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COLUMNIN TOUCH

THE LANDSCAPE IN OUR INDUSTRY HAS CHANGED MORE IN THE 
LAST FIVE YEARS THAN IN THE PREVIOUS _______(FILL IN THE BLANK) 
YEARS. PUT ANY DOUBLE-DIGIT NUMBER IN THE BLANK AND YOU 
WOULD BE CORRECT. THE NUMBER I WOULD SUGGEST IS 50 YEARS. 
IT IS EXCITING, EXHILARATING, AND SCARY, ALL AT ONCE. 

A key question is, how do you get your 
arms around the change and how do you 
position your company to do the same?

Our world has changed since 

prominent in the minds of our society 
than before that horrible day. We have 
seen an increase in daily threats of 
violence, terrorist acts, mass killings 
in schools and places of business and 

off limits.

All of these changes have made what we 
do extremely important and valuable—
life safety and security is on everyone’s 
mind!  Society is looking for answers 
and wants to feel safe. Our services and 
products are more critical than ever, 
and our industry must continue to work 
toward providing better solutions in 
every building, every day.

Product development, electronic 
access control advancements, building 
information modeling technology, and 
wireless technology will continue to 

of end users looking for upgrades, 
maintenance and inspections are all 
available and receiving greater priority 
than in the past. Is your company 
changing to answer this call?

Where can you go to formulate your 
plans? Hearing from industry experts, 
reviewing industry research, speaking 
with channel partners, and speaking 
with colleagues in different parts of 
the country are all good tactics to 
employ. Also, gathering your company’s 
management team to tackle the 

assignment is an additional strategy. 
Finally, carving out the time to digest, 
review and plan is critical—otherwise, 
the rest is wasted.

Industry organizations play a unique 

Summit on Oct. 22-24 at Innisbrook 
-

panies are bringing their management 
team to tackle these tough questions. 
The attendees will hear from distribu-
tion experts, consider industry research, 
sit side by side with colleagues across 
the country, and participate in private 
meetings with channel partners—all to 
position their company for this new era.

Where else can you dedicate several 
days of intense focus on the future? 
If you don’t attend, can you develop 
the same resources? It would be a 
challenge. Some management teams 
will use this time to develop their 

+

WHERE DO YOU GO FOR THE RIGHT 
QUESTIONS AND ANSWERS?

JERRY HEPPES SR., CAE, 

Foundation. If you’d like to comment  
on this article or any others in the  
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For more information on 
the Summit, go to pages 

34-35. To register now, go 
to  www.dhisummit.org. 
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COLUMN

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?
 

Allegion Canada Inc.

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 
As a youth I was a part of the Air Cadet 
program, where I was lucky enough to 

being my favorite. The idea of being 
in control of something so powerful 
and agile just amazed me. Although I 
never followed through with a pilot’s 
license, I did become a member of the 
Royal Canadian Air Force as a Cadet 

work part-time with the same program 
that did so much for me, and still get to 

WHAT WAS YOUR FIRST JOB? 

farm. I did morning chores several days 
a week before school, and general farm 
hand work after and on weekends. 

WHAT LED YOU TO OUR 
INDUSTRY?
As a maintenance carpenter at 
Brampton Civic Hospital in Ontario, 
and its lack of actual carpentry work, it 
became my role to install and service 
the door hardware and access control 
equipment on the openings. I was lucky 
to have some great service contractors 
and suppliers that helped me learn 
and work through issues or solutions. I 
was eventually offered a sales position 
by one of our manufacturer’s sales 
managers, and took it!

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 

this year.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE?

my own house last summer.

skilled tradesman to a sales consultant.

WHAT IS YOUR GUILTY 
PLEASURE?
Craft beers

WHAT IS YOUR FAVORITE  
BOOK/MOVIE?
Bravo Two Zero

WHO DO YOU CONSIDER  
A MENTOR OR HERO?

few years of my career in the industry.
They’ve both been great friends and 
voices of guidance when I’ve needed it.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED?
Treat others as you want to be treated.

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED?
You can’t be who you're going to be, and 
who you used to be, at the same time.

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER GOALS?
With the courses, and challenge exams 
offered online, I was able to test and 
grow my understanding of doors, 
frames and hardware to help me not 

simply expand my ability to consult with 
customers and provide the solution best 

leave home.  Although I look forward to 
my next steps of attending the in-person 
technical school, it was convenient for 
me to start my journey, and understand 
better where my knowledge was, prior to 
attending a school. +

CHARLIE VANGERVEN, DHT
ALLEGION CANADA INC.
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For many commercial door and 

hardware suppliers, Division 10 

materials are a relatively easy 

add-on to commercial projects. 

On multi-family projects though, 

Division 10 items because the 

cabinet suppliers or plumbers 

tend to supply the majority of 

Division 10 items on apartment 

or condominium jobs.  

BEFORE

AFTER
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Add Value (AND PROFIT) to 
Jobs with Cabinet 
Hardware

BY BETH BASCH AND JON MCKINNEY, DHT

While they may seem trivial or a waste 
of time to sell, Division 10 items are a 
way to add more than just margin to 
your bottom line. 

Many door and hardware suppliers 
will provide the Division 10 items they 
are asked for and concede the rest. 
In today’s trend of smaller, high-end, 
urban apartments, renters demand 
luxury amenities and cohesive layouts. 
The door hardware is the anchor of 
rest of the hardware’s style, and aside 
from door hardware, the Division 10 
items are some of the most seen and 
physically used parts of a building. 
Supplying the cabinet and bath 
hardware along with the rest of a job’s 

Every property owner has two 
measurable goals at the beginning 
of a construction project: complete 
the project on time and on budget. A 
less measurable, but arguably just as 
important, goal should be to have a 
building that is both functional and 
aesthetically appealing. Allowing a 
cabinet supplier to supply cabinet pulls 

may seem like a budget-friendly and 
schedule-conscious plan, but pulling 
the decorative elements from multiple 
sources will inevitably result in a 
disjointed appearance. 

With the popularity of interior design 
television programs and the prevalence 
of social media, potential renters 
demand a thoughtful design. Owners 
and developers of multifamily housing 
can no longer rely on carefully-staged 
photographs highlighting only their 
property’s best sections. Instead, they 
must contend with the reality that 
everyone has a camera and a platform 
to review a property. 

It is likely the cabinet supplier may 
“slap on any old cabinet pull” that is 
available; why take a chance that it will 
not coordinate? Even if an owner takes 
the time to ensure the design elements 
match, viewing door hardware and 

will not give the decision maker the 
entire picture. A better solution is 
to take the time to select all of the 
hardware at once (ideally from a single 
supplier) to create a cohesive design. 

Contractor
A general contractor may have more 
than 50 contracts on a typical 100-unit 
apartment building. Depending on 

manual, there can be many subjective 
areas, including anything from brand 

unit’s hardware. 

While many of these decisions can be 
made by the project management team 
or the subcontractors, it’s important 
for the general contractor to select the 
design elements with the owner at the 
beginning of the project. If one of these 
design elements is overlooked in the 
planning phase, however, additional 
meetings with the property owner will 
be necessary during the construction 
phase. In those cases, there will have 
to be product selections, change orders 
and extended lead-times, resulting in 
expensive delays. 

Instead, a door hardware supplier can 
include cabinet and bath hardware in 
preconstruction planning meetings, 
or when submittals are prepared, 
ensuring that the hardware is 
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available when it is time to install. 
This eliminates trying to remember 
whether the plumbing contractor has 
bath hardware in their bid, along with 

the gaps. 

Including bath and cabinet hardware 
in the door hardware meetings or 
submittals lets the owner see all the 
elements together and helps eliminate 
the need for multiple meetings and 
approvals. This is especially helpful 
for general contractors who want to 
avoid the added expense of an interior 
designer on the project. A general 
contractor’s ultimate goal is to deliver 
a project that exceeds the owner’s 
expectations, completed on budget and 
on time. Packaging door hardware with 
cabinet and bath hardware may not 
save time or money on every project, 
but it will ensure these issues will 
not happen. 

Supplying items like the cabinet 
hardware also gives door hardware 
suppliers the chance to up-sell 

For example, instead of using the 
industry-standard brown, plastic 
bi-fold knob for the closet doors on the 
project, you can suggest a bi-fold knob 
(or pull) that coordinates with the rest 
of the room’s hardware. 

For a door shop to successfully win 
the Division 10 portion of jobs, 
the company will need to build a 
strong network of vendors. This 
gives the door shop a wide variety 

general contractor. Since bath and 
cabinet hardware is generally more 

of options is necessary for an owner 
or general contractor to ensure both 

door shop wants to be a mini big-box 

shopping to general contractors for 
certain products.

“As a design/build general contractor, 
we look for a door hardware supplier 

needs,” said John Kutz, project 
executive at MSI General Corporation. 

For the door and hardware 
professional, it can almost feel 
insulting to have to worry about 
cabinet pulls. However, if door 
hardware suppliers position themselves 
to supply Division 10 products with a 

quote jobs that require taking a low 
margin on the door hardware, knowing 
they will make up a substantial margin 
on the bath and cabinet hardware. 

Purchasing the door hardware, bath 
hardware, and cabinet hardware from 
one source also gives the general 
contractor more control over the 
project. Ordering all of the hardware at 
once reduces the possibility of a last-
minute “out of stock” situation when 
it’s time to install the cabinet pulls and 
towel bars. 

Often, bath and cabinet hardware 
are high-margin items with little to 
no callbacks. Once a cabinet pull is 
installed, it’s unlikely that the supplier 
will get a request to come back and 
troubleshoot the hardware, which isn’t 
always the case for things like exit 
devices or door locks. At the end of the 
day, everyone in the industry knows 
hardware for unit interiors can come 
down to fractions of a percentage in 
some projects, so having a margin-
heavy, low-risk product on the job can 

pricing door hardware. 

Currently, in the commercial door and 
hardware industry there is a discussion 
about “who owns the opening.” For 

door and hardware professionals, the 
phrase, “owning the opening,” generally 
refers to controlling every aspect of the 
functionality of the mechanical and 
electrical components and ensuring 
that all elements from the frame to 
the door and hardware work properly 
together. In this circumstance, “owning 
the opening” can also include the style 
and appearance of the opening. 

The door hardware supplier is in a 
unique position when a project does 
not have a designer to facilitate the 
cohesion of the design. Sourcing 
cabinet and bath hardware with the 
door hardware package on a multi-
family job should be an easy decision 
for a general contractor. The owner 
needs to complete the job, and, as the 
supplier, you want to maximize your 
margin on the job. 

