
JUNE 2018DHI’S PUBLICATION FOR DOOR SECURITY + SAFETY PROFESSIONALS

Sustainability
ALSO INSIDE: 
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+ FIRE-RATED GLAZING LIGHTS THE WAY
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COLUMNIN TOUCH

JUNE IS THE TIME OF YEAR THAT SCHOOLS WIND DOWN FOR 
THE SUMMER AND SCHOOL REPAIRS, MAINTENANCE AND 
UPGRADES ARE BEING ACCOMPLISHED. THE MAY ISSUE OF 
DOOR SECURITY + SAFETY WAS DEDICATED TO THE TOPIC OF 
SCHOOLS—A GREAT ISSUE TO REFERENCE WHEN WORKING 
WITH SCHOOL SYSTEMS. SCHOOL ADMINISTRATORS ARE 
GREATLY CONCERNED ABOUT THE SAFETY OF THEIR STUDENTS 
AND ARE LOOKING FOR SOLUTIONS.   

In addition, thanks to the efforts of 
organizations like the Secure Schools 
Alliance (secureschoolsalliance.org) 
and Security Industry Association 
(securityindustry.org), among other 
organizations, who are very effective 
advocating for federal and state school 
funding and against products like 

these organizations is needed and is 
a good investment to help build safer 
schools (see sidebar). Also, many states 
are now investing in schools as well.

This is certainly a sensitive topic but 
top of mind with school systems. 
As a company, it would be prudent 
to develop a marketing campaign 
around helping school systems 
improve security over the summer. 

website (doorsecuritysafety.org) or 
at passk12.org, would be a great 
resource to reference in such a 
package. Now is the time to start to 
reach out to the school district in 
your area to set up an appointment.   

As we all know, there isn’t a one-

depending upon one’s budget. 

highways, public school facilities are the 
nation’s second-largest infrastructure 
investment at the state and local 

estimated to need repairs, renovations, 
and modernization to put them in good 
overall condition. 

locations. A good approach would 
be to offer to develop a three-year 
phase-in package. The key is to start 
talking to your current contacts in the 
school systems and make your way to 
the administrators. School systems 
are concerned about hardening their 

with a system integrator, it might 
make sense to partner with them on 

and details on funding in your state. 
It will take some research but will pay 
dividends by building relationships and 
earning trust.

in our industry have a seat at the table 
rather than those companies preying on 
the fears of the school systems. +

NOW IS THE TIME TO OFFER YOUR 
EXPERTISE FOR SAFER SCHOOLS

JERRY HEPPES SR., CAE, 
of DHI and the Door Security & Safety 

 
on this article or any others in the  
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800-321-9602   •   www.akronhardware.com
Let Akron Hardware quote your next ASSA ABLOY project - quotes@akronhardware.com

For on-time performance, and no shortage of ASSA ABLOY products, 
Akron is your best destination!

•  Akron Hardware has the industry’s largest distribution footprint
•  Order ASSA ABLOY brands today, and they’ll ship today
•  Place your orders on AKRONLINE, and we pay the FedEx Ground
•  Expert customer service that keeps you coming back

When you need ASSA ABLOY brands in a hurry, consider this:

Nonstop service.  No delays.
ASSA ABLOY from Akron Hardware.



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 pro-
fessional network. It allows Door 
Security + Safety readers to get to 
know you better and also gives you 
a chance to share your accomplish-
ments 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!

WHEN DID YOU JOIN DHI?

WHAT IS YOUR OCCUPATION?

WHAT WERE YOUR CHILDHOOD 
AMBITIONS?
Being a professional photographer, 
traveling the world capturing the various 
cultures, while interacting with and 
learning from those who live in them.

WHAT WAS YOUR FIRST JOB?
Working as a lifeguard on a jet ski, 

and water sports on the bay at the 
Jersey shore.

WHAT LED YOU TO OUR 
INDUSTRY?
My grandfather worked for Mackenzie 

and my brother also works for Mackenzie 
Door Company. This has allowed me 

and success in the door world, while 
understanding the tight-knit community 
this industry offers.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT?
My proudest moments are the ones 
where I am able to provide our customer 
with a valuable solution that meets their 
needs. Walking through their facility 
before the work is done, seeing the 

then to walk through again after we 
provided a successful product and 
install, is when I am most proud. 

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE?

years ago and have to be an adult now.  

WHAT IS YOUR GUILTY 
PLEASURE?

winter, you’ll catch me in the ocean.

WHAT IS YOUR FAVORITE BOOK 
AND/OR MOVIE?
It’s a Wonderful Life. We watch it 
every year with my family around 
Christmastime. 

WHO DO YOU CONSIDER A 
MENTOR OR HERO?
My father. He lives with a deep 
conviction that we are here to work 
hard, love the people we interact with, 
live a life of integrity, and immerse 
ourselves with our family. 

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED?

of and look back (whether you failed 
or succeeded) and know you gave it 
your all. 

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER GOALS?
DHI has allowed me to connect with 
other successful companies and 
people in the industry. Through these 
interactions I have been given direction 

of the door world, and have seen the 
growth potential within this industry. +

JEFFREY ARTHUR   
ACROVYN DOOR SYSTEMS
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MUTO—our manual sliding door  
system offers a space-saving design 
solution featuring DORMOTION, 
our proprietary damping  
mechanism that allows panels to 
close smoothly and quietly. The 
power-free self-closing action and 
door position status indicator 
options operate with glass, wood or 
metal doors to enhance any interior. 

Versatile, convenient, compact and 
easy to install—MUTO is one 
smooth operator. 

Call Customer Service at  
800-523-8483 for application  
assistance and availability.

www.dormakaba.us/Muto-DHJ 

Smart design means
smooth operation.



Cut Through the Clutter 

BY AMY VIGNEUX

In any industry – be it doors and hardware, plastics, produce, 
electronics, or other – there are certain buzzwords that 
are repeated with such frequency they lose their meaning. 
Arguably, that has become the case with the following terms: 
sustainability, green, and eco-friendly.

COMMIT TO SPECIFIC BENEFITS
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DOOR OPENINGS AS A 
SUSTAINABLE SOLUTION
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AMY VIGNEUX is 
Director, Sustainable 
Building Solutions, 

Door Security 
Solutions. She is 
responsible for 
supporting business 
opportunities 

and sustainability for the commercial and 
institutional construction industry. She can 

PARTNERING FOR SUCCESS

+
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A longtime Top Notch commercial 
customer had an opportunity to quote 
a large high-end residential project.

“The customer knew we were a leader 
in both commercial and residential 
products,” said Jim Williams, a Top 
Notch Key Accounts Manager, “so they 
called us in to assist with the quote.”

Williams met with the customer and 
their contacts at the project. He used 
information from those meetings to 
help the customer present a bid with 
products that met the specifi cations, 
style, and budget needed for the project.

Thousands of products

Anytime. 
ANYWHERE.

Do You Have A Top Notch 
Online Account?
• Shop by product category

• View your net cost per SKU number

• Place orders quickly

•  Save quotes directly from your cart

•  Search for open orders, past orders, 
and tracking info

•   Search past invoices by date and 
view printable invoices

•  View and process returns online

•   View your recently purchased items 
for easy repurchase

Quick and Easy.
Just visit topnotchinc.com and 

select Request Online Account. 

Complete the form and submit. 

You’ll receive an email when your account is activated.

Sometimes going the 
extra mile requires just a 
little more gas.

The customer won the project, and 
the product was ordered. A short 
while later, three skids of residential 
hardware landed at their docks. 

“Well, our commercial minded 
customer was just scratching his head 
trying to check in the product”, said 
Williams. “After they called, I fi lled the 
truck up with gas and headed to their 
dock to help check in the hardware.” 

After a four hour drive to their 
location, Williams spent several 
hours working with them. In the 
end, he helped the customer close 
their fi rst big residential job.

“I was a little tired, but our customer 
and, more importantly, their 
customer were 100% satisfi ed.” 

A Top Notch True Story

Paid Advertorial

Jim Williams, Top Notch Key Accounts Manager

This was a whole
new experience for

this customer.

Top Notch stocks and delivers leading ASSA ABLOY brands, including:



Get an online account today!

Place and check orders, request quotes, review 
estimates, and fi nd information on any returns.

topnotchinc.com

   Top Notch means
top people.

Katie Rojas
Key Accounts Manager

A customer wasn’t satisfi ed with their lock order and 

called account manager, Katie Rojas. She immediately 

sent a Top Notch outside sales representative to the 

project who quickly determined the locks were 

defective. Katie initiated a complete replacement with 

a higher grade product and made sure rekeying and 

replacement charges were covered. 

Katie has been with us for 11 years and is always there 

for her customers. It’s what she does – and what we 

want her to do.

