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COLUMNIN TOUCH

I WRITE THIS COLUMN FROM A HOTEL ROOM LESS THAN A MILE 
FROM MY HOME. NO, MY MARRIAGE IS FINE, HOWEVER, ON JAN. 
2, WE HAD A HOUSE FIRE IN THE BASEMENT AND WILL NEED TO 
REBUILD AND RESTORE THE MAJORITY OF OUR HOME. THE GOOD 
NEWS IS THAT NO ONE WAS HURT, AND FORTUNATELY, WE HAVE 
TREMENDOUS INSURANCE COVERAGE—A SHOUT OUT TO USAA FOR 
THE PROFESSIONAL ASSISTANCE THEY HAVE PROVIDED. WE LACK 
FOR NOTHING.

We will be back in our home in about 
six months, and we will be happy to put 
this behind us. Of course, we are sad 
about some things we lost, but thankful 
it is just things and not people—it could 
have been so much worse! 

For years I have had the distinct honor to 
advocate for this industry, promoting the 
critical role of our products and expertise. 
Of course, I always spoke about life safety 

a key component of my message. Last 
week, I had the pleasure to address the 
DHI Potomac Chapter and must admit 
talking about the important role this 
industry plays came from down deep.  
Let me tell you why.

in a bedroom in the basement, I entered 
the room and attempted to smother 

few moments later with a large bucket 
of water, and upon opening the door, I 

more hair that I had already been losing 
and suffered no burns.  

and slammed the door shut. I exited the 

the door to the basement as we exited 
the house. I didn’t even have time to get 

responders who didn’t hesitate to enter 
our home to save it), they informed 
us that had we not shut the two doors 

I mentioned, the house would have 
burned to the ground. Did you read that? 
Had we not shut those doors the house 
would have burned to the ground. There 
was also a door to a rear storage area 
with paint and paper products and guess 

completely entering that room as well.

I know our industry doesn’t regularly 
supply to the residential market, but 
the story is the same in any building. 

they did the job. Only 10 percent of 
the bedroom door survived, but it 
succeeded in protecting us.

Now, when I advocate for the role you 
play, my passion will be greater than ever. 

can relate to what I am saying. What our 
industry does is so very critical to life and 
property, and I am so thankful for things 

am proud we train our industry on such 
critically important topics. 

The next six months I will be reminded 
of that importance as we put our 
lives back together.  Thank you to the 

for life safety.

The DHI Management Summit will 
take place the end of February in 
Florida.  The content will be rich for 
your companies and management-level 
teams. Please consider attending this 
important industry event—I guarantee 
you will not be disappointed! Go to 
www.dhisummit.org for details. + 

THE IMPORTANCE OF  
OUR WORK HITS HOME

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 February 
issue, email dgable@dhi.org.
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COLUMNFACES

WHEN DID YOU JOIN DHI?
2016

WHAT IS YOUR OCCUPATION?
Senior Project Coordinator at 
FRAMACO International Inc.

WHAT WERE YOUR CHILDHOOD 
AMBITIONS?
I have always wanted to be engineer, 
and now, I am an engineer. 

WHAT WAS YOUR FIRST JOB?
Working as a production engineer in 
a furniture factory specializing in hotel 
projects in 2004. I learned a lot about 
wood door production. 

WHAT LED YOU TO 
OUR INDUSTRY? 
I have worked on many international 
projects and all had a common design 
and build problem. Spending time on 
door design and hardware selection is a 
puzzle I enjoy solving.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT?
Presenting a solution to a customer or 
to a design team about doors and door 
hardware properties makes me happy. I 
feel better when I am helping people. I 
learn something new with each project 
and I feel good when the project is 
completed successfully.  

WHAT HAS BEEN YOUR 
BIGGEST CHALLENGE?
I am a wood production industrial 
engineer, but I also want to be an 
architect as well. Right now I don’t have 
enough time to go back to school to 
obtain a degree in architecture.

WHAT IS YOUR GUILTY 
PLEASURE?
Spending time watching documentaries 
about Antarctica on the National 
Geographic channel.  

WHAT IS YOUR FAVORITE 
BOOK AND/OR MOVIE?
Crime and Punishment by Fyodor 
Dostoyevsky; Fight Club.

WHO DO YOU CONSIDER 
A MENTOR OR HERO?
My mentor is Steve McCabe, LEED AP, 

learned many valuable details about 
doors and hardware from him when we 
were working together on the Oman 
International Airport Project. He advised 
me to join DHI and take classes to 
improve my knowledge of our industry. 
My hero is my father; he is always next 
to me.  

WHAT IS THE BEST ADVICE 
YOU’VE EVER RECEIVED?
Think twice and do it once.   

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER GOALS? 
I am supplying steel doors, wood doors 
and hardware to big scale projects 
all around the world. DHI education 
helps you to understand the entire 
system about doors and hardware and 

Attending a DHI Technical School is 
the best decision I have ever made to 
advance my career. 

BAHADIR ALAY, FDAI
FRAMACO INTERNATIONAL INC.

BE A FACE OF DHI    
WE’D LIKE TO GET TO 
KNOW YOU! 
Volunteering to be a “Face” of 
DHI is a great way to expand your 
professional network. It allows 
Door Security + Safety readers 
to get to know you better and 
also gives you a chance to share 
your accomplishments and career 
highlights in our industry. Not ready 
to be a “Face” but know someone 
who is? Email Paige Horton at 
phorton@dhi.org with your nominee. 
We’ll take care of the rest!
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THE IMPORTANCE 
OF KEEPING 
DOOR HARDWARE 
IN GOOD 
MECHANICAL 
CONDITION

BY LEE A. GARVER, DAHC, FDHI, CAI

There are three main reasons why keeping door hardware in good 
mechanical condition is so important:

1. SECURITY A door, its hardware, 
and frame for which the door 
swings from, is an integral part of 
the building, and is referred to as a 
door assembly. It provides security 
and protection from hazardous 

safe exits for employees and guests).

2. LIFE SAFETY Certain door 
assemblies are governed by 

regulations. When it’s not 
functioning as intended, security 
is breached and life safety is 
jeopardized.

3. LIABILITY A person responsible for 
correcting a door opening that is 
not functioning properly must have 

and understanding of the openings 
functionality as he or she could 
be held liable for violating code 
requirements or voiding warranties.

© ADOBE  | CHEREZOFF  FEBRUARY 2018   DOOR SECURITY + SAFETY 8



Properly functioning door hardware is important 
to the entire door assembly, as each piece of door 
hardware adds a unique function and purpose 
to it. Together, the door and its hardware must 
be coordinated and applied properly for the door 
to function as intended and provide the type of 
security, convenience or protection to the building 
as required by the building owner.  

Properly functioning door hardware is also 
important as it impacts regulatory requirements. 
If just one of the components within a door 
assembly is defective or not operating properly, 
the entire assembly is in violation. Also, 
manufacturer warranties will be voided if 
installed or maintained incorrectly.

Here are some of the most common problematic 

assembly, along with simple tips and suggested 
corrective measures. 

1. THE FRAME AND DOOR ARE 
IMPORTANT COMPONENTS OF THE 
ENTIRE DOOR ASSEMBLY.

Correcting problematic conditions on a door and 

frame has been installed plumb and square. Also 

should be the same, and should comply with 

� Correcting improper gaps.

+ Shimming can help correct improper 
gaps and compensate door alignment 
issues. 

+ Shimming refers to loosening the 
hinge screw and placing shims 
directly under the hinge and 

+

rating.

2. DOOR HINGES OR THE HANGING 
DEVICES ARE ALSO AN IMPORTANT 
COMPONENT TO THE DOOR 
ASSEMBLY. 

In trying to correct a problematic condition, do 

screws can loosen occasionally, and should be 
tightened.  Depending on the environment, usage 
or age, a butt hinge can be lubricated.

� Lubricate per the manufacturer's 
instructions.  

Use ball bearing hinges or hinges that feature an 

3. CYLINDRICAL LOCKS
It’s essential to have a proper engagement of the 
latchbolt into the chassis assembly.

�

to verify the latchbolt is fully extended.
�

length that it extends from the face of 

could mean the latchbolt is not attached 
properly to the chassis assembly. 

4. MORTISE LOCKS

how well all the components are installed, such 

pieces, cylinders, etc. During the installation of 

then tighten up the two face screws—usually with 
a power tool. When this is done, it will generally 

bolt fasteners can also cause binding, giving false 

For example, while in a bind caused by over 
tightened fasteners, the latchbolt will not operate 

original position.
�

the fasteners, then hand tighten as snug as 
possible.

� If the trim is loose, follow the installation 
instruction sheets that are provided by 

tightening corrections.

operating trim are separate components and are 

they are installed incorrectly. Correcting this can 

5. EXIT DEVICES
Exit devices will vary between manufacturers but 
common problems don’t, and the most common 

for a full extension of the latchbolt(s) or a full 
retraction of the latchbolt(s) during operation can 

if the exit device continues to be problematic are:  

9DOOR SECURITY + SAFETY   FEBRUARY 2018



� Is the device’s rail or cross 
bar level? If it’s not level, latch 
binding could occur.  

�

if they are the manufacturers 
originals.

� If after an attempt to correct the 
exit devices latch extensions fails 

the door and frame preparation, 

bar or rail height, ensuring 
proper alignment with the 

6. CYLINDERS
Rim cylinders — A problem could 
be associated with the length of the 
tailpiece of a rim type cylinder: too 

the cylinder body. 

Mortise cylinders
and exit devices will require a mortise 
cylinder.  A mortise cylinder threads 

mechanism.  The cam must be of 

receive (and preferably from the same 

�

trapped if the fasteners are too 
loose. This can also be true for 

proper attachment to the plug.

7. STRIKE PLATES
Probably the most important and 

manufacturers, but will either be of 

frames or applied molding.)  

The manufacturer and the function 

it has two separate areas to receive 
the latching bolt or deadbolt. The 

available with curved or straight lip 

Rim mounted exit devices will have 
a single latching bolt that will engage 

Elongated screw holes provide the 
necessary adjustments to ensure 
proper alignment with the latching 

manufacturers.

Surface mounted exit devices will 

latching bolt and one for the bottom. 
Elongated screw holes provide the 

Probably 
the most 
important 
and 
overlooked 
component 
of any latching 
device is the 
strike plate.

FEBRUARY 2018   DOOR SECURITY + SAFETY 10



necessary adjustments to ensure 
proper alignment with the latching 

will vary between manufacturers. 

the latchbolt is not properly aligned 

cannot be assured.
�

8. DOOR CLOSERS
Another important component of a 
door assembly is a closing device. A 
good speed for closing the door would 
be between seven to 10 seconds from 
90 degrees to latched. Controlling the 
sweeping or closing speed of a surface 
mounted door closer is adjustable.  If a 
door closes faster than seven seconds 
from 90 degrees open, problems will 

device functionality. Closing too fast 

frame.