The next time an opportunity for a 
multi-family project comes across your 
desk, take the opportunity to add real 

of just adding hardware. +

BETH BASCH is the 

The Jeske Company, 
a family-owned 
distributor of door 
and specialty 
hardware. She has 

of experience with 
the company. 

jeskecompany.com.

JON MCKINNEY, 
DHT, is the 
Commercial/

management in the construction industry. 
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The demand for improved user experiences has spread throughout the 

to nearly everywhere in between. Gone are the days when conveniences 
and extra amenities were luxuries. Customers’ demands have evolved, and 
their expectations for more convenient, pleasing spaces are driving the way 
facilities are designed. 

For healthcare facilities, enhanced user experiences start 
by improving patient care. As the market evolves to keep up 
with new demands, there’s an emphasized focus on treating 
the patient as much as his or her condition. Providers not 
only have to ensure individuals receive the correct medical 
treatment, but they also have to care for their patients’ 
overall well-being. This includes stress levels, comfort and 
mental health. 

Among the ways these facilities are adapting to make 
the patient experience more pleasant is reducing noise 
throughout the building. It’s been proven that excessive 
noise can take a toll on the healing body, causing individuals 

their overall care. There are a number of audible actions 
taking place at any given time right outside a patient’s 
room—hallway chatter, beeping machines, the opening and 
closing of doors. 

A study by Allegion found that end users in the healthcare 
market readily acknowledge the impact of door hardware 
on creating a quiet environment for patients. They 
cite slamming doors and the sound of door latches as 
contributors to noise. Therefore, it’s no surprise that nearly 
half of the respondents report they will adopt quiet door 
hardware within the next year. 

THE

COMPANY INC.

®

STONE

®
H A R B O R
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Hospital rooms used to get away with 
the basics—a bed and a sliding privacy 
curtain. Today, some hospitals have 
the look and feel of a hotel suite. Even 
visitors experience pull-out beds and 
other amenities to comfort their ill 
family or friends in a comfortable 
environment.

When choosing a healthcare facility, the 
quality of treatment and medical care 
is of the utmost importance. But as the 
medical marketplace becomes more 
competitive, patients have more options. 
And if the quality of care is comparable, 
given a choice, they will seek out the 
option that has dedicated itself to the 
overall well-being of its patients.

It’s also increasingly important to 
provide excellent experiences as 
patient satisfaction surveys are 
directly linked to the reimbursements 
the institution will receive. With 
hospitals already operating on small 
margins, reimbursements can make 

top complaint noted in the Hospital 
Consumer Assessment of Healthcare 
Providers and Systems survey, 
which measures patient experiences. 

designers to plan for quieter 
environments from the start. 

Research by Health Facilities 
Management in 2016 found that nearly 
nine of 10 hospitals consider patient 
satisfaction a very important impact 
on the design of their facilities. Even 
small changes, like door hardware, can 
impact the overall noise in the facility. 

UNDERSTANDING THE IMPACT 
OF NOISY ENVIRONMENT 
There are several issues that can 
wreak havoc on noise reduction for 
everyone in a healthcare environment—
from patients and their guests to the 

at door openings becomes a hindrance 
more than being helpful. Doors, when 
closed, should provide seals that work, 
blocking light, smoke and noise,  
and improving privacy. These doors 
are frequently lacking adequate 
gasketing and equipped with noisy 
latches and handles, causing them to 

rattle and reverberate with each open-
and-close cycle. 

Other potential challenges would 
be malfunctioning closers that 
cause doors to slam shut or not 
close completely and poor quality 
exit devices. By incorporating exit 
devices with innovative dampers that 
decelerate the mechanical push pads 
on the push and return stroke, as well 
as motor driven electronic latches, 
most of the noise associated with 
traditional exit devices is eliminated.

Patients are already stressed from 

bodies. They require rest during their 
stay, and loss of sleep weakens the 
immune system, causes agitation and 
delirium and decreases tolerance to 
pain. Irritating noise can also elevate 
a person’s blood pressure and heart 
rate. Overall, it can cause slower 
recovery rates, with means longer 
healthcare stays and, ultimately, a 
negative mindset and perception of the 
healthcare facility. 

quieter working environments as well. 
Those that become more stressed 
and fatigued in a noisy environment 
may experience more mistakes, 
reduced productivity and less friendly 
dispositions. Loud noises—or even 
moderate, annoying sounds—are 
distracting and unpleasant. These 
can lead to emotional exhaustion 
and burnout, which can then impact 

morale. Impaired focus may have 
the same impact, leading to medical 
errors. Reducing the noise from pagers, 
medical equipment and doors opening 
and closing can combat these issues—
allowing caregivers to better tend to 
patients’ needs.

The impact noise has on both patients 

entire healthcare organization. Slower 
recovery rates lead to longer healthcare 
stays. Patients’ perceptions are based 
on their overall experience. Were they 

everything go smoothly, or were there 

a few mistakes made by personnel? 
Were they treated friendly? All of this 

reviews and future recommendations. 

DELIVERING A  
QUIETER EXPERIENCE 
While door hardware makes up a 
small portion of a healthcare facility, 

for sound reduction gains more 
awareness, experts suggest there be 
more emphasis and priority placed 
on silencing openings through the 
physical door, gasketing and hardware. 
It’s also important to consider a quiet 
solution approach to these types of 
environments. 

Architects cannot control the 
overhead paging system or beeping 
machines, but they can help reduce 
noise by specifying quieter solutions. 
Select exit devices that are specially 
designed to be almost undetectable 
and door closers that prevent 
slamming. Consider door handles 
for patient rooms that have quiet 
operation and reduce the disturbance 

throughout the day and night.

To keep sound in a room and prevent 
sound from a lobby or back area from 
seeping in, there are several things 
to consider such as automatic door 
bottoms, gravity coordinators and 
the lock style itself. Automatic door 
bottoms, which close the gap under the 

reliable barrier for sound when used 
with proper head and jamb gasketing. 
The door bottoms can also be adjusted 
over the life of the door. A small gap 
in a sound barrier transmits almost 
as much sound as a larger gap, thus 
showing us the importance of proper 
door choice, gasketing and hardware 
solutions to this increasing issue.

blocking sound, it must be installed 
all on the same side of the door 
and frame, and the seals around 
the head, jamb and sill must be 
complete, uninterrupted and air-tight 
throughout the service life of the 
door. Gaps caused by imperfect door 
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EMILY ZENTZ is 
Allegion’s product 
manager for 

Accessories - Zero 
International.  She is a 
product expert with 

product management 
experience.

alignment are a common problem in 
newly installed gasketing and can also 
surface later as buildings shift and 
settle and doors cycle through changes 
in temperature and humidity. For 
consistent performance over time, the 
most advanced gasketing is designed 
with adjustable features to restore 
a sound-tight seal when clearances 
increase for any reason.

It’s important to inform clients of the 
solutions available so the facility can 
be designed for quiet performance 
from the start. Decide if the entire 
property needs quiet hardware, or 
just select wings. A survey conducted 

that nearly half of their healthcare 
customers use quiet door hardware 
today, with approximately 60 percent 
using these products throughout the 

from quiet solutions, though some are 
more sensitive to sounds: 

• Intensive care units (ICU), critical 
care units (CCU) 

• Maternity wards, neonatal intensive 

• Recovery areas 
• Chapels 

work stations where concentration is 
important

As the architect or owner determines 
the impact that sound can have on 
aspects such as learning, hearing, 
comfort and safety, it is important 
to select a door, gasketing and 
hardware combination to achieve 
that desired level. +

ND Series

AND
MORE!
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1.800.445.0728

TexasLock@TexasLockDC.com
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Architectural Openings Consultant (AOC), or Door + Hardware 
Consultant (DHC), you have proven your skills to the door and 
hardware industry. Your technical knowledge of this industry 
gives you an edge over the competition. Participation in the 
Continuing Education (CE) Program increases that advantage.
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INCREASE YOUR ADVANTAGE OVER 
THE COMPETITION WITH DHI’S NEW 
CONTINUING EDUCATION PROGRAM



The new and improved Continuing 
Education Program includes participation 

your credential(s) to your customers. Use 
a digital seal to mark letters, hardware 
schedules, door schedules and drawings as a 
professional tool to enhance your image and 
add value to your work.

“DHI has recognized the need to make 
this program more accessible and 
relevant for credentialed members,” 
said Laura Frye, AHC, DHT, CSI, CDT, 
CCS, FDAI, Director of Education and 

CE Program has three objectives: 
be easy to implement and manage 
for all stakeholders; provide real 
world learning opportunities that are 
readily available and add value to the 
credentialing program; and require 
realistically achievable points that 
encourages continuous learning.”

To that end, the new CE Program 
includes new and valuable 
opportunities:

• Digital Seal Now Included - 
The program now includes 
participation in the seal program, 

credential(s) to your customers. 
Use a digital seal to mark letters, 
hardware schedules, door schedules 
and drawings as a professional tool 
to enhance your image and add 
value to your work. To purchase a 

consultant seal form available at 
www.dhi.org.

• Updated Point Calculations 
- We have updated the way we 
calculate points. For technical or 
non-technical learning sessions, 
one (1) hour = one (1) Continuing 
Education Point. CE Points may 
also be issued in 30-minute 
increments, with each 30 minutes 
being .5 points.

• More Ways to Earn Points 
- There are many more ways 
to earn Continuing Education 
Points with the new program 
with opportunities from our 
many CEP partners.

What Action is Required?
If you’re already participating in our 
existing CE Program, you don’t need 
to take additional action until your 
renewal is due. Consultants who earned 
credentials after Jan. 1, 2005, are still 
required to participate in the Program 
and earn points to maintain their 

of three years. Each participant’s 

credential earned after Jan. 1, 2005, 

are required to follow DHI's 
program policies to maintain their 

participation and other requirements 

How Do I Report 
My Points to Renew?
Before the end of your three-year 

renewal must report 30 points or 
complete the CE Program Renewal 
Form and pay the renewal fee.

Renewal reminders will be sent via 

months prior and again at three 
months and one month prior to the 
expiration date of their credential.

Continuing 
Education Partners
Go to www.dhi.org to view DHI's 
Continuing Education Partners 
(organizations, manufacturers, etc.) 

sessions to acquire DHI CE Points 
from other organizations. Submit the 
Educational Program Application with 
instructions and a web form to submit 
a request to register a course, learning 
session, or program if it is not already 
an approved program.

