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COLUMNIN TOUCH

MANAGING DRIVERS OF CHANGE
THERE HAS BEEN SO MUCH CHANGE IN SOCIETY IMPACTING OUR 
INDUSTRY OVER THE LAST FEW YEARS AND THERE IS NO END IN 
SIGHT TO CHANGE DRIVERS.

As part of our work, the DHI Board 
of Governors and DSSF Board of 
Trustees is reviewing societal change 
drivers developed from research by 
the American Society of Association 
Executives (ASAE).

The information was developed by the 
ASAE Foundation as part of a project 
entitled “ASAE ForesightWorks.” 

professionals think about how to lead 
their organizations into the future 
through a deliberate, evidence-based 
research initiative and emerging line of 
products designed to assist association 
professionals in environmental scanning 
and planning for change.”

The leadership undertakes this effort to 
advance the strategic and operational 
plan for DHI and DSSF to develop 
programs addressing trends impacting 
the industry. We began by reviewing 
41 Drivers of Change and through a 
strategic planning exercise settled 
on four Primary Drivers of Change 
impacting our industry.

age you to consider how they may also 
affect your companies.

Next Gen Professionals – Millennials 
are now the largest generational cohort 
in the workforce, and generation Z 
is right behind them. These next-
gen professionals are the future of 
associations and, contrary to some 
conventional wisdom, they are willing 
to both join and stay with organizations 
that meet their career development 
needs. Organizations will need to 
provide the kinds of training, mentoring, 
content, and other services that next-gen 
professionals value most, encouraging 
engagement that leads to loyalty.

Mentoring 2.0 – Mentoring, even as it 
takes new forms, remains a central way 
to share organizational knowledge. 
Millennials are especially enthusiastic 
about using mentoring as a path 
to learning. Increasingly, technical 
advances are according the opportunity 
to make more informed mentoring 
assignments and to use mentoringto 
capture institutional wisdom.

Cartel Capitalism – Mergers and 
acquisitions have caused a growing 
number of industries to be dominated 
by a smaller number of companies, while 
in the tech industry, network effects 

Apple, Amazon, and Google. While 

scale that cut costs, their dominance can 
reduce competitiveness and economic 
dynamism. Additionally, by attracting the 
best talent, these top global companies 
capture a disproportionate share of 
productivity growth, contributing to 
stagnation in the rest of the economy.

Rejection of Expertise – Public skepticism 
toward well-credentialed experts is 
growing, in part because of a perception 
that they have failed to recognize 
or address persistent sociopolitical 
problems. Expert pronouncements are 
having less impact on public perception, 
with the public turning instead to non-

guidance and information. At the same 
time, information is increasingly able to 
route around gatekeepers, diminishing 

discussion and debate.

We have Action Briefs on each of  
these drivers and if you would like more 
details on these trends contact me at 
jheppes@dhi.org and I will be happy to 
forward them to you. +

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 Meghan Czaikoski at 
mczaikoski@dhi.org with your 
nominee. We’ll take care of the rest!

WHAT IS YOUR OCCUPATION?
President of Spalding Hardware Systems.

WHAT WERE YOUR 
CHILDHOOD AMBITIONS?
Professional baseball player. 
Photographer. News anchor.

WHAT WAS YOUR FIRST JOB?
Drafting and tech design for a 

WHAT LED YOU TO 
OUR INDUSTRY?
Although I knew nothing of architectural 
hardware other than what a door knob 
was, I was able to obtain employment 
in the door/hardware industry as a 
hardware estimator because I could 
read blueprints and understand 

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT?
During the SARS epidemic in Canada in 
2002, I was hired by many of the largest 
hospital boards in Northern Alberta to 
design the security and access controls for 
the SARS isolation rooms in the infectious 
disease control wards. Much of the 
equipment and many of the protocols and 
methodologies are still in place today.  

WHAT HAS BEEN YOUR
 BIGGEST CHALLENGE?
Launching an access control division 
in 1991 to compete against the system 
integrators and expand our business 
model when most of our industry had 
not embraced this business yet. It is a 
constant challenge to stay abreast of the 

WHAT IS YOUR FAVORITE 
BOOK/MOVIE?

True Story of the Enron Scandal” by Kurt 

WHAT’S YOUR GUILTY PLEASURE?
Key lime pie.

WHO DO YOU CONSIDER 
A MENTOR OR HERO?
I would put my mom and dad at the 
front of the list. My parents immigrated 
to Canada from China shortly after 
WWII because neither believed that 
China at that time would be able to 
provide a future or opportunities 
for themselves or their children. 
Through hard work and perseverance, 
they established several successful 
businesses from the ground up while 

they retired to their dream city – 
Vancouver, BC on the west coast. They 
taught me to dream big, believe in 
yourself and treat others with dignity 
and respect.

WHAT IS THE BEST ADVICE 
OU EVER RECEIVED?
Do what you love, do it well and the 
rewards will come.

WHAT IS THE BEST ADVICE 
YOU NEVER RECEIVED?
A well-organized team is stronger than 
the strength of one superstar. 

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER?
My involvement with DHI at the local 
and national level has been a small 
way of giving back to an industry 
that has provided a safe, consistent 
and comfortable lifestyle. Through 
my involvement, I was able to build 
relationships with many in the industry 
over the years, who provided sound 
advice, encouragement and experience.  
My two terms serving on DHI Board 
of Governors taught me patience, 
humility and enhanced leadership and 
negotiation skills.

ED TOY, DAHC
SPALDING HARDWARE SYSTEMS
DHI MEMBER SINCE 1986
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Several temporary door locking devices, or 
barricade devices, have been made available
with the intention of providing protection for
students while in the classroom.

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

f your school is safe and secure.

Twitter: @DSSFoundation •  Facebook:  @DSSFO • YouTube: Door Security & Safety Foundation

HELP US TELL SCHOOLS & PARENTS!