We are Top Notch – and so is Katie.

®

Top Notch means top brands too.
We stock a complete assortment of commercial mechanical 
and electronic products from the brands your customers want. 
Order online at topnotchinc.com or 800-233-4210.



STEEL DOORS ARE ABOUT TO BECOME A WHOLE LOT MORE 
TRANSPARENT. ENVIRONMENTALLY, THAT IS. 

Building 
Product Disclosures and Optimization 
– LEED V4 Environmental Product 
Declarations

• Industry-wide (generic) EPD 

• 

BY KEITH KILLPACK AND JEFF WHERRY
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+

Steel Door Institute – The Steel Door Institute 

performance standards for steel doors and frames.

SDI’s standards are available without charge. Design 
professionals around the world specify these 
standards because they are concise and regularly 
updated with leading industry practices.

for more information.

SCS Global Services
global leadership in third-party environmental 

KEITH KILLPACK is Manager of the 

Services, with nearly a decade of work 

in assessing and communicating the 

JEFF WHERRY has been Managing Director 
of the Steel Door Institute for more than two 
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THE ROLE OF FIRE-RATED GLAZING IN DAYLIGHTING 
BY JEFF RAZWICK

FIRE-RATED GLAZING 
LIGHTS THE WAY

do the work of providing comfort or discomfort for the people inside 

DOOR SECURITY + SAFETY 16



 

WHY FIRE-RATED GLAZING? 

2

UNDERSTANDING THE OPTIONS 

Fire-rated glazing replaces a drywall 
partition in Grant Thornton Tower, creating 
a light, open interior for employees. 

Photo courtesy of Stantec Architecture/
Chris Barrett
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IN APPLICATION 

 

CONCLUSION 

+

JEFF RAZWICK is general manager of 

well as other specialty architectural glazing. 
He writes frequently about the design and 

commercial buildings, and is a past chair of 

NOTES
1

Fire-rated glazing performs double duty, defending against 

®Carter & Fitzgerald ®Carter & Fitzgerald
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Apply for a Door Security & 
Safety Foundation Scholarship!
DSSF’s Scholarship Program provides funds for individuals to attend DHI education. 
Applications are currently being accepted for the 12 available 2018 scholarship awards. 
Go to www.doorsecuritysafety.org to download an application.
Deadline: June 18, 2018, to scholarships@doorsecuritysafety.org.

Thank you to our Scholarship Sponsors!
We are grateful to our scholarship :

The Joseph G. Lesniak, DAHC, Memorial Fund

In Memory of Steve Holden, AHC

In Memory of C.H. Johnson, DAHC
In Honor of J.A. Burbidge, AHC

The Danny L. Campbell Memorial Fund

In Memory of Adon H. Brownell, DAHC

In Honor of H. Stephen Bettge, DAHC, FDAI

In Memory of Shirley Henry, AHC

Sharon Ashton, AHC, FDAI, CDT 
Tribute Fund for Education

DHI Mo-Kan Chapter Memorial Scholarship
In Memory of George H. Boomer, Sr.



1. REINFORCED STRUCTURAL POSTS: 2. A FLOOR-SUPPORTED SYSTEM: 

Is No Longer Enough
BY MATT THOMAS
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3. RAISED SILLS:

4. CORROSION RESISTANCE:

5. MULTIPOINT LOCKING:

6. ADDITIONAL CERTIFICATIONS: 

+

MATT THOMAS is the Marketing 
Director for NanaWall Systems. He is 
a marketing practitioner who meshes 
his technical and communication 

Reinforced vertical posts, or astragals, down each 
panel side give added performance.

and engineered to perform in hurricane climates 
well beyond Miami-Dade standards.

Hurricane-rated systems are available for both 
residential and commercial applications.
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BY MELANY WHALIN, CSI

ENERGY SAVINGS Calculated annual heating and cooling energy cost saving from using an 
effective door  closer under different pressure differentials in Minneapolis, 
Boston, San Francisco, and Phoenix when the door closer spring setting is 
closer size 1.
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BUILDING DETERIORATION

WHY IS THIS HAPPENING?

C O M P L E T E  E N T R A N C E  S Y S T E M S   
I N T E R I O R  &  E X T E R I O R  D O O R S  •  TO I L E T PA R T I T I O N S  

I N T E R I O R  A LU M I N U M  F R A M I N G

Carina can.

Who translates a customer order into a visual and 

create the customer's vision as a real product? 

At Special-Lite, it is a team of detailing professionals, 

special-lite.com/detailing

I build the special
in Special-Lite

Learn more about how Carina 
builds the special in Special-Lite:

If the outdoor tempera-
ture is cooler than the 
indoor temperature, this 
can create an excessive 
amount of negative 
pressure within the lower 
levels of the building, 
and a correspondingly 
high level of positive 
pressure within the 
upper levels. The pres-
sure difference pulls the 
cold outdoor air in at the 
lower levels and pushes 
the heated indoor air out 

it is warmer outdoors 
than indoors, the oppo-
site happens.
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SOLUTIONS

+

MELANY WHALIN, CSI, is a marketing manager at Allegion, 
working to educate the architectural community on security, door 
hardware and access control.

By specifying an effective door 
closer upfront, architects can 
reduce airflow throughout a facility 
to improve sustainability, energy 
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S A F E T Y  A N D  F I R E  T E C H N O L O G Y  I N C .

www.safti.com
888.653.3333

PROJECT: CSU Fullerton Recreation Center

ARCHITECT: Langdon & Wilson

GLAZIER: Woodbridge Glass

PRODUCTS: SuperLite II-XL 90 (doors) &
SuperLite II-XL 120 (wall) in GPX Architectural Series

GPX Architectural Series is code-approved for all jurisdictions with flexible
hardware options and multiple finishes.

GPX  ARCHITECTURAL SERIES 

WITH SUPERLITE  II-XL

™

™

ALUMINUM60-90 MINUTE FIRE DOORS

Visit  www.safti.com/dooralert  to learn more and avoid costly mistakes.

! Not all 60-90 minute glazed doors meet code and design
requirements.

USA Made

™

SINCE 1980



BY DOUG BEVILL

Why BIM for 
Manufacturers?
It is Today’s Essential Marketing 
Communications Tool

As manufacturers, we now realize that Building Information 
Modeling (BIM) is not a fad, or some futuristic tech toy that is nice to 
have. No matter what product you manufacture, and independent 
of providing BIM models or not, you—or your competitor’s product—

handoff to the owner/facilities professional.
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content from your company website.

+

DOUG BEVILL is a BIM industry veteran with 
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AND 

Best practices to ensure 

BY TIMOTHY “T.J.” GOTTWALT, DHT, AHC/CDC, FDAI, FCSI, CDT, CCPR, CM-BIM

DOOR SECURITY + SAFETY 28



UNDERSTANDING THE PROCESS

1. 

2.  
 

8. 
 

10.  

11. 

12. 

or

Optimal door performance begins with accurate, complete door schedules—which, 

through project delivery. This means without the precise details upfront, the door 

installation of the openings.
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SECURITY LOCK DISTRIBUTORS, THE NATION’S 
MOST TRUSTED DISTRIBUTOR OF ELECTRICAL 
AND MECHANICAL DOOR HARDWARE
Security Lock Distributors is the country’s largest wholesale-only  
distributor of mechanical and electrical door hardware. Our vast, 
unmatched inventory of more than 1.5 million products is stocked  
in distribution centers spanning the U.S., with most orders shipped  
the same day via one-to-two-day ground delivery.

Security Lock Distributors’ best-in-class services include field- 
experienced and factory-trained technical sales representatives  
who leverage years of firsthand knowledge to understand customer  
needs. Through strong product know-how, our reps can meet exact 
specifications on any project.

We stock more than 100 premium brands.  
In today’s fast-paced environment, it’s important to work with an  
industry leader to get what you need, when you need it. Our in-depth,  
in-stock inventory includes all products from our premium lines,  
plus parts components and accessories to help complete your job.  
From the most popular to the most obscure, if you need it, we have it. 

Security Lock Distributors is there for you.
• Our wholesale-only policy ensures that we never compete  

with you, our customer.

• Our quotes department manages the quoting process start  
to finish. We spec out a project in its entirety to get you the  
most competitive pricing available.

• Our in-house keying department creates custom master  
key systems to meet any specification.

• We offer the industry’s most complete parts department,  
with parts and components from all premium lines as well  
as complementary items and accessories.

• Our blind label drop ship program allows us to ship orders  
with just customers’ branding on the shipping label and  
packing slip.

Security Lock Distributors: committed to your business and partnership.