The closer arm connects the main 
body to the door or frame. The arm’s 
type and mounting application will 

closer.

The sweeping or closing speed does 

it’s the spring power. The spring 
power adjustment is the most critical 

an adjustment with an Allen wrench, 
while other models could have a hex 

the opening cycle of the door. Its 
purpose is to help protect the wall or 
an object behind the door and should 
not be substituted for a door stop 
(not all models come standard with 

model chosen).

9. FASTENERS
Not enough can be said about the 
importance of the fasteners that 
are furnished by the door hardware 
manufacturer. The actual performance 

and proper operation of a piece of door 
hardware can sometimes be the direct 
relationship to its fasteners. 

With all door hardware, manufacturers 

to be used for the installation of that 

ratings will be voided when fasteners 
other than the originals supplied by 
the manufacturer are used in the 
installation. It’s not uncommon for 

result of vibration and door usage.  
� It is recommended to inspect 

all fasteners during preventive 
maintenance procedures or 
during the time of installation 
to ensure they have been set 
properly. 

� Replace missing fasteners with 
original manufacturer’s screws. +

LEE A. GARVER 
DAHC, FDHI, CAI, 
is a Distinguished 
Architectural 
Hardware 
Consultant with 
40 plus years of 
service to DHI and 
related trades. He 

is he author of two books - Door Hardware 
and Installing Door Hardware 

Instructor recognition and continues to be 
an active contributor to DHI’s Educational 
Committee’s initiatives and staff. He can 
be reached through his website 
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Door and 
Hardware    

Trends
for

BY PETER BORISKIN
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The new year always feels like a natural time to 

consider new opportunities. As a leading innovator 
in the door and hardware industry, this type of 
evaluation actually occurs on a monthly, weekly 
and sometimes even daily basis, especially as it 
relates to safety and security. When we discover 
insight or have a blind spot illuminated, we’re 
quick to react and adapt.

from 2017? What trends can we expect 
in the door and hardware industry for 

products for the coming year, based on 
the momentum we’ve recently seen.

Resiliency
In 2017, we saw a devastating level of 
damage caused by natural disasters. 
Among the most dangerous events 
have been hurricanes and tornados, 
which have both threatened the safety 
of building occupants and shuttered 
critical buildings and businesses. While 
hurricanes and tornados require very 

we will see this year is an expansion 

to locations beyond government 
buildings, schools and hospitals.

Doors and hardware that can resist high 
winds and pressure changes in openings 

sized businesses, the ability to protect 
the people inside the building, as well as 
the assets in a business, has become a 

Sustainability

conversations and requirements from 
the past year, I believe sustainability 

serve moving forward. Considerations 

saving technologies, material 

top of mind. Many of these trends 

help achieve Living Building Challenge 
accreditation, both of which attract 
potential tenants of a building, 
providing energy savings that result 
in reduced costs as well as a healthier 
indoor environment in which to live 

regarding the desirability of 
sustainability was shared with me by 
a customer who highlighted the social 
justice aspect of the movement. By 
purchasing products with sustainable 
and safe ingredients, the business 

supply chain.
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PETER BORISKIN
is the Vice President 
of Commercial 
Product Management 
for ASSA ABLOY 
Americas. He has 
20 years of 
experience working 
with security 

technology, particularly the enterprise 
security market-place. Boriskin was previously 
the product management leader for UTC 
Fire & Security’s Lenel business and the vice 
president of product management for Tyco 
International’s Access Control and Video 
Systems division. He can be reached 
at peter.boriskin@assaabloy.com. 

To that end, expect more Declare 
labels and Environmental and Health 
Product Declarations to be provided 
with new products moving forward.

The Security of Security
The vulnerability of a security system 
has been expanded to include the 
digital space. Quite simply put, devices 

access control—are vulnerable to a 

The current level of robustness and 
resiliency in our physical barriers is 
excellent. We’ve had years to perfect 
this, and we're at a point in time where 
we can secure nearly any opening. 
Standards and requirements have been 
set for government buildings, schools 
and for locations that experience 
dramatic weather events.

standard for digital security. We’re 

are agreed upon across the board 
to protect devices that sit on the 

in the industry, and through critical 

gains in this space over the coming 
year.

Commercial and 
Residential Crosstalk

enabled devices in the commercial 
space. But rather than frame this as 
another IoT trend, I believe it is more 
of a cross pollination of technologies 
between the commercial and 

For years now, residential has 

the consumer has come to expect 
these technologies—such as mobile 
credentialing in access control—in 
more aspects of their life.

Meanwhile, the commercial space has 
seen the push to become more secure 
in the security of security concept, and 

the residential side of things.

believe the reality is that 2018 will be 

will learn consumer demand from 
residential, and the residential side 
will see opportunities for increased 

Partnerships
The path forward for manufacturers, 
integrators and building owners will be 
to partner together and discover ways 
to implement, and improve upon, these 
opportunities. Each theme is intriguing 
and also begging to be explored by 

light. This can be through the eyes of 

best practices of a security solution, 
or through an integrator’s ability to 
provide a continuing service.

that considers these angles, we’re sure 

areas over the coming year. +
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Coming from an installation background, I was surprised when I 

existing frame was out of level, so when the new door 
swung, it rubbed the head of the frame. The door 

were a rated opening, the NFPA80 Fire Codes 

with your particular door manufacturer to see 

the bottom of the door or plaining the top of the 

out what the real problem was. I wondered — are 

BY SCOTT FOLEY

What to 
do when 

the top of 
your door 
rubs the 
inside of 
the top 
of the 

existing 
frame
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Here is how I would recommend 
handling this situation:

� After hanging the door and 

hinge down, with the shim further 
away from the stop on the mortise 

bottom hinge closer to the stop. 
This will push and pull the door 
slightly down away from the head  
of the frame.

� If after shimming your hinges, the 
door is still rubbing, it’s now time 

door (or your grinder if it’s metal)! 
Determine how much material has 

a pencil from the frame to the face 
of the door lightly, then add an 

� If there’s only one door, the best 

dust and noise. However sometimes 
real world situations dictate how 

(or worse, multiple doors on the 

on a Friday and you cannot go 
home until its done), set your door 
in place so it won’t move while 

� Get your ladder in position for 
easier tool handling and site of the 

�

the area is secure, and no one is 

chips or metal shavings. If it’s a 
wood door, you might want to cover 
up areas that need to stay clean, 
because dust will be everywhere, 

in the area. If it’s metal, in addition 
to covering things up to stay 

grinding, you may want to bring 

each job is your call, depending on 

have. I would never recommend 

regular practice, but if there are 

uncover those same detectors when 

grinding in commercial buildings is 
mandatory. 

� For a wood door, set up your power 

side, pushing toward the hinge 

possible, with maybe just a slight 

it from dipping and gauging to 
much material at the start of your 

with the margin, then lightly sand 

a happy man. This probably only 

didn’t cost a dime.

�

your gloves and goggles are on and 

small grinder only because it’s easier 
to use when standing on a ladder. 
For those times where you have a 
minor undercut issue or a pivot to 

with a slow, steady, even movement. 

toward the hinge side, but as long as 
your end result is a straight line, it 
doesn’t matter what side of the door 
you start from.

Remember as you grind, it’s sending 
pieces of hot metal all over, so safety 

more than a couple of times when 
I had to go to the doctor to have 
metal removed from my eyes—not 
fun! Again, once you have removed 
enough material and are happy with 
the clearance, you’ll have to sand the 

change your metal grinding wheel to 

able to easily remove all the burrs you 
created when grinding. Prime with a 
grey spray paint.

All of this information I am going over 

passed down to me from some of the 

Door. I am now trying to pass this 
down to the next generation of even 

in our industry, the door mechanics 

than basic doors and hardware. +

SCOTT FOLEY is a 
Project Manager for 
Sunrise Door Solutions 
in Copiague, N.Y. He 
considers himself an 
accomplished problem 
solver who is not afraid 
to roll up his sleeves 
and drill down. He can 

be reached at SFoley@sunrisedoorny.com.

I started 

wondering  

if the basic 

carpentry skills 

that were  

passed down  

to me are no 

longer being 

passed down  

to others?
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BY JEREMY EARLES

Readers and 
Credentials
Readers and 
Credentials

Back to 
     Basics:
Back to 
     Basics:
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More and more customers expect the 
convenience of readers and credentials. 
It’s important to recognize when 
and where these should be used to 
complement mechanical solutions, and 
which type of technology to choose.
Access control readers and credentials 
are the standard in new facilities today. 

and just about everything in between, 

options available to your customers 
so you can help them plan for access 
control early in the design process. 
Neglecting it can lead to a costly 
burden for the owner down the road, 
especially if there is a need to run 
wiring at an opening. Early planning 
also allows for more control over 
aesthetics and functionality. 

First, it’s important to understand the 
basics.

MECHANICAL VS. ELECTRONIC: 
HOW TO CHOOSE
While electronic solutions have 
grown in popularity, there are 
many applications that still require 
mechanical hardware. So how do 
you choose between electronic and 
mechanical solutions? The goal is to 

opening. 

Successful properties blend the two 
for a holistic experience. To achieve 
this, it comes down to understanding 
the intended function of each opening, 
then selecting the appropriate solution. 

Help a building owner analyze their 

for each opening. For example, a 
janitor closet is probably only used by 
one person throughout the day, so a 

requires increased security. Using 
a reader and credential there adds 

just tap their card and go.

Determine the needs of each door, 

your way inside. By tailoring the 
experience by opening, you’ll maximize 
the overall experience for the end users. 
Here are additional questions to address: 

• What is the general level of 
security required for the facility? 

more security than others?

• How often do access privileges 
change?

• What is the frequency of use?

from ease of access? 

• Is there high abuse?

• Is there a preferred method 

• Are audit trails important at 

• What is the budget?

capabilities? 

each opening? Consider the 

was lost or stolen compared to 
removing a credential from a 
database. 

SELECTING THE READER
Reader usage began with a focus 
solely on perimeter access control, 
commonly found on the exterior of a 

Then advantages were found in new 
construction scenarios to electrify 
the interior openings with readers as 
well. Recent technology advancements 
now allow us to build readers 

running wires around an interior 
door altogether. Now we are able to 
bring access control to the interior 

manner, which has substantially grown 
the industry.

Today, readers are used in a variety 
of applications, including multifamily, 
education, healthcare and commercial 

security by requiring personalized 
credentials to enter an area and can 
provide audit trails to show who 

building owners won’t need to replace 

There are a number of options to 

based, which requires the credential 
to be swiped or touched by the reader. 

only requires a certain proximity or 
range to communicate. Some readers 

frame or wall, while others are part of 

readers are also an option. These use 
unique human characteristics as the 
credential, such as the size or shape 
of the hand. The most secure reader 

applications, such as data centers, 

buildings. 

