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COLUMN

MOST VALUABLE DHI BENEFITS: 
• Education

meetings, summits and our other 

.

REAL COMMENTS:

Most valuable - education, peer-to-
peer networking, and a conduit for 
lobbying and government relations. 
Least valuable - older, more traditional 
methods of DHI, I like the changes.

As a former Strategic Planning 
Committee member and a former BOG 
member, the friendships developed 
were/are most important. As a 
chapter leader, helping to revive the 
SoCal chapter was very rewarding. 

I like the access to an archive of industry 
expertise and the ability to network 
and collaborate with other trade 
professionals nationwide. Resources 
that help me solve problems or learn 

me spark innovation are very useful. 
Online classes and educational videos/
presentations are very valuable to me. 

get made. The depth of knowledge and 
caring that the people have is invaluable

member in one sentence. 

through your training to answer 

offerings from the industry, and 

matter to our business. 

as opposed to manufacturers

chapters

manufacturers

chapters to grow their reach and support 

+

PRESIDENT’S SURVEY RESULTS

MARK J. BERGER 

WE INTERRUPT THIS REGULARLY 
SCHEDULED COLUMN... 
THANKS JERRY FOR LETTING ME 
QUICKLY REPORT ON THE NEW 
PRESIDENT’S SURVEY. 

Real 
Openings, but this month we get to 
share Real Comments

year with your input front and center.

QUICK FACTS:

92 percent of respondents were  
DHI members 

92 percent of respondents have 
participated in DHI education

41 percent of respondents said they 
would like to become more involved 
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We’re always looking to make our BEST locksets 
better. That means being able to play nice with your 
existing large format interchangeable cores. The 9K 
Series easily fi ts most major cores, so you can save 
time and money. And still convert to the premier 
(or should we say, BEST?) lock on the market. 

BEST is a trademark of dormakaba Holding © 2018 All rights reserved.

FIND A DISTRIBUTOR AT 
BESTACCESS.COM

a member of the  group



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 

WHEN DID YOU JOIN DHI? 

WHAT IS YOUR OCCUPATION?

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 

ambition were more focused around 
engineering and it was the direction for 

competition when that stopped, that 

WHAT WAS YOUR FIRST JOB? 

and sporting goods store. 

WHAT LED YOU TO OUR 
INDUSTRY?

distribution and as a manufacturer. 

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 

biggest career successes.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE?

 

WHAT IS YOUR GUILTY 
PLEASURE?

pierogis chased with a dry stout.

WHAT IS YOUR FAVORITE  
BOOK/MOVIE?
Innovator’s Dilemma
read, The Challenger Sale. 

WHO DO YOU CONSIDER  
A MENTOR OR HERO?

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED?

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED?

the process, and be committed to it. 

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER GOALS?

+

ROGER J STEMPKY
SPECIAL-LITE, INC.
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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
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A quick recap is the use of hollow 
metal in these specialty doors allows 

to be opened and closed with very 

that make hollow metal doors an 

and security at our nation’s schools—

that it is time to look at additional 
ways to implement hollow metal 

Hollow metal, attack-resistant 

they are comparable to standard 

frame, door and door hardware—

solutions has always been to provide 

nation’s schools, manufacturers must 

Hollow Metal Solutions in 

Enter the secondary solution to doors 

Glass inserts on and around doors 

inserts serve as a simple and easy 

There are a few aftermarket solutions 

for windows is extremely common, and 

few impacts of a blunt instrument, a 
continued assault will quickly breach 

What if, instead, we could take the 

at schools?

as part of the 

Future Considerations

is another area ready for innovation 

solutions for these products can also be 

plan where full hollow metal doors and 

The best way for locations such as 
schools to approach these types of 

and manufacturers to explain their 

help protect the places and people who 
 +

KENNY WEBB is 

Attack-Resistant School 

Environments
A year ago, in this publication, we looked at how hollow metal doors could be 
used in attack-resistant openings to thwart would-be assailants.

BY KENNY WEBB
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the most people in the U.S. all happened 80 or more years 

homes and buildings are getting stronger. As building methods 
have improved, and as building codes have been adopted and 

The bad news is, tornadoes still 
pack a deadly punch and kill more 
Americans than earthquakes and 

National Oceanic and Atmospheric 

them considered “violent” (rated F-3 
or above) and the potential for one 
or more of them to be “incredible” 
in their destructive power (rated 

more storm-resistant than they were 

news reports to see homes, schools and 

To keep people safe in tornadoes, more 

known as “storm shelters”) to defend 

product options for tornado-resistant 

TORNADO SAFE ROOM 
CODES AND STANDARDS
Two primary publications provide 

Association’s 

practices and recommended criteria 
for both tornado and hurricane 

as “an interior room, a space within 

to provide near-absolute life safety 
protection for its occupants from 

BY JEFF ALWINE

STORM STOPPERS:
CHOOSING TORNADO-
RESISTANT DOORS
FOR SAFE ROOMS

DOOR SECURITY + SAFETY 10



believes occupants of a safe room built 

requirements of tornado and hurricane 

with, and in some cases, more 

homes and small businesses, which are 

Additional codes to be aware of 

, which 

compliance with the Americans 

, 

requirements

WHERE ARE TORNADO SAFE 
ROOMS REQUIRED?

storm shelters are required (with 

mph tornado wind speed zone 

• Fire, rescue, ambulance 
and police stations

zone covers about one-fourth the 

encompasses what people typically 
consider to be the “Tornado Alley” 

yet it also extends into western 

As some cities, counties and states 
have additional requirements for 
tornado safe rooms, it is important 

TORNADO SAFE ROOMS 
GET LARGER

to provide the broader community 

to serve as safe rooms, whereas in the 

safe room, project teams can make 
the most of the construction project 

11DOOR SECURITY + SAFETY  



rooms is made possible by advances 

TESTING REQUIREMENTS FOR 
TORNADO-RESISTANT DOORS

durability of a room’s doors is a 

nature, doors are intended to open 
to allow people into a space, but in 

thrown missiles, they must remain 

The heavy duty commercial doors 
typically used in schools, hospitals and 

of abuse and wear-and-tear, but to be 
used in tornado safe rooms, they must 

tornado wind speed zone, safe room 
doors must be able to withstand 

• Once near the primary latch or 
“operator” (in other words, near  
the handle)

