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COLUMNIN TOUCH

MILLENNIALS MAKING THEIR MARK

I WAS READING THE ARTICLE, “LET’S MAKE DOORS FUN AGAIN: A 
MILLENNIAL MAKES THE CASE FOR MEDIUM-DENSITY FIBERBOARD 
DOORS,” ON PAGE 12 OF THIS ISSUE. THE AUTHOR, DESSIE KENYON, 
CALLS HERSELF A MILLENNIAL.

I liked what she had to say, and I 
especially appreciated her comment, 
“The next generation’s values and 
expectations are of quality products 
that are individualized. Status quo is 
continually being contested. It is time 
to differentiate ourselves in style, 
safety and durability and in sound 
transmission class. And if nothing more, 
it is time to make doors fun again.”

Dessie really captured the essence of 
millennials and it is so encouraging for 
the future of our industry. As she noted 
in her article, millennials are beginning 
to outnumber the baby boomers who 
have dominated our industry for years, 
and they are bringing a different and 
exciting spirit to our industry.

They truly are charged up about the 
role our products play in society – they 
view it quite passionately because they 
love standing for something important 
such as life safety! I never hear them 
apologize for being in this industry; in 
fact, they speak with great pride to their 
friends on what they do for their chosen 
career. My millennial son works in the 
industry and it is fun to listen to how he 
describes the “cool” components of our 
business. Really…doors and hardware 
can be cool and fun. That is really 
rewarding to me! 

I am the parent of three millennials 
and have had the pleasure of working 
with many not only on the DHI staff but 

in volunteer roles. What I have grown 
to love and appreciate about this 
generation is their values and personal 
priorities. They want to make an impact 
and yet be unique in doing so. Dessie 
is right – they do value quality and 
relish individualization. In fact, at times 
this generation seems fearless when it 
comes to individualization. They also 
like to push the status quo and our 
industry has always done that!

industry at a very critical time. The future 
role of our products and knowledge 
is facing challenges never before 
experienced and I believe this next 
generation will be great stewards of that 
role. Imagine politicians overriding life 
safety codes in a mistaken effort to help. 

a product like a barricade to be used 
because it violates the Life Safety Code 
and they are overruled by a legislator 
it is a dangerous precedent to set. This 
illustrates the importance of what we 
do and the future battles we will have to 

the millennials will be up to the task.

I believe their passion and excitement 
will also enable us to attract the best 
and brightest of future generations. 
I can’t wait to see this unfold, as the 
future is bright for our industry! +

JERRY HEPPES SR., CAE, is the CEO 
of DHI and the Door Security & Safety 
Foundation.
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FACES

BE A FACE OF DHI  
WE’D LIKE TO GET TO  
KNOW YOU! 
Volunteering to be a “Face” of 
DHI is a great way to expand your 
professional network. It allows Door 
Security + Safety readers to get to 
know you better and also gives you 
a chance to share your accomplish-
ments and career highlights in our 
industry. Not ready to be a “Face”  
but know someone who is? Email 
Alex Walsh at awalsh@dhi.org with 
your nominee. We’ll take care of 
the rest!

WHAT IS YOUR OCCUPATION? 
Project manager in the Commercial  
Door & Hardware Department at  
Kuiken Brothers. 

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 
An astronaut, a Radio City Music Hall 
Rockette or a waitress at Friendly’s. 

WHAT WAS YOUR FIRST JOB? 
Supermarket cashier.  

WHAT LED YOU TO OUR INDUSTRY? 
I was born into it! My grandfather owned 
a lumberyard, as did my father. At 
Christmas, my parents would drive us 
to look at Christmas lights, and my dad 
would always point out the nice front 
entry doors. In 2007, I started taking DHI 
classes so I could “temporarily” work as 
an estimator. Fast forward 12 years … 

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
I’m proud that I still care and feel inspired 
to continue learning and growing. For 
me, the rewarding part of my job is that 
there is always more to learn and ways to 
improve.  I’ll continue to grow through 
the classes I take, the connections I make 
and the experiences I have and I’ll be 
better for it.  

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE?  

consistently not only the youngest, but 
the only female, and it was intimidating. 
At some point something clicked for me. 

in my abilities. Women have worked hard 
to break into what are considered male-
dominated careers, and maybe we’re at 
a point where young women don’t have 
to feel like being a female is an obstacle 
or a challenge to overcome. 

WHAT’S YOUR GUILTY PLEASURE? 
Everyone should just like what they like 
unapologetically. If I want to drink a pint 

of cheap boxed wine on my porch with 
my dog on a Friday night or binge watch 

and Jerry consider to be four servings of 
ice cream, I feel pretty good about that.

WHAT IS YOUR FAVORITE  
BOOK/MOVIE? 
My favorite books are Gone with the 
Wind by Margaret Mitchell and A 
People’s History of the United States by 
Howard Zinn. I also love anything by Wes 
Anderson and any movie with Bill Murray.

WHO DO YOU CONSIDER A 
MENTOR OR HERO?  
My father and my two brothers. I see 
parts of each of them in myself, and I’m 

have had on me and the person I have 
become because of them.

WHAT IS THE BEST ADVICE YOU 
EVER RECEIVED? 
When I was a kid, my dad always told 
me to pick my battles, and to never 
burn my bridges after I cross them. My 
mom always told me to say, “please” and 
“thank you” and to close the door when 
I use the bathroom at other people’s 
homes. I consider all four statements to 
be really solid advice and continue to 
abide by them.

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED? 
I’m pretty aware of what’s of value to 
me as opposed to just doing what is 
expected of me. The result is that I feel 
happy and grateful pretty much every 
day of my life.

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER? 
The DHI education classes have 
provided me with the foundation I 
needed to be successful at what I do. 
It also provides access to a network of 
professionals within my industry. 

LISA MARIE WRIGHT, DHT
KUIKEN BROTHERS COMPANY, INC.
DHI MEMBER SINCE 2007
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Incoming DHI President Bill Trimble, AHC has embraced 
the challenges of the door and hardware industry, including 
new forays into the security industry for his company. Find 
out what he’s learned and his vision for the future of DHI.

BY BILL TRIMBLE, AHC

A Family Legacy 
of Success

William S. Trimble (far left), the 
grandfather of Bill Trimble, stands 
in front of the company hardware 
plant with other family members 
and employees in the 1950s.
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I believe we all have “stories” on how 
we ended up in the door and hardware 
industry. It seems that many in our 
industry arrive here by accident, enjoy 
it and decide not to leave. While I was 
essentially born into the industry, 
I believe I had the same thought as 
others as they entered the industry, 
“Do I really want to sell door knobs for 
a living…?”

Once we take the leap to enter the 

interesting than we originally thought, 
and most of us choose not to leave. 

so elementary is actually a problem-
solving exercise that combines complex 

client. It’s rewarding and challenging. 
While my entry into the industry may 
have seemed predestined, it actually 
wasn’t, but I am thankful every day 
that I ended up here.

In 1936, my grandfather started Wm. 
S. Trimble Company in Knoxville, 

steel windows and overhead doors in 
the 1940s. My grandfather entered 
the door and hardware industry in 
the 1950s, and around the same time, 
he agreed to split with a partner and 
divide their products. His partner 
kept the reinforcing steel, while my 
grandfather kept the overhead doors, 
windows, doors and hardware.

My grandfather passed away in 1958. 
My grandmother took over the reins 
at that time in partnership with Jim 
Seiber. Jim was a vital part of the 
company and a leader in the doors and 
hardware when my grandfather died. 

My father, William S. Trimble Jr. 
(Scott), chose to enter the army after 

graduating from college. He served 

returned to start his own company, 
Trimble Company, in Johnson City, 
Tennessee.

In the late 1960s, my grandmother 
passed away. Scott hired someone to 
oversee the Johnson City business and 
returned to Knoxville to run Wm. S. 
Trimble Co. with Jim Seiber.

While I grew up around the industry, 
my dad went to great lengths to make 
sure I didn’t feel obligated to join the 

path, so after college, I went to work as 
an engineer for Pratt & Whitney. 

Even though I had the exciting 
opportunity to work on the Joint Strike 
Fighter program, I quickly discovered 
that the large, corporate world wasn’t 
for me. After a couple years at Pratt 
& Whitney, I called my dad and 
expressed interest in returning. This 
is where I encountered the question I 
discussed earlier. I was just working on 
jet engines, do I really want to sell door 

the answer was yes. 

on full/half surface or mortise, taller 
hinges for wider doors, non-ferrous 

heavy weight for frequency, wide throw 
for trim, swing clear for clear width, 
through wire, non-removable pin, and 
safety stud, I realized what I thought 
was just a hinge was actually pretty 
complicated.

This industry has the complexities, 
challenges and rewards to make it 
consistently interesting and engaging. 
I couldn’t be happier with the decision 
that I made.

When I returned to the company in 
1998, my dad felt it was important for 
me to understand the entire business, 

so I started working in the warehouse. 
Over the next couple of years, I also 
worked in the keying department, 
at the sales counter and in contract 
sales. I earned my AHC in 2004. After 
10 years in the industry, I entered 
management when my father retired in 
2008, and two years later, I took over 
as president.

Over the past 10 years, Wm. S. Trimble 
Co. has grown and changed. After the 
recession, we decided to make some 
changes due to perceived threats. We 
saw that BIM, along with the Internet, 
could be a serious threat. If BIM could 
print out an accurate bill of materials 

manufacturers, then any contractor 

to sell it. Instead of determining how 
cheap we could sell our products, we felt 
that adding a broader range of services 
and improving the customer experience 
was the best way to counter this.

In 2013, I went to the DHI Executive 

the main topics were access control and 
the end user. We felt strongly that the 
topics were very timely and applicable. 
While I was there, I also had some 
enlightening conversation with other 
industry members. When I returned, 
we immediately decided to double our 

add a security division. 

We continued to look for more services 
to provide. When we heard about 
pre-installation a few years later, we 

Once we take the leap to enter the 

interesting than we originally thought, 

and most of us choose not to leave.

Shown left to right are Bill's father William Scott 
Trimble Jr. (Scott), Jim Seiber, Jim Bean, R.V. Souder 
in a photo taken in the late 1970s or early 1980s.
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The pre-installation soon led to us 
to provide full installation services. 

installation in the past, at this time 

our goal of providing better service 
to our customers. We found that 
door problems are often blamed on 
our products, even though most of 
them were installation issues. While 
we hadn’t installed the material,  it 

ourselves, we are able to provide 
the customer with a much better 
experience and prevent the last-day 
emergencies. 

Finally, in January 2018 we launched 

of access control as well as cameras 
and intrusion. It has certainly taken an 
investment, but we strongly believe this 
is the direction the industry is headed. 
As the lines blur between mechanical 
hardware and access control hardware, 
there will be more and more overlap 

contract hardware distributors. We 
decided the best way to avoid this was 
to handle both packages.

As we have all seen, the industry is 
continuously changing. DHI must 
continue to adapt to these changes. 
Throughout my years on the board, I 
would get asked, “What is DHI doing 
for me?” I usually respond with, “What 
do you want DHI to be doing for you?”

I consistently hear that DHI needs to 
educate the industry and maintain the 

the strategic plan, so those two items 
have been priorities for DHI. Over 
the last several years, the education 
system has been improved to allow 
more online education, revamped to 
combine door and hardware classes 
into total opening classes, and 
loosened prerequisites to acknowledge 
on-the-job training along with many 
other improvements.

recognize knowledge that is more 

I don’t often hear consensus anymore 
regarding what members want. Many 
want an active local chapter, but when 
I ask what they want that to look 
like, they don’t know. The door and 
hardware industry is very diverse. 
We have small manufacturers with 
fewer than 20 employees as well as 
worldwide corporations valued at 
billions of dollars. 

The distributor 

Many of our distributors are small 
lifestyle businesses with a handful of 
employees, but we also have large dis-
tributors with thousands of employees 
and branches all over the country as 
well as everything in between. 

vision of exactly what DHI should 
be and how it should accomplish 
its mission. Many members have a 
“feeling” for what DHI should be, but 

can’t articulate how they want DHI  
to accomplish it.

While continuing to focus on the 
agreed priorities of education and 

listen to the industry to determine 
which directions it needs to go. DHI  
is a member-led organization that 
strives to serve the collective needs  
of the industry.