Become a DSSF Ambassador for your community.

www.lockdontblock.org

Contact info@doorsecuritysafety.org to learn more about the
DSSF Ambassador Program. It takes all of us to make a difference. 

OPENING THE DOOR
TO SCHOOL SAFETY



DHI has a strong relationship with the Steel Door Institute (SDI), 
which tests steel doors and frames for strength, quality, consistency, 

SDI works with the top testing labs in the country such as Underwriters 
Laboratories (UL), Intertek, National Fire Protection Association (NFPA), 
American National Standards Institute (ANSI), and American Society for 
Testing and Materials (ASTM).

In addition, SDI works alongside industry associations such as DHI, 

Manufacturers Association (BHMA) to ensure compatibility with 
products used in conjunction with steel doors and frames.

Here is a sampling of SDI-proven methodologies and best practices 
related to water-resistant frames, knock down versus welded frames, 
and tornado doors.

Steel Door Tips from the 
Steel Door Institute

Looking for tips 
on steel doors? 

SDI provides 
advice on water-
resistant frames, 

knock down versus 
welded frames, 

and tornado doors.

BY AL RICKARD, CAE
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damaging the interior of a building over the course of years, months 
or even weeks. Here are tips on how to ensure your frames are water 
resistant to “normal” rainfall activity, not the extreme windstorm 

Waterproof or  
Water Resistant?

Too many factors come into play such 
as building location, the position of the 
frame, or even architectural aesthetics, 
for manufacturers to guarantee that a 
frame is 100 percent waterproof. 

However, steel frames can be made 
adequately water resistant if designed 
and installed correctly with the proper 
materials.

Here are important tips to ensure the 
steel frames you specify are as water 
resistant as possible.

Installation Relative 
to Wall Face

A critical design factor is the position 
of the assembly relative to the exterior 
wall face. It is highly recommended 
that frames be installed with a set-
back of at least a brick width from the 
exterior face of the wall. This set-back 
minimizes the potential for “capillary 
action” to allow seepage into the frame 
and also minimizes direct dripping of 
water from the wall surface onto or 
into the door, frame, or glazing.

“Wrap-around” frames or frames 

surface are not recommended for 
exterior walls.

Continuously Welded

“welded frames” and not whether 
they’re specifying face welds or 

results in a face welded frame being 
supplied due to the additional labor 

exterior openings reduce the likelihood 
of water leakage since the two pieces of 
the frame have been fully bonded.

The more economical and readily 
available face welded frames can 
still be made water resistant by the 
application of caulking or sealant to 
the inside of corner joints and outside 
of intersections prior to installation by 
the appropriate jobsite personnel. 

Overall, continuous welds are a slightly 
safer option than face welds as they do 
not have to rely on sealants that may 
crack over time.

Glazing

Glazing and glazing beads should be 
located on the exterior side of the 
frame so water doesn’t pool on the stop 

the window. 

The sealant applied to both sides of the 

leakage around the perimeter of glazing. 
Tamper resistant screw heads can also 

Weather Stripping

Important components to assure the 
door opening is weather resistant 
are the perimeter weather strips, 
gaskets and thresholds. The Steel Door 
Institute Technical Data SDI 111-E 
shows the variety of designs available 
from weather strip manufacturers. 
This data is available online at www.
steeldoor.org/T-DOC/SDI-111.php#5.

Operational forces and threshold 
heights are strictly limited due to 
recent accessibility, means of egress 
and handicap regulations. Most 
weather strip manufacturers have 
conducted extensive water penetration 
and operational tests and should be 
consulted for guidance.

Special Considerations  

An advantage of using steel frames is 

at all or some of the components. With 
this in mind, it is possible to fabricate 
top surfaces of horizontal members 
(at extra cost/time) with a slope to 

While no one can promise a frame 
will be waterproof, following these 
suggestions will ensure your steel frames 
are as water resistant as possible. �

Specifying 
Frames to be 
Water Resistant
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Architects specify the type 
of frame for every job with 
openings – there isn’t a standard 
frame. Therefore, design 
professionals often have to 
decide which type of frame is 
best suited for their project. 

elevations is a combination of 
application and preference.

The two types of frames and elevations 
are knock down (KD) and welded. This 
article covers the most popular types 
of KD and welded frame constructions, 
along with the pros and cons of each.

KD Drywall Frames

drywall frames, these frames are 

drywall openings. They are shipped 
disassembled, use compression 
anchors and have interlocking tabs and 
slots in the corners.

Standard KD Frames

 
for new wall construction. They 
generally have slots and tabs but 
use standard anchors instead of 
compression anchors.

Face Welded Frames

This is the most common type of 
welded frame. The joints between the 
head and jamb faces have a continuous 
weld on the visible side of both faces 
only. Frames are shipped assembled.

Also called continuously welded or fully 
welded, the comer/perimeter joints 
have all elements of the frame member 

stops, rabbet, faces, and returns.

KD frames are the least expensive 
because they are shipped 
disassembled, allowing them to be 
tightly packed for shipping and jobsite 
storage. As a general example, a truck 
might be able to hold 1,000 KD frames 
or 300 welded frames.

KD drywall frames allow for assembly 
into the drywall opening after wall 
construction. Their design has visible 
seams and screws because they are 
not welded. 

Standard KD frames are assembled 

construction. Unlike KD drywall frames, 
they do not typically have visible screws.

Both types of KD frames are capable of 

of standard KD frames may be possible 
for new wall construction or existing 
walls at butted applications. However, 

Welded Frames

Welded frames and elevations are 

appearance and to help ensure 
the frames are square at time of 
installation. 

They are particularly well suited for 
exterior openings and masonry walls.

Costs are higher for welded versus 
KD frames due to the additional labor 

process. 

In addition to their superior 
appearance, welded frames reduce the 
amount of job-site labor required to 
assemble and properly install a frame.