• Once near the upper latch  
point, and

the protected space in a safe room by 
 And, even if the missile 

doesn’t enter the space, a door or other 

penetrated “may be considered a failure 

impacts, safe room door assemblies 
must stand-up to the severe wind 

the static pressure the assembly must 

• Heavy-duty windstorm hardware 
and preps

SPECIFYING TORNADO- 
RESISTANT DOORS

community safe rooms, in addition 

requirements, here are some of the 

First is the number of doors to 

doors “should be determined based 
on the occupant load for the normal 
occupancy of the space in accordance 

used solely for safe rooms, the number 
of doors should be determined in 
accordance with the applicable 

direction “should be as required by 

should be such that the placement 
of panic devices is on the interior of 

wind pressure nor windborne debris in 

a tornado activates the panic bar and 

be closed and latched at all times to 

As community tornado safe rooms 
often serve other functions, such as a 

classrooms, it is important to consider 

doors now are available that meet 

wheelchair users visibility into and out 

Fourth, as tornadoes aren’t the only 
life safety hazard that doors must 

CONCLUSION

rooms, it is essential to ensure 
compliance with missile impact and 

door options are available that meet 
all of these criteria, and more – as 

+

JEFF ALWINE

SEPTEMBER 2018   DOOR SECURITY + SAFETY 12





A customer, working on a new,
high-end multifamily project, placed
an order for entry locks.

The locks should have been ordered
construction keyed for easy and
secure turnover to the homeowners.
Instead, they ordered the product
master keyed by mistake – allowing
anyone with a copy of the master
key to enter the units at any time.

The error wasn’t discovered until
the very final stage of the project as
initial units were being released.

Thousands of products

Anytime. 
ANYWHERE.

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

• View your net cost per SKU number

• Place orders quickly

• Save quotes directly from your cart

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

•  Search past invoices by date and
view printable invoices

• View and process returns online

•  View your recently purchased items
for easy repurchase

Quick and Easy.
Just visit topnotchinc.com and 

select Request Online Account. 

Complete the form and submit.

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

The key to creating 
another satisfied 

yy

customer.

 “We are a leading distributor of
both commercial and residential
products,” said Joe Gombita, a
Top Notch Key Accounts Manager.
“Our goal is to make every
customer’s experience as strong as
Top Notch’s reputation.”

In a panic, the customer called Joe
Gombita to see if he could help.
At the drop of a hat, Joe grabbed
a team, drove to the project, and
helped the customer rekey the
locks,fixing the problem.

“We’ve all been in situations like
that”, said Gombita. “It’s nice to know 
that someone has your back. That
day, it was me and I’d do it 100 times
over if it makes a customer happy.
That’s just the Top Notch way.”

A Top Notch True Story

Paid Advertorial

Joe Gombita, Top Notch Key Accounts Manager

When orders go
wrong, Top Notch Inc

makes them right.

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

PAID ADVERTISEMENT



Get an online account today!

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

topnotchinc.com

®

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

   Top Notch means
top people.

Addi Smokey
Key Accounts Manager

A customer placed a lock order with optional decorative 

roses. When the order was delivered, the roses were in 

a separate box and needed to be attached to the locks. 

The customer didn’t have time to make the switch. So, 

they called their account manager, Addi Smokey. Since the 

customer was nearby, Addi drove to their location and added 

the decorative roses herself. The order was complete and 

ready for the project that afternoon.

Addi has been with us for 19 years and is always there for her 

customers. It’s what she does – and what we want her to do. 

We are Top Notch – and so is Addi.



BY WAYNE PAK

BRINGING 
BIOMETRICS TO 
THE DOOR AND 
ACROSS THE 
ENTERPRISE
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Over the past few years, biometrics have rapidly 

to payment services and withdrawing cash 

adoption as an additional authentication factor 
for physical access control systems (PACS) and 
other enterprise applications hasn’t been as 
rapid. But this is changing.

17DOOR SECURITY + SAFETY  SEPTEMBER 2018



door and throughout the enterprise. With 

and its integration into secure trust 
platforms that protect privacy and support 
a variety of RFID credential technologies, 
biometric authentication is poised to deliver 
a much higher matching speed and better 
overall performance. This will dramatically 
improve an organization's security while the 
enhancing user convenience.

OVERCOMING OBSTACLES

“true identity” versus identity that is associated to the 

human element to traditional methods of authentication, 

applications, there have been impediments to its broader 

roadblock, there have also historically been other reasons 

troublesome, older products have not been able to move 

convenience hurdles to help realize the full potential 

properly captured, the rest of the process fails); 

it is fake the system cannot be trusted); and

OPTIMIZING CAPTURE

depths to deliver much richer data about the surface and 

even if the skin has poor contact with the sensor because 

DOOR SECURITY + SAFETY 18



LIVENESS DETECTION

performance in commercial applications, liveness detection 

with liveness detection provide a real-time determination 

the biometrics sensor features several core components, 

so the solution can adapt and respond to new threats and 

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

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

This is Tony.

Every door he builds is good enough to 
protect his daughter, that’s how you know 
it’s built to protect those in your buildings.