Download a brochure about the 
Continuing Education Program 

www.dhi.org under Credentials, 

for more information.

How Do I Get Started?
Credentialed individuals interested 
in joining the new Continuing 
Education Program should
visit www.dhi.org or contact 

+

Continuing Education

By Ian Cohen, Owner, My Dream Course

Continuing education in the 
workplace can be a win-win for 
both employees and employers. 
For employees, CE can improve 
one’s skills in a current job or help 
gain new skills in preparation for 
a career change. There are also 

promote continuing education in 
the workplace. A well-trained and 
well-educated workforce helps 
companies to achieve long-term 

• Highly skilled workforce 

• Upgrading of technology skills 

• Retain your happy employees 

• Identify future leaders 

• Higher salary 

• Improved marketability 

• Learn new skills 

• Personal development 

• Improved image
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standalone goal unto itself. It must be 
balanced with occupant comfort, for 
example, which has a direct bearing on 
productivity. 

We also know that openings can be 
responsible for a good deal of energy 
loss. Along these lines, doors can be 

For our discussion, we will focus 
on exterior entrance doors for non-
residential applications. 

DEFINITIVE STANDARDS
We cannot address the subject of 
building energy usage without 
referencing ASHRAE 90.1. This 
standard is the product of the 
American Society of Heating, 
Refrigerating and Air Conditioning 
Engineers (ASHRAE). The formal title 
of the standard is Energy Standard for 
Buildings Except Low-Rise  
Residential Buildings.

ASHRAE 90.1 has become the basis of 
countless local building codes and is 
referenced in international codes such 
as the International Building Code 
(IBC) and the International Energy 
Conservation Code (IECC). Similarly, 
various product test standards 
reference provisions of ASHRAE 90.1. 

expected energy performance levels of 
building components and provides the 
criteria for determining compliance 
to these performance requirements. 
The same is true for the IECC. The 
IECC provides requirements for both 
residential and commercial buildings.

The IECC is a product of the 
International Code Council (ICC). 
However, ICC works closely with 
ASHRAE for development and 
implementation of the IECC. Also, 
both organizations collaborate with, 
and have their standards reviewed by, 
the U.S. Department of Energy (DOE).

international and local building codes.

For many years, those of us in the building industry 

regarding how much energy our buildings use. 
Likewise, for many years we’ve made attempts to 
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THE DOOR CONNECTION
When it comes to doors, both IECC 
and ASHRAE 90.1 are virtually 
identical. The requirements of each 
standard for doors are based on the 
building geographic location according 

example, most of the portions of North 
America are covered in Climate Zones 

Northern U.S. and Canada.

In the standards, many entrance 

not assume this means they are 
necessarily solid doors with no lites. In 

means all aspects of the building 
envelop except pure fenestration. 
However, doors that are more than 

fenestration in the energy standards. 

performance of doors and fenestration 
with four criteria:

• U-factor

• Air leakage

The middle two criteria apply 
primarily to fenestration and doors 

manufacturers in the non-residential 
market generally can’t state values for 
SHGC and VT simply because many 

leakage are appropriate criteria for all 
entrance doors.

Keep in mind not all of these criteria 
are necessarily carried over into 
local building codes. In fact, newer 

requirements for fenestration and 
opaque doors. Buildings codes 
often lag in implementing all such 
requirements.

However, to determine expected 
performance levels, we must examine 
the requirements of the standards for 
both opaque doors and fenestration.  

U-FACTOR
U-factor is the accepted measure of 
thermal performance. It expresses 
the rate of heat loss or heat gain. To 
appreciate the importance of this 

cold winters. 

interior to exterior can be dramatic, 
and the entrance door is the separator 
between these extremes shown in 

Here, the door experiences heat gain 
in summer and heat loss in winter. A 
lower value for U-factor is better and 
indicates a low level of heat loss or 
heat gain. That translates into better 
thermal performance and better 

interior exterior

Summer

interior exterior

Winter

Keep in mind not all of 
these criteria are neces-
sarily carried over into 
local building codes. 
In fact, newer editions 
of IECC (2018) and 
ASHRAE 90.1 (2016) 
included more
stringent requirements 
for fenestration and 
opaque doors. Build-
ing codes often lag in 
implementing all such 
requirements.
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In the energy standards, many factors 
play into the U-factor requirements, 

required U-factor for opaque doors can 

have numerous caveats including the 

number is possible.

SOLAR HEAT GAIN COEFFICIENT 

gain entering the space through the 
fenestration area to the incident solar 
radiation. Solar heat gain includes 
directly transmitted solar heat and 
absorbed solar radiation, which is then 
re-radiated, conducted, or convected 
into the space. SHGC is expressed as a 

expected SHGC levels generally fall 

VISIBLE TRANSMITTANCE (VT)
Visible Transmittance is an optical 
property that indicates the amount 
of light in the visible portion of the 
spectrum that passes through a 

there is more daylight in a space.  
With careful design and consideration 
of U-factor and SHGC, proper VT 

heating and cooling loads.

AIR LEAKAGE
Air leakage is sometimes called 

or accidental introduction of outside 
air into a building, typically through 
cracks in the building envelope and 
through use of doors for passage. 
When the entrance door is shut, 
however, air leakage becomes a factor 
in its energy performance. 

ASHRAE 90.1 calls for an air leakage 
performance for swinging entrance 

you might suspect, it is the framing 
of the door, weatherstripping, door 

CLOUD-BASED 
MECHANICAL  
KEY REPLACEMENT
Provides a flexible door management system for 
markets such as real estate, rental or leasing and 
shared spaces. You just need an online device and 
internet connection to gain real-time monitoring 
with a smart phone, tablet or PC.

LEADS.HAGERCO.COM/KS
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bottoms, etc. that have more to do 
with air leakage than the door itself.

RELEVANT TEST STANDARDS

within the energy standards, relevant 
test standards are referenced. As the 
name implies, a test standard sets 
forth the testing method to show 
compliance with the energy standard 
or a building code. Manufacturers 
submit their products to third-party 
agencies that use these test standards.

performance mentioned above, 

the following test standards be used 
to verify this performance: AAMA/

The relevant test standards to measure 

standard for thermal performance.

SHGC and VT for fenestration and 

THE EFFECTS OF DOOR 
CONSTRUCTION
According to Building Design + 
Construction1

most critical functional feature of 

followed by weather protection and 

By considering U-factor, SHGC, VT, 
and Air Leakage for a particular door 

a comprehensive view of its energy 

Frost accumulates on the 
interior of these doors during 
Winter in the upper Midwest, 

indicating heat loss and 
unsatisfactory U-factor.

ARE DOORS LABELED FOR ENERGY 
EFFICIENCY?
The latest version of the ASHRAE 90.1 standard calls for door and 
fenestration labeling in these words: “All manufactured and site-built 
fenestration and door products shall be labeled, or a signed and 

U-factor, SHGC, VT, and air leakage rate.” (Doors with 25 percent 
glazing or less are not required to list SHGC or VT.)  

Second, it has to do with business realities. In the residential market, 

become easier to test and label. Labeling requirements are also more 
stringent in the residential market. However, in the made-to-order 

Even without labels, however, manufacturers should be testing their 
products to standards mentioned in this article and should be able to 
provide test results when asked.
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BEN H. DORSEY III, LEED GA, is 
Manager of Marketing and Communications 
for Special-Lite. He can be reached at 
Ben_Dorsey@special-lite.com.

• Honeycomb

• Polystyrene

• Polyurethane or Urethane

+

REFERENCES
1 https://www.bdcnetwork.com/
emerging-trends-windows-doors-and-storefronts-aia-course

www.ambico.com

DECORATIVE
DOORS & FRAMES 
FOR RESTORATION

PROJECTS

MISSING
FIRE DOOR LABELS?

WE RE-LABEL 
FIRE DOORS USING OUR ANALYSIS  

& EVALUATION FIELD LABELING PROGRAM

Steel Door Frames—90 min.
Steel Doors—90 min.

Wood Frames—20 minutes
Wood Core Doors—20 min.

Mineral Core Doors—45, 60 or 90 min.
We label the door & frame, and comment on the hardware.

GUARDIAN FIRE TESTING LABORATORIES, INC.
716.835.6880  |  Fax: 716.835.5682  |  gftli@earthlink.net

www.firetesting.com

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

GUARDIAN
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Hager Companies Headquarters

Historic buildings pose a unique security challenge. By their very nature they are 

and one of the leading reasons is security.  
Antique door hardware may have been 
built to last, manufactured from heavy-
duty metals, but modern security issues 
require more than physical strength. 
Access credentials, controlled entry, 
and electronic logging are all emerging 
as security necessities. Fortunately, 
electronic access control systems are 
built to seamlessly and almost invisibly 

integrate into projects, including 
historic buildings where authenticity 
is paramount.

There are several access control 
systems that feature scalable parts 
that integrate wirelessly into a central 
control system with queriable reports, 
but when the time came to upgrade  

the Hager headquarters, the obvious 
choice was HS4, Hager powered by 
Salto, the security system recently rolled 
out by Hager Companies.

THE PROJECT
Hager Companies’ headquarters was 
designated on the National Register of 

BY GINNY POWELL
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in the industrial section of Soulard  

were originally manufactured out  

drive over railroad tracks that brought 
raw materials to be manufactured  
into hinges. 

the warehouse, has held up amazingly 
well over several decades. The St. Louis 
facility has expanded and evolved 
over the years to become the core of 
Hager Companies, operations, sales, 
research, and customer support. As 
is the case in most historic buildings, 
there was existing wiring in place for 
outdated systems, as well as standard 
wear and tear, and new needs that 
had developed since the last remodel. 
Anytime an existing facility is thinking 
about upgrading their security system, 
there is a long list of issues that need to 
be addressed.  

The Hager powered by Salto HS4 
access control system features several 
modules that allow it to be scaled to the 

Network), is a secure data-on-card 
system, which means that credentials 

information with the wall reader—such 
as user access, battery life, and updated 
lists of blocked users, lost credentials, 
or revoked access. This information can 

the interior of the building.  Wireless 
capabilities also give the system the 
ability to have real-time updates, remote 
monitoring, and almost instantaneous 
lockdown capabilities.  

THE DETAILS
The front doors of the building are a 
main point of access for visitors to the 
headquarters.  However, historical 
aspects of the building had to be 
maintained and Hager wanted to avoid 
cutting or damaging existing doors 
and hardware. To minimize a messy 

used on the front doors. This enabled 
almost instant electronic control to be 
installed without removing the existing 

then acts as a card reader and clutching 
mechanism for the lock. It was a good 
choice for the front entry doors where a 
card reader was necessary, but a larger 
reader with new hardware would have 
been too obvious.  