To do this, DHI must have a nimble 

Recently the Board determined DHI 
needed a structure that was more 

its disposal. In order to meet these 
needs, the DHI board investigated the 
concept of working with an association 
management company (AMC).

AMCs are companies that 

organizations. In doing 
this, they pool services 

together that can be 
used and consumed 
only as needed. This 
model allows the 
AMC to hire very 
talented specialists. 
Where one associa-

tion may not be able 
to justify an expert in 

they may only be needed 
from time to time, the AMC 

because they will serve multiple  
associations as needed. 

After a comprehensive search, DHI 
is excited to begin a new partnership 
with SmithBucklin. SmithBucklin 
is one of the premier association 
management companies in the country. 

DHI headquarters will continue to be 
located in the Washington, DC area. 
This was important to us as this will 

Bill's father William S. Trimble Jr. (left) and Bill Trimble in 2017.

I am honored to 

serve as president of 

this great industry.
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to continue working for the industry 
through SmithBucklin. 

I am excited about the new expertise 
and association experience that will be 
available to us, along with the industry 
experience we will be able to maintain 
through our current employees who 
make the transition to SmithBucklin.

The combination of resources should 
be a huge asset as DHI continues 
to implement the Strategic Plan as 

by the Board of Governors. This is 
an exciting change that I believe will 

As far as my vision for this year 
as president, I’d like to focus on 
two things. First, I want to help 
implement a successful transition 
to SmithBucklin. They are familiar 
with our general industry as they 
manage WDMA (Wood Door and 
Window Manufacturers Association), 
but we will need to familiarize them 

integrate our current DHI employees 
into SmithBucklin. I expect the 
transition to go smoothly, but it will 
be my top priority.

My other priority will be the promotion 
of the credentials. Whenever I speak to 
distributors about DHI, most lament 
the lack of familiarity among architects 
with the DHI credentials. As I talk to 

moting these across the country. Most 

approximately 20 people who are busy 
running the organization and the edu-
cation program and don’t have the time 
to visit architects across the country. 

My vision is to utilize the additional 
resources of our new model and 
create a marketing package tailored 
to the architects. The package will be 
designed for all distributor members to 
deliver to the architects at a local level.

This will provide the industry with a 
top-notch tool and allow us to speak 

tural community. The positive impact 
of this initiative will be shared by the 
full industry as we will all have our 
responsibilities to make it successful.

I am honored to serve as president 
of this great industry. It has been a 
blessing to me and my family. As I 
travel to meetings and conventions, 
I am always delighted to meet the 
talented and fascinating people in our 
industry. While we may not always be 
sure how we got into it, I am very glad 
we did because I enjoy working with all 
of you each and every day. +

BILL TRIMBLE, AHC,
is president of Wm. S. 
Trimble Co., Inc. and 
the 2019-2020 
president of DHI. 
Email: btrimble@
wmstrimble.com.
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After working in the door industry for over 10 years, I was 
inclined to think I had seen it all. It is a silly thought considering 
U.S. construction starts for multi-family housing will be well 
over 400,000 units in 2019. That is a lot of doors without even 
counting other segments of the industry. Surely I was bound to 
run into door options with which I was unfamiliar. It could not 
be all standard 3 to 4-feet-wide openings with the occasional 

A MILLENNIAL MAKES THE 
CASE FOR MEDIUM-DENSITY 
FIBERBOARD DOORS.

©
IS

TO
C

K 
 | 

 S
TU

D
IO

-P
RO

Again

Let’s Make Doors
BY DESSIE KENYON
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Top: This intricate geometric pattern provides three-dimensional 
visual interest. 

door and were customized with a carefully curated shade of gray.

At 30 years of age, was I hitting a plateau – same doors, 

several types of innovative products were being built, I 
admit I was still feeling … bored. Was this going to be the 
next 40 years of my life? 

Let me preface this by explaining that I am a millennial. 

is important to note that projections analyzing U.S. Census 
Bureau data anticipate the millennial population is going 
to surpass the baby boomer demographic in 2019. If you 
haven’t noticed it yet, you soon will. 

I live in a trendy, artsy, millennial-approved area that is 
growing very quickly. Businesses are popping up so fast that 
even Yelp! and Google Maps cannot keep up. The building 
I live in is approximately six years old, and four more 
complexes have popped up within a block. 

Each time a building is constructed, the envelope is pushed 

makes quite an impression. The details become more and 
more intricate. My building, for example, showcases local 
artists’ paintings and sculptures. There is even a chandelier 
in the public restroom. The building across from mine has a 
rooftop patio adorned with lights and a stage for live bands 
to perform, using the San Antonio skyline as a backdrop. 
And the newest complex has its own “main street” lined 
with palm trees, making it feel like a gated community even 
though it is right in the middle of the city. The mailroom 
does not even use keys – just access codes and a computer-
based system that pops open storage boxes based on user 
IDs and passwords. The integration of technology and 
attention to details is important to the next generation 
and proof that this is an exciting time in the construction 
industry, and yet, I am still feeling troubled. 

I have friends who live in the newest building on my block 
and they were rather taken aback when I cringed as I stepped 
into their apartment. In fact, I have been through each of the 
buildings in my area and had that same reaction because, 
despite all those modern touches, each one has the same 
thing in common – the doors. Molded four and six-panel 
doors you can hear perfectly through, whether they are open 
or closed. It doesn’t matter how modern the building is – the 
doors seem to be stuck somewhere in the 1990s, and in some 
instances, look rather out of place. The retro look does not 
work here – so, why have they not changed? 

Why MDF?
Having switched over to the stile and rail medium-density 

it felt daunting. It can be an intimidating product, with 
many parts and pieces involved in its manufacture and 
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So what is so great about MDF doors? 

Some may argue they are nothing special … they aren’t 
even “real” wood, and aside from having a nice substrate 
for veneer, garner no excitement. How could anyone have 
a preference for MDF doors over the reclaimed planks 
salvaged from an 1880s barn or an intricately patterned 

Repeatability. You may see a slab of MDF, primitive and 
simply primed for paint, but I see limitless options for 
design. If you specify that a door be built in MDF, it is built 
to last. Its customization allows designers and builders to 
complement any style, mood and space while its construction 

The Design 
Multi-family spaces are smaller than ever – on average 
8 percent from 10 years ago – but still need to feel large 
to justify the price. It is not uncommon for a property to 
showcase nine or even 10-foot-tall ceilings, and doors are 

readily available and can accommodate wide openings 

of space. 

Instead of installing doors solely for functionality, they 
are becoming centerpieces of the room – a focal point 

individual spaces within a unit may vary, but with the 
customization available with MDF, it is easy to produce a 
split face door with a modern two-panel, clean-cut square 
on one side of the door and a full mirror on the other side. 

subtle or dramatic as needed, with no concern for going too 
deep and cutting into a particleboard core. 

Options to retrofit historic spaces are also much more 
simply duplicated. If it can be drawn using computer-
aided design and drafting, it can likely be produced with 
MDF. (There are limitations to door design depending 
on hardware, fire rating and opening requirements. 

Wide, square grooves in the MDF door face provide a contemporary 

INSTEAD OF INSTALLING DOORS 
SOLELY FOR FUNCTIONALITY, 
THEY ARE BECOMING 
CENTERPIECES OF THE ROOM — 
A FOCAL POINT RATHER THAN A 
WAY TO CLOSE ONE SPACE OFF 
FROM ANOTHER. 

many options. Even though I have lived and breathed doors 
for 12 years, I was a little nervous when my workload started 
increasing while my familiarity with the product was still 
developing. The easy part for me was working with a team 
of industry experts (those manufacturers really know their 

understanding. The world of MDF doors is small, and a 
good percentage of the men and women working in it have 
tenures longer than I have been alive. 
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Always check with your representative if you have special 
accommodations you would like to have met.) While there 
certainly are manufacturer and industry standards for 
design, those standards are merely guidelines and can be 
modified to fit individual tastes. MDF doors fit the bill in 
a way your standard cookie-cutter door cannot. 

Durable, Secure and Quiet

A standard 45-pound-density MDF door ensures solid 
openings that will endure. Scrap MDF is not donated to local 
martial arts studios for karate practice, and not because 
MDF door manufacturers have no heart. The weight, 
strength and feel of solid core MDF gives occupants peace 
of mind in a way other opening types cannot. And, in the 
event a Jackie Chan prodigy does use a door for practicing 
their moves, MDF material is incredibly easy to repair with 
a little Bondo putty or spackle and some touch-up paint. 

this door is not a laborious process and does not need to be 
contracted out to specialists.

MDF stile and rail doors are also available with 

the versatility of MDF material, a door rated 
for 90 minutes can match a non-rated door 
in appearance to maintain consistency and 
uniformity. You no longer have to compromise the 

DHI community, I have a confession to make: 
I play the ukulele. What is worse (and more 

know it, despite my never having been paid to 
perform in Texas, where I live. I would like to 
think that the dog next door (that I hear every 
time its family leaves for a night on the town) 
is soothed by my strumming. But in reality, 
we should never hear each other at all. And we 
would not with an MDF door – except that the 
dog is probably louder than an STC 35. 

Well-made, solid-core MDF stile and rail doors 
easily hit sound transmission class ratings of 
30 or better with the addition of gasketing and 
a door sweep. If you have ever been to a party 
or gathering where the restroom is directly 
adjacent to the crowd, you know how important 
privacy can be – and how critical a solid, well-
built door is to ensuring that privacy.

Molded panel doors are largely used in multi-
family housing. From this admittedly biased 
millennial hipster’s point of view, buildings are 
missing the mark when doors are overlooked. 

design popular in many high-rise condominiums.

The attention to detail in installing chandeliers in common 
bathrooms and designing automatic package concierge 
services comes up short if the doors encapsulating these 
features are not also up to date and match the building’s 
tone. A high-quality, crisply designed door ties the entire 
concept together and can shift an occupant’s mind from 
“pretty nice” to “oh, wow!” 

The next generation’s values and expectations are of quality 
products that are individualized. Status quo is continually 

safety and durability and in sound transmission class. And if 
nothing more, it is time to make doors fun again. +

DESSIE KENYON is the Customer Service 
Center manager for the Supa Door Division 
of VT Industries, located in Universal City, 
Texas. Email: dkenyon@vtindustries.com
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By Sandra McMorris

Game-Planning  
Your Projects

 How do you know when you’re ready 

to begin a project? Follow these steps to make sure 

   you are fully prepared for success.
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“door” as “a usually swinging 

or sliding barrier by which an 

entry is closed and opened.”

If it’s not swinging, spinning, sliding 
or gliding, it’s not a door. It’s just a 

doesn’t matter how great the hardware 
is designed or how well the wood is 
precision machined, nothing happens 
until it is all installed.

There is an old adage that says, 
“Children should be seen and not 
heard.” The same thing can be said 
about doors. They should be seen and 

be the loudest thing in the room. If 
everything goes as designed, when 
walking through doors, the transition 
from one space to another will be 
seamless and without unnecessary 
physical or mental stress. 

Doors are really not supposed to 
be noticed. Usually when a door 
is noticed or gets lots of attention, 
it’s not because it is operating and 
functioning beautifully. Generally 
people don’t stop and give a door extra 
attention because it opened nicely 
when they pushed it and silently 
closed after they walked through.

But have you ever been locked in a 
room when you were supposed to be 
able to leave or locked out of a room 
you were supposed to be able to enter 
and when you insert the key, the 
cylinder just spins? Those doors are 

attention. 

When doors are not noticed and 

because of installation, and when 
they become an annoyance by 
slamming and jamming or creaking 
and squeaking, it’s also because of 
installation. Installation is where 
the rubber meets the road and is of 

utmost importance. The industry 
hinges on it.

But there is more to installing doors 
and hardware than just installing 
doors and installing hardware. It 

500 doors or 5,000, this endeavor has 
to be well planned out ahead of time. 
Before you start installing, you have 
to get ready to hang.

Just like a professional athlete has 
a game plan for each opponent, the 
professional installer has to prepare. 
Here’s how.

Get Accurate Door and 

Hardware Documents

Before you even begin the task of 
installing doors on a project, you have 

plans and Finish Hardware Schedule. 
You look for, and ask about, any added 
or deleted doors, relocated doors or 
documented hardware changes not 

Schedule. These items you request will 
detail the task at hand, in writing.

Protect the Documents!