ADVERTISER 
PROFILE

Security Lock Distributors
800.847.5625
seclock.com



 

 

 

 

Sequence and Format for the 
Hardware Schedule

THE BUILDING BLOCKS 
OF THE SPECIFICATION

• 

• 

• 

COMMON COMPLICATIONS
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OTHER CONSIDERATIONS 

Americans 
with Disabilities Act (ADA) or other 

Health Insurance 
Portability and Accountability Act 
(HIPAA)

When a door is opened, whether swinging 
or sliding, it must have something to stop its 
movement. This is an example of what can go 

incorrectly.
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Doors and Frames

 
Hardware Locations for Hollow Metal Doors and 

Frames

 Recommended Hardware Locations for 
Wood Flush Doors

CONCLUSION

+

CDC, FDAI, FCSI, CDT, CCPR, CM-BIM, 

Architectural Account Manager for Allegion. 

education courses covering a variety of 
topics related to the proper specifying of 
doors, frames, door hardware, and security 

Work that room
Put every square inch of  oorspace to use, with 
Woodfold accordion doors. Subdivide a too-large 
space for multiple functions, or reduce noise from 
area to area in schools, daycares, churches, and 
group homes. 

ADA compatible, Woodfold doors feature ease-of-
use, custom materials and  nishes, and durable 
hardware options like locks and curvable tracks. 
For more ideas on how to work that room, go to 
www.woodfold-doors.com

©2016 Woodfold Manufacturing, Inc. Forest Grove, OR 97116  1-503-357-7181

Flexible. 
Modern. 
Smart.
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The City of Clayton is 
situated just west of St. 
Louis, Mo., making it a 
suburb of The Gateway 
City – but it is much more 
than that. Clayton is the 
seat of St. Louis County and 
the activity in and around 
the courthouse attracts 

and business leaders to its 
center on a daily basis. 
Clayton’s redevelopment efforts began 

revised in 2010. The plan’s introduction 
states, “Over the last decade, Clayton 

in its central business district, ranging 
from the Crescent to the Centene 

With several more projects planned or 
under construction, Downtown Clayton 
has become an area with the potential 

WHAT IS TWO TWELVE CLAYTON? 

multifamily building to be constructed in 

houses retail space and amenities for the 
residents. Intended to mirror a boutique 

concierge service, and a business center. 

of studio and one-, two- and three-
bedroom apartment options. The top 
level is reserved for amenities such 
as a resort-style rooftop pool deck 

center, chef ’s kitchen and recreation 
rooms. The building also comes with 

BY GINNY POWELL 

ST. LOUIS’S LARGEST MULTI-USE PROJECT IN 30 YEARS
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complimentary high-speed WiFi  
in all common areas. 

As with any project, Two Twelve 
took time to evolve. “Jack Holleran, 
president of HDA Architects, got into 
Clayton’s redevelopment conversations 
early and began sharing ideas with 
developers in how to redevelop 

Goodman, AIA, Director of Operations 
for HDA Architects.

In 2010, CA Ventures and White Oak 
Realty Partners, both from the greater 
Chicago area, expressed interest in 
moving into the St. Louis market and 
ultimately decided to get involved 
in Two Twelve Clayton. “It’s a great 

to Shaw Park and the Metro line and 
within walking distance to a variety of 

Because a few national corporations 
such as Centene Corporation and 
Enterprise Rent-a-Car call Clayton 
home, the original thought was that  
Two Twelve Clayton would attract 
young professionals to live there. 
But what HDA Architects found as 
a pleasant surprise was that there 
were families interested in living in 

ND Series

AND
MORE!

L Series

1819 West Ave. • San Antonio, TX 78201
1.800.445.0728

TexasLock@TexasLockDC.com

LIC #B12786

40H Series T Series

9K Series W Series
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apartments, too. Goodman noted that 
the three-bedroom apartments were 

units became available in August 2017. 

“There’s a mix of singles and married 
couples with young children already 

CONSTRUCTION CHALLENGES
Two Twelve is positioned on the corner 
of a busy thoroughfare within the city, 
and this urban setting presented a host 
of construction challenges, including 
site access for material deliveries and 
construction activity—which meant they 
needed to be creative. An old police 
station adjacent to the site was used as 

and the contractor was able to store the 
materials needed early on there, as well.

“To address the tight, urban setting, our 
contractor put together a game plan 
to sequence deliveries throughout the 
project, and once we got the garage 
built, we were able to use that space for 

CONSULTING ON HARDWARE 
SELECTION AND INSTALLATION
Sheryl Simon, CSI, CDT, Senior 

with Hager Companies, joined the 

Two Twelve Clayton project early on. 
“We reviewed the project before the 

she said. She noted that “walking 

architect is the best way to understand 
the project and what the owners 
want. “Otherwise, we are just making 

says Goodman, “because I’d never 
done a high-rise project before, and 
I learned a lot through this process. 
Stair towers in a 26-story building are 
much different than they are in a four-

different types of door hardware. Sheryl 
got into the details with me to help me 
understand what was needed where 

requirements was to design a lobby at 
the elevator bank with doors, so that in 

sectioned off. 

“As architects, we wanted to make 
the doors as ‘invisible’ as possible. 
We worked with Sheryl on concepts 
to design doors that functioned to 
satisfy code requirements, yet were the 

Goodman.

PROJ EC T OV E RV I E W

Two Twelve Clayton, 212 S. 
Meramac Ave., Clayton, MO

26-story, 382,666-square-
foot mixed-use building

First Floor: retail space, 
lobby and tenant amenities

Floors 2-5: secure parking 
garage with 215 spaces

Floors 6-25: 250 
residential units

Top Floor: Resident 
amenity level that includes 
a pool deck, lounge, 
chef’s kitchen, recreation 

Developers: CA Ventures, 
Chicago and White Oak 
Realty Partners of Chicago

Architect: HDA Architects, 

Manager, Josh Goodman; 
Architect, Kyle Wilson

General Contractor: PARIC/
James McHugh Joint 

Aluminum Door & Hardware 
Supplier: Missouri Valley 
Glass Co., St Charles, 

Door and Hardware 
Supplier: H&G/Schultz 
Door, St. Louis, Mo
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www.ambico.com

DOORS 
THAT CARE 

FOR THE
OUTDOORS

AMBICO is proud that our products meet
LEED, EPD and FSC sustainability certifi cations

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

for commercial and residential spaces. One feature the 
building’s owner wanted was electronic card readers. 

“She helped me understand how the card readers can be 

card can open their apartment and also provide access to 
the exterior doors, storage areas, the elevator and common 

Coordination between the hardware supplier, who was 
awarded the project for the interior doors of all 250 

Hager was made easier because of Simon’s involvement on 
the front-end of the project with the architect.

“A high-rise mixed-use project, such as Two Twelve Clayton, 
is incredibly complex because there are various building 

the state of Missouri has adopted the 2012 version of the 
International Building Code (IBC) which incorporates NFPA 
70 (National Electrical Code), NFPA 80 (Standard for Fire 
Doors and Other Opening Protectives), and ACC A117.1-2017 
(Accessible and Usable Buildings and Facilities), to name a few.

“Hager thoroughly enjoys being a part of these types of 

the owner’s vision for the project but also meets all state and 
+

SPECIALTY DOOR 
PROGRAM

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

HAVING 
PROBLEMS WITH 

FIRE-RATED LABELS FOR YOUR 
SPECIALTY DOORS?

Guardian can help solve your problem. 
Contact us for fast, effi cient labeling service. Submit shop 

drawings to Guardian for approval of the door’s fi re-rated status.

GUARDIAN

GUARDIAN FIRE TESTING LABORATORIES, INC
Buffalo, NY 

15 Wenonah Terrace, Tonawanda, NY 14150-7027
716.835.6880  |  Fax:716.835.5682  |  gftli@earthlink.net

www.fi retesting.com

Certifying Product Reliability Against Fire
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BY ROBERT W. WENDOVER

 
SEVEN TRENDS YOU NEED TO KNOW

Jack has operated a thriving distributorship in the Midwest for the past 30 years. He now has 
more than 40 people on his payroll. But as Jack has considered retirement, he’s also realized that 
many of his seasoned staff will be doing the same thing in the next few years. So just as much 
as he thinks about who will succeed him, he’s realized that he will need to replace a number 
of managers and supervisors as well. That means hiring and developing a new generation of 
leaders who approach work and life differently than those his age. Does this sound familiar? It is 
a dilemma facing most of those in the industry. 
So how will this emerging generation 
of contributors impact the way you 
prepare for management succession? 
As I have worked with and surveyed 
those in the emerging generations, it 
has become abundantly clear that they 
will apply their values and attitudes 
to the roles they will assume. Here are 
seven trends to keep in mind as you 
search for and develop those who will 

1. Patience may be their biggest 
challenge. This emerging 
generation of leaders has come of 
age in a world that preaches instant 
outcomes, total convenience, and 

They have read about the business 
marvels who go from start-up to 
millions of dollars in a matter of 
months and have thought, “Why not 

networking has allowed them to 
compare positions, responsibilities, 
and opportunities with their friends 

in real time. So it’s understandable 

immediate results. 