Face Welded vs.  

costly due to the additional welding 
and hand grinding that is required.

Understanding Knock Down vs. Welded Frames

KD Drywall Frames Standard KD Frames Face Welded Frames

NOVEMBER 2019   DOOR SECURITY + SAFETY 10



a seamless appearance. Today, 
frames are mitered on precision 
dies and can be face welded to 
provide an appearance similar 

Most applications do not require 

and your client can achieve a 
high degree of aesthetics while 
spending less.

Proper Installation  
is Essential

Installation is critical to the 
longevity and appearance of all 
types of frames. The SDI videos 
below can be referenced to ensure 
frames are installed the right way.

�
HOW TO INSTALL FRAMES  
IN STEEL STUD CONSTRUCTION
www.youtube.com/
watch?v=O69q6FHR99U

HOW TO INSTALL FRAMES IN 
MASONRY CONSTRUCTION
www.youtube.com/
watch?v=vWFJ1OK00dU

FIXING UNEVEN GAPS  
BETWEEN A DOOR AND FRAME
www.youtube.com/
watch?v=2KyBALzRRCw

FIXING FRAMES THAT  
ARE TWISTED OR OUT OF 
SQUARE
www.youtube.com/ 
watch?v=d-DZgFFau50 �

A Primer 
on Tornado 
Shelter Doors
The average lead time for 
tornado warnings is just 13 
minutes. This leaves little time for 
people in businesses, commercial 
buildings, or their homes to reach 
a public shelter that quickly.

This has led many businesses and 
residents to construct their own 
tornado shelters.

A properly installed shelter with a 
tornado-resistant door assembly can 
save lives. Unfortunately, missing a 
small detail in the product selection 
or installation process can result in it 
not being able to withstand the violent 
debris of a tornado.

The main elements of a shelter are the 
walls and door. 

Show Me the Label

Standard steel doors are not tornado 
resistant.

Tornado doors should have a label 
from a testing agency such as Warnock 
Hersey or UL showing that the tornado 
door assembly has been tested in 
accordance with the requirements of 
FEMA 320 and ICC 500.

Do not accept any other warranty or 

a UL or Warnock Hersey label on it 

agencies that can assure compliance 
with ICC 500.

Some Assembly Required

Tornado-resistant doors are tested 
as an assembly, which includes the 
door, hinges, frame, frame to wall 
anchors and latching hardware. Only 
those precise components assembled 

resistant. Never mix and match 
tornado door components.

Contractors Know Best

With the growing popularity of 
YouTube and online how-to guides, 
some facility managers or homeowners 
take on the challenge of constructing 

their own tornado shelters. Sadly, 
this has resulted in preventable 
catastrophes.

Hire a contractor who is experienced 
with tornado shelters. If they have 
not previously worked with shelters 
but say, “I can build anything,” 
you probably do not want to hire 
them. Even experienced contractors 
should closely follow all installation 
instructions provided with the door 
assembly.

The Facts of Life Safety

The Federal Emergency Management 
Agency (FEMA) has published a fact 
sheet, “Residential Tornado Safe 
Room Doors.” This document has 
essential information and resources 
on these products and can provide 
useful information for non-residential 
structures as well. Visit www.steeldoor.
org/pdf/articles/safe_room_door_
fact_sheet.pdf to access it. +

AL RICKARD, CAE is 
editor of Door 
Security + Safety 

arickard@dhi.org.

FRAME SPECIFICATION  
TIP FOR DRYWALL
Except for slip-on 
construction, frames 
overlapping walls should 
have a throat dimension 
1/8 inch (3.1 mm) greater 
than the dimensioned wall 
thickness to accommodate 
for irregularities in wall 
construction. 
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H O W  M A N U F A C T U R E R S 
C A N  M A X I M I Z E  B R A N D  P O S I T I O N 

I N  A R C H I T E C T U R A L  S P E C I F I C AT I O N S

 BY PATTY FLEIDER

OPENING THE DOOR 
TO METAL AND STEEL 
DOOR SPECIFICATION 

PREFERENCES
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Metal and steel doors have been used in many different 
commercial buildings for years. Of more than 500,000 building 

for these products according to ConstructConnect.
There are many options architects have when selecting the 
type and brand of metal or steel door they specify.

According to the Steel Door Institute in a report entitled, 
”Why Steel? Performance Study of Steel Doors vs. Wood, 
Aluminum, and FRP,” there are several reasons why steel 
doors are preferred over other types of commercial doors. 

reduction and resistance to vandalism.

They are also easy to repair and can provide other design 
aesthetics not available in alternative door materials. 

Steel and metal door manufacturers need to keep architects 

That’s always the challenge!

Architectural Selection
Architects balance many factors when selecting the type 
and brand of metal/steel doors. These factors always begin 

designing. Others include:

+ Are there security, vandalism or safety issues with this 
type of project?

+ Will the doors be subject to high use where on-going 
maintenance may be a concern?

+

In addition to some of the project objectives, architects often 

they are trying to achieve. The more product information 
manufacturers can provide the architect, the better. 

Another source for a general overview of metal doors, besides 
the manufacturer, is the WBDG (World Building Design 
Guide). It’s a web-based portal that provides government and 
industry practitioners with access to up-to-date information 
on a wide range of building-related guidance, criteria and 
technology from a “whole buildings” perspective.

Relationships Matter
One of the best ways for manufacturers to increase their 
position in the market is to build a stronger relationship 
with architects and designers who specify metal/steel doors. 

there are over 47,000 architects in that group of 500,000 
projects containing metal doors, referenced earlier. How can the 
manufacturer expect to make an impact on that number of people? 

There are important questions manufacturers should 
consider as they create their strategies to capture the 
attention of architects. 

+ Who are the main architects specifying metal doors for 
projects? 

+ What kinds of projects are these products being used for? 