The Finish Hardware Schedule will 
be referenced frequently during 
installations, and the pages will 
need to be protected. To keep this 
document intact and reduce the 
chances of stained, ripped or missing 
pages, it should be placed in a 
hardcover, three-ring binder with 
plastic sheet protectors.

Consider highlighting all opening 

easier to see them when you’re trying 

plan pages will go through a lot of use 

and abuse on the construction site. 

rolled and folded, could be protected 
with a peel and stick laminate coating.

Study the Finish Hardware 

Schedule and Section 08 71 00 

Between these two sources you will 
learn all you need to know before 
you start drilling holes in doors. 
Some schedules will say, “Mount all 
door closers to open to a full 180 
degrees unless otherwise noted.” 
Some instructions tell you to install 
closers to give “maximum degree of 
opening.” The layout for a closer with 
a 180-degree opening is not the same 
layout as a closer with a 90-degree 
opening. Remember: Wood doors 
are not forgiving once you’ve drilled 
holes in them. You can’t just pick up 
holes and move them...you can’t erase 
them either.

If there are panic devices or locks to 
install, the mounting height will need 

mortised. Push plates and pull bars 

as do kickplates and door holders. 
Mounting height requirements could 
vary between projects. The mounting 
height of a panic device for a high 
school door may not be the same as an 
elementary school door. Refer to the 
door and hardware documentation to 

heights for the project.

Find Non-Typical Items

Look for things in the Finish 
Hardware Schedule that are not 
typical or that are out of the norm, 

closers, overhead stops, pivot hinges, 
continuous hinges, panic devices with 
concealed rods or sound doors or 
stainless steel doors.

Why search the hardware schedule 
for these items? Because they take a 
little more focus and time to install. 
Some coordinators and overhead stops 
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that are installed in conjunction with 
a parallel mounted door closer will 
require the closer to be mounted lower 
on the door and a drop plate is typically 
included in the hardware inventory. 
Doors with these items should be 
noted so you’ll remember those door 
numbers when you come across them. 

commercial solid core wood door just 
because you forgot to drop the closer 
down 3/4 inch to 1 inch lower from the 
normal mounting position. 

Search for sound doors on the 
hardware schedule and identify them, 
because a typical commercial door has 

doors can have a 1 inch to 1½ inch stop 
on the frame. This is important for 
parallel arm closer installation since 
they will also have to be installed lower 
on the door than typical.

Familiarize Yourself 

With The Layout

get a good feel for the layout of the 
building but if your blueprint reading 
skills are lacking, you’re going to be 
doing lots of backtracking. Since doors 
are located throughout the building, 
minimizing walking in circles with 
heavy doors and door hardware is of 
utmost importance – if you want to 
make it past lunch.

Organize The Hardware

Where is the hardware? In a container 
outside? In the contractor’s job trailer? 
Stacked on several pallets in the 
middle of a hallway? All door hardware 
must be located and organized before 
installation can begin.

If hardware is just strewn all over 

pieces of hardware could become a 
time-consuming ordeal. Damaged 
hardware, lost hardware or ripped 
boxes with missing parts causes job 
delays, multiple trips and money. 
Time spent up front sorting through 
the hardware and storing it in a way 
that’s easier to locate and maintain 
will save you time on the overall 
installation. 

Whether you’re responsible for 
inventorying hardware or not, 
organizing the hardware by type 

it. Separate hinges from locks and 
locks from panic devices. Give each 
type of hardware its own space. It 
is important to open each box that 
was sent by the hardware supplier 
to verify exactly what’s on site...no 

or how light the box may feel.

Familiarize Yourself 

With The Hardware

Do you see hardware you 
haven’t installed before? If 
you do, you’re going to have 
to study the instructions and 

devote time to learning the 
new hardware. 

Spend time upfront 
verifying the 

closers on the project and preparing 
for the various layouts you may come 
across. Do the closers require thru 
bolts? Are they in the boxes with the 
closers? Sometimes thru bolts are sent 
separately. Just because you don’t see 
them does not mean they’re not there. 

Sample Door Frames

Good door installation begins with 
good frame installation. Shimming 
doors, grinding doors, sanding door 
tops and grinding strike plates are 
exceptions, not the rule. They’re all 
a result of poor frame installation. 
Randomly sample door frames that 
have been installed to verify if they 
are level, plumb, true and square. 

There are various tools on the market 

setting and checking door frames. 

few frames you randomly check, 
you’re going to have problems 
throughout the project. If you’re not 
the one who installed the frames, 
the jobsite superintendent will need 
to be informed immediately so he or 

their mistakes before the door and 
hardware are installed.

What Is The Project 

Schedule?

Ask how much needs to be done 
and when it should be done. Does 
everything need to be hung with 
complete hardware installation or 
does the building just need to be 
closed in? Do the doors need to be 
hinged and hung so the painter can 
paint or stain them? Is it a phased 
project? When does the project need 
to be completed? 

Whether you’re responsible for inventorying 

hardware or not, organizing the hardware by 

hardware when you need it.
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Determining Operation Staging And Setup 

where you will have a huge room all to yourself, for 
another project you may have to stage work in a narrow 
hallway or you might have to setup and work outside 
on doors and then bring them inside to hang. Is there 
electrical power in the building or do you need to 
bring your portable generator for power? Determine 
the particular jobsite conditions you have to work with 
before you get started. 

If you’ve asked the right questions up front, you now 
know how many doors, how much hardware and when 
they need to be installed. You know where the doors 
and hardware are located and you have the latest 
revised plans and hardware schedule along with a copy 
of Section 08 71 00 of the project manual. You looked 

closers, panics with concealed rods or anything “out 
of the ordinary” in the hardware schedule. After 
reviewing the documents and meeting with the project 
superintendent, you noted doors that have been 
relocated, deleted or changed. You’ve organized and 
familiarized yourself with the hardware that will be 
installed as well as the layout of the overall project. 

With all of that answered you are now ready to hang, 
right? Well, not so fast.

Verify Jobsite Hours 

Make sure you know the jobsite hours – are they the 
typical 7:00 a.m.to 3:30 p.m.? Will the contractor let 
you work as late as you need? There are some projects 
where work cannot begin before 8:00 a.m. and must 
end before 5:00 p.m. Is weekend work permitted?

Ask Questions

If you’re not asking questions, then you’re not 
getting prepared. Taking responsibility for installing 
commercial doors and hardware on a construction 
project is serious business. Preparation begins days or 
weeks before actual installation is scheduled to take 
place. Each job is a journey and you never know what 
you’re going to encounter.

Proper planning and preparation will reduce 
problems...period! +

SANDRA MCMORRIS
She has worked in the door and hardware industry for nearly 30 
years developing tools and techniques to make commercial door 

Website: shop.justdoortoolz.com.
One Family. One Brand. One Vision.™

www.hagerco.com

Hager powered by SALTO can design a 
customizable electronic access control solution 

access control and security needs. These include 

For more information, please visit
hagerco.lpages.co/bluenet
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UNDERSTANDING CODE 
REQUIREMENTS AND 
PRODUCT SOLUTIONS FOR 
FIRE DOOR CLEARANCES.
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“ G A P P E D ! ”
One of the most common 

inspections is excessive door and 
frame clearances. The door and 
hardware industry, through the hard 
work of many credentialed FDAI 

work by bringing this particular 
life safety issue to light. This is 
essential because doors with excessive 

Understanding Code

allowable code requirements must be 

determined if there are products that 
solve the problem.

Fire door clearance requirements are 
spelled out in NFPA 80 Standard 

B Y  R O G E R  P.  S KO L D  J R . ,  A H C
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for Fire Doors and Other Opening 
Protectives 2016
perimeter (head and jamb), meeting 
edges of pairs and bottom (sill) of  
the door. 

Sill clearance Article 4.8.4.1* states, 
“Clearance under the bottom of a door 
shall be a maximum ¾ inch.” That 
seems clear, but the asterisk indicates 
more information is in the back of 
the standard. Annex A Explanatory 
Material, article A.4.8.4.1. reads, 
“The maximum clearance of ¾ 

by this standard is the accepted 

is a test standard, not an installation 
standard, and prescribes clearances 
and tolerances for swinging doors in 
the test wall opening.” 

Does the asterisk in Article 4.8.4.1* 
mean a larger bottom clearance is 
allowed?

Article 4.8.4.2* in the front of the 
standard continues, “Products 

clearance in excess of ¾ inch and 
listed for use at or under the bottom 

where installed in accordance with 
their listings.” This is very interesting 
because it is clearly an indication 
that a greater bottom clearance is 
allowable when products have been 

after the article number, indicating 
additional explanation. Annex 
A Explanatory Material, article: 
A.4.8.4.2. reads, “Where clearance 

exceeds ¾ inch, door sweeps, door 

addressing the excess clearance could 
be a viable option. Utilization of 
such devices cannot prohibit the full 
engagement of the bottom latch bolt.” 

Product Solutions
Is the language “could be a viable 
option,” just a teaser? Do these 
products exist and just who gets to 
decide if these products really are a 
viable option?

The answers are yes. There really 
are products that are specially tested 
and carry a unique “Miscellaneous 
Fire Door Accessory” certification 
offered by various door hardware 
manufacturers that have been tested 
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for door bottom clearances up to  
1 1/2 inches.

These products generally contain 
intumescent properties and come in 
the form of door shoes or sweeps. 
However, there is one distinction – 

these types of products that require 
the door not to fail, these excessive 
gap products are tested with a door 
and frame clearance that is out of 
tolerance (technically failing) and 
cause the door to pass.

The use of these – or for that matter 

when acceptable to the Authority 
Having Jurisdiction (AHJ). According 

-
-

sible for enforcing the requirements of 
a code or standard, or for approving 
equipment, materials, an installation 
or a procedure.” 

These authorities may be represen-
tatives of The Joint Commission 

approve the use of specially tested 

doors with excessive clearances.

states, “Clearance dimensions between 
doors and frames and meeting stiles 
of paired doors shall be measured on 
the pull side of the assemblies.” This 
matters because beveled edge doors 

are wider on the pull side of the door, 
therefore, it is important to measure 
on the wide (pull) side.

The allowable clearance varies 
depending on the door and frame 

it states, “The clearances between 
the top and vertical edges of hollow 
metal doors and the frame, and the 
meeting stiles of doors swinging in 
pairs, shall be 1/8 inch +/- 1/16 inch.” 
The explanation information in the 
annex again sheds light on the reason 
for this: hollow metal doors expand 
rapidly when they heat and therefore 
a minimum 1/16 inch clearance is 
required to allow for this expansion. 
Due to the expansion properties of 

Excessive gap solution for head and jambs. Excessive gap solution for door bottom.
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allowed to exceed the 1/8 inch by 
1/16 inch under normal operating 
conditions.

Article 6.3.1.7.3 reveals that 

installed in hollow metal door frames 
also “shall not have clearances greater 
than 1/8 inch +/- 1/16 inch between 
the door and frame and the meeting 
stiles of paired doors.”

greater than 20-minute (45, 60 and 
90 minutes), according to article 
6.3.1.7.4*, “shall not have clearances 
greater than 1/8 inch between the 
door and frame, regardless of the 
door frame construction, and the 
meeting stiles of paired doors.”  The 
same holds true for doors constructed 

reinforced polyester and aluminum 
according to article 6.3.1.7.5* and the 
corresponding annex explanation.

Fixing the gap issue is possible 
now that some door hardware 
manufacturers have tested and 

gaps up to 5/16 of an inch that may be 

These specialized gasketing items 
have the distinction of protecting 

test, despite the greater than normal 
clearance and allow the door opening 
to successfully pass the UL10C 
Positive Pressure Fire Test, including 
the Hose Stream.

Look for more changes ahead as 
construction materials used in 
doors and door gasketing continue 
to advance technologically resulting 
in additional products being 

openings comply with building code 
requirements. +

ROGER P. SKOLD 
JR., AHC, is 

sales vice president 
for National Guard 
Products. Email: 
rogers@ngp.com.

Offering you expertise and exceptional service every step of the way.

Our capabilities are numerous and we are keen on providing you with not only 
quality products, but expert support and advice as well. Our trained sales asso-
ciates, vast inventory, strategic shipping locations ensure that we are your best 
source for security door hardware.