Over time, of course, they have 
discovered that succeeding within 
any business or industry requires 
time, perseverance, persistence and 
more than a little luck. This disparity 

with the natural tension between the 
desire to succeed and the diligence to 
develop the skills necessary to manage 

your job will be to nurture and develop 
these insights while counseling the 
patience necessary to learn and 
embrace these nuances.

2. They bring better formal training 
to the workplace than any 
generation in U.S. history. The 
number of those attending college 

years. Our fast-changing world 

has encouraged them to become 
self-reliant and well prepared 

unforeseen opportunities. We have 
thousands complete a master’s 
degree in business administration, 
providing them with far better 
formalized training than most 
veteran leaders. This, coupled 
with their never-ending desire to 

to position them for the future 
responsibilities they seek. 

But while they can appear directed 
and enthusiastic, this bravado can 

bring their training to the table. On the 
other, many lack the skills and wisdom 
that comes from years in the trenches. 
It will be your job to ferret out these 
differences and then develop them 
from there. 
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3. They look at every job as a 
contract rather than a calling. 
The career-oriented emphasis of 
the Baby Boom generation has 
never been shared by younger 
generations. These individuals 
are ready to throw their all into 
challenging, growth-oriented 
positions. But they are not looking 
to climb the traditional succession 
ladder embraced by their parents. 
They don’t become too socially 
engaged in a particular workplace 
for fear of losing their objectivity 
when a better opportunity comes 
along. When these individuals 
feel they’ve outgrown the position 
or conclude that their upward 
mobility is slowing, they may 
leave for another position. This is 
nothing personal. It’s business. 
But the impact of this practice can 
have a monumental effect on your 
succession planning process. 

Ironically, young managers may 

having completed all the training 
and development you have invested 
in them. At the same time, you may 
recruit managers from your competitors 
who have participated in the same 
kind of program. As a result, you may 
be training your competitors’ future 
leaders and they yours.

4. They are invested in technology as 
a solution. While seasoned leaders 
have grown used to the electronic 
gadgetry of everyday life, younger 
generations use technology to its 
fullest. Most are more comfortable 

and cloud-based applications than 
picking up the phone. As these 
individuals assume leadership 
roles, they are changing the way 
many tasks are handled, from 
strategic planning to communicating 
vision. Why sit around a table when 
you can attend the meeting from 
your place on Sanibel Island? Why 
spend three hours analyzing the 
numbers when computer modeling 
will do it for you? Why hire delivery 
drivers when self-driving trucks are 
right around the corner? As you 
select and develop these leaders, 

between their desire for a digital 
answer to everything and reality.

5. They view work as one slice 
of a more abundant life. Most 
distributors have thrown their all 
into building and maintaining their 
businesses through good times 

consciously seek a balance between 
business and the desire for fun, 
family, and other pursuits. When 
the time comes, they will work hard 
to accomplish the tasks at hand. 
But they may do so from a remote 
location and only until the project has 
been completed or the crisis averted. 
Working long hours simply because 
the boss has worked long hours is 
simply not part of the equation. 

This means young managers may turn 
down advancement opportunities 
that interfere with family obligations, 
involve too much travel, or place them 
in stressful positions for which they do 
not perceive a long-term advantage. 
These are not emotional decisions, but 
rather objective calculations involving 
consultation with family and friends. So 
what will you do when the best person 
for the job turns down what you think is 
a golden opportunity?

6. They will relax many of the 
traditional practices that 
have been mainstays of the 
organization. These include 
everything from dress codes, to 
work hours, to communication, to 
company gatherings. Having come 
of age in an increasingly detached 
and informal world, they fail to see 
the need for many of the protocols 
established in the past. Why meet 
face-to-face when business can be 

will do? Why hold company social 
gatherings that take everyone away 
from family and other pursuits? 

on outcomes rather than traditions, 
even if it means unsettling seasoned 
employees who are troubled by 
some of these changes. 

As much as you may rail against some 
of these developments personally, wise 
leaders will let these emerging leaders 

between coaching them and letting 
them learn from their mistakes is part of 
management development. While sales 

and product knowledge are essential to 
those on the front line, the development 
of leadership skills is essential to 
running the business successfully. 
There is no other way to learn this than 

7. They will embrace globalization 
wholeheartedly. It has been 
more than a decade since Thomas 

The World 
is Flat. Seasoned distributors may 
still view this phenomenon with 
a bit of wonder. But emerging 
professionals have been immersed 
in it for most of their professional 
lives. They are comfortable reaching 
out to potential partners and 
prospects overseas. They will be 

a true emphasis on training the U.S. 
workforce for commerce that takes 
diversity for granted. As they assume 
increasingly responsible roles, they 
will embrace the value of language 
training, cultural integration and the 
economic tenets of other nations. 

Consider how these values and 

of the organization’s future and its 

country managers and representatives 
is more effective and more affordable 

leaders will push you to establish a sales 
presence in other nations, if you have 
not done so already.

change in the way organizations are 
led as Baby Boomers transition out of 
management roles and this cohort of 
leaders assumes those responsibilities. 
How well will you embrace these 
professionals and encourage their 
success? +

ROBERT WENDOVER  
has been researching 
and writing about work-
force trends for more 

award-winning author 
of 10 books, including 
Smart Hiring, Two 
Minute Motivation and 

Figure It Out! Making Smart Decisions in  
Contact him at  
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2018 SPRING SCHOOL 
ANOTHER SUCCESS!

Anthony A. Boatman,  

Jody Warden Boatman,  

Mark W. Chester, AHC

Brian C. Clarke, DHT, AHC

 

 

 

Mary Hinton, AHC, CDT

 

 

 

Audrey M. Wyser, AHC, CDT

Thank You to Our 2018 Spring 
Technical School Instructors!
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READ more on page 24
WATCH our video
SHARE the video
GIVE to the Foundation

HELP US TELL
SCHOOLS

& PARENTS!

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

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

and secure. 

To watch the video and view 
additional resources, visit the 

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

Twitter:
@DSSFoundation

Facebook:
Door Security & Safety Foundation

YouTube:
Door Security & Safety Foundation

DOOR SECURITY + SAFETY 
PROFESSIONALS KNOW 
THIS ALL TOO WELL!

OPENING THE DOOR
TO SCHOOL SAFETY

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



Join us at a DHI Technical 
School or take DHI Education  
in your office!
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!

Tech Essentials Micro School

Crowne Plaza Denver Airport Convention Center
Denver, CO

Three course tracks will be offered:
Track One: COR117—Door, Frame, and Architectural Hardware Applicationss
Track Two COR140—Using Codes and Standards 
Track Three: DAI600—Fire + Egress Door Assembly Inspection
*Exam on day 4, June 29, onsite or schedule on your own                                                                                                                

Register and book housing now!

October 22–27, 2018

Scottsdale, AZ

November 5–9, 2018
Calgary, Alberta

Tech Essentials Micro School
Early December 2018
East Coast

FOR MORE INFORMATION AND INFORMATION ON HOW TO REGISTER,  
EMAIL EDUCATION@DHI.ORG.

UPCOMING 2018 TECHNICAL SCHOOLS
BRINGING EDUCATION TO YOU



Online Education  
Whether its self-paced or instructor-led, online learning is a
convenient and cost-effective option.

Earn Your DHIA Today!

It recognizes individuals working in a variety of positions in
our industry who have achieved a basic technical understanding 

•
•

Register for the DHT Exam and Save!
Register for the Level Two Door + Hardware Technician (DHT)

Continuing Education 
• CE1401 Codes and Standards
• CE1501 Code Update for Swinging Door Openings—

2015 International Building Code
• CE1601 Code Update for Swinging Door Openings—

NFPA 101—2015 Edition  

In-House Education

we have created a new course to help FDAIs grow their inspection

Microlearning
Convenient, affordable, bite-sized education delivered by your

•
• CE1504 ICC Code Update Roundtable (2 or 4 hours) 
•
•

DHI EDUCATION IN YOUR OFFICE

For more information about all of these offerings,  
contact our education team at education@dhi.org.

Education
Your Career, Our Commitment



CONGRATULATIONS!
The following door security-safety 
professionals have recently received 

+

DOOR + HARDWARE TECHNICIAN (DHT)

application, detailing, estimating, and project management skills on projects with an intermediate level of 

Charles T. Barth, DHT 

Solutions

Jared Gehrs, DHT 
Walsh Door & Hardware Co.