Padlock sounds exactly like what it 
is—a card reader on a padlock. This 
means that employees with the right 
authorization can still access the 
courtyard at predetermined times while 
maintaining the security of the facility. 
Hager also uses this on the sliding door 
gate into the Intertek testing facility. 
The area must be kept secure to comply 
with testing regulations.  

It was also necessary to add locks to 

required new templates to be cut, with 
raceways for wiring, possibly even new 
wired hinges. Replacement doors may 
have been necessary.  

the same template as a cylindrical lock. 
When employees enter the building 
in the morning, they present their 
credentials at the wall reader which acts 
as revalidation point. Access rights for 
the day, as well as audit trails from the 
day before, and any low battery alert 

between the wall reader and the card. 
This effectively creates a brand-new key 
for every user which allows them access 

Padlock on Intertek testing facility

Original wood bricks in the Hager warehouse have held up well over several decades.

Wide body escutcheon cylindrical
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Four exterior doors required updating, 
and the wide body escutcheon was 
chosen. These four doors did require 
some alteration for the new locking 

A wireless wide body cylindrical lock 
was installed on the Server room. 
This allows instantaneous audits of 
personnel use and remote monitoring 
as well as remote unlock and locking 

allow the system to easily expand into 
all parts of the building should it be 
necessary in the future.  

By employee request, a long-range 
reader was placed at the employee 
gate to reduce a bottleneck into the 
parking lot in the morning. The long-

information, which is important in 
case someone piggy backs onto an 
employee entering the buildings.

THE BENEFITS

and wireless platforms were chosen, it 
was easy to select the correct hardware 
for each opening—especially given the 
number of options available with the 
HS4 system. 

Another critical challenge was to 
determine which department would 
run each aspect of the software, an 
endeavor that involved Information 
Technology (IT), Human Resources (HR), 

Access Space software makes it easy to 
divide up tasks due to its simple user 
interface and intuitive programming. If 
necessary, multiple departments can 
be allowed access to the database to 

to users. 

At Hager headquarters, HR issues 
credentials to employees using a 
printing module that allows them to 

issues credentials and manages access 
rights and times for outside service 
personnel like the cleaning crew, trash 
and recycling pick up. 

Preserving history while maintaining 
security can be accomplished. If you'd 
like more information on this project, 

+

The front doors of the Hager headquarters building are a main point of access for visitors. However, historical aspects of the building had to 

cylinder was used.

GINNY POWELL is 

Specialist for Hager 
Companies. She can be 

hagerco.com.
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damage and what it means to me.

THE ADVENTURE BEGINS

stepped off that boat and started his new life in America. 
He was alone in this New World, having left behind his very 
large family back in Ascoli Piceno, Italy, in hopes of creating 
a new life and escaping the dangers that would come to 

Italy and the rise to power of Joseph Stalin, after the death 

travel south to Philadelphia to live with a host family and work 
at the Bayuk Cigar factory rolling the “Philadelphia Hand 

day bring some more of his family here to America.

Island on the ship Colombo. Joseph would continue to work 
to provide for his brother’s education and help other family 

Joseph’s hard work and determination never faltered. He 

on a farm in Somerset, N.J., and had a life of love, family, and 
prosperity that would never have been possible had Joseph not 
taken the immense leap of faith, stepped onto that boat, and 

A Labor of Love— 
BY LEAH M. CONVERY-MEYER, AHC, CSI, CDT
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RESTORING AND  
PRESERVING ELLIS ISLAND
Shortly after the Immigration Act of 

immigrant processing station, and many 
of the buildings on the island stood 
empty and fell into disrepair.

According to the Statue of Liberty-

President Ronald Reagan asked Lee 
Iacocca, then Chairman of Chrysler 
Corporation, to head a private sector 
effort to raise funds for the restoration 
and preservation of the Statue of 

The Foundation's fundraising drive 
sparked a dramatic response. The 
American people contributed more than 

restoration, and maintenance of these 
two great monuments to freedom. All 
funds for the Foundation's projects have 

government funds have been used.

The Foundation, working with its public 
partner, the National Park Service, 

tackled the restoration of the Statue of 
Liberty. After almost a century, weather, 
pollution, and sightseeing had left Lady 
Liberty's torch in need of replacement 
and her crown's rays in need of 
strengthening. An army of architects, 

laborers embarked on the project—
which also involved the installation 
of new elevators and an informative 
exhibit in the Statue's base. 

my grandfather’s reaction to watching the 
festivities. It was special to him that a part 
of his history—the place where he took 

of opportunity—was brought back to its 
former glory and would be cared for.

One of the most inspiring Foundation 
projects is The American Immigrant 
Wall of Honor®. Located on the restored 

whose descendants memorialized them 
by having their names inscribed there. 
Registrations are now being accepted 

for a new phase of the Wall. Names 
inscribed before the end of the calendar 

the beginning of the following summer.

the importance of my grandfather’s 
journey, and the importance of keeping 

humbled and honored to have Joseph 
Urbani’s name memorialized on The 
American Immigrant Wall of Honor®.

SUPERSTORM SANDY  
BRINGS DESTRUCTION
Superstorm Sandy formed on Oct. 22, 

leaving a path of destruction from 

all the way to Quebec and Ontario 
in Canada.  In New York City/Lower 

subway tunnels and knocking out power 
for almost two weeks.

On the New Jersey Shoreline barrier 
islands, mandatory evacuations were 

some of those buildings having been 
built in the Renaissance Revival style 

renovations that continue today.
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Consultant for dormakaba, was put in 
contact with the general contractor who 
was overseeing a large, multi-phased 
door and window replacement project. 

door work subcontractors to specify the 
proper hardware for the restoration. 

A CHALLENGING  
RESTORATION PROJECT
The challenges with this historic 
restoration project were many. They 
started with the limited access to the 
island – all visitors must be registered 
in advance with a copy of their driver’s 
license, license plate number and vehicle 
description. A background check must 
be passed, and clearance granted. 

There is a small bridge to cross to the 
island with armed security personnel 
from the U.S. Park Police (U.S. National 
Park Service) that thoroughly search 
vehicles (including trunk, interior and 
engine compartment) before they lower 
the barricade and allow passage. This is 
especially inconvenient for large work 
vans with multiple tool compartments. 

The technicians that were contracted 
to do the hardware installation were 
not thrilled at the requirement but 

admitted the necessity. At least they 
had a clean work van at the end of  
the project.

The project was being done in phases. 
There was a pre-bid meeting and walk 
through that was attended by mostly 
custom window fabricators who would 
then subcontract the door fabrication. 
That entailed another visit to the island 
to walk through the whole project again. 

There were public areas, some 

for the Park Police that needed to be 

be put to the test. Some of the original 
hardware was practically melting off the 
doors. Surprisingly, some items were 
pristine. Solid metal forged in American 
foundries with pride, maybe a little dirty 
with some patina, but in good working 
order. It was impressive.

At this point, the preliminary door 
hardware had been called out and was 

needed because some of the existing 
conditions consisted of rough openings 
with temporary plywood doors where 
the original wood doors were destroyed 
during the storm or very old, very 
rusty and, in some areas, inoperable 
metal doors. The doors needed to be 
historically accurate, so old pictures 
were used to get enough detail for shop 
drawings. The hollow metal doors were 
fabricated by a local shop that luckily 

during the original restoration.

When deciding on the proper hardware, 
historically accurate crossbar exit devices 

knobs were not acceptable, but the 
historical look needed to be maintained. 
Pot belly door closers with angle brackets 
dipping into the clear opening were not 
the ideal application either. 

After long discussions with the National 
Parks Service, which then had to get 
approvals from the Statue of Liberty-

was agreed upon. Lever trim and 
modern door closers were accepted 
in the less public areas due to cost 
consideration and code compliance. 

areas that were not used very often.
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distributor that would want to 
supply the job. The small wood door 

of the work they did was residential, so 
they were not familiar with commercial 
grade hardware. They didn’t know how 
to read a door schedule, and the plans 
were not great with little detail. Panic 
devices were foreign to them. They 
didn’t understand why panic devices 
were required, much less how they 
functioned. Ordering the hardware 
was a whole other challenge. The 
fabricator did not have an account 
with a contract construction dealer. No 
contract house wanted anything to do 
with a historic restoration. 

I contacted a few to see if they were 

h#ll no! One contract house said maybe, 
but the cost would be list price times four. 

Finally, a wholesaler agreed to open an 
account for the door fabricator. This was 
less than helpful, as they just wanted a 
list of hardware to pull off their shelf and 

deliver. I couldn’t blame them. No one 
wanted to detail out the hardware and 
create that list. No one wanted to take 
responsibility for making sure it was 
correct—so we did. 

door fabricator and gave him a crash 
course in commercial door hardware. 
A horizontal schedule was created 
because every door was different. 

taken. Functions were determined and 
approved. Product lists were created, 
checked and double checked. Purchase 

Now came the next challenge. We were 
concerned about installation. We all 
know that the hardware can be great, 
but if the installation is bad, it’s all bad. 
Luckily, dormakaba has an installation 
team, so the hardware was sold as a 
package with the installation. The project 
was prevailing wage, so calculating the 
installation was another challenge. 

York and half belongs to New Jersey. 

what doors were in each state. By this 

little easier.

THE INSTALLERS GET TO WORK
After months of paperwork, shop 
drawings, approvals going back and 
forth, credit applications being approved, 
orders being placed, and custom 
doors and hardware being fabricated 
and delivered, Installation Technicians 
Anthony (Tony) Wiersielis and Bill 

room with a tiny window and a huge 
horizontal schedule taped to the wall.

Tony and Bill worked tirelessly for 
the next couple of months. They 
methodically worked behind a crew of 
carpenters that installed frames and the 
hung doors on beautiful ball tip hinges, 
giving tips and tricks along the way to 
make their part of the installation run 
smoothly. Some of the doors were over 
nine feet tall, so the ladder climbing was 
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unending. Nothing was a standard size 

If not for Tony and Bill’s experience and 
expertise, I have no doubt the project 
would never have been completed. 

All of this sounds like a list of 
complaints about one of the most 

on, but it’s not. It was a challenge, yes. 

and weekends. Collaboration with 
multiple manufacturers, vendors, and 
tradesmen was a battle sometimes. 
It was everything I expected it to 
be from the very start. As soon as I 

a mission—to restore history. History is 
to be preserved and cherished. Stories 
are meant to be told and retold, so we 
remember what this country was made 
from and who it was made for. 