Regardless of the type, readers 
communicate with an access control 
system to grant or deny access to 
an opening when a credential is 
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presented. While there are some 
proprietary reader options that only 

recommended to choose a technology 
that can be programmed by multiple 

this area is a common issue—one that 
can leave customers frustrated down 
the road. I’ve heard many stories of 
universities and other large facilities 
that upgraded openings with electronic 

later that the products they installed 
were proprietary—and the credentials 
they used on other openings didn’t 

designed to simplify access control. 
Your customers can transition from 
magnetic stripe cards to smart cards 
without changing the entire reader.  

TYPES OF CREDENTIALS 
MAG (MAGNETIC) STRIPE 

• Card credential must be swiped 
through a reader

• Limited encryption, which is 
more susceptible to duplication

PROXIMITY 
• Contactless card that doesn’t 

require physical contact with the 
reader

• May be read from within a few 
inches of the reader 

SMART TECHNOLOGY 
• Most secure option

• Advanced data encryption 

impossible

between the card and reader 
provides mutual authentication

• Multiple sectors on the card 
allow for storage beyond access 
control, including data storage 
and cashless vending

MOBILE CREDENTIALS 
• Based on encrypted 

smart card technology, 
using phones as 
credentials

• “Green” option eliminates 
the need to replace cards 
or issue new ones

• Early in industry adoption 
curve—integration can still 
be complex

CREDENTIAL CHOICES
All credentials are meant to verify the 
identity of a person, but their security 
and convenience levels can vary 
widely. For example, magnetic stripe 
cards are inexpensive and have been 

decades. However, these are among 
the least secure credentials available. 
Both industries are actively moving 
their customers to smart cards—either 

of security.

Proximity cards are also considered 

the reader. That number can easily 

recommended credential is currently 
the smart card, which provides 

communication with the reader with 

When choosing a smart card 

about the proprietary nature of the 

to be programmed by the supplier 
of their choice, a valuable option for 
integrators in the long term.

BE A TRUSTED PARTNER
Customers expect the conveniences 

it’s important to recognize when 
and where they should be used to 

JEREMY EARLES is 
the Business Product 
Leader for Readers 
& Credentials at 
Allegion, where he 
is currently focused 
on expanding the 
access control space 
by developing and 

integrating the newest credential technologies 
for advancement of the industry. He can be 
reached at jeremy.earles@allegion.com.

complement mechanical solutions, 
and which ones to choose. With all of 
the options available, customers need 
a trusted resource to guide the way. 
It’s best to start planning for access 
control early. When access control is 
treated as an afterthought, it may delay 
the construction process, adding more 
time and costs to the project. Include 

the hardware consultant, security 
consultant, integrator, electrical 
engineer and building owner. 

Keep in mind that access control 
solutions directly impact door 

in an expert who is familiar with the 

life safety building codes. +
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The Evolution of a DHI 
Distributor from Material 
Supplier to Subcontractor 
BY JOHN S. MOORE, AHC I began my career in the door and hardware 

industry in 1979, having gone to work in 
the warehouse for a small distributor in 
my hometown as I completed my college 
education. 
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I soon began climbing the various rungs 

estimating, proposal preparation, detailing 
projects, etc. The company was a material 

submittals, order materials, receive and tag the 
hardware, deliver it to the jobsite, and turn the 

then on to the next project. 

For the younger generation reading this, general 

for installation of the doors and hardware, 

am, I still long for those simpler days, when I 

subcontracts we are forced to deal with today. 

and sister is contractually required to install at 
least 75 percent of all the doors we sell. This has 

the Construction Manager model has become 
the preferred method of delivery for developers 
and end users. We have been forced to become 
subcontractors, whether we wanted to or not. 

During our early years, we subcontracted all of 

we didn’t have to carry the overhead of additional 
employees, and we could turn materials over 

for loss or damage. We could usually depend 
on them to handle scheduling with the jobsite 

uncomfortable decisions regarding the choice 

were slow. 

However, as with most things in life, there were 
negatives. A company specializing in installation 

project to get to one of ours. There were also 
frequent issues with having punchlists completed 
in a timely fashion. It came to our attention on 
at least one project that our reputation was being 
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maligned by an installer trying to cover his own 

were not familiar with the concept of maintaining 

Eventually, the negatives of subcontracting 
installation outweighed the positives, and we 

projects. We started with two and used them on 
small projects that our subcontracted installers 
were unable to schedule, as well as punchlists, 
while still hiring subcontractors for our larger 
projects. There was a steep learning curve in the 
hiring of installers, as they can be technically 

environment. 

In January 2015, our company succeeded in 

serve the students of both Florida State University 
and Florida A&M University. The project was a 

including electronic access products, as well as 

gradually increased our installation crew to 
approximately 12 people as the project schedule 
became more demanding. We augmented that 
team with day laborers as necessary to assist in 
product unloading and distribution. In a small 

as well as a drug test was a challenge then and 
remains one today. 

However, through careful screening and a 
reputation as a good employer, we were able 
to attract quality individuals who then helped 

grew and improved our installation crew with the 

necessary subsequent investment increases in 
tools and equipment. We also decided to invest in 
uniform shirts that were not only a requirement 
on certain jobsites but presented us with an 
advertising platform. We later decided to employ 
a uniform service, so that our installers can 
present themselves professionally on any jobsite, 
both in appearance and in behavior. 

installation project primarily through dogged 
determination and a simple refusal to fail, and 
we also learned a lot during the process. The 
following lists some of the issues we faced on a 
daily basis:

�  
were, and most importantly, what were  
they doing?

�

lost, misplaced, damaged, stolen or thrown 
away before installation.

� Failure to stay on schedule and to complete 
installation on a door, or doors in an 
area, due to either missing or misplaced 
hardware, forgetfulness, or any number  
of other reasons.

� Failure from management to ensure that 
the person we had put in place to provide 
daily supervision was performing as 
needed. 

In spite of the shortcomings listed above, we still 

all of the items above could just as easily have 
happened had we subcontracted the project, and 
this way, we were at least in charge of our fate. 

events occurred in the life of our company. First, 
I decided to step down as President, and turn the 
reins over to my younger brother, Greg Moore. 
I would remain active in the company, but Greg 
would chart the future course. This had been 
planned since the inception of our company, and 
was overdue, but we had previously decided to 
delay the transition. 
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JOHN S. MOORE, AHC, is Vice President and Owner 
of Moore Doors & Specialties, Inc. He can be reached at 
jmoore@mooredoors.com.

Second, Greg and Jody Hay, our new operations 
manager, began trimming our crew, primarily 
through attrition, into a smaller group, then 

of the problems previously described. This led 

event of that year—implementing the concept of 

in discussion with a colleague years ago, who 
was explaining the issues certain distributors 

dominated. I won’t pretend to understand 

distributor he used as an example was installing 
hardware in his shop before sending doors to 

decided we should try this method to reduce 
or even eliminate some of the issues we had 
experienced previously. 

this new method. There were several advantages 
we hoped could be gained. First, it would enable 
our installers to stay occupied during those times 
when we were between projects. Second, it would 
provide us with greater control over materials, 

misplaced before installation. Third, it would 
reduce the amount of time our crews would have 

We are still in the early stages of this new 
experiment, but our experience so far has been 
very positive. As with any new method, there 
have been obstacles to overcome, not the least of 
which is with some of our installers. We use an 

are laid on saw horses, then hardware is applied 
to one side, and then they are turned over if 

The transition from installing hardware on 
a vertical door, versus a horizontal door, has 

resulted in more than a few errors, including 
incorrect closer and exit device placement among 
others. However, by designing and constructing 
various templates, that issue is becoming less and 
less common. Storage of projects has not been an 
issue thus far, but easily could be if we begin to 

We’ve determined this method is better suited 

as the wiring connections can be tested and 
corrected before the doors going to the jobsite. 

assessed before determining if a project is suited 

contractor will pay for stored materials. 

time order process. We have also found it far 

with existing conditions that may require more 

of existence, and we are still learning each 

reinventing the wheel. I hope and trust the reader 
understands that the above article represents the 
experience of one distributor located in a small, 

would not be the same for large distributors or 

It was my hope in sharing this brief history that 

which we will always happily accept. +



BY KEN 
BURKIMSHER Bringing the built environment from 

concept to reality takes planning, 
preparation, and thoughtful execution. 
Every company looks for competitive 
advantages within the markets they 
serve. Technology, and the uberization 
of our economy has changed the 
way we create, design, bid, build, 
and deliver successful projects. No 
doubt you have investigated, if not 
invested in, a software platform to 
run your business. Having a dynamic 
Enterprise Resource Planning (ERP), 
Building Information Modeling (BIM), 
and detailing software is the answer to 

Many contract hardware distributors and 
integrators have visions of being the "biggest" 

to be product and thought leaders. Architects, 

promote sustainable, safe, secure, and 
aesthetically pleasing projects. These sentiments 

however, words alone rarely inspire people to 

The hard truth is software is only a tool. Without 
solid existing business processes and procedures, 

employees becoming dangerous with the new 
software. What's worse? Your most experienced 

should be an improvement. Is there a business 
case to do nothing?  

Change Itself
Some business improvement ideas are bad ideas. 
Some of them are wildly popular for a minute and 
then disappear, while others are truly good but 

The reason many of your older colleagues aren’t 
immediately excited about learning new software 

of the past. 

Some business improvement ideas are good 

the point. Every business is constantly trying 

which ones to exchange for a new and better 
way. But without a doubt, ERP, BIM, and 
detailing software are already becoming industry 
standards. Change has been happening your 
entire career, and it will continue to happen. 
Preparing and planning for it, as opposed to 

Why Software Alone 
is Never the Answer
Software has accelerated the rate at which we do 
everything except for the rate at which we develop 

substitute for practice. You will get better at your 
career slowly and over time because that is the 

more, do more, feel and be better. 

As an employer, you recognize that the education 
of your team plays an essential role in the 
growth of your business. DHI education is 

The Hard 
Truth 
 about 
   Software
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they’re not just learning the software. 
A successful implementation teaches 
in a meaningful way, and that means 
integrating your processes and 
procedures with the new software. 

The Value Proposition

loss statement, glossing over more 
subjective, psychological issues 
at hand. In fact, many software 

general manager doesn’t want double 

the implementation, how can you 

with you?  Aren't you the experts? 

Successful software implementation 
requires more than the resources to 
support it. It will require a culture 
in which your management provides 
cover from above and the people on the 

our employees not simply for their hands 
to do our labor, but to inspire their 
cooperation, their trust, and their loyalty 
so that they will commit to the cause. 

of your company will not come from 
your products or services but from how 
well your people pull together. Every 
member of your team should play a 
role in implementing new software, 
and it is the leader’s role to ensure that 
they do. Whether you’re in a leadership 
role or not, the question is, how 

and procedures?  

