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Every organization must constantly evolve if it is 
going to remain relevant, and DHI is no exception. In fact, since 
our value proposition is predicated upon tangible products 
such as education and certifications, it is critical that we stay 
relevant with forward looking strategic decisions. 

That is what led the leadership of DHI to make a strategic 
decision to enter into a partnership with AC Business Media 
(ACBM) to evolve and grow DHI conNextions. 

ACBM has purchased the show from DHI and will 
now manage DHI conNextions directly, with program 
development and management assistance from our staff as 
part of our close partnership.  

Why would we choose this strategy? The decision centered 
on DHI’s core mission; but first, let me provide some 
background.

Last summer we were approached by a firm to buy the 
show—an option we had never considered as we worked 
to grow the event ourselves. Soon we realized that many 
associations had implemented this strategy. The American 
Institute of Architects and the Construction Specification 
Institute annual tradeshows are both owned by Hanley 
Wood. The popular ISC West show was sold by Security 
Industry Association to Reed Exposition years ago. The 
selling of trade shows to professional media companies is a 
fast growing area of mergers and acquisitions. As such, we 
decided this option was worth considering.

Accordingly, we hired a noted tradeshow industry consultant 
to help us analyze this option. The first move we made was 
to look at it, not from primarily a financial decision, but from 
a truly strategic perspective. We concluded:

• DHI’s core focus needs to continue to be on the 
development of education, credentials, industry best 
practice training, a new relevant membership structure, 
and expansion of the magazine—all plans we have 
been dedicated to since 2015 and our highest priorities.

• The industry and exhibitors deserve a successful annual 
trade show and conference as a way to strengthen the 
channel for the future. We were not delivering one 
because of our limited resources—both people and 
funding—as a not-for-profit organization.

• The show has the potential to grow the attendance 
from our distribution channel as well as other 
converging channels such as security, but would 
require DHI to make a major investment of staffing and 
funds, which could significantly stymie our other more 
important programs.

Strategically it made sense, so we put the show for sale on 
the market. ACBM showed early interest, and as a leading 
business-to-business media and business intelligence 
company, we believe they were the right company to evolve 
this event. With a portfolio of renowned brands in heavy 
construction, asphalt, concrete, paving, rental, sustainability, 
landscape, manufacturing, logistics and supply chain 
markets, we believed they could change the direction of 
the show. They have the necessary staffing in place and the 
essential funding to expand this event, which our industry 
deserves.

DHI will still be closely aligned, and going forward, the 
show will be known as DHI conNextions – Door Security + 
Safety Conference and Exposition. We will be strong partners 
together in this effort to rebuild the show.

What is our vision for the future? We continue to focus 
on our core programs and deliver on our commitment to 
evolve our credentials and education, touching more of 
our industry than ever before, while creating a demand in 
the marketplace for these marks of recognition. Our new 
affordable membership structure is adopted, enabling more 
of our industry to take advantage of DHI’s programs. We also 
plan to expand the magazine further into the door security 
and safety channel as it evolves. And finally, our vision is for 
the industry to have a successful trade show that meets its 
needs now and in the future—all to advance our channel! 

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 September 
issue, email dgable@dhi.org.

A Strategic Decision
By Jerry Heppes Sr., CAE
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of Silence

To be successful, today’s hotels must  
accommodate a wide variety of customer 
needs. Having clean and comfortable guest 
rooms is only the beginning. Hotel guests 
require a lengthy list of amenities, a reasonable 
level of security and, above all, silence. 
For years, hotel guests have been subjected to 
being awakened at all hours by conversations, 
laughter and the slamming of other guest doors 
in hallways. In cities like Miami and Las Vegas, 
where occupants are coming and going at all 
hours and in varying states of sobriety, the con-
stant noise can result in very unhappy guests 
whose dissatisfaction will be quickly broadcast 
to the world via social media. 

At hotels with conference rooms, noise leakage 
can be a much more serious problem. If the room 
has not been properly sound proofed, any noise 
from the adjacent areas can interrupt business 
meetings or presentations. Whether it’s the 
clattering of dishes by caterers or the cacophony 
of sounds from a casino, it will be an unwelcome 
distraction that won’t be forgotten by the much 
sought-after business clientele. 
But not only is there the issue of outside noise 
coming into a guest or conference room, there is 
also the very real risk that any sensitive infor-
mation shared inside the room could be over-
heard by passersby. In extreme cases, this could 
even result in lawsuits being filed over breach of 
privacy. 
The problem of noise is an obvious one, but 
solving it with effective sound control remains 
one of the most demanding of all challenges 
for door openings in hotels, office buildings, 
schools, hospitals and any other setting where 
privacy is a concern. As requirements grow, 
failure to meet expectations is certain to cost 
someone some money. Specifiers may be at 
risk for failing to specify the right assembly to 
prevent noise problems. When installed and 
assemblies fail to deliver the specified level of 

By Jacob Wexler, FDAI

EFFECTIVE SOUND CONTROL  
IN HOSPITALITY SETTINGS

THE SOUND

Not only is there the issue of outside 
noise coming into a guest or 
conference room, there is also the very 
real risk that any sensitive information 
shared inside the room could be 
overheard by passersby.

© iStock | dogayusufdokdok
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sound control, both the job and ex-
pense of making it work belong to both 
contractors and the distributors who 
advised them. 
Understanding acoustics and its appli-
cation to door openings is the neces-
sary first step to minimizing those 
risks and potential costs. For high-per-
formance sound control challenges, 
the next step would be to consult 
with an acoustical engineer to ensure 
proper results. This article is intended 
to help non-experts avoid the common 
pitfalls and specify the appropriate 
products to meet the diverse challeng-
es of noise in hospitality facilities. 

Gaps = Noise
Because the science of sound is vast, 
it cannot be distilled down to a few 
simple bullet points. However, there 
are some key points to understand, 
the most important being that gaps 
equal noise. The seemingly obligatory 
two-inch gap at the bottom of each 
hotel room door is what ensures that 
every sound from the hallway is heard 
clearly in the guest rooms. This is be-
cause sound waves travel through any 
opening with very little loss. 
While the amount of air flowing 
through a gap increases in proportion 
to the size of the gap, the size of the gap 
in a sound barrier does not matter. A tiny 
hole transmits almost as much sound 
as a much larger gap. (See Figure 1) 
Because of this phenomenon, any 
unsealed gaps and clearances in door 
assemblies effectively cancel out the 
noise reduction benefits of sound 
doors.
One of the most common reasons 
that acoustical doors fail to deliver 
sufficient noise control is poor quality 
or insufficient acoustical gasketing. 
Without acoustical gasketing, even 
openings with high-rated doors per-
form very poorly at blocking sound. 
For acoustical assemblies to be effec-
tive at blocking sound, the gasketing 
that seals the door around head, jamb 
and sill must remain complete, un-
interrupted and air-tight throughout 
the service life of the assembly. For 

uninterrupted contact, the gasketing 
must be installed all on the same side 
of the door and frame. 
Performance also depends on good 
surface contact between the gasket and 
door edge or frame, which can usually 
be achieved using compression seals. 
However, gaps caused by imperfect 
door alignment are a common problem 
in newly installed gasketing and can 
also surface later on as buildings shift 
and settle and doors cycle through 
changes in temperature and humidity. 
To ensure consistent performance over 
time, look for adjustable features in the 
design of acoustical gasketing. There 
are basic models that allow the use of 
a screwdriver to restore a sound-tight 
seal when clearances increase for any 
reason. 

Sound Thresholds
Thresholds are another area that 
can often pose difficulties for sound 
control, particularly when specifiers 
are unsure of the type of flooring 
being used in the opening. A poor 
selection can result in a significant 
amount of space between the bottom 
of the door and the finished floor, 
which can render acoustic doors 
ineffective. Concealed automatic door 

bottoms offer an elegant solution to 
the problem. 
While the configurations of this type 
of secure seal are endless, the auto-
matic door bottom can be activated in 
one of two ways. The first is the tradi-
tional opening and closing of the door. 
When a door is closed, the threshold 
will act as a latch, activating the door 
bottom and allowing the seal to drop 
down. When the door is open, the pin 
that hits against the stop will retract 
into the door bottom, and the seal will 
be concealed into the housing. 
The more innovative approach is to 
have an electronically retracting door 
bottom that can be activated with 
a switch. The switch can be either a 
keypad, a key switch, or a standard 
momentary switch with no credential 
requirements. This feature is extreme-
ly useful in settings where sound 
control is particularly important, such 
as guest or conference rooms.

The Devil’s in the Details
Even the best gaskets and highest 
quality acoustical assembly can be 
rendered ineffective by improper spec-
ification or installation. When specify-
ing gasketing for hospitality facilities, 
here are some key points to remember:

AIR FLOWAIR FLOW AIR FLOWAIR FLOW

SOUND WAVESSOUND WAVES

Figure 1: Sound Control

Photo and illustrations courtesy of Legacy Manufacturing LLC
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• In high-use facilities like hotels, 
door openings are often gate-
ways for the unwelcome spread 
of microbial contaminants. 
Antibacterial rubber gaskets are a 
practical solution for minimizing 
microbial exposures to help main-
tain a sanitary environment.

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

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

• Mounting brackets should always 
be used when there is surface 
mounted hardware that will inter-
fere with gasketing.

• Finger guards and finger protec-
tion hardware on both the hinge 
and lock side are imperative for 
the protection of children. In 
addition, the extra seal protecting 
the hinges can provide additional 
security by preventing tampering.

• Fire exit hardware or panic hard-
ware must be properly under-
sized to allow for the mounting 
bracket over the seal. This is typi-
cally an instruction to be given to 
the contractor or installer, as this 
type of hardware is generally field 
modifiable.

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

• To ensure guest security, it is 
imperative to avoid frames with-
out stops, also known as cased 

open frames. Due to the design 
of these frames, the gasketing 
can be easily removed with a 
screwdriver, leaving the door 
unsecured. In a situation where 
a cased open frame is already 
installed, the heavy-duty rated 
gasketing that acts as the stop 
should be mounted with security 
fasteners to inhibit tampering. 

• A magnetic lock should only be 
used with the proper mounting 
bracket recommended by the 
manufacturer to avoid interfer-
ence with the continuous seal. 

• The mounting of other hardware 
onto or overlapping gasketing 
must be looked at carefully to 
ensure the seal has not been com-
promised, particularly in highly 
secure openings. 

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

• The integrity of the seal is im-
mediately lost once the seal has 
been cut to allow for a strike or a 
surface mounted closer. For this 

reason, it is mandatory to use se-
curity brackets over any perime-
ter seal. Figure 2 shows the proper 
way to install a security bracket 
to allow for a surface mounted 
roller strike to be installed. The 
security bracket allows for a con-
tinuous seal around the opening, 
which is consistent with the test 
that was successfully performed 
on the opening prior to rating. 
In addition, the security bracket 
makes it difficult for the hard-
ware to be tampered with.

Conclusion
These are just a few of the many 
challenges that specifiers and install-
ers can face when dealing with the 
problem of noise in any hospitality 
facility. Specifiers can find additional 
details on gasketing and acoustical 
assembly issues in NFPA 105 (2016) – 
Standard for Smoke Door Assemblies and 
Other Opening Protectives, and NFPA 
101 (2015) – The Life Safety Code. 
To minimize costs and potential liabil-
ities, door and hardware professionals 
advising designers and owners should 
consult with acoustical engineers and 
insist on hiring expert installers. 

Although specifications are an important 
element, many of the errors involving 
gasketing are the result of improper 
installation.

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

Figure 2: Proper installation of security 
bracket
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Industrial Opulence at  

New SoHo Hotel

Hotel Hugo defines industrial chic. The upscale, 
contemporary hotel was the vision of designer 
and architect Marcello Pozzi and Nobutaka 
Ashihara, the project’s architect of record. 
Recently opened in SoHo, the design blends the 
neighborhood’s sophisticated atmosphere with 
the gritty underpinnings of New York City in 
a style Pozzi refers to as a game of contrast—a 
juxtaposition of finishes. 

There is a striking interplay between opposites 
throughout. Polished stainless steel, for example, 
complements rough concrete. This careful bal-
ance isn’t an accident. Pozzi relied on fine details 
like ASSA ABLOY’s Rockwood door pulls, to 
create Hotel Hugo’s distinct character.
"The aesthetic I wanted to achieve was that of a 
contemporary space, with a dichotomy between 

By Sandra Matheny

Photos courtesy of ASSA ABLOY
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traditional and contemporary ele-
ments," said Pozzi. "When you go to 
mid-town Manhattan, everything 
is tucked away and polished, but 
when you go to SoHo, everything is 
exposed. With that in mind, I had to 
expose the hardware and make sure it 
was something noticeable."