Sarah L. Gillespey, DHT 

Ryan Nuthals, DHT 
The Jeske Company, Inc.

Mostafa Ade Shaheen, DHT

Dave M. Taschuk, DHT 
Scan Tech Doors

+

FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (FDAI)

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

Collin Birkett, FDAI 

Richard Boyless Jr., FDAI 

Jack Diamond, FDAI 
QDS Quality Door Service Inc.

Justin Hendricks, FDAI 
Intertek

Michael Hinojos, FDAI 

Brandon McGladdery, FDAI 
S.A. Morman & Co.

Brendan P. McNamara, FDAI 
Dignity Health

Bill Robinson, FDAI 
Simpson Door Hardware

Simon P. Sternig, FDAI 

Ed Twohig, Jr., AHC, FDAI 
Allen Millwork, Inc.

Erin C. Wilson, AHC/CDC, FDAI 

ARCHITECTURAL HARDWARE CONSULTANT (AHC)

Jared Bonter, AHC 

David J. "Josh" Chandler, AHC  
Architectural Division 8

Josh Duncan, AHC, FDAI  

Jason Groomes, DHT, AHC 

Solutions

Harina Jayswal, DHT, AHC 

Solutions

Timothy James Perry, AHC

Katelyn N. Walker, DHT, AHC 

Solutions

William Zerr, AHC  

ELECTRIFIED HARDWARE CONSULTANT (EHC)

Shadley Fataar, EHC Kevin Tish, DHT, AHC/EHC  
Hager Companies
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

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

Patti Andritz

Antonio Arlia

Maria Boileau

Alex Borrego

Brian William Bowler, III

David Chamness

Roth Dibble

Joshua Michael DiFabio

Edouard M. Ducrest

Leslee Englund

Donald Jason Fallis

Kyle Farrar

Lauran Connor Goins

Cecilia Isabel Grave

Jeffrey S. Hardin

Daniel W. Harper

Brittney Heinley

Jeffrey Herring

Robert Hooper

Michael Hughes

Dineeshkumar K.D.

Carl King

Jason Lock

Scott Lucius

Edgar Makimoto

Johnny Maldonado

Amanda McClain

Christine McKenna

Samuel McLean

Clay McQueen

Jonathan Minnema

Anthony Musto

Rebecca DeMunda 
Nerstrom

Ermalyn Nielsen

Daniel Lee Parker, III

Aldrin Pascua

George Patten

Kevin Peterson

Garrett Gerard 
Petruzzelli

Vu D. Phuong

Erik Pierce

Matthew Pierce

Ferdinand Pinnock

Lewis Edward Propps

Christopher Pullo

Andrew Theodore 
Rajchel

Sreejith Ramanathan

Jordan Ritchie

Daniel Ruas

Rob Salt

Teodoro Sanchez

Shaley Saunders

Doug Sayler

Sherina M. Scouler

Mary Ann Serrano

Mostafa Ade Shaheen

Kyle Shepherd

Adam Snay

Matthew Souza

John Suarez

Chad Tiedemann

Melissa Tuck

Meredith Tucker

Jonathan Forrest Tudor

London Ueal

Anthony Wan

Kristie Warner

Kevin B. Weaver

Derrick Weller

Branden Wesley

Rod Willoughby

For more information on 

contact education@dhi.org.
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A CREATING THE FLEXIBLE 
SPACES YOU NEED

spaces in conference centers, Woodfold has a vast range of 

venue. 100% American made custom accordion doors to make 
the most of space, reliably and simply.
www.woodfold.com

B VARIANT ADJUSTABLE  
CONCEALED HINGE SYSTEMS

adjustable hinges for high frequency institutional, commercial 

North American marketplace. 
www.simonswerk-usa.com

C NGP CONTINUOUS HINGE

line of aluminum continuous hinges feature state-of-the-art 

customized lifetime lubrication process, and lifetime of the 
opening warranty. All adding up to a product that cycles with 
quiet operation and ANSI grade 1 performance.
www.ngp.com 

D SUPERLITE X-45/60/90

requirements and can be used in any listed vision kit up to 

available with a lifetime warranty.
www.safti.com/product/superlite-x-45-60-90/

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

www.akronhardware.com

F SHIELDED • PROTECTED • OUT OF HARM’S 
WAY…BEHIND A SPECIAL-LITE DOOR

when you need intrusion resistance, blast, ballistic or hurricane 

www.special-lite.comF

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

D

E
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G TOP NOTCH ANNOUNCES EXPANDED 
PARTNERSHIP WITH ASSA ABLOY

directly from us. This will allow you to receive the quality of 

Commercial products along with Top Notch’s renowned service.
www.topnotchinc.com

H BEST® SHELTER™

mechanical hardware and proven technologies – a responsive 

situations.  This solution allows for administration, via a fob, to 
quickly secure spaces within the interior of a building. 
www.shelterlockdown.com 

I M9072 SERIES CLASSROOM INTRUDER LOCKS 
WITH INDICATOR

function for its versatile line of heavy-duty mortise locksets. 

www.dormakaba.us

J KN CROWDER’S CATCH’N’CLOSE® SYSTEM 
NOW AVAILABLE AT JLM WHOLESALE 

This technology allows for smooth and controlled opening and 
closing of the door. This allows the door to automatically slow 

www.jlmwholesale.com

K PREMIUM PRODUCT MIX

Dormakaba.  Our core stocking principles have been applied 

lengths, voltages and electronic options in stock and in depth. 
www.seclock.com 

L SECLOCK.COM – THE INDUSTRY’S 
MOST COMPREHENSIVE WEBSITE
Have you tried seclock.com? Built to use on mobile or desktop, 

www.seclock.com 

K

G

J
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LORI GREENE, DAHC/CDC, FDAI, FDHI, 
CCPR, is the Manager of Codes 

iDigHardware.com.

CURRENT BUILDING CODES REQUIRE MOST DOORS TO BE 
COMPLIANT WITH THE ACCESSIBILITY STANDARDS. THERE ARE 
SPECIFIC EXEMPTIONS IN THE INTERNATIONAL BUILDING CODE 
(IBC) AND IN THE 2010 ADA STANDARDS FOR ACCESSIBLE DESIGN, 
BUT THE LOCATIONS THAT ARE NOT REQUIRED TO BE ACCESSIBLE 
ARE VERY LIMITED. FOR JURISDICTIONS WHERE THE IBC HAS BEEN 
ADOPTED, THE REFERENCED STANDARD FOR ACCESSIBILITY IS 
ICC A117.1 – ACCESSIBLE AND USABLE BUILDINGS AND FACILITIES. 
IN ADDITION, THE AMERICANS WITH DISABILITIES ACT (ADA) IS A 
FEDERAL LAW, AND APPLIES TO MANY BUILDINGS THROUGHOUT 
THE UNITED STATES. SOME STATES AND LOCAL JURISDICTIONS 
ALSO ADOPT ACCESSIBILITY STANDARDS, SO IT’S IMPORTANT TO 
BE AWARE OF ALL OF THE REQUIREMENTS THAT MAY AFFECT A 
PARTICULAR PROJECT.

International 
Code Council 
(ICC) published 
a new edition of 

previous edition 
was published in 

edition includes 
some changes 
relative to door 

is not referenced 
by the most recent model codes. The 

that while the changes may clarify 
the intent of some of the accessibility 
requirements, the new requirements 
may not be mandatory unless they are 
adopted by the local jurisdiction. With 
that said, understanding what’s new, 
as well as the variations between ICC 

helpful when interpreting and applying 
the accessibility requirements.

When referring to the accessibility 
standards, note that there are separate 

manual doors and to automatic doors. 
Some requirements apply to both 
manual and automatic doors, but others 

the doors in question are manual or 
automatic. Another basic concept to 
keep in mind is that the requirements 
apply to doors and gates that are part 
of an accessible route. While past 
editions of the standards referenced 

requirements to doors and to gates.

– these doors do not have to comply 
with certain sections of the standards. 
But the ADA includes very limited 
references to security personnel - 
related to detention and correctional 
facilities. This question sometimes arises 
with regard to classroom barricade 
devices, as some have suggested that 
the devices do not have to meet the 
accessibility requirements because they 
are operated only by security personnel. 
However, teachers would not typically be 
considered security personnel, and most 

UPCOMING ACCESSIBILITY CHANGES

Although the 2017 
edition of ICC A117.1 
is not yet referenced 
by the model codes, 
it includes changes 
that will affect future 
projects.
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barricade devices could be installed by anyone – school staff, 
students, or even an unauthorized person. A legal opinion has 
concluded that classroom barricade devices should not be 

CHANGES RELATED TO MANUALLY- 
OPERATED DOORS

doors, doorways and manual gates. The requirements that 

operated manually.