The price you pay for a perception of 
stability comes at its own cost. Stress 
and anxiety during implementation 

to roll it out, and more to do with 

not the demands of the new tool that 
cause the most stress, but the degree 
of control an employee feels they 
have throughout implementation. Put 
simply: less control, more stress. 

There is no business incentive to do 

things alone, especially implementing 
new business software. Together 
is better. You need your team, and 
you might want to consider hiring a 

business, a software implementation 
will push you over the edge.

members who are your business 
subject matter experts. These need 
to be people that have product and 

the more your software provider will 

become and, as a result, the more rigid 
your business becomes. And when 
that happens, eventually everyone 
loses. The strength of your company 
culture, and not its size or resources, 
determines its ability to adapt to the 
times, overcome adversity and pioneer 
innovations.

Conclusion
Technology has changed our world of 

and experience. And as scary as 
this may be for employees trying to 
stay ahead, it’s equally disruptive 
for employers who must try to hire 

How can organizations build business 
models around technology and 
software platforms at the expense of 
continuous learning and individual 
mobility, and foster a growth mindset 
in every employee, year after year? 

execute their peers. +

older, and often more experienced 
employees, have proven methodologies 

Knowledge and 
Depth of Expertise
Let's assume you can't close your 
doors for a year, and retrain everyone 

software. After all, you have customers 
that depend on you, and every 

expertise to bring the implementation 
of new software to life. Going live 
is the result of months of data 

development of your Key User Group, 
and eventually your team. That’s what 

KEN BURKIMSHER
is a thought leader and 
educator who helps 
people understand how 
to simplify the complex. 
Burkimsher's Business 
Reimagined helps 
successful companies 
achieve positive, lasting 

change and behavior for the owner, their 
people, and their teams. Burkimsher can be 
reached at kburkimsher@bell.net.
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BY SANDRA MCMORRIS 

SIMPLIFY YOUR 
INSTALLATIONS

WITH A SYSTEM
Commercial door and hardware 
installation is not a game of tug of war, 
where the more people you add, the 
greater your chances of winning. When 
you need more output, adding more 
people to the mix is not always the 
answer. Often it becomes the problem. 

As a matter of fact, the more people 
you throw at door and hardware 
installation, the greater the chance  
of confusion.

organized scheme or a method. 
Developing a systematic way of 
installing doors and hardware will 
increase your output, decrease your 
stress and save you time without 
adding a busload of people who 

doing anyway. 

Developing a system requires you to 

business owner, have every incentive 

losing money when you’re not. Every 
minute counts, especially if you’re 

job done.

If you do not have a system, try the 
Centralized Installation Method (CIM). 
It’s guaranteed to shave considerable 

What is CIM?
With CIM, you install as much 
hardware on the doors as possible 
before you hang the doors.  

the jobsite. An empty room would be 
preferred. You then setup two, three, 
24, 42 or as many doors as you see 

you need to get done and how much 

Gather the hardware for the doors 

push plates and pull bars, panic 

stops—everything that is installed on 
the door. You then place the items as 
detailed in the hardware schedule for 
that particular door by that door.

All hardware will then be installed on 

to their openings.

It’s easier to install hardware on 
a stationary door than one that is 

speed things up on closer installation 

and consistent. Holding on to a 
swinging door and trying to accurately 
drill holes through it while balancing 
yourself four feet high on a ladder is 

for the holes is the same whether the 
door is swinging in the frame or placed 
securely in a holder on the ground. 
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CIM Gives Better Control  
of Work Force and Tools
If you have employees, then CIM 
will give you better control of your 

location. If you’re setup in a room, the 
doors are there, the hardware is there, 
the tools are there, you are there, and 
the answers are there—the employees 
have no reason to roam.

Tools are not scattered all over the 
jobsite. Sometimes tools “grow legs” and 

With this system, employees become a 
team and will no longer have to wonder 
what needs to be done next. With the 
hardware lying by the door, they will 
see what needs to be done next. CIM 
is an organized, systematic way of 

you’re a one man show or if you have 

doors, hardware, tools and resources 
organized and in one place.

Better Trash Control with CIM
Empty boxes are not scattered 
throughout the jobsite. Trash is more 
manageable if the empty boxes are in 
one location. This is a timesaver for 
the installer since he is responsible for 
cleanup of all debris associated with 

tell the contractor that those empty 
hinge boxes littered in the hallway are 
not yours if you’re the door installer.

shipped in a large box or case. You 

four boxes of door closers in a case, or 

When you install hardware in a 
centralized location, you simply place 

ORG
ANIZATION

�

LOCATION

SET UP
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came from when you’re done. With 
CIM, cleanup becomes a breeze since 

CIM Reduces Time 
Spent at the Opening

jobsite are constantly going from one 
room to another and doors are what 
separates them. Without fail, it seems 

to come through that particular door at 

stop what you’re doing and let them 
pass through, each time you stop is 
time lost. 

If you reduce the time spent at the 
opening, you also reduce the chance 

the door when you hang it, the only 
installation time spent at the opening 
will be time attaching a closer arm to 

stop and door silencers. 

CIM Can be Used Off-site Too 
There are some commercial door and 
hardware suppliers with projects where 
they are responsible for the installation 
too. They’re installing the hardware 
on the doors before they deliver them 
to the jobsite. It’s all done right there 
at their facility. All doors are ready to 
hang, complete with hardware, when 
they hit the jobsite!

There will be situations where the 
Centralized Installation Method is not 

all hardware before you hang the door, 
there are still some methods you can 

Again, whether the doors are 

recommended you layout and drill all 
holes for the door closer before the door 

when drilling in metal doors. It’s a huge 
timesaver to drill for closers on metal 

Drill closer holes while the door is down 
on the ground and then hang it. 

If you had to “swing” doors for painting 
and then return later to install the 
remaining hardware, consider focusing 
on installing only one type of hardware 
at a time. For example, if you have a 
hallway with 30 doors that are already 
swinging (hopefully you drilled for 
the door closers before you swung the 
doors), you might devote your time 
to just installing the door closers on 
those doors. After that, move to just 

same setup and detail as installing 
a removable mullion. Instead of 
bouncing from one piece of hardware 
to another, you’re focusing on one 
thing at a time and getting good at it 

employees. Everybody will not be 
good at everything. If one person is 

considerably. Also, when things go 

Set Goals

Regardless of which systematic way or 
method you use to complete the job, 

want to get accomplished. Before you 

complete within a particular timeframe 
and set your sights on getting it done. 

can even go one step further and plan 
how much you will complete before 
lunchtime on a certain day.

“How many 
people do you have?” When it comes 
to commercial door and hardware 
installations, it’s not the number of 
people you have that matters. It’s how 

+

SANDRA MCMORRIS is President of 
Just Door Toolz. She can be reached at 
sandra225@mac.com.

GATHER 

ATTACH

INSTALL

GATHER

FEBRUARY 2018   DOOR SECURITY + SAFETY 30



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 

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

Door Security + Safety Professionals Know  This All Too Well!

OPENING THE DOOR
TO SCHOOL SAFETY
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!



COMMENTARY

BRIAN PERLBERG

The Key to 

Construction 
Projects is 
Collaborative 
Contracts
According to the United States Bureau 
of Labor Statistics, the architecture, 
engineering and construction (AEC) 
industry is the only industry that has 

 
since 1964.
Albert Einstein said that doing the same thing repeatedly and 

The way we traditionally contract, design and interact in the 

The AEC industry is one of the most important drivers 
of current and future success of the U.S. economy. It’s a 
homegrown industry and probably still the best way for 
someone to start their own business. Construction jobs have 

foundation we need for future success. But, if we don’t get 
out of the old ways of doing things we will lose a golden 
opportunity.

CREATING CHANGE 
The AEC industry is fragmented and slow moving. The 
legal industry, which drives the structural relationships 
in construction contracts, is even slower to change. The 
combination has us stuck in the morass of contractual silos 
that create confrontation. Some wear this as a badge of honor. 
They follow a similar pathway that has been around for over a 
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hundred years and have a mountain of 
case law dissecting the corpses of dead 
projects gone wrong interpreting this 
approach. A siloed approach is done in 
the name of protecting one party over 
another. But the studies demonstrate 
that this leads to busted schedules and 
costly overruns, followed by claims 
and litigation. Success in today’s 
world requires communication and 
collaboration; fortunately, things are 
changing. However, they’re changing 
too slowly.

A better foundation to build requires 
three things: trust, collaboration and 
innovation.

Fueled by a combination of frustration 
with current results, a desire to improve 
and a technological revolution, the 
industry is trying new things. The 
most expensive and complicated 
construction per square foot, the 
hospital market, has been a market 
leader for change. The change comes 
from searching for a better way of doing 
things. And that better way is through 
collaborating… really collaborating.

IMPROVING THE FOUNDATION
A better foundation to build requires 
three things: trust, collaboration and 
innovation. If you don’t have trust, you 
don’t have anything. To build trust 
you need to be understood and act in 
accordance to what you’ve agreed to in 
letter and spirit. You can’t say “general 

The words that bind you matter, so use 
them wisely. Good legal writing is simply 

good writing. Don’t try to address all 
contingencies up front; you are more 
likely to muddy the water. Vague and 
broad responsibilities that place all the 
risk on parties that are not able to control 
or mitigate the risk is the antithesis to 
trust. Ambiguities will naturally arise. 
Don’t hide in your turtle shell when they 
do. Communicate constructively and 
avoid the blame game.

The common thread of failed projects 
is a lack of communication. Parties in 
a construction project often meet as 
strangers and leave as enemies. That’s 
not a recipe for repeat business. 

Traditionally, contract structures 
funnel all information and most 
decisions to the architect. A better 
approach is to encourage parties to 
communicate directly and positively. 

most familiar with the information 
can be transformational. Creating a 
communication structure in which 
parties must talk to one another about 
timely issues before claims become 
intractable leads to less litigation. Early 
involvement by builders incorporates a 
practical constructability analysis that 
enhances overall project value. A race 
to the bottom to slash an impractical 
budget that becomes bloated with what 
might be labeling value-engineering 
(but is anything but) should be avoided.

THE KEY IS INNOVATION 
Innovation is what is really driving a 
great opportunity to change. There 
has never been a time when there 

was a greater incentive to build more 

safer and more valuable to the end-
user when you maximize the impact of 
technology. To deploy these technology 
tools, it is necessary to build better 
teams early. Treat a project as an 

each step of the way, rather than to 
simply avoid the blame game. Then, 
and only then, can you yield the most 
out of the today’s wave of incredibly 
powerful and time-saving construction 
technology devices. Today, the 
technology has arrived, is proven and is 
very powerful. 