The Importance of Hardware
When it comes to tying together a 
space’s look and feel, Pozzi believes 
hardware does a lot of the heavy 
lifting. Since the door pull serves 
as each guest’s first touch point 
with the hotel, Pozzi wanted to 
infuse the experience of opening 
the front door for the first time with 
emotional resonance, so he insisted 
on something more dramatic and 
less predictable than the stainless 
steel typically used for commercial 
entrances.
"It was very important for me to have 
a handle that was like a signature 
piece. Not just as a visual element, 
but as a tactile element," said Pozzi. 
"Knowing for guests, the handle is the 

thing that they see and touch the most 
in everything—in every project."
Having used Rockwood products 
for prior projects, the manufacturer’s 
high-quality, hand-stitched leather 
offset pulls instantly came to mind 
when Pozzi was looking for hardware 
with enough style to also serve as a 

“It was very 
important for me 
to have a handle 
that was like a 
signature piece. 
Not just as a visual 
element, but as a 
tactile element.”
—Architect Marcello Pozzi
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critical design element. At the same 
time, it also emulates a warm welcome. 
Pozzi chose pulls with thick 1.5-inch, 
soft leather grips to elicit a stronger, 
conscious reaction from guests as they 
enter.

Inside Hotel Hugo
With monumental 12-foot wood doors, 
the six-foot pulls are a perfect fit. Since 
Pozzi insisted on design consistency 
beyond the front entrance, he used a 
variety of architectural door pulls in 
many other parts of the hotel includ-
ing entry, restaurant, and doors in 
public areas such as the meeting room 
and business center.
"There are a lot of options with these 
products. There's a range of finishes 
and materials, and custom-mount-
ing options available; almost every 
job is considered custom," said Lee 
Griswold, Industrial Design Manager, 
ASSA ABLOY. "Our hardware is the 
most intimate connection people have 
with a structure."
The hotel's restaurant, Café Hugo, offers 
more examples of Pozzi’s flair for mix-
ing elements and finishes, and the bar 
includes a polished concrete countertop, 
boldly accented with polished stainless 

steel hardware. Pozzi used two pull 
sizes for the doors in the restaurant, a 72-
inch pull for most doors and a 30-inch 
version for the private dining area in 
the back. The 72-inch pulls attach to the 
door at three points, which is unique 
in the industry. The product line offers 
an optional mid-post mount, adding 
support and visual detail for long 
door pulls. Pozzi also chose rounded 
end pulls, creating a more luxurious 
entrance to the restaurant and private 
dining area.
"I think the design Marcello has 
brought into Hotel Hugo is really 
unique because you feel almost im-
mediately like a New York City local," 
said Rachel Harrison, Co-founder, 
Lion & Lamb Communications, the 
hospitality lifestyle firm for Hotel 
Hugo. "He brings in the industrial 
touch that is so unique to Manhattan, 
and he also brings in the luxury ele-
ments that allow you to sit back, relax, 
and really enjoy your surroundings."
Beyond the custom-built 12-foot wood 
storefront doors there are secondary 
glass doors—yet another example of 
traditional juxtaposed with contempo-
rary—all tied together with the door 
pulls. Pozzi gave additional exposure 

to the hardware by using accent 
lights, making the hardware stand 
out against both the wood and glass 
doors.

A Critical Design Element
Although quite contemporary, there’s 
a retro feel in the hotel restrooms and 
suites, and the exposed hardware 
remains a constant detail. As most 
industrial places are characterized by 
hardware and steel, statement hard-
ware with character is central to the 
hotel’s overall design. 

SANDRA MATHENY 
is ASSA ABLOY’s 
Director of Decora-
tive Opening 
Solutions and as is 
responsible for the 
company’s decora-
tive door and hard-
ware business. Prior 

to joining ASSA ABLOY, she worked for sev-
eral architectural practices, most recently as 
Senior Vice President for Hoffmann 
Architects. She is an industry member of the 
International Interior Design Association and 
an industry affiliate the American Society of 
Interior Designers. She can be contacted at 
sandra.matheny@assaabloy.com.  
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The EAC Train Has
  Left the Station:  

By Dave Sylvester, PSP

Commentary

ARE YOU  
ON BOARD?
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I have written a few articles about 
Electronic Access Control (EAC) 
growth and the impact on the oppor-
tunity or the risk for the traditional 
door and hardware distributor. With 
this article, I want to share some new 
events. Electronic security products 
have become core to nearly every type 
of building. There will be very few 
solely “mechanical” security build-
ings built in the future, and often the 
number one expenditure for existing 
facilities is upgrading to electronic 
security systems. 
Several significant events have hap-
pened in the last 12 months that have 
undeniably changed the future of 
the physical security industry. Those 
events were:

• CSI MasterFormat 2016, which 
moved electronic locks from 
Division 8 to Division 28

• A major manufacturer's recent 
“pivot strategy” announcement 
restricting sales of networked 

locks to its contract hardware 
channel partners, and direct-
ing sales through a new set of 
channel partners, access control 
software OEMs

• Hybrid opening systems 
companies aggressively 
marketing Div. 8/28 capabilities

These definitive changes in our indus-
try will shape future opening systems 
providers’ (door and hardware distrib-
utors) business models as either hybrid 
solution providers, creative partnering 
models, or businesses relegated to 
unsophisticated projects. 

Locking/access control 
technology change has been a 
slow product evolution.
Electronic locking product technology 
has evolved over the past 10 years. No 
doubt new products will continue to 
be introduced, but the core technolo-
gy platforms—wireless, Power over 
Ethernet (PoE) and Internet of Things 

(IoT) networked systems—have shaped 
the product infrastructure for the fore-
seeable future. The benefits of applying 
the technologies are fundamentally 
sound: economic payback from the 
application of the networked products, 
the convenience that comes from a 
networked security platform and, no 
doubt, the continual need to increase 
security at all types of facilities.  

The changes in the industry over 
the next 10 years will be in the 
channel structure. 
The CSI specification change was 
a wakeup call for many in the DHI 
community. DHI’s Jerry Heppes wrote 
about the efforts to potentially reverse 
the changes or create a new version, 
and Laura Frye wrote a great analy-
sis about why locks, as well as other 
life safety products, need to remain 
in Division 8. The fact is, electronics, 
and especially networked security 
products, are never going back to 
Division 8 and distribution channel 

© iStock | nadla

Your new source for outstanding Automatic 
Door Bottoms, Sweeps, Thresholds, Saddles, 
PSA Gasketing and Flood Barriers.

Call for our catalog
718-292-5333

PRODUCT CATALOG #1    |   WWW.LEGACYLLC.COM

 “For every action, there is an  
equal and opposite reaction.”NEWTON’S THIRD LAW

S E A L I N G  S Y S T E M S  F O R  D O O R S

M A N U F A C T U R I N GAnd because we are new, we will work hard to give 
you the best quality and prices in the industry.

415 Concord Avenue  
Bronx, NY 10455-1004

LegacyLLC.com

contact@legacyllc.com

DOORS + HARDWARE      SEPTEMBER 2017    17



restructuring is underway.  
DHI is working with CSI through their 
formal process to reverse the changes 
in the 2016 MasterFormat edition, but 
realistically, the most likely outcome 
will be to include electronic and 
networked products in both Division 
8 and 28. If that happens, the clever 
openings providers will influence how 
the RFP is structured from the start of 
the project. 
Bill Trimble, AHC, was telling me that 
his company, Wm. S. Trimble, is evolv-
ing and adjusting, depending on the 
situation. In one case, Bill said their 
EAC competencies have allowed them 
to work with general contractors (GCs) 
as they build their RFPs and influence 
what products and services are pack-
aged together in the bid documents.
In other cases, they have effectively 
partnered with CBORD, an access 
control system software provider, 
for large networked installations. 
CBORD owns the relationship with 
the university but sells the wireless 
locks through Wm. S. Trimble, and in 
turn, Trimble installs the locks and 
coordinates the EAC products with 
the mechanical hardware.  

Allegion and ASSA ABLOY 
are controlling their routes to 
market.
The manufacturers have made a series 
of changes over the years to effectively 
get their technology to the market. 
Their motivation is twofold: first to 
the end user, when something goes 
wrong, the problem is simply, “the 
lock doesn’t work” and everyone in 
the supply chain gets pulled in.  
The second challenge is to keep the 
access control software Original 
Equipment Manufacturer (OEMs) 
interested. The OEMs’ investment 
to integrate with the various manu-
facturers’ locks is significant but not 
interesting if they do not profit from 
the work. Early steps from the OEM 
were simply to charge a large license 
fee for each device connected to their 
system, which often priced the system 
out of reach for the end user. The 

manufacturers’ pivot decision to sell 
the networked products via the OEMs 
is a sound business decision for them, 
but a game changer for the majority of 
their current distribution channel. 
One manufacturer introduced certi-
fied dealer programs several years ago 
and started the process of selling the 
networked locking products via access 
control OEMs with a more subtidal ap-
proach. Another manufacturer's recent 
announcement of their pivot strategy 
was a very clear line in the sand. And, 
like the Division 8 to 28 shift, is a clear 
vision of the future of the channel 
structure. 

Recognizing the opportunity for 
a total solution. 
Marketing 8/28 capabilities. 
American Direct made a bold move 
exhibiting at ISC West, with a booth 
identified as 8/28 and spent aggres-
sively on show advertising. They also 
manned a booth at DHI conNextions 
and hosted a steady stream of interest-
ed distributors and manufacturers. 
Leading opening systems providers 
view the changes in the CSI specifi-
cation format and the manufacturers’ 
strategic changes as opportunities 
to provide a higher level of service, 
which gives them a seat at the table 
with the end user, architect, GC and 
other partners in the total solution. 
What does this mean to the traditional 
door and hardware distribution busi-
ness model? If you’re not fully EAC ca-
pable and operating a hybrid business 
model, you are most likely not going 
to be able to bid or be competitive on 
large projects with networked access 
control systems and will be relegated 
to small projects. 
Ron Couch of Central Indiana 
Hardware described a recent project 
where early meetings with the end 
user, architect, GC, and integrator were 
struggling because of the limits in 
each party’s knowledge of the overall 
situation. Ron’s team was asked to 
take the lead because they have the 
Division 8 expertise, the most com-
plicated aspect of the system, and the 

EAC competencies of a hybrid provider. 
Coordination among the parties and 
the lines of responsibilities was estab-
lished before material was ordered or 
provided.
This level of pre-construction coor-
dination was required because the 
project was further complicated with 
pre-installed hardware requirements. 
The owner’s and architect’s “intent” 
was shared with the group, and the 
team was able to collaboratively meet 
the security, life, and fire safety objec-
tives of the design team. 

Successful businesses in the 
future will have evolved in 
electronic security competencies 
and have learned how to 
effectively partner. 
As the channel changes, in 10 years, 
the door and hardware systems land-
scape will be described as:

1. Successful businesses that have 
become true hybrid system 
providers capable of engineering, 
providing and servicing com-
plete mechanical and electronic 
opening systems.

2. Companies that have hybrid 
skills but have also developed 
partnering skills to enable them 
to work with a variety of access 
control software OEMs, secu-
rity integrators and IT services 
providers.

3. Traditional door and hardware 
providers relegated to unsophis-
ticated projects.

The electronic security train has left 
the station, and it is not turning back. 

DAVE SYLVESTER, PSP, 
is the President of 3SE, 
LLC and a member of 
DHI’s Board of 
Governors. He works 
with business owners 
considering an 
ownership transition, 
including planning and 

executing the sale of their business, and with 
private equity and public companies targeting 
acquisitions in the physical security industry. He 
can be reached at dsylvester@3secorp.com.
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FIRE DOOR 
GLAZING 
REQUIREMENTS 
AND SPRINKLER 
EXCEPTIONS By Diana San Diego

When the International Code 
Committee (ICC) published the 
revised Table 716.5 in the 2012 
International Building Code (IBC) 
(formerly Table 715.4 in the 2009 
IBC), the code community saw it 
as a significant step in clarifying 
the confusion around fire-rated 
glazing requirements for doors 
and door assemblies. For the first 
time, the code clearly laid out 
the vision panel size limits and 
added a column that specified 
the sidelite and transom rating 
requirements. These were not 
new changes, but rather a clarifi-
cation of code requirements that 
were already in effect the 2006 
and 2009 IBC and conform to 
what NFPA 80 provided in the 
1999 and 2007 NFPA 80 editions.

Designers can exceed the 100 sq. 
in. vision panel limitation in in 60-
90 minute doors in exit stairways 
and passageways by using fire 
resistive glazing tested to ASTM 
E-119. The glass and framing 
surrounding the door must also 
meet ASTM E-119 and rated equal 
to the wall. 

Photos courtesy of SAFTIFIRST
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The 2012 IBC did contain one significant 
update.  In the 2006 and 2009 IBC, the 
code provided for an exception to Section 
715.4.4.1 (Glazing Doors) that allowed fire 
protective glazing to exceed 100 sq. inches 
in door vision panels in fire doors used in 
exit enclosures and passageways when the 
building was fully sprinklered in accor-
dance with Section 903.3.1.1 or 903.3.1.2.  
This exception was actually a result of 
an editorial error. When the vision panel 
language was added to the 2006 and 2009 
IBC, the submitter never intended the 
sprinkler exception to apply to the vision 
panel glazing. This error was corrected 
with the exception being eliminated in the 
2012 IBC (and in the 2015 IBC as well). This 
change meant that fire protective glazing 
will always be limited to 100 sq. inches in 

door vision panels in fire doors used in exit 
enclosures and passageways, regardless if 
the building is sprinklered in those juris-
dictions that have adopted the 2012 IBC or 
later editions.  

