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COLUMNIN TOUCH

HAPPY NEW YEAR!  THIS MONTH IS A PERFECT TIME TO REGROUP 
AND MAKE PLANS FOR IMPROVEMENT, ALTHOUGH, I ONCE HEARD 
THAT THE AVERAGE NEW YEAR’S RESOLUTION DOESN’T MAKE IT TO 
FEBRUARY!  SO I SUGGEST THAT YOU CHOOSE WISELY AND FIGHT 
FOR PROGRESS.  THE GOOD NEWS—ANYTHING THAT LASTS MORE 
THAN A MONTH BECOMES A HABIT!    

I want to express my congratulations 
and appreciation to our staff magazine 
team that is leading the change to our 
magazine.  This is quite an undertaking, 
and although there is still much work 
to accomplish as we add new content 
over the next year, we are off to a great 
start with the new name and design.  
You have accomplished your goal of 
a more sophisticated look and a new 
format that is easier to read!  I hope our 
readers will agree.

Keeping with the theme of changes 
in the New Year, in November, we 
conducted a meeting with the senior 
leaders of some of our progressive 
manufacturers who have led the 
development of electronic access 
control products. In addition, several 
progressive distributors attended. 
These companies have embraced the 
security sales and service opportunities 
with great success. These distributors 
also serve on the Board of Governors 
that determines the strategic direction 
(code word for change) of DHI.  

The purpose of the meeting was to 
explore new ways for DHI to assist 
with the expansion of access control, 
security systems and integration by 
the traditional contract hardware 
distributor company.  Can we help 
those companies that have yet to 
embrace these products, and how 
do we help those companies that are 
making the transition become even 
more successful?

It was a very productive and informative 
meeting with many ideas explored.  
One critical strategy will require a 

company to evolve from a material 
supply-only strategy to a service-driven 
business model. It was noted that it 

commitment of resources to accomplish.  
It was also mentioned that it takes years 
to accomplish, but the rewards are 
excellent and worth the effort. 

Another consensus was that you should 
start with small (eight to 10 openings) 
jobs; not large and complicated 
projects, to delve into access control 
and integration.  These are the majority 
of available projects and a great way 
to learn the ropes as you evolve into a 
service business model.

What can DHI do to help? Let’s start with 
conducting a management meeting 
that focuses on this evolution and 
expansion—a summit that will attract 
distribution management teams, not just 
the owner or president. Why the team? 
A successful effort of this magnitude will 
require buy-in, training and knowledge 
of the full management team.    

Also, offer content for those companies 
that have already made the leap but 
want to continue to evolve.  Finally, offer 
business educational sessions which 
appeal to mid-level management as 
well as senior executives.   

Our solution: The 2018 DHI 
Management Summit (an evolution of 
the 2013 Executive Summit) Feb. 28 
– March 2 at Innisbrook Resort, Palm 
Harbor, Fla.  If you want to start making 
changes in 2018, this is the event to set 
that in motion.  Stay tuned for more 
information and Happy New Year! +

NEW YEAR BRINGS  
MORE CHANGES TO DHI

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 January 
issue, email dgable@dhi.org.
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COLUMNFACES

WHEN DID YOU JOIN DHI?
2004

WHAT IS YOUR OCCUPATION?
National Sales Manager

WHAT WERE YOUR  
CHILDHOOD AMBITIONS?
Professional musician or a music 
teacher.

WHAT WAS YOUR FIRST JOB?
Working on my grandfather’s farm in 
northwest Iowa. That is where I got my 
work ethic. 

WHAT LED YOU TO OUR INDUSTRY?
I was working at Menards in the Millwork 
Department selling doors, windows 
and kitchen cabinets. After three years, 
I decided I did not want to stay in sales 
and wanted to try something different. 
VT Industries was hiring for production 
positions, so in 1997, I started my career 
in manufacturing for a wood door 
company.  Oddly enough, it led back to 

WHAT IS YOUR PROUDEST  
PROFESSIONAL MOMENT?
Mentoring the sales reps whom I have 
hired over the years, and watching how 
successful they have become. Also, 
working with and challenging the inside 
sales team and watching them grow 
in their careers. Always remember, 
somebody took the time to mentor you; 
pay it forward.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE?
As I wrap up my 20th year in the 
industry, I see our biggest challenge 
being how do we recruit, train and 
retain new employees? The big question 
will be—what does our industry look like 
in 20 years?

WHAT IS YOUR  
GUILTY PLEASURE?
Our trips to Florida each year to just sit 
by the pool and disappear for a while.

WHAT IS YOUR FAVORITE  
BOOK AND/OR MOVIE?
The Mentor Leader by Tony Dungy.

WHO DO YOU CONSIDER  
A MENTOR OR HERO?
My industry mentor would have to be 
Rick Liddell, FDHI. In 2004, he gave 
me my shot to become a territory 
sales manager. The biggest thing I 
learned from Rick was how to treat your 
customers; from what I’ve seen over the 
years, he was and still is well respected 
by his industry peers.

WHAT IS THE BEST ADVICE  
YOU’VE EVER RECEIVED?
Be patient; you can’t learn it all 
overnight.

WHAT IS THE BEST ADVICE  
YOU’VE NEVER RECEIVED?
You are never limited in this industry.

CORY LINN
EGGERS INDUSTRIES 

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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Total U.S. construction starts for 2018 will climb 3 percent to $765 billion, 
according to the 2018 Dodge Construction Outlook released by Dodge Data 
& Analytics on Nov. 2, 2017. Dodge Construction Outlook is a mainstay in 
construction industry forecasting and business planning.
“The U.S. construction industry 
has moved into a mature stage of 
expansion,” says Robert Murray, 
chief economist for Dodge Data & 
Analytics. “After rising 11 to 13 percent 
per year from 2012 through 2015, 
total construction starts advanced a 
more subdued 5 percent in 2016. An 
important question entering 2017 was 
whether the construction industry had 
the potential for further expansion. 
Several project types, including 
multifamily housing and hotels, have 
pulled back from their 2016 levels, but 
the current year has seen continued 

buildings, and warehouses. 

“In addition, the institutional segment 
of nonresidential building has 
been quite strong, led especially by 
transportation terminal projects in 

combination with gains for schools 
and healthcare facilities. As for public 

infrastructure program by the Trump 
Administration have yet to materialize, 
so activity continues to hover around 
basically the plateau for construction 
starts reached a couple of years ago. 
Total construction starts in 2017 are 

billion.”

“For 2018, there are several positive 
factors which suggest that the 
construction expansion has further 
room to proceed,” Murray continues. 
“The U.S. economy next year is 
anticipated to see moderate job 
growth. Long-term interest rates 
may see some upward movement 
but not substantially. While market 
fundamentals for commercial real 

estate won’t be quite as strong as this 
year, funding support for construction 
will continue to come from state and 
local bond measures. 

“Two areas of uncertainty relate to 
whether tax reform and a federal 
infrastructure program get passed, 
with their potential to lift investment. 
Overall, the year 2018 is likely to 
show some construction project 
types register gains while other 
project types settle back, with the 
end result being a 3 percent increase 
for total construction starts. By 
major sector, gains are predicted for 
residential building, up 4 percent; and 
nonresidential building, up 2 percent; 
while nonbuilding construction 
stabilizes after two years of decline.”

2018  
Economic 

Forecast
New Construction Starts to 
Increase 3 percent to $765 Billion
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The pattern of construction starts 

following:

• Single family housing will 
rise 9 percent in dollars, 
corresponding to a 7 percent 
increase in units to 850,000 
(Dodge basis). Continued 
employment growth has eased 
some of the caution shown by 
potential homebuyers, while 
older Millennials in their 30s are 
helping to lift demand for single 
family housing. A modest boost 
will also come from rebuilding 

Hurricanes Harvey and Irma.

• Multifamily housing will retreat 
8 percent in dollars and 11 
percent in units to 425,000 
(Dodge basis). This project type 
appears to have peaked in 2016, 
helped by widespread growth 
across major metropolitan 
markets. That strength has 
begun to wane in 2017, given 
slight deterioration in market 
fundamentals (rent growth, 
occupancies) and a more 
cautious bank lending stance.

• Commercial building will 
increase 2 percent, following 
a 3 percent gain in 2017, and 
continuing to decelerate after 
the sharp 21 percent hike back in 

see further growth in 2018, 
helped by broad development 

and warehouse construction is 
supported by greater demand 
arising from e-commerce. 
However, store construction 
will remain weak, and hotel 
construction will continue to 
pull back from its 2016 peak.

• Institutional building will 
advance 3 percent, maintaining 
its upward track after this year’s 
14 percent jump. Educational 
facilities should see more 
substantial growth next year, 
lifted by the passage of recent 
school construction bond 
measures. The robust volume of 
transportation terminal projects 
in 2017 may not be repeated in 
2018, but activity should stay at 
a high level.

• Manufacturing plant 
construction will recede 1 
percent in dollar terms, after 
surging 27 percent this year due 
to the start of several massive 
petrochemical projects. Next 
year should still see moderate 
growth for manufacturing plants 
in square footage terms.

• Electric utilities and gas plants 
will drop 13 percent, falling for 
the third year in a row after the 
exceptional amount reported in 
2015. Power plant construction 
starts will ease back as new 
generating capacity comes on 
line. +

The 2018 Dodge Construction Outlook
was presented at the 79th annual 
Outlook Executive Conference held by 
Dodge Data & Analytics in Chicago, 
Ill. Copies of the report with additional 
details by building sector can be 
ordered at www.construction.com or 
by calling 800.591.4462.

© iSTOCK | ERHUI1979
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This document is a summary of economic 
information and forecasts from other sources, 
collated as a member service by DHI Canada. 
As with any forecast, it is subject to the 
uncertainties of the future, and DHI Canada 

decisions you may make as a result of this 
document and the information contained 
herein. You should carefully evaluate 
this information and our analysis before 
embarking on a course of action.

Government
GOVERNMENT POLICY
Monetary policy at the federal level has 
caused increases in interest rates for the 

Bank of Canada increased its target rate by 
a quarter basis point to .75 percent, with a 
second increase Sept. 6 to 1 percent; there 
are no further increases in 2017, with the 

Increases are probable in 2018, although the 

said it “will continue to be cautious, guided 
by incoming data in assessing the economy’s 
sensitivity to interest rates, the evolution 
of economic capacity, and the dynamics of 

are indications that the Federal Reserve 
Board will be increasing its rate relatively 
frequently in the next two years (pundits 
expect three times each in 2018 and 2019); 
unless this is matched by the Bank of 
Canada, it is likely the Canadian dollar will 
retreat from current levels. In any case, 
most experts believe the dollar will not rise 

government’s target range of 1 to 3 percent, is 

Economic 
Forecast for 

Canada 
Growth Driven by  

Consumer Spending

BY DAVID N. PETRIE
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In a nutshell, then:

� The Bank of Canada has recently increased its 
overnight lending rate to 1 percent.

� The rate increase has boosted the value of the 
Canadian dollar.

∠ This may cause a short-term weakening in 
export markets.

∠
likely represents close to the high water mark for 

likely to prevail

�

average of 1.4 percent in October 2017 (below the 2 
percent target), the Bank of Canada does not currently 

interest rate policy.

� The U.S. Fed is indicating its bank rate (currently 
between 1 and 1.25 percent) will increase once more 
this year and three times in both 2018 and 2019.

∠ Unless matched by the Bank of Canada, this 
will probably cause a decrease in value of the 
Canadian dollar over the same period.

∠ The Fed is also unwinding its balance sheet to 
dispose of some of the bonds purchased in the 

that US economic growth will remain strong.

BUDGETS
The Government of Canada’s 2017 budget infrastructure 
spending focused on transportation and the electrical 
grid and included relatively small amounts for tourism 

new schools and renovations for existing schools. BC is 

infrastructure spending in 2017-18.

Economy
INTERNATIONAL ECONOMIC OUTLOOK
The Bank of Canada (July 2017 Monetary Policy Report) 
reports that:

� Global economic growth is expected to average 3.5 
percent in the 2017-2019 period.

� U.S. economic growth is expected to be moderate, at 
2.2 percent in 2017 and 2018 and 2 percent in 2019.