+ For example, if education and government projects are 
primarily using steel and metal doors, are there niche 
opportunities in the other categories?

Architects have many choices in brand when it comes to 
metal/steel doors. Manufacturers should strive to be named 
as a project’s “basis of design” or be the only brand listed 
with no substitutions. The best way for manufacturers to 
become the required brand is through building stronger 
relationships with architects and designers. 

Manufacturer sales reps cannot just give architects a 
standard pitch. Creating a relationship requires more than a 
customized presentation. It needs an integrated strategy that 
includes e-mail, mail, phone and perhaps CEU tactics. 

However, manufacturers’ representatives do not have the 
time to create this sort of integrated approach, and the 
manufacturer needs to help them understand the architect’s 

The manufacturer can empower reps with information and 
tools that provide architects with information on how their 
steel/metal door performs in similar projects or situations. 
They can demonstrate how their brand compares to 
competitive products in the market.
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There are many ways the manufacturer can help, but one 

most important to the architects when they specify metal/
steel doors. 

Spec Analysis Strengthens Market Position

might question whether they have the time to conduct such 
a comprehensive analysis. However, getting a product into 

shortcuts.

Architects and designers do not change or review their 

architectmagazine.com/aia-architect/aiafeature/the-truth-

In fact, based on a research from the Accountability 
Information Management, Inc. (AIM) Architects’ Brand 
Preference Study, the metal/steel door market is a highly 
competitive market. In this unaided blind brand preference 
study, architects and designers were asked to list their top 
three brands of metal door products.

There were over 16 brands or companies mentioned by 

no doubt shifted over time, the numerous choices they have 
still holds true.

Another indication of how many brand choices architects 
and designers have when it comes to metal door products is 
that a recent spec for metal/steel doors not only had a list 

select any brand that complied with the requirements of the 
project.

Metal/steel door manufacturer reps should consider meeting 
the architect to go over that short list. In asking to review 

product. Creating a dialogue rather than a monologue 
leads to communication, and communication opens up 

First Things First
To help manufacturers evaluate their brand position in the 

an architect’s level of involvement when specifying metal 

architect or designer have on selecting a particular brand of 
metal/steel doors?

or manufacturer can vary. In AIM’s Architect’s Brand 
Preference research, only 12 percent of the architects 
surveyed indicated that they were involved in selecting and 
specifying the brand of metal/steel doors. Of those that were 
involved, 46 percent indicated they did not have a brand 

While architects may indicate 
they have 'no preference,' they 
are, in fact, heavily involved in 
specifying and recommending 
metal/steel door products.
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preference. This was a major decrease from previous 
research conducted by AIM, which indicated only 16 percent 
had no brand preference. 

complex so architects delegate brand decisions to other 
professionals? Does this mean that the focus of the 
manufacturer should not be with the architect?

While architects may indicate they have “no preference,” 
they are, in fact, heavily involved in specifying and 
recommending metal/steel door products. The architect will 
weigh in on the type of look or performance they want to 
achieve. If the metal door manufacturer’s rep has created 

However, due to the increasing complexity of commercial 
projects, architects may delegate the brand selection to 

in the past. If a manufacturer is not on the list, the chance of 

must expose architects to, and educate them about, their 

Becoming a brand on the architect’s preferred list is key to 

needs to provide more than just a quality product. They 

premier service and local support for their brand.

What should metal/door manufacturers do to enhance 
brand selection and preference? How can manufacturers 

recommendations for their brands? These are important 
questions.

Brand Specs and the Basis of Design
To answer these questions, consider what we know about 

is to become the “basis of design.” This means that the 

used to meet the objectives of the project. 

To learn more about how often basis of design is used in 
metal/steel door specs, we used ConstructConnect (www.
constructconnect.com/), an online construction database, to 

brands has changed.

In 2018, only 20 percent of projects with a metal/steel door 

However, this has increased since 2012, where basis of 

number of projects that have a basis of design spec is fairly 

basis of design.

Since there are metal/steel door product brands in the 
market, this type of spec analysis can show manufacturers 

The market is constantly changing and it is important for 
a manufacturer to continuously review their position in 

they can evaluate how often their brand appears in the 

the design or appear in the project schedules. 

basis of design, they are going to be on the list of preferred 
brands. +

PATTY FLEIDER is the lead researcher at  
AIM and has more than 30 years of  
experience in market research, corporate  
due diligence, product management and 
development and marketing communications. 

Basis of Design Analysis: Metal Doors 
(Percent of Specs)

Metal doors  
and BOD

20%

10%

66%

51%

Curries 
and BOD

51% 53%

Ceco 
and BOD

24%
32%

Steelcraft 
and BOD

2018 2012
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A groundbreaking new report 
by Dodge Data & Analytics in 
collaboration with construction 
technology provider e-Builder 
reveals the unintended 
consequences of increased adoption 
of project management software 
by project owners and the impact it 
has when contractors use their own 

T H E

D I S C O N N E C T E D 
D A T A  C H A L L E N G E
A new construction report reveals the latest 
perceptions of owners and contractors about 

across software platforms.
BY AL RICKARD, CAE
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The report, “Connecting Owners and Contractors: 
How Technology Drives Connected Construction,” 
highlights the challenges that arise when owners 
and contractors manage construction projects 
using disparate software applications without 
automated data exchange.

For standard processes such as requests for 
information (RFIs), submittals and progress 
payments, this situation can drive increased 
cost, higher risks and delays in scheduling. 

often results in duplicate data entry and negative 
impacts to productivity.

challenge:

� Forty-two percent of contractors report 
using both the owner’s project management 
application as well as a specialized project 
management application designed for 
contractors. This results in increased risk to 

�

with the current state of data connectedness. 

of contractors see high or very high value in 
a single data platform that all parties can use 
for collaboration and sharing.

� Seventy-three percent of contractors report 
medium or high impact on the productivity of 
workers due to double entry of construction data.