Present-day Code Requirements
Currently about 80 percent of United States 
is on the 2012 or 2015 IBC, where sprinkler 
exemptions do not apply to the 100 sq. inch 
size limitation applied to fire protective 
glazing used in door vision panels, in pan-
els in fire doors used in exit enclosures, and 
passageways.  Because of this, it is import-
ant for architects and door manufacturers 
to review what the code requirements are.  
According to Table 1, doors in two-hour 
exit enclosures and exit passageways will 
have a minimum rating of 90 minutes. For 

Table 1: Excerpt from Table 716.5 Opening Fire Protection Assemblies, Ratings and Markings in the 2012 IBC affecting doors in exit enclosures 
and passageways

Type of Assembly Required 
Wall 

Assembly 
Rating 
(Hrs.)

Minimum 
Fire Door 
and Fire 
Shutter 

Assembly 
Rating 
(Hrs.)

Door Vision 
Panel Size

Fire-Rated 
Glazing 

Marking Door 
Vision Panel

Minimum Sidelite/
Transom Assembly 

Rating (Hrs.)

Fire-Rated Glazing 
Marking Sidelite/

Transom Panel

Fire 
Protection

Fire 
Resistance

Fire 
Protection

Fire 
Resistance

Shaft, exit 
enclosures and exit 
passageway walls

2 1-1/2 100 sq. in c, d ≤100 sq. in. = 
D-H-90

>100 sq. in. = 
D-H-T-90 or  
D-H-T-W-90

Not 
Permitted

2 Not 
Permitted

W-120

Fire barriers having 
a required fire-
resistance rating of 
1 hour: Enclosures 
for shafts, exit access 
stairways, exit access 
ramp, interior exit 
stairways, interior 
exit ramps and exit 
passageway walls.

1 1  100 sq. in c, d ≤100 sq. in. = 
D-H-60

>100 sq. in. = 
D-H-T-60 or
D-H-T-W-60 

Not 
Permitted

1 Not 
Permitted

W-60

c.  Fire resistance rated glazing tested to ASTM E119 in accordance with Section 716.2 shall be permitted, in the maximum size tested.
d.  Except where the building is equipped throughout with an automatic sprinkler and the fire-rated glazing meets the criteria established in Section 716.5.5.
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one-hour exit enclosures and exit passageways, 
the door will have a minimum rating of 60 min-
utes. In the column “Door Vision Panel Size,” the 
glazing panel is 100 sq. inches in both cases.
Also present in the “Door Vision Panel Size” 
column are two important footnotes:  

• Footnote “c” allows the glazing panel to ex-
ceed 100 sq. inches if ASTM E-119 rated fire 
resistive glazing is used. (This is footnote 
“b” in the 2015 edition)

• Footnote “d” follows up with an exception 
if the building is fully sprinklered and 
further references Section 716.5.5.  (This is 
footnote “c” in the 2015 edition)

Footnote “d” (or “c” in the 2015 edition) is where 
most of the confusion happens.  It refers to the 
vision panel sprinkler exception that no longer 
exists, and should have editorially been removed 
when the sprinkler exception for the vision panel 
was eliminated. This has been corrected and the 
footnote has been eliminated starting with the 
2018 edition of the IBC.  

Until then, it is important to discuss this more 
closely as this confusion has led to faulty specifi-
cations, and in some cases, non-code-compliant 
door assemblies that put the project and building 
occupants at risk.  

Explaining the Exception
Section 716.5.5 highlights requirements for tem-
perature rise doors in exit stairways and exist 
passageways, which are typically rated for 60 
and 90 minutes:

• 716.5.5 Doors in interior exit stairways 
and ramps and exit passageways.  Fire 
door assemblies in interior exit stairways 
and ramps exit passageways shall have a 
maximum transmitted temperature rise of 
not more than 450⁰F (250⁰C) above ambient 
at the end of 30 minutes of standard fire test 
exposure.  

Exception:  The maximum transmitted tem-
perature rise is not required in buildings 
equipped throughout with an automatic 
sprinkler system installed in accordance with 
Section 903.3.1.1 or 903.3.1.2.

The 2012 and 2015 
IBC limits the size 
of the door vision 
panel in 60-90 
minute existing 
stairways or 
passageways to 100 
sq. in., regardless 
if the building is 
fully sprinklered. 
The exception in 
Section 716.5.5 
only applies to the 
door material – not 
the glazing in the 
door. The only way 
to exceed the 100 
sq. in. vision panel 
limitation is by 
using fire resistive 
glazing that meets 
ASTM E-119.
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• 716.5.5.1. Glazing in doors.  Fire-
protection-rated glazing in excess 
of 100 sq. in. (0.065 m2) is not 
permitted.  Fire-resistance-rated 
glazing in excess of 100 sq. in. 
(0.065 m2) shall be permitted in 
fire door assemblies when tested 
as components of the door as-
semblies, and not as glass lights, 
and shall have a maximum 
transmitted temperature rise of 
450⁰F (250⁰C) in accordance with 
Section 716.5.5.  

Here’s the key to understanding this 
section of the code: the exception 
in 716.5.5 only applies to the door 
material —not the glazing in the 
door.  Even if the building is equipped 
throughout with an automatic sprin-
kler system installed in accordance 
with Section 903.3.1.1 or 903.3.1.2., the 
glass in the door vision area is still 
limited to 100 sq. inches.  
Section 716.5.5.1 also makes it clear 
that fire-resistive glazing is allowed 
in excess of 100 sq. inches as long as it 
tests as a component in a door assem-
bly and limits the temperature rise 
to 450⁰F (250⁰C) above ambient after 
30 minutes of fire exposure. There is 
no question that fire-resistive glazing 
tested to ASTM E-119/UL 263 meets 
this requirement.   
Ceramics and other fire protective 
glazing products cannot limit tem-
perature rise to 450⁰F (250⁰C) above 
ambient after 30 minutes of fire 
exposure. Therefore, the code makes it 
clear that it is limited to 100 sq. inches, 
regardless of whether or not the 

building is fully sprinklered.
For the handful of states that are still 
in the 2006 and 2009 IBC, they can 
start protecting building occupants 
now by applying what the ICC com-
mittee members already know when 
the exception to expand fire protec-
tive glazing in the door vision area 
was removed in the 2012 IBC, i.e., the 
exception for the vision panel glazing 
was added to the code in error.
Exit enclosures and passageways are 
critical areas that are necessary for the 
safe egress of building occupants, or 
as a haven where they can safely await 
rescue if egress is difficult or impos-
sible. The 2012 and 2015 IBC language 
ensures that building occupants are 
always protected from dangerous 
radiant heat as originally intended by 
limiting the amount of fire protective 
glazing used in the door vision panel 
regardless if the building is sprin-
klered. Also, it is only a matter of time 
before these states adopt a version 
of the 2012 or 2015 IBC, where the 
sprinkler exception does not exist for 
glazing used in the door vision panel. 

Sidelite and Transom Code 
Requirements
NFPA 80 defines door assemblies as 
a combination of the door, frames, 
hardware, sidelites and transoms. The 
IBC also makes it clear that sidelites 
and transoms are part of the door 
assembly, which is why it is covered in 
Table 716.5.  
Unlike the door vision panel columns, 
there are no sprinkler exceptions or 

Are you
ready for
the Age
of 8/28?
Partner with the 
national leader in 
totally integrated 
security solutions.

innovate8-28.com

Exit enclosures and passageways are 
critical areas that are necessary for the safe 
egress of building occupants, or as a haven 
where they can safely await rescue if egress 
is difficult or impossible.
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trade-offs for sidelites and transoms in 1-2 hour 
exit enclosures and passageways.  Both the glass 
and the frames used in sidelites, transoms and 
other openings in exit enclosures and passage-
ways must meet ASTM E-119 and rated equal 
to the wall. Ceramics, although rated up to 180 
minutes, cannot be used in these applications 
because it does not meet ASTM E-119.  The same 
is true for standard hollow metal frames – al-
though rated up to 90 minutes, it cannot be used 

in these applications because it does not meet 
ASTM E-119.  

Knowledge is Key
Between ever-changing code requirements, 
different IBC versions per state, various product 
choices, etc., staying up to date can be difficult 
for architects, door manufacturers or glazing 
contractors.  Because being caught unaware of 
these code requirements is never acceptable, it 
is important to partner with a fire rated glazing 
manufacturer with unique expertise in this area 
to ensure code compliance and the safety of 
building occupants. 

DIANA SAN DIEGO is Vice President 
of Marketing for SAFTIFIRST. She can 
be reached at DianaS@safti.com.

What IBC Version Is My State On? 

2015 IBC AL, CA, IA, MD, MI, MS, NJ, NM, NY, ND, OK, 
SC, SD, UT, VT, WV and WY

2012 IBC AK, AZ, AR, CO, DE, DC, FL, GA, ID, IN, KY, LA, 
MN, MO, MT, NE, NV, OR, RI, TN and VA

2009 IBC IL, ME, MA, NH, NC, OH, PA and WI

2003 IBC HI, KS and TX

As of June 2017.  Check the ICC website for the most updated information.

24    SEPTEMBER 2017      DOORS + HARDWARE

2015 IBC

2012 IBC

2009 IBC

2003 IBC
HI

AK

AZ

UT
NV

CA

NM

OR

WA

WY
ID

MT ND

SD

NE

CO
KS

OK

TX

MN

IA

MO

AR

LA

WI
MI

IL IN

KY

TN

MS AL GA

FL

SC

NC

VA

OH

WV

RI

DE

NJ

DC

PA

NY

ME

NH
VT

MA
CT

MD



© 2017 NFPA.ORG
NFPA TRAIN 101-80—0817

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

FREE WITH 
TRAINING:
• NFPA 101

• NFPA 80

• DSSF Guide to 
Annual Inspections 
of Swinging Fire 
Doors

• DSSF Field 
Reference Digest 
for Inspecting 
Swinging Fire 
Doors 

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

Oct. 5 & Dec. 4, 2017
Quincy, MA

Oct. 30, 2017
Scottsdale, AZ

Dec. 14, 2017
Anaheim, CA

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

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

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

Upon completion of this course you 
should be able to:

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

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

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

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

FIRE DOORS
DON’T STOP FIRES

WITHOUT YOU.



A Clearer View of  
Fire-rated Glazing 
Specifications 
Long gone are the days when architects specified 
fire-rated wired glass to simply provide interior 
fire protection in an unnoticed back exit stair-
well. In response to today’s increasingly complex 
building designs, a growing number of design 
professionals are employing fire-rated glazing 
products to meet a range of performance criteria. 
Just look at LMN Architect’s 929 Office Tower in 
Bellevue, Wash.
On the southeastern ground floor corner and 
side of the building, the design team specified 
a fire-rated glass curtain wall that serves as a 
one-hour barrier to the spread of flames, smoke 
and heat. It helps prevent a fire from traveling to 
or from neighboring buildings—a critical safe-
guard for an office tower positioned along one 
of the suburban Seattle city’s 600 foot by 600 foot 
downtown “superblocks.” Even more important,  
it brings fire and life safety in line with the 
building’s design and daylighting intent.
The stylish, frame-free exterior of the sili-
cone-glazed fire-rated curtain wall matches the 
city’s sleek, upscale vibe. It also helps ensure 
smooth visual transitions between the building’s 
rated and nonrated glass curtain walls, making 
it challenging to discern which product defends 
against the spread of fire. From a daylighting 
perspective, the system uses large spans of 
fire-rated glazing to extend the surface area 
through which light can transfer. A variety of 
strategically insulated fire-rated glazing prod-
ucts respond to the angle of daylight to transmit 
balanced light, including low-emissivity and 
spandrel fire-rated glazing (see photo on next page).
While the 929 Office Tower is just one example 
of how design teams are using hybrid fire-rated 

glazing products to meet a range of building cri-
teria, it underscores the trend toward multifunc-
tionality. Architects are calling upon fire-rated 
glazing to do more than provide fire and life 
safety protection, and manufacturers are re-
sponding with new solutions (see sidebar, What’s 
New in Fire-rated Glazing?). The shift is propelling 
fire and life safety design into a new era of inno-
vation. However, it is not without challenges.
Architects now have a broad range of fire-rated 
glass and framing products from which to select— 
many of which have similar attributes. This can 
make it challenging to discern which product is 
best suited for a particular project, potentially 
leading to specification errors. Since an incorrect 
specification can jeopardize occupant safety and 
hinder the design intent, here is a look at four com-
mon mistakes and how to avoid making them. 