To build a better way, you must 
try something new. Structure your 
next project to truly collaborate by 

timely information and embracing the 
maximum power of technology. Don’t 
just pull out the same contract from 
the drawer and sign it without thought. 
Use the contract as opportunity to 
memorialize a business relationship that 
gets better results. +

BRIAN PERLBERG 
is AGC Senior 
Counsel and 
Executive Director 
of ConsensusDocs. 
This article was 
originally published 
in Mediaplanet’s 
Construction in 
America Campaign. 
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ACHIEVEMENTS

Congratulations!
The following door security + safety 
professionals have received credentials, 

September 2017:

+

DOOR + HARDWARE TECHNICIAN (DHT)
The Level Two DHT is earned by demonstrating the competence to provide product and code 
application, detailing, estimating, and project management skills on projects with an intermediate level  
of complexity of occupancy type. 

Steve Adams, DHT

Miras Nismi Athem Lebbe, DHT

Robert A. Cummings, DHT

Christian J. Derderian, DHT

Deane M. Fox, DHT

Ryan M. Locke, DHT

Aravind Chockalingham 
Manohar, DHT

Bob L. Robertson, DHT

Neil Schoenherr, DHT

Cory Shea Trimble, DHT

Patrick Wood, DHT

+

FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (FDAI)

advocacy. Students are provided with door, frame and hardware product and application knowledge. 

Ibrahim A. AlQasrawi, FDAI

Sergio Argueta, FDAI

Benjamin R. Austin, AHC, FDAI

Chay Chandler, FDAI

Arthur E. Clement, III, FDAI

Hal Cohen, FDAI

Denise M. Conine, AHC, FDAI, CRL

James A. Cornell, FDAI

John R. Depotter, Jr., FDAI

Thomas G. Dugger, FDAI

Steve R. Hambright, FDAI

Sean King, FDAI

Ernest G. Knoblock, FDAI

Haley Ladd, FDAI

Nathan Lane, FDAI

Joey Mares, FDAI

Daniel R. Marx, AHC, FDAI

Thompson Miller, FDAI

Richard S. Patrick, FDAI

Robert Marius Paunescu, FDAI

Mark Pekoc, FDAI

Monica L. Pokrywka, FDAI

Eric Rona, FDAI

Neil Schutte, FDAI

Robert A. Thompson, FDAI

Devan Walter, FDAI

Curt Weller, FDAI

Wayne Williams, FDAI

Thomas M. Wright, FDAI

ARCHITECTURAL HARDWARE CONSULTANT (AHC)

Benjamin R. Austin, AHC, FDAI 
Kelley Bros.

Marsil Dawood Bakhoom, AHC  
France Metal Steel Doors  
& Frames

Angela Brumbaugh, AHC  
Kendell Doors and Hardware

Amy Dalsing, AHC  
Walsh Door & Hardware Co.

Christina M. Duffek, AHC 
Block Iron & Supply Company, Inc.

Godofredo P. Famy, AHC  
Upper Canada Specialty 
Hardware Limited

Todd Gregory, AHC  
LaForce Inc. 

Brandy L. Littrell, AHC  
The Atlas Companies

Matthew Ng, AHC  
Shanahan’s Limited Partnership

Virgil Stutts, DHT, AHC  
Hull Supply Co., Inc.

Ernesto Villanueva, Jr., AHC,  
ISI Detention Contracting Group, Inc.

FDAI
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

applications. Recipients have completed two online, self-paced classes and passed the exams.

Joey Aceto

Firas N. Akkad

Tim David 
Alderson

Evaline Alvarez

Kevin Aronis

James M. 
Backensto

Farah Baig

Jill Barberi

Brian Bayley

Luis Bugarin

Jim Butler

Don A. Cahlin

Matt Campos

Pete J. Cassarly

Ryan Combs

Rafael Cuevas

Trevor A. Dawson

Maria Diaz

Michael Dinardo

Dan Dorman

Karen Figueroa

Pablo Galvan

Indira Gatewood

Bob Gelushia

Ed Gilchrist

Tim Goodrich

Brian David 
Harless

David James 
Harris

Juston Henninger

Christian Herb

Benjamin John 
Hilfrank

Brent J. Hodapp

Carrie Hunt

Vasanth Iynkaran

Darryl D. Jenkins

Jay Jeske

Chad E. Johnson

Matt Johnson

Clark Jones

Derek Jorgensen

Jim Kavalec

Michael Kelly

Kyle Kenyon

Jonathan Kolosso

Dustin LaButte

Kevin Andrew 
Lach

Gregory J. Lang

David Lanham

Isaac Leblanc

Jessica Lewis

Javier Lopez

Zach Loss

Heath Carter 
Lowman

Kevin Maas

Chris Manna

Lisa Marlow

Todd Martin

Dustin McClary

Bryan McMakin

Steve Meals

Demetre Lee 
Menjares

Todd Mickelson

Talapula Khaja 
Moinuddin

Sagar NV

Teena Otto

Nicole Palmer

Gregory Paoli

Westley Pelton

Haley Pennington

Andres Perez, II

Garrett Perry

Daniel Posadas

Alex Post

Raymond Powell

Diana M. Puello

Antara Rao

Ken Ratcil

Doug L. Reade

Robert Rizzo

Thomas A. Robb

Kelley Rutherford

Sruthi S

Tony Siemons

Tyler Sitland

Anthony 
Startzman

Adam Stolch

Sherretha 
Summerford

Dave M. Taschuk

Sean Alexander 
Telford

Bhavin B. 
Thaivalappil

Paul Thiel

Lauren Thompson

Cory Shea 
Trimble, DHT

Alan Truenow

Matthew 
Underwood

Gabriel Villanueva

Bryan J. Ward

Larry Whitt

Travis 
Worthington

John Zylema

For more information on DHI education, 

contact education@dhi.org.
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Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



T  hank You to Our Premier Contributors!
PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Allmar, Inc.
Contract Hardware, Inc.
Spalding Hardware Systems
The Hallgren Company

SALES AGENCIES/
CONSULTANTS ($2,500)
Door + Hardware Consultants, Inc.     

INDIVIDUAL ($1,000+)
Hager, Johnston
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., CAE
Lopatka, Don M., AHC, FDAI
Maas, Robert D., FDHI
Petersen, Tim, LEED AP
Wacik, Laura A., AHC, FDAI, FDHI
Walsh, Martin J.

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

DISTRIBUTOR ($2,500)
Central Indiana Hardware Co., Inc. 
Cleveland Vicon Company, Inc.
H & G/Schultz Door
Kelley Bros.
LIF Industries, Long Island Fire Proof Door, Inc.
Midwest Wholesale Hardware
Mulhaupt's, Inc.
Negwer Door Systems
OKEE Industries, Inc.
Security Lock Distributors
Walters & Wolf Interiors
William S. Trimble Co., Inc.

SALES AGENCIES/
CONSULTANTS ($1,000)
D.L. Neuner Co., Inc.

INDIVIDUAL ($500)
Clancy, Michael B.
Dupuis, David R., AHC, FDAI, FDHI
Flowers, Susan P., DAHC/CDC,FDAI, FDHI
Frazier, Neal, AHC/CDC, FDHI
Hummel, Charles R., FDHI
McClendon, Don E., AHC, FDAI
Mullins, Charles W., DAHC
Parrish, Brian J., AHC/EHC
Poe, Gregory S., AHC
Pulliam, Jason
Russenberger, James A., DAHC, FDHI

SILVER LEVEL
MANUFACTURER ($5,000)
Comsense, Inc.
National Guard Products, Inc.

DISTRIBUTOR ($1,000)
Anderson Lock Co., Ltd.
Architectural Door & Hardware of New York
Butler Doors, Inc.
Mid Central Door
Mills & Nebraska
Montgomery Hardware Company
S. A. Morman and Company
Seeley Brothers
Special Projects Group, Inc.
USA Wood Door, Inc.
Walsh Door & Security
Yates and Felts, Inc.

SALES AGENCIES/
CONSULTANTS ($500)
Architectural Resources, Inc.
Baines Builders Products, Inc.
Donald A Loss Associates
R. E. Edwards and Associates, Inc.
Smoot Associates, Inc.

INDIVIDUAL ($250)
Barnhard, Richard J., DAHC/CDC, FDHI
Hahn, Harold K., AHC
Hildebrand, Stephen R., FDHI
Hooker, Russell, DHT, AOC, FDAI
Hornyak, Stephen T., DAHC,FDAI, FDHI, CDT
Liddell, Rick, FDHI
Ray, Mel L.
Smith, Kamela H., AHC
Swanson, Jonathan C., DHT, AHC
Wacik, Laura A., AHC, FDAI, FDHI

BRONZE LEVEL
MANUFACTURER ($2,500)
Securitech Group, Inc.

DISTRIBUTOR ($500)
Architectural Sales, Division of Lensing Wholesale, Inc.
Baylor Commercial Door and Hardware
Beacon Commercial Door & Lock
Boyle & Chase, Inc.
Builders Hardware and Specialty Company
Builders Supply, Inc.
J & L Metal Doors, Inc.
Washington Architectural Hardware Co.

SALES AGENTS/
CONSULTANTS ($250)
Architectural Resources, Inc.

INDIVIDUAL ($100)
Boardman, Raymond K., AHC
Callahan, Stacey M.
Calvillo, Joseph
Chillino, Robert, FDAI
Chin, Thomas
De La Fontaine, Richard, AHC/CDC, FDAI, CCPR
Frye, Laura Jean, AHC,FDAI, CSI, CCS
Jackson, Paul W., DAHC
Lecours, Roger, AHC/CDC
Li, JinLing
Reilly, Timothy A., AHC
Rivas, Frank L., AHC, FDAI
Tock, Jeffery M., AHC

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
Accurate Lock and Hardware Co., LLC
Architectural Control Systems, Inc.
Concept Frames, Inc.
Door Controls International
Eggers Industries
HMF Express
Rocky Mountain Metals
SAFTI FIRST
Security Door Controls
Steward Steel, Inc., Door Division
Western Integrated Materials

DISTRIBUTOR (up to $500)
3SECorp
Allegheny Millwork-Commercial Door Division
GJ Builders Hardware, Inc.
JJAS Door Installations, Inc.
Norwood Hardware and Supply Company

SALES AGENCIES/
CONSULTANTS (up to $250)
Leon Specialty, Inc.
Pacific Architectural Marketing

INDIVIDUAL (<$100)
Callahan, Stacey M.
Charette, Brian J., AHC
Cusick, William R.
Cusick-Rindone, Kendall L., CSI, CCPR
Dial, Randy S.
Molina, Chuck J., CCD
Pekoc, Thomas A., AHC, CDT, CSI
Pratt, Edward
Saltmarsh, David, FDAI
Seigfreid, Jean
Weaver, Rodney W., AHC, FDAI, CAI, CFDI
Windfeldt, John M.