The heart of America started beating on 
these shores hundreds of years ago and 

spread across this beautiful country 
that I love so much. If my grandfather 
had not accepted the challenge and 

embarked on his adventure so long ago, 
I would not be here in the land of the 
free and the home of the brave. I am 
eternally grateful and humbled to be 
a small part of recovering history and 
keeping my grandfather’s memory and 
spirit alive.

Thank you to the U.S. Park Police, the 
U.S. National Park Service, and the 

for allowing me to be a part of history 
and giving me the opportunity to 

struggles my grandfather and every 
other immigrant who stepped foot 

of entry, endured. Thank you, Poppop, 
for accepting your mission and starting 
that adventure. +

LEAH M. CONVERY-MEYER, AHC, CSI, CDT, is Architectural 
Consulting Representative, Architectural Services, for dormakaba 

THE WALL OF HONOR

Annie Moore, the 

arrive at Ellis Island, 
is memorialized by 
bronze statues in 
New York Harbor. 
She arrived at Ellis 
Island from Ireland 
on Jan. 1, 1892, her 
15th birthday.

Joseph Urbani, 
the author's grandfather.
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Russell Hooker Jr.,  
DHT, AOC, DHC, FDAI 
Architectural Opening Consulting
Yechiel Lebovits, DHT, DHC 

David E. Robel, DHT, DHC 

Rodney W. Weaver,  
DHT, AHC, DHC, FDAI 

David J. Wood,  
AHC, DHC, FDAI 
Construction Hardware Company
Audrey M. Wyser,  
DHT, AHC, DHC, CDT 

ARCHITECTURAL HARDWARE CONSULTANT (AHC)

Sean Hayes, AHC 
Allmar Inc.

Richard Moya, AHC 
dormakaba

CONGRATULATIONS! The following door security + safety 
professionals have recently received DHI 

(Lists current as of Aug. 31, 2018)

+

FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (FDAI)

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

Scott A. Anton, FDAI 

Lisa Cullum Faherty, FDAI 

Ming Gong, FDAI 

Dale A. Moreland, FDAI 
Seeley Brothers
Justin K. Nelson, AHC, FDAI 

Jim Taylor, FDAI 

Robert Weist Jr., FDAI 
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

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

Stephen Andes

Reuben Bratkov
Robert A. Canoles

Choudhary
Jasmine (Ya-Ping) Chuang
Candice Clinton
Sean Coffey

Wilson Cruz
Rob Curry

Bryce Fargher

Nathan Hajduk
Aaron Heinrichs
Joseph Heisley

Stephen Jayson

Tiffany Levesque
Yuda Loeb
Lacy Luce

Tyler Polston
Tyler Pratt
Alex Pruent
Rick Rhea

Ryan Sayre
Ryan Scott
Hanne L. Sevachko

Joanna Solis

 education@dhi.org.

DHI offers three go-to sources for door security + safety professionals  with more to come in 2019:

IndustryWatch E-newsletter: delivers biweekly 

DHI.org: an industry resource featuring over 
6,000 unique visitors monthly

IndustryWatch News Feed: 24/7 updates at DHI.org

MORE DIGITAL OPPORTUNITIES TO COME! CONTACT MLONG@DHI.ORG FOR DETAILS.

EXPAND  
your reach

GROW  
your message  

frequency

INCREASE 
brand awareness

REINFORCE 
your DS+S  

print campaign

ENGAGE YOUR AUDIENCE  
WITH DIGITAL ADVERTISING
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There’s Still 
Time to Register 
Your Team!

SUNDAY, OCTOBER 21

6 – 7:30 p.m.

MONDAY, OCTOBER 22

7:30 – 8 a.m.

8 – 9:15 a.m.

The Path to Winning in the Age of Rapid Change 

9:30 – 10:30 a.m.

10:45 – 11:45 a.m.

, 

Noon – 1 p.m.

State of the Security Industry 
 

1:15 – 2:15 p.m.
 

2:30 – 6 p.m.

Private appointments in Patron Suites

6 – 9 p.m.

Sponsored by

ARCHITECTURALSponsored by

WWW.DHISUMMIT.ORG.

In addition to learning valuable 
information during the 
presentations (at DHI’s Executive 
Summit), meeting with smart 
business owners and exchanging 

looking forward to DHI’s 2018 
Management Summit, where I 
expect to learn more about the 
evolution into access control as 
well as picking up tips in dealing 
with increasingly complicated 
contract language and legalities.”
William S. Trimble III, AHC
AHC President, Wm. S. Trimble Co., Inc.

DHI Management Summit is the Year’s 
Premier Industry Management Event!

Join like-minded industry leaders and your 
strategic partners in Tampa this month to gain 
valuable distribution channel and workforce 
development insights. Summit programming will 
provide you with the tools needed to guide your 
company to a more successful future.

Register today for valuable education and 
incomparable networking.
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(At DHI’s Executive Summit), the interactive 
training sessions were thought-provoking 
and got everyone in the room engaged and 
thinking. The opportunity for manufac-
turers to meet one-on-one with distributors 

event. Great interactions throughout the 
entire forum.” 
Tim Petersen, FDHI, LEED AP,
Vice President, Sales, Door Division, VT Industries

ARCHITECTURAL

an AccessIT solution

TUESDAY, OCTOBER 23

7:30 – 9 a.m.

9:15 – 10:30 a.m.

10:45 a.m. – Noon
Preparing for 2020: The Manager’s Guide 
to Dealing with the New Workplace

 

Noon – 1:15 p.m.

Presentation by Tim Brooks, PSA Security Network
1:30 – 2:45 p.m.

1:30 – 3 p.m.
Using Mechanic’s Lien Rights to Get Paid Faster

3:30 – 7 p.m.

Private appointments in Patron Suites

WEDNESDAY, OCTOBER 24

8 – 10:30 a.m.

Private appointments in Patron Suites
11 a.m. – 12:15 p.m.
Spotting and Negotiating Killer Contract Clauses 

12:15 – 1:30 p.m.

Schedule subject to change.
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AD

Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



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

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

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

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

DISTRIBUTOR ($2,500)
Central Indiana Hardware Co., Inc. 
Cleveland Vicon Company, Inc.
H & G/Schultz Door
Kelley Bros.
LIF Industries, Long Island Fire Proof Door, Inc.
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.
Lindgren Building Supply
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)
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.



BUSINESS MANAGEMENT

WE PROVIDE A SERVICE TO CLIENTS 
CALLED A WEATHER REPORT. IT IS AN 
IMMERSIVE, INTENSE AND EYE-OPENING 
EXPERIENCE THAT OFFERS AN OBJECTIVE 
AND CONCISE INSIGHT ON “CLIMATE 
CHANGE” IN THEIR BUSINESS. THE 
“TORNADO” CONDITION IS THE MOST 
FREQUENT PREVAILING “WEATHER” 
ELEMENT IN OUR EXPERIENCE. THE 
QUESTION WE ASK CLIENTS TO HELP 
KEEP THEIR BUSINESSES SAFE IS BASED 
ON THE MOVIE TWISTER: ARE YOU 
DRIVING TOWARD THE TORNADO, OR 
AWAY FROM IT?

The security business is evolving at an increasing 
velocity with new threats, technologies, service 
solutions and business revenue models. These 
conditions are compounded by the challenges of 
searching for the right quality of new talent, and 
retaining and sustaining them.

A tornado is characterized as a rapidly rotating 
column of air that connects the earth to the clouds. 

shifts to Cloud connectivity to your earthbound 
business, don’t become “tongue tied and twisted, 

Learning to Fly.

Whether you are a manufacturer, distributor, 
system integrator, security dealer or an end user, 

— how are you going to survive? If you are driving 
a business vehicle, you better maintain traction of 
your revenue bus by keeping four principles on 

a transportation vehicle with lots of different 
passengers, including associates, customers and 
channel partners who are counting on your survival 

Gaining Traction Amid 
a Business Tornado

BY PAUL BOUCHERLE, CPP, CSC PART 1 OF 2
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skills! Let’s dig into two of those four 

to come next month.

VISION CAN HELP YOU STAY 
AHEAD OF THE STORM 

in business tornado survival training. 
It is a lot harder than it looks, trust me. 
You need to recognize the changing 
atmospheric conditions, heed the storm 
radar data, listen for the warning sirens, 
and take time to process everything 
to make smart decisions. Your team 
will follow your lead. It could be to the 
storm cellar. It could be to outmaneuver 
the path of the storm toward a new, 
bold direction.

The secret is to take time to think and 
plan before the storm hits, or how to 
react if the storm descends on you 
when you least expect it. You company 
resiliency depends on anticipating and 
planning for unpredictable business 
(weather) events.

Unfortunately, strategic vision is darn 
near impossible to accomplish when 
you choose not to leave the storm 
area. While the adrenaline rush may 
be exciting when inside your business 
tornado and the comfort that “busyness 

progress? The reality is the odds of 
survival are not necessarily in your favor. 
What is your next step?

Communicate, communicate, 

will get you into hot water almost every 
time. Setting the clear strategic big 
picture vision requires being concise 

and compelling with laser-focused 
clarity in communication of your 
expectations.

and expectations with your trusted 
lieutenants because they will be 
responsible for the very next step of 
how they plan to deliver tactical traction 
and results.

Take one hour a week, same time every 
week, to think about your business 
and what it will look like in the future. 

and the services you offer in impactful 

but rather somewhere that is stress free 
for you.

PUT TOGETHER SIMPLE BUT 
POINTED ACTION PLAN
Tactical execution is built upon the 
principles and expectations set 
forward by the strategic vision and that 
compelling picture or story you have in 
your mind. Your trusted management 
team has to outline a simple one- or 
two-page tactical action plan (the 
steps necessary to support your vision) 
and then share that with you. It does 
not need to be perfect, but it does 
need to be action orientated. As the 
tornado descends, will you stand still 

storm’s path to strike out in a bold, new 
direction? Your team may surprise you 
with their creative ideas and plans!

know what to expect, their roles and 
responsibilities, and how to effectively 
execute business survival plans? I prefer 
business simplicity and really strong 
communication in preparing for and 
surviving unpredictable weather.

Be sure your business has tactical but 
logistically simple, action-oriented 
plans to execute.

to three. Three is the perfect number for 
people to remember—three goals, three 
key responsibilities, three measureable 
job success factors.