� Growth in China’s economy is expected to be 6.8 
percent in 2017, declining to 6.3 percent by 2019.

� Growth in oil-importing emerging market economies 
(e.g. Brazil) is expected to be 4 percent in 2017 and 
2018, increasing to 4.2 percent in 2019.

� Euro area growth is expected to be 2.3 percent in 
2017, declining to 1.6 percent by 2019.

CANADIAN ECONOMIC OUTLOOK

� The Bank of Canada:

∠ The Bank is forecasting real economic growth of 
3.1 percent in 2017, 1.7 percent in 2018 and 1.5 
percent in 2019. For the entire period, consumer 
spending is expected to be the major driver, 
contributing between 67 percent (2017) and 63 
percent (2019) of all annual economic growth.

∠
percent target by Q4 of 2018 after some early 
“weakness” and be well within the target range 
of 1 to 3 percent. The bank is not anticipating any 
corrective action will be necessary at this point.

NAFTA
The worst case is the U.S. pulls out of NAFTA, causing the 
talks to end. This is partially a constitutional issue in the 
United States—can President Donald Trump pull out of 
NAFTA without congressional approval? Legal analysts say 

it triggers a six-month notice period in which American 
lawmakers would have to revise all the legislation that had 

After that, the Canada-U.S. Trade Agreement (CUSTA), 

economic stance and also withdraws from CUSTA, there 
would be a further notice period required and, again, U.S. 

be deferred. Psychologically, however, we would most likely 

withdrawal date.

Against concerns of a U.S. pullout from NAFTA and, later, 
CUSTA, pundits note there could well be resistance from 

automotive industry.

Also, Canada has recently concluded the Canada-European 
Union Comprehensive Economic and Trade Agreement 
(CETA), which would give us access to the world’s second 
largest economy. Further, consumer demand is still strong, 
oil and gas prices appear to have stabilized and governments 
are continuing to spend on infrastructure; these factors 

for Canada.

DAVID N. PETRIE is Operations Manager at DHI Canada.  
He can be reached at David@associationconcepts.ca.

© ISTOCK | VDVTUT
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While no one has a crystal ball, the industry 
can often look to meticulously collected and 
analyzed data for an estimated view of what 
to expect in the coming year. 
Each spring, the American 
Architectural Manufacturers 
Association (AAMA) releases an 
industry forecast and review covering 
the current state of the window, door, 
and skylight market. Additionally, 
every two years, the association puts 
out an even more detailed collection of 
market studies, including a report on 
the industry market size as well as an 
industry channel distribution report.

The association’s most recent version of 
the full reports, the AAMA 2015/2016 
U.S. Industry Market Studies, was 
released in May 2016, but an updated 
2016/2017 U.S. National Statistical 
Review and Forecast from March 
2017 sheds some light on what might 
come in 2018. The report indicates an 
increase in housing starts in the South 
and Northeast and good news for door 
sales, including the patio door market, 
and an increase in non-residential 
window usage.

2018 EXPECTED  
 TO SEE INCREASE  
      IN HOUSING  
       STARTS 

BY RICH WALKER

© ISTOCK | MATTJEACOCK
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As those in fenestration 
know, the industry 
as a whole—but 
especially the door 
segment—has been 
hoping for more of 
the pre-2006 and 
2007 days. The road 
to recovery has been 

long. Still, last year 
AAMA reported that the 

industry appeared to be 
approaching sustainable 

better times, and in 2018, 
that is expected to continue.

South and Northeast 
Housing Starts 

Expected to Rise
Total housing starts continued their 
growth curve in 2016 with strong 
gains in the single family segment of 
10 percent. Going forward, the overall 
new housing market is expected to 
continue to grow through 2019. Single 
family starts were expected to continue 
to take the lead in 2017 and experience 
another 10 percent increase. While the 
West and Midwest regions of the U.S. 
experienced stronger growth in 2016, 
the South and Northeast are expected 
to be more dynamic over the next year.

The outlook for residential window 
demand continues to be optimistic, 
with expectations for 5 percent 
increases in 2018 driven largely again 
by expectations for stronger new 
construction activity.

While Remodeling Activity 
May Drop, Existing Home 
Sales Expected to Rise
During 2016, remodeling activity was 
estimated to have increased at a rate 
of around 5 percent. However, it took 
a slight dip in 2017. It is forecast that 
in 2018, that number may be closer to 
around 2.5 percent.

The National Association of Realtors 
publishes data on existing home sales, 
segmented at a national level into 

single family versus condominium, 
or co-op sales. Existing home sales 
increased by 3.8 percent during 2016 
to 5.45 million units. In 2017, they 
were forecast to grow by 2.3 percent 
to 5.6 million units. Additional growth 
is expected in in 2018, as existing 
home sales are forecast to grow by 3.3 
percent to 5.7 million units.

A Peek into the Future  
of the Door Market
In 2016, non-residential construction 
activity experienced strong growth, 

the entry door market. Total volume 
increased to 2.4 million units, 

versus 2015. Looking forward, growth 
was expected to continue at a similar 
pace of 6 percent in 2017 and 5 percent 
in 2017. In 2018, it is forecast that non-
residential door shipments will be even 
higher, totaling 2.7 million units.

Steel continues to be the most 
widely used exterior door material; 
however, its 47 percent share of 

market continues to give way slowly 

at 40.5 percent of residential entry 
doors. Wood doors have found a 
niche in high-end and replacement 
construction. This trend should 
continue.

In the residential market, 2016 new 
construction continues to make 
solid progress. Meanwhile entry 
door remodeling and replacement 
activity, which continues to represent 

demand, grew at 3.5 percent. The total 
market grew by 5 percent compared 
to 2015, and is expected to grow at a 
similar rate in both 2017 and 2018.

Window Usage in  
Non-residential Construction 
The non-residential glazing market 
increased by 5.3 percent in 2016, with 
increases across all applications. The 
overall market rose to 457 million 
square feet, from 434 million square 
feet in 2015. New construction was 
stronger with a gain of 6 percent, 
while renovation demand increased 
by 4 percent. Increasing growth 
was forecast for 2017, with a further 
projected increase of 6 percent, to be 
followed by a 4 percent increase in 
2018.

This snapshot of the industry’s current 
standings provides positive predictions 
for the coming year. Here’s to a 
prosperous and productive 2018! +

RICH WALKER is the President and CEO 
of the American 
Architectural 
Manufacturers 
Association (AAMA), 
the leading trade 
association for 
producers and 
suppliers in the 
fenestration industry. 
He has more than 

20 years of industry experience. Follow him 
on Twitter @richwalker6348 or email him at 
rwalker@aamanet.org.

In 2016, non-
residential 
construction 
activity 
experienced 
strong growth, 
with a similar net 
positive effect 
on the entry 
door market.
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In short, physical access control 
technology is poised to have a profound 
impact on the enterprise’s operations. 

the facility and IT security teams 
collaborate, to how the workforce 
interacts with buildings and services. 
A key objective of the latest solutions 
has been to ensure that trusted identity 
technology be independent of both 
the credential form factor (whether 
card or phone) and the contactless 
connection technology that is used. 
This is what enables trusted identities 
on cards and mobile devices to be used 

only improving convenience but also 

access touchpoints throughout the day. 

manage-ment systems leverage this 
capability to bring everything together, 
connecting disparate systems at 
lower cost and with better ROI than 
other approaches while enhancing 
monitoring and delivering a better 
experience as people enter, navigate 
and interact with buildings and their 
services.

A recent ASIS International study 
explored perceptions about these new 
physical access control capabilities, 
including wireless technologies such 
as NFC and Bluetooth that are used 
with the latest solutions, as well as 
credentials that can be implemented 
both as traditional ID cards and in 
mobile phone applications. According 
to the study, access control technology 

insecure. Easily-cloned 125 kHz 
low-frequency technology that was 
introduced more than 25 years ago is 

still relied on by a substantial portion 
of users. This is changing, however, 
as the industry moves to contactless 
smart card technologies with 
encryption, mutual authentication, and 
support for mobile access control.  

Approximately 20 percent of survey 
respondents said they have upgraded 
to mobile-enabled readers or are in 
the process of doing so, another 34 
percent will upgrade to mobile-enabled 
readers within the next three years, 
and 77 percent said they believe mobile 
credentials will either improve or 
somewhat improve their overall access 
control system. The study also cited a 

20 percent of all credentials will be 
mobile by 2020.

As trusted identities are used with 
both access cards and mobile phones 
for multiple applications, they are 
also impacting how facility and IT 
departments work and plan together on 
upgrades. ASIS International reported 
in its study that access cards are now 
used as: 

� photo IDs by 82 percent 
of respondents

� visitor management 
by 66 percent

� logical access by 67 percent

�

by 63 percent

� time and attendance by 
52 percent, among other 
applications. 

As these use cases blur the lines 
between physical and IT access 

Businesses, institutions and other organizations are evaluating many 
new physical access control capabilities for the new year as they 
seek to improve security while meeting employee demand to carry 
mobile IDs on their smartphones. Today’s solutions use trusted 
identities to bring together physical and IT security, and upgrading 
to the latest technologies will also enable organizations to connect 
multiple building infrastructure systems to improve their effectiveness. 
Additionally, these technologies will align the enterprise with major 
new trends as access control steadily moves to the cloud and leverages 
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control, 28 percent of respondents 

physical access upgrade decision, 47 
percent say the IT department is fully 
consulted on decisions, and 10 percent 
say the IT department makes the 

decisions and authority for physical 
access control infrastructure still fall 
primarily to the facility security team.

Trusted identities are also moving into 
the Internet of Things (IoT), bridging 
the gap between connected workers 
and smart buildings. New IoT use cases 
emerged during 2017, including those 
that focus on identifying building usage 
trends for workplace optimization. 

Another IoT use case that is gaining 
traction is asset management systems 
that predict and preempt equipment 
failures while optimizing operational 

deploying the same technology for 
performance monitoring systems at 
baggage claim carousels to improve 
the passenger experience by reducing 
gate-to-curb times. Industrial 
organizations are expected to leverage 
the IoT to automate operations and 
manage thousands of assets across 
complex environments. Major brands 
are continuing a shift to IoT and RAIN 
UHF RFID technologies for brand 
protection, from production processes 
and the consumer sale to post-sale 
engagement to increase consumer 
loyalty.

Along with this expanding array of 
IoT applications comes the challenge 
of protecting connected devices from 
compromise. Moving into 2018, there 
will be a growing focus on securing 
the IoT at its edge, where a growing 
variety of devices must be protected. 

crucial component for creating an 
IoT ecosystem that has end-to-end 

to issue unique digital identities to end 
devices, adding trust to everything 

and building automation systems 
while providing bank-grade data 

encryption, secure communications 
and authentication.   

Underpinning the adoption of these 
applications is a growing emphasis 
on combining on-premises solutions 
and the cloud. Organizations are 

of the cloud with hybrid systems 
that provide the stepping-stone for 
easier adoption of new capabilities, 
simplifying upgrades while improving 
how identity solutions are delivered 

create common platforms for 
using trusted IDs across many 
new technologies and the IoT. In 
environments from state colleges and 
police stations to government agencies, 
cloud solutions create the opportunity 

and provide better experiences.  

The cloud will also provide a more 

capabilities. Rather than having to 
invest in on-premise storage and 
data processing for such AI-based 
services, organizations will be able 
to leverage today’s growing array of 
cloud-connected devices, physical 
access solutions, IoT applications 
and other systems that use trusted 
identities. Advanced data analytics 
will help organizations to deliver more 
personalized and seamless experiences, 

facilitate better business decisions. 

The impact of data analytics and AI 
services will be game-changing and 
transformative, as organizations create 
smarter and more identity-aware 

services. Biometrics will play a pivotal 
role in further enhancing the user 
experience, making security more 
invisible in these identity-aware 
environments.

it creates the opportunity for new 
managed service models.  For instance, 
cloud-based ID card issuance now 
provides the option for hardware, 

software and other resources to be 
leased and their costs bundled into a 

or monthly-installment basis. The 
service model not only cuts multiple 
layers of program costs but also makes 
it easier for administrators to scale 

technology capabilities or changing 
volume demands.

As an example, administrators can opt 
to have commercial printing bureaus 
produce large card batches during 
peak demand periods. In general, 
cloud-based services deliver all of the 

and visibility along with the option 
of performing distributed or batch 
printing.  

