo-
ple to communicate one such product or service on every 
phone call. 
Email your customer-facing staff one or two products or 
services weekly. That’s right; just remind them about what 
else they can offer. Here’s the key: your staff does not need 
to be experts in the additional products or services they 
offer to customers. They simply need to offer the products 
or services and if there’s interest, they can connect them to 
the appropriate experts. 
Remind your people how good they are. Systematically 
communicate what else they can offer your customers. 
Help them sell more by communicating with them more. 

ALEX GOLDFAYN is CEO of the Revenue 
Growth Consultancy. To implement this 
kind of systematic revenue growth 
communications, call him at 847.459.6322 
or email alex@evangelistmktg.com.

© iStock | stellalevi    

I saw your 
order come 

through, and  
I wanted to... 

learn a little 
bit more about 

what you’re 
sourcing...

 and how we 
might be able 

to help...

We handle 
many 

products that 
complement 
the one you 

ordered.
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I have been seeing a disturbing trend emerging with both 
my current and former distribution clients. It seems that 
these years of prosperity have almost entirely erased the 
memory of the 2009 recession. Does anyone remember 
the pain and suffering we experienced during this time?  
Many businesses saw a 30-40 percent drop in revenue 
overnight. Even those of us in the advisory business took 
a beating. I saw my revenue cut in half that year. At the 
rate we are going, are we headed for another mighty fall? 
Those companies that made it through the recession came 
out leaner, more focused and operationally stronger than 
ever before. Percentage mattered. The bottom line was not 
an afterthought. We played our cards strategically and 
carefully. Creativity and hunger returned to once bloated 
entities. Business leaders became street fighters, and their 
employees rallied around them. 

G
By Jason Bader

DON’T TAKE  
YOUR FOOT 
OFF THE  

   GAS
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Not quite a decade away and I am 
starting to see lazy 2008 behaviors 
creeping back into daily operations. 
After reviewing sales and operational 
metrics of friends and clients in the 
industry, I am seeing a couple of 
measurements that show companies 
coasting on the winds of prosperity. 
Sales revenue masks many of these 
declines. If you simply focus on top 
line revenue, which many of my 
industry friends seem to cling on to, 
companies are seeing record quarters 
and years. 
At a recent dinner,  a friend shared 
that the second quarter was the 
biggest quarter in company history. I 
didn’t have the heart to ask him how 
his margins were fairing. Leave it 
to some consultant to ruin the fun. 
I suspect the margin dollars were 
large as well, but his percentages 
were off. Big tickets with big numbers 
make companies think they are 
doing a fantastic job running these 
companies. Instead of patting 
ourselves on the back, it’s time to 
double down on the fundamentals 
that got us out of the mud last time. 

Gross Margin Percentage
This is one of the first indicators that 
sales people have dropped down to 
a cruising gear. Many of my clients 
are showing a 1 percent drop in their 
margin percentage. Folks, this is a bad 
sign. This tells me that sales people 
are more interested in making deals 
than selling solutions. The term “order 
taker” is coming to mind. 
In many of these companies, we have 
busted our backsides for the past 
three years to drive percentages up 
to respectable levels. Gross margin 
enhancement has been the hottest 
topic in the advisory world for 
several years now. We simply can’t 
afford to go backwards. At the risk of 
sounding redundant, the impact of a 
1 percent reduction to margin can be 
devastating to the bottom line. 

Lines per Order
When we see a reduction in this 
metric, I know the sales people are 
shifting to "order taker" mode. This is 
especially true for inside and counter 
professionals. Adding complimentary 
items to an order is not only 
beneficial for the company; it is also 
a tremendous labor-saving benefit 
to the customer. When sales people 
let the customer walk out with only 
what they requested, they have failed 
to provide superior service. 