MI:  800.522.2940 | NC:  800.768.6050 | TX:  877.347.5117 
www.j lmwholesale.com
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CASE STUDIES

24
SAVING SPACE IN 
HOSPITAL ROOMS

26
LEAKY RUSTY DOORS 
NO MORE

BY TYSEN GANNON, LEED AP 

Saving Space in Hospital Rooms
Space-saving sliding doors make the most of limited space in 
patient rooms at Houston Methodist Hospital.

The Paula and Joseph C. “Rusty” Walter III 
Tower of the Houston Methodist Hospital 
in Houston, Texas, is an innovative 22-story 
patient tower featuring state-of-the-art 
technology. The nearly 1-million-square-
foot facility opened in August 2018. 

ExamSlide doors function as the restroom 
divider in the Houston Methodist Hospital's 
Paula and Joseph C. “Rusty” Walter III Tower 
ACU and ICU patient rooms.

During the design and construction phase of the new tower, 

within the Acute Care Unit (ACU) and Intensive Care Unit 
(ICU) patient rooms.

A SPACE PROBLEM 

environment for medical professionals, equipment and 
patients to easily move throughout the space. The challenge 
is these rooms often have limited square footage. Doors, 
while necessary, can further restrict the usable space. 
Consider the area needed just to open and close traditional 
swing doors, not to mention approach clearances. 

ICU patient rooms, the design team, EYP Architecture & 

contractor, turned to ExamSlide™ doors from AD Systems. 

facilities in mind. 

The doors were installed in prefabricated bathroom pods 
offsite by MAREK. They were then shrink-wrapped and 
transported to the construction site where they were lifted, 

and were ready for use.  

UNDERSTANDING THE SOLUTION
Functioning as the restroom divider in the new tower’s ACU 
and ICU patient rooms, ExamSlide doors remove the arc 
of space needed for swing doors to open and can provide 
an additional 30 square feet of usable room. This allows 
healthcare staff, patients and visitors to easily navigate 
between spaces without losing critical room and the doors 

also enhance safety by removing the risk of being struck by 
a door swinging open. 

JULY 2019   DOOR SECURITY + SAFETY 24



“Unlike traditional swing doors, AD Systems’ ExamSlide doors 

usage times,” said John Kennedy, client account manager 
for American Direct, the AD Systems customer that worked 

solution and supplied the doors for the new hospital tower.

patient and staff needs by improving ease of access. They 

First, the doors slide along heavy-duty, quiet rollers rather 

equipment.

limited mobility. “Compared to traditional swing doors, 
which slam shut, ExamSlide’s soft-close dampening system 
offers acoustical privacy and smooth operation,” continued 
Kennedy.  “The contemporary space-saving design allows for 
unencumbered navigation through the interior.” 

tracks, the sliding doors improve maintenance and simplify 
cleaning. ExamSlide’s innovative perimeter frames are also 

and protective of the all opening, all key factors for long-term 
functionality in a restroom application.

ExamSlide doors are easy to operate, requiring less than 5 
pounds of pressure to open. Additionally, the sliding doors 
are available with ADA-approved (American Disabilities Act) 

hardware and use soft-close technology, ensuring patients of 
all abilities can open and close the doors with ease. Privacy 
locks with emergency override or secure access options are 
also available.

PRIVACY COUNTS
While space savings and accessibility are crucial in healthcare 
facilities such as this one, so too is privacy. Commercial sliding 
doors like ExamSlide deliver on all fronts. Due to the advent 
of acoustic gaskets and drop-down bottom seal features, 
it is possible to seal all four sides of a sliding door leaf. The 
result is a tight perimeter, with excellent sound abatement 
properties. For example, ExamSlide doors provide NIC (noise 
isolation class) values up to 39. This meets or exceeds the 
Facility Guidelines Institute’s STC 35 target for speech in exam 
rooms and is a key safeguard for protecting patient privacy in 
a range of room settings. 

Visual privacy is also important in hospital rooms to make 
patients to feel more comfortable. ExamSlide doors cater 
to this need. “The top-hung sliding door system with no 

American Direct.  “This makes for a hospital environment that 
is a more inviting and pleasant space for clients and staff.” 

THE END RESULT 

helping to push the expectations for patient care in the 
Houston Methodist Hospital. 

“Using ExamSlide doors allowed us to provide a 
contemporary solution for the Houston Methodist North 

acoustics control, ease of use, space-savings and ADA 
compliance,” said Kincaid. +

TYSEN GANNON, LEED AP, is director of 
business development for AD Systems. 
Gannon has more than 15 years of experience 
in the architectural products industry, 
including roles in sales, product management, 
research and marketing, with a focus on glass 
and glazing, fenestration and façade systems.  
Email: Tysen.Gannon@allegion.com.  
Website: www.specadsystems.com.

mounted, top-hung barn door style, rather than 
as a pocket door.
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BY BEN H. DORSEY III, LEED GA

Leaky Rusty Doors No More
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Corrosion from salt usage and weathering destroys a hollow metal entrance on the Trafalgar Road campus in Oakville.

Sheridan College serves 
approximately 30,000 
students and staff on 
three campuses, located in 
Brampton, Mississauga and 
Oakville – all in Canada.

The Facility Services Department of the 
college is responsible for maintaining 
the 19 buildings across the three 
campuses and for new construction.

Hunter Fitzpatrick, a project manager 
for the department and graduate of the 
Architectural Technology program at 

Sheridan, is responsible for the facade 
integrity of all building exteriors, includ-
ing windows, doors, walls and roofs.

responsibility to attend to the thermal 
integrity of the facilities. Such work is 
essential for the thermally challenging 
environment of Canada. As he goes 
about his work, doors tend to be the 
hottest topic of discussion.

THE ENTRANCE ISSUES
Until recently, according to Fitzpatrick, 
many entrances of the Sheridan 
facilities had been using hollow metal 
doors inside hollow metal frames.

That led to two issues. First, the 
snowmelt salt used to treat entrance 
areas each winter had been eating away 
at the steel entrance systems. 

The second issue was air leakage.

“With doors I typically see two 
scenarios,” Fitzpatrick says. “You have 
a door that opens very easily but shows 
daylight when closed, which means that 
the door is not sealing properly. Or, you 
have a door with weather stripping on 
all sides and is sealed so tightly that you 
can slam against it and it won’t open.”

“That sweet spot in the middle that we 
need is exterior doors that seal well to 
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TEST DATA AFFIRMS 
THERMAL EFFICIENCY
This combination of SL-17 door 
and AF-150 framing offers superior 

the following test data:

Thermal Transmittance per 
NFRC 100

For Opaque Swinging Door 
(< than 50% glass)

�

For Commercially Glazed Swinging 
Entrance Door (> than 50% glass)

� 

Air Leakage per NFRC 400, 
ASTM-E283

For Opaque Swinging Door 
(< than 50% glass)

� 

� 

For Commercially Glazed Swinging 
Entrance Door (> than 50% glass)

� 

� 

preserve the thermal integrity of the 
building and that operate smoothly 
and easily for the students and staff,” 
Fitzpatrick continues.

THE SOLUTION
These two issues, air leakage and 
corrosion, led Fitzpatrick to consider 
alternatives. That is when he met 
Emily Collis of Dugan Associates, 
an authorized manufacturing 
representative for Special-Lite. 

products of Special-Lite, I jumped at the 
chance to use them,” Fitzpatrick notes. 

Fitzpatrick realized that the corrosion 
would be mitigated by the construction 
of the Special-Lite products. He also 

observed, “I can install a set of doors 
and stand back on the inside and not 
see any daylight around the perimeter. 
Then I can hit the operator to open the 
door, whether manual or automatic 
opener, and the door opens smoothly. 
As the door closes, it closes to the 
same perfect stop as it was previously. 
Maintaining this seal and doing so 
consistently is the biggest reason why I 
like the Special-Lite system.” +

BEN H. DORSEY III, 
LEED GA, was 
director of marketing 
for Special-Lite and 
wrote this article 
before the company 
announced with 
sadness that he 
passed away on 
March 28, 2019.
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PROFIT IMPROVEMENT REPORT

NORTH CENTRAL CHAPTER
More than 30 door security and safety 
professionals gathered for the North 

year in Minneapolis St. Paul-Shoreview, 
where attendees gained a valuable 
education in Smoke Containment 
Strategies for Hoistways and Elevator 
Lobbies. 

Jack Robbins of Total Door Systems led 
the group through the intricacies of how 
smoke migrates in a multi-story building 

building codes have evolved to address 
this danger and why they mandate 

of a structure. Robbins also explained 
product applications and assemblies 
designed to meet building code 
requirements and limit vertical smoke 

migration via elevator hoistways and 
lobbies. This course offered one AIA 
credit upon completion and attendance 
was free to local chapter members.

Also on the meeting agenda was the 
changing of the guard of chapter 
leaders. President Lindsay Riggs was 
thanked for her leadership and efforts 
as she passed the gavel to incoming 
President Ryan Ketz.

Upcoming North Central Chapter 
events include the 23rd Annual Golf 
Tournament on July 19, 2019, and 
the Annual Fall Chapter Meeting on 

to connect with this lively chapter, visit 
DHINCC.org or contact Ryan Ketz at 
ryanjketz@gmail.com or Lindsay Riggs 
at lriggs@accessit.com.

DHI CHAPTER EVENTS

DHI Chapter Members Gather for 
Education and a Good Cause

Is your chapter hosting 
informative and fun events?

Contact DHI today at 
membership@dhi.org to 
showcase your chapter in an 
upcoming Door Security +  
Safety magazine.

North Carolina Chapter members perhaps 
vying for the longest drive prize.
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NORTH CAROLINA CHAPTER 
MEETS ON THE COURSE FOR A 
GOOD CAUSE 
It was a gorgeous day in May to tee 
off at the Mills Creek Golf Course in 
Greensboro, North Carolina, for the 
North Carolina Chapter’s Frank L. 
Burton Memorial Golf Tournament. 

foursome included Tom Horne, 
AHC, Thomas Son, Carl Duda and 
Erich Hyneck, DHT. Phil Langen won 
Closest to the Pin, Drew Heath had the 
longest drive, and Brian Weston was 
the champion of the putting contest. 
Congratulations to all.

In addition to the participation by those 
on the greens, a number of sponsors 
stepped up including Allegion, Cook 
& Boardman Group, dormakaba, ASSA 
ABLOY and Stephenson Millwork 
among others.

The chapter raised more than $8,500 to 
fund scholarships for its members. The 
chapter will award these scholarships 
soon and applications are currently 
available.

For information or to get involved  
with the North Carolina Chapter, 
contact Mark Chester, AHC at  
markc@cookandboardman.com. +

Top: More than 40 
members participating 
made for a large gaggle 
of carts at the beginning 
of the tournament.

Middle: The winning 
foursome at the North 
Carolina Chapter’s Frank 
L. Burton Memorial Golf 
Tournament included 
Tom Horne, AHC, Thomas 
Son, Carl Duda and Erich 
Hyneck, DHT.

Bottom: Allegion, Cook 
& Boardman Group, 
dormakaba, ASSA ABLOY 
and Stephenson Millwork 
among others sponsored 
the tournament.
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DHI CANADA (DHIC) ATTRACTED A 
RECORD NUMBER 62 STUDENTS AT 
ITS SUCCESSFUL SPRING TECHNICAL 
SCHOOL IN LATE MAY/EARLY JUNE 2019 
IN MONTREAL, CANADA.
The 62 students enrolled in 237 
training days, and the Montreal 
venue continues to attract a record 
number of students each year.

a highlight of the event, giving 
students an opportunity to meet 
their colleagues and instructors 
in a casual atmosphere and to 
make plans to visit the hot spots 
in downtown Montreal.

Course content is continually 

in the 2019 DHIC school 
included:

• DHC205 - Intermediate 
Detailing Doors, Frames and 
Hardware (formerly AHC205 
and CDC305)

• COR123 - Using Door, Frame 
and Hardware Standards 
(formerly CDC300 and 
ELT515)

• COR146 - Introduction to 
Detailing Doors, Frames and 
Hardware

Architectural Hardware 
Consultant (AHC) Exam was 

taking on the challenge of 
completing the exam.

included Shadley Fataar, EHC, 
and Kevin Tish, DHT, AHC, 
EHC, CFDAI, DHC, CDT, CSI.

The co-directors of education 
included Malcolm Eyre, FDHI, 
and Mark Sorrenti, EHC.