I build the special
in Special-Lite

Learn more about how Tony 
builds the special in Special-Lite:
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TRUSTED PERFORMANCE

skilled and independent third parties like the National 

performance data can actually be trusted in all template-

As an example of how to deliver trusted performance, 

interoperability ensures that today’s systems, which are 
based on much more powerful hardware than in the past, 

PHYSICAL ACCESS CONTROL INTEGRATION

physical access control solution is a secure trust platform 

and a software-based infrastructure to secure trusted 
identities on any form factor for physical access control, 

individually over the network, and tools should be available 

There are also backend implementation decisions to be 

of the biometrics authentication solution with the access 

PRIVACY CONSIDERATIONS

detection also protect privacy – if you can’t use a fake 

20 DOOR SECURITY + SAFETY 
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MORE!
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1819 West Ave. • San Antonio, TX 78201
1.800.445.0728

TexasLock@TexasLockDC.com

LIC #B12786

40H Series T Series

9K Series W Series

WAYNE PAK

updatable liveness protection is 
critical if biometrics are to eliminate 

information, and properly architected 

New system architectures and data 
models have been created to protect 
personal information and maintain 

of the data itself, there are now 

of multi-factor and even multi-modal 
authentication to maintain security 

authentication solutions are on a fast 
track to deliver a unique combination 
of ease of use, availability and 

their latest improvements in liveness 
detection, system architectures, 
performance and ability to be easily 
incorporated into access control 
solutions, they seamlessly combine 
security and convenience to make 

+
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seamless appearance of a silicone 

ensure smooth visual transitions 

 

stands as a powerful illustration of 

from libraries and universities to 

windows and doors to sophisticated 

as a cohesive unit can simplify 

in small windows, borrowed lites and 

allowable size still tempered the scope 

resistance and can therefore exceed 

SEPTEMBER 2018   DOOR SECURITY + SAFETY 24



the inherently heat-resistant material 
is roll-formed and shaped in an 

beyond traditional hollow metal steel 

walls with a smooth, frame-free 

select from a number of sophisticated 

• door assemblies;

• curtain walls;

2. Improve light transfer

borrowed lites and view panes in doors 
also supports one of the core tenants of 

to pass the test standards for solid 

in size beyond what has been tested 

to-wall, and across multiple stories 

Today, whether it is desirable to use 

3. Elevate performance

are commended for their ability to 

Phone: 1-800-979-7300  • Fax: 724-830-2871  • E-mail: overly@overly.com  • Web: www.overly.com

Acoustic
• Metal Swinging
Doors

• Wood Swinging
Doors

• Oversized
Doors

• Fixed Window
Systems

Blast
• VLRB, LRB, 
and MRB Series

• High-Range
Doors &
Windows

• UFC Blast
Mitigation 

Doors

• Pressure
Resistant &    
Watertight
Doors

• Radiation
Shielding Doors

Vault 
• GSA Certified

• DOS Certified

• Attack-Resistant

• Day Doors

• Day Gates

Bullet
• Metal Swinging 
Doors

• Wood Swinging
Doors

• Fixed Window
Systems

• Pass-Throughs

• Gun Ports

• Voice Ports

Need Specialty Doors/Fixed Window Systems?
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front—as many systems can provide 

performance, air- and water-

those deemed suitable for exterior 

and often meet or exceed, the same 

incorporate a continuous silicone 

water-penetration resistance that 
bests many of its non-rated aluminum 

up to 150 pounds per square foot, 
provide impact resistance and meet a 

To meet enhanced security needs, a 

are available with ballistic resistance, 
forced entry resistance, hurricane 

4. Reduce the risk of 

misapplication

systems also extend into the code 

SEPTEMBER 2018   DOOR SECURITY + SAFETY 26



JEFF RAZWICK

there is a risk for misapplication if elements are 

entire system, not just the individual components, 

as an assembly, it is important to note the need to use 

may compromise the system’s ability to provide the 

5. Add lasting value

For example, while it may be cheaper upfront to use 

SPECIALTY DOOR 
PROGRAM

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

HAVING 
PROBLEMS WITH 

FIRE-RATED LABELS FOR YOUR 
SPECIALTY DOORS?

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

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

GUARDIAN

GUARDIAN FIRE TESTING LABORATORIES, INC
Buffalo, NY 

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

www.fi retesting.com

Certifying Product Reliability Against Fire

Conclusion 

+

27DOOR SECURITY + SAFETY  SEPTEMBER 2018



of security levels, from level one for basic crowd control up 

detection, all the way up to level four—prevention—where 

security entrance and the installation 
details that will help your customer 

to recommend to your customer is not 

reason, it is critical to have a clear 

some important consideration factors 

one or two factors, such as the price, 

to avoid such a narrow focus, to 
consider all the important factors, 
and to include one or two points they 

of insurance, fuel and maintenance 

and particularly for security entrances, 

8 Common Pitfalls to Avoid

potential customers make, and 

BY TRACIE THOMAS
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1. PICKING THE WRONG SECURITY LEVEL

potential intruders, to detect attempted intrusions, or is it 

or will it function independently, without direct supervision 

However, they cannot accommodate a parent with a baby in 

the level of supervision and the user needs!

2. PLANNING ON THE WRONG THROUGHPUT

www.ambico.com

GOTHIC-STYLE 
GLAMOUR MEETS

STRUCTURAL 
STRENGTH

A stunning
blast resistant

assembly
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The reason to care is that most 
types of entrances can handle one 
direction at a time, while others are 

know how many entrances there are 

be diverted if there is an issue at one 

3. IGNORING AESTHETIC 
 IMPLICATIONS

element, then the installed security 
entrances may always look out of place, 

users, and make sure your supplier can 

4. OVERLOOKING IMPORTANT 
 COST FACTORS

calculations know to include not 
only the purchase and installation 
costs but also the expected 10-15 

One often overlooked factor is the 
improvement of environmental control 

time and attendance information, the 

data as well; make sure you include all 

5. MISSING THE IMPORTANCE 
 OF TECHNICAL TRAINING

is available to provide service and 
maintenance on the entrances in your 
location? How are they trained and 
what experience do they have? What is 
the availability and quality of technical 

know who can provide local service 

DOOR SECURITY + SAFETY 30



6. NOT ASKING THE RIGHT 
 SERVICE QUESTIONS

free installations, but parts wear and 

these cases, an out-of-service security 

What parts are stocked, and where? 

consultations, and how quickly can 
necessary parts be delivered? 