As today’s new capabilities are 
deployed, escalating security threats 
will continue to reinforce the need to 
combat identity and data theft while 
protecting privacy. There will be an 
increased focus on complying with 
Europe’s General Data Protection 
Regulation as organizations evaluate 
their systems and support new privacy-
by-design mandates. They will be 
looking for physical access control 
solutions with end-to-end security 
from the controller to the edge device 
in the IoT.

Numerous trends are driving the 
evolution of today’s physical access 
control systems. These include the 

physical ID cards and mobile IDs, 
and increased focus on securing the 
IoT, and the move to cloud models 
for simplifying deployment and 
upgrades. The cloud will also usher 
in new service models and a new 
user experience enabled by AI-based 
predictive analytics.

As these capabilities increasingly make 

enterprise-wide functions, processes 
and services, the decision to upgrade 
physical access control systems will 

to a growing range of stakeholders.  +
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SAVETHE DATE
The Evolution of the Very Successful 2013 Executive Summit



Paul Anderson, FDAI
Jeffrey S. Batick, DHT, FDAI
Wallace Berry, AHC
Margaret S. Blake, AHC/CDC
Richard J. Bradbury, EHC
James D. Caron, AOC
Brian C. Clarke, DHT, AHC
Laura Jean Frye, AHC, FDAI, CSI, CCS
David R. Gale, EHC
Jason P. Gehrs, DHT, AHC, FDAI, FDHI
Benjamin J. Gorton, AHC
John A. Hamilton, DHT, AHC/EHC, FDAI
J. Philip Henk, AHC, FDAI
Russell S. Hickman, FDAI
Mary Hinton, AHC, CDT
Russell Hooker, Jr., DHT, AOC, FDAI
Hal N. Kelton, AHC/CDC, FDAI, CDT
Clyde T. Roberson, AHC, CML, CPP
Robert Schnarr
Roslyn Shender, AHC/CDC, FDAI, CSI
Rodney W. Weaver, AHC, FDAI, CAI, CFDI
Erin C. Wilson, AHC/CDC

Thank You to Our Fall 
Technical School Instructors!

There is a season for every activity, and 
Fall means the Fall Technical Schools 
in Scottsdale, Ariz.! One hundred 

Scottsdale, most of whom attended 
the revival of Student Appreciation 
Night. The room was abuzz with much 
enthusiasm over the changes and 
improvements that DHI has made, and 
excitement of what is yet to come. 

The students always tell us that the 
most valuable takeaway they get 
from the face-to-face classes is the 
wealth of knowledge and experience 
that the instructors share with them. 
Student night added the extra bonus 
of allowing students and instructors 
to spend some quality time outside the 
classroom environment and allowed 
students the opportunity to interact 
with other students, but with all of the 
other attendees.   

If you haven’t had the opportunity to 
participate in DHI’s education yet, or 
if it’s been a while, come experience 
the new DHI for yourself. You can 
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! +

DHI FALL SCHOOLS: 
A VALUABLE LEARNING EXPERIENCE

DHI Fall Technical School Oct. 22-28 | Scottsdale, Arizona

BY LAURA FRYE, AHC, CSI, CCS, FDAI 
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DHI Canada Fall 
Technical School 
Nov. 6-10 | Calgary, Canada

It was cold outside but very 
comfortable inside.  But there was 
much more to celebrate at DHI 
Canada’s 2017 Fall School than the 
temperature. All of the 14 classes 
attracted a strong contingent of 
students. Our instructors knew their 

was hosted to get things going.

Our Student Appreciation Night 

This year, we were blessed with the 
addition of the DHI Canada Band. Mark 
Sorrenti, EHC, Stuart Brodie and Don 
Lopatka, AHC, FDAI, entertained us 
throughout the night, with a couple of 
our very talented students jumping in 
along the way. 

Again, there were some successful 
additions to the school:

� Patrick Bond, AHC, joined our 
instructor corps as a candidate 
instructor for COR153.  He 
caught the bug and promised to 
come back next year.

� Paul Anderson, FDAI, CFL, 
graciously joined us at the very 
last minute and took the trek all 
the way from Georgia to instruct 
COR140 and ELT540. Above and 
beyond the call.

� The Alberta Rose Chapter hosted 
a brewery tour on Tuesday 
evening and were joined by 
many of the students and 
instructors. 

We couldn’t do it without a great deal 
of support from our members.

Thanks to K.M. Thomas, McGregor 
Thompson and CP Distributors, for 
providing storage of our supplies.

And a special thanks to our students - 
you make it all possible! +

CANADA FALL SCHOOL: 
ALWAYS SOMETHING NEW
BY CAROLYNE VIGON

Thanks to our dedicated instructors:
Lawrence Beatty, AHC, FDHI
Brad Hewlett, AHC/EHC, FDAI
Kelly Chimilar, AHC, FDAI
Alan D. McMurtrie, DAHC
Steve Isaac, AHC, FDAI
Paul Jackson, DAHC
Dan Molineaux, AHC, FDAI
Dave Sargent, AHC

Scott Suppes, AHC
Dan Molineaux, AHC
Mark Sorrenti, EHC
Paul Anderson, FDAI, CFL
Patrick Bond, AHC
Rodney Weaver, AHC, FDAI, CAI, CFDI
Kristi Scott, AHC
Roslyn Shender, AHC/CDC, FDAI, CSI

Our outstanding Co-Directors of Education:
Malcolm Eyre, FDHI Paul Jackson, DAHC
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2018 Trends

More recently, the Centers for Medicare & 
Medicaid Services have mandated that full 

inspection and testing conducted in accordance 
with the 2010 version of NFPA 80 will be 

Occupancies. A federal requirement such as 
this is one of the primary reasons for increased 
enforcement of these annual inspections. 

NFPA 80 requires annual inspection and testing 

“A person who, by possession of a recognized 

who, by knowledge, training, and experience, 
has demonstrated the ability to deal with the 
subject matter, the work, or the project.” The 

person selected to perform the inspection and 
testing will be accepted.

AWARENESS, 
OUTREACH AND 
EDUCATION FOR

Annual 
Fire Door 
Inspections 

assembly, and for maintaining the safety of building occupants. 
Beginning with the 2007 version of NFPA 80: Standard for Fire Doors 
and Other Opening Protectives, there has been a steady increase in 
enforcement and documentation of annual testing and inspection of 

adopted the newer versions of the building and life safety codes. 

BY JUSTIN 
HENDRICKS 

© ISTOCK | MGKAYA
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Intertek has partnered with DHI to 
provide successful participants of 
their Fire and Egress Door Assembly 
Inspection (FDAI) Program with the 
opportunity to become an Intertek 

Inspector. Participants of DHI’s FDAI 
program must complete an in-depth 
three-day course (DAI 600), followed 
by an exam, after which they are 
awarded the FDAI credential for 
successful completion of the program. 

As a member of the IQP Fire Door 
Inspector program, participants are 
subjected to periodic third-party 
auditing performed by Intertek for 
quality and assurance, and IQP 
members also receive the marketing 
and backing of Intertek. Programs such 

and building owners when approving 

perform annual inspections and testing 

opening protectives. 

identify IQP participants and to allow 
building owners to learn more about 
an IQP in their area, Intertek has 

to create their biography page, which 
will have its unique URL web link and 
will be accessible directly through 
the Intertek IQP website. These 
IQP biography pages will include 
the contact information for the IQP 
participant, as well as optional items 

IQP participant, a link to the IQP 
participant’s website, and a summary 
area for any additional information 

and building owners can rest easy 

their Fire and Egress Door Assembly 
Inspector is only a click away.

In conjunction with the development 
of the IQP biography pages, an 
improved ‘Find an IQP’ searchable 
database is now publicly available 
through the Intertek IQP website, 
which allows users to search by 
address or zip code for the nearest 
IQP participants in their area. An 

Label design has also been made 
available to IQP participants which 
allows for co-branding between 

Intertek (Warnock Hersey) and the 
IQP participant by including additional 
space for the IQP participant’s 
company logo or company name. 

features include the words, “Warnock 
Hersey,” the year of the inspection, 
the web link to the Intertek IQP home 

Inspector has inspected this opening 

owners and improve the visibility of 
the IQP participants.

Throughout 2017, Intertek 
representatives have attended several 
key industry events and made a 

of the four separate IQP programs 
currently available, and the level 

programs provide. These industry 
events have included, but were not 
limited to, DHI conNextions, The 

Safety Chapter’ seminar, National 

Association of State Fire Marshals 
2017 Convention, and the International 
Code Council Building Safety & Design 
Expo. Attending functions such as 
these throughout the United States 
provides a great opportunity to discuss 

services with regulatory agencies and 
end users. It is also a great way to 
become informed about any regional 
issues that might occur. 

Through awareness, outreach, and 

will now be able to make a more 
informed choice when approving and 

Door Assembly Inspectors. +

JUSTIN HENDRICKS 
is Program Manager—
Openings, at Intertek. 
He can be reached at 
justin.hendricks@
intertek.com.  
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ACCESS 
CONTROL:  
Door Hardware and Code Compliance

always provide the type of security necessary. 
This is leading decision-makers to look at more 
sophisticated access control solutions. The 
electronic access control market has become 

needs of a given facility. Furthermore, the type 
of hardware chosen must be code-compliant, 
making proper selection even more important.

building, access control must allow for a door 
opening to have free means of egress, during an 

accessibility requirements. The International 

of egress as a “continued and unobstructed way 
of egress travel from any point in a building or 
facility that provides an accessible route to an 
area of refuge, a horizontal exit or a public way.”

The three parts to a means of egress are exit 
access, exit and exit discharge. The exit access 
begins at any location within a building and ends 
at the exit. An exit is typically a door leading 

to the outside or an enclosed exit stairway in a 
multi-stored building. When the phrase “exit 
discharge” is used, it is referencing the path from 
the exit to a public way (a space permanently 
deeded and dedicated to public use). 

Understanding these terms is key, as the IBC 
requires a minimum of two means of egress from 
all buildings and spaces within a building. Spaces 
and buildings with 500 or more occupants, are 
required to have three means of egress and 1,000 
or more occupants requires four means of egress. 
The IBC is intended to be adopted in accordance 
with the laws and procedures of a governmental 
jurisdiction.  

Some jurisdictions may amend a model code, 

Establishing the level of security needed for any 

of this equation. Which entrances, based on use, 
should be regarded as the main entry and exit 

helpful guide in this area.

Keeping occupants safe is a common goal for facility 
managers and property owners. As the number of break-
ins, active shooter incidents and other violent encounters 
continues to grow, controlling who enters a building has 
become more vital than ever before. 

BY BRIAN 
CLARKE, DHT, 
AHC, CDT, CSI
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Classrooms 

There may be guidelines in place for 

the National Association of State Fire 
Marshals have set guidelines that 
address door security devices for 
classroom openings.  Included as a part 
of the IBC, NFPA 101, NFPA 80 and 

mandated to:

• Provide immediate egress by 
having locking devices located 
between 34” and 48” above the 

• Not require any special 

tool, nor require tight grasping, 
twisting, or pinching to operate, 
and accomplished with one 
operation;

• Be easily lockable in case of 
emergency from within the 
classroom  with an authorized 
credential (key, card, code, fob, 

opening the door;

• Lockable and unlockable 
from outside the door with an 
authorized credential.

There has been a growing debate 
about so called “barricade devices” 
in educational facilities. While these 
products secure a door opening in case 
of unwanted ingress, they do not take 

that are in place to maintain safety for 

have been state-passed laws that do in 
fact allow these barricade devices to 
be used as options, typically against 

information on the Door Security & 
Safety Foundation’s work to secure 
classrooms without compromising life 
safety, visit www.lockdontblock.org.) 

Parents and administrators believe 
that barricade devices are a viable 

solution when, in fact, better solutions 
are available. The Builders Hardware 
Manufacturers Association proposed a 
change regarding the classroom locking 
issue in the 2018 edition of the IBC 
and clarifying codes already in place. 
Although these codes will only go into 

adopts them, hopefully the new 
language will help educate those that 
(wrongly) believe barricade devices are 
a viable solution to classroom security.