New Credit Applications
How many new customers did you 
put on the books last month?  A 
former client likes to track both the 
number of new applications and the 
number of companies doing over 
$500 per month in gross margin. He 
got burned pretty good in 2009 and 
he doesn’t want to see all his eggs in 
one basket. 
As the revenue increases and 
commission checks get larger, 
companies will see fewer new 
customer applications. Reliance on 
large customers, that may be highly 
leveraged, is a recipe for disaster. 
When was the last time you checked 
the credit worthiness of your “key 
customers”?

Accounts Receivable 
Are you starting to see customers’ 
payments slowing down? Perhaps it’s 
only a week, but that just puts more 
strain on your cash flow. I understand 
that interest rates are low and tapping 
the line is less painful, but it is not 
something we want to rely on. This 
trend of slow payments is not because 
customers have less money. Many 
of them are seeing record growth 
as well. It is simply because their 
practices have been relaxing as well. 
We need to remind them superior 
service requires prompt payment. 

Inventory Turns 
This metric is near and dear to my 
heart. When was the last time you 
evaluated the inventory levels at 
all your locations? Are you turning 
product at an appropriate pace? Don’t 
allow inventories, especially in the 
branch locations, to get bloated and 
stale. In times of prosperity, we see 
inventories grow disproportionately.
As sales shift to an order taking 
mentality, they want to be all things 
to all people. As you know, this is 
expensive. Don’t let the exuberance of 
sales people drive you to mismanage 
your cash. Watch the dead and slow 
inventory. Just because you can afford 
it doesn’t mean you should have it. 
Invest heavily in the products your 
customers want on the shelves and 
minimize the “just in case” inventory. 
Get back to basics, folks. The practices 
that pulled you out of the recession 
will be the same strategies that will 
bolster you for the next downturn. 
Don’t let this wave of prosperity 
turn your sales teams into a bunch 
of lazy, order taking, cherry picking, 
big ticket hunters. Help them refocus 
on selling value, not truckloads of 
product. 
We all know that this boom can’t last 
forever. I urge you to take a long-term 
approach toward the health of your 
organization. Don’t take your foot 
off the gas, and remember—you only 
coast one way.  

JASON BADER is the managing partner of 
The Distribution Team, a firm that specializes in 
helping distributors become more profitable 
through strategic planning and operating 
efficiencies. 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. Contact him 
at Jason@Distributionteam.com. 
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Impact

The Door Security & Safety Foundation’s new website, www.lockdontblock.org, explains the 
dangers of classroom door barricade devices and the unintended consequences they present.

1.37 million
nonfatal victimizations 

of students ages 12-18 in 2012, including:

29% 
of bullying 
 occurs in the  
classroom

41% 
of school  
staff
say they witness  
bullying once a  
week or more

749,200  
violent victimizations

28%  
of U.S. students
in grades 6-12  
experience bullying

Watch our YouTube video
on the dangers of classroom  
door barricade devices

Use #LockDontBlock 
to promote our 
message

Twitter  
@DSSFoundation

Facebook 
@DSSFO

Help us keep  
the door open  
to school safety!

Have You Checked Out .org Yet?

615,600  
thefts

Think classroom door 
barricade devices keep 
schools safe?  
Blocking doors from 
the inside gives bullies 
a place to “play.”
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DHPace.com                   Follow us on LinkedIn

Building relationships,
careers and business!

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

SEND RESUME TO: CorpRecruiter@DHPace.com

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

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

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

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

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

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities

Classifieds

Independent Hardware  
Sales Reps  

for Eastern U.S.
Apply at info@paramounthardware.com

DOORS + HARDWARE      OCTOBER 2017    79



Social Enter/Action
Share Your Expertise 
with YouTube
The results of the 2017 Doors + Hardware 
Reader Survey last month had 57 percent of 
respondents requesting more information 
on installation and troubleshooting. That 
percent would probably be higher if we 
included general contractors and other 
trades who interact with doors, frames and 
hardware at a jobsite or facility. 