have nationwide networks for parts 

will happen when service and parts 

7. ASSUMING SECURE ALSO 
 MEANS SAFE

the selection and purchase process 

believe that safety and security are 
intertwined, but there are certain 

codes, and they must provide audible 
and visual communication for users 

there need to be safety sensors built 

components, and these movements 
should be adjustable to meet the 

8. UNDERESTIMATING THE 
 IMPORTANCE OF CULTURE

that are appropriate for that culture, 

How will employees feel about the 
new entrances? How will you achieve 
buy-in and positive outcomes? When 
and how will you communicate the 

needs will have to be considered, 

elderly and disabled users, deliveries 

How will people be trained on the 
correct use and does the provider 

the decision and preparation process, 

Making an Excellent Choice

will be happy to work with you to 
deliver an excellent installation, and 

about what products are available, but 

factors, you will be able to make an 
+

TRACIE THOMAS  
 
 

Boon Edam. She  
can be reached 

boonedam.com.
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WHERE THE 
CHANNEL AND ITS 
LEADERS EVOLVE

DHI MANAGEMENT SUMMIT 2018 
TAMPA, FLORIDA

THE PATH TO WINNING IN 
THE AGE OF RAPID CHANGE

business is done, and leadership’s 
mindset, ambition and propensity 
to innovative will determine an 

THE FUTURE OF THE 
INDUSTRY PANEL 
DISCUSSION

PROFIT FROM THE CORE
This session focuses on the core 
business functions and examines 
how to create shareholder value in 

weaknesses and build your custom 

PROFIT BEYOND THE CORE 
A lot has happened recently with 

at the intersection of the access 
control business prospects with 
traditional door, frame, and 

chain based on incremental 

ANALYZING CUSTOMER 
PROFITABILITY

PERSONNEL PRODUCTIVITY 
IMPROVEMENT

intensive business and one of 

to take a "systems" viewpoint of the 

Participate in this fall’s Management 

and manufacturer channel partners to 
improve your success in the coming 

numerous education programs.

experts, industry visionaries, and 

business functions and 

in the value chain based on 

Hear a panel of experts discuss 

security and safety industry 

relationships with channel partners 
with two days of intense industry 

expert panel discussions, and formal 
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Contact DHI at 
703.766.7036 with 
any questions and for 
patron and sponsorship 
opportunities.

THE FOLLOWING 
MANAGEMENT SUMMIT 
PATRONS ARE EAGER TO 
MEET WITH YOU

ChannelExChange

2013 Executive Summit

GROSS SALES ARE FOR VANITY; 
PROFIT IS FOR SANITY

cocktail hour, but where does the 
rubber meet the road? Gain  the 

THE MANAGER’S GUIDE TO 
DEALING WITH THE NEW 
WORKPLACE

will mean for your company, and what 

USING MECHANIC’S LIEN 
RIGHTS TO GET PAID FASTER

SPOTTING AND NEGOTIATING 
KILLER CONTRACT CLAUSES

on to work another project and 

and tools to better understand, 

contract clauses to more fairly protect 

VISIT WWW.DHISUMMIT.ORG
for full details.

ARCHITECTURAL

an AccessIT solution

ChannelExChange

chan·nel ex·change
N: a tool to work with
A tool to work with valuable channel 
partners to advance your company’s success 
in your marketplace. These are private, 
in-depth meetings between current and 
future channel partners.  The meetings 
are conducted in Patrons' suites to foster 
comprehensive one-on-one business 
conversations. For the best ROI, pre-
schedule your appointments through the 
Summit event mobile app and attendee 
website before arriving onsite.
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people and pay them a fair (or almost 

to do what essentially boils down to 

Good examples of companies that have 
been successful at this can be found 

 list published 
by
succeeded not only because they have 

services they provide, but because of 
the “employee friendly” workplaces 

particular, these companies have 
worked hard to provide what the 

• Growth opportunities

 

unlimited vacations)

• Resources to do the job

• Great atmosphere and 

coworkers

community

BY KATHRYNE A. NEWTON, PH.D.

MANAGING THE 
NEW GENERATION 
OF EMPLOYEES

PREPARING FOR 2020:

 
at DHI’s Management Summit 2018, Oct. 22–24  

 
Preparing for 2020:  

The Manager's Guide to Dealing with the  
New Workplace and Personnel Productivity  
Improvement. For complete details and to  
register, go to www.dhisummit.org.
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two-thirds of Americans said they 

work hours and their compensation 

their new employers properly 

, 

“provide a clear sense of the company’s 

Adopt a Strategic Approach

to make sure that each decision you 

the key objectives and operations of your 

in order keep employees happy and, 

For example, the caliber of employees 

compensation terms, your company 

caliber employee and pay a leadership 

that will support the career paths that a 

must have well developed measurement 
systems and open communication 
so that employees will know the 

HIGH 
PRODUCTIVITY

RECRUITING/ HIRING

COMPENSATION/
BENEFITS

PARTICIPATION

ORGANIZATION 
DEVELOPMENT AND 

CULTURE (FUN!)

ANALYTICS/
TECHNOLOGY

ONBOARDING/
INTEGRATION

GROWTH

TRAINING

COACHING
COLLABORATION/
COMMUNCATIONS
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the only way to achieve a balanced 

accomplish a balanced system with 

as well, but you’ll have to be creative 

but under skilled, employees and 

have invested heavily in education and 

incentive system (with options!) and 
a team environment to keep people 

sense of purpose in the company and 

That is just one example of how a 
company can balance a system to meet 

companies are already competitive in 

for other ways to keep their employees 

must ask yourself “are the culture and 
system components complementary?” 
Here are a few of the items you should 

wide variety of perspectives

• Openness of communications 
(authenticity and inclusion are 
critical)

• Employee and customer 
participation

• Respect for the individual – 

• Flexibility 

Once you have a clear idea of what 
your particular culture is currently 

ask yourself this question—

is a supply and demand relationship 
for the best employees in town, and 

+

DR. KATHY NEWTON 

offering training and 

to distribution and 
manufacturing 
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discussion with another client about 

monthly net profit, he is concerned 

BY JASON BADER

DON’T 
CONFUSE 
PROFIT 
FIRST WITH 
SHORT-TERM 
THINKING 

Jason Bader will present Gross Sales are for 

, and Analyzing 

 at DHI’s Management 

near Tampa, Fla. For more information and to 

register, go to www.dhisummit.org.
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Working harder and 
getting paid less is 
something most of us 
would be hard-pressed 
to sign up for. 