Thanks to dormakaba and ASSA 
ABLOY who generously donated 
products to the school.

And thanks to our wonderful 
students who brought 
their enthusiasm and their 
commitment to ensure the 2019 
Spring Technical School was a 
success for all. +

DHI CANADA SPRING TECHNICAL 
SCHOOL ATTRACTS RECORD 
NUMBER OF STUDENTS

Lawrence Beatty, DHT, AHC,  
FDHI, DHC  

Tim Ettinger, DHT, AHC, FDAI

Shadley Fataar, EHC

Paul Jackson, DAHC

John Kalnay, EHC

Jason Landon, EHC

Alan McMurtrie, DAHC

Joe Meijer, AHC

Keith Pardoe, DAHC, FDAI, CDC, CDT

Andy Pope, EHC

Michael Plett, AHC

Dave Sargent, AHC

Mark Sorrenti, EHC

Scott Suppes, AHC

Kevin Tish, DHT, AHC, EHC, CFDAI, 
DHC, CDT, CSI

DHI Canada Spring Technical 
School Instructors
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Join us at a DHI Technical School!
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!

!

FOR MORE INFORMATION AND INFORMATION, EMAIL EDUCATION@DHI.ORG.

FALL 2019 TECHNICAL SCHOOLS
BRINGING EDUCATION TO YOU

DHI Fall Technical School
October 20 - 26, 2019

DHI Canada Fall Technical School
November 18 - 22, 2019



PROFIT IMPROVEMENT REPORT

Avoiding the Mistakes of the Past

will make the same mistakes in responding 
to the next downturn as they have during 
past recessions. As Yogi Berra so aptly said, 
“It’s déjà vu all over again.”

This report examines the nature of the 
typical reaction to declining sales and 
suggests some ways to avoid making the 
same mistakes again. It will do so from two 
important perspectives: 

analysis of the relationship between a 

should do to ensure success under all 
economic conditions.

THE PROFIT IMPACT OF A  
SALES DECLINE
The relationship between declining sales 

measured with a ratio called the Sales 
Sensitivity Index (SSI). It measures how large 

its break-even point. That is, how much sales 

The size of the SSI depends in large part 

The chart on the next page examines this 
by looking at the income statement for the 
typical DHI member based upon the latest 
IFBR Report.

currently generates $20,000,000 in sales and 
operates on a gross margin of 30 percent 

To understand how sales declines impact 

is not clearly understood.

Fixed expenses are “overhead expenses.” 
The key factor is once a budget is set for 
the year, these expenses will only change 

to change them, such as negotiating a 

represent somewhere around 80 percent of 

Variable expenses, in contrast, rise and fall 
automatically as sales rise and fall. They 
include sales commissions, interest on 
accounts receivable and the like. For the 

at 5.2 percent of sales.

The second column of numbers examines 
the impact of a sales decline that causes the 

percent is all that is required to wipe out the 

a typical expense structure where 
approximately 80 percent of expenses are 

variable. Deviations from this ratio will cause 

sales decline.

percent variable. It could do this by lowering 
the commission rate and compensating 
the sales force with a larger base salary. 
The result would cut variable expenses 
approximately in half and they would be only 
2.6 percent sales, not 5.2 percent.

shed variable expenses at a slower rate. The 

by a given sales decline than would the 5.2 

sales, variable expenses would only fall by 
$2,600 rather than by $5,200.

This does not mean that one scenario of 

another. What it does mean is that the level 

as how to compensate the sales force. The 

DR. ALBERT D. BATES is principal 
of the Distribution Performance 
Project and a senior advisor to 
Benchmarking Analytics. His latest 

Barriers in Distribution, is available 
online at Amazon and Barnes & 
Noble. It covers concepts that every 
decision maker should understand. 
Email: bigal6212@gmail.com.

©2019 Distribution Performance Project and 
Benchmarking Analytics. 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.

Currently, economists 
keep predicting a 
recession and the 
economy keeps growing 
steadily. Eventually the 
economists will be right. 
There have always been 
good and bad economic 
periods. There always 
will be. It is prudent to 
have preparations in 
place for when sales 
grow slowly or maybe 
even decline.
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to be understood.

ACTIONS FOR CONTINUE  
PROFIT SUCCESS 
Mitigating the impact of a sales downturn 

carefully avoiding others. Truly avoiding 
the mistakes of the past requires 

do” actions, others are “don’t do.”

Before the next 

calculate their SSI. They should develop 
a target for the SSI and develop plans to 

position, so that their SSI is at least 20 
percent. That means that almost no sales 
decline would be cause for panic. For the 
typical DHI member company, increasing 
the SSI requires only a small increase in 

automatic response to a sales decline 
is to think in terms of reducing prices 

to “get that volume back.” However, 
any reduction in pricing only increases 
the physical sales volume required 

problematic in good times; it is a disaster 
in bad times.

Maintain working capital investment 

sales declines is to horde cash. Inevitably 
this leads to converting inventory and 
accounts receivable into cash. Lowering 
inventory almost always involves a “stop 

level to deteriorate. Accounts receivable 
reductions have a similar impact on sales. 
Lowering either of these will simply drive 
sales down at a faster rate.

“right sizing” expenses is tailor made for 
a period of declining sales. However, 
expense cuts must be limited to areas 
where the cuts will do no harm to sales. 

their marketing expenditures during 

market rebounds they have lost contact 
with key customers.

to have a precise understanding of how 

This can only be done by benchmarking 

in bad times is fruitless. In fact, ongoing 
benchmarking provides insights into the 

down markets.

MOVING FORWARD
The good news is that all recessions 
end. Even the so-called Great Recession 
ended with a sustained period of sales 
growth. While the next recession hasn’t 
even started, now is the time to plan for 
it. Furthermore, planning should not only 
focus on what to do during the recession, 
but how to build momentum for when 
the recover starts.

The bad news is that old habits die hard. A 

develop meaningful approaches to avoid 
them, will be the winners in the future. +

EXHIBIT 1 THE SALES DECLINE THAT WILL MOVE THE FIRM TO BREAK-EVEN FOR THE TYPICAL DHI MEMBER

Income Statement—$ Current Results Break-Even Results Percent Change

Net Sales $20,000,000 -16.1

Cost of Goods Sold -16.1

Gross Margin 6,000,000 5,032,258 -16.1

Fixed Expenses 0.0

Variable Expenses (5.2% of Sales) 872,258 -16.1

Total Expenses 5,200,000 5,032,258 -3.2

$800,000 $0 -100.0

Income Statement—% Current Results Break-Even Results Percent Change

Net Sales 100.0 100.0

Cost of Goods Sold 70.0 70.0

Gross Margin 30.0 30.0

Fixed Expenses 20.8

Variable Expenses (5.2% of Sales) 5.2 5.2

Total Expenses 26.0 30.0

0.0
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COLUMN

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

DECODED

LOCKS USED ONLY FOR 
SECURITY PURPOSES

ACCORDING TO THE MODEL CODES AND STANDARDS, MOST 
OPERABLE PARTS OF DOOR HARDWARE, SUCH AS LEVER HANDLES, 
THUMBTURNS, KEYPADS, AND ACCESS CONTROL READERS MUST 
BE MOUNTED BETWEEN 34 INCHES AND 48 INCHES ABOVE THE 
FLOOR. THIS ALLOWS THE RELEASE DEVICES TO BE OPERATED BY 
THE MAJORITY OF PEOPLE – ADULTS, CHILDREN AND PEOPLE USING 
WHEELCHAIRS. STATE REQUIREMENTS MAY BE MORE RESTRICTIVE; 
FOR EXAMPLE, THE CALIFORNIA BUILDING CODE REQUIRES 
OPERABLE HARDWARE TO BE MOUNTED BETWEEN 34 INCHES AND 
44 INCHES ABOVE THE FLOOR.

BUILDING AND LIFE 
SAFETY CODES
In the International Building Code (IBC) 
and the accessibility standards, there 
are exceptions to the required mounting 
height, but the exceptions vary. For 
example, the IBC states:

1010.1.9.2 Hardware height. Door 
handles, pulls, latches, locks and other 
operating devices shall be installed 
34 inches (864 mm) minimum and 48 
inches (1219 mm) maximum above the 

Locks used only for 
security purposes and not used for 
normal operation are permitted at 
any height.*

According to the IBC Commentary, 
an example of a lock “used only for 
security purposes and not used for 
normal operation” would be a deadbolt 
mounted in the bottom rail of a glass 
door serving a retail store. This lock 
would be unlocked when the store is 
open and is not used by customers for 
access or egress. Keep in mind, however, 
that a lock mounted in the bottom rail of 

with no protrusions in the bottom 10 

inches of the door opening height 
(required on the push side of manually 
operated doors).

NFPA 101 – The Life Safety Code 
requires the releasing mechanism for any 

exceptions for existing hardware. NFPA 
101 does not include an exception to the 
mounting height for locks used only for 
security purposes.

ACCESSIBILITY STANDARDS
The 2010 ADA Standards and the 2017 
edition of ICC A117.1 – Accessible and 
Usable Buildings and Facilities, also 
exempt some operable hardware on 
similar grounds.** However, these 
standards exempt hardware on doors 
designed to be operated only by 
security personnel, rather than 
hardware used only for security 
purposes. Who would qualify as security 
personnel? In the ADA standards and 
the ICC A117.1 Commentary, all of the 
references to security personnel are 
related to detention and correctional 
facilities, courthouses and guards at 
security gates. The ADA Guide states:
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Manual doors, doorways, and gates that 
are designed to be operated only by 
security personnel, such as guards 
in a jail or prison, are exempt from 
requirements for hardware, closing 
speed, and opening force, but must 
meet all other requirements, including 
those for maneuvering clearance. This 
exception applies only where security 
personnel have sole control of doors 
or gates. If automated, such doors or 
gates are required to comply only with 
provisions for clear width and thresholds, 
as well as applicable provisions of the 
referenced ANSI/BHMA Standards.

Examples of security personnel are 
guards in jails, bailiffs in courthouses 
and guards at security gates. The 
intent is not to exempt all the doors that 
security personnel use, but to exempt 

personnel are responsible for opening, 
closing and/or locking for security 
reasons. Examples would be the door 
at the cells and between the courtroom 
and cells in a courthouse. Security 
personnel should have sole control 
of the doors. It is not acceptable for 

security personnel to operate the doors 
for people with disabilities and allow 
others independent access.

CLASSROOM SECURITY
Some proponents of installing barricade 
devices as an alternative security method 
for classroom doors have theorized 
that these devices are not required to 
comply with the accessibility standards 
because teachers are considered 
security personnel. Some manufacturers 
have even claimed that during an active 
shooter scenario, a classroom becomes 
“a place of detention and restraint” as 
referenced in this exception in the IBC: 
1010.1.9.4 Locks and latches. Locks 
and latches shall be permitted to 
prevent operation of doors where 
any of the following exist: 1. Places of 
detention or restraint (refer to the IBC 
for additional exceptions).

A classroom in an educational 
occupancy cannot be deemed “a place 
of detention and restraint” in order 
to justify the use of security methods 
that do not comply with the model 
codes. Occupancies used for detention 

have code requirements that provide 
additional safeguards for people who 

barriers and opening protectives, 

supervision and the means to unlock 
all doors within a prescribed amount 
of time. A space used as a classroom is 
required to allow free egress at all times, 
with one operation to release the latch, 
and no key, tool, special knowledge 
or effort required for egress. The 2018 

the releasing mechanisms for classroom 
door hardware to be mounted between 

THE BOTTOM LINE
• The IBC exempts locks used only 

for security purposes from the 
mounting height requirements.

• The accessibility standards exempt 
locks operated by security 
personnel, which applies to very 
limited locations. Because this 
requirement is more stringent than 
that of the IBC, it’s possible that 

exemption and would instead apply 
the more limited exemption from the 
accessibility standards.

• NFPA 101 includes some exceptions 
for existing hardware, but otherwise 
requires hardware to be mounted 

• State requirements may vary from 
those of the model codes and 
standards. The more restrictive 
height requirements in California 
have resulted in some coordination 
issues – particularly with access 
control products.

When in doubt, consult the adopted 
codes or the Authority Having 
Jurisdiction for more information. +

*Refer to this code section for an additional 
exemption addressing hardware on pool gates.