1. Mixing up fire-protection-rated and 
fire-resistance-rated glazing products
One common error is specifying fire-protec-
tion-rated glazing products in locations that 
require fire-resistance, and vice versa. Lack 
of familiarity with the two types of fire-rated 
glazing classifications and unclear building code 
terminology around their performance are key 
drivers for this misspecification.  
To eliminate confusion and guide proper use, it 
is critical to understand what sets the two ma-
terial classes apart. Fire-protection-rated glazing 
provides defense against the spread of flames 
and smoke, ensuring the glass will not give way 
or break for the duration of its fire rating. This 
category of performance includes materials like 
traditional wired glass, as well as today’s more 

By Jeff Razwick  

ON SPEC:

Background photo © iStock | Goettingen
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advanced wireless glass ceramics. 
Fire-resistance-rated glazing provides 
additional defense, by serving as a 
barrier to radiant and conductive heat 
transfer. These materials often use 
multiple layers of glass with special 
fire resistant interlayers to provide 
such a high level of performance. They 
meet more stringent test requirements, 
including ASTM E-119 and UL 263, 
the fire resistance standards for walls. 
Such products are suitable for use in 
locations requiring a barrier to heat 
and can exceed 25 percent of the total 
glazed wall area. 
To further ensure a code-compliant 
solution, glaziers, architects and other 
building and design professionals can 
reference requirements for fire-rated 
glass in Chapter 7 of the International 
Building Code (IBC). Starting with the 
2012 edition, the code includes updat-
ed language to help clarify the use of 
fire-protection-rated and fire-resistance- 
rated glazing, simplifying application 
and restriction guidelines.

2. Specifying fire-rated glass 
and framing with inconsistent 
performance levels and ratings
Another common specification 
mistake occurs as the result of spec-
ifying fire-rated glass and framing 
with inconsistent ratings and perfor-
mance levels. For example, specifying 
fire-protection-rated glazing while 

mandating installation in a framing 
system that meets ASTM E-119. This 
places occupants at risk if the fire-rat-
ed glazing fails to provide the same 
heat protection and fire performance 
as provided by the framing system 
and code requirements. 

To avoid this scenario, it is import-
ant to confirm the fire-rated glass 
and frame provide the same level 
of defense against the spread of fire 
(fire protection or fire resistance). The 
second step is to verify all assembly 
components have the same or greater 

A silicone-glazed fire-rated 
curtain wall provides stylish fire 

resistance from the outside in.

Photo courtesy Technical Glass Products
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ratings than the required code mini-
mums for the opening. This includes 
the frame, glass, seals and other 
components. 
Since product verification can require 
a significant amount of due diligence, 
a good way to guide proper specifica-
tion is to work with a manufacturer or 
supplier that offers fire-rated glass as-
semblies from a single source. In such 
cases, all the components are designed 
and tested in the same assembly. This 
helps remove any concerns about in-
consistent fire ratings and diminished 
fire protection levels.
If a design professional desires a more 
custom fire-rated glass and framing 
system solution, it is preferable to 
contact the manufacturer or supplier 
early during the design process. Some 
manufacturers will provide design 
assistance and consult in the develop-
ment and testing of custom fire-rated 
systems; however, this may take addi-
tional time.

3. Assuming fire safety implies 
impact safety 
Starting with the 2006 IBC, fire-rated 
glazing in hazardous locations must 
also pass an impact safety test. This 
includes all fire-rated glass in doors, 
and typically also applies to fire-rated 
glazing adjacent to or near the door, 
including sidelites or glass locat-
ed near the floor. When specifying 
fire-rated glazing for these hazardous 
locations, a misstep is assuming all 
products satisfy this extra perfor-
mance criterion. 
While fire-rated glazing is an excep-
tionally high-performing material, 
products like traditional wired fire-rat-
ed glass provide a low level of impact 
safety. While the wires help the glass 
remain intact in a fire, they do not im-
prove impact resistance, and the glass 
is easily broken when struck. As such, 
traditional wired glass does not meet 
the IBC’s safety glazing requirements 
for hazardous locations. 

To ensure proper specification of 
fire-rated glazing in hazardous lo-
cations, it is important to verify the 
products meet either CPSC 16CFR 
(Category I) or CPSC 16CFR 1201 
(Category II) impact classifications, de-
pending on the application. Fortunately, 
design teams have numerous fire-rated 
glazing products at their disposal that 
meet both performance criteria. Some 
fire-resistance-rated glazing materials, 
for example, defend against the spread 
of fire while simultaneously providing 
up to Category II impact-safety ratings 
(see photo below). Select fire-rated glazing 
products also have the capability to pro-
vide supplemental security protection, 
such as bullet and hurricane resistance.

4. Specifying fire-rated frames 
that do not visually blend with 
nonrated systems
Fire-rated frames had long vexed archi-
tects. With previously limited design 
flexibility and unsightly frame or door 
profiles, they had a reputation for 

A fire-rated glass curtain 
wall system safeguards 
against fire and impact 

in a university. 

Photo courtesy Heidi Gumula – DBVW Architects

Photo on opposite page courtesy of Technical Glass Products
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What’s New in FIRE-RATED GLAZING?
A fire-rated glass floor system serves as a 
study area, light portal and code-approved 
fire barrier in a university. 

Over the last decade, manufact-
uring advances have given rise 
to new ways to frame fire-rated 
glazing, expanding design freedom 
in areas with stringent fire and 
life safety requirements. Here is a 
look at three of the most recent 
introductions on the market. 

1. Fire-rated glass floor systems 
After only five years on the mar-
ket, fire-rated glass floor systems 
are proving a multi-functional 
design solution. They can sup-
port demanding loads, act as a 
light-transmitting device, and 
defend against flames, smoke, 
and heat should a fire occur (see 
photo above). 

Glass floor systems are available 
with fire-resistance-ratings up 
to two hours and can support 
loads of up to 150 psf. To meet 
project needs, manufacturers 

typically offer glass floor color 
and texturing options to support 
aesthetic goals while maintaining 
adequate slip resistance and 
daylight admission.

2. SG fire-rated curtain walls 
Silicone-glazed (SG) fire-rated 
curtain walls are an up-and-coming 
assembly on the market. These new 
systems allow design professionals 
to emulate the smooth, monolithic 
surface of structural silicone glazed 
curtain walls.  

One proprietary system consists 
of fire-resistance-rated glass 
attached to narrow, steel, fire-
rated frames with a toggle 
retention mechanism to anchor 
the glazed lites. The assembly 
is silicone-sealed and requires 
no pressure plates or caps. Once 
installed, the toggle retention 
system becomes completely 

hidden, allowing for a smooth, 
frame-free exterior surface.  On 
the backside of the system, steel 
fire-rated frames provide high 
strength and clean sightlines.  

3. Butt-glazed fire-rated glass 
walls 
Butt-glazed fire-rated glass walls are 
the next step in a long evolution of 
fire-rated glazing with aesthetics 
comparable to non-rated systems. 
Comprised of fire-rated glass wall 
panels with butt-glazed joints in a 
heat-resistive perimeter frame, the 
innovative system allows for longer 
spans of uninterrupted glass free of 
vertical mullions. Today, products 
are available with vertical butt-
glazed joints as narrow as five mil-
limeters to improve sightlines and 
allow for nearly colorless transitions 
between glass panels. 
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preventing design teams from creating and 
maintaining visual harmony with nonrated 
doors, windows and curtain walls. While 
manufacturing advances have led to a new 
suite of fire-rated frames that overcome these 
challenges, not all design professionals are 
aware of how the newer products can meet 
their needs, perpetuating the belief that 
fire-rated frames equal subpar design. 
To overcome the design misconception and 
specify fire-rated frames that match the 
sleek aesthetic of modern glazed assem-
blies, it is important to be aware of how 
today’s options are bridging the design gap. 
Modern steel fire-rated frames formed in 
an extrusion-like process have thin profiles, 
with well-defined edges that more closely 
match the look of non-rated frames. Where 
necessary, design teams can specify these 
frames in a wide array of colors, materials, 
and finishes, from authentic hardwood to 
stainless steel and bright hues (see photo 
above). This flexibility helps prevent scenari-
os in which the fire-rated frames provide the 
necessary fire protection, but the frame color 
and material conflict with neighboring door, 
window and curtain wall applications. 
Taking integration one step further, design 
professionals can now even select fire-rated 

glazing systems with the smooth, frame-
free appearance of structural silicone 
glazing and the continuous glass wall aes-
thetic popular in interior nonrated glazing 
applications. 

Conclusion 
The glass industry has worked hard over 
the last decade to show design profes-
sionals that fire-rated glazing is not just 
a means to a code-driven end. While its 
primary purpose will always be to satis-
fy fire and life safety codes, the reality is 
advanced fire-rated products can now do a 
lot more than protect against the spread of 
fire. However, proper specification is key 
to ensuring these high-performing systems 
continue to combine form and function in a 
powerful way. 

JEFF RAZWICK is the presi-
dent of Technical Glass 
Products (TGP), a supplier of 
fire-rated glass and framing 
systems, and other specialty 
architectural glazing. He writes 
frequently about the design 
and specification of glazing for 
institutional and commercial 

buildings, and is a past chair of the Glass Association of 
North America’s Fire-Rated Glazing Council. 

Fire-resistance-rated frames 
with a true timber aesthetic 
complement a tasting room’s 
nonrated hardwoods.

Photo courtesy Technical Glass Products
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While the lazy days of summer are 
coming to a close, we know our indus-
try has been busy and growing. Your 
Foundation continues to advocate for 
the expertise of door security + safety 
professionals and how our programs 
continue to support the balance of life 
safety and security for all of us.

Opening the Door to  
School Safety 
Our campaign continues to raise 
awareness to school administrators 
about the importance of safely secur-
ing classroom doors with code-com-
pliant methods and pointing to the 
experts who balance life safety and 
security—door security + safety pro-
fessionals. As the next step in our cam-
paign, we have launched a new web-
site to provide a home for our growing 
library of resources and information: 
www.lockdontblock.org.
In August, we conducted a webinar to 
school superintendents through our 
partnership with AASA – The School 
Superintendents Association, and this 
Fall, we will conduct video and radio 
interviews as well. Please continue to 
watch, share and give to support this 
campaign. #LockDontBlock

CMS Deadline Extended for 
Compliance of Inspection/
Testing of Fire Doors
The Centers for Medicare & Medicaid 
Services’ (CMS) regulatory adoption 
of NFPA 101, Life Safety Code, 2012 
edition, was originally July 5, 2016, and 
the required annual door inspections 
and testing were expected by July 6, 
2017. However, considering the level 
of reported misunderstanding of this 

requirement, CMS has extended the 
compliance date for this requirement 
by six months. Full compliance with 
the annual fire door assembly inspec-
tion and testing in accordance with 
2010 NFPA 80 is required by Jan. 1, 
2018. 
We encourage all FDAIs to take ad-
vantage of this demand for fire door 
inspections with current and potential 
healthcare customers. To learn more 
about the Foundation’s Education 
Advocate program and how the 
Foundation can help FDAIs grow their 
business in healthcare, contact me at 
snewport@dhi.org. 

National Fire Protection 
Association (NFPA) Partnership 
and Classes
We have added two new dates and 
locations to our one-day class in 
partnership with NFPA entitled NFPA 
101 and NFPA 80 Fire Door Inspection 
for Health Care Facilities (see page 25). 
Ideal for healthcare facility managers 
and led by two code experts, this one-
day course provides the knowledge 
required to help ensure their facility's 
fire doors are in compliance with the 
new CMS mandates, and to assist their 
staff in knowing exactly what CMS 
surveyors will request during audits. 
We encourage you to share this 
information with your healthcare 
customers, then offer to follow up for 
support of their facilities’ door securi-
ty and safety needs. The next classes 
are in October and registration is 
already filling up fast! For more de-
tails and to register, please visit nfpa.
org/101-80classroom.

ASIS Hosting Free Active 
Shooter, Small Business  
Security Forum
ASIS International has announced 
the agenda for its free Security Cares 
program. This security education pro-
gram is for small/medium-sized busi-
nesses/institutions, including houses 
of worship, hospitals/clinics, schools, 
retailers and restaurants, as well as 
community leaders, law enforcement, 
and first responders. Learn more 
about the Security Cares program or 
register for complimentary admission 
at securityexpo.asisonline.org and 
then go to Highlights & Events.

Scholarship Applications  
in Review
The 2017 scholarship application pro-
cess has closed and nearly 200 appli-
cations are currently being reviewed. 
Winners of the 12 scholarships will be 
announced in early September, in time 
to register for DHI Fall schools. The 
Foundation’s Scholarship Program is 
intended for those seeking technical 
education from DHI or planning to 
achieve a DHI certification. 

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

Update By Sharon Newport
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OPENING DOORS
Trends in PERFORMANCE EVALUATIONS and 
CERTIFICATIONS FOR DOOR ASSEMBLIES

For many years, the basic performance 
requirements for doors were relatively 
simple. Doors had to demonstrate phys-
ical endurance, be properly installed, 
and be a quality product that was prop-
erly prepared for the hardware. One 
hundred years ago, the door was a way 
to secure a space or a room and allow 
people to come and go from a space 
when needed.  Or—when installed 
with the right hardware—it was a way 
to facilitate egress from a building or 
prevent fire from spreading within a 
structure when used with a fire rated 
door panel.
But change is a constant. Initially the 
requirements were that doors have fire 
ratings. Eventually doors were also ex-
pected to serve as leakage-rated doors 
for smoke control (because building 
regulations focused on smoke in 
addition to fire), and they also had to 
demonstrate adequate performance 
under hurricane conditions in loca-
tions where buildings are threatened 
by severe weather. 
Currently, as of 2016, there are ad-
ditional performance requirements 
related to tornado conditions. In short, 
a door today is expected to be a high 
performance building product once 
installed in a building. And while 
doors are seen as low-tech in today’s 

connected world, because many of 
these requirement changes are not im-
mediately visible, there is in fact great 
innovation in door design.
Door manufacturers continue to devel-
op specialized products to meet specific 
needs and refine the commercial-grade 
hollow-metal steel, steel composite or 
wood doors to reflect the improved 
materials and manufacturing process-
es that are currently available while  
accommodating the modern security 
hardware that is increasingly part of 
the wired environment in a building.  