AFFILIATED ORGANIZATIONS 
($5,000)
Steel Door Institute

(up to $2,000)
DHI Arizona Chapter
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI New York Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
DHI Tri State Chapter 

(up to $500)
Downs Safe and Lock Co., Inc.



PRODUCT SPOTLIGHT

E

D

C

A

B

A TS93 GSR CAM & ROLLER CLOSER/
COORDINATOR SYSTEM
The dormakaba TS93 GSR closer/coordinator 

sequential closing for door pairs with astragals or 
exit devices. The cam & roller design maximizes 
ease-of-opening and maintains more energy than 

the best choice for an ADA compliant door 
that will latch under stack pressures and other 
environmental conditions

www.dormakaba.us 

B VARIANT ADJUSTABLE 
CONCEALED HINGE SYSTEMS
The VARIANT series by SIMONSWERK offers three-
way adjustable hinges for high frequency institutional, 
commercial and industrial applications such as 

This European proven concept of door adjustability 

North American marketplace. 

www.simonswerk-usa.com

C AKRONLINE—A MORE PROFITABLE TOOL
Akron Hardware is focused on making Akronline 
the best online tool to locate product, check price, 
and purchase door hardware. The updates we’ve 
made to Akronline make it a more useful and 

www.akronhardware.com 

D PREMIUM PRODUCT MIX
Security Lock Distributors is proud of our premium 
product mix that includes brands from Allegion, 
ASSA ABLOY and Dormakaba.  Our core stocking 
principles have been applied to these brands 

lengths, voltages and electronic options in stock 
and in depth. 

www.seclock.com 

E SECLOCK.COM – THE INDUSTRY’S 
MOST COMPREHENSIVE WEBSITE
Have you tried seclock.com? Built to use on mobile 
or desktop, visit Security Lock Distributors online 
at the only website the door hardware industry 
needs. Experience real-time inventory and pricing. 

tool. 

www.seclock.com 
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To be included in this special advertising section, 
contact Molly Long at mlong@dhi.org.

F

The new Product Spotlight section is now available every month 
as a value-added opportunity exclusively for advertisers, doubling 
your exposure! The higher your ad frequency, the more Spotlights 
to showcase your products. 

To learn more about how to double your exposure, 
contact Molly at mlong@dhi.org or go to www.dhi.org/magazine.

Our readers want to learn more about your products!
From our 2017 Reader Survey:
57% of readers contact the advertiser for more information
47% specify or purchase an advertised product.

NEW IN 2018–PRODUCT SPOTLIGHT 
DOUBLE YOUR EXPOSURE EVERY MONTH!

F TOWNSTEEL GUARDIAN SERIES
 (KEYPAD/RFID) 
Smart Interconnect Lock offers double-locking 
feature and single motion movement to lock 
or unlock the lock. It provides programmable 
locking mechanism and is a special design for 
multi-housing entry unit. Easy programming 
and easy installation. For more information, 
please call 1-877-858-0888. 

www.townsteel.com 

G TOP NOTCH ANNOUNCES EXPANDED 
PARTNERSHIP WITH ASSA ABLOY
We are proud to announce an expanded 
partnership between Top Notch Distributors/
Boyle & Chase and ASSA ABLOY that will allow 
customers to purchase premier ASSA ABLOY 
brands directly from us. This will allow you to 
receive the quality of Corbin Russwin, Medeco 
(coming soon), Sargent and Yale Commercial 
products along with Top Notch’s renowned 
service.
www.topnotchinc.com

G
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DECODED

MANY CODES AND STANDARDS ARE UPDATED ON A THREE-
YEAR CYCLE AND THEN ADOPTED BY THE JURISDICTIONS AT A 
LATER DATE; THIS MAKES IT DIFFICULT TO KEEP UP WITH WHICH 
REQUIREMENTS APPLY TO A PARTICULAR PROJECT AT A SPECIFIC 
POINT IN TIME. STAYING CURRENT ON THE CODES IS FURTHER 
COMPLICATED BY THE FACT THAT THERE ARE DOZENS (HUNDREDS?) 
OF CODES AND STANDARDS THAT MAY INCLUDE SOMETHING 
RELATED TO DOORS AND HARDWARE. IT’S EVEN MORE CONFUSING 
WHEN ADOPTED CODES AND REFERENCED STANDARDS CONTAIN 
INCONSISTENT REQUIREMENTS, TYPICALLY WITH ONE SET MORE 
STRINGENT THAN THE OTHER.

NFPA 70 – National Electrical Code 
(NEC) has been adopted by most U.S. 
states, and includes requirements for 

on certain rooms housing electrical 
equipment; the voltage and amperage 
thresholds that determine which rooms 
require panic hardware were changed 
in the 2017 edition of this code. The 
International Building Code (IBC) also 
includes a paragraph addressing panic 
hardware on electrical rooms, but since 
the NFPA 70 requirements are more 
restrictive, these doors must typically 
comply with the NEC. It’s important to 
know which edition of the NEC applies 
to the project in question, as the panic-
hardware requirements have changed 
several times over the last 15 years.

The 2002 edition of NFPA 70 was the 

for some electrical rooms to have doors 
that open in the direction of egress 
and to be “equipped with panic bars, 
pressure plates, or other devices that are 
normally latched but open under simple 
pressure.” This change was motivated 
by injuries and even fatalities caused 
by accidents within rooms housing 
electrical equipment, which left the 
technicians unable to open the door to 
escape.

The original terminology used to 
describe the hardware for some 

electrical room doors was not 

would typically be an operation in 
the direction of egress to release the 
latch, rather than turning a knob or 

latch or paddle-type release could be 
considered devices that are normally 
latched but open under simple 
pressure, but because the words “panic 

interpreted the requirement to mandate 
panic hardware.

The 2002 edition (Article 110) requires 
hardware that operates with simple 
pressure for rooms housing equipment 
with more than 1200 amperes (amps) 
or more than 600 volts, and for 
transformer vaults. In the 2005 edition, 
a slight change was made with regard to 
room size requirements, and the 2008 
edition added language that would 
require this hardware if the door was 
within 25 feet of the nearest edge of 
the required working space around the 
electrical equipment. The 2011 edition 

vaults, including a requirement for a 

same description of the hardware – 
panic bars, pressure plates, or other 
devices that are normally latched but 
open under simple pressure.

PANIC HARDWARE REQUIREMENTS FOR 
ROOMS HOUSING ELECTRICAL EQUIPMENT

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

PHOTOS COURTESY OF NATHAN BURKHARDT 
OF OPENING TECHNOLOGIES

This is an update to a previous article because 
the 2017 NEC has changed the requirements 
for panic hardware on electrical rooms. 
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In the 2014 edition of the NEC, several 
sections were changed to require 

devices that open under simple 
pressure. Listed panic hardware is listed 
to UL 305 – Standard for Panic Hardware.

This edition also changed the voltage 
and amperage limits which mandate 
panic hardware on rooms housing such 
equipment. Personnel doors within 25 
feet of the working space and intended 
for entrance and egress are required 
by the 2014 edition of NFPA 70 to have 
listed panic hardware:

+ where equipment is 800 amps or 
more and contains overcurrent 
devices, switching devices, or 
control devices [Section 110.26 (C) 
(3)],

+ where equipment is 600 volts or 
more [Section 110.33 (A) (3)], and

+ on doors serving battery rooms 
[Section 480.9 (E)].

The sections of the 2014 edition that 
address electrical vaults [Section 
110.31 (A)], transformer vaults [Section 
450.43 (C)], and modular data centers 
(Section 646.19) still included the vague 
language: “Personnel doors shall swing 
out and be equipped with panic bars, 
pressure plates, or other devices that are 
normally latched but that open under 
simple pressure.”  

The 2017 edition of NFPA 70 has 
changed these requirements once 
again. In jurisdictions where the 2017 
edition has been adopted, personnel 
doors intended for entrance/egress, 
less than 25 feet from the nearest 
edge of the working space, must be 
outswinging and equipped with listed 
panic hardware when serving the 
following rooms:

+ Rooms housing equipment of 
1000 volts, nominal, or less, with 
equipment rated 800 amps or more 
that contains overcurrent devices, 
switching devices, or control devices 
[Section 110.26 (C) (3)]

+ Rooms housing equipment of more 
than 1000 volts, nominal [Section 
110.33 (A) (3)]*

+ Transformer Vaults [Section 450.43 
(C)]*

+ Battery Rooms [Section 480.10 (E)]

+ Energy Storage Systems (ESS Rooms) 
[Section 706.10 (D)]

* These doors must also be equipped 
with locking hardware and kept locked 
on the outside, allowing access only to 

110.31 (A) (4), transformer vaults – 
Section 450.43 (C)].

Section 646.19 addresses personnel 
doors serving modular data centers. 
If the equipment is more than six feet 
wide or six feet deep, there must be a 
door at each end of the working space, 
providing entrance to and egress from 
the required working space. The door 
must be at least 24 inches wide and 78 
inches high, and must be outswinging 
and equipped with panic bars, 
pressure plates, or other devices that 
are normally latched but open under 
simple pressure. Refer to the NEC for 
an exception that would allow one door 
instead of two if certain criteria are met.

To specify, supply, and/or install panic 
hardware on the proper doors, verify 
which edition of the National Electrical 
Code applies to the project, and then 

There are still a couple of FAQs which 
are not addressed by the NEC. One is 
whether panic hardware is required 
on one leaf of a pair of doors serving 
these rooms, or both leaves of the 
pair. Another question is in reference 

by code but may be used by the 
technician. I tend to go with panic 
hardware on both leaves of the pair 
and also on the extra doors to avoid 

Having Jurisdiction (AHJ) should be 
+
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REGISTRATION NOW OPEN FOR BOTH SCHOOLS

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!

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

HIGHLIGHTS: 
REGISTER AT WWW.DHI.ORG.

DHI SPRING TECHNICAL SCHOOL
APRIL 8–15, 2018 • LANSDOWNE, VA

SUN
4/8

MON
4/9

TUES
4/10

WED
4/11

THURS
4/12

FRI
4/13

SAT
4/14

SUN
4/15

COR125 COR160  COR117

COR147 AHC205 AHC200 

COR140 DAI600 DAI600  

Legacy Cert Exam Sessions AHC220 

COR153  AHC207

AHC215 

CDC300 CDC305 CDC310

COR133 EHC400  

EHC405 EHC410  EHC420 



“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

FUTURE TECHNICAL SCHOOLS

REGISTER AT WWW.DHICANADA.CA.
Education

Your Career, Our Commitment

DHI CANADA SPRING TECHNICAL SCHOOL
MAY 28–JUNE 2, 2018 • HOLIDAY INN MONTREAL AIRPORT HOTEL

MON
5/28

TUES
5/29

WED
5/30

THURS
5/31

FRI
6/1

SAT
6/2

COR117

EHC410 CDC305

COR133

COR153 COR125 

AHC215 

 AHC207

DAI600 COR160

EHC400 EHC405 



PROFIT IMPROVEMENT REPORT

44

REAL OPENINGS

A BOLTED EXIT

The exit device (it is painted over). 
Even harder to get to is the door—
it is blocked by an unused white 
table. 