**The ADA standards also exempt some 
existing hardware from the mounting height 
requirements.

store could be considered a lock used only for 
security purposes (IBC), but is it operated only 
by security personnel (ADA)?
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PRODUCT SPOTLIGHT

A FIREFRAMES® FIRE-RATED  
FRAMING FROM TGP
Technical Glass Products’ (TGP) Fireframes® 

products can meet ASTM E119 and are a modern 
alternative to traditional hollow metal steel doors 

B SECO-LARM TRANSMITTERS FOR  
ANY APPLICATION AVAILABLE AT  
JLM WHOLESALE 

JLM Wholesale Headquarters at: 
 

C ALL THE DOOR HARDWARE  
YOU NEED. ONE PHONE CALL. 

and mechanical door hardware anywhere with 

D SDC'S AUTO ENTRYCONTROL™ LOW 
ENERGY SWING DOOR OPERATOR 

Auto EntryControl™ saves installation time and 

B

A

D

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

what you need to get the job done with 
our search engine, backed by our powerful 

www.seclock.com

F LIGATURE RESISTANT 
SLIDING DOOR SYSTEM

Door System for behavioral healthcare 
environments. Designed with patient 
care and staff safety in mind, the LR-SDS 
eliminates the ligature point at top of door, 
saves space by contributing to a smaller 
patient room design and supports patient 
empowerment, respect and dignity.
www.accuratelockandhardware.com/lr-sds 

G HAGER COMPANIES' NEW 8300 
LOW ENERGY POWER OPERATOR
Hager Companies' new 8300 Low Energy 
Power Operator is designed for easy 
installation and programming. With quiet 
operations and features, this low energy 
power operator is an ideal choice for door 
openings requiring ADA compliance.
hagerco.lpages.co/8300-low-
energy-power-operator/

F

E

G

To be included in this special 
advertising section, contact Sharon 
Newport at snewport@dhi.org.
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COLUMNSHELF LIFE

I WAS RECENTLY LISTENING TO A PODCAST INTERVIEW WITH ONE 
OF MY FAVORITE THOUGHT LEADERS, DANIEL PINK. PINK HAS THIS 
AMAZING ABILITY TO MAKE SENSE OF VERY COMPLEX BEHAVIORAL 
ISSUES. HE ROLLS THEM OUT IN A WAY THAT ALLOWS THOSE OF 
US WHO TOOK TO THE MORE SOCIAL SIDE OF UNIVERSITY LIFE 
TO UNDERSTAND AND APPLY MOTIVATIONAL TECHNIQUES. IF 
YOU HAVE NOT SEEN ANY OF HIS WORK, I WOULD SUGGEST THE 
ANIMATED YOUTUBE VIDEO – IT IS ABSOLUTELY BRILLIANT, AND 
I OFTEN INCORPORATED IT INTO LEADERSHIP TRAINING. THE 
INTERVIEW TOUCHED BRIEFLY ON THE CONCEPT OF “MOTIVATIONAL 
INTERVIEWING” AS A METHOD OF PERSUASION. 

The concept is fairly simple but touches 
on some complex motivational theories. 
The example he gave in this interview 
was about persuading a teenager to 
study for an upcoming test. As those 
of you with children know, this can 
lead to some of those moments where 
you are not going to win “parent of the 
year.” When asking the teenager when 
they are going to study, he receives 
the standard response of “I dunno” or 
“later” and the child continues to surf 
YouTube or play Xbox. 

Many of us would start to list all the 
reasons why the teenager should study 
for the test. Good grades lead to a 
good school. A good school leads to a 
good job. A good job leads to a good 
income. A good income will get you 
off my payroll, etc. Unfortunately, this 
logic falls on deaf ears and we tend to 
escalate our rationale. Perhaps I am 
projecting here, but this often leads 
to such effective motivational tools 
as a “lifetime ban on electronics” or 
“grounding for life.” Ultimately, the 
failure occurs because our reasons for 

studying for the test are just that – ours. 
They are not the reasons that resonate 
with the teenage mind. 

Motivation comes from personal 
reasons for completing the task at hand. 

So how do we tease out this personal 
motivation? Pink introduces the idea 
of asking two seemingly irrational 
questions. First, he needs to set a 

response to when are they going to 
study for the test, he switches gears. 
The question might be, “Okay, on a 
scale of 1 to 10, with 10 being highly 
motivated and 1 being not motivated 
at all, where would you say you are on 
being motivated to study for this test?” 
Let’s say that the teenager comes back 
with a response of 3. Now most of us 
parents would lose our marbles and fall 
into the previous behavior of volume-
based motivation where we list all the 
above-mentioned reasons to study for 
the test and the results would be the 
same. On the other hand, Pink suggests 
that the next question should be geared 

MOTIVATIONAL INTERVIEWING 

JASON BADER is the principal of The 
Distribution Team. He is a wholistic 
distribution advisor who is passionate 
about helping business owners solve 
challenges, generate wealth and achieve 
personal goals. He speaks at several 
industry events each year, providing 
executive coaching services to private 
clients and sharing thoughts in industry 
publications. Phone: 503-282-2333.  
Email: jason@distributionteam.com. 
Website: www.thedistributionteam.com.
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toward the teenager assessing their 
own personal motivation. “Okay, so you 
are a 3, why didn’t you choose a lower 
number?” 

By asking the second question, you 
are inviting the teenager to explore 
their own motivations for studying 
for the test. As they start to rattle off 
a few reasons, we need to recognize 
that these are the things that are most 
important to them. If the person can 
articulate the reasons for doing the 
desired behavior, you are steering them 
toward the desired outcome because 
people believe their own reasons more 
strongly than the reasons of others. 

A couple of weeks ago, I was having 
lunch with a friend of mine and I shared 
this concept. He was also taken with 
the simple brilliance of the strategy. 
Being a career sales professional in the 
pharmaceutical industry, and used to 
dealing with egotistical physicians, he 
decided to give it a shot. He was trying 
to persuade a doctor to switch to one of 
his drugs and was receiving a lukewarm 
reception. Rather than reiterating the 
clinical research and how this drug 

was saving lives all over the world, he 
decided to try the concept we had 
discussed. The doctor responded to 

to switch over to this new drug” with 

question and asked, “So you are a 5, 
why aren’t you a 2 or 3?” 

Just as Pink suggested, this doctor 
starts giving reasons why he should 
probably switch and how he was 
disappointed in the drug he was 

closed the deal and is a convert to this 
method of persuasion. 

in the sales arsenal, but where else can 
it be applied? 

I can envision a branch manager 
working with an inside salesperson 
on adding lines to an order. Why is it 
important for the branch to increase 
their lines per order average? If there 
is a team goal in place, what is their 
personal motivation for hitting that 
goal? That is what we are trying to 
tease out. 

I could see using this concept to 
improve organization in a warehouse 
or cleanliness of delivery vehicles. If 
deployed properly, this could boost the 
level of self-direction in the workplace. 

I was taken aback by the simplicity of 
this motivational technique. Tapping 
into the subject’s personal motivations 
will allow you to steer the conversation. 
Too often, we assume that we know 
why a person should make a certain 
decision, but that is the height of 
arrogance. As a cautionary note, use 
this technique sparingly. You don’t want 
to overplay your hand here and be 
known as the “1 to 10 guy.” Just put it in 
your bag of motivational tricks. 

I urge you to do a little more research 
on Dan Pink and his theories on 

this technique worked famously on the 
doctor, my friend reported that it was 
an utter failure on his teenage daughter. 
Apparently, this strategy is no match for 
iTunes and set of earbuds. 

Good luck. +
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ROBERT W. WENDOVER has been working 
with employers to improve workplace 
decision-making and cross-generational 
communication for the past 20 years. 
Phone: 800-227-5510. Email: bobw@
commonsenseenterprises.net. Website: 
www.commonsenseenterprises.net.

ERADICATING SAFE 
DECISION SYNDROME

JACK HAS BEEN A CUSTOMER SERVICE SUPERVISOR FOR ALMOST A 
YEAR. YOU PROMOTED HIM BECAUSE OF HIS SKILLS WITH THE CRM 
SOFTWARE. HE HAS A GOOD WORK ETHIC, RELATES WELL WITH 
OTHERS AND APPEARED TO BE A RISING STAR. BUT HE CANNOT 
SEEM TO MAKE A DECISION WITHOUT INVOLVING YOU. HE CAN 
SCHEDULE HIS TEAM BUT MAKING DAY-TO-DAY JUDGMENTS SEEMS 
TO BEDEVIL HIM. YESTERDAY, HE INTERRUPTED TO ASK IF HE 
SHOULD SIGN FOR A DELIVERY ON THE DOCK BECAUSE NO ONE 
ELSE WAS AROUND. “OF COURSE,” YOU SAID. BUT EVERY TIME HE 
DOES THIS, IT TAKES YOUR FOCUS AWAY FROM SOMETHING ELSE.

Today’s emerging workers are the 
best-educated Americans to enter the 
workforce. Yet countless employers 
complain that many of them have no 
common sense. A lot of it has to do 
with what I call safe decision syndrome 
(SDS) or the fear of taking action without 
direct instructions. It is one thing, 
for instance, to know the principles 
of negotiating. It is another thing to 
put your authority and reputation on 
the line and come up with the best 
solution when a customer is asking for 
something unusual. 

Of course, there is more to this 
phenomenon than just young people 
with a fear of making mistakes. Safe 
decision syndrome is permeating 
all aspects of the workplace. As the 
number of daily decisions increases and 
the amount of information explodes, 
more and more people of all ages are 
feeling overwhelmed. 

THE IMPACT OF SDS
Because of its scope, safe decision 
syndrome affects all aspects of the 

the quality of decisions. Imagine being 
too busy or overwhelmed to do the 
research involved in choosing the best 
vendor for a project. You would love to, 
but there is too much on your plate and 
a decision has to be made. You do not 
like doing it, but you select the one that 

consequences. 

This phenomenon affects us all. With 
the information explosion of the world 
today and the demand for immediate 
outcomes, is it any wonder that your 
people, regardless of age, may retreat 
from making the decisions you consider 
normal in everyday business? Over time, 
this practice becomes sand in the gears 
of the productivity of an organization. 

So how do you detect SDS within 
your work environment? Answer the 

1) Have you been making more 
commonsense decisions than in 
the past? In other words, are your 
people coming to you with decisions 
they should be making themselves? 

BUSINESS 
MANAGEMENT
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What is your strategy for dealing 
with this?

2) Do your people seem to be 

instructions? Do they seem hesitant 
to act without being told exactly 
what to do? Does it appear they are 
trying to cover themselves in case 
the decision does not work out as 
planned?

take the next step independently? 
Are they relying on your guidance 
rather than reporting back about 
what they did and how it worked 

and prodding others to take a 
position on what needs to be done? 

seasoned contributors about making 
decisions? Do typically resourceful 
employees appear more hesitant 
about making decisions they would 
have embraced in the past? 

5) Are you sensing a shift in your 
corporate culture toward risk 

avoidance? Do you sense it in 
meetings? Do you hear it in everyday 
conversations? Are routine decisions 
devolving into endless analysis? 

Take a few moments to consider how you 
can manage the effects of safe decision 

below or consider passing this article 

an upcoming staff meeting. 

ERADICATING SDS
Provide context – do your employees 

and makes money? If not, why not? 
Consider how long it took for you to 

decisions grow with your knowledge 
of the larger context? Consider those 
reporting to you. Will your salespeople 
develop a better grasp of decisions 
if they understand all the economics 
of a sale? Will your warehouse people 

model? The more employees grasp 
the big picture, the more informed and 
accurate their decisions will be. 

Do a better job of framing decisions – the 
hardest part of making any decision is 
being clear on the desired outcome. Too 
often, someone else’s agenda or another 
distraction can impair our thinking. 

The most important question you can 
ask when framing a decision is, “What 
does success look like?” This question 
applies whether you’re resolving a 
personnel dispute or deciding whether 
to take on a new line. It is paramount 
that those making decisions make 
a habit of getting past impulse, 

question to be decided. 

Discussing case studies in meetings 
and during coaching will illuminate how 
others approach decisions and help you 

pursuing the real issue.