Looking forward, the IBC 2018 edition 
addresses school security in the 
following language:

1010.1.4.4 Locking arrangements in 
educational occupancies. In Group E 
and Group B education occupancies, 

and other occupied rooms shall be 
permitted to be provided with locking 
arrangements designed to keep int-
ruders from entering the room where 
all the following conditions are met:

1. The door shall be capable of 
being unlocked from outside 
the room with a key or other 
approved means;

More education is needed to prevent 
these non-code compliant ‘solutions.’

PHOTO COURTESY OF HAGER COMPANIES
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2. The door shall be openable from 
within the room in accordance 
with Section 1010.1.9;

door hardware, or door closers.

1010.1.4.4.1 Remote operation of 
locks. Remote operation of locks 
complying with Section 1010.1.4.4 
shall be permitted. This code change 
will require all Group E classroom 
doors to be lockable from the inside 
of the classroom preventing entry to 
the classroom, without the need to 
open the door. This proposal does not 

be lockable from inside the classroom.

A classroom intruder function was 
developed in the aftermath of the 
Columbine tragedy in 1999. This 
function allows a lock to be secured 
from the interior of the classroom, 
while still allowing free egress from the 
inside and entry from the outside using 
a key. 

The classroom intruder function is 
readily available by lock manufacturers 
today, at a similar cost as the 
traditional classroom function locksets.

Additional requirements state that 
the door is to be unlockable and 
readily openable from inside the 
classroom without the use of a key 

required in IBC Section 1010.1.9. 
Subsections of 1010.1.9 include 
requirements for hardware height and 

requirement of this proposal is that the 
classroom door is to be unlockable and 
openable from outside the classroom by 
a key or other lock credential.

This proposal balances the challenges 
of providing protection of students and 
teachers in the schools and allowing 
free and immediate means of egress at 
all times, without the use of keys, tools, 
or special knowledge.

Both NFPA 101 and the International 
Fire Code (IFC) have similar wording 
under development. These codes 

and the debate around the use of 
barricade devices will continue to be 
controversial long after these codes are 
implemented.

Healthcare Facilities and 

Unlike in schools, safety inspections 
are required in hospitals for the 
facilities to receive licensure and 
state accreditation. One of the biggest 
challenges healthcare facilities face is 
the ability to safely prevent the escape 
or abduction of their most vulnerable 
and at-risk patients. 

Between 2000 and 2012, many 

healthcare industry were incorporated 
into NFPA 101. One of those 
changes addressed controlled egress 
applications. In certain types of health 
care units, where clinical needs of 
patients require specialized security 

doors can be locked. 

In healthcare facilities where controlled 
egress devices are implemented, the 

be able to easily unlock these doors 
at all times. To reduce the potential 
threat to life safety, these types of locks 
create, stringent safeguards must be 

locks ensures the doors will unlock in 
the event of power loss or activation of 
the smoke detection system. Only one 
controlled egress lock is permitted on 
each door and locks must be able to 
be unlocked remotely from within the 
designated locked smoke compartment.

Extra attention is being paid to life 
safety protocols and procedures 

management with the recent terror 
attacks, especially in skyscrapers. 
Every building designed must balance 
those emergency egress concerns while 
maintaining everyday accessibility. 
Helpful resources to understand 
requirements for accessible and usable 
buildings, code compliance and the 
operation of door hardware include 
the International Code Council’s (ICC) 
A117.1 and the 2010 ADA Standards for 
Accessible Design. 

Hardware

Accredited by the American National 
Standards Institute (ANSI), BHMA 
developed a minimum performance 
grading system for all hardware:

• Grade 1 lock is heavy duty 

• Grade 2 is a step down 

• Grade 3 is intended for 
residential use. 

Why is this helpful? Commercial 

a Grade 1 lock is used on exterior doors, 

on certain interior doors.

One of the biggest challenges healthcare facilities face  
is the ability to safely prevent the escape or abduction  
of their most vulnerable and at-risk patients.
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Whether discussing a school, 
healthcare facility or commercial 
building, decision-makers strive for 
a secure environment that contains 
code compliant egress. Often, these 
decisions need to be made with a 
budget in mind. Fortunately, hardware 
is now available with superior security 

installation and virtual networks, costs 

high level of security. There are several 
platforms available based on a facility’s 
needs:

use a portable programming 
device to transfer audit data 
from the locks to the software 
and update the locks with 
the user credentials and 
calendar information. These 
types of systems require the 
administrator or maintenance 
department to visit the 
individual locks to make any 
changes. The lock acts as the 

gatekeeper which makes the 
decision to allow or disallow a 
given credential.

• Data-on-Card systems allow for 

a credential to transmit data 

online management systems. All 
user-related access information 
is stored on smart credentials, 
acting as carriers for the network 
and eliminating the need to have 
wired or wireless locks at every 
secured opening. The card has 

lock how it should act. This 
drastically reduces the cost of 
the access control system.

Wireless and hard-wired systems 
are best suited for instances when 
immediate access to the openings is 

and control. This includes lock-down 
capabilities in many cases. They are 
highly recommended for institutional, 

educational and commercial 
applications.

The entrances and exits of a building 
are a critical component to a building’s 
function, and controlling access is one 

security. Codes are in place from 
various governing bodies that are 
meant to guide decision-makers in the 
right direction, but cost can always be 
a deterrent. Fortunately, as technology 
continues to grow from an access 
control hardware perspective, so does 
the ability to install high level security 
options. +

www.albanygroupllc.com
1-888-680-9990

Distribution & Stocking at

Commercial Grade Hydraulic Gate Hinge/Closer
in One Small Powerful Package

• Aluminum screw-on or steel weld-on
• Dual Bearing Glide System™ for superior performance
• High strength anodized aluminum body 
•
 
Tested to 500,000 cycles

• Adjustable - vertical, horizontal, closing speed 
•
 
ADA compliant

•
 
Highly tamper resistant

•
 
Maintenance free – no messy grease

The choice is yours... Internally or Externally Mounted

Self-closes gates  
up to 260 lbs

Comm

Flush Mount Center Mount External Mount

BRIAN CLARKE, 
DHT, AHC, CDT, 
CSI, is Director 
of Architectural 

Technical Support for 
Hager Companies. 
He can be reached at 
bclarke@hagerco.com.
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The ABCs of ERP

Expansion, like most everything else in 
business, is a balancing act. 
Unless properly controlled, it will harm 
your business more than help it, as 
unforeseen or unplanned growth can spiral 
overhead, costing time, money, existing 
business, or even your reputation. 

Alternatively, simply maintaining the 
status quo to limit the expenditure 
of resources is usually a shortcut to 
obsolescence. Figuring out how to grow 

experience, guts, and an eye for detail.

So the question faced by anybody who 
would grow his business becomes, how do 
I increase my output without consuming 
a directly corresponding amount of 
capital, man-hours, or other resources? 
The answer is to scale your operations by 
implementing an ERP solution.

BY REESE SUMMERS

© ISTOCK | TCMAKE_PHOTO
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ERP, or Enterprise Resource Planning, 
is the description given to software 
applications that integrate core 
business functions, like estimating, 
order management, accounting, and 
logistical management, into a single 
system to simultaneously increase 
capacity and cost savings. For the 
construction product industry, 

10 manufacturers and distributors, 
ERP solutions should also include 
functionality that supports contract 
sales, change order management, shop 
orders, special materials ordering, 
contract billing, route and delivery 
scheduling, service, and installation.

At their most basic, ERP solutions 
scale productivity by supporting, or 
completely replacing, manual systems 
and processes with automated systems 
and processes. For example, a single, 
integrated estimating, ordering, and 
invoicing platform can allow project 
managers to access accurate and 
up-to-the-minute information about 

of their projects – information that 

time-consuming to uncover. Such 
visibility can have a huge impact on 
decision-making, customer success, 

company.

To understand what a modern ERP 
solution is, and why so many of them 

While the term ‘ERP’ was coined in 
the 1990’s, the root of the solution can 
be traced back to accounting systems 
from the 1960s. These relatively 
simple programs expanded to include 
reconciliation functions and status 
reports for inventory control, a family 
of functionality that came to be known 
as MRP (Material Requirements 
Planning).

As demand for the kind of reliability 

accounting spread to other areas 
of the organization, MRP solution 
publishers added functionality to 
manage production processes and 
scheduling, and coined the enhanced 
system ‘Manufacturing Resource 
Planning,’ or MRP-II. With the 
integration of customer relationship 
management, analytics, and advanced 
planning, MRP-II transitioned into 
what we would recognize today as ERP 
software. 

The obvious productivity gains 
promised by integrated business 
operations show the potential of an 
ERP solution. However, the real value 
of ERP lies in its ability to recast the 
traditional relationship between risk 
and reward. 

We’ve all heard the golden rule: to win 
big, you’ve got to take big risks. This 
certainly holds true in many business 
cases, however when implemented 
intelligently, the right ERP solution can 
transform that relationship, making 
it possible to achieve greater stability 

work and exposure—a phenomenon 

capitalize on the expanded promise of 
ERP, owners must carefully consider 
various ERP options, and implement 
only a solution capable of meeting the 
challenges unique to their businesses. 

The standard features that an ERP 

if you will—varies considerably 
depending on the software publisher or 
expert that’s providing it. Even general 
terms describing the component 
functional areas of a solution can have 
fairly divergent practical applications 

contractors than it does to made-to-
order manufacturers; but since job 

costing is a standard requirement 
for most ERP deployments, it would 
be easy to assume it means the same 
thing to everybody. To ensure that you 
get what you need, it is important to 
carefully review and understand how 
common descriptions apply within a 

Today there is a broad spectrum of 
ERP options available on the market. 
Picking the right one involves careful 
business analysis, preparation and 
research; and for the door and 
hardware industry, there are additional 
special considerations. Whether 
your company is looking for a simple 
accounting program like QuickBooks 
or a comprehensive platform, doing 
the legwork up front, or working with 
a trusted consultant who knows the 
ins and outs of the ERP world, will go 
a long way in your overall satisfaction 

solutions available to the building 
products supply industry, and like 
many things, there is no one right 
solution. What works for your biggest 
competitor might not work for you, so 
it’s important to look at your business 

solution that meets the criteria you’ve 
set out. 

solution types, thereby keeping the 
comparisons as uniform as possible. 
There are many issues to consider, 
but for the sake of this analysis, let us 
keep to the following basic criteria: 
implementation, customization, 
complexity, adoption, support, 
integration and ease of use. 
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variations of ERP software that cover 
basic business needs like accounting, 
inventory, sales, and purchasing. 
Generic ERP software is perhaps the 

the largest possible market while still 
providing for individual requirements, 
generic ERP solutions will usually 
integrate with popular third-party 
applications. But even here the 
emphasis is on simplicity, and robust 
functionality is abandoned in favor 
of widely applicable features. So, 
for example, a window and door 
manufacturer who wants to integrate 
estimating and engineering into his 
automatic processes probably won’t get 
everything he needs to take control of 
the future of his business. 

Generic ERP systems are not designed 
with specialized industries in mind, 
so chances are employees will need 
to undergo substantial training 

functionality. A clear upside, though, 
is that a generic feature set and 
integration landscape are easier and 
more straightforward to support—as 
long as you’re not trying to make the 

to do. A generic ERP platform will 
also likely boast a seasoned customer 
support department and knowledge 
archive that will prove to be valuable 
assets for a business that is likely to 

A simple, less mature product supply 
business with a minimal catalog and 

one that does not plan on growing or 
changing dramatically in the coming 
years, would do well to consider a 
generic ERP solution. It is not realistic 

from this kind of solution because 

the business is relatively simple to 
begin with and there is not a lot of 
complexity to mitigate. 

However, there certainly is an 
advantage to automating basic business 
processes and accounting tasks, and 
the ease of implementation and support 
will help users get there quickly. All in 
all, generic ERP solutions represent a 
moderate risk and a minimal reward.

Not your general catch-all ERP 
software, this type is considered 
a “teaser” solution for the supply 
segment of the industry. While 
construction ERP solutions often 
include project and job costing, as well 
as some management functionality, 

contractor. The jargon is spot-on, both 
in the marketing material and in the 
user interface itself, but the solution is 
not built for material supply, contract-
based sales and service. The challenge 
here is to distinguish between a 
solution that has been built to meet the 
needs of the contractor and one that 
has been built to meet the needs of the 
business that supplies the contractor. 
Most software publishers aren’t even 

market to both audiences as if they are 
the same.