Next month, we’ll complete your 

principle recommendations. In the 
meantime, go watch Pink Floyd’s 
Learning to Fly on YouTube for further 
perspective. +

PAUL BOUCHERLE, 
CPP, CSC, is a 

Professional (CPP), 

Coach (CSC) 
and Principal 

Consulting 
(matterhornconsulting.com). He has more 

 
safety industry experience. Follow him  

Reprinted from Security Sales & 
Integration (securitysales.com) with 
expressed permission from the 
publication, which retains ownership 
and copyrights.
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PROFIT IMPROVEMENT REPORT

In the current iteration, the phenomenon 

now permeates management thought. 
Simply put, every distributor feels threat-
ened by unbridled price competition 
from Amazon or other internet-based 
sellers. Interestingly, this price pressure 
is even felt in lines of trade where  
Amazon has no market presence. 

This report will suggest that the 
on-going fascination with price 
cutting inevitably leads to a dramatic 

• The Economics of Price Cutting—A 
discussion of the impact price 

• Actions for Price Success—An 
analysis of the requirements for 
prospering in a price-sensitive 
world.

THE ECONOMICS OF  
PRICE CUTTING
Seemingly, price is the major factor in 
purchasing behavior for a large number 
of customers. While that may or may 

it customers expect price reductions, 
then severe price competition becomes 
a way of life. The fact that Amazon 
garners massive publicity for its price-
driven sales model creates something 

different cost structure than most of the 
role models engaging in price cutting. 
The unique expense structure in the 

to employ price cutting successfully 

operations. That change must either 
come through large expense reductions 
or massive sales gains. Neither is easy 
to accomplish.

Exhibit 1 looks at the economics of 

the most recent PROFIT report, this 

operates on a gross margin percentage 

be a high-service operation. It follows 
then that it has relatively high expenses 
to support that service. For the typical 

The second column of numbers 

reduction assuming that no other 
changes occur. That is, there is neither 
an increase in sales nor a decrease 
in operating expenses. The result is 
nothing short of devastating, producing 

the reduction in expenses that would 
be required to exactly offset the 
price cut. That is, the decrease in 

be seen, the reduction required is 

to achieve, reduction.

It is important to note the expense 
reduction is a linear relationship. That 

reduction in expenses. Hence a 5 
percent price reduction necessitates 

the increase in sales that would be 

existing level. The numbers are based 

Making It Up With Volume:  
Return of the Periodic Plague

DR. ALBERT D. BATES is Principal of the 

latest book, 
Barriers in Distribution, is available online 

concepts that every decision maker should 
understand. 

©2018 Distribution Performance Project. DHI has 
unlimited duplication rights for this manuscript. Further, 
members may duplicate this report for their internal use 
in any way desired. Duplication by any other organization 
in any manner is strictly prohibited.

there is a recurring idea 
that the key to higher 

price-cutting concept 
returns on a regular 
basis. It is fascinating 

highly disgusting.
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upon one critical assumption regarding 
expenses. It is assumed that the sales 
increase can be produced at the existing 
level of expenses. For small sales increases 

increases it is virtually impossible.

As can be seen, the 5 percent price 

percent sales increase if expenses 
are held constant. Again, whether or 
not such a sales increase could be 
generated is an open issue.

As noted before the expense reduction 
required was linear across any price 
reduction. In sharp contrast, the sales 
increase required is geometric. That 
is each succeeding price reduction 
requires an increasingly-larger sales 

It must be remembered that the sales 
increases are assumed to be achievable 
with no increase in operating expenses. 

as the sales increases grow larger.

ACTIONS FOR PRICE SUCCESS

not price reductions are inevitable. 
All further actions drive from that 
perspective.

If price reductions are essential, then 
expenses must be reduced, probably 
dramatically. A portion of this can 
be achieved through eliminating 
redundant services. Another 
component would be to tie a change in 
ordering requirements to the change in 
pricing. That is, orders must be larger 
and, therefore, more economical to 

becomes paramount.

maintained if two important activities 
are employed.

Sales Force Control—The sales force is 
continually bombarded with requests 

of least resistance becomes inevitable, 

even for the best salespeople. 
Continual education is essential. 
Controls via absolute minimum price 
levels and sliding commission scales 
are also required.

Margin Enhancements—
of the severe price competition is 
focused on the commodity end of the 
product line. At the slow-selling end 
of the assortment there are always 
opportunities to build margin back. 
There should be no hesitation in getting 
fair value for slower-moving items. 

MOVING FORWARD
Price pressures are not likely to go 
away any time soon. To continue to 

make sure every decision maker in the 

cutting on the bottom line, unless 
accompanied by offsetting actions. 
They must also appreciate the ways 
that gross margins can be maintained, 
even in the face of such pressures. +

EXHIBIT 1 

5% Overall Price Decrease

Income Statement—$ Current Results
No Reduction in 
Expenses

Offsetting Cost 
Reduction

Offsetting Sales 
Increase

Net Sales

Income Statement—% Current Results
No Reduction in 
Expenses

Offsetting Cost 
Reduction

Offsetting Sales 
Increase

Net Sales

Percent Change
No Reduction in 
Expenses

Offsetting Cost 
Reduction

Offsetting Sales 
Increase

Net Sales
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A
A PILKINGTON PYROSTOP® FROM TECHNICAL GLASS 

PRODUCTS
Where designs require a full-lite glazed door to boost visibility 

B BEST 9K CYLINDRICAL ADAPTATIONS

accommodate most existing large format interchangeable cores. 
So just about everyone can keep their key systems and still have 

www.bestaccess.com

C SECURITY LOCK DISTRIBUTORS AMPS UP 
HEALTHCARE OFFERING

electrical and mechanical door hardware in North America, is now 
stocking TownSteel. One of the leading manufacturers of ligature-
resistant locks, TownSteel helps round out our behavioral health 

wholesale destination for Opening Solutions in healthcare facilities, 
featuring ligature-resistant door hardware. 
www.seclock.com

D DECORATIVE GRAB BARS FROM STONE 
HARBOR HARDWARE OFFER SAFETY WITHOUT 
SACRIFICING STYLE 

with popular bath hardware collections for a cohesive look. 

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

www.seclock.com

B

D

C

E
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Technical Glass Products (TGP), a division of Allegion, is the #1 
specified fire-rated glass manufacturer in North America among 
architectural specifiers as reported by a national research firm 
(2014-2017). TGP supplies fire-rated glass and framing solutions 
for use in doors, windows, sidelights, transoms, transparent 
walls and floors.

After the introduction of FireLite® fire-protective-rated glass 
in 1988 and Pilkington Pyrostop® fire-resistive-rated glass in 
1994, TGP developed sleek European designed fire-rated frame 
and door assemblies as alternatives to bulky hollow metal steel. 
Fireframes® Designer Series and Fireframes Heat Barrier Series 
provide frames and doors in a variety of colors and finishes to 
ensure the fire-rated system doesn’t conflict with the aesthetic 
of neighboring non-fire-rated applications.

INNOVATIONS IN FIRE- 
RATED FRAMES AND  
GLAZED DOOR SYSTEMS

Brands include: FireLite® Family of Products;  
Pilkington Pyrostop®; Fireframes® 

Technical Glass Products 

8107 Bracken Place SE • Snoqualmie, WA 98065 

fireglass.com

ADVERTISER PROFILE

DOUBLE YOUR EXPOSURE!

Now available every month, the new 
Product Spotlight section is a great 
way to showcase products, services or 
catalogs to 11,000 readers involved in 
the non-residential doors, hardware 
and security industries. 

Contact Molly Long to learn more 
about how you can be part of this 
section: mlong@dhi.org. 

www.dhi.org/dhi/magazine

F 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 

resource for our customers.
www.akronhardware.com

G E-GENIUS SERIES SMART 
INTERCONNECT LOCK

-
nect Lock offers double-lock-
ing feature and single motion 
movement to lock or unlock the 
lock. It provides programmable 
locking mechanism and is a 
special design for multi-housing 
entry unit. Credentials include 

-

and Wi-Fi. 
www.townsteel.com 

F

G
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LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR,
and Resources for Allegion. She can be 

ACCORDING TO MERRIAM-WEBSTER, A DEADBOLT IS DEFINED AS “A 
LOCK BOLT THAT IS MOVED BY TURNING A KNOB OR KEY WITHOUT 
ACTION OF A SPRING.” WHILE MOST DEADBOLTS (AKA DEADLOCKS) 
ARE ACTUALLY OPERATED BY A THUMBTURN RATHER THAN A KNOB, 
THE IMPORTANT POINT IS THAT THE DEADBOLT IS NOT SPRING-
LOADED AND DOES NOT LATCH AUTOMATICALLY. THE BOLT MUST BE 
THROWN OR RETRACTED MANUALLY, AND STAYS IN THAT POSITION 
UNTIL ANOTHER MANUAL OPERATION IS PERFORMED. 

There is often confusion surrounding 
the use of deadbolts on doors serving 
a means of egress. There are many 
considerations – from the life safety 

doors and doors on accessible routes. 
Hopefully, this article will clarify the 
requirements and address some of the 
misconceptions.

DEADBOLTS ARE NOT 
“BOLT LOCKS.”
Yes, really, and this is where 
interpretations often go awry. The 
International Building Code (IBC) 

and states that 
bolts or surface bolts are not permitted,” 
with some exceptions. If someone is 
not familiar with hardware terminology, 
it’s easy to interpret this prohibition as 
applicable to deadbolts. 

But the IBC Commentary includes 
further information and diagrams which 
clarify that this section applies to the 

on the inactive leaf of a pair of doors, 
which project into the frame head and 

and surface bolts that are operated 
manually are prohibited on some 

for building occupants to quickly 
identify and operate these bolts in an 
emergency. In addition to the locations 
where the model codes allow the use 

for the inactive leaf, as well as panic 
hardware. The IBC section called “Bolt 

DOORS IN A MEANS OF 
EGRESS MUST UNLATCH WITH 
ONE RELEASING OPERATION.

DEADBOLTS IN A MEANS OF EGRESS

While there are limitations on the use of 
deadbolts in a means of egress, they are 
acceptable when all of the applicable 
criteria are met.
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small rooms such as single-occupancy 
restrooms and dressing rooms are 
required to unlatch with one releasing 

Code does include an exception 
that allows two releasing operations 
for existing hardware on a door leaf 
serving an area with an occupant load 

operations do not have to be performed 
simultaneously. BUT, this exception only 
applies to existing hardware (not new 
hardware on existing doors) on small 

include a similar exception.