As a result of this 
reduction in income, I 
am seeing the client fall 
into some very short-term 
decision-making patterns. 
And, he is not alone. The 
owner of the business has 
become very concerned 
with the inventory levels 
on hand. He has a magic 
number in his head, in 
dollars, of inventory 
they should be carrying. 
Unfortunately, this number 
is based on a sales number 
from several years ago. 

Investments in personnel 
have been falling off. The 
company is no longer 
actively recruiting to fill 
the personnel pipeline. 
Delivery vehicles are 
not being maintained 
at regular intervals and 
new ones don’t seem 
to have the durability 
of other options in 
the market. I see a 
reluctance to invest in 
training opportunities and there has been 
little interest in new products or services. 

Fortunately, there have been some substantial 
technology investments that will help them long-
term. With the exception of technology, you can see 
how this reluctance to increase operating expenses is 
creating a perfect storm. Recently, the storm blew in. 

Running a thin staff will test the mettle of any 
organization. Yes, we have great people who will rise 
to the occasion; but there is ultimately a breaking 
point. Mistakes compound. Tempers f lare. Fingers 
start pointing. Eventually, stressed out people start 
pondering the greenness of other pastures. 

In this case, 20 percent 

company in the last 60 
days. Some of these were 
planned or due to benign 
circumstances, but I 
believe that a majority of 
the people were simply sick 
of the toxic environment. 
By the way, that last 
description came directly 
from a former employee 
to whom I reached out. 

Adding to some of the 
discontent, especially 
in the sales staff, is the 
lack of inventory in the 
most critical SKUs. The 
reluctance to make these 
investments is forcing 
them to substitute, and 
source, products that 
carry a significantly 
smaller margin. When 
compensation is based on 
margin, sales commissions 
drop. Furthering the 
frustration is the inability 
to maintain a delivery 
schedule due to vehicle 
breakdowns. Customer 
are not receiving product 
when promised and the 
sales team members 
are being dragged 

in to back up the delivery requirements. It is very 
expensive to allocate selling time to delivery services. 
As you can imagine, the quicksand is spreading. 

As many of you can see, this was a relatively preventable 
situation. Granted, it is easy to see what happened 
from a distance. Sometimes, when you are in the thick 
of the forest, it is difficult to see the trees. One of 
the first mistakes here has to do with compensation. 
Too much of the overall compensation is tied to the 
monthly net profit. The decision maker, and to some 
degree the owner, were too focused on this number. 
Please understand, I am not advocating that you 
take your eye off the net profit. That can be equally 
foolish. Once again, we find ourselves looking for 
that ideal state of balance—net profitable growth. 
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www.KriegerProducts.com

Students and teachers both 

thrive in learning spaces free 

of unwanted noise. Krieger’s 

acoustical doors enhance 

learning by exceeding the 

ANSI Standard S12.60-2002, 

and now they add safety to 

the classroom with an included 

bullet resistant rating. Plus, all 

Krieger doors are manufactured 

to your requested size, 

style, and finish.

Acoustical Doors 
with a Bullet 

Resistant Rating

Acoustical 
Rating

Bullet 
Resistance

STC 45 UL Level 1 & 2

STC 50 UL Level 3

own a very successful distribution 

be reductions in the bottom line as 

as soon as possible and return to 

Two critical areas of investment 

should have never taken their eyes 

tend to promote from within, there 
must always be a pipeline of new 
warehouse and customer service staff 

drive clients to hire one extra person 

how we build a bench of promotable 

companies need to be consistent in 

expensive to train your people, try 

The second key investment this 
company should have made is in their 

we have to rely on a line of credit to 

of them as a lifeline to customer 

ratio of inventory dollars to sales 

investments required to meet your 

that private company ownership is a 
+

JASON BADER 

resources at www.thedistributionteam.com.
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that can help move your debt(s) to 

a mechanic’s lien is one of the few 
tools contractors and suppliers have 
both to secure payment and increase 
the chances that your customer (you 
know, the one who owes you money) 
not only takes your call, but often is 

Not only can mechanics liens help you 

and other members of a commission 

of master-builders to undertake the 

Eric Travers will present Using Mechanic’s 

Lien Rights to Get Paid Faster and Spotting 

and Negotiating Killer Contract Clauses at 

DHI’s Management Summit 2018 Oct. 22–24 

more information and to register, go to 

www.dhisummit.org.

WHAT THEY ARE 
AND HOW THEY CAN 
HELP YOU GET PAID

BY ERIC TRAVERS

MECHANIC’S LIENS: 
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The idea soon spread, and as of this 

subcontractors and suppliers security 
in property they do not own, and a 

than the party they have contracted 
with, lien laws are interpreted strictly 

with what the laws require to preserve 

deadline by even a day often will often 
mean you will completely lose your 

and they are interpreted so strictly, 
there are lots of hidden traps for the 

importance of mechanic’s liens to your 
business, but that the laws vary wildly 
from state to states and you cannot 

how to use them, and many practical 

can’t make it to the seminar, here is 

advised to spend a little time to 
research and understand the laws in 
the states where they do business and 

ensure that you do what is necessary 
to protect and preserve your lien 

to file many liens, if you do not pay 
attention at the front end you could 
be in for an unhappy surprise on 

clear front end philosophy about 

pre-lien work before work starts, 

set themselves up to increase their 

unhappy, and often unnecessary, 

They won’t work all the time, but they 

 
why it’s important now 

• How liens can help you increase 

 
lien practices

misconceptions and traps  

a powerful collection tool; they are 
unique to the construction industry 

Fathers to construction contractors 

understand and use them! +

ERIC TRAVERS 
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CASE STUDIES

42
CUSTOM DOORS
Why are they  

46
MISSION BBQ

 
the brand.