It goes without saying that these are 

the construction industry, regardless 
of the availability of support, ease 
of implementation, or ease of use 
because they will not deliver necessary 
core functionality. In fact, generic 
ERP solutions are often better 
alternatives to this type, as generic 
solutions do not contain industry-

that core functionality. Semi-tailored 
construction ERP solutions are an 

for all but a very small percentage of 
the Division 8 space.

TYPES OF  
ENTERPRISE 
RESOURCE 
PLANNING (ERP)

+  GENERIC

+  CONSTRUCTION

+  INDUSTRY-SPECIFIC

+  INDUSTRY-TAILORED

There are four different types of ERP solutions 
available to the building products supply industry, 
and like many things, there is no one right solution.
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The concept of ERP software has 
been around long enough that most 
industries, no matter how small or 
specialized, are serviced by at least one 

solution. Home-grown ERP software 
solutions are often built by people who 
used to do what you do now, who have 
wrestled with the same issues, and 
who had the ingenuity and resources to 
create a perfectly customized solution. 

standard supply businesses because 
they likely support some of the more 
complex business processes (though 
important but ancillary functionality 
is probably not available), and include 
features that turn tribal knowledge 
into business assets. They usually 
remain boutique in nature, so customer 
service (when available) can be more 
responsive than a large generic 
provider’s, and there is little need for 
customization as long as your business 

in the industry. 

However, when it comes to 
implementation, or for situations that 
call for customization or integration 

solutions are very limited. Large 
software publishers, the guys who 

huge amount of resources maintaining 
and standardizing their code base 
and improving their core feature set. 
They sponsor vast communities of 
specialists and resellers who write their 
functionality into the code and provide 
in-depth implementation support. They 
do this to increase the long-term value 
of their product for the largest potential 

don’t have the bandwidth to cover all 
those bases, and generally won’t even 
try. Their code base is closed, so there 
is no point in standardizing it, which 
discourages third parties from writing 
custom functionality or integrating 
with it. 

solutions are at least as risky as generic 
solutions because you’ll be doing most 
of the heavy lifting on your own. And 

while in the short term you may be 
getting a lot of reward in the form of 
tailored functionality, you are locked 
in to something that likely won’t grow 
at the rate you will, necessitating a new 
system down the road. So compared 

with a questionable long-term reward 
for anybody expecting to expand their 
operations or hoping to grow their 
business.

Industry tailored ERP software can 
be described as a combination of the 

solutions. Like generic software, 

widely accessible, well supported, 
and constantly updated code base 
that encourages abundant third party 
integration. Combined with multiple 

stable and evolving solution makes 
purchasing and supporting a tailored 

time. 

However, the greatest advantage of 

industry-tailored publishers can 
leverage an external, existing 
infrastructure and focus all in-house 
attention on providing ‘out-of-the-box’ 
specialization. The result is a product 

(very little adoption and ease-of-use 
risk, and support for complexity), but 
that is as secure in the long term as an 

to implement, support, customize, and 
integrate). 

Industry tailored ERP systems hold 
the greatest promise of delivering a 

and prove to be the best option for 
building product manufacturers or 
distributors that plan to expand into 
new territories, markets, or product 
lines. While possibly more expensive 
at the outset, such solutions usually 
provide the quickest returns, and 
provide greater ROI over time.

Selecting and implementing an 

been an easy process, but it can be 
relatively straightforward if you are 
aware of all the alternatives. The 
greatest challenge building products 
supply manufacturers, distributors, 
and servicers looking to automate and 
optimize their operations face is a lack 
of exposure to viable software options. 

To work smarter, take stock of your 
business goals, opportunities, strengths 
and weaknesses, then partner with a 
solution provider who specializes in 
the type of ERP platform that will best 
ensure you realize a Work Small, Win 

businesses, the answer is an industry 
tailored ERP solution from a provider 
who understands your unique business 
challenges, and who customizes a 
world class code base to meet them.

Right now, with the continued rise 
in home starts and commercial 
building activity, the building 
products supply industry is enjoying 
massive expansion. It is time to 
take stock: is your business ready to 
handle increased demands? Are your 
processes scalable? Is automation being 

either of these questions, growth is just 
as likely to break your business as it is 
to strengthen it. +

REESE SUMMERS is 
Director of Business 
Development for 
ContractERP. He 
can be reached 
at rsummers@
contractERP.com. 
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CUSTOMER SERVICE
Every action counts.

32
CUSTOMER EXPECTATIONS
More adoption and expansion  
of connected devices.

In part (those of you who were my customers will know), 
my time in the industry was characterized by the obsession 
that we all had with providing customer service. Each 
year I had a sales meeting where my customers came to 
Cincinnati and were introduced to our new products. Our 
company developed the idea of door-frame “sticks” for our 
customers to prepare borrowed lights and entrances in 
metal in their shops. We may take it for granted now, but this 
idea was foreign to the industry at the time. We persisted in 
introducing it to our members and eventually it became very 

One year, I had a sales meeting where management 

customers’ operations and reported how they could make 
more money using standard doors and frames, rather than 
custom-made doors and frames. This was the ultimate in 
customer service because our company was interested in 

Customer service costs little or nothing and is easy to 
incorporate into your company culture. It adds money in the 
till more easily and less expensively than advertising and 
makes both the giver and the receiver feel good.

You determine if your company meets the highest standards 
of customer service or whether immediate revisions are 
needed in this ever-changing, global market. Is another 
company providing better customer service than you or 
your company? If you don’t have the right priorities in place, 
there are plenty of companies all over the world waiting to 
capitalize on any mistakes your company makes. 

Does this only apply to the entrepreneur? Of course not! The 
management team and every single employee that works in any 
business need to have the same philosophy of good customer 
service for a company to succeed. Every action that is taken at 
any level can help make or break your goals for success. 

1. Personalize every relationship with my customers;

2.  Make them feel important;

4.  Make them better known in the community;

5.  Help them become more successful businesspeople; and

6.  Work with them to achieve success.

ROBERT E. “BOB” LEVINSON 

Incorporating 
Customer 
Service into 
Your Company 
Culture 
It is a pleasure to address the 
industry in which I spent many years 
having you as my customer. 

© ISTOCK | ANTONIOGUILLEM
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It is important for companies to 
periodically evaluate how they are 
performing, and this includes customer 
service. Consider these questions:

• Does your company have clear-cut, 
stated policies advocating good 
customer service?

• Is your management team passionate 
about customer service?

• Do you empower your team  
to make important decisions?

• Do you trust and allow them  
to handle issues?

• Do you provide them with  
the support they need to do  
their job well?

• What do you think any member of 
your team would do if they needed 
to make an important decision?

As you review these questions, you 
should be able to clearly evaluate the 
way you run your business, or how 
you work as a representative of your 
company, both by the answers that 
quickly come to mind, but also those 

If you are an entrepreneur, think about 
your management team and the employ-
ees you rely on to keep your business 
running. Your efforts can make or break 
the difference on whether you can hold 
on to your business, keep your position, 
move further up or even one day reach 
higher goals for yourself and your 
company. 

Some important questions you 
should review below may not relate 
to the position you hold, but your 
interpretation of your responsibilities 
and ethics for the company that you 
work for will still make or break your 
career, as well as impact the company 
you’re currently with:

1. When was the last time you picked 
up the phone and called a customer, 

they are with your company’s 
product or service?

2. When was the last time you listened 
to a customer complaint, either 
on the phone, face-to-face or 
electronically?

3. Can you recall the last time you were 
introduced to a customer?

4. Have you ever sat down with any new 
employees and emphasized your 
company’s policy on professional 
customer service?

It is crucial for any business to have the 
fewest negative business encounters 
as possible to succeed. Small, simple 
favors and courtesies impress customers 
with your company’s credibility, and this 
enhances their loyalty. 

However, you and I know that highly 
professional service to customers 
does not always prevail. Personally, I’ve 
reached the point where I’m surprised 

friends tell me they no longer receive 
special attention or even common 
courtesy when they take their cars 
in to be serviced, or deal with store 
employees, government workers, 

An all-too-prevalent attitude seems to 
be that—the customer, client, patient, 
guest or whatever— is an inconvenience, 
a necessary evil that should be dealt 
with as perfunctorily as possible. This 
is a shame for both seller and buyer, 
but it provides an opportunity for any 
companies that prioritize service to take 
the market.

From the seller’s point of view, good 
service is the best and easiest way to 
build a successful, growing business. 
It’s a way to create a strong business for 
the long haul. For the buyer, it adds to 
the ease of shopping and their ability 
to enjoy spending the money they’ve 
worked hard to earn. Poor service, on 
the other hand, leads to aggravation 
and disgust. 

Throughout my career as the owner 

executive in a successful company, and 
as the owner of three hotels in Florida, 

I’ve always stressed customer service. 
It is my way of life in my career, and 
I’ve passed it along to my associates. It 
works! It is in everyone’s self-interest to 
emphasize the highest level of service. 
This is what makes it so hard for me to 
understand why so many companies 
fail to practice this simple technique 
or allow their policies on it to slowly 
disintegrate.

Nevertheless, the truth is that many 
customers are short-changed. They are 
paying for a service, and no matter what 
amount of money they spend, large 
or small, if they are not receiving it, I 
consider this a crime: stealing. 

The leaders of any organization set 
the integrity, policy, atmosphere 
and personality of the organization, 
and whatever they choose to do will 
permeate the entire organization. You 

stimulate your associates. It can be 

complicated to implement and maintain, 
but customer service works.

at age 90, so I have had 70 years of 
experience building leadership skills. 
I’ve learned that people don’t change, 
so the experiences and advice in my 
new book are as true today as they were 
70 years ago—and will still be true 70 
years from now. You do not need a Ph.D. 
to follow these ideas. Take the mystery 
out of the techniques for success. Be 
successful in relationships and you will 
be successful in business. +

ROBERT E.  
“BOB” LEVINSON  
is the former 
President of  
Steelcraft 
Manufacturing  
in Cincinnati,  
Ohio. He has  
written hundreds 

subjects. This article is excerpted from his 
new book, Customer Service Savvy.  
Email him at bob@relenterprises.com.
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ROBERT GAULDEN 

Customer Expectations 
Will Demand Better 
Experiences in 2018
Consumer expectations are changing, and these 
expectations will drive the demand for better user 
experiences in 2018. As technology becomes more 
prevalent in their personal lives, the security industry  

advancements in the commercial space.
Security is expected—it’s a given. A 
mechanical lock is going to do what it’s 
intended to do. End users are looking 
for products that go beyond security to 
offer more, like convenience or better 
reporting. As an industry, we need to 
ask if there is more our devices can do 
for the customer. 

With mechanical locks and key systems, 
once customers lose key control, 
they have no idea what’s happened 

the facility. The ability to provide 
detailed data can unlock immense 
potential—from running a business more 

standpoint and more. 

A great example is The Juilliard 
School, which installed wireless locks 
on its practice rooms. While the locks 
protect the property within each room, 
their more valuable purpose is to 
control scheduling. Room reservation 
was a logistical headache before 
implementing the solution. Students 
were squatting to reserve spaces—
leaving rooms unused for periods of 
time and students without a place to 
practice. Pairing the wireless locks with 
the management system has improved 
the entire experience for students as 
well as room utilization. 

Facilities can easily expand on this 
concept. A similar solution can be 
implemented in a computer room 
or biological lab on campus. Store 
dressing rooms can incorporate a 
scheduling tool in their app. Imagine 
being able to unlock a dressing room 

seeking out the store’s associates. I 
mention locks here, but the possibilities 
are endless. As customer expectations 
increasingly demand convenience and 

ways to enhance traditional devices for 
better experiences. 