“The need for contractors and owners to use their 
own project management applications has always 
been there,” says Steve Jones, senior director of 
industry insights at Dodge Data & Analytics. “The 
problem is, they (the two applications) have not 
worked together well. The data in this research 

contractor and owner.”

EFFECT ON THE DOOR 
AND HARDWARE INDUSTRY

industries such as the door and hardware 

of materials are usually not able to participate in 
the process.

“In the door and hardware industry, architects 

as the customer,” explains Laura Frye Weaver, 
DHT, AHC, DHC, CSI, CDT, CCS, CFDAI, vice 

activities at DHI. “The work is completed, 
typically, by the general contractor. The general 
contractor programs may be able to talk to the 
owner’s programs, but the information must 
be transferred through material suppliers and 
architects as well, further complicating the issue.

“Almost always, there is a portion of work 
that cannot be captured or must be captured 
manually. This is a problem with building 
information modeling and project management 
software programs.”
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PMIS CHALLENGES
The report is based on data from a survey of 98 
building project owners and 112 U.S. contractors 

contractors and owners.

Owners and contractors recognize the value of 
using a project management information system 
(PMIS) for exchanging information on projects 
and nearly all contractors must use an owner’s 
PMIS on at least some of their projects.

However, it is rare for owners and contractors 
to have the same PMIS system or to be able 
to integrate the two systems. This forces the 

contractors to frequently do double entry or not 
include projects in their own PMIS systems.

Most owners and contractors believe that creating 

would increase the value they receive.

Owners are particularly enthusiastic about this. 
Roughly three-quarters of them expect high/
very high value from the ability to move to a more 

Contractors are also very interested in this idea, 
with nearly two-thirds predicting that a more 
seamless approach would generate high or very 
high levels of added value.

SATISFACTION WITH USING A PMIS

It is rare for owners and contractors 
to have the same PMIS system or to 
be able to integrate the two systems.
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IMPROVING CONSTRUCTION 
PROGRESS AND PAYMENT PROCESS

To understand the level of need for improvement 
in managing the construction progress and 
payment process, owners and contractors were 

neutral on the current process.

Fewer contractors (40 percent) report being 

tend to be more neutral than the owners on this 
issue.

This suggests that many contractors have come to 

part of what it takes to do business.

When asked what would improve the overall 

responsibility for improvement falling between 
themselves and the contractors. Seventy-three 
percent believe that accelerating the submission 
of progress payment requests by contractors 
would be valuable and 72 percent think that 
accelerating their own payment application 
approvals is important.

Contractors, on the other hand, see owners as the 
party most empowered to improve this process. 
Nearly all of them (94%) say payment of the 
contractor by the owner is the most important 
step to improve the overall process. Most also 
agree that speeding up the approval of payment 
applications by the owner is important.

The close agreement between owners and 

approval of payment applications suggests that 
this is a major pain point that the industry should 
address.

TOP STEPS TO ACCELERATE TO IMPROVE 
THE PROGRESS AND PAYMENT PROCESS
ACCORDING TO OWNERS AND CONTRACTORS WHO 
ARE NOT SATISFIED WITH THE PROGRESS AND PAYMENT PROCESS

NOVEMBER 2019   DOOR SECURITY + SAFETY 20



IMPROVING DATA CONNECTEDNESS
The ability for the entire project team to share 
data is fundamental to the larger transition to a 
more collaborative approach to construction. The 
sophistication of tools that enable data sharing 
has been rapidly evolving, but this high degree of 

Owners and contractors were asked to rate 
the level of satisfaction they have with data 

and moves between solutions and parties.

Owners have stronger opinions about data 
connectedness than contractors, with a higher 

percent vs. 15 percent).

On the other hand, the highest percentage 
of contractors (47 percent) fall in the neutral 
category. Owners may have stronger insights into 
data sharing across the entire project team and 

project stages than the contractors, which may 
explain their stronger reactions.

That said, 31 percent of owners are still neutral on 
this subject. These results most likely represent 
the rapid amount of change currently occurring 
in the construction industry when it comes to 

because new tools that allow them to experience 
improvements in this area. However, many may 

TOP METHODS FOR IMPROVING DATA 
CONNECTEDNESS ACROSS THE PROJECT TEAM
OWNERS AND CONTRACTORS WHO CONSIDER EACH 
METHOD OF VALUE, WHO RATE IT AS HIGH/VERY HIGH VALUE

also see that there is more that can be done and do 

While nearly all ways to improve data 
connectedness are seen as having value by 
owners and contractors, their highest level of 
enthusiasm is for getting the entire team on a 
single platform in order to better facilitate the 
sharing of data and help resolve many of the 
challenges revealed in this report.

A complimentary version of the Connecting 
Owners & Contractors report is available at www.
connectedaec.com. +

AL RICKARD, CAE is editor of 
Door Security + Safety magazine. 

21DOOR SECURITY + SAFETY  NOVEMBER 2019



When determining security needs for large corporations, 
industries and institutions, one aspect that often gets overlooked 
is the security of the parking facility. With increased hours of 
operation, many larger companies and educational institutions 
offer longer hours of access, with some operating 24 hours a day. 

24-HOUR 
GARAGES 
NEED 
FULL-TIME 
SECURITY 
NEW COMPACT SECURITY GRILLES COME TO THE RESCUE
BY SIVA DAVULURI 

Minimizing noise 
and vibrations, high-
performance grilles 
feature nested link 
systems for tighter 
coiling, for quieter 
and smoother 
operation.
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Security companies and law enforcement have long known 
that locations where people and their valuables are together 
at the same time, such as in a parking garage, are favorite 
targets for criminals. From personal theft and assault to 
vandalism and public intoxication, a parking area can supply 
perpetrators with easy targets and tempting assets.

unauthorized people are kept out of garages and security 
gates are a perfect solution to increase safety at all times. 
A complete parking gate system with security gates can 
easily control who has access to the garage and its contents 
without increasing manpower requirements. 