BY JEFF WHERRY

“What do you have in stock?” is 
something steel door distributors 
are hearing a little less these days. 
While there will always be demand 
for stock products, architects are 
increasingly choosing to customize 
– whether for acoustics, bullet 
resistance, or to add a modern 

Unique Dimensions

Enhanced Performance

because the performance comes from the door 
core and hardware. 

Aesthetics

STEELCRAFT
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With that in mind, the architects were 

an engraining process in the door 

for its rich appearance. Being in a 

DEANSTEEL

one or the other, not both. 

parts of the frames were reinforced 

doors from Europe or any number of 

MPI

using a foam form reinforced with a 

and frame openings. 

were poured with concrete and their 

CECO DOOR

When combined with other SDC products compatibility is guaranteed.
http://www.sdcsecurity.com/MortiseLockHybrid1

• Z7880 (Privacy), Z7870 (High Security) - 

• 

• 

SDCSSDCSSCD •  800.413.8783• 800 413 87833783408 
Security Door Controls

SDC Introduces 
the Electrified 

Z7870/80 Mortise 
Lockset Hybrid 

with Manual 
Deadbolt for 

Privacy 

ACCESS HARDWARE SUPPLY

HYBRID MORTISE
LOCKSET FOR PRIVACY

Mortise Lockset 
Hybrids are locked 

from the outside 
only and are un-
locked by an ac-

cess control or key 
from the outside to 

maintain privacy. 
Turning the inside 
lever retracts the 

deadbolt and latch 
for uninhibited 

egress at all times.

NEW
or

RETROFIT
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PREMIER STEEL DOORS  
AND FRAMES

Southeast and ordered from Sears, their 

construction. 

PIONEER

the frames. 

DCI HOLLOW METAL

be stored. 

the products. 

day, another batch the next, etc. so 

rather than manage thousands of doors 

were on time and made to spec, it 

CURRIES
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Albany Group
1-888-680-9990

call for...
Concealed Hinges

Receivers
Fixing Plates

Milling Templates

The completely concealed hinge system...
TECTUS®  Ambitious design, high load capacity, secure assembly and multifaceted  
scope of application for high quality residential and commercial doors. www.albanygroupllc.com

REPUBLIC DOORS AND FRAMES

substance abuse and more. 

door. Some architects are surprised by how easy it is to 

worth going custom instead. +

JEFF WHERRY
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BY BEN H DORSEY III, LEED GA

for restaurant chains. Here, building construction is heavily connected to 
the brand identity, even as local variations are permitted. 
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Behind the branding, of course, are serious doors and 

decor of their restaurants. 

image of restaurants. Logoed signage may be the most 

ways for the restaurant owner to create the desired customer 

the brand. 

+

BEN H. DORSEY III, LEED GA, is 
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The Foundation’s mission is to promote secure and safe 

Opening the Door to School Safety

school administrators, 

doors with code-compliant methods and points to the 

safety and security needs of their schools - door security 

concerns about school security have made this initiative 

task force has been formed to help lead the Foundation’s 

NEW FOUNDATION PRESIDENT:
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the landscape of this issue today, identify the key 

action and provide resources to support the safety and 

education sessions around the issue of school security 

this website to watch our 

barricade devices, down-
load a host of resources, 

Fire and Egress Door Inspection Initiative

understand the code implications and complexity of the 

NFPA Partnership
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class was deemed a success and a schedule of classes was 

continued to use our publications to provide education 

to launch the Education Advocate Program

an exclusive opportunity to deliver all of the Foundation’s 

Hundreds of healthcare personnel have been trained 

Advocating for DHI-credentialed 
Professionals

mechanics for our awareness and education activities 

administrators and superintendents on the school security 

1997 - The Door Security & 
Safety Foundation launches 
as the DHI Education 
Foundation focused on 
industry research, education 
and scholarships - internally 
focused on the industry. DHI 
and the Foundation staff 
are represented on NFPA 
Technical Committees.

 2006
the work undertaken by 
the Foundation, including 
educating the industry in the 
code acceptance process, 
the Foundation’s name is 
changed to the Foundation 
for the Advancement of Life 
Safety and Security.

 2007 - The Foundation 
decides to advocate to key 
stakeholders on behalf of 
the industry to advance 

concept and help DHI 
launch the FDAI program. 
Advocacy continues to 
support the need to use 
professionals in designing, 
supplying, maintaining and 
upgrading door assemblies 
continued while growing the 
scholarship program.

2009 – The Foundation’s name 
is changed to its current 
name – the Door Security 
& Safety Foundation – to 

mission.

HISTORY OF THE DOOR SECURITY & SAFETY FOUNDATION
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2014 - The Foundation shifts 
its key audience to industry 
stakeholders - facility 
personnel, building and 

community. Additionally, it 
becomes laser focused on 

and egress door inspections, 

members and growing the 
scholarship program for the 
industry.

 2015 – The Foundation 
provided training to The 

surveyors on the critical 
aspects of door inspections, 
which in turn created a 
grassroots demand for 
more education from the 
Foundation. It also worked 
closely with the American 
Society for Healthcare 
Engineering (ASHE) to 
provide awareness and 
education to ASHE’s state 
and local chapters and touch 
thousands of members with 
presentations delivered by 
the Foundation. This effort 
helped eliminate some of the 

and egress door inspection 
violations within healthcare.

 2016 – A public relations 
campaign, Opening the Door 
to School Safety, is launched 
along with a website, 
lockdontblock.org, to tackle 
the concern about barricade 
devices in schools and 
growing legislative concerns 
surrounding school security.