OPENING UP TO  
MORE CONNECTIVITY
Connectivity played a major role in 
2017, and it’s here to stay. It’s one thing 
to have a smart device; it’s another to 
use the information it contains. Think 
about how the device is connected and 
where it’s connected. A lock that can 
provide an audit is great, but if that lock 
is talking to other devices, customers 
can start to build a comprehensive 
security approach. It goes back to 
asking how the device can enhance the 
experience. Instead of simply reporting 
who came in and out of an opening 
as it’s intended to do, it can integrate 

with a camera system. When the lock 
is activated, the camera is triggered 
to record that opening. If the lock is 
connected to the HVAC, the building is 
triggered to adjust the temperature to a 
comfortable 68 degrees as employees 
arrive in the morning. Then it returns to 
energy-savings mode in the evening. 

I anticipate more adoption and 
expansion of connected devices in 
2018, which will increase the need to for 
open architecture. 

Open architecture platforms convey 
a willingness to work with third party 

For example, locking manufacturers 
are experts on how to secure a door—
both manually and electronically. But 
why stop there? Working with others 
to integrate additional values will 
introduce inventive solutions that are 
appealing to the end users. Of course, 
the same is true for door closers, exit 
devices and door frames. 

And it’s much easier when starting 
with an open architecture. Proprietary, 
or closed, systems make it more 
challenging to develop one-off 
solutions. Other industries have 
adopted open platforms, and it all ties 
back to the user experience. 

COMMENTARIES
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FROM HOME TO THE  
OFFICE—AND BEYOND
So what’s driving the demand for 
enhanced experiences? Customers’ 
personal lives are partially responsible. 

Connected homes. Expectations 
around what a phone and TV can do. 
Adopting technology into their personal 
lives has made them more connected 
and accessible than ever before. These 
expectations are carrying from the 
home to the workplace. 

Their consumer habits are dictating 
what they expect on the commercial 
side. For example, at my house, or 
anywhere on the road, I can Facetime 
my family with no issue. When I’m in 
the workplace, I expect to connect to a 
Skype meeting without inconveniences. 
And while challenges may arise today, 

to interactive meetings and video 
conferencing. 

at the consumer level is shaping many 

other experiences, and they have no 
choice but to bring those expectations 
to the workplace. On top of that, there 
are next generation users who have 
grown up with technology. Consider 
today’s higher education environment. 
Students arrive at school with smart 
technology in their student-housing 
buildings and around campus. Swiping 
a single credential or phone allows them 
to unlock their doors, purchase meals, 
access computers and more. They 
seamlessly interact in their electronic 
village, from the university to off-
campus housing. 

They will carry these expectations 

apartment. Why would they want to go 
back to carrying mechanical keys? They 
will expect something more convenient, 
like a smart credential, or the ability to 
use their phone. Then they will graduate 

expectations. 

This impact is accelerating as people 
become more comfortable with the 

can use one credential for their 
apartments, gyms, cars and the 
subway, why shouldn’t they be able to 
use it at the workplace? It’s possible 
in the connected world we live in, 
but it cannot happen without open 
architecture and the open attitude to 
seek new possibilities for a better user 
experience. The expectations are there, 
and the possibilities seem endless. 
It’s up to us to collaborate with our 

technology.  +

ROBERT GAULDEN 
is director of 
aftermarket and 
electronic sales at 
Allegion. He has 
worked in the security 
industry for more than 
14 years, focusing 
on integration sales 

and policy. For Allegion, he concentrates on 
expanding the integration, software alliance 
member and aftermarket channels. 

© ISTOCK | MATEJMO
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While you may not give hinges much thought, they actually 
hold up as one of the greatest inventions of mankind—

back so far that archeologists aren’t sure of its exact origin. 
In fact, bronze hinges date back to ancient times, found in 
societies in Africa and Asia, as well as Europe. 

In the United States, as Easterners 
began pouring into St. Louis in the late 
1840s and early 1850s to make their 
westward journey, Charles Hager was 
building his business by providing 
wagon wheels and hardware for 
Conestoga wagons. This made Hager 
an active part of the new frontier in 
the development of hinges as we know 
them today. 

In commercial, educational and 
institutional facilities, doors are 
hung using one of three hinge types: 
standard (conventional) hinges, 
continuous hinges or pivots – and 
it is the continuous hinge, with 
its intermeshing gears and thrust 
bearings, that is the far superior choice 
in many high use applications. 

There are two types of continuous 
hinges—the pin-and-barrel and the 
geared. The pin-and-barrel continuous 
hinge (sometimes known as the piano 
hinge) has two leaves joined together 
by a pin. The geared continuous hinge 
features gear teeth that mesh together 

under a cap that runs the length of the 
door. 

The geared continuous hinge was 
patented in 1963 by Austin Baer, and 
in 1968 he earned a second patent 
for adding thrust bearing to his 
original design, known as the Roton® 

Continuous Geared Hinge. The patent 
expired in 1985, and Hager Companies 
purchased Baer’s company in 1989.

"There were situations in facilities with 
high-abuse door openings where we 
knew a standard butt hinge wasn’t the 
best choice. We were intrigued by the 
Roton® continuous hinge and how it 
distributed the weight over the length 
of the door,” explains Warren Hager 
Executive Vice President & Assistant 
Secretary for Hager Companies. “We 
purchased The Baer Company because 

with the quality Hager was known for 
and it allowed us to bring additional 
value and solutions to our customers.”  

Today every major U.S. commercial 

continuous hinges.

The Geared 
Continuous Hinge:
Solutions and Applications
BY GINNY POWELL
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While continuous hinges are not as commonly used as 
standard hinges, there are several solid reasons for choosing 
a continuous hinge over another hanging device:

• Continuous hinges extend the full length of the door, 
which means they distribute the door’s weight evenly 
to the frame. This reduces the amount of stress to the 
doorframe when compared to using a standard or pivot 
hinge.

• Because a continuous hinge is secured to the full 
height of the opening, a continuous hinge keeps the 
door in constant alignment, eliminating the chance of 
a sagging door.

• Additionally, continuous hinges also help reduce 
the chance of wood doors from warping, which is 
especially helpful when the door opening is three-and-
a-half or four-feet wide.

• Continuous hinges also remove the gap between the 
door and the frame, and this absence of the gap helps 

safer door. This safety makes a continuous hinge a 
natural choice for doors where children are present.

requires continuous geared hinges on all doors over three-feet 
wide. “Installing continuous geared hinges on door openings 
over three feet in width decreases future issues, saving us 
time and money,” he says.

These characteristics mean that continuous hinges are 

and abuse, such as gymnasiums, health care facilities and 
sports complexes. “As the population continues to grow, the 
demand on door openings increases with security and safety 
at the forefront,” explains Dan White, Manager of Product 
Development for Hager Companies. “For these high-demand 
openings, the continuous geared hinge remains the smartest 
choice for the life of an opening.” 

Here are a few examples of where you can install a 
continuous hinge:

HOSPITALS, STADIUMS, ARENAS 
AND SCHOOL GYMNASIUMS
Over time, the doors that get a lot of use also tend to “come 

hinge runs the length of the door, it keeps the door in 
constant alignment and eliminates this issue. 

These characteristics 
mean that continuous 

hinges are often 
installed for openings 

that are subject to high 

as gymnasiums, health 
care facilities and 

sports complexes.
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GINNY POWELL is Product Marketing 
Specialist for Hager Companies. She can be 
reached at gipowell@hagerco.com.

PRISONS AND BACK DOORS TO 
CONVENIENCE STORES AND STRIP MALLS
A geared continuous hinge can keep a building even more 
secure than a standard hinge because there isn’t a pin that 

be time-consuming – which acts as a deterrent. 

STOREFRONTS
Doors allow air to escape, which can be a great source of 
energy loss when trying to warm or cool the air (depending 
on the time of year). A continuous hinge helps close the gap 
between the door and the frame – creating a tighter seal.

One example where a continuous hinge solved a recurring 
door problem was at a St. Louis university hospital radiology 
treatment room. The doors were four by seven feet (lined 
in ¼” lead) and hung on heavy duty pivot hinges with an 

twice, and as a result, the room was rendered unusable. This 

mention the delay in treatment for patients. 

to me to discuss the issue. After conferring with the technical 
department at Hager, we recommended installing a Roton® 

for doors up to 1,200 pounds. This solved the problem 
immediately and we never got a call back again,” explained 
Bud Wilson, President of Horizon Marketing Group.

lengths: 79, 83, 85, 95, and 119 inches, and can be cut to the 
exact length needed during the installation process (varies 
by manufacturer).  With the frequent use of electronic locks 

electric through-wires, exposed electric switches, and 
electric power transfers. 

Though continuous hinges are not as commonly used as their 

solution. They are durable, long-lasting and solid, which 
allows for an extended life for the total door opening. +

Heavy duty concealed leaf 
continuous geared hinge
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only called the Rule of 72. It states the number of years required to double 
the value of an investment can be estimated by dividing the number 72 by 
the annual return on that investment. For example an investment with a 7.2 
percent annual return would double in about ten years (72 * 7.2 = 10).

This seemingly innocuous rule has 
some very important implications 
for distributors. Firms that produce 
a higher level of return on their 

to systematically build a larger asset 

can then use that asset base to generate 
higher sales. 

This report considers how different 
rates of return result in very different 
businesses in the future. It does so by 

• The Different Rates of Return for 
DHI Members An analysis of the 
long-term implications of different 

• Moving to a Higher Return  
An examination of the requirements 

THE DIFFERENT RATES OF 
RETURN FOR DHI MEMBERS
Exhibit 1 provides a comparison of 

The top set of numbers is for the typical 
member based upon the latest PROFIT 
report. The bottom set of numbers 

survey. To demonstrate the impact of 

same level of sales volume.

$15,000,000 in sales, operates on 
a gross margin percentage of 31 
percent and generates $367,500 in 

 These results require 

a total asset investment of $6,000,000, 
producing an after-tax return on assets 
of 6.1 percent. Based upon the Rule 

investment in 11.8 years if it reinvested 

In contrast, at the bottom of the exhibit, 

which yields an after-tax ROA of 12.8 
percent. The Rule of 72 indicates it could 
double its asset base in only 5.6 years.

the performance of the typical and 

intentionally assume no change in 
operating performance. This provides a 
clear view of the implication of different 

out. This is a very typical planning 

shows results in year twelve. This simply 

A comparison of the current numbers 

startling results. In the current year the 

($770,000 versus $367,500). However, 
by year twelve the difference has grown 

is systematically moving ahead of the 
typical one.

From a sales perspective, the typical 

The Rule of 72: Having the  
Assets to Support Future Sales
DR. ALBERT D. BATES is Director of 

for DHI. He is also a Principal at the 
Distribution Performance Project. That 
organization’s web site: distperf.c1om has 
numerous free tools that distributors can 

Performance Project. DHI has unlimited duplication 

duplicate this report for their internal use in any way 
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sales volume from $15,000,000 to 
$30,612,845. At the same time the high-

to $63,876,377 in sales, an increase of 
325.8 percent. Not only is the typical 

is falling further behind in future sales 

sales can generate. 

There is no certainty that the higher sales 
number can be reached. The exhibit 
simply indicates what could be attained 

into the business over time.

Clearly, the importance of being a 

importance grows exponentially in the 

MOVING TO A HIGHER RETURN

are three major concerns. All need to be 
address directly.

Benchmarking—Without comparison 

management hoping for the best.

DHI sponsors a benchmarking survey for 
its members called the PROFIT report, 
which provides detailed results for the 

it provides insight into how the high-

Participation in the report should be an 

Management Education—At the senior 
management level in most distribution 

at lower levels of the management 
ranks, this clear understanding 
gradually fades and maybe even 
disappears.

The problem becomes particularly 
acute when managers in different parts 
of the organization have their own 
unique ideas about what is important. 
When some managers are focused 
on sales generation, while others are 

arises. Only a clear understanding of 

competing points of view.

Proper Planning—The role of planning 

be overstated. Unfortunately, too many 

does not ensure improved performance 

sales, gross margin and expenses 

planned.

Firms should at least investigate the 

goal for 2018 (?) and works backwards 
through the income statement and 
balance sheet to determine how the 
goal can be reached. 