MANEUVERING CLEARANCE 
The requirements for clear space around a manual door 
opening are intended to allow a person using a wheelchair 
to maneuver as needed to operate the door. These 
requirements also apply to doors with power-assist operators 
– a type of automatic operator which reduces the opening 
force but still requires manual operation to open the door. 

maneuvering clearance for doors with a front approach from 
the push side. While the ADA and previous editions of ICC 

doors. The required maneuvering clearance for sliding doors 
has also been changed slightly.

accessibility standards require additional clearance beyond 
the latch side of the opening if the door has both a door 
closer and a latch. This has led to questions about whether 
the additional clearance is required when a door has spring 
hinges instead of a door closer. Because the accessibility 
standards refer to spring hinges separately from closers, and 
the maneuvering-clearance requirements only reference 

additional clearance for doors with spring hinges. 

However, spring hinges do not control a door in the same 
way that a door closer does, so substituting spring hinges 
for closers just to reduce the required clearance is not 
recommended. One maneuvering-clearance requirement 

required for recessed doors. When a door is in a recess of 

jamb depth), and there is an obstruction within 18 inches of 

the frame), maneuvering clearance for a front approach must 

be provided. This can be problematic, particularly for single 
doors where additional latch-side clearance is required.

OPERABLE HARDWARE
All of the accessibility standards require door hardware to be 
operable with no tight grasping, pinching, or twisting of the 

Although this language is not prescriptive, lever handles, 
panic hardware, elongated thumbturns, push buttons, and 
door pulls with a minimum clearance of 1½ inches behind the 
pull are typically acceptable. The standards do not include 
the requirement for 1½ inches of clearance behind door pulls, 

the ADA Standards.

Questions often arise about the limitations on the force 
required to operate door hardware. An editorial change 
was made to the 2010 ADA standards which requires door 

on the operable force of hardware, and the model codes 
include language that is less stringent than the ADA 
requirement. 

hardware operated by a forward, pushing or pulling motion to be 

but for now, the two standards differ on operable force.

The model codes and accessibility standards require 

that lever handles, thumbturns, access control readers, and 
other components used to operate a door must be located 

created some varied interpretations. 

The ADA standards and ICC A117.1 still include different requirements with 
regard to the maximum force allowed for operable hardware.

When a door is installed in a recess of more than eight inches, 
maneuvering clearance for a front approach must be provided.
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to be operated only by security personnel from several requirements – including 
the required mounting height.

pool gates. To prevent unaccompanied children from entering swimming pool 

increased height. 

Although the language of the codes and standards is not completely clear, it appears 

do not have self-latching, self-locking hardware. If a pool gate is self-latching and self-
locking, and requires a key or access control credential to enter, the hardware may be 
mounted at standard height because the locking hardware will prevent children from 

required mounting height with the Authority Having Jurisdiction.

DOOR AND GATE OPENING FORCE:

no automatic operator in the vicinity. If there is no state requirement, the IBC requires 

the minimum opening force allowable in scoping provisions adopted by the 

that force limitations on latching hardware do not apply to panic hardware, delayed 

DOOR AND GATE SURFACE

standards have required manual doors 

means that most manually-operated 
doors must have a bottom rail of at least 
10 inches, nominal, without protruding 
hardware on the push side. The 

doors, all-glass doors with no vertical 
stiles and a tapered bottom rail, and 
doors that do not reach to 10 inches 

to a toilet compartment. 

If kick plates are installed to increase 
the height of the bottom rail, the gap 
between the kick plate and the glass 

is installed to increase the height of 
a door’s bottom rail, the plate must 

sides and bottom of the door.

CHANGES RELATED TO 
AUTOMATIC DOORS AND POWER 
ASSIST DOORS
Several changes were made to the 

automatic doors. Although this edition 
has not yet been referenced by the 
model codes, it’s important to be aware 
of these changes as they may impact 
future projects.

PUBLIC ENTRANCES AND 
VESTIBULES:

new paragraphs which address public 

404.3.1 Public entrances. Where an 
automatic door or gate is required at 
a building or facility public entrance, 
it shall be a full powered automatic or 

404.3.2 Vestibules. Where an entrance 
includes a vestibule, at least one exterior 
door or gate and one interior door or 
gate in the vestibule shall have the same 
type of automatic door or gate opener.

Commentary version of the standard. 
Although the IBC does not currently 

The ADA standards and ICC A117.1 still include different requirements 
with regard to the maximum force allowed for operable hardware.
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require automatic doors at any location, 
it allows the use of automatic doors 
to assist building occupants or as 
an alternative to the maneuvering 
clearances required for manual doors. 
The requirement for public entrances 
is intended to establish that when an 
automatic operator is required because 

preference, code, or other mandate, 
an automatic operator (full powered or 
low-energy) must be used rather than 
a power-assist operator which reduces 
the opening force but still requires the 
door to be opened manually. 

The intent of the paragraph addressing 
vestibules is not to require automatic 
doors, but to clarify that when automatic 

for maneuvering clearance are applied 
to a vestibule, the doors must be full 
powered or low-energy automatic 
doors, not power-assist doors.

CLEAR WIDTH AND 
MANEUVERING CLEARANCE:
The requirements for clear width of 
automatic doors did not change in the 

 
important to note that when the clear  

width of automatic doors is measured, 
all door leafs in the open position are 
taken into account. This differs from the 
clear width measurement for manual 
doors, where at least one leaf of a pair 

clear. With automatic doors, the clear 
opening provided by both leaves is 
considered the clear width.

The maneuvering clearance 
requirements for automatic doors have 

must comply with the maneuvering 
clearance requirements for manual 
doors. Automatic doors are not 
typically subject to these requirements 
for maneuvering clearance, however, 
clearance must be provided on the 
egress side of automatic doors in a 
means of egress unless the operator 
has standby power or battery back-up. 
This requirement is included in the 2010 

doors or gates in series are equipped 
with automatic operators (not power-
assist operators), turning space for a 
wheelchair is not required between the 

HARDWARE ON  
AUTOMATIC DOORS

automatic doors. The standard now 
mandates that operable hardware on 
automatic doors and gates must operate 
with no tight grasping, pinching, or 
twisting of the wrist. The hardware must 

the same force limitations as operable 
hardware on manual doors. This change 
means that when this edition of the 
standard is adopted, installing an 

the door hardware from the operational 
requirements of the standard.

from the International Code Council 

Commentary edition available which 
includes information to help clarify the 
intent of the standard. The ADA standards 
can be downloaded for free from the U.S. 
Department of Justice (www.ada.gov). 
In addition, the U.S. Access Board offers 
an online guide to the ADA standards 
(www.access-board.gov). +

Future codes and standards will likely include requirements for automatic doors at 
some building entrances, depending on the occupancy type and occupant load.
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Not So Charming In Charm City

it back to Baltimore and it was a 

speaker was outstanding, the 
seminars were crowded, trade show 

a blast at the Power Plant. Many 
of you stopped me to tell me how 
much you enjoy Real Openings and 
we thank you for your kind words. 
But more importantly, send us your 
pictures! If everyone who told me 
how much they enjoyed this column 
shared a picture or two, we’d have a 
year’s worth of columns.

Now… did you think we’d leave 
town without some photos? Not a 
chance! And thanks to my pal Vince 
Giannini for tracking me down to 
share an unbelievable photograph 
he took while walking to the show.

B
B MEN'S ROOM 

cellphone camera in a men’s room—

in an alcove and I could photograph 
the interior without attracting any 
strange looks—or punches.
Upon approaching this room, I won-
dered why the deadbolt was projected, 
so I manually pushed it back (not really 
a deadbolt, I guess) and entered the 
men’s room. I didn’t think much of it 

absence of a turnpiece or cylinder. As 
you can see from the paint, it’s been 
quite a while since anything was there. 
The danger here is that a vibration on 
the door could cause the bolt to jump 
out and potentially lock someone in 
the room. 

BY MARK J. BERGER

A

A EXIT OR NOT 

pointing you away from the door. Huh? And then there’s the matter of the deadbolt 

This door was actually the last door of a bank of doors. One of those doors was 
actually swung open with a disconnected door closer, and blocked this door from 
opening. I’d show you that photo, but the bouncer had other ideas and I didn’t 
think I should make a fuss at the closing event. 
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Visit www.DHISummit.org for more details.

Take advantage of DHI’s 2018 Management Summit to gain valuable distribution channel and 
workforce development insights to guide your company to continued growth in 2018 and beyond.