 2018 - The Foundation 

door inspection initiative 
in the healthcare building 
sector. School security issues 
such as rapidly evolving 
active shooter crises are 
creating fear-based decisions 
impacting the use of code-
compliant products and 
state legislation, creating 
unintended consequences. 

knowledgeable professionals 
managing egress has never 
been more important.

says, “The expertise found in the door and hardware 

Conclusion

Strategic Plan

security and safety professionals, to key audiences in 

key stakeholders, such as school administrators and 

inspections in healthcare, and will we add focus into 

As you can see, the Foundation has had a busy year and is 

+
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AD

Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



Contributors Listing as of August 8, 2018

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

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

INDIVIDUAL ($1,000+)
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

How will you and your colleagues 
meet the challenges of today’s 
“other skills gap?” In Part 
One of this series, we looked 
at what’s been happening to 
workplace decision-making and 
why today’s employees make 
decisions the way they do. We 
also discussed the impact on 

ATTRIBUTES OF AN EFFECTIVE  
DECISION-MAKER

• They demonstrate a mature sense of self-

• They persistently pursue optimal outcomes. 

 
TODAY’S CHALLENGES - TOMORROW’S PROFITS

BY ROBERT W. WENDOVER PART 2 OF 2
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• They are constantly mindful 
of situational context.

any choice. When considering 

three and four steps ahead to 

decisions. But they remain focused 
on the greater good. 

• 
with others. The best decisions 

and that those most affected by a 

coming from sources with which they 

• 
responsibility for their decisions. 

• They display assertive yet 
empathetic communication. 

when a group reaches consensus 

• They are respectful of the 

the doggedness to get the mission 

• 

from outcomes is something these 

aside opportunities to hide from the 
constant distractions, interruptions 

are rewarded with ideas and insights 

them in the midst of chaos. 

these attributes, depending upon their 

missed something idiosyncratic to your 

3 DAY 
LEAD TIMES

INTUMESCENT
PRODUCTS

AUTOMATIC DOOR
BOTTOMS

ACOUSTICAL 
SOUNDPROOF

SHEETS

GENERAL INQUIRIES:  
contact@legacyllc.com

PLACE AN ORDER:  
orders@legacyllc.com

LegacyLLC.com
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IMPROVING DECISION-MAKING 
THROUGHOUT YOUR FIRM

Model the aforementioned 
attributes.

upon it. 

situational context.

standing in front of a white board and 

other decisions were impacted by the 

their own decisions. 

Get others to embrace the balance 
of emotion and logic.

understand that managing discomfort 

Encourage an environment of 

as important as discussing those 

this practice an ongoing effort 

Encourage the emulation and 
discussion of effective decision-

during staff meetings, conferences 

a pending decision to a meeting for 

critically.

time. Your managers need to stop 

their own. 

of employee selection.

references and the rest.   

Encourage autonomy. More and more 

that is of their own choosing boosts 

Harvard 
Business Review,

+

ROBERT W. “BOB” 
WENDOVER teaches 
managers how to 

winning author of 
Figure It Out! and 
the forthcoming 

DecisioNinjas!
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205-322-7700





Door Security + Safety. Here’s what they said:

Facts about Door Security + Safety:

HERE ARE SOME OF THE 
COMMENTS WE RECEIVED 
WITH THE SURVEY RESULTS:

When asked which article 

the last year, and why: The 

DO YOU KNOW ABOUT OUR MAGAZINE ARCHIVES?
Door Security + Safety offers PDFs of complete issues 
from 2009 through 2018, as well as a complete library 
of individual articles by topic from those same dates. 

research, education and networking.

products, business practices, 
codes and standards. 

of respondents are are owners or 

companies

of our readers spend 

reading their copy of the reference

issues and trends 
impacting our industry.

news in our industry.

information on running 
my business.

share your copy of the 
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A

A RIXSON® 91 OVERHEAD CONCEALED CLOSER 

www.albanygroupllc.com

B NGP CONTINUOUS HINGE

grade 1 performance.
www.ngp.com 

C BULLET-RESISTANT WOOD DOORS

www.overly.com

D IP PROTM IP-BASED ACCESS CONTROL

www.sdcsecurity.com/ippro6

E PREMIUM PRODUCT MIX

www.seclock.com

F BEST® SHELTER™

www.shelterlockdown.com

G SELECT HINGES™ — 5-MINUTE WIRE FIX 

www.select-hinges.com

D

B

C

E

G

F
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M

H SECLOCK.COM – THE INDUSTRY’S 
MOST COMPREHENSIVE WEBSITE

www.seclock.com

I SECURELITE FOR INTRUSION RESISTANCE

https://special-lite.com/product/

J THE TIGER HEAVY DUTY DOOR SERIES

www.tigerdoor.com

K E-GENIUS SERIES SMART INTERCONNECT LOCK

www.townsteel.com 

L TOP NOTCH ANNOUNCES EXPANDED 
PARTNERSHIP WITH ASSA ABLOY
We are proud to announce an expanded partnership 

www.topnotchinc.com

M AKRONLINE—A MORE PROFITABLE TOOL

www.akronhardware.com

L

K

H

I

J

To be included in this special advertising 
section, contact Molly Long at mlong@dhi.org.
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LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR,

ONE OF THE CARDINAL RULES OF DOORS IN A MEANS OF EGRESS 
IS THAT THE EGRESS SIDE OF THE DOOR MUST BE READILY 
DISTINGUISHABLE FROM THE ADJACENT CONSTRUCTION. THE 
FINISH MUST BE SUCH THAT THE DOOR IS EASILY RECOGNIZABLE, 
AND MIRRORS AND REFLECTIVE MATERIALS CANNOT BE APPLIED 
TO THE DOOR. NO DRAPES, CURTAINS, DECORATIONS, OR SIMILAR 
MATERIALS MAY BE USED TO CONCEAL AN EGRESS DOOR.

International Building 
Code (IBC)

purposes the room has 10 doors 

in a means of egress is that the door 

identify it as such, and open the door 

ELOPEMENT CONCERNS

Dementia Care Practice 
Recommendations for Assisted Living 
Residences and Nursing Homes

10 or 12 years ago, because the 

resident from exiting.