Testing and Certification: The 
Basics and Newly Emerging 
Needs
Testing and certifying door assemblies 
for fire resistance and bullet resistance 
is not new.  Fire testing of door assem-
blies dates back to the first decade of 
the 20th century, with certification 
launching shortly afterwards. The first 
edition of the UL 752 Standard for bal-
listics resistance was issued during the 
Second World War in 1942 and is now 
in its 11th edition, and certification 
of doors to this standard was devel-
oped as well.  These basics represent 
needs for which both the code and the 
demand drivers have become mature 
and well-defined.

Along these long-standing needs, 
the last 35 years have seen some new 
hazards emerging which are now 
presenting new performance demands 
and opportunities to the door indus-
try. These include requirements for 
blast resistance, attack testing, flood 
resistance, and performance under 
hurricane and tornado conditions. 
Particularly in the U.S., the demand 
drivers include concerns due to in-
creased visibility of severe weather in 
the form of hurricanes or tornados, the 
risks of workplace and school shoot-
ings, and heightened awareness of the 
risks of targeted attacks on certain 
businesses and government facilities.  
Insurance companies want doors and 
building materials to help minimize or 
prevent water from spreading through 
a doorway, to minimize flooding of 
buildings. Government authorities, 
including the states of Florida and 
Texas, have enacted stringent building 
regulations regarding hurricanes and 
the performance of building products 
that can be used.  The IBC-2015 (2015 
International Building Code) requires 
the construction of storm shelters for 
new schools being constructed in the 
Midwest.
U.S. facilities built to the federal 
government’s Unified Facilities Guide 
Specification require that doors in some 
U.S. government facilities operated 
by the Department of Defense, Justice 
Department or the Department of 
State have fire ratings while also 
being resistant to forced entry, bul-
lets and blasts. World changes bring 

By Matt Schumann 

TESTING AND CERTIFYING DOOR ASSEMBLIES 
FOR FIRE RESISTANCE AND BULLET RESISTANCE 
IS NOT NEW.
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new concerns to the table, which has spurred some man-
ufacturers to develop products that meet some of these 
requirements with custom designed materials, while other 
companies are undergoing extensive testing to determine 
which capabilities already exist within their current prod-
uct offerings.   

Thermal Testing and Acoustical Testing: 
Supporting Product Viability
As architects and specifiers aim to provide more sustain-
able construction material options, and potentially seek 
LEED® certification for the resulting building, greater 
attention is being paid to door openings for their role as a 
thermal barrier between rooms or between inside and out-
side environments. Additionally, acoustical ratings for both 
sound transmission class (STC) and Outside-Inside Sound 
Transmission are becoming a requirement for commonly 
available products being tested by manufacturers accord-
ing to ASTM Standards.  
Higher ratings in both these categories require more 
specialized products with additional seals and customized 
constructions to provide better performance.  As for all 
products, there are good, better and best options for sound 
and thermal performance but sometimes better and best 

lead to trade-offs elsewhere.  But what are the impacts of 
design choices on product availability with a certification?
In an unintended trade-off, sometimes products that meet 
the newer thermal or acoustic requirements can be chal-
lenged in meeting safety or sustainability requirements. 
For example, doors tested with a high STC rating or a really 
good U value for insulation may result in a product which 
fares poorly for a fire rating or which may not comply with 
code requirements for hurricane impact. Doors with very 
good sound ratings often rely on more gaskets, seals and 
sound absorbing materials, which are all materials that 
often burn or flame. Better U insulating values often rely on 
foamed plastic materials, which may either burn or which 
may not present the most sustainable option. It’s obvious 
that not every design can easily meet all the requirements 
for fire, ballistics, blast, sound, thermal performance and 
endurance cycling/durability.  
The key then is to choose what characteristics are most 
desired, and for which characteristics the performance 
requirements could possibly be lowered. As an example, a 
certified blast resistant door may only offer specific hard-
ware options based on the certification, so the first choice or 
brand of exit device or lock may not be available to use and 
allow the assembly to still be in compliance. Additionally, 

hurricane- and tornado-rated products are 
rated as full assemblies, which may not 
allow any substitutions at all.  

What’s Next for Doors?
Door manufacturers are constantly reacting 
to demand for new products as well as to 
developments in the building codes. New 
demands trigger the development of new 
products as well as to the testing of existing 
products to determine which products may 
meet the new criteria/level of performance 
defined by the standard no matter what the 
standard covers.
When multiple ratings or attributes are 
needed; it’s important to do research and 
ask questions in order to focus on tenable 
solutions. If third party certification or 
labeling is mandatory; it’s recommended to 
review certification directories to see what 
is available.  And, if what you seek is not 
available, it is worth asking so that what 
is needed can be developed by companies 
serving the industry. 

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

Photo courtesy of UL

Evaluations and certifications for fire 
doors such as these have undergone 
quite an evolution over the years.
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This may start off like a story your 
parents told you as a child, but it 
really happened this way. My first 
day of work in this industry started 
on a Monday, Jan. 22, to be exact. I 
had loaded all of my necessities into 
the back of my car the previous day, 
left the love of my life standing in a 
driveway (we got married a year lat-
er) and headed south from St. Louis 
to Memphis through a snowstorm to 
start working for a company I knew 
little about that specialized in an 
industry I knew nothing about.
Although I knew nothing about 
what I was going to be doing, I did 
know I was going to make it work. 
So, I headed in early, anticipating 
the excitement of filling out human 
resource forms, finding out where 
the locker filled with pens and note 
pads was, and hopefully locating a 
bathroom along the way. As expect-
ed, a woman named Nancy greeted 
me out front and said, “Follow me, 
we have some paperwork to fill out.” 
I smiled. No sooner than I had sat 
down, a man with a boisterous voice, 
suspenders and a Ventair hat came 
into the room and said, “Grab your 
things, we have work to do. Nancy, 
he can fill this stuff out tonight when 
he gets home.” 
Until that point, I only knew this 
man as Alex, that I would be working 
closely with him and that the three 
people who had been given this op-
portunity before me were no longer 
employed there. Needless to say, I 
was apprehensive.
My first day with Alex consisted of, 
what I learned later, was a keying 
meeting, project walk through and 
multiple contractor visits. By the end 
of the day, I was beyond confused 
and tired but remember thinking I 

can learn so much from this 
man. Throughout that first 

day with Alex, without say-
ing it, he made it very clear 
to me that he was willing 
to help me succeed any 
way he could, as long as I 
followed one simple rule: 

Commentary

© iStock | erhui1979

The Gravity of 
MENTORSHIP
By Dan White
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Don’t ask the same question twice.
So that night, after I filled out my HR 
paperwork, I purchased a package of 
composition notebooks—you know 
the type with the black and white 
speckled cover—and made a few sim-
ple decisions:

• I would ask Alex a lot of 
questions.

• I would write down his 
responses.

• I would try my very best to re-
spect his simple rule.

I soon realized that Alex was, in 
most situations, impatient. He would 
express his frustrations with loud 
outbursts. I grew to love hearing the 
responses he gave contractors who 
wanted to change the hand of a frame 
or modify the lever design of a mortise 
lock after they had already been pur-
chased.  But when he worked with me 
he was composed, and, inadvertently 
taught me what authentic humility 
and grace looked like.
When in the midst of the many tasks 
and responsibilities those of us who 
have worked in distribution find our-
selves in, it was very common for me—
greener than a four leaf clover—to run 
across something I was not familiar 
with or need a second opinion from a 
seasoned veteran. I would first pull out 
my composition notebook and scour 
through all the previous questions and 
answers to ensure it was not something 
I had asked Alex before. If not, I would 
gather the needed documents, my com-
position notebook, swallow any pride 
that was floating around my throat and 
head down to his office.  
Mentors are, and Alex was:

1. Committed to the responsibili-
ty of mentoring. A mentor is an 
advisor and coach who provides 
guidance, gives feedback and 
freely shares their experience 
and expertise. It takes trust, 
respect and a deep understand-
ing of the personal development 
needs of the mentee to take on 
this critical responsibility. 

Example: There was never a time 
that Alex said he was too busy; 
never a response given that gave 
me an indication that he was not 
interested in sharing, engaging 
and guiding me. He did not look 
for quick responses; he gave 
suggestions, shared experiences 
and then had me do the work—
most of the time with him by 
my side cheering me on.

2. Always recognizing opportu-
nities to mentor. A mentor does 
not always wait for the mentee to 
ask a question. They serve as an 
advocate for the mentee whenev-
er the opportunity presents itself 
and are always seeking opportu-
nities for increased visibility and 
deeper understanding. In many 
cases, playing devil’s advocate to 
help the mentee think through 
important decisions, strategies or 
application. 
 
Example: If Alex saw something 
on a project he was working on 
individually that could be used 
as a learning tool, he would do 
something very difficult. He 
would stop, call down to me and 
say “Son, grab your notebook 
and come down here. I have 
something you have got to see.” 
Some of the most challenging 
projects I worked on were the 
ones Alex pulled me into. He did 
not give me the answers; rather, 
he empowered me to think, and 
challenged me to understand 
and not be intimidated at the 
chance of failure.

3. Regularly challenging you to 
be more. A mentor pushes you 
to hone and learn new skills 

while igniting a passion for 
your craft. They are willing to 
take you under their wing for 
the sole purpose of helping you 
stay motivated and discover 
your own identity and path. 
Mentors look for ways to make 
you successful; many times with 
the hope that you surpass their 
greatest accomplishments. 
 
Example: Alex never spoke to me 
as if I was inferior. His expecta-
tion was clear—work hard, but 
more importantly work smart. 
Enjoy what you do, share your 
passion with others and ask a 
lot of questions—just not the 
same one twice.

No matter what position, role or title 
you hold, mentors are there. Seek out 
those special individuals who are 
willing to share and invest in your 
growth. Thank you to all the mentors 
in our industry that take the time to 
uphold the integrity of our profession, 
share the passion for our work and 
take the time to put someone else’s 
success before your own.
During the four years I spent with 
Alex before his passing, I did not 
realize how much of an impact he had, 
not only on my career but my life as 
a whole. Our relationship was more 
than a close working relationship that 
later evolved into a rock solid friend-
ship built on trust and respect for each 
other. I am grateful to have had Alex 
Graham as my mentor, guiding me. 

DAN WHITE is the Product Development 
Manager for Hager Companies. He can be 
reached at dwhite@hagerco.com.

TELL ME AND I FORGET, TEACH 
ME AND I MAY REMEMBER, 
INVOLVE ME AND I LEARN.

—Benjamin Franklin
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When designing new spaces, most 
companies hire an architecture firm that 
will select nice looking glass doors with 
slim aluminum frames for the look of the 
modern office. However, most people do 
not immediately take into consideration 
how much technology is installed at, inside 
and around the door. This is why we 
compiled a list of the 11 door technology 
parts you might need to consider when 
thinking about doors. We’ll start the 
overview from a visitor perspective—
beginning outside the door, the door itself 
and finally, inside the door.

Intercoms and Doorbells
The types of intercoms and doorbells we 
see people using are a wide range, and typ-
ically you first have to decide on a certain 
type of intercom:

1. Dial-in intercom–Intercoms or 
phones connected via phone lines. 

2. Audio intercom–Talking to the visitor, 
no need for video. 

3. Video intercom–Seeing who is at the 
door is great for unexpected visitors 
or deliveries. A must-have for a busy 
office.

4. Touch screen intercom–The fancy 
modern version of an intercom; often 
used for indoor applications because 
of vandalism.

After you select a type of intercom, you can 
choose the doorbell technology:

• Single unit intercom–one doorbell 
and one receiver

• Multi-tenant intercom–multiple op-
tions to ring different tenants

Pin Pads
Pin pads or keypads for doors are either 
connected to a central access control 
system, standalone pin pads, keypads on 
door locks or deadbolts or IP connected 
pin pads. For time and attendance, they are 
sometimes paired with biometrics since 
PIN codes can be transferred to another (or 
hacked). 

By Bernhard Mehl

TO CONSIDER11TECHNOLOGIES 
More Than Just the Door

© iStock | stockyimages
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Proximity Readers
When looking at how you unlock a 
door, it's typically through a wall or 
door-mounted reader. At first glance, 
door access readers all seem the same. 
The main differences are how they 
connect to the access control system 
(either on-premise in the IT room or 
cloud-based) via wireless or wired 
connection—or not at all. Another fac-
tor is power supply—they are either 
battery powered, low voltage connect-
ed or "power over ethernet" (PoE).