MOVING FORWARD

(as measured by Return on Assets) face 
very different prospects for the future. 

a much larger amount. Slowly over time, 

to be supplemented with a strong dose 
+

EXHIBIT 1
TWO DIFFERENT GROWTH PROFILES FOR DHI MEMBERS

Typical Firm Income 
Statement

Current 
Results

Year 5 Year 12

Net Sales $15,000,000 $20,192,020 $30,612,845

Cost of Goods Sold 10,350,000 13,932,494 21,122,863

Gross Margin 4,650,000 6,259,526 9,489,982

Total Expenses 4,125,000 5,552,806 8,418,532

525,000 706,721 1,071,450

Income Taxes  
(30% of PBT)

157,500 212,016 321,435

$367,500 $494,704 $750,015

Total Assets $6,000,000 $8,076,808 $12,245,138

Return on Assets (After 
Taxes)

6.1% 6.1% 6.1%

Income Statement 
Current 
Results

 Year 5 Year 12

Net Sales $15,000,000 $27,433,319 $63,876,377

Cost of Goods Sold 10,000,000 18,288,879 42,584,252

Gross Margin 5,000,000 9,144,440 21,292,126

Total Expenses 3,900,000 7,132,663 16,607,858

1,100,000 2,011,777 4,684,268

Income Taxes  
(30% of PBT)

330,000 603,533 1,405,280

$770,000 $1,408,244 $3,278,987

Total Assets $6,000,000 $10,973,328 $25,550,551

Return on Assets (After 
Taxes)

12.8% 12.8% 12.8%
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Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



Contributors Listing as of December 12, 2017

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

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.
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)
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 & Hardware Co.
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
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 York Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
DHI Tri State Chapter 

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



PRODUCT SPOTLIGHT

A 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 

B PROTECT ANY SIZE OPENING 
FROM FLOODS
Your doorways are the weakest link in your home’s 

are easily installed and use marine grade aluminum 
along with closed cell sponge neoprene (CCSN) 
engineered to ensure a water-tight seal. Our products 
are made to protect doors, windows, garage doors, 
and generators.
www.LegacyLLC.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 

resource for our customers. 
www.akronhardware.com 

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

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

an ADA compliant door that will latch under stack 
pressures and other environmental conditions
www.dormakaba.us 

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. 

what you need to get the job done with our search 

www.seclock.com 

D

E

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

C

A

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

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

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!



DECODED

THE INTERNATIONAL BUILDING CODE (IBC) REQUIRES ALMOST ALL 
DOORS TO MEET THE ACCESSIBILITY REQUIREMENTS, WITH THE 
EXCEPTION OF THE 14 AREAS THAT ARE SPECIFICALLY EXEMPTED IN 
THE CODE.  THE INTERNATIONAL FIRE CODE (IFC) AND NFPA 101 – THE 
LIFE SAFETY CODE ALSO ADDRESS ACCESSIBILITY FOR BUILDINGS 
THAT ARE REQUIRED TO COMPLY WITH THESE CODES.

VISION LIGHTS
In the United States, the commonly-
used accessibility standards are ICC 

and Facilities (referenced by all three 
of the model codes mentioned above) 
and the 
Design (a federal law).  While some 
existing doors may pre-date the 
accessibility requirements that apply 
to vision lights, the required location 
has been part of ICC A117.1 since the 
1998 edition.  It was added to the ADA 
standards in the 2010 edition.

These requirements are found in 
Section 404.2.10 of ICC A117.1 (recent 
editions) and Section 404.2.11 of the 
2010 ADA standards, and the language 
in each standard is virtually identical.  
This is the section from the 2010 ADA 
Standards for Accessible Design:

404.2.11 Vision Lights.  Doors, gates, 
and side lights adjacent to doors or 
gates, containing one or more glazing 
panels that permit viewing through the 
panels shall have the bottom of at least 
one glazed panel located 43 inches 

lowest part more than 66 inches (1675 

not be required to comply with 404.2.11.

A vision light is not required in each 
door opening on an accessible route, 
but if vision lights are provided for 
viewing purposes in doors or sidelights, 
the bottom of at least one of these lights 
must be located no more than 43 inches 

may be provided at other installation 
heights, as long as at least one light is 
mounted at the required height. This 
ensures that the light permits viewing 
for all building occupants—including 
occupants using wheelchairs.  While the 
typical mounting height of hardware 
was taken into account when adding 
the light location to the standards, 
care must be taken to avoid light/lock 

There is an exception in this section that 
exempts lights installed with the bottom 
of the light more than 66 inches above 

acceptable because they are typically 
used for aesthetics or light transmission 
and are not used for viewing. Doors 
with lights above 66 inches are 
sometimes used for residential dwelling 
units, to permit privacy while allowing 
light to enter the dwelling unit. Transom 
lights above the door would also be 
exempt from these requirements.

When doors are discovered onsite 
which do not meet the location 
requirements for vision lights, one 
proposed solution has been to obscure 
the glazing so that the lights would 
no longer be considered vision lights. 

new doors with non-compliant vision 
lights, as there are many people 
who are not aware of the required 
location, and many of the standard light 

code-compliant.  When the doors are 

to supply code-compliant doors, the 

LOCATIONS FOR VISION 
LIGHTS AND VIEWERS

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.

PHOTO COURTESY OF LORI GREENE
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Authority Having Jurisdiction (AHJ) may 

what is allowed by the manufacturer’s 

would not be acceptable in locations 
where vision lights are required—like 
double-egress smoke-barrier doors in a 
health care facility.

VIEWERS
The 2010 ADA standards and ICC A117.1 
include requirements pertaining to 
the primary entrance to certain types 
of dwelling units. For these units, the 
main entrance door is required to 

have a means for visually identifying a 
visitor without opening the door, and 
the viewer must allow for a minimum 
180-degree range of view. An ADA 
advisory on this topic states that 
viewers with prisms can be placed at a 
standard height and permit a view from 
several feet away. The Fair Housing Act 
Design Manual also refers to a “wide 
angle peep hole” in the dwelling unit 
entry door but includes no prescriptive 
requirements.

The mounting location of viewers is not 

standards; however, some local codes 
do include required mounting heights. 
For example, in Massachusetts, 

entrance doors to dwelling units are 
required to have a viewer (or sidelight 
or vision light) mounted 60 inches 

with an additional viewer/light at 42 

of units. Often dwelling units will have 
two viewers at two different locations to 
accommodate all building occupants. 
Be sure to check the state and local 
requirements for requirements 
pertaining to viewers.

For more information about the 
required locations of vision lights and 
viewers, refer to the applicable codes 
and accessibility standards, or contact 
the AHJ for assistance. +

The vision lights in these existing doors do not meet the current location requirements. If the sidelights were part of the frame, the opening would be 
compliant; it is unknown whether the AHJ would accept this design for new construction. 
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COR117 — Door, Frame and Architectural Hardware Applications, and COR140 — Using Codes and Standards, or have comparable knowledge 
or experience.

 
Testing Services at their convenience, or where available, may have the option to take the exam at the class site on Day 4 of the session. 

 

Discounts available for DHI members and employees of DHI corporate members.

 
or email hsevachko@dhi.org.

If you haven’t had the 
opportunity to participate  
in DHI education 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!

he
ate

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

DAI600: FIRE AND EGRESS DOOR ASSEMBLY INSPECTION CLASS

Dallas, TX National Conference Center

Education
Your Career, Our Commitment



Bite-sized education: 
DHI’s Microlearning Classes

DELIVERED BY 
YOUR CHAPTER OR 
YOUR COMPANY AT
YOUR LOCALE

“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

Your place or mine for classes?

For more details, email education@dhi.org.

OUR LOCATION 
AT ONE OF OUR  
FUTURE SCHOOLS

• 

CE1504: ICC Code Update Roundtable
•  

•  

CE1505: Managing Projects, Time, Money & Materials
• 

CE1603: Basic Master Keying
• 
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REAL OPENINGS

A  VERTICAL DEVICE 
Maranda Thompson,  
Securitech Group, Inc. 
Have you ever held a set of 
instructions that didn’t have any 
words on them? (Think IKEA). Then 
imagine holding the paper at a 
90-degree angle. Then you might 
mount the rim device in this position. 
Or, you just had no idea what you 
were doing.

B THERE’S A DOOR 
THERE SOMEWHERE
Maranda Thompson
Maranda always has her smartphone 
close at hand and now that she’s 
hooked, can’t miss an opportunity 
to point out such unbelievable 
disregard for maintaining a clear 
path to the exit door.

C ONLY 5 STEPS FOR  
EMERGENCY EGRESS!
Austin Bammann,  
Central Indiana Hardware Co., Inc. 
Step 1 Remove bolt cutter from hook
Step 2 Cut bolt on padlock
Step 3 Remove padlock from slide bolt
Step 4 Slide bolt to unlocked position
Step 5 Depress exit device pad
What’s really crazy is the fact that this 

station, but the good stuff!  Not sure 
how long this exit has been locked 
down like this, but it’s too long.

Readers’ 
Photos

B

Tradition dictates we start off 
the year with contributions from 
our readers, and again, you did 
not disappoint. Thanks for the 
submissions and keep them up; 

pictures of interesting doors and 
hardware, signage, and lessons to be 
learned (otherwise known as code 
violations).

This month we start a new tradition 
with a retirement photo. Happy to 
recognize those who have lasted for 
decades and seen all the changes 
in our industry, provided they are 
photographed standing next to an 
interesting door or special hardware. 

A C
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D
D EVERYTHING BUT THE KITCHEN SINK

Greg Kanning, AHC, 
Dumas Hardware Company
Greg couldn’t believe this blocked door 
in a convenience store in Waco, Texas. 
Sometimes the location, if you pronounce it 
differently, says it all.

E INCONVENIENT DOOR LOCATION
David Klein, Securitech Group, Inc.
Dave is a regular contributor and has 
surveyed many locations. All of us who 

discovering situations where we can put our 
expertise to use coming up with innovative 
and clever solutions for interesting doors. 
Then there are times when you just want to 
scream. This would be one of those times.  

F CABLE TIES END SAFE EGRESS
Ray Scroggins, Scroggins Associates, Inc. 
Ray’s got a keen eye. He spotted a labeled 
emergency exit secured by a couple of 
cable ties, totally defeating the purpose. 
How about the missing paddle, too?

G  CONGRATULATIONS & THANKS, GIL
Foster Smith, National Guard Products
Foster reports: National Guard Products 
celebrated the retirement of Gil Pesavento. 
After 50 years in the industry, he has 
pledged to continue to point out life safety 
concerns. Attached is the back door of the 
restaurant with a clearly marked exit sign, 
but good luck exiting with the steel bar 
barricading the door.

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. 
All “Real Openings” photos have 
been taken in public spaces with the 
goal of highlighting the prevalence 
of code violations and the need for 
vigilance to save lives. If you see 
something, say something.

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

F

G
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REVENUE 
GROWTH HABIT

THERE’S NOTHING IN THIS ARTICLE THAT YOU DON’T ALREADY 
KNOW. NOW, PLEASE CONTINUE READING ANYWAY, BECAUSE I 
PROMISE IT WILL BE WORTH YOUR WHILE. 

You already know what to do. You’re a 
professional salesperson. Or manager. 
Or owner. 

You don’t need me to tell you, for 
example, that testimonials and referrals 
are among the best ways we have to 
grow our business, right? 

You don’t need me to tell you if you 
called more customers and prospects, 
you would sell more. 

You know you should ask for the 
business more. Like, every time you talk 
to a customer. 

You know you should tell your 
customers about what else they can buy 
from you. 

And you know the more you 
communicate with customers and 
prospects, the more they will buy. 

But knowing is quite different than 
doing, isn’t it?

We know a lot of things we don’t do. 

For example, we know that drinking 
alcohol isn’t good for us, and yet many 
of us have some drinks. 

We know eating dessert isn’t great for 
our health. We know we should keep 
a neat and tidy workplace. We know 

morning (I go to the coffee maker). We 
know we shouldn’t yell at our kids. 

But knowing is very different than doing it. 

I know you know. But knowing doesn’t 
make you more money. Doing does. 

We need to start doing the things we know 
we should be doing. So, why don’t we? 

Why do we avoid the things we know 
will make us more money in this line of 
work? 

• We are busy. Our days are reactive. 
The phone rings, we answer it, and 
there’s a customer on the other 
end of the line. The customer either 
needs something or has a problem. 
We must resolve the issue. It’s our 
job. We hang up. And the phone 
rings again. We blink, and it’s 4 PM 
and it’s time to go home. There’s 
no time to do the things we know 
we should do. There is only time to 
respond to customers. 