CODE-COMPLIANT OPTIONS

NFPA 101® – The Life Safety Code, 

Controlled Egress Doors in 
Groups I-1 and I-2

DETERRING ELOPEMENT 
IN HEALTH CARE FACILITIES

BEFORE

AFTER

DOOR SECURITY + SAFETY 62



code is being referenced.

nursing homes, and psychiatric 

containment for their safety or security.

throughout with an automatic 

pass through more than one door 

of egress.

and preparedness procedures.

be omitted in psychiatric treatment 

DISGUISED DOORS

about the practice of disguising exit 
doors, which has been found to reduce 

on which code is being enforced, and 

members.

windows, and door hardware, except 

in this section of the code, if printed 

of the code. Since the 2012 edition does 

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

OUR INSTRUCTORS ARE THE  
BEST IN THE INDUSTRY!

COMING TO 2018 FALL TECHNICAL SCHOOL, SCOTTSDALE:  
NEW COMBINED DHT CURRICULA!
COR123 - Using Door, Frame and Hardware Standards (2 days)
COR146

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 AHC200 Masterkeying

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.



Real Openings

BY MARK J. BERGER

A REVERSE BARRIER- 
 FREE MIRROR

your hands, this is the perfect 

B ACCESSIBILITY?

A

C RAISING YOUR HEAD

CB
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MARK J. BERGER The images shown here are not intended 

E KEYS? CARDS?
 BIOMETRICS?
 WHO NEEDS THEM!

F SAFETY FIRST – READ THIS MESSAGE

not shut power down to this operator. One 

E

D INVENTIVE CLOSER – PARALLEL
 ARMS NEED NOT APPLY

D

F

Do you have your 
own “Worst Door 
Ever?” 
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THE CUSTOMER IS AFRAID TOO

ALEX GOLDFAYN is the author of the 
brand new Wall Street Journal
Selling Boldly. Learn more about his 

FEAR COSTS SALESPEOPLE A LOT OF MONEY. 

they can buy from us. Because right 
now, as you read this, your customers 
are buying things from the competition 
that they could

like to buy if it from 

Because of fear. 

What if they say no to this additional 
product? (I might die immediately.) 

What if they reject me? (I might lose  
my home.)

are absurd, of course. 

But these fears happen in our minds 

with our customers and 
prospects. Because of fear. 

Our customers 
and prospects are also afraid. 

intense and important to them. 

But our customers and prospects 
are afraid of different things: 

Because it has happened before. 

or worse, lose their customer. 

their greatest fear is being 
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are unhappy, or when their 
customers are unhappy, so 

us, they go through their 

customer is afraid too. 

understanding the person 

+
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1900+ ATTENDEES participated 
in DHI education, including 
U.S. and CANADA technical 

schools, micro schools, 
webinars and local classes.

That’s why we have ADDED more 
than 800 Individual and Corporate 
Members in the last 12 MONTHS.

JOIN TODAY and start reaping 

and education IMMEDIATELY.

Go to WWW.DHI.ORG or 
email MEMBERSHIP@DHI.ORG.

dgable@dhi.org

SEND US YOUR FEEDBACK!
Email dgable@dhi.org.

To advertise, email 
mlong@dhi.org.

NEXT MONTH:
+ Historic Restoration/Renovation

PRODUCT FOCUS:
+ Cabinet Hardware and Brackets 

Decorative and Restoration Hardware

COMPANIES:

Get a competitive edge and improve 
your bottom line with DHI corporate 

membership and discounts.

INDIVIDUALS:

Connect with top door security + safety 
professionals to improve your skills and 

advance your career.

SMART 
GAME

29  
(Architectural Hardware Consultant)

98 FDAI Credentials 
(Fire + Egress Door Assembly Inspectors)

68 DHT Credentials 
(Door + Hardware Technician)

290 
(Door and Hardware Industry Associate)

DO YOU SUFFER FROM FOMO-oDHI? 
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AD INDEX
SEPTEMBER 2018 
METAL AND SPECIALTY DOORS

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

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

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

DON’T MISS OUT ON THESE UPCOMING ISSUES:
November:
Hospitality/Mixed-Use/ 

Product Focus: Door  
Controls and Closers
Lites and Louvers
Deadline: September 20

December:
 

Product Focus: Fire-rated 
Glass and Glazing
Fire and Smoke 
Detection Devices
Deadline: October 18

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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OUR DISTRIBUTOR CORPORATE MEMBERS HAVE BEEN IN CLOSE 
CONTACT WITH OUR STAFF SINCE LAST FALL, HAVING RECEIVED 
SEVERAL PERSONAL PHONE CALLS, EMAILS, AND MAILINGS. WE 
HAVE BEEN BUSY BUILDING AN IMPORTANT NEW OFFERING THAT 
WE WANTED TO BE SURE WAS THE RIGHT FIT. NOW THAT WE ARE 
SUCCESSFULLY CONCLUDING THOSE CONVERSATIONS, IT’S TIME TO 
SHARE THE GREAT NEWS WITH THE REST OF OUR MEMBERS. 

the membership proposition to 
attract more distributor members. We 

membership through corporate 

current confusion about whether 

• Tier One:

• Tier Two:

• Tier Three:

• Tier Four:

• Tier Five:

We are proud to say our distributor 

soon as they were ready. 

growing distributor membership.

the corporate membership offering for 

+

GROWING DISTRIBUTOR MEMBERSHIP

SHARON NEWPORT

on your mind 

an interesting 
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The SELECT few in this industry refuse to see continuous hinges 
as commodities. Hinges are all these people make. Hinges are 
their driving force for fresh ideas and innovation. These SELECT 
men and women will not be controlled by the world’s hardware 
giants. Their independence means they only answer to you. 
Compromise on our beliefs? Don’t bet on it.

The SELECT few

to compromise.
always refuse

800-423-1174    www.selecthinges.com/dhi



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