B STEP RIGHT UP
Parking lots in my hometown 
(NYC-come visit) face unusual 
challenges. I’ve consulted on many 
code-compliant locking situations to 
provide exiting from the parking lot 
into corridors in the building— always 
a tricky problem. You generally don’t 
want these doors in the means of 
egress to provide free (unnoticed) 

building, yet the doors must provide 
emergency exiting. Similarly, you 
want to control your entry points 
into the garage. There are code-
compliant solutions using multiple 
security elements, but in no situation 
is the answer a slide-bolt across an 
exit door.

C GRILLED EXIT
Every retailer will tell you the grills 
are never down while there are 
people in the store. Yet, I was able 
to take the picture from inside. 
And to remind everyone of the 
importance of inspections, the red 

door has an inspection tag, while the 
blocked doorway does not.

FEBRUARY FLASHBACK  

Seeing Red

B

2014 issue. February is the month of Valentine’s Day with red 

international sign for danger, and we’ll use the color red as a 
theme through this month’s photos.

Red is also the color my face turns when I see doors blocked in 
such a brazen fashion.

A C
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D
D DISAPPEARING PATH 

I know how hard it is for a popular 
restaurant to accommodate all of the 
customers rushing in for dinner. You 

the diners in. But you need to watch the 
exit doors as you place your tables and 
chairs. On the way in to the restaurant, 
the space was clear. On the way out, the 
exit path was blocked. My apologies 
for the slightly fuzzy photo, but I didn’t 
want to disturb the diner. At least the 
museum quality cross bar panic device 
on the door was not canceled out by 
slide bolts or other locks.

E BAR EXIT
There are times when I have to stop my 
car, get out and photograph a door. 
This was one of those times. I did so 
at the risk of being late for a meeting, 
because I couldn’t believe my eyes. I 
could see a slide bolt visible over the 
exit device trim on the exterior side of 
the door. We certainly don’t see that too 
often!

I noticed the door was ajar, so I took a 
risk and opened it (that’s my hand you 
see). Sure enough, there was a slide bolt 
on the inside as well.

Now here’s the kicker. The reason the 
door and walls are red—this is a bar 

MARK BERGER is the President and 

Group, as well as DHI President-Elect 
and Chair of the Builders Hardware 
Manufacturers Association Codes 
& Government Affairs Committee. 

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.

The images shown here are 

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.

E
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COLUMN

46

REVENUE 
GROWTH HABIT

SNAPSHOTS IN REVENUE GROWTH

ALEX GOLDFAYN is the CEO of The 
Revenue Growth Consultancy. Visit 
his website at goldfayn.com or email 
him at alex@evangelistmktg.com. 

I WAS TALKING WITH MIKE, THE HEAD OF SALES AND PURCHASING 
AT A LARGER COMPANY WHERE HE HANDLED BOTH ITEMS. HE TOLD 
ME A FASCINATING STORY: ONE OF HIS LARGE SUPPLIERS MADE A 
SERIOUS MISTAKE ON AN ORDER, AND MIKE (RIGHTFULLY) CAME 
DOWN HARD ON THE SUPPLIER. THEN, MIKE SAYS, HE NEVER HEARD 
FROM THE SUPPLIER AGAIN. 

 Me: How long ago was this? 

 Mike: Four years ago. 

 Me: How much business did you do 
with them? 

 Mike: About $4 million per year. 

 Me, shocked: How big was the 
company? 

 Mike: $20 million. 

At this point I have to pick my jaw up off 

 Me: But don’t you need the product? 

 Mike: It was great stuff; I wish I could 
still buy it now. 

 Me: So why don’t you just call him? 

 Mike: Nope, that’s not how it works. 
He needs to call. 

Wow. 

Let’s debrief. A salesperson was yelled 
at and never called again. He was afraid; 
he did not want to get yelled at again. 
So, he simply did not call again. Ever. 

The company lost $16 million in revenue 
in those four silent years. The owner 

the salesperson is out hundreds of 
thousands of dollars. Because he is too 
afraid to pick up the phone. 

Wrap your mind around this and also 
this: the customer would still buy, if only 
the salesperson would call. But he is not 
calling; therefore the customer is not 
buying. 

I led a client workshop (with around 50 
colleagues) and Chris shared his story: 

 Chris: I had this customer I wasn’t 
really clicking with, so I did what you 
advised me to do: just call and talk to 
her. 

 Me: Great, what how did it go? 

 Chris: I called her: “Hi Mary, it’s 

 Mary: Fine, what do you need? 

 Chris: Nothing, just calling to say 
hello. 

 Mary: What’s wrong?!

 Chris: Nothing at all, I was just 
thinking about you. How’s your 
family? 

 Mary: Really? Nobody has ever 

 Chris (talking to me now): We 
talked for 20 minutes. We caught up. 
We connected. Business never came 
up. 

 Me: Excellent. She bought more 
later, didn’t she? 

 Chris, smiling: Yep. 

 Me: When? 

 Chris: About two weeks later she 
called me and gave a lot more 
business. 

The business takes care of itself. 
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I was on the phone with a prospect, 
Mark, a President of a large distribution 
company. He relayed the following 
story:  “I got a call on my cell phone 
from a new CEO of one of my suppliers, 

Just like that. 

Me: Weren’t you annoyed somebody 
called you on your cell phone? 

Mark: No! We had a great 
conversation. It was great! 

Here are the common threads here: 

Our job is to communicate. The more 
we communicate, the more people 
buy. The less we communicate, the less 
people buy. Customers like it when we 
communicate. They appreciate it. 

We think everybody is calling our 
customers; but they are not. 

We think we will be bothering our 
customers; but we will not. 

We are helping them. They know it and 
they like it. 

Everybody likes to be helped. Help your 
customers. Communicate with your 
customers. 

They’ll thank you with their business. +

Hi Mary, 
it’s Chris. 
How are 
you?
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For our company, 

attendance at the 

convention has 

been a valuable 

experience. The 

education sessions 

allow us access to 

professionals that 

give us compact and 

relevant information 

that any distributor 

can use in their 

business. That’s 

why we participate 

every year.

�

  
— Jay M.

 1600+  ATTENDEES

 100+  EXHIBITORS

 35+  EDUCATIONAL SESSIONS

 40+  EXPERT SPEAKERS

�



IN PARTNERSHIP WITH  OWNED & PRODUCED BY

Connecting
Door Security +
Safety Professionals
MAY 9–11  |  BALTIMORE, MD

REGISTER NOW at dhiconnextions.com

SAVE UP TO $100 OFF  
ON-SITE PRICING ON AN ALL-ACCESS PASS!

HURRY, EXPIRES 3/25

BUILDING 
BETTER 
BUSINESSES  
ONE 
CONNEXTION  
AT A TIME



SHELF LIFE

SHOWING A LITTLE LOVE TO YOUR BEST CUSTOMERS IS A TIME-
HONORED TRADITION. WITH SO MANY CHALLENGING MOMENTS 
IN THE BUSINESS CYCLE, IT’S NICE TO GET AWAY FROM THE 
CONFRONTATION AND CONFLICT EVERY ONCE IN A WHILE. SOME 
MAY ARGUE THAT YOUR BEST CUSTOMERS, THE ONES THAT MAKE 
A POSITIVE CONTRIBUTION TO YOUR BOTTOM LINE, NEED TO BE 
RETAINED AND NURTURED AT ALL COSTS. BUT DO WE KNOW WHERE 
TO DRAW THE LINE? IS THERE A TIPPING POINT WHEN THE COST TO 
RETAIN EXCEEDS THE RETURN ON INVESTMENT?  

I recently spoke with a client about an 
event he was planning with one of his 
largest customers. He explained some 
of the thinking behind the selection 
of the customer, the purpose of the 
event and ultimately the activity. Let’s 
start with the fun stuff. The event was a 
driving school where participants had 
the opportunity to get professional 
instruction in a private setting. The 
decision to go with a driving school 
was part luck and a little bit of science. 
The luck came in the form of my client 
and the customer’s shared interest 
in motorsports. The science was 
suggesting an event that would produce 
a shared endorphin rush experience 
along with an opportunity for both 
companies to recognize opportunities 
for mutual prosperity. 

Before the event, the companies met 
for half a day to discuss where these 
shared opportunities could be realized. 
This meeting is a critical step to realizing 
the return on investment. It should not 
be a secondary thought to the fun side. 
It requires planning, strategic thought 
and perhaps a little outside help. This 
last point is where my client took this 
activity to a different level. To maximize 
this face-to-face opportunity, the client 
reached out to a marketing company 
for assistance. One of the key takeaways 
from this investment was how to talk 
about themselves. 

There is a natural tendency to want 
to pour through the history of the 
company and how it has expanded over 
time. Conventional wisdom suggests 
that history shows strength and stability. 
Unfortunately, an overemphasis on 
history tends to have a negative impact 

care that you are a third-generation 
family business with roots back to World 
War II. They don’t care that you started 
in a barn and now have 15 locations. 
What the customer cares about is what 
you can do for them right now. 

Taking cues from the professional 
counsel, my client crafted a meeting 
presentation that emphasized 
investment where they were aligned 
with the target customer. They talked 
about how such investments were 
geared toward helping the customer 

created a presentation where the 
customer was encouraged to speak 
about their goals and future direction. 
My client’s team was coached on active 
listening and the use of open-ended 
questions. Essentially, the marketing 
company taught them how to position 

manner. 

The customer was selected based on 
sheer size and perceived potential. 
Part of the thinking was to thank them 

ROMANCING THE CUSTOMER

JASON BADER is the managing partner 

specializes in helping distributors become 

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 distributwion companies. 
Contact him at Jason@Distributionteam.com. 

© iSTOCK  |  ELENABS
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for past business. The gross margin dollar contribution 

often recommend, but I am not naïve to the notion that big 
customers often get the big attention. When selecting the 
right customer for this type of event, I will generally suggest 

have written about several times and would be happy to share 

mid-size volume customer can do more for your bottom line 

surface; but if you take a moment to look at what occurred, 
the whole activity might be slightly brilliant. Over the course 
of my career, I have been on the receiving end of various 
forms of supplier appreciation. Rebates, spiffs and gift 
cards have always been a welcome gift. Edibles ranked 
a little higher than logo swag, but it was all appreciated. 
Unfortunately, these forms of customer appreciation did not 
form a lasting impression. The gifts that made the greatest 
impact, and a lasting memory, were those times involving a 
shared experience. 