There are exceptions in both the IBC 

most multi-family residential dwelling 
units and sleeping units to have a 
deadbolt or other security device in 
addition to the latching hardware. 
These devices must be operable from 
the inside without the use of a key 
or tool, and must require only one 
additional releasing operation (refer to 

existing security devices). The IBC limits 
this second security device to dwelling 

square feet, maximum.

Note that these dwelling and sleeping 

occupancies. Some types of units may 

Health Care, and this exception does 
not apply to those occupancy types. In 
addition, there are some state and local 
code requirements which mandate that 
locks on dwelling units and sleeping 
units must unlatch with one operation. 
In these jurisdictions, a separate 
deadbolt would not be allowed.

lock or interconnected lock would be 
acceptable if both the latchbolt and 
deadbolt retract when the lever is 
turned. This type of lock would also 
be allowed for egress doors in other 
occupancy types. If panic hardware is 
required, a separate deadbolt should 
never be installed in addition to the 
panic hardware.

DEADBOLTS ON FIRE DOORS 
MUST BE LABELED.

assemblies. When deadbolts are 

labeled, which means that they have 

NFPA 252 – the standards used to test 

components. Components installed 

required by NFPA 80 – Standard 
for Fire Doors and Other Opening 
Protectives, to be listed/labeled, so it 
is not permissible to install a deadbolt 

been labeled for this purpose. NFPA 

These limitations should be clearly 
understood before conducting any 

Because the U.S. codes and standards 

hardware with an active latchbolt, a 
labeled latchset or lockset would be 
required in addition to the labeled 
deadbolt. The deadbolt alone would 
not provide the positive latching 
function needed to keep the door in 

occurred. It’s important to consider the 

egress, as well as accessibility.

DOUBLE-CYLINDER  
DEADBOLTS ARE ACCEPTABLE  
IN SOME LOCATIONS.
Using a deadbolt that requires a key 
to unlock it from the inside seems like 
it would negatively impact egress, but 
in certain applications it is allowed by 
code. The locations where these locks 

occupancies with an occupant load of 

mercantile, and storage occupancies, 
and places of religious worship.

In these buildings, the main door or 
doors may be equipped with locking 
devices that are operated by a key on 
the egress side (as well as a key on the 

exterior). The locking device must be 
readily distinguishable as locked, and 
there must be signage on or adjacent 
to the door on the egress side, stating 
“This door to remain unlocked when this 
space is occupied.”  The letters on the 
sign must be at least one-inch high on a 
contrasting background. The use of the 
key-operated lock may be revoked by 

SINGLE-FAMILY AND 2-FAMILY 
HOMES HAVE DIFFERENT REQUIRE-
MENTS FOR DEADBOLTS.
The International Residential Code 
(IRC) has been adopted in most U.S. 
states for the construction of one and 

dwellings to have a code-compliant 
means of egress which opens directly 
into a public way or to a yard or court 
that opens to a public way. 

A dwelling unit must have at least 
one egress door that is side-hinged, 

inches and a clear height of not less 

readily openable from inside of the 
dwelling without the use of a key or 
special knowledge or effort. While a 
deadbolt with a thumbturn is typically 
acceptable on these doors, a double-
cylinder deadbolt does not meet the 
IRC’s requirements for a lock on an 
egress door.

CLASSROOM FUNCTION DEAD-
BOLTS ARE COMMONLY USED ON 
MULTI-STALL RESTROOMS.
In Chapter 29 – Plumbing Systems, the 

“Where a toilet room is provided for the 
use of multiple occupants, the egress 
door for the room shall not be lockable 
from the inside of the room. This section 
does not apply to family or assisted-use 
toilet rooms.”

According to the IBC Commentary, 
the purpose of this requirement is 
to prevent multiple-occupant toilet 
rooms from becoming safe havens 
for illicit activities. In many facilities, 
doors serving multi-stall restrooms are 
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equipped with classroom function deadbolts so the doors 
can be locked in case of a plumbing problem or for whatever 
reason access to the room needs to be limited. The function 

but there is sometimes confusion about how these locks are 
intended to operate.

A classroom function deadbolt can be locked and unlocked 
from the outside with a key. When locked (bolt projected), 
the inside thumbturn can be used to retract the bolt, in case 
someone is inadvertently locked inside. The inside thumbturn 
will not project the bolt (it will only retract it), so this type of 
lock meets the IBC’s prohibition on lockable doors serving 
multi-stall restrooms.

Note that the emergency plans for some schools and other 
buildings include the use of restrooms as lockdown areas 

haven. To avoid uncontrolled lockdown of these rooms, 
one option could be a deadbolt function that would allow a 
teacher with a key to lock the door from the inside, but would 
also incorporate a thumbturn to allow free egress.

IN MOST CASES, DEADBOLTS ARE REQUIRED TO 
MEET THE ACCESSIBILITY STANDARDS.

Operable parts of locksets, latchsets, and deadbolts must be within the 
allowable mounting height range, including keypads and other access 
control devices.

pinching, or twisting of the wrist. That means that the 
thumbturn must be long enough to be operated with the 
side of someone’s palm, or the tip of a pencil, and within the 
operable force limitations of the applicable standard. 

Operable parts—including thumbturns, keypads, and access 

or local codes. Note that the allowable mounting height in 

existing deadbolts mounted in the bottom rail of a glass door, 

inches on the push side of manually-operated doors.

One question that has come up recently is whether a 
deadbolt impacts the maneuvering clearance for a door 
opening. For a front approach on the push side of the 
opening, the accessibility standards require additional 
maneuvering clearance on the latch side if the door has 
both a door closer and a latch. The standards do not clarify 
whether the additional clearance would be required if the 
door has a door closer and a deadbolt instead of a latch. 

When I discussed this with International Code Council (ICC) 
staff, we agreed that because the deadbolt is held retracted 
and is not self-latching, the additional maneuvering clearance 
should not be required if the door is equipped with a door 
closer and deadbolt, with no positive-latching hardware.

with one operation—with a few exceptions.

• In most jurisdictions, residential dwelling units and 
sleeping units are allowed to have a deadbolt in 
addition to the latching hardware.

labeled for that purpose, and alterations to existing 

and the manufacturer’s listings.

circumstances if the required criteria are met.

• Thumbturns and other operable hardware must 
operate with no tight grasping, pinching, or twisting 
of the wrist.

by state/local codes.

• Refer to the applicable codes and standards for 
additional information. +
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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!



DHI Technical Schools  
are Coming—Are You Ready 
to Jump Start Your Career?
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!

ady

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

NEW EHC CURRICULA!
GAIN EAC KNOWLEDGE AND SATISFY YOUR CEPs
EHC433
EHC400

DHI FALL TECHNICAL SCHOOL
OCTOBER 21–27, 2018 • EMBASSY SUITES • SCOTTSDALE, AZ

SUNDAY
10/21

MONDAY
10/22

TUESDAY
10/23

WEDNESDAY
10/24

THURSDAY
10/25

FRIDAY
10/26

SATURDAY
10/27

COR140 Using Codes & Standards DAI600 Fire & Egress Door Assembly Inspections DAI600 EXAM

DHSC315 (AHC215)

COR133

COR117
COR163 (AHC200)

Developing 
Masterkey Systems

LEGACY EXAM

DHC307 (AHC207 & CDC305) Advanced Detailing Doors, Frames & Hardware

DHC205 (AHC205 & CDC305) Intermediate Detailing Doors, Frames & Hardware DHSC310 (CDC310) 

EHC433 (EHC405 & EHC410) 

EHC400 AHC220 AHC Exam Prep

COR125 Takeoff & Estimating COR160 Material COR153 Installation Coordination
& Project Management

COR123 (CDC300 & ELT515) 
Using Door, Frame & Hardware

( )(
Standards
,, COR146 Intro to Detailing

Doors, Frames & Hardware
g COR147

New course
New Course Number/ 
Combined Course



DHI CANADA FALL TECHNICAL SCHOOL
SHERATON CAVALIER • CALGARY • NOVEMBER 5–9, 2018

MONDAY
11/5

TUESDAY
11/6

WEDNESDAY
11/7

THURSDAY
11/8

FRIDAY
11/9

COR117 Door, Frame & Hardware Applications

CDC300 Using Door and 
Frame Standards

gg CDC305 Detailing Doors and Frames
COR163 (AHC200)

Developing Masterkey
Systems

COR133

AHC205 Detailing Hardware DHT Exam
DHC Exam

COR147 COR125 Takeoff and Estimating

COR140 Using Codes and Standards COR153 Installation Coordination 
and Project Management

DAI600 Fire and Egress Door Assembly Inspection ELT540 Canadian 
Codes & Standards

AHC220 AHC Exam Prep

“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

Education
Your Career, Our Commitment

FOR MORE INFORMATION,  
EMAIL EDUCATION@DHI.ORG.



Telltale Signs
Words are powerful. They can inform, 
inspire and instruct. They can also confuse 
when used improperly.

Normally, doors installed in the means of 
egress should not require words to exit 
safely. Everything should be intuitive, which 
is what our codes require. Adding words 
to a door can impede easy travel and add 
confusion during a critical time. 

And sometimes the wording can just  
be humorous!

BY MARK J. BERGER

B THREE PRIVATES IN A ROW
Fortunately the exit door has proper signage above. 

might cause you to stop. It would be better to have 

door and then let staff pass through as needed.

C NOT BLOCKED, BUT...

a height that seems destined to only be read by 
store personnel. However, hanging merchandise 
on an exit door is a no-no, as it masks the door.

B

C

Do you have your own “Worst Door 
Ever?” 
with relevant information. We’d like to 
see what our readers have discovered.

A LAST RESORT 
You’d have to have a really good reason to open this door 
and risk bodily harm. It remains one of the most interesting 
warnings I’ve ever seen on a door.

A
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MARK J. BERGER is the President and Chief Product 

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 

D MOST CREATIVE EXIT SIGNAGE 
Someone at this convenience store had 
too much time on their hands. Instead of 

collection of visual indicators (open pairs 
of doors made out of cans) to identify the 
door’s role. What would make the door 
a true exit would be an exit device and 
removal of the slide bolt. 

E TRY, THEN READ 
This was the front door to a lovely crafts 
store. Someone had the idea to add 
a wooden bar to the door (no doubt 
made in their woodworking area). 
Unfortunately, the door has a latch, so 
everyone who tries to instinctively push 
the bar to exit is thwarted.

dozen people went to exit and each 

after which there was no reason to push 
the bar. This absolutely proved that 
people act instinctively and only read 
signage after there’s a problem.

out (like removing the wooden bar) 
makes the most sense.