Commit to using think-alouds – lifted 
from the ranks of educators, this 
strategy suggests that the manager ask 
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the employee who has a question to 
think the problem through out loud in 
front of him or her. This accomplishes 
three things: 1) The manager has an 
opportunity to better understand how 
the employee approaches problem 
solving; 2) If the employee pursues 
the wrong approach, the manager can 
see that early on and provide some 
coaching; 3) As the employee comes 
to a solution independently, there will 
be a resulting sense of satisfaction and 

Do this enough and you’ll have a self-
reliant decision-maker. 

Frame mistakes as an understandable 
part of work – you may think mistakes 
are okay and a part of life, but is 
that what your employees perceive? 
When a decision does not go well, 
be open, frank and forgiving in your 
communication. You want a team of 

who will not fear for their jobs when 
things go wrong.

Celebrate small successes – much 
has been made of the “trophy kid” 
generation entering workplace of today. 
Whether this is overblown seems to 
depend on the individual manager’s 
experience. Regardless, surveys of 
these young people indicate that they 
desire more frequent feedback than 
previous generations. While you may 
be thinking they should be thankful 
they have a job, indulge them a little 
and everyone else as well. When 
someone handles a personnel decision 
well, takes care of a minor crisis or 

their own, take a 
minute to praise 
the decision-maker. 
Your reward will be 

self-initiating 
contributor down 
the road. 

Make a practice 
of providing 
closure – when a 

has been made and 
the outcome has 
become apparent, 
encourage the 
decision-maker 
to take time to 
process what 
happened. I call this 
cogitating. Suggest 
that the decision-
maker answer four 
questions: What 
worked? What did 
not work? What 
should I have 
anticipated? What 
have I learned? 

Make this practice a part of normal 
procedure and you will see a difference 
in the way your team approaches 
decisions. When it is okay to take time 

one’s decisions, it is only natural to want 
to make this a habit. 

Better selection – having consulted with 
hundreds of employers over the past 
30 years, I am convinced more than 

ever that everything associated with 
employee success hinges on selection. 

weeks researching a $10,000 equipment 
purchase, but only a few hours hiring the 
person who will run the machine. In the 
computer world, “garbage-in-garbage-
out” refers to careless programming. 
The same might be said of those who fail 
to take care in hiring the best decision-

framing of decisions mentioned above, 
the question to ask before commencing 
any selection is, “What does success 
look like?”

Better training – while a lot of focus is 
placed on the development of skills 
in new hires, little is placed on the 
development of decision-making. 

and-error. With today’s pressure on 

turnover among young contributors, 
waiting for employees to learn as they 
go can drain the earnings out of your 
company in no time. 

The recipe is simple: 1) Screen for 

when hiring; 2) Focus on the 
development of decision-making they 
can pick up the content knowledge as 
needed; 3) Match each person with a 
mentor who will compel them to learn 

make good choices when the heat is on. 

THE NEXT STEP
As much as safe decision syndrome 
did not appear suddenly, neither will 
it vanish overnight. But every day you 
leave it unchecked, its insidious effect 

What steps can you take in the next 
few weeks to foster a culture of 
making healthy decisions? Perhaps it 
is implementing think-alouds when 
dealing with those asking too many 
questions. Maybe it is cogitating on 
outcomes. It could be doing a better 
job of framing decisions. Whatever 
paths you take, you’ll be on your way 

stealing scourge. +

When someone handles 
a personnel decision well, 
takes care of a minor crisis 

a customer on their own, 
take a minute to praise the 
decision-maker. 
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“

2019 Fall Technical Schools – 
It’s Electric!
DHI FALL TECHNICAL SCHOOL DHI FALL TECHNICAL SCHOOL
OCTOBER 20–26, 2019 NOVEMBER 18 –22, 2019

ools –

Education
Your Career, Our Commitment

As the hardware industry becomes more dependent on the versatility of 
electrifi ed hardware, this curriculum will teach you the necessary skills 
to communicate effectively with Architects, Owners, Contractors, and 
Subcontractors as an expert industry professional.

•
•

EHC433  – Advanced Electrifi ed Architectural Hardware
40 Hours – 40 CEPs New Program

EHC400 – Electrifi ed Hardware Applications and Documentation
32 Hours – 32 CEPs New Program

EHC433 is one of the best DHI classes I have ever 
taken. The instructors are so talented, and their 

teaching is well organized. Quick learn of how to 
read and draw elevation, point-to-point, system 

riser diagrams and much more. Regardless of 
whether you work in an offi ce or in the fi eld, this 

class provides you with the tools and knowledge to 
work professionally!” – David Gong, Retrolock, student in inaugural class
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REVENUE 
GROWTH HABIT

LESSONS IN PERSEVERANCE AT 
THE KENTUCKY DERBY

ALEX GOLDFAYN is the CEO of the 
Revenue Growth Consultancy and 
the author of The Wall Street Journal 
bestseller, "Selling Boldly," and the Forbes 
Sales Book of the Year, "The Revenue 

Website: www.Goldfayn.com.

MY WIFE AND I ATTENDED THE KENTUCKY DERBY IN EARLY MAY – 
OUR FOURTH DERBY IN THE LAST FIVE YEARS. 

As you have probably heard by now, the 
apparent winner, Maximum Security, 

interfering with some of the other 
horses. This led to the biggest longshot 

the winner.

It was a good race, but the apparent 
winner, led through much of the race 
and cruised to what seemed like an easy 
two-length victory. 

We were not informed that there was an 
objection and that the race was under 
review. Although the results were not 

for third place. The winning horse was 
on the screen with the winner’s rose 
garland around its neck.

About 10 minutes after the race, my 
phone started to light up. I was getting 
texts from friends, family and clients that 
the race was under review. More time 
passed. Many people began to leave.  

Twenty-two minutes following the 
conclusion of the race, we were 
informed that a review had occurred 
and its results were announced. 

The winning horse lost. The horse in 
second place became the winner. The 
horse in third place became second. 
And horse in fourth came into the 
money. A monumental change for those 
making wagers. 

And, the stadium was two-thirds empty. 
People had gone to cash in what they 
thought were their winning tickets, and 

were streaming out of Churchill Downs. 
Betting slips were strewn on the ground, 
tossed away by people who thought 
they were losing bets. But some of them 
were winners. 

Some people returned, crawling on 

dresses. Other people simply roamed 
from row to row, looking for discarded 
winning slips, looting (or salvaging) what 
was abandoned too soon by others. 
Some of these folks were just grabbing 
handfuls of discarded slips to get them 
scanned at the betting window. 

Too many people left way too soon. They 
didn’t stay in the game – they quit the 
game. They didn’t even know the game 
was not yet decided – but they left. 

And it cost them real money. As it does 
for us, in sales.  

As long as we are in the game – as long 
as we persevere and keep trying – we 
have a chance to win the sale. But as 
soon as we give up (and leave the 
arena), we voluntarily abandon any 
possibility of success. It is physically 
impossible to make the sale when we 
behave as though we have lost the sale. 

I don’t know about you, but I feel like my 
prospects deserve my help, and I owe it 
to them to stay in the arena with them as 
long as possible. 

Like so many of the Derby attendees 
should have. +
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GROW YOUR FIRE + EGRESS 
DOOR ASSEMBLY TEAM
DAI300 – Fire Door Assembly Inspection – 
Technician Level Course
In our continued commitment to advance the CFDAI program we have created a new course to help CFDAIs grow their inspection services 
and build an inspection team.

• 8-hour course taught in-house by the CFDAI/FDAI
• 
• 
• 

Learn more at www.dhi.org/dai300 or 
contact education@dhi.org. 

Take our free online 
  assessment test to see 
    if your team is prepared 
      to successfully complete 
        this course, of if they 
          need additional 
            knowledge to prepare 
              in advance.



GROWING 
SOCIAL

INSTAGRAM — THE SM 
PLATFORM FOR YOU?

BECKY CARICO, is assistant marketing 
communications manager, Häfele America 
Co. Email: becky.carico@hafele.us.

SHELBY WATKINS is Creative Marketing 
Specialist, Special-Lite.  
Email: Shelby_Watkins@special-lite.com.

WHY INSTAGRAM IS  
YOUR MARKETING  
SECRET WEAPON
BY BECKY CARICO

BEFORE INSTAGRAM, THERE WAS FACEBOOK  
AND TWITTER — BOTH STILL VERY POPULAR  
SOCIAL MEDIA PLATFORMS, BUT INSTAGRAM  
TOOK THINGS TO A NEW LEVEL. WHAT’S  
EVERYONE’S FASCINATION WITH IT? HOW  
CAN IT LEVERAGE YOUR BUSINESS?

VISUAL

platform. Whether you’re posting the 
award your company just received or 

a photo or video to go along with 
your text caption. Giving a potential 
customer a visual of what you’re selling 

fact, you can now sell product directly 
through the platform for a fee. After all, 
seeing is believing, right? 

INFLUENCERS
More ads pop up on Instagram than 
any other social media platform. Not 
only do sponsored posts show up as 
you’re scrolling through your feed, 
but also when you’re going through 
your Instagram stories of those you 
follow. You could be following social 

is selling Sugar Bear Hair vitamins at 20 
percent off when you use their code, 
FabFitFun boxes or Kylie Jenner is 
promoting her newest shade of lipstick 

People like ads on Instagram; they 
expect them. And for that reason, 
there’s no better platform to promote 
your brand right now than Instagram. 

ENGAGED
Keeping your audience engaged is 

to your photo to make it pop or a short 
video testimonial from a customer. 
Better yet, go live and have your 
followers ask any questions they’ve 
been eager to pose. Instagram is an 
open platform with endless possibilities 
that users continue to visit multiple 
times a day.
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YOUR ONLINE MAGAZINE
BY SHELBY WATKINS

MANY PEOPLE DON’T KNOW WHERE TO START WITH INSTAGRAM. WHETHER OR NOT YOU USE 
IT PERSONALLY, IT CAN BE FRUSTRATING TO FIGURE OUT HOW TO USE AN IMAGE-BASED APP IN 
AN INDUSTRY LIKE DOORS AND HARDWARE. YOU CAN SEARCH HASHTAGS AND FIND HUNDREDS 
OF ACCOUNTS THAT ADMIRE AND PHOTOGRAPH DOORS AND HARDWARE, BUT THESE ARE NOT 
NECESSARILY PURCHASERS. 

Here is the strategy advice that can be 
a game changer: Instagram is not just 

what to post, think of what your buyers 
would want to read in a magazine. A 
great photo with one to two paragraphs 
of text is ideal, but text can be longer if 
necessary to tell your story,

Other strategies for gaining engaged 
followers include using relevant hashtags 
(if you use more than four, put them in the 
comments). You can also visit accounts 
similar to yours that are experiencing 
a lot of engagement, then view who is 
liking and commenting on recent posts 
and follow those accounts. An app, 
such as Followers, tells you who is not 

unfollow those accounts later if you wish.

These last strategies may increase 
your follower count. However, getting 
followed by, and engaging, the people 
you wish to convert to buyers won’t 
happen without a solid content strategy, 
such as the online magazine concept. 
So keep in mind that while an individual 
post should stand out on its own, it 
should also be part of an overall story.

BUSINESS PROFILE 
OR PERSONAL PROFILE?
Do you know the difference between 
a regular Instagram account and a 
business account? If you’re like me, 
you probably made a business account 
right away. Instagram will notify you 
frequently to change your account to 
a business account. Recently, I ran an 
experiment and saw the real difference.

I am crazy about dogs, so it might 
not come as a surprise that one of my 
hobbies has been photographing dogs 
and running an Instagram featuring 
them. While this is pretty far off the 
topic of doors and hardware, it teaches 
an interesting lesson. 

I had no reason to make this 
“dogstagram” a business account as I 
had for the majority of the accounts I 
created for work. It started as a regular 
account and grew pretty quickly. I 
had a lot of engagement, comments 
and direct messages with product 
discounts. When I began looking at 
some of the successful dog accounts, 
many of them were business accounts 
that were selling or endorsing products. 

I changed the account to a business 
account and almost instantly, my 
engagement dropped. Nobody 
commented, and my likes and new 
followers decreased. I was posting with 
the same frequency and using the same 
kind of content and hashtags as I did 
before. I then did some research to see 
if anyone else had experienced this 
when they switched, and sure enough, 
they had, I waited a few days to see if 
anything changed and my engagement 
remained abysmal. I then switched back 

and engagement returned. 

I found that an algorithm accomplishes 
what Facebook did some time ago, that is, 
to make businesses appear less often and 
further down the feed to encourage them 
to pay to promote posts and be seen. 