Key Cards or Access Cards
Key cards have many different names, 
from proximity cards, swipe cards 
and fobs, or magnetic cards, RFID 
cards, and even ID cards. If you are 
looking for some introductory guide 
on how to copy ID cards, go to https://
blog.getkisi.com. Most of these cards 
use facility codes that are calculated 
using free facility code calculators. 
More information can be found on the 
Kisi community website at http://com-
munity.getkisi.com. 
The problem with keycards is they can 
get easily hacked using $10 devices. 
Typically the most common cards run 
on the vulnerable Wiegand protocol, 
which allows hackers to copy cards 
very fast. 

Electronic Locks
You get a door installed, but then it 
occurs to you that you might need an 
electronic lock. There is a big difference 
between consumer grade smart locks 
and business grade locks. Typically, 
business grade locks are electronically 
wired with low voltage cabling, are 
built for frequent use, endure a certain 
force and come with advanced fire 
ratings and certificates, etc.

Exit Devices
Push-to-exit buttons mainly come in 
two types—regular wall-mount push-
to-exit buttons, or motion sensors to 
trigger the door to unlock. Either one 
can be used for securing doors that 
can't be unlocked with a regular lock 
or deadbolt; we are talking about locks 

which are locked permanently and 
you can only get out if you trigger the 
exit sensor or push to exit button. 

Office Sensors
You wouldn't normally think of 
sensors when looking at offices. But 
on closer look, there are more sen-
sors than you think. As IoT moves 
toward offices and the rise of secure 
IoT allows for more affordable and 
real proof of concepts, many offices 
automate, streamline and control their 
facilities using sensor technology. 
Types of sensors include:

• occupancy 
• window 
• carbon monoxide 
• smoke/fire detectors
• motion 
• door contact 
• infrared 

Key cards have many 
different names, 
from proximity cards, 
swipe cards and fobs, 
or magnetic cards, 
RFID cards, and even 
ID cards.

TECHNOLOGIES 

1/3 Page 
4.75”  x  4.75”  4/C

Doors&Hard_6A  (InDesign doc.)

Runs in:
Jan, Mar, May, Jul, Sep, Nov

DOORS AND HARDWARE
Salsbury Industries
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Access Control Panels
Access control panels mainly 
differentiate in depth of features. 
In the end, they are all built to un-
lock a door, but how securely this 
happens, how well documented, 
and how controllable it is, makes 
the difference between access 
control panels.

1. Type of access control panel: 
Sometimes alarm panels 
are mistakenly perceived as 
access control panels. Other 
types of panels include 
reader panels or extension 
boards.

2. Door contact relays: While 
this seems trivial, there are a 
lot of different relays. A main 
difference between types of 
relays is wet vs. dry contact 
relays. Also, the number of 
available relays might differ; 
standard panels have be-
tween two and eight relays.

3. Power supply rating: The 
more power the board is rat-
ed for, the more power it can 
supply to the locks (if at all).

4. Alarm input: While this 
could also run through the 
power supply directly, some 
panels offer the possibility 
to connect alarm systems 
directly to the panel.

5. Door contact sensor input: 
To measure if doors are open 
or closed, the panel typically 
connects to a door contact 
sensor, which tells the panel 
if the door is open or closed.

Back-up Batteries
If the power is out, you still want 
to keep your doors locked. That's 
where backup batteries come into 
play. Sometimes the building pro-
vides them, but typically they are 
installed in combination with ev-
ery larger access control system as 
an extra layer on top. Typically the 
batteries will make sure to provide 
extra 24 hours of backup power to 
keep everything safe and secure 
while an outage is happening. 

Power Supplies for Access 
Control
Power supplies for access con-
trol systems can have different 
appearances:

• Simple low voltage power 
adapter

• Power panel for low voltage 
access control

Depending on the size of your ac-
cess control setup, you might have 
a larger or more minimal power 
supply setup. Make sure to check 
what happens when the power is 
out. Usually, the building will have 
a back-up power generator, but be 
sure to ask.  

Alarm Systems
Alarm systems can be as followed:

• fire alarm systems
• burglary alarm systems
• intrusion detection systems

Fire alarm systems are usually 
required by law. Smoke detectors 
or carbon monoxide detectors trig-
ger the alarm to notify everything 

in the space and turn on the 
sprinklers.
You may want a burglar alarm 
system to prevent unauthorized 
intruders from entering your office. 
Those systems typically operate 
on a simple principle: They get 
activated with a code or card; and 
from then on, every time someone 
comes through the door and does 
not deactivate the alarm in time, it 
sets off a large scale alarm.
The most advanced system of 
entry alarm system is the intrusion 
detection system. They are usu-
ally paired with a SOC (Security 
Operations Control room) where a 
security operator sits and controls 
any events happening around the 
doors. 

Takeway
Consider more than just the door! 
When talking to architects about 
doors, there are a lot of different 
factors to consider. Aesthetics is  
a function of user experience 
paired with technology rather 
than just the slick look of a slim 
frame glass door. 
When you plan a new space, make 
sure to involve your security and IT 
vendor early in the planning pro-
cess. This is often easier said than 
done, but at least let them give their 
opinion about the design you are 
planning, so implications are clear 
and on the table from the start. 

BERNHARD MEHL is a co-founder of  
KISI, a smartphone access control system  
for businesses. He can be reached at  
bm@getkisi.com.

Depending on the size of your access 
control setup, you might have a larger 
or more minimal power supply setup.
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Introducing the new DHT–
Door + Hardware Technician 

credential online exam.
Results delivered immediately.

WOW.
For more information, go to www.dhi.org/DHT

Share with Your Colleagues!

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

in the same sentence?

+



Did You Know About 
Our Archives?
Doors + Hardware offers PDFs of 
complete issues from 2009 through 
the current issue, as well as a 
complete library of individual articles 
by topic from those same dates. 
We think you’ll find this collection 
invaluable for research, education 
and networking. 

54% of our readers spend 30 
minutes or more reading their 
copy of the magazine each month.

More than 74% of you save arti-
cles for future reference.

60% of you have referred and/
or discussed an article with a 
colleague.

More than one-half of you share 
your copy of the magazine with 
colleagues.

49% have referred or discussed 
an advertisement with a 
colleague.

Facts about  
Doors + Hardware

Doors + Hardware readers are generally happy with the content and appearance of 
the monthly magazine, but would like to see more articles on industry topics such 
as codes and specifications, access control and security, fire door inspections and 
installation and troubleshooting, according to the results of the 2017 Reader Survey.

Eighty-seven percent of survey respondents rated the content of D+H as “excellent” 
or “good.” Readers particularly enjoy the Decoded column by Lori Greene, DAHC/
CDC, FDAI, FDHI, CCPR, and the Real Openings column by Mark Berger.

By Denise Gable

2017 Doors + Hardware Reader Survey: 

A whopping 80 percent of respondents said they wanted to see more articles on 
codes and specifications, followed by 61 percent who asked for more content on 
access control and security; 57 percent want more on installation, troubleshooting 
and “how-to” articles; 56 percent on fire door inspections and 55 percent on ADA and 
universal access issues.

Other popular topics include glazing and fire-rated glass, legal issues and case studies.

What Industry Topics Would You Like to See More of?

ADA/Universal Access

Doors

Fire Door Inspection

Case Studies

Codes and Specifications

Marketing Tips

Distribution Management

Economic Trends/Forecast

Legal Issues

Installation/Troubleshooting

0%                10%                   20%                   30%                  40%                   50%                  60%                   70%                  80%                  90%                 100%

Sustainability/Green Issues

Glazing/Fire-rated Glass

Access Control/Security

Management Tips

BIM

Sales Tips

IT/Business Software

Tips on Using Social Media

© iStock | Rostislav_Sedlacek  
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WANTED:  
SUBJECT MATTER EXPERTS
We appreciate everyone who took the time to respond to the 
survey and will consider all of your suggestions as we work to keep 
Doors + Hardware relevant to our members while strengthening 
the content and appearance. 

Your expertise and willingness to share with your industry peers 
and colleagues is critical to our success. Contributing an article to 
an industry publication like Doors + Hardware is an excellent way 
to gain recognition, and establishing yourself as a subject matter 
expert to your employer increases your career standing and value. 

To date, more than 55 talented authors have contributed articles 
to Doors + Hardware in 2017. If you are one of those authors and 
would like to contribute again, email me at dgable@dhi.org, or call 
me at 703.766.7018. 

If you’re a first time author/contributor, please visit www.dhi.org, 
look under Business and Technical Resources to review the 2018 
editorial calendar to see where your article might best fit in, or call 
me to share your ideas. Chances are we can find a spot for you!

To learn more about new 
products, business practices, 

codes and standards

77%

To find out the latest 
news in our industry

64%

Why Do You Read Doors + Hardware?

Doors + Hardware Readership Comments

Here are some of the comments you sent with the 
survey results:

• More stats and economic data—commercial 
construction data per month and year with 
graphs or charts; number of DHI members per 
state and nationally; number of distributors  
per state and nationally; survey data on how 
busy, trends, etc.

• More historic case histories.

• Access control, RFID, IoT integrated devices 
and systems replacing the old world with the 
linked world.

• From the architect's side of things—more 
articles about codes, lessons learned from con-
struction problems, etc. 

• More articles on DHI's efforts with Government/ 
AHJ/Code authorities to advance our industry 
and put our professionals on par with other 
specialized categories. Currently we are not 
listed as 'high skill' individuals in short supply 
on the USA and Canada immigration “list of 
occupation.”

• An excellent source of information I always 
read cover to cover and sometimes again. 
More relevant information on Canadian issues 
would be appreciated.

34%

To pick up useful 
information on running  

my business

To better understand 
issues and trends 

impacting our industry

65%68%

To educate myself and 
my employees

To stay current on 
DHI events and 

programs

45%

10%
Independent 

Consultant/Specifier

 8%
Sales  

Representative

21%
Manufacturer/Supplier

47%
Distributor/Dealer

11%
Architectural/Interior 

Design Firm

Local/State/ 
Federal Government

1.5%

5%
Code Official/ 
Fire Marshal

Building Owner/
Facilities Manager

4%
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If you haven’t had the  
opportunity to participate  
in a DHI Technical School yet,  
come see for yourself!
Email us at education@dhi.org and we will be happy to help you create a personalized 
education plan. It will be the best investment you can make in your future as a door 
security + safety professional!

“I am always amazed at how much information and knowledge I leave DHI with 
after one of my classes. The content is thorough and relevant, and the instructors 
are always eager to elaborate and share.”  — From an AHC207 student

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

FUTURE TECHNICAL SCHOOLS

HIGHLIGHTS: • Legacy Certification Exam Sessions      • AHC 207, AHC 215, and DAI600 offered!

December 5–7, 2017
DAI600 Fire and Egress 
Door Assembly Inspection
DHI Headquarters
Chantilly, VA

April 8–15, 2018
National Conference Center
Lansdowne, VA

May 28–June 2, 2018
DHI Canada Spring  
Technical School 
Montreal
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Your Career, Our Commitment
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COR117 Door, Frame, and Architectural Hardware Applications COR140 Using Codes & Standards

COR147 Introduction to Specification Writing AHC205 Detailing Hardware

DAI600 Fire and Egress Door Assembly Inspection AHC220 AHC Exam Prep

COR133 Elect Arch Hdw AHC200 
Masterkeying

AHC207 Advanced Detailing Hardware

Legacy Cert Exam Sessions AHC215 Writing Hardware Specfications

COR125 Takeoff and Estimating COR160 Mat Purch 
Concepts COR153 Installation Coord & Proj Mgmt

CDC300 Using Dr 
& Fr Stds CDC305 Detailing Doors & Frames CDC310 Writing Door & Frame Specifications

EHC400 Electrifed Hardware Applications & Documentation EHC405 Access Control & Electrfied Hdw Systems

EHC410 Installing & Troubleshooting Electrified Hdw Systems 
& Access Control Devices EHC420 EHC Exam Prep

DHI CANADA FALL TECHNICAL SCHOOL
NOVEMBER 6–10, 2017 • SHERATON CAVALIER HOTEL • CALGARY AB

MONDAY
11/6

TUESDAY
11/7

WEDNESDAY
11/8

THURSDAY
11/9

FRIDAY
11/10

COR117 Door, Frame, and Architectural Hardware Applications AHC200  Masterkeying

COR160 Material 
Purchasing Concepts

CDC300 Using Door  
and Frame Standards CDC305 Detailing Doors & Frames

AHC205 Detailing Hardware

COR147 Introduction to Specification Writing COR153 Installation Coordination & Project Management

COR140 Using Codes & Standards COR125 Takeoff & Estimating

DAI600 Fire & Egress Door Assembly Inspection ELT540C Canadian Codes  
& Standards

AHC220 AHC Exam Prep



If you haven’t had the  
opportunity to participate  
in a DHI Technical School yet,  
come see for yourself!
Email us at education@dhi.org and we will be happy to help you create a personalized 
education plan. It will be the best investment you can make in your future as a door 
security + safety professional!

“I am always amazed at how much information and knowledge I leave DHI with 
after one of my classes. The content is thorough and relevant, and the instructors 
are always eager to elaborate and share.”  — From an AHC207 student

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

FUTURE TECHNICAL SCHOOLS

HIGHLIGHTS: • Legacy Certification Exam Sessions      • AHC 207, AHC 215, and DAI600 offered!