Deploying a parking gate system using compact security 
gates is a major preventative step.

COLLEGE AND SCHOOL CAMPUSES
In today’s world of instant access to news and unfolding 
events, nothing hits harder than tragedies that occur on 
school and college campuses, and there has been a sharp 
increase in requests for safety gates at these facilities. The 
demand to properly lock down sections, or all, of a campus 
through an automated parking gate system has spiked 
dramatically.

accommodates fencing in. They include houses and unique 
buildings such as parking garages. A normal house or 

classroom building can be secured with doors that require 
unique access via methods such as swiping IDs, but parking 
structures do not require the same level of security. 

Because parking garages have such wide openings and are 
often open around the clock, they get overlooked.

Installing security garage doors is one option, but if you 
want to allow for both visibility and ventilation, roll down 
security grilles are a great solution. 

Security grilles are made of interlocking metal links that 
have a solid rod running through eyelets in each end. The 
links can be manufactured in various metals, sizes and 
thicknesses and are typically arranged in a straight or brick 
pattern.

for nearly unlimited design opportunities. They enable 
parking garage security without compromising visibility or 

underground parking structures. 

Roll-down security grilles can also be automatically tied to 

people gain access. 

Being able to control who has access to all areas is critical to 
maintaining a secure campus.

Compact rolling 
grilles help keep 
parking structures 
ventilated. Featuring 
an open-air design, 
this also contributes 
to increased natural 
light, in turn reducing 
energy costs. 
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HOSPITALITY SECTOR
The hospitality industry is aware that securing a facility 

as surrounding lawns, public spaces and parking garages.

In addition, law enforcement has become more stretched, 
leaving hospitality and commercial businesses feeling they 
have to protect themselves. 

Guests expect a hotel’s parking structure to be as safe as 
its lobby and simple parking arm barriers are no longer 
adequate security measures. The security gained by using a 
parking gate system gives guests peace of mind, discourages 

access to the hotel premises. 

property crime and other criminal behavior.

GOVERNMENT AND HIGH SECURITY FACILITIES

possible because of open access to a public parking garage 

substantially increase building safety. 

If we’ve learned anything in the past several decades, it’s 
that the best way to prevent tragic occurrences is to restrict 
access to vulnerable areas. Advancements in activation 
technology enable security grilles to deploy automatically in 
the event of any threat. In addition, multiple customizable 
designs in overhead rolling grilles allow facilities to secure 

Once access is restricted, advanced parking gate system 
safety measures can include x-rays, electronic scanning, 
thermal imaging or acoustical testing.

PARKING LOT SECURITY NEEDS
Liability Consultants, Inc. of Sudbury, Massachusetts, 
conducted a study of more than 1,000 premises security 
liability lawsuits throughout a 10-year period. The study 
revealed that in almost one-third of all the cases reviewed, 
the basis of the lawsuit was a murder, rape, robbery or 
assault that occurred in a parking lot or garage.

hotels, apartments, nightclubs, bars, retail stores, shopping 
centers, and garages open to the general public. The study 
also found that jury awards or pre-trial settlements to the 

$1 million for assaults and $2.75 million for homicides. 
Juries have overwhelmingly decided that the establishment 
attached to the parking area bears the responsibility 
for protecting their patrons, school faculty, students or 
employees from harm in the parking area.

Security is a challenge for parking garages. Parking garages 
allow more vehicles to be parked on the same amount of 
space. The ability to be seen in one’s own surroundings, 
known as natural surveillance, is reduced in parking 
garages. Despite the vulnerabilities of a parking garage or 
parking lot, facility managers have an arsenal of safety tools 
and design measures they can implement to create a safer 
parking environment. Deploying a parking gate system 
using security grilles is a major preventative step.

Easy to install in 
new construction 

existing structures, 
high-performance 
grilles can provide 

a single solution for 
a variety of building 

applications all 
while meeting ADA 

compliance. 
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www.ambico.com

Acoustic Steel
Anti-Barricade Security Wood

Blast Resistant
Brass/Bronze Clad

Bullet Resistant Steel
Lead Lined Oversized

Radio Frequency
Stainless Steel

DOOR, FRAME & WINDOW SOLUTIONS FOR 
THE WORLD’S MOST DEMANDING APPLICATIONS

|

 

No security plan is perfect. For a security 
measure to be preventative, it has to physically 
stop a potential criminal from committing a 
crime. Access control is an important means of 
reducing criminal opportunity. Access control 
is gained through controlling the entering and 
exiting of pedestrians and vehicles.

24 HOUR PARKING GARAGE SECURITY
When a parking garage is accessible 24 hours 
a day, there is an increased chance or crime. 
Surveillance, patrols, the amount of pedestrian 

in the late evening and early morning hours. 
However, limited access to a parking structure 
can greatly help. Security gates combined with 

unauthorized pedestrians and vehicles will 
not gain access to the parking garage. While 
increased lighting, cameras and warning signs 

preventing access can directly stop crimes from 

parking garage access is to install an overhead 
rolling security grille.

RETROFITTING ROLL-DOWN GATES 
One issue that has stopped several parking 
facilities from installing a rolling gate is that most 
roll-down gates require 24 inches or more in 
headroom. With 2010 ADA guidelines requiring 
at least 98 inches of clearance for handicapped 
accessible vans, most existing parking garages do 
not have enough space to spare. 

Addressing this problem, there are now new 
compact security grilles that take up 50 

performance capabilities. +

SIVA DAVULURI is vice president 
of marketing at CornellCookson. 

cornellcookson.com.
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The Door Security & Safety Foundation (DSSF) 
Scholarship Program awards funds to deserving 
individuals to attend courses offered by DHI.