Shared events are a great way to connect with a customer in 
a meaningful way. As I look back over my career, I remember 
events large and small. Furthermore, I remember who was 
there; the conversations that took place; and how I felt. In 
looking at the selection of a driving school, you can see how 
an adrenaline-laced event will make a lasting impression on 
all those who participated. Don’t get lazy and send them to a 
ball game; go with them. Create that opportunity for a shared 
experience.

Now that we have reviewed the warm and fuzzy part of the 
appreciation activity, it’s time for the wet blanket. Shared 
experiences cost money. It can be money well spent, but 
let’s not overlook the fact that customer appreciation takes a 
chunk out of the bottom line. Because we know there is a cost, 

responsible companies go into these activities with a goal for 
a return on that investment. 

Fortunately, understanding how to recoup this investment 
just requires a little math. The cost for one of these events is a 

you want to bring to the evaluation is an understanding of 

Next, determine the approximate cost of the appreciation 

percentage to determine how much additional revenue you 
need to cover the original cost. Here is an example. Let’s say 
that the proposed activity is going to cost $2,000. Your net 

$2000  ÷ .03 = $66,666
What the math is telling us is that we need to generate at least 
$66,000 more top line sales dollars from this customer, over 
the next 12 months, to break even on our investment. And, the 
air has left the room. This is a harsh reality for folks who love to 
entertain customers, but the math doesn’t lie. I am not saying 
that this should cause you to avoid investing in customer 
appreciation. I am simply asking you to set a goal for the 
return on investment. 

The reality is you are going to romance customers regardless 
of the cost. It’s in your nature, and there are several non-

to quantify, but they are real nonetheless. Planning 
the investment in customers should involve a realistic 
selection process, respect for the cost and a purpose 
for the investment. If I can leave you with anything, don’t 
underestimate the power of that shared event. The quote 
in my wife’s email signature seems to bring this point to a 
meaningful close. “People will forget what you said, people 
will forget what you did, but people will never forget how you 

+  
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DHI’S LEGACY CERTIFICATIONS

throughout the door and hardware industry and within the 
architectural design community as hallmarks of technical 
expertise in all aspects of life safety and security involving 
doors and hardware, developed over the 75 years of its legacy.

These marks of excellence attest to the high principles of the 

provide sound technical advice and counsel to architects, contractors,  

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

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

DHI’S CREDENTIALS +  
CERTIFICATIONS GUIDE

AHC  Architectural Hardware Consultant
Established in 1940, the AHC—Architectural 
Hardware Consultant—has advanced 

and code application knowledge and expertise, 
with an intermediate level of knowledge of doors and frames, along 

and complex projects and existing facility renovations. They are 

hardware requirements for door openings in all types of public, 
commercial, industrial and institutional buildings. AHCs coordinate 
thousands of hardware products and options to ensure door openings 

requirements and that they function properly throughout the  
life of the building.

AOC  Architectural Opening Consultant
AOC—Architectural Opening Consultants—  
are individuals who have attained AHC, CDC 

mastered all facets of the commercial door and 
hardware industry and exemplify the highest standards of expertise 
and professionalism.

CDC 

Consultant—has advanced door and frame 
product and code application knowledge 

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

code requirements for all types of buildings.

EHC 

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

access control systems. They specialize in the coordination of 
architectural door openings with the increased security needs of 
public buildings in today’s society. EHCs are experts at interfacing 

 



DHI’S NEXT EVOLUTION  
CREDENTIALS +  
CERTIFICATIONS
The changing dynamics of the building construction environment, as well as the door and hardware industry, and the evolving needs  
of our members and stakeholders of the construction community, prompted the development of the next evolution of DHI’s credentials 

varying levels of knowledge and skills on all door, frame, hardware, and electronic access control products, at varying stages of one’s 
education, work experience, and career.

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

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

DHC  Door + Hardware Consultant

DHSC 

construction projects and existing facility renovations.

ACSC  Access Control System Consultant

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

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

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

+

+

+

For additional information, please contact  
DHI at 703.222.2010 or go to www.dhi.org.



PROFIT IMPROVEMENT REPORT

HOURS OF 
DEDICATED 

CHANNELEXCHANGE
 TIME TO STRATEGIZE 

WITH YOUR 
CHANNEL PARTNERS

IMPACT

CONFIRMED 
CHANNELEXCHANGE 
MEETINGS AT 2013 
EXECUTIVE SUMMIT

REGISTER TODAY TO EVOLVE 
YOUR TEAM THROUGH 
STRATEGIC EDUCATION 
AND DISCUSSIONS LED BY 
DYNAMIC EXPERTS.

10
CONTENT-RICH 
EDUCATION 
SESSIONS FOR 
EXECUTIVE 
AND MID-LEVEL 
MANAGERS

MAXIMUM NUMBER 
OF MANUFACTURER 

PARTICIPANTS, 
ASSURING 

QUALITY 
NETWORKING 
TIME ON-SITE

OVER 

70% 
OF SUMMIT SURVEY 

RESPONDENTS RANKED 
DISTRIBUTION 

CHANNEL ISSUES 
EDUCATION 

AS A VALUABLE 
REASON TO ATTEND

80% 
OF SUMMIT 
SURVEY 
RESPONDENTS 
FELT 
WORKFORCE 
DEVELOPMENT 
EDUCATION 
WAS A STRONG 
REASON TO 
ATTEND

20 

8 
OVER 150

AVERAGE DAILY TEMPERATURE IN TAMPA
IN LATE FEBRUARY\EARLY MARCH64O

GO TO 
DHISUMMIT.ORG
TO REGISTER AND 
BOOK HOUSING. 
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ADVERTISE IN DOOR SECURITY + SAFETY 55
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OPENING THE DOOR TO SCHOOL SAFETY 31

AD INDEX
FEBRUARY 2018    
INSTALLATION/TROUBLESHOOTING/HOW-TO

1. Targeted Readership — all of whom are involved in the non-residential
doors, hardware and security industry

2. Exclusive Communications Vehicle into the distribution channel 
of our industry

3. Readers Take Action — 96% of our readers respond to an advertisement
*2017 Readership Survey

DON’T MISS OUT ON THESE UPCOMING ISSUES:
April:  
Codes, Product  Standards 

  
Product Focus:  
High Security Hardware/
Washroom Accessories  
& Partitions
Deadline: Feb. 15

May:  
Educational Institutions  
Product Focus:  
Mechanical Locking Devices  
& Systems/Key Systems
Deadline: Mar. 15

June:
Wood and Custom  
Doors/Sustainability
Product Focus: 
Sliding/Folding Door 
Hardware Moveable  
Partitions
Deadline: April 19

THREE GREAT 
REASONS
TO INCLUDE DOOR SECURITY + 
SAFETY MAGAZINE IN YOUR  
MARKETING PLAN THIS YEAR:

Contact Molly Long: 
 mlong@dhi.org • 703.766.7014 • www.dhi.org/advertising

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: Careers@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 35 locations in 17 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 qualified candidates.

DH Pace Products:
Entry Door Systems, Locksmith Services, Access Control, Surveillance 
Systems, Intrusion Alarm, Automatic Doors, Commercial Garage Doors, 
Industrial Doors, Loading Dock Equipment, and Specialty Products.  

Services: 
Installation, Maintenance, Repair, Consulting, Training and Compliance.   

Over 35 Locations in 17 States:
 Arizona  Colorado  Florida  Georgia  Illinois  Iowa  Kansas  Missouri 
 Nebraska  Nevada  New Mexico North Carolina  Oklahoma  South 

Carolina  Tennessee  Texas  Washington

 90 Years in Business  Privately Owned
 Sales Over $400 Million  Steady Growth

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities
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SOCIAL 
ENTER/ACTION

WELCOME TO SOCIAL ENTER/ACTION, A COLUMN ON HOW YOU CAN 
GROW YOUR BUSINESS AND YOUR PROFESSIONAL RELATIONSHIPS 
BY LEVERAGING THE POWER OF SOCIAL MEDIA. WE WOULD LOVE TO 
HEAR FROM READERS ABOUT YOUR SOCIAL MEDIA EXPERIENCES, 
SUCCESSES AND TIPS. EMAIL MANAGING EDITOR DENISE GABLE AT 
DGABLE@DHI.ORG.

Keeping up with industry news has never been easier. You no longer have to wait 
for a monthly magazine or surf multiple websites just to see if there is anything new. 

LinkedIn, and Facebook.

We’ve compiled the following list to make it simple for you to jump right in. Feel free 
to share other organizations not included on DHI’s social media pages. +

INDUSTRY ASSOCIATIONS
American Institute of 
Architects (AIA)

American Society for 
Healthcare Engineering 
(ASHE)

American Society of 
Industrial Security (ASIS)

American Society of 
Interior Designers (ASID)

Associated General 
Contractors of America 
(AGC)

Associated Locksmiths of 
America (ALOA)

Builders Hardware 
Manufacturers 
Association (BHMA)

Building Owners and 
Managers Association 
(BOMA)

Construction 

(CSI)

International 
Accreditation Service 
(IAS)

International Code 
Council (ICC)

International Facility 
Management Association 
(IFMA)

International Interior 
Design Association (IIDA)

National Facilities 
Management Technology 
(NFMT)

National Fire Protection 
Association (NFPA)

National Institute of 
Building Sciences 
(NIBS)

Security Industry 
Association (SIA)

Steel Door Institute 
(SDI)

FOLLOW YOUR INDUSTRY’S 
INFLUENCERS

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

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

From conference rooms to storerooms - 
Dexter Commercial Hardware provides 
competitive solutions for locks, exits, and 
closers.  With over 200 SKU’s of Grade 1 
and Grade 2 products, Dexter is your trusted 
brand for basic, cost conscience jobs.

From our unmatched customer service to 
same day shipping - Akron Hardware is your 
most trusted source when you need Dexter 
products in a hurry!  Call today, and see how 
Akron Hardware and Dexter provide Powerful 
Solutions that help you to be more profi table.

800-321-9602
www.akronhardware.comFree FedEX Ground on all online orders

Akron Hardware carries the 
full line of Dexter products,

along with other fi ne hardware 
brands from Allegion.

C2000 in 605



C O N F I D E N C E

YOU’RE NOT ALONE

BEST-IN-CLASS 
TECHNICAL 
SUPPORT

ON-TIME 
DELIVERY

UNMATCHED 
INVENTORY

STATE-OF-THE-ART 
WEBSITE

SECLOCK 
ON-SITE®

EXPAND YOUR 
BRAND WITH 
OUR DROP SHIP 
PROGRAM

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

Master Distributor of ASSA ABLOY Commercial Door Hardware Brands.

WWW.SECLOCK.COM
800-847-5625