December 5–7, 2017
DAI600 Fire and Egress 
Door Assembly Inspection
DHI Headquarters
Chantilly, VA

April 8–15, 2018
National Conference Center
Lansdowne, VA

May 28–June 2, 2018
DHI Canada Spring  
Technical School 
Montreal

Education
Your Career, Our Commitment

DHI FALL TECHNICAL SCHOOL
OCTOBER 22–28, 2017 • EMBASSY SUITES • SCOTTSDALE, AZ

SUNDAY
10/22

MONDAY
10/23

TUESDAY
10/24

WEDNESDAY
10/25

THURSDAY
10/26

FRIDAY
10/27

SATURDAY
10/28

COR117 Door, Frame, and Architectural Hardware Applications COR140 Using Codes & Standards

COR147 Introduction to Specification Writing AHC205 Detailing Hardware

DAI600 Fire and Egress Door Assembly Inspection AHC220 AHC Exam Prep

COR133 Elect Arch Hdw AHC200 
Masterkeying

AHC207 Advanced Detailing Hardware

Legacy Cert Exam Sessions AHC215 Writing Hardware Specfications

COR125 Takeoff and Estimating COR160 Mat Purch 
Concepts COR153 Installation Coord & Proj Mgmt

CDC300 Using Dr 
& Fr Stds CDC305 Detailing Doors & Frames CDC310 Writing Door & Frame Specifications

EHC400 Electrifed Hardware Applications & Documentation EHC405 Access Control & Electrfied Hdw Systems

EHC410 Installing & Troubleshooting Electrified Hdw Systems 
& Access Control Devices EHC420 EHC Exam Prep

DHI CANADA FALL TECHNICAL SCHOOL
NOVEMBER 6–10, 2017 • SHERATON CAVALIER HOTEL • CALGARY AB

MONDAY
11/6

TUESDAY
11/7

WEDNESDAY
11/8

THURSDAY
11/9

FRIDAY
11/10

COR117 Door, Frame, and Architectural Hardware Applications AHC200  Masterkeying

COR160 Material 
Purchasing Concepts

CDC300 Using Door  
and Frame Standards CDC305 Detailing Doors & Frames

AHC205 Detailing Hardware

COR147 Introduction to Specification Writing COR153 Installation Coordination & Project Management

COR140 Using Codes & Standards COR125 Takeoff & Estimating

DAI600 Fire & Egress Door Assembly Inspection ELT540C Canadian Codes  
& Standards

AHC220 AHC Exam Prep



Without proper planning, parking 
garages can present security and 
life-safety challenges. People who are 
authorized to use the parking area—
or unauthorized people who are able 
to enter an open parking garage—may 
attempt to gain access to other floors 
of the building. 
Stair towers often extend from the 
lowest level of the parking garage to 
the highest level of the building. These 
stairwells are typically a required 
means of egress for the parking 
garage, but allowing free access to the 
stairwell could cause a security prob-
lem on upper floors that are not used 
for parking.

Limiting Access and Egress
When trying to mitigate the security 
concerns, it may be tempting to pre-
vent access to the stairs and force the 
use of elevators that control access to 
upper levels. However, if the stairwell 
is a required means of egress for the 
parking garage, occupants cannot be 

prevented from using the stairs for 
egress, although there are a couple 
of code-compliant security methods 
that might deter the use of the stairs. 
Locking the door with electrified 
hardware and only unlocking it when 
the fire alarm is actuated is not one of 
the acceptable methods.
The International Building Code (IBC) 
requires parking garages to meet 
the means of egress requirements of 
Chapter 10, where people other than 
parking attendants are permitted (if 
only parking attendants are permitted, 
there must be at least two exit stair-
ways). Egress elements are based on 
a design occupant load of one person 
per 200 square feet (gross), so the 
calculated occupant load is fairly low. 
If you have ever witnessed a car fire, 
you might think that parking garages 
present a fairly high risk of fire, but 
because the amount of combustibles 
per square foot is relatively low, the IBC 
classifies a parking garage as a Group 
S-2 – low-hazard storage occupancy.

Securing 
Parking Garages

By Lori Greene, DAHC/CDC, 
FDAI, FDHI, CCPR
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As with most egress doors, it’s accept-
able to install alarms and/or monitor 
switches on the parking garage exits. 
The switches can notify security 
personnel in the building or elsewhere 
that the door has been used. Cameras 
can monitor who has used the stair-
well and what route they took after 
entering the stairwell. This option is 
code-compliant because it does not 
limit egress. 
Delayed egress locks are another 
option, depending on whether all of 
the required code criteria are met – 
including a fire protection system. The 
IBC does not limit the use of delayed 
egress locks on parking garages or 
other types of storage occupancies. 
Delayed egress locks will delay egress 
for 15 seconds, and must sound a local 
alarm. These would act as deterrents, 
along with the signage required by 
the model codes. If some building 
occupants are authorized to use the 
parking garage stairwells, an access 
control reader can be used to shunt the 
delayed egress locks or the alarms to 
allow the use of the door.

Operable Hardware
Although panic hardware is often 
used on parking garages for conve-
nience and the ability to withstand 
abuse, panic hardware is not typically 
required by the model codes for doors 
that serve parking areas. Panic hard-
ware or fire exit hardware is required 
by the model codes for doors serving 
certain occupant loads in assembly 
and educational occupancies, as well 
as high hazard occupancies, but as I 
mentioned previously, parking garag-
es are considered storage occupancies.
Doors in parking garages are typically 
required to meet the accessibility stan-
dards, so hardware must be operable 

with no tight grasping, pinching, 
or twisting of the wrist, and no key, 
tool, special knowledge or effort. One 
releasing operation must unlatch the 
door, and the releasing mechanism 
must be mounted between 34 inches 
and 48 inches above the floor. The 
hardware used on doors in parking 
garages may be exposed to atypical 
levels of humidity and other environ-
mental changes, so this may affect 
product selection.
When a door in a parking garage is 
required to be a fire door assembly, 
the door must comply with the posi-
tive-latching requirements as well as 
all of the other criteria for a fire door. 
It is not uncommon for fire doors in 
parking garages to be propped open 
with wood wedges or more creative 
hold-opens, but it’s important for 
these doors to be closed and latched 
to protect the means of egress. The 
annual fire door assembly inspections 
required by NFPA 101 – The Life Safety 
Code, the International Fire Code (IFC), 
and NFPA 80 – Standard for Fire Doors 
and Other Opening Protectives, will help 
to ensure that fire doors in parking 
garages will perform properly if there 
is a fire.

Switching Gears
When a parking-garage occupant 
enters a stairwell that leads to floors 
which need to be secured against un-
authorized entry, those floors should 

be locked to prevent access from the 
stairwell. Fail-safe electrified locks are 
typically used to lock these doors on 
the stairwell side, to meet the stairwell 
reentry requirements. Although NFPA 
101 allows mechanical locks in some 
circumstances, the IBC requires all 
stair doors to have the capability of 
being remotely unlocked by a switch 
at the fire command center or other 
approved location.
Using fail-safe electrified locks to lock 
stair doors on the stairwell side will 
help to ensure that if a fire does occur, 
building occupants can leave the stair-
well on any level to find another exit 
or wait for assistance. Balancing secu-
rity needs with code-compliant egress, 
operable hardware that meets the 
accessibility standards and functional 
fire door assemblies will result in the 
required level of life safety for parking 
garage occupants while meeting the 
security needs of the facility. 

LORI GREENE, DAHC/
CDC, FDAI, FDHI, CCPR,  
is the Manager of Codes  
and Resources for Allegion. 
She can be reached at  
Lori.Greene@allegion.com 
or iDigHardware.com.
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Hmmm…
By Mark J. Berger

Real Openings

Webster’s Dictionary listed 470,000 words in use in the 
English language in 1993. Researchers from Harvard and 
Google placed the number at 1,022,000 in 2010 and said 
the number would grow by several thousand each year. 

Whichever number you feel is more accurate, here’s a 
collection of photos that all elicited the same response when I 
first saw them: A four letter word that we can print: ‘hmmm.’

 ALMOST GOT IT RIGHT
We all know the drill. Building inspector walks through, says this door should 
have an exit device. Exit device is added to the door. How do we, as an industry, 
train the knuckleheads who install exit devices and don’t remove the existing 
locks on the door? Can we bring back public humiliation in the stockade?

 INEFFECTIVE SIGNAGE
The array of colorful shopping carts almost looks like a sculpture, but takes 
away from the hard to see "Fire Exit" sign. Modern art should not be placed 
in the path of egress.  

 UNARMED CLOSERS
When you give up on adjusting latching speed and backchecks, here’s a 
novel solution to the problem. Fortunately, these are not labeled doors.

48    SEPTEMBER 2017      DOORS + HARDWARE



THE HARDWARE BLDG.
Here’s a challenge: Please send me a picture of “The Door 
Bldg.” I will then combine them in the “The Door and Hardware 
Buildings.” Do two buildings make up an institute?

 BLOCKED 
ELECTROMAGNETIC 
LOCK
Access control is a sophisticated 
affair. Sometimes the installers 
don’t quite understand the 
relationship between an 
electromagnetic lock and single 
motion egress. Here’s a novel 
solution: insert cardboard 
between the armature and 
the electromagnetic lock to 
disable it. Single motion egress 
restored!

 WORST KEY HIDING PLACE
What was the line from Forrest Gump—“Stupid is as stupid as 
stupid does”? I was amazed by the amount of dust and dirt on 
the key. It clearly has been there for quite a while.

 BAD STORAGE
Yes, I walked behind the door leading to the exit because I saw the boxes. I didn’t expect 
to find the permanent ladder and broom storage, or the same problem of too many 
devices on a single door.
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The images shown here are 
not intended to reflect upon 
any specific manufacturer or 
products but are intended to 
help build awareness around 
the everyday code violations 
that occur in buildings over 
time, despite our members’ best 
efforts to provide solutions to 
secure the life safety and security 
of the building occupants.

MARK BERGER is the President 
and Chief Product Officer of 
Securitech Group, as well as 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.

 WORST BARRIER STORAGE
The safety barriers are terrific for directing traffic around spills, people working, etc. However, the 
whole “safety thing” flies out the window if you store them by the exit door.

 WORST EMPTY TRAY STORAGE AREA
Space is always a premium, but it never trumps life safety. Here you have skids blocking the exit door 
from the interior and empty trays blocking the exterior. The patrons deserve a break today (and every 
day) so this should never be considered an acceptable temporary solution.

 OVERCROWDED CLASSROOM
Space is a premium and schools and universities 
try to cram as many students into a class or 
lecture as possible. Blocking exits should never 
be part of the syllabus. And yes, one lock on 
doors in the means of egress. Isn’t that part of Life 
Safety 101? Time to send the teachers and facility 
staff back to class.
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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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What Will You Do 
to Grow Sales? 

By Alex Goldfayn

My business is revenue growth 
consulting. I work with owners 

to grow their companies and 
my clients grow by an average 

of 10 to 20 percent annually. As 
part of nearly every project, I 
interview some of my clients’ 

key customer-facing staff. 
Usually, this is outside and 

inside sales people, customer 
service people and their 

management. I ask them these 
simple questions: 

What is the low-hanging fruit 
for revenue growth? What is the 
easiest, fastest, and most effective 

way you can grow sales? 
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I am listening for two things: 
• The content of their answer. How do they think we can 

grow the business, if at all?
• If they are talking about what they can do, or what the 

company can do? 
In psychological terms, this is called locus of control. Do 
they believe growth is within their personal control (and, 
of course it is), or do they believe other people need to do 
things for them to sell more? 
Some salespeople—the minority, unfortunately—talk about 
using the phone more, or visiting their customers more as 
the keys to growing sales. These are your highest-potential 
salespeople; I’ll address more on those approaches shortly. 
The majority of answers from any salespeople were what 
needs to be done by others for them to sell more. “We need 
to lower our pricing.” “We need to invest in our product develop-
ment.” “The customer service team takes too long.” 
Does any of this sound familiar? I know it does. 
The latter group feels that growth is not within their con-
trol. As a result, they will underperform the small minority 
who believe their action directly impacts their results. 
Here’s my answer for those who are waiting for others to 
help them increase sales:
Don’t tell me what your company can do for you. 
Don’t talk to me about lower prices and more products. 
Right now, as you read this, your products are more than 
good enough to dramatically increase your revenue. 
Your customers are happy with your products. I know this 
because they’ve been buying from you for ten or twenty 
years for a reason. You can probably double your revenue 
without adding a single product. Am I right?
Tell me about what you can do!
I want to know about which actions, tools and communica-
tions you can change or increase to sell more. 