Where the Channel  
and Its Leaders Evolve

DHI Management Summit 2018

receive $100 off!
Register by June 30 to

Save the Date
October 22–24, 2018

Innisbrook Resort

Tampa, FL 
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MARK J. BERGER

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 not intended 

C   STAIRWELL 
The show hotel was quite large. I had a lovely 
room, but it was in the far corner and a little 
hike from the elevator. So when I went to visit 

made sense to take the stairs, which were 
just a few doors down from my room.
I mentioned this to Julie Walter, event planner 

thing, but was concerned about getting locked 
in the stairwell and having to walk all the way 

regarding stairwell re-entry codes, I also told 
her that you should be able to always open 
the door and take a peek at the signage.
Sure enough, it was quite clear—roof access, 

provides access to any level. While testing the 
reader and holding the door open, I noticed 
that using the reader might not be needed, 
especially when the latch was permanently 

checked the labels), so this was not only a security 
issue, but also a serious life safety violation.

D   YOU DON'T SEE THIS EVERYDAY 
Only at the DHI annual event would you 
see a crowd standing around a door 
like this arguing whether or not this 
was the right hinge arrangement.

E   I SPY… TOO MUCH 
BLOCKING THIS DOOR!

Vince couldn’t believe his eyes as 
he made his way to the convention 
center from his hotel and spied 

1. A space heater

2. A propane tank

better days and a garbage bag

Needless-to-say, the sign 
reading “Never Block This 

C

D E
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THE LONG LOST TELEPHONE CALL

ALEX GOLDFAYN is the author of the 
brand new Wall Street Journal bestseller, 
Selling Boldly
revenue growth consulting and speaking 

DO YOU KNOW WHAT SALESPEOPLE HATE? THE TELEPHONE.  

That’s right, the phone. More precisely, 
most salespeople do not like to make 
outbound phone calls. 

they say, as though reminding a 
customer you care about them in a voice 
mail is some kind of detriment. 

say, as though there are no other kinds 
of phone calls. 

average, salespeople spend on the 

than your guess. 

The answer is four hours. My research 
among my many clients has shown this. 
Others have arrived at the same number. 

It’s a fascinating discovery. The work 
of selling revolves around talking to 
humans, right? Salespeople do this for 
four hours per week, on average. What 

hours of their work week? 

They email. I’ve sent an email, I’ve 
succeeded!
know if the email even got into their 

your customer even saw it. And if she 
did, you don’t know if they spent more 
than 10 seconds on it (probably not). 
And if she did spend time reading, you 
have no idea how she reacted, if she 
hasn’t written you back. 

instead of made a call, you’ve done 
nothing. And whatever you did 
accomplish, you’ll probably never know 
if there is no reply. 

They research. I need to make sure all 
my ducks are in a row before going to 
the customer. Okay, get it helpful, not 

perfect, and then call the customer. 

speaking to people makes you money. 
Don’t try to make it perfect before 
calling. Because it will never be perfect. 

less, do more. 

They drive in the car. I’m driving to 
appointments!
bluetooth work in your car? Is there a 
signal? If so, there are few better times 
to make the kind of proactive phone 
calls that good selling requires than 
when you have free time in the car. It’s 
incredibly valuable, highly productive 
time. Use it to call customers, build your 
relationships and offer them more help. 

customers and prospects who they 

people, and they should know you. 
As one client put it recently, these are 

there 
are hundreds of friendlies. Maybe more. 

Call customers you haven’t talked to 

squeaky wheels. Which means they’re 
probably not hearing from you, 
because they aren’t calling you. This 

Call customers who used to buy from 
you but stopped. 

Call prospects you once talked to 
about working together, but they did 
not buy. 

There you have three categories of 
people that need a long list of names 
and phone numbers. 

Make your lists, then make your calls. 
Help these people with your amazing 
value—they deserve it. +
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NOBODY 
LIKES 
GETTING 
COLD 
CALLS

friendlies

57DOOR SECURITY + SAFETY  



Flush pulls and edge pulls that were once common allow 
pocket doors to slide completely into the pocket and require 
a high level of dexterity to operate. This hardware is not 
generally considered compliant with current accessibility 
standards, although there are updated pocket door lock 
designs that may be acceptable to the AHJ.

Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



Contributors Listing as of May 9, 2018

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+)
In Memory of George H. Boomer Sr.
Hager, Johnston
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., CAE
Lopatka, Don M., AHC, FDAI
Maas, Robert D., FDHI
Petersen, Tim, LEED AP
Wacik, Laura A., AHC, FDAI, FDHI
Walsh, Martin J.

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

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

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

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

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

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

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

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

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
Pekoc, Thomas A., AHC, CDT, CSI
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
Pratt, Edward
Saltmarsh, David, FDAI
Seigfreid, Jean
Weaver, Rodney W., AHC, FDAI, CAI, CFDI
Windfeldt, John M.

AFFILIATED ORGANIZATIONS 
($5,000)
Steel Door Institute

(up to $2,000)
DHI Arizona Chapter
DHI Blue Grass Chapter
DHI Buckeye Chapter
DHI Canada
DHI Georgia Chapter
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI New York Chapter
DHI Old Dominion Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
DHI Tri State Chapter
Downs Safe and Lock Co., Inc.



I WAS RECENTLY DOING A PRIVATE SEMINAR FOR A CLIENT, 
AND THE TOPIC OF CYCLE COUNTING CAME UP. I WAS DOING 
MY STANDARD TALK ABOUT WHEN TO COUNT AND HOW MANY 
ITEMS WE NEEDED TO COUNT TO STAY ON TRACK. I HAPPENED 
TO GLANCE OVER AT THE OPERATIONS MANAGER, AND I COULD 
TELL THAT HE WAS HAVING A TOUGH TIME GRASPING THE TIMING 
AND LABOR ALLOCATION REQUIRED TO PERFORM A SOLID CYCLE 
COUNT. THIS IS NOT UNCOMMON AND TENDS TO BE A DIFFICULT 
STICKING POINT WITH MANY COMPANIES. THE COMPANY HAS 
GROWN SUBSTANTIALLY OVER THE YEARS, AND THE BODIES IN 
THE WAREHOUSE ARE A DIRECT REFLECTION OF THAT GROWTH. 

Before I lost him, I threw out a 
suggestion, “Have you ever considered 
a second shift or at least staggered 

started to nod, and I could see 
the wheels beginning to turn.

The operations manager had been 
toying with the idea for a great 
deal of time, but he was struggling 

of this operational change. As their 
organization has grown, they have 

warehouse employees just to keep 
pace. Unfortunately, the physical space 
hasn’t grown with the escalation of 
transactions. When we keep adding 
bodies to maintain pace with the 
volume of activity, eventually there 
will be a point of diminishing returns. 
With all those bodies and equipment, 
moving around the same physical 
space, the potential for mistakes and 
workplace accidents increases. 

This is a fairly common problem in 
the clients I have worked with over 
the years. The organization would like 
to implement solid practices, like a 
daily cycle count, but they can’t get 
past the constraints of the standard 
work day. By splitting up the team into 
shifts, you start to see opportunities 

to take on those improvement 
projects you always wanted. 

There are many ways to split up the 
warehouse team. I have worked with 
clients that have two, or even three, 
distinct shifts of employees in the 
warehouse. This is more common in a 
distribution center environment, but it 
can work well in a large selling branch. 

More commonly, I see companies 
create overlapping shifts designed 

their advantages, but it comes down 

traditional order taking work day. 
Those companies who have put this 
into effect can attest it is amazing 
what can happen in the few hours 
after the phone stops ringing. Without 
interruption, warehouse magic occurs.

the crew up into an early and later shift. 

hour lunch. The swing crew might start 
at 11 a.m. and wrap up at 8 p.m. with 
an hour dinner break. The three-hour 
overlap can provide the manager an 
opportunity to allocate resources where 

SPLITTING UP THE SHIFT

JASON BADER is the managing partner 

specializes in helping distributors become 

Today, he is a regular speaker at 
industry events and spends much of his 
time coaching individual distribution 

Distributionteam.com. 
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they are most needed on any given day. 
This could be a large truck shipment that 
needs to be broken down and received 
or a special order that needs greater 
attention. Again, the manager can allocate 
resources to deal with challenges.  

Over the years, I have found the real 

One of the things I have noticed about 

bring the operation to a logical close. We 
can put away what is received. We can 
pick what is printed. The team can come 

As far as the activities go, there are 
several ways to put this together. I have 
one client that acts as a distribution center 
for their retail locations and handles all 

has chosen to process transfers in the 
day and customer orders in the evening. 
This splitting of functions has produced 

time for quality control. Their order 

customer satisfaction has improved. 

I have seen other companies do just the 
opposite and focus their attention on 

reserve the evening shift for put away, 

company I recently spent time with, I 
might suggest they consider doing their 
cycle counts before the doors open, 
process orders and receive product 
during the bulk of the day, and perhaps 
stock the shelves or stage orders for 

morning delivery in the evening. If the 
vehicles are secured, I would consider 
loading the orders by route for the 
drivers. The key to task allocation comes 

As a small piece of advice, I would try 
to schedule activities with the greatest 
attention to detail for those hours 
outside the traditional working day. 