Since 1997, DSSF has provided more than 
210 scholarships. This scholarship program is 
designed for those seeking technical education 

The 10 recipients of the 2019 scholarship 

the named scholarship that each received is noted 

congratulations to this distinguished group.

BY SARAH MULLEN

Meet the 2019 

Door Security & 
Safety Foundation 
Scholarship Recipients
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MATT BACKENSTO, DHT
Project Manager, Taylor Cotton Ridley, Inc.
DANNY L. CAMPBELL MEMORIAL FUND

Number of years in the industry:
9 years in installation, 9 years in project 
management

How did you get started in the industry?
I started in the construction industry as soon as 
I was old enough to work a summer job in the 
1990s. I started as a framing carpenter, my father 
was a carpenter by trade and my grandfather 
was a mechanic so this unique combination of 
skills led me to doors and hardware. In those 

and machining by hand. It was very rewarding 
to take a raw slab and turn it into a commercial 
door product. I later went to work for a door and 
hardware company.

What is the most rewarding aspect of your job?
I am a problem solver. The best feeling is when 
a previous customer calls you to solve a problem 
created by someone else because you have earned 
their trust and faith. I always tell my customers if 
they ever have a door and hardware issue, just pick 
up the phone and call even if it’s not a project we 
supplied. I feel this goodwill encourages return 
customers.

What is your biggest pet peeve?
My biggest pet peeve is seeing hardware that was 

compliance in public facilities. 

Who is your mentor/hero?
There are two people who stand out in my career. 
Early on I met Ed Mcleod, owner of Mcleod 
General Trades. I would not be where I am today 
if it was not for Mr. Mcleod’s help, guidance, and 
trust over the years as I worked with his company. 
I learned a lot from him, not just about doors 
and hardware, but how to manage a successful 
business through maintaining relationships with 
customers. As I got older, I realized that while I 
love installing doors and hardware, that is a job 
for a younger man and if I was to continue in this 

to Armin Goldberg, AHC, a distributor for Taylor 
Cotton Ridley. Mr. Goldberg brought me into the 
distribution side and put me on the DHI path.
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JASMINE (YA-PING) CHUANG
Project Manager, Trillium Architectural Products
COLORADO DOORWAYS SCHOLARSHIP 
IN MEMORY OF C.H. JOHNSON, DAHC

Number of years in the industry: 2
How did you get started in the industry?
I was a civil engineering graduate at Seneca 
College and scheduled a job fair interview 
with Trillium Architectural Products and stayed 

the steel pipe industry for a few months based 
on my studies for civil engineering. I decided to 
get back in touch with Trillium and they provided 
me an opportunity to work within their consulting 
business and I gladly accepted, knowing I could 
learn the new industry and apply my skills.

How do you de-stress?
Chocolate and cheesecake.

Who is your mentor/hero?
Chris White, vice president of Trillium Architectural 
Products Ltd. Chris has 19 years of experience 
and is a very professional, knowledgeable and 
respectful role model in this industry. I set my 
goal to be a door and hardware consultant with 
inspiration from him. A truly professional side he 

path to achieve my goal.

What is your advice to someone considering 
taking dhi technical education?
In the door and hardware industry it is very 
detailed for all aspects of construction projects 
design. It has amazed me on various details from 
products to life and safety requirements. DHI 
technical education is very helpful to build the 
foundation and strengthen knowledge to the 

experienced in delivering lectures and sharing 
knowledge, of course, they are always willing to 
help and answer any questions you might have 
with patience.

What does “work/life” balance mean to you?
Just like water is important to human bodies, to 
work is to keep or pursue a better quality of life 
and survive. However, it is not all about work in 
our lives.

PATRICK CARRIERE
Project Consultant, Allmar Inc.
TCH SCHOLARSHIP IN MEMORY 
OF GEORGE H. BOOMER, SR.

Number of years in the industry: 19
How did you get started in the industry?
In 2000 I was looking for work as an AutoCad 
draftsman and was hired by a HM door and frame 
manufacturer that also distributed wood doors and 
architectural hardware products.

What is the most rewarding aspect of your job?
Be part of the team that proposes architectural 
opening solutions and designs to clients/architects 
to their full satisfaction.

How do you de-stress?
Taking hikes and doing some landscape 
photography.

What is your biggest pet peeve?
Hearing people snoring (and yes, I need to use 
earplugs from time to time).

Guilty pleasure?
Eating an entire pint of ice cream by myself.

If you weren’t a door security and safety 
professional, what would you be?
Having a background training in construction 
and woodworking, I would most probably be in a 
related industry.

Who is your mentor/hero?
A past supervisor who taught me (following a 
burnout) to trust the work of others, communicate, 
be part of a team and keep work at its place.

What is your advice to someone considering 
taking dhi technical education?
Don't wait. Start early in your career so you have 
the necessary tools to me more knowledgeable, 

What is the best advice you’ve ever received?
Having a tendency to be a perfectionist, the best 

follow the maxim ‘better served by yourself.’”

What does “work/life” balance mean to you?

ensure that you spend quality time with your family.
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EDWARD CUTLER
Contract Sales Estimator, 
Washington Architectural Hardware
PUGET SOUND CHAPTER SCHOLARSHIP 
IN HONOR OF H. STEPHEN BETTGE, DAHC, FDAI

Number of years in the industry: 28
How did you get started in the industry?
Due to an unusual circumstance, I had to take 
a full-time job before I graduated. At age 19, I 
took a warehouse position posted by a hardware 
company. Little did I know that after being hired 

stock this would become a career choice.

What is the most rewarding aspect of your job?
Working with people. I enjoy talking and working 
with those who are either new to doors, frames 
and hardware or clients. Sometimes a friendly 
conversation is all that is needed to help someone 
better understand the technical terms and 
language about what our industry produces.

If you weren’t a door security and safety 
professional, what would you be?