• We are not proactive. A day of 
answering calls and dealing with 
urgent issues is a reactive day. 
These things we know – we should 
proactively call customers and 
prospects; we should ask for the 
business; we should ask for referrals 
– these are proactive actions. We 
must make time for them. 

• We don’t make a plan. The key to 
doing proactive work is to plan it and 
then do it in short bursts. How long 
does it take to say “should we write 
it up,” or “when would you like this 
order?” Not long, right? We need 
repeated short bursts, but daily. 

YOU ALREADY KNOW WHAT TO DO

ALEX GOLDFAYN is the author of The 

Minutes a Day. It was selected the sales 
book of the year and one of the top 
business books of the year by . To 
discuss growing your sales, call Alex at 
847.459.6322 or got to www.goldfayn.com.
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• We are not held accountable. 
Accountability is one of the greatest 

factors for sales growth. Owners 
have a hard time with it. Managers 
have a hard time with it. Salespeople 
don’t like it instinctually—even 
though we like the results (more 
money!) a whole lot. 

• We are not recognized for 
success. The science shows us that 
recognition is a more effective tool 
for motivating new behaviors than 
money. Being told “great work, thank 
you, and congratulations” in front 
of our peers is totally motivating. It 
has the added and very important 

value of causing those not being 
recognized to aspire to be next. 

in private doesn’t do that. 

If you want to start doing things you 
know you should be—like consistently 
and systematically calling customers 
and prospects more; asking for 
referrals; asking for the business; 
sending hand written notes; and 
following up on quotes and proposals 

plan to do so. 

What will you do? When? 

Track your results. How did these 
actions go? What happened?

Show your completed plan and results 
to somebody who is expecting it. This 
is the accountability piece. Tell your 
supervisor—or your spouse—you need 
them to be comfortable asking you 
about your plan if you do not show it to 
them. 

Identify the wins with them. Discuss 
it. Celebrate the successes. Soon, you 

things that you know you should be 
doing. 

And your customers will thank you with 
their money. +

© iSTOCK  |  Z_WEI
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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

�
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ONE 
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SHELF LIFE

WE CAN ALL AGREE THAT DISTRIBUTION IS NOT A BLACK AND  
WHITE BUSINESS. IT IS FILLED WITH SHADES OF GRAY, LEFTS,  
RIGHTS, UPS AND DOWNS. IT IS FILLED WITH COLORS, 
DESIGNATIONS AND DESCRIPTIONS. 

With all these nuances, why do we insist 
on limiting our palate when it comes 
to the warehouse? With the exception 
of orange cross beams and green 
uprights, our warehouses are largely 
devoid of color designations. If you 
want to drive behavioral change in your 
operation, consider using visual cues to 
provide direction. 

Think about how colors modify our 
behavior in daily life. When we see red, 
our instinct is to stop. Red can also alert 
us to potential danger or injury. Green 
is generally accepted as safe or an 
indicator to proceed without hesitation. 
I will take a bit of exception to this rule 
when visiting a Brazilian steak house. 
Too much green will probably lead to a 
painful experience, while red probably 
would have been the more prudent 
choice. The point is we are conditioned 
to modify our behavior based on the 
colors we see. Can we take this same 
concept in to our warehouse?  

Over the last several years, I have 
been teaching seminars on warehouse 

has expanded quite a bit over the years. 
I am constantly amazed by the different 
ways operational managers have 
introduced color cues to help their team 

the course of this article, I will share a 
few of the ideas that seem to resonate 
with the participants.

PRODUCT IDENTIFICATION
One of the more interesting uses 
of color came from the desire to 
help warehouse pickers identify size 

differences in products. For example, 
one company chose to paint the ends of 
threaded rods based on the diameter 
of the item. Their team members 

between 5/16 and 1/4 inch. This color 
coding was carried over to the bulk 
nuts and washers of the same diameter. 
Others have used color designation 
to identify gage or thickness of metal 

the company can now include this 
information in the picking document.   

RECEIVING 

clever ways to include color into the 
most important warehouse function. 
Stock rotation has always been a 
challenge for distributors. To combat 
this problem, one company has started 
putting colored stickers on products 
received during certain quarters. For 
example, if products are received in the 

applied. If the product comes in during 
the second quarter, a green sticker is 

a different color designation for each 
quarter of the year. By incorporating this 
color designation, the order picker has 
a quick visual reference as to the age 
of the product. Hopefully, they pick the 

Process designations can be very 
helpful in a busy receiving department. I 
offered some of these suggestions to an 
operations manager last week. Products 
in this area can be in various stages of 
transit. Some of the items are waiting 

USING COLOR TO DRIVE 
WAREHOUSE EFFICIENCY

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. 
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to be received. Other items are waiting to be put away. Some 
items are being cross-docked. This is just a fancy expression 
for received items that are heading out to a customer 
immediately. Without some differentiation, inventory looks 
exactly the same. As a solution, I suggested this manager 
invest in small colored cones and carts to identify these 
different process designations. 

AISLES AND RACKS
I often see distributors do a great job of creating bin locating 
systems in their warehouse; but they lack a little creativity 
when it comes to bin signage. Simple black and white labels 
are often overlooked. Consider changing up the color in each 
aisle to designate the velocity of the product. Create a “hot 
pick” aisle for those items most commonly ordered.

For those companies that require primary and overstock bin 

of the pick. I typically suggest that distributors attach a 
bright green label next to any product that has an alternate 
overstock location. On the label, you tell the picker where 
they can locate additional inventory if the primary bin doesn’t 

be a real time saver. 

FORMS AND LABELS
By simply using different colored paper, distributors can 
eliminate confusion in the warehouse. I always advocate 
that companies use two different documents in the order 

pick ticket is an internal document designed to improve the 

have multiple lines of description and it should be sequenced 
by bin location. Conversely, a packing slip is an external 

limited description and line should be sequenced in the order 

given to our customer service representative. Using two 
different paper colors here will help identify the documents 
quickly.

Colored labels can be used in several ways. Bin signage and 
process designation have already been discussed, but what 
about helping the shipping department?  I like to see different 
colored labels used for carrier designations, such as small 
package or freight trucks. I have also seen colored labels 
being generated to separate and identify orders for internal 
delivery vehicles. 

SHIPPING DOCK
Just like the receiving area, the shipping department can be a 
whirlwind of different activity. To help differentiate product, I 
like to see creative color introduction. If a company is not able  
to produce colored labels for shipments on internal vehicles, 
I often suggest designated shipping lanes. Adding colored 
cones to associate orders with vehicles will help the loading 
process. This concept can also work well for distribution hubs 
dealing with product transfers to other company locations. 

I have also seen distributors use different color totes 
to designate order disposition. This could be used in 
conjunction with a quality control process or to simply 
organize items before packaging. 

These suggestions are only a fraction of the ways that 

the warehouse. Let creativity and imagination run wild. 
Remember, we are already conditioned to take cues from the 
colors we see in daily life. Red means stop. Green means go. 
I thought that yellow meant caution, but I may be mistaken. 
If I can take any clues from recent Uber rides, apparently 
yellow now means go faster. I look forward to hearing about 
the creative ways you use color to improve the operating 

+
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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.



JANUARY 2018   DOOR SECURITY + SAFETY 5858

IMPACT

OF RESPONDENTS ARE
EXTREMELY CONFIDENT

2%

42%

65%
THAT COMMERCIAL 
CONSTRUCTION 
WILL GROW 
IN THEIR 
MARKET BY

OF RESPONDENTS 
STRONGLY AGREE 
INDUSTRIAL 
CONSTRUCTION 
WILL RECEDE 
ABOUT 1% IN 
THEIR MARKET.

JANUARY’S 60-SECOND SURVEY RESULTS
T
Data and Analytics Construction Outlook. DHI members indicated on a scale of  

 to  their feelings on the following statements:

%%%

OF RESPONDENTS ARE VERY 
CONFIDENT THAT 
INSTITUTIONAL 
CONSTRUCTION 
WILL GROW 
ABOUT 3% IN 
THEIR MARKET.

WILL TOTAL 
NON-RESIDENTIAL 
CONSTRUCTION 
GROW ABOUT 2% 
IN YOUR MARKET?

15% 
ARE NOT 
CONFIDENT

51% 
ARE VERY 
CONFIDENT

34% 
ARE CONFIDENT

issue of Door Security + Safety. 
Send your comments to Denise 
Gable at dgable@dhi.org.
NEXT MONTH:
+ Installation/

Troubleshooting/How-To

PRODUCT FOCUS:
+ Products for Installation 

and Fabrication

+ Door Trim and Accessories

SEND US YOUR
FEEDBACK!

There’s still time to submit an 
article. Email dgable@dhi.org.

To advertise, email mlong@dhi.org.
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AD INDEX
JANUARY 2018    
TRENDS & NEW TECHNOLOGIES

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:
March:  
Healthcare Facilities  
Product Focus:  
Life Safety/ADA/Ligature-
Resistant Products/Specialty 
Hardware and Products

April:  
Codes, Product  Standards 

  
Product Focus:  
High Security Hardware/
Washroom Accessories  
& Partitions

May:  
Educational Institutions  
Product Focus:  
Mechanical Locking Devices  
& Systems/Key Systems

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: CorpRecruiter@DHPace.com

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

As a rapidly growing organization with over 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

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

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities
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CLOSING 
THOUGHTS

PART 3: I’D LIKE TO TOUCH UPON SEVERAL OTHER INDUSTRY-RELATED 
ORGANIZATIONS THAT ALSO OFFER QUALITY PROGRAMS THAT MAY 
BE OF VALUE TO SOMEONE IN THE SAFETY AND SECURITY BUSINESS.

The American Society of Industrial 
Security (ASIS International) is dedicated 
to increasing the effectiveness and 
productivity of security professionals by 
developing educational programs and 
materials that address broad security 
interests. Some of these interests are 
directly related to us as safety and 
security professionals, such as the 
PSP (Physical Security Professional) 

individual demonstrates experience 
in physical security assessment, the 
application, design and integration 
of physical security systems, and 
implementation of physical security 
measures. This is closely related to what 
most of us do in our daily business.  

Professional (CPP) and the Professional 

knowledge and experience in all 
areas of security management. Think 
“security chief” or head of security at 
a major corporation, who oversees all 
aspects of security, from access control, 
to information and cyber security, to 
personnel protection.

of case management, evidence collection, 
and case presentation. There are aspects 

rounding out your industry education.  

The next time you are addressing an 
access control provider, and speak 
intelligently regarding access privileges 
and compartmentalizing a facility to aid 
in perpetrator apprehension, it could 
demonstrate your knowledge of how 
our locking solutions relate to the bigger 
picture of securing a facility. 

Another related organization is the 
Associated General Contractors of 
America (AGC), whose members are 
primarily contractors. Although they 
offer many valuable programs, the one 
most relevant to our business is the AGC 

Information Modeling (CM-BIM) program. 

This program is an assessment-based 

knowledge and understanding of 
concepts related to BIM adoption, practice 
and process transformation outlined in 
the AGC BIM Education Program. This 
is directly applicable to our business as 
safety and security professionals, since 
our products integrate into these BIM 
models. This has become the standard way 
of doing business, so understanding this 
entire process is critical to success, now 
and into the future.

Participation in industry-related 

such as ASIS and AGC is all about 
“rounding out” your knowledge base 

products and services you and your 

and relate to an entire system. Doors 
and locks do not exist and operate in a 
vacuum; they are part of the structures 
they are installed in, and as such, are part 
of an overall secure and safe solution for a 
facility and its occupants.

As DHI members, we are best equipped 
to provide an understanding of not only 
security, but life safety, building codes, 
and accessibility as well—all the things 
relating to an architectural door opening.

Keith West, “You should be involved in 
other organizations, not only for your 

respective industry that has provided so 
much to you.” I couldn’t agree more. +

ASIS AND AGC EDUCATION  
AND CERTIFICATION

T.J. GOTTWALT, DHT, AHC, CDC, 
FDAI, FCSI, CDT, CCPR, CM-BIM, is an 
Architectural Hardware Consultant for 
Allegion. He can be reached at Timothy.
Gottwalt@allegion.com. 
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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
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