An easy way to become an expert in the 
building industry is to use YouTube to 
post troubleshooting videos. YouTube 
announced this year that there are now 1.5 
billon logged-in users visiting the site every 
month. That’s a lot of audience opportunity 
for your brand. 

Hubspot, a leading inbound marketing 
and sales software company, shared these 
statistics last month:

64%
 
of customers are more likely to buy a 

product online after watching a video about it. 

59% of company decision makers would rather 
watch a video than read an article or blog post. 

Richard Howard with AB Supply has been 
using YouTube for six years. He reviews 
manufacturers’ products and shares 
information on how the product is used. 
His video on the Ultra Hardware 44253 
posted four years ago has received 50,000 
views. His most recent video is an animated 
introduction to The Architectural Builders 
Supply Story.

Creating videos isn’t difficult with the latest 
smart phone capabilities. Both Facebook 
and YouTube have direct record video 
options. Keeping videos short, succinct 
and steady will help retain your audience. 

Adding a product video to your website’s 
landing page can increase conversion rates 
by up to 80 percent.  

Don’t forget to complete the metadata 
fields if the video is uploaded to YouTube. 
This data tells search engines like Google 
and Bing how to index the content to make 
sure it reaches the right audience for you. 

Are you ready? Set! ACTION! 

www.xtremedoor.com  |  844-365-9462

Looking for a beautiful, modern, high security 
door? Our new line of high-security armored doors 
was developed for safer environments and protection 
against any attempt of tampering or forced entry. 
The strength and durability is the result of great 
technology and exclusive security system. Whether 
it's for the fit's for the front door, a safe room, bedroom, or even 
a place of business, we want to provide the best 
solution for your design or upcoming new venture. 
We truly believe our steel structured doors have taken 
security to the next level.

YOUR FIRST STEP
T O  A  S E C U R E D  L I V I N G

Designed with 
multi-point deadbolts

Built in Door Guard

Wide View Peep Hole,
Available upon request

™

AMANDA WILSON is 
Manufacturer Representative, 
Southeast Architectural Solutions.
She can be reached at amanda@
southeastarchitecturalsolutions.com 
or @AGWilsonBS on Twitter. 

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

Welcome to SOCIAL ENTERACTION, 
a column on how you can grow 
your business and your professional 
relationships by leveraging the power 
of social media. We would love to 
hear from readers about your social 
media experiences, successes and 
tips. Email Managing Editor Denise 
Gable at dgable@dhi.org.
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YouTube can help increase your brand’s 
awareness, products and services, and 
bring a personal touch to your company. 
LockNet’s Whitney Danhauer provides a 
great example of that with LockNet’s video 
e-newsletter.

Tailored to reach facility owners, maintenance 
teams and end users, LockNet provides helpful 
information in an easy to see and hear format 
while also injecting personality into its videos, 
along with some fun. 

LockNet’s most viewed video is 
troubleshooting a Dorma Surface Vertical 
Rod Exit Device. They also have a Halloween 
edition video titled “Your House Isn’t 
Haunted, You Need Door Maintenance.” It’s 
a fun video newsletter that imparts helpful 
information. 

Bring a Personal Touch 
with Your Videos
By Amanda Wilson

By Ginny Powell
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C O N F I D E N C E

YOU’RE NOT ALONE

BEST-IN-CLASS 
TECHNICAL 
SUPPORT

ON-TIME 
DELIVERY

UNMATCHED 
INVENTORY

STATE-OF-THE-ART 
WEBSITE

SECLOCK 
ON-SITE®

EXPAND YOUR 
BRAND WITH 
OUR DROP SHIP 
PROGRAM

When faced with the most challenging situations, you’ve got 
a net. In today’s fast-paced environment, you can depend on 
our team to get you what you need.

Master Distributor of ASSA ABLOY Commercial Door Hardware Brands.

WWW.SECLOCK.COM
800-847-5625