If pressed for an answer, I generally 
tell people that this change starts 
to become an option once you 
have eight or more employees in 
the warehouse. It may work with 
less, but I don’t like to see situations 
where someone is there alone. Too 
many bad things can happen. 

One of the biggest barriers to 
implementing this concept is 
supervision. It will be very important 
to pick a solid team leader for each 
shift. This person will have access 
to the building when a majority of 

One of the best ways to ensure a 
proper open and close is to create an 
operational checklist. Many branch 
managers have taken pen to paper, 

a detailed opening and closing 
checklist. This will go a long way to 
ease the apprehension associated 
with giving keys to the building. 

As your organization grows, the 
activities and projects multiply. Being 
constrained to the eight or nine 
hours normally associated with the 
business day will create continual 
frustration and ultimately produce 

favor and consider what a split shift 
would do for your warehouse. +
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JUNE’S 60-SECOND 
SURVEY RESULTS

With the LEED v4.1 beta version just released for existing 
buildings, we wanted to ask you a few questions about the 
use of LEED v4 standards in your business practices.

We hope you are enjoying Door 
 magazine. Send 

your comments to Denise Gable 
at dgable@dhi.org.
NEXT MONTH:
+ Access control & security 

DHI conNextions 2018 wrap-up

PRODUCT FOCUS:
+ Electronic locking devices & 

systems

+ Biometrics, access cards, 
credentialing

SEND US YOUR
FEEDBACK!

WHAT DO YOU 
WANT TO KNOW?

Is there a burning question (or two) 
that you would like 

 readers to answer? 
Submit a question for a future 
60-Second Survey and we'll try to 
include it in an upcoming issue. 

Email dgable@dhi.org.

There’s still time to submit an 
article or a case study. Email 
dgable@dhi.org.

To advertise, email mlong@dhi.org.

HOW OFTEN ARE YOU SEEING 
SPECIFICATIONS WRITTEN AROUND 
LEED V4 STANDARDS?

HOW OFTEN ARE THESE PROJECTS 
WITH LEED V4 REQUIREMENTS NOT 
RECEIVING LEED CERTIFICATION DUE TO 
COST OR COMPLEXITY?

72%YES

ARE YOUR TEAM MEMBERS AWARE OF 
THE KEY COMMENTS IN SPECIFICATIONS 
THAT LEAD THEM TO REQUEST LEED 
PRODUCTS? 

ON A SCALE OF ONE TO TEN, WITH TEN 
BEING VERY SUPPORTIVE AND ONE 
BEING NOT SUPPORTIVE, HOW WOULD 
YOU RATE MANUFACTURER SUPPORT 

WITH PROVIDING LEED V4 INFORMATION AND 
DOCUMENTATION?

10 8 2 1

1111 11

28% NO
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AD INDEX
JUNE 2018    
SUSTAINABILITY

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:
August:
Unique Building Designs
Product Focus:
Low-Energy Automatic 
Door Operators Thresholds, 
Weatherstripping/Gasketing
Deadline: June 21

October:
Historic Restoration/
Renovation
Product Focus: Cabinet 
Hardware & Brackets/
Decorative & Restoration 
Hardware
Deadline: August 16 

September:
Metal & Specialty Doors
Product Focus: Specialty  
& Security Hardware
Exit Controls
Deadline: July 19

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

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

DHPace.com                   Follow us on LinkedIn

Building relationships,
careers and business!

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

SEND RESUME TO: Careers@DHPace.com

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

As a rapidly growing organization with over 40 locations in 19 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 40 Locations in 19 States:
Arizona  Arkansas Colorado  Florida  Georgia  Illinois  Iowa  Kansas  
Louisiana Missouri  Nebraska  Nevada  New Mexico North Carolina 
Oklahoma  South Carolina  Tennessee  Texas  Washington

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

DH PACE COMPANY, INC., OFFERS:

√   Competitive compensation
√   Comprehensive benefits package
√   Career growth opportunities
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UNTIL RECENTLY, I HAD NOT GIVEN MUCH IN-DEPTH THOUGHT 
AS TO WHY I ENJOY BEING A DHI INSTRUCTOR. I REMEMBER 
GOING THROUGH THE DHI CLASSES AND SEEING HOW MUCH 
MY INSTRUCTORS SEEMED TO ENJOY BEING IN FRONT OF 
THE CLASSROOM. I ADMIRED THE DEPTH OF KNOWLEDGE 
SHARED BETWEEN THEM AND HOW THEY REMAINED HUMBLE 
AS THEY STARTED AN EXERCISE IN CLASS WHERE WE EACH 
HAD TO SHARE A DOOR AND HARDWARE HORROR STORY.

My instructors did a great job to 
prepare me to take the Architectural 
Hardware Consultant (AHC) test. 
After receiving my AHC credential, 
I became more active in my local 
chapter. I worked my way through each 

With great support from the distributor 
I worked for, I hit the road to recruit new 
members. I noticed while estimating 
I was losing bids by the cost of the 
difference between a standard door vs 

wood door representation and added 
an education session to our chapter 
meeting. Through education, I was able 
to balance our market somewhat and 
closed more jobs for myself. Although 

to get into instruction and education 
through these programs, our chapter 

meeting. I applied to become a DHI 
instructor, starting as an instructor 
for DHI’s Chapter Delivery System.

I started teaching online classes, which 
led to becoming an instructor at the 
national level or, as my customers and 

Although far from a vacation, I enjoy 
each education session I’m invited to. 

I’m often asked why I volunteer to 
instruct for DHI. There is an old saying, 

Although I have attained all the legacy 
credentials from DHI, I learn at every 
DHI education session. Students ask 
challenging questions that I may have to 
research to answer. I always try to have 
the answer back to them with references 

by the best and brightest fellow 
instructors from all over North America, 
each having their own area of specialty 
in our industry. They’re always willing 
to share their knowledge with me.

I interact with instructors from all 
over the world, including places like 
Dubai, Saudi Arabia, and Japan. I 
hope by sharing my knowledge, we 
as an industry make the world a safer 
and more secure place. I carry my 
instructing over to my projects. I ensure 
the contractors and installers know the 
right way and ensure they understand 

or a law that we are following.

rewarding. We arrive prior to the 

day of class. We stay as late as needed 
in class to help our students, grab a 
quick bite for dinner, then go back to 
our rooms and catch up on our “regular 

estimating, doing project management, 

early hours of the morning. Then it’s 
time for days two through seven.

the future. We are passionate about 
being instructors. I enjoy interacting 
with the students as they grow, 
and my proudest moments come 
when I see a former student earn a 
credential or even become instructors 
themselves. Many thanks to the DHI 
staff for allowing me to be a small 
part of DHI’s education system. +

LIFE AS A DHI INSTRUCTOR

RUSS H. HOOKER, DHT, AOC, FDAI is the 
owner of Architectural Opening Consulting 

hardware distributor. He can be reached at 

We Want to Hear 
from You! 
Have something 
on your mind 
that would make 
an interesting 
Closing Thoughts 
column? Email 
Denise Gable, 
dgable@dhi.org.
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You’ve already chosen superior parts for your doors. 
Let a STANLEY hinge be the last crucial step in a 
top-to-bottom solution. Residential- and commercial-
grade hinges are available in 26D (pictured), US4, 
15 and 10BL fi nishes to match up with your BEST 
lockset—so you can dial in your whole facility with 
just one call. If only all your jobs were this easy. 

SEE OUR FULL LINE OF HINGES AT 
STANLEYHARDWAREFORDOORS.COM

A member of the                           group

© 2018 Stanley Black & Decker, Inc. STANLEY® and the STANLEY® Notched Rectangle logo are registered trademarks of Stanley Black & Decker Inc. or one of its affi liates, and are used under license.

Available in new finishes

to match BEST products. 



BEST-IN-CLASS 
TECHNICAL 
SUPPORT

ON-TIME 
DELIVERY

UNMATCHED 
INVENTORY

STATE-OF-THE-ART 
WEBSITE

SECLOCK 
ON-SITE®

EXPAND YOUR 
BRAND WITH 
OUR DROP SHIP 
PROGRAM

SPEED ISN’T 
A PROMISE. 

IT’S A REALITY.

If you need it, we’ll get it there—fast. We’ll even
drop ship orders with just your branding on the
shipping label and packing slip. 
 
Fast shipping, AND the knowledge and expertise to 
meet your needs, only at Security Lock Distributors.

Same-day shipping from our massive, in-stock inventory.

WWW.SECLOCK.COM
800-847-5625