For example, can you use the telephone more? Most sales-
people shy away from the phone. In fact the average sales-
person spends four hours per week on the phone. Think 
about this: we have 40 hours in a week, but only spend 
four on the phone! Two additional hours per week, just 25 
minutes per day, would increase your phone time by 50 
percent! This is a massive and powerful outcome. 
Can you ask for the sale more? Most people don’t ask for 
the business at all. Even though the customer has been 
talking to you, and expressing their interest, we don’t ask 
them to buy, mostly because we’re afraid. We don’t want to 
upset or offend the customer. 
Can you ask for more referrals? Even though customers 
love to give referrals, we tend to be afraid to ask for them. 
What if they get mad? Who do you know, like yourself, who 
would also get value from working with me? 
How often do your customers see you? No matter what you 
sell, it’s easier with good relationships. I was doing a client 
workshop, and one of the attendees had recently started 
working at the company. Before this, he worked at a cus-
tomer’s company. He said that only two providers ever came 
to visit him. Out of more than 20! 
It’s not hard to stand out from the competition, because the 
competition isn’t very good. 
All we have to do is communicate. More. A lot more. 
But you have to do it. Not the company. 
So, what will you do? 

ALEX GOLDFAYN is the author of The Revenue 
Growth Habit, selected the sales book of the  
year by 800-CEO-Read. He is the CEO of The 
Revenue Growth Consultancy. Email him at 
alex@evangelistmktg.com.
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Right now, as you read this, your products are 

more than good enough  
to dramatically increase your revenue. 
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By Jason Bader

Although a majority of my clients are 
still riding the wave of a very strong 
economy, a few of them are seeing 
a flattening of the growth curve. 
One could argue that the industries 
they serve are experiencing more 
sophisticated competitive pressure. 
While this may be a contributing factor, 
I would like to suggest there is a bit of 
internal complacency occurring in the 
sales staff. Don’t get me wrong, these 
folks are still working at a furious pace; 
however, I think their efforts need to 
be channeled into more productive 
activities—bringing in new accounts 
and expanding the product categories 
being purchased by existing customers. 
You all might be thinking, “Captain 
Obvious strikes again.” I would 
agree these suggestions are not new 
or novel. Let’s face it, new and novel 
are not the key drivers in wholesale 
distribution. Recycle and refine might 
be better descriptions of how our 
segment functions. In this vein, I 
would like to give you some thoughts 
that have been dominating my private 
client coaching as of late. 
We can all agree new accounts are the 
lifeblood of the organization. We will 
lose several accounts due to natural 

attrition, competitive pressure and 
just plain firing customers. The latter 
is fairly rare in most organizations. 
Adding new accounts must be an 
integral part of the sales strategy. 
In times of prosperity, this is often 
overlooked in favor of servicing 
existing business. As the economy 
cools, those who have failed to add 
accounts will find themselves at the 
mercy of their existing base. Over my 
30 years of experience, I have seen a 
couple of these valleys. Putting too 
few eggs in the basket has proven to 
be a very scary proposition. 
Renewed focus on new account 
generation often comes down 
to financial motivation. Many 
of my contemporaries find sales 
management and motivation to be a 
pain in the backside to say the least. 
Yes, sales people can have a tendency 
to buck conformity and often have 
a highly excitable nature; but that is 
what makes them so great. They are 
the tornado that spins the turbine. 
Without this highly charged presence, 
we would be dead in the water. 
Directing this force of nature can 
often be achieved by modifying their 
financial compensation to better align 

with organizational goals. In other 
words, grab them by the wallet and 
tell them what you want them to do. 
A couple of years ago, a client of mine 
was struggling with new account 
generation. His sales team was 
spending a great deal of time servicing 
accounts rather than looking for new 
business. In fact, the team was over-
servicing accounts by taking orders, 
delivering and sourcing product 
for their customers. These were all 
activities that should have been 
delegated to the internal operating 
team. My client was frustrated that 
his investment in vehicles, technology 
and internal staff training was not 
being fully used. Telling the outside 
sales team to change their behavior fell 
on deaf ears. In order to get their full 
attention, he proposed a radical shift to 
their variable compensation plan. 
In this new plan, the commission 
on a new account would receive a 
high commission for a period of 12 
months. After the 12 months, the 
commission would reduce to a more 
modest percentage. The theory behind 
the timing was fairly simple. In the 
early part of the relationship with a 
new account, the outside sales person 

Driving New Revenue
A Two-Pronged Approach
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NEW ACCOUNTS GENERATION + 
INCREASED CUSTOMER TRANSACTIONS = 

INCREASED REVENUE
would need to spend a great deal of 
time understanding the company, 
managing service expectations 
and driving product category 
participation. After 12 months, the 
new account should be well versed in 
the service and product offering. The 
majority of account servicing should 
have been transferred to the internal 
operating machine.
The spread between the two 
commission rates had to be significant 
enough to provoke a change in 
behavior. The new account commission 
was 25 percent of the gross profit. Then 
it reduced to 10  after the 12-month 
period. I understand these are fairly 
large percentages and you should 
adjust to better fit your environment. 
There was the usual grumbling by 
the team which is common with any 
compensation change. Fortunately, the 
program has had the desired effect. 
The sales people slowly shifted over 
new account generation activities. I 
must admit we were both confused 
by the slow conversion; but ultimately 
it resulted in more customer credit 
applications. 
As I mentioned at the beginning of the 
article, I see the change in compensation 
as a part of the overall strategy to drive 
sales. As any good sales professional 
knows, it is easier to expand sales 
with existing customers rather than 
acquiring new accounts. Hence, the 
bump in pay for the more challenging 
strategy. Driving deeper sales is more of 
technology discussion than a behavior 
modification exercise. Reporting is the 
key to discovering opportunities in the 
existing account base.
I have written on this before, so I won’t 
go into lengthy detail. Essentially, 
the company must mine the data 

trapped in their distribution software 
package to produce a category 
participation report by customer. This 
type of report will make it easier for 
salespeople to identify opportunities 
within their existing relationships. 
I have introduced this concept to 
several clients over the years. Frankly, 
the more tech-savvy organizations 
have been best suited to capitalize 
on the idea. The report breakdown 
should be fairly simple. Show the 
sales dollars per product category, or 
any other logical product breakdown, 
for an individual customer. This 
should give you a rough idea where 
the customer is placing the bulk 
of their orders. Having reviewed 
these reports in several companies, 
it can be very apparent where the 
opportunities exist. Let’s face facts—
our customers rarely know all of the 
products we put on the shelf. This 
is especially true if you have a fairly 
diverse product mix. 
Some of the clients have refined their 
reporting to use transactions, or 
hits, in each product category. This 
removes the bias toward product 
categories dominated by high dollar 
items. The number of transactions 
seems to level the playing field and 
provide a better look at buying 
patterns. Armed with this data, sales 
people can spend time re-introducing 
dormant categories to their existing 
customers. 
Another byproduct of this type 
of reporting is the evaluation of 
product knowledge in the team. 
For example, this same type of 
report can be generated to compare 
the transactions per category by 
an individual salesperson. We are 
looking for patterns where a category 

is particularly weak or nonexistent. 
As a sales manager, I would interpret 
this as a lack of comfort with a 
particular category of product. Some 
additional training effort, through 
the use of manufacturer resources, 
should help this person fill in the 
category. 
I will freely admit these two 
strategies seem to be in conflict, but 
they don’t have to be. I want the 
sales people to focus on opening 
new accounts. This is why I am 
advocating a higher compensation 
for this activity. Once the account is 
established, it is in the sales person’s 
financial best interest to drive 
category participation. Although 
there is a residual commission after 
the first 12 months, I would expect 
that selling deeper into the account 
will wane. 
This is a perfect time for strong 
inside sales people to pick up 
the ball and continue to drive 
category participation. In fact, I 
would encourage this behavior by 
implementing a modest bonus; that 
discussion is best saved for another 
article. Good luck and know that I am 
always here to help.  

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

WHAT FIRE DOOR RATING IS THE MOST 
POPULAR FOR FILMED FIRE- AND 
SAFETY-RATED WIRED GLASS?

SEPTEMBER'S 60-SECOND SURVEY RESULTS
Our September issue includes a product focus of fire-rated glass and glazing,  
so we asked distributors a few questions about fire-rated wire safety glass. 

Do you have a question  
you'd like to see asked 
in a 60-Second Survey? 

Email Denise at  

dgable@dhi.org.

WHICH FIRE-RATED DOOR VISION LITE DO YOU SEE THE MOST DEMAND FOR? 

Filmed wired glass

28%
Filmed or laminated ceramic glass

52%
Specialty tempered glass

20%

DO YOU STILL GET REQUESTS FOR 
STANDARD (UNFILMED) WIRED GLASS 
FOR DOORS?  IF SO, HOW OFTEN?

VERY FREQUENTLY
 15%

FREQUENTLY
 24%

INFREQUENTLY
 61% 

COMING IN 
OCTOBER
 Metal and Specialty Doors

 Electronic Access Control 
and Systems

It's not too late to be included. 
Email dgable@dhi.org.

20  
minute

45  
minute

1 
hour

1½ 
hour

3 
hour
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INOX™ 15
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SAFTIFIRST 1

Salsbury Industries 39
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Top Notch Distributors/Boyle & Chase 5

Trine Access Technology 19

VT Industries 7

DHI Ads
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DHI Education 44–45
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DHI Social Media 2
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Foundation Contributors 52–53
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Ad Index
September 2017   |   Hospitality

DHPace.com                   Follow us on LinkedIn

Building relationships,
careers and business!

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

SEND RESUME TO: CorpRecruiter@DHPace.com

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

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

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

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

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

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities

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

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

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

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

3. READERS TAKE ACTION
       94% of our readers respond to an advertisement *2016 Readership Survey

DON’T MISS OUT ON THESE UPCOMING ISSUES:
November 2017:
Libraries, Museums 
& Religious Buildings
Deadline: September 18

December 2017:
Decorative & 
Restoration Hardware
Deadline: October 17

January 2018
Trends and New Technologies/ 
2018 Economic Forecast
Deadline: November 17
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Improvement through Giving 

How much do you “give back”? How much thought have 
you put into this? Giving back, volunteering, paying it for-
ward, however you phrase it, is one of the most fulfilling  
experiences we can have as human beings.  

Think about some of the volunteer organizations you know 
of—Red Cross, Farm Aid, Wounded Warrior Project, your local 
food bank or soup kitchen—to name a few. 

Those of you who have had the opportunity to volunteer for 
causes and programs you are passionate about know it is a 
very rewarding venture on a personal level. The benefits of 
being a volunteer range from just making you feel good to 
significantly changing someone’s life; perhaps your own.

For the volunteer, there are health benefits (physical and 
mental), self-esteem and confidence building benefits, pro-
fessional benefits and much more. These include stress man-
agement—volunteering promotes happiness which helps 
to lower stress. Volunteering can strengthen your immune 
system; feelings of joy and optimism help with this.

By helping others, you will likely increase your self-esteem, 
which not only improves your personal life but your profes-
sional life as well. Volunteering gives you a sense of purpose, 
fulfillment, and contentment. 

For your community, the benefits are often financial. 
According to the Corporation for National and Community 
Service, an estimated 63 million Americans contributed 8 
billion hours of volunteer service in 2016. This adds up to 
approximately $193 billion! Volunteers make your parks pret-
tier, help to make your streets safer, and sometimes make 
natural disasters not feel so disastrous. Overall, volunteering 
for your community gives your community more of you. After 
all, “you” help make the community. 

Professionally, you can “test” some new career opportunities 
by becoming involved in certain organizations. A few exam-
ples could be volunteering at a daycare, an eldercare facility 
or a hospital. Perhaps help out your schools by volunteering 
with a literacy program or tutoring students. Volunteer to 
work for the politician of your choice; work with a local non-
profit if you are interested in learning more about how gov-
ernment works. 

Volunteering within your chosen profession can help secure 
the future of the younger workforce.  For the door and hard-
ware industry, it may include mentoring, serving your local 
DHI chapter by sitting on its Board of Directors, serving on a 
committee, or teaching a class. Perhaps you would like to  
volunteer for DHI on the national level? 

Many of us have heard the phrase or have been asked to “pay 
it forward.” In my opinion, the best way to do that is to give 
something back.

I had the opportunity to volunteer with DHI at conNextions 
2017. It was one of the best opportunities I have had to give 
back to the industry that has paid my bills, been my “safe 
place” during turbulent times, my biggest pain, and one of my 
greatest joys for over 35 years. Thank you, DHI, for allowing 
me to participate.  

In closing, if you have the chance and any inclination to serve 
your profession or community through volunteer service—do 
it! You may be pleasantly surprised at the benefits and oppor-
tunities that come your way when you “give back” to what has 
been given to you. 

CINDY L. PAYNE is the Sales Manager for Concept Frames, Inc. She 
can be reached at c.payne@conceptframes.com.

By Cindy L. Payne
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Closing 
Thoughts

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



ND and AL Cylindrical Locks
When personal security and property are at

stake, trust the tough, durable ND and AL 
Series Cylindrical lever locks from Schlage. 

Trust Akron Hardware to deliver the ND and AL 
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, or visit us online at 
www.akronhardware.com

for limited time 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 :

R E S I D E N T I A L

Powerful Solutions 
from the names

you trust.

All online orders receive Free FedEx Ground shipping 



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

DID  YOU 
KNOW?

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

EXTENSIVE INVENTORY      |       INNOVATION       |       TECHNICAL EXPERTISE      |      IMMEDIATE SHIPPING

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

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

NOW YOU KNOW.

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