Determine what is more important to 

contact buttons and advertising, or 
followers and engagement? +

49DOOR SECURITY + SAFETY  JULY 2019



Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



Contributors Listing as of , 2019

Thank You to Our Premier Contributors!      
PLATINUM LEVEL
DISTRIBUTOR ($5,000)

Allmar, Inc.
Beacon Commercial Door & Lock
Contract Hardware, Inc.
Spalding Hardware Systems
The Hallgren Company

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

INDIVIDUAL ($1,000+)
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., CAE
Maas, Robert D., FDHI
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.
Dallas Door and Supply Company
H & G/Schultz Door
Kelley Bros.
Mulhaupt’s, Inc.
OKEE Industries, Inc.
Walters & Wolf Interiors

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

INDIVIDUAL ($500)
Dupuis, David R., AHC, FDAI, FDHI
Gaddis, Mark F. 
Liddell, Rick, FDHI
Pulliam, Jason 
Smith, Foster, FDAI
Strauss, Charles J. 
Tartre, James R., CDC, FDHI

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

DISTRIBUTOR ($1,000)
Anderson Lock Co., Ltd.
In Memory of George H. Boomer, Sr. Fund
LIF Industries, Long Island Fire 
   Proof Door, Inc.
Negwer Door Systems
S. A. Morman & Co.
Spokane Hardware Supply, Inc.
William S. Trimble Co., Inc.

SALES AGENCIES/
CONSULTANTS ($500)
Baines Builders Products, Inc.
Donald A Loss Associates

INDIVIDUAL ($250)
Hooker, Russell, DHT, AOC, 
   DHC, CFDAI
Swanson, Jonathan C., DHT, AHC
White, James T., AOC, CFDAI, FDHI

BRONZE LEVEL
MANUFACTURER ($2,500)
Securitech Group, Inc.
Steward Steel, Inc., Door Division

DISTRIBUTOR ($500)
Builders Hardware and Specialty Company
Lindgren Building Supply
Montgomery Hardware Company

INDIVIDUAL ($100)
Barnhard, Richard J., DAHC/CDC, FDHI
Boardman, Raymond K., AHC
Boatman, Anthony A., DAHC/EHC,  
   CFDAI
Callahan, Stacey M. 
Farley, Eric
Frazier, G. Paul, AHC
Hynds, Joseph J., AHC
Newport, Sharon
Pekoc, Thomas A., AHC, CDT, CSI
Sternig, Simon P., CFDAI

SUPPORTER LEVEL
MANUFACTURER (up to $2,500)
Accurate Lock & Hardware
Architectural Control Systems, Inc.
Crown Fire Door Products
Door Controls International
HMF Express
Security Door Controls

DISTRIBUTOR (up to $500)
3SECorp
Norwood Hardware and Supply Company
R. E. Friedrichs Company
RJT Door & Service

SALES AGENCIES/
CONSULTANTS (up to $250)
Pacific Architectural Marketing

INDIVIDUAL (<$100)
Lipsey, Joel H.
Molina, Chuck J., CCD
Saltmarsh, David, FDAI

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(up to $2,000)
AC Business Media Inc.
DHI Canada
DHI Georgia Chapter
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI North Carolina Chapter
DHI Old Dominion Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter



A AND THE ANSWER IS
Astute readers of this column will catch 
the lever handle below the exit device. It 
certainly caught my eye as I walked passed 
the corridor. I decided to walk down for a 
close-up and lo and behold, I found this sign 
on the door. Has anyone ever heard of a 
private exit? I’ve never seen that in any NFPA 
or IBC code.

B HOW IS YOUR ENGLISH? 
You see an exit device. You see a sign that 
says “Exit.” In the event of an emergency, 
should you really have to read a sign that tells 
you that you might plunge to your death upon 
opening the door? And what if your English 
ain’t that great? And what does that minus 
sign mean?

C INSPECTED SIGN
This has to be the most inspected exit sign 
ever! Monthly inspections. Who does that?

D NOT THE DEFINITION  
OF OBVIOUS

in charge of writing specs for the state. 

DID SOMEONE ACTUALLY 
WRITE THAT?

Write and right are homonyms. I’ve 
always enjoyed using both in a sentence: 
“Just because you can write it, it doesn’t 
make it right.” Same with signs on doors. 
Sometimes a simple statement is needed 
and effective. Other times it is straight 
“What were they thinking?” time. Here are 
some examples I’ve seen recently.

If instructions are needed, can the door 
be considered an exit? Our expertise as 
an industry is proven every time we see a 
sign taped to a door providing instructions 
on how to operate the door. Many DHI 
members have volunteered time to 
improve codes and standards. These signs 
are an example of what happens when 
non-door hardware people take control of 
the opening.

BY MARK J. BERGER

REAL OPENINGS

A

B

C D
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E ON THE WAY IN 
Sign makers need to make signs, 
otherwise why would they exist? Here’s 
an extremely professional sign, large 
letters, boldly proclaiming a safety 
hazard to those walking by. Normally 
we’d applaud that. Except one little 
issue… look for the hinges. The door 
opens inward, so what would someone 
on the outside be watching out for?

Oh and the hasp and padlock pretty 
much means anyone who is inside the 
room is at risk of being locked in. There 
should be a sign about that!

F SMALLEST EXIT SIGN EVER 
I guess we’d have to say at least there 
is an exit sign on this old door with a 
skeleton key lock. But the door swings 
inward and could very easily be locked.

G YOU HAVE A CHOICE
When was the last time you were given 
a chance to prove your strength while 
entering a restaurant? Luckily this 
restaurant has two doors.

MARK J. BERGER is the president and chief product 

president of DHI and chair of the Builders Hardware 
Manufacturers Association Codes & Government Affairs 
Committee. All “Real Openings” photos have been 
taken in public spaces with the goal of highlighting the 
prevalence of code violations and the need for vigilance 
to save lives. If you see something, say something.

Do you have your own “Worst Door Ever?” Please send in the photo, along 
with relevant information. We’d like to see what our readers have discovered. 
Email your photos and descriptions to real.openings.dhi@gmail.com.
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CONSTRUCTION EMPLOYMENT INCREASING 
IN MOST METROPOLITAN AREAS
The Associated General Contractors of America 
(AGC) reports that construction employment 
increased in 250 of 358 metropolitan areas of 
the United States from April 2018 to April 2019. 
Employment declined in 53 metropolitan areas 

construction employment in many parts of the 
 

+16,600 jobs
PHOENIX-MESA-
SCOTTSDALE, 
ARIZONA 

+9,200 jobs
DALLAS-PLANO-
IRVING, TEXAS 

+8,400 jobs
LOS ANGELES-LONG 
BEACH-GLENDALE, 
CALIFORNIA

+7,000 jobs
ATLANTA-SANDY 
SPRINGS-ROSWELL, 
GEORGIA

+6,800 jobs 
LAS VEGAS-
HENDERSON-
PARADISE, NEVADA

+500 jobs
MONROE, 
MICHIGAN

+1,500 jobs
ST. CLOUD, 
MINNESOTA 

+600 jobs
AUBURN-OPELIKA, 
ALABAMA

14% 6%

6%
25%

6%
11%

26%

26%
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AD INDEX JULY 2019 
HARDWARE TRENDS

DON’T MISS OUT ON THESE 
UPCOMING ISSUES:

FINISH THE YEAR STRONG!
Contact Sharon Newport:  snewport@dhi.org • www.dhi.org/advertising

SEPTEMBER 2019:
Custom Doors and Unique Solutions
Product Focus: Historic Restoration/Renovation, Protective 
Hardware; Decorative/Restoration Hardware
Deadline: July 20 

OCTOBER 2019:  
DHI conNextions Bonus Distribution 
Access Control and Security
Product Focus: Biometrics, Access Cards, Credentialing, 
Smart Locks, Specialty and Security Hardware 
Deadline: August 20

NOVEMBER 2019: 
Metal and Specialty Doors
Product Focus: Sliding/Folding Door Hardware; Specialty 
Products; Exit Devices and Electronic Options 
Deadline: September 20

DECEMBER 2019: 
Fire and Egress Door Assembly Inspection
Product Focus: Fire-Rated Glass and Glazing; Fire/Smoke 
and Detection Devices 
Deadline: October 20
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COLUMN

JODI CHERNOUSKI, CEM, is show 
manager, DHI conNextions for AC 
Business Media.

CLOSING 
THOUGHTS

We Want to Hear from You!
Have something on your mind 
that you want to share with Door 
Security + Safety readers? Email 
arickard@dhi.org, to author a 
future Closing Thoughts column.

As with anything in life, no one and no 
company in our industry can maintain 
the status quo and expect to get ahead. 
It’s imperative to stay abreast of the 
latest trends and technologies. Better 
yet, to create the most cutting-edge 
technologies and leading trends.

The industry’s annual convention, DHI 
conNextions, is an ideal venue to gain 
valuable knowledge of what’s coming 
down the line. This fall in Cleveland 
from November 6-8, 2019, attendees 
will participate in education sessions 
covering a wide variety of trends and 
technologies. Following are just two of 
the over 20 sessions that await:

Non-Contact Safety with LASER 
Technology & Barrier-Free Access 
With so many technologies in the 
market, learn to navigate through the 

and how it provides safety. From power 
operated low-energy doors to horizontal 
applications and alarm systems, LASER 
technology is currently being used to 
minimize false detections while offering 
precise detection capability. Along with 
technology, this session will also review 
barrier-free applications while providing 
security and convenience for individuals 
with limited mobility.

Wireless Access Control, the future 
NOW! Don’t get tangled up in the past. 
Learn how wireless technology is the 
convenient, dependable and cost-
effective way to achieve a comprehensive 
security solution today. Incorporate a 
winning wireless success, both in the 

come to understand the evolution 
of wireless, its growing presence in 
access-controlled environments and its 
numerous advantages as a new system 
or enhancement to existing installations. 
Cut the wires, but stay connected to the 
future of access controls.

While the very tangible and technical 
education is extremely important, 
it’s only a part of the equation. 
Understanding why we do what we do 

is the most crucial part of the industry. 
Knowing what to make, how we produce 
and use it, gets us to market, but without 
having a clear common understanding 
of why a product or technology are 
necessary, there’s no point. 

This year’s DHI conNextions keynote 
address, “Start with Why,” will speak to 

examples, Heath Slawner, a noted speaker 

articulate the importance of understanding 
your “Why.” Highlights include:

• Explore why what we do becomes more 
powerful when we know why we do it.

• Learn how the why
giving us an alternative perspective on our 
organizations, careers and even our lives.

• See the reason human connection 
through trust and authenticity is vital to an 
organization’s success.

Other education sessions include the 
following and many more:

• Developing Your Most Important Asset

• The Integration of Division 8 and 
Division 28 

• State of the Physical Security Industry 
Highlighting Key Trends and Mergers & 
Acquisition

• Compare Your Company to Best 
Distributors Self-Evaluation Workshop

• Women Opening Doors to the Industry

• Codes Roundtable

• Labeled Doors Enhance Safety & Security 
in the Built Environment

• Access Control 101

• Wireless Access Control, the future NOW!

• Access Control Fundamentals: Frequently 
Used & Confused Terms Training Guide

• Non-Contact Safety with LASER 
Technology & Barrier-Free Access

• BIM Open Standards, What Teams Need to 
Know in 2019

Be sure to save the date for DHI 
conNextions: November 6-8, 2019 in 
Cleveland. Registration is now open at 
DHIconNextions.com. +

STAY ON TOP OF INDUSTRY TRENDS 
AT DHI CONNEXTIONS 2019
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Apply for a Door Security & 
Safety Foundation Scholarship!
DSSF’s Scholarship Program provides funds for individuals to attend DHI education. 
Applications are due July 8, 2019 to scholarships@doorsecuritysafety.org. 

                                      Go to www.doorsecuritysafety.org to download an application.
                                      Deadline: July 8, 2019, to scholarships@doorsecuritysafety.org.

Thank you to our Scholarship Sponsors!

The Joseph G. Lesniak, DAHC, Memorial Fund

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

The Danny L. Campbell Memorial Fund

In Memory of Adon H. Brownell, DAHC

In Honor of H. Stephen Bettge, DAHC, FDAI

In Memory of Shirley Henry, AHC

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

In Memory of George H. Boomer, Sr.
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