D

E F

F THERE’S A BETTER WAY 
As a frequent user of restrooms, I 
am accustomed to creative signage 
depicting men and women. I enjoy 
seeing them on doors. There’s also the 
universal sign of an occupied restroom—
the locked handle or the door that won’t 
push in, which is typically blocked by a 
slide bolt.

This restaurant had a particular problem 
with their lovely wood door. To alert 
patrons to an unoccupied room, they 
placed a sign which instructs people to 
push hard—which means that you will 
push hard and not be able to open the 
slide bolted door, or you’ll push the door 

way? Shave the door so it doesn’t stick!
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I RECENTLY HAD A CONVERSATION WITH THE VICE PRESIDENT 
OF SALES FOR ONE OF MY CLIENTS. HE PULLED ME ASIDE 
AFTER AN EDUCATION SESSION I HAD WITH HIS BRANCH 
MANAGEMENT TEAM. HE WAS VERY CONCERNED THAT SALES 
EFFORTS WERE BEING HAMPERED BY SOME OPERATIONAL 
CHALLENGES IN THE ORGANIZATION. MANY OF YOU MIGHT 
BE ROLLING YOUR EYES AND SAYING, “SALES COMPLAINING 
ABOUT OPERATIONS - SHOCKING.” I WOULD AGREE, THIS SEEMS 
TO BE THE AGE OLD PROBLEM IN MOST ORGANIZATIONS. IN 
THIS CASE, HE WAS REALLY TRYING TO BE HEARTFELT IN HIS 
QUESTION, “WHO IS WATCHING OVER THE OPERATIONS?” 

We were looking over the leanings 
of the executive team members and 
ultimately came to the conclusion 
that no one was very well suited to 
the task. An argument could be made 

overseer, but being relatively new to 
the industry, I don’t think he would be 

was secretly recruiting me to consider 
the job. Unfortunately, I have become 
far too comfortable slinging wisdom 

independence, I am not sure I am cut 
out for full-time employment. 

This lack of operational oversight is 
a glaring problem in the distribution 
industry. Remember where we 
all came from. For the most part, 
these organizations were started by 
salespeople who decided to part ways 
with their former employer. Selling stuff 
and working out the details later is in 

Over time, and many sleepless nights, 
companies eventually started to put 
a few rules and procedures in place 
to insure the timely delivery of sold 
products. Sometimes, during times 
of prosperity, these policies and 
procedures are bent or disregarded 

entirely. The lust for greater sales 
volume often causes companies to turn 
a blind eye to operations. Trust me, this 
will catch up to us.

under control is to assign responsibility. 
Where does the buck stop?  In smaller 
organizations, this could be the general 
manager or even the branch manager. 
In larger organizations, the title might 
be more global in nature. Think in 
terms of vice president of operations 
or director of operations. Titles are 

you really want to put some teeth into 
the title, the position must be on equal 
footing with the sales management. 
Otherwise, the policies and procedures 
set forth will just get trampled under the 
thundering herd of sales orders. 

Once you have determined the 
who, and given them the authority 
to stand their ground, the next step 
is determine what constitutes good 
operations. What is the benchmark 
for operational bliss?  Ok, bliss might 
be a bit too optimistic. Let’s just shoot 
for operational satisfaction. What 
does that mean in your company? All 
customer calls are answered on the 
third ring? Orders are processed and 

WHO IS WATCHING OVER 
THE OPERATIONS?

JASON BADER is the managing partner 

specializes in helping distributors 

strategic planning and operating 

industry events and spends much of his 
time coaching individual distribution 
companies. For more information, email 

www.thedistributionteam.com.   
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ready for shipment in 24 hours? Ninety-

The only way we are going to achieve 
operational satisfaction is by setting 
goals that are both realistic, within 
the constrains of the company 
infrastructure, and desirable. As many 
of you know, I am a strong proponent 
of monthly scorecards. I believe that 
scorecards allow us to monitor progress 
toward operational satisfaction and give 
us the opportunity to course correct in 
a timely manner. When creating goals, 
start with the macro and work down 
to micro. For example, if we are trying 
to reduce the number of times we ship 
the wrong product, we might start with 
measuring shipping errors in general. 
As we change the environment, or apply 
technology, he can start to get more 
granular in the goal to determine the 
real cause of the barrier.

I would also suggest that you don’t 
get too crazy with the number of 

or it may get too confusing for those 
tasked with improving the process. 

I believe that everything we try to 
improve should be in line with customer 

satisfaction. I believe that we buy and 
stock inventory that our customers want 
us to carry. I commonly refer to this as 
a “customer centric view of inventory 

want it, why should we take up precious 
real estate in the warehouse?

When it comes to setting customer 
centric goals, take a look at the 
expectations in the vertical market 
you serve. I grew up in the contractor 

expectation is generally less than eight 
hours. With labor being the greatest 
expense in a contractor’s income 
statement, keeping those hammers 
swinging is how the customer achieves 

set an operational goal that all orders 
must be picked and ready for shipment 
by the end of the day. By tuning into the 

start to work backward toward building 
operational goals. 

Sometimes, these operational goals can 
get a little out of hand. For example, is 

a day with only two order pickers? 
Perhaps, but I doubt it. Setting goals 
is a solid intellectual exercise, but it 

infrastructure. This is where a strong 

operational manager can determine 
what resources will need to be 
employed to achieve the desired goals. 
Using comparative metrics such as 
number of orders per employee, gross 
margin dollars per employee or even 
number of delivery orders per truck 
will help an operational manager make 
recommendations for investment.

Here is the bottom line—most 
distributors are riding a wave of 
prosperity right now. The operations 
side of the business is being strained 
to the point of failure. Ultimately, this 
strain will cause challenges to service 
and potentially drive our customers to 
look elsewhere.

I know that you don’t want to hear this, 
but it might be time to refocus your 
energy on shoring up the operational 
side of the business before the next 
dip. Invest and empower in a strong 

teeth and the tools to clean up the 
mess. Accept some short-term pain, for 
the long-term gain.  Let the sales people 

for naught if we keep dropping the ball 

discuss this further, know that my door 
is always open. +
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OCTOBER's 60-SECOND SURVEY RESULTS
Since the October issue includes a product focus on decorative and restoration 
hardware, we asked distributors a few questions about the impact of these 
products on their businesses.

What percentage of your decorative hardware sales is 
RESIDENTIAL and what percentage is COMMERCIAL?

If yes, approximately what 
percentage of your revenue comes 

from decorative hardware?

Does your company 
have a decorative 

hardware showroom?

DOES YOUR COMPANY REGULARLY SELL 
(other than an occasional project bid) 

DECORATIVE HARDWARE?NO

NOYES

Do you offer DESIGN CONSULTATION to 
architects, interior designers, etc.?

Do you do RESTORATION WORK with 
REFURBISHING ORIGINAL HARDWARE 

and/or CUSTOM REPLACEMENT?

NO

88% 8% 3% 1%

<20% 20%–40% 40%–60% 60%–80% >80%

0%

YES

59%

5%

9%

10%

16%
20%–40%

40%–60%

>80%

<20%

60%–80%

69%12%

14%2%

YES

NO
YES
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AD INDEX
OCTOBER 2018 
HISTORIC RESTORATION AND RENOVATION

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 — The clear majority of our readers respond  
to an advertisement                  *2018 Readership Survey

DON’T MISS OUT ON THESE UPCOMING ISSUES:
December:
Fire & Egress Door 
Assembly Inspection
Product Focus: Fire-rated 
Glass and Glazing/Fire 
and Smoke Closing and 
Detection Devices
Deadline: October 18

January 2019:
2019 Forecast,  
Trends and Innovations
Product Focus: Closers/
Openers/Locks & Latches/
Washroom Accessories
Deadline: November 19

February 2019:
Codes/Product  

Product Focus: Hanging Devices/
Hinges/Low-Energy Automatic 
Door Operators/Products for 
Installation & Fabrication
Deadline: December 17

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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IT’S EASIER THAN EVER TO ENGAGE IN LIFELONG LEARNING. THE 
RISE OF ONLINE EDUCATION HAS MADE LIFELONG LEARNING A REAL 
POSSIBILITY FOR EVERYONE, NO MATTER WHERE OR HOW YOU LIVE. 
BUT WHAT ARE THE PRACTICAL BENEFITS OF LIFELONG LEARNING?

help you succeed at your job, help 
your brain stay healthy, help you stay 

you be happier.

content of our magazine, experiences 
at our events, variety of classes and 
technical schools, and opportunities to 
volunteer as an instructor or author, as 

programs that are highly respected 
marks of industry expertise. 

her exponentially in her career and set 
her on a path of lifelong learning. 

“I know that I am where I am today, 
not only because of my hard work, but 
because of the generosity of others who 
were willing to invest time into me and 

“Take the time to share what you know 
with others. Be discerning, because 

education evolution designed to make 
-

able, relevant and user friendly. The 
program has evolved to meet diverse 
technical and business management 
needs, and a constant improvement 
initiative ensures the currency and rele-

Instructors focus on teaching not only 
relevant technical content but real-
life scenarios that can be applied as 
soon as students get back to work. In 

and Canada.

education journey has spanned more 

and began my AHC apprenticeship. I 

installer and was seven years into my 

my education was all hands-on, which 
served me well. That allowed me to 
realize the value in having an individual 
in our group with the technical expertise 
they possessed and their willingness 
to share. That inspired me to start my 
educational journey towards my AHC 

I found that not only did I personally 

knowledge, but, more importantly I was 
able to bring it back to my company and 
share with my peers what I was learning. 
That really helped shape our company 
for what we are today.

“One of my greatest contributions as an 
employee was sharing what I learned 

employees to participate in some form 

in the industry I continue to learn from 
others with my continued involvement 

instructing, and as a volunteer in task 
forces, councils and boards. 

“The day I decide to leave this industry 
I will still be learning, continuing to 
improve, and constantly adjusting to our 
ever changing market. I hope to leave 

+

THE POWER OF LIFELONG LEARNING
DENISE GABLE

Whether you’re looking to jump 
start your career, increase your 
company’s knowledge base, or 
something else, we encourage 

education options. If you’re not 
sure how to get started, email 
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UNDISPUTED.

When you need Corbin Russwin, there are no contenders 
who can stand toe-to-toe with Akron Hardware. Our 
technical support and superior service are unmatched by 
the competition. Akron Hardware is the undisputed leader 
when you need Corbin Russwin products fast. 

EXPERIENCE  |  SPEED  |  SUPPORT

akronhardware.com  |  800.321.9602



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