Who is your mentor/hero?
The individual who stands out is Frank Strong, 
AHC. I spent numerous hours learning from 
Frank, who in my opinion is a well-spoken giant 
in the Chicago door and hardware industry. He 
is the person who hired me at the age 19 to 
work at the Ken-Lee Hardware Company. He saw 
something in me that I did not even know was 
there myself. Under his guidance I learned to 

hardware basics, mark up contract jobs and pin/
key cylinders. He spent countless afternoons 
instructing me on how to estimate projects and 
allowed me to travel with him on sales calls. He 
also invited me to local DHI chapter meetings.

What is your advice to someone considering 
taking dhi technical education?
In the infamous words of the well-known footwear 
company…just do it! Time is precious.

What is the best advice you’ve ever received?
The best advice I got was from a company director 
years ago: ”Compliment in the corridor and 
criticize in the closet.” Great words of leadership.



NICOLE JUNGBAUER
Project Manager, DHT, Twin Hardware
JOSEPH G. LESNIAK, DAHC, MEMORIAL FUND

Number of years in the industry: 5
How did you get started in the industry?
I sought the industry out. As a child I would clap 

narrow or those rich with ornate detail. Seeing a 
beautiful door still melts my heart. While I seldom 
get to work with such gems, my love of doors and 
passion for project management brought me to 
the door and hardware industry.

What is the most rewarding aspect of your job?

helped my customer. Despite our best efforts, 
issues often arise on any given project, and I 

last-minute solutions to help the project through 
to completion. I also love that this is a tangible 
industry and that I'm able to see the fruits of my 
labor around town.

How do you de-stress?
I de-stress by escaping to nature. Hiking or 
jogging on the trails provide a great way to clear 
my head and refocus my energy.

If you weren’t a door security and safety 
professional, what would you be?
If I wasn't a door security and safety professional, 
I think I would be in the interior design or home 
renovation industries. I enjoy playing with 
different textures and patterns, seeing how 
various pops of color can change a room.

What does “work/life” balance mean to you?
To me, "work/life" balance means ensuring I'm 
working to live, not living to work. While I am 
fortunate to love what I do, there is a limit to 
how many hours I want to commit on any given 
day or within any given week, before I've given 
of the time that should have been saved for 
activities with loved ones or tackling other tasks. 
Maintaining a healthy balance and knowing when 
to stop each day, that the project will still be there 
tomorrow, helps keep the job enjoyable, and not a 
chore I dread having to do.

ANGELINE KELVIN
Estimator, Park Avenue Building Supplies
CORBIN RUSSWIN/ASSA ABLOY SCHOLARSHIP  
IN MEMORY OF SHIRLEY HENRY, AHC

Number of years in the industry: 14
How did you get started in the industry?
I never intended to be in the door and hardware 

college with my BA in business administration, I 
needed a job. I was hired by a door and hardware 
distributor as a logistics assistant. A couple years 
later I was promoted to assist the vice president of 
construction, and I took an interest in how much 
was required to install a door. I had no clue why, 
but I loved it. After another year I realized my true 
love was content, and so here I am 14 years later 
as an estimator.

What is the most rewarding aspect of your job?
I love my job, because everyone shares the same 
vision and is dedicated to the mission. I feel I am 
doing something of value.

What is your biggest pet peeve?
Poor customer service and people who are 
chronically late.

If you weren’t a door security and safety 
professional, what would you be?
I would have been a middle school math teacher.

Who is your mentor/hero?
My professional mentor at work is Juan Murillo, 
who is the director of estimating. He has worked 
with me to make sure I am taking the right steps 
to advance my career. He helped me get the right 

What is your advice to someone considering 
taking dhi technical education?
Taking DHI technical education can be the key to 
your career in the door and hardware industry. It is 
a good choice to enhance your expertise.

What is the best advice you’ve ever received?
Don’t ever stop learning and growing as a person.

What does “work/life” balance mean to you?
For me having a balanced life means creating time 
for the things I have to do, as well as the things I 
like to do.

TAYLOR FISCHER
Operations Supervisor,  
Negwer Door Systems
HAGER COMPANIES SCHOLARSHIP

Number of years in the industry: 3
What is the most rewarding aspect of your job?
I am heavily involved in process development, and 
the most rewarding part is getting the chance to 
be creative every day. I look at each new problem 
with completely fresh eyes and develop solutions 

How do you de-stress?
Poetry. When I’m having a particularly stressful 
day, I will get a post-it note out and write myself 

time I even wrote an entire sonnet about the 

What is your biggest pet peeve?
People not answering emails quickly! It doesn’t 
matter if it’s a co-worker, a vendor, or even 
a company I am a customer of in my private 

acknowledgement saying, “I hear you, I’ll get back 
with a more detailed answer later.” Nothing is 
worse than email silence.

If you weren’t a door security and safety 
professional, what would you be?
A writer! My husband and I travel frequently, and 
whenever we are in particularly serene places I 
always think “I should just stay out here and write 
my novel!”

What is the best advice you’ve ever received?
That true career satisfaction requires patience and 
commitment. Before I worked in this industry, I 
jumped around jobs a lot with no clear direction. 
When I got to Negwer, I was surrounded by people 
who had been with the company for 20+ years, 
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ASHLEY SALDIVAR
Project Manager, Architectural Division 8
CECO DOOR/ASSA ABLOY SCHOLARSHIP  
IN HONOR OF J.A. BURBIDGE, AHC

Number of years in the industry: 4
How did you get started in the industry?
I started out as an entry level administrative 
assistant. With time my interest for the door 
and hardware industry grew larger. So, I began 
to educate myself with various resources and 
received help from the project managers around 
me, eventually learning the fundamentals of how 
to properly read plans and specs. With hard work, 
determination, and those incredible colleagues 
who were willing to share their knowledge, I 
was given the opportunity to become a project 
manager.

What is the most rewarding aspect of your job?
The most rewarding aspect of my job is the getting 
the opportunity to learn something new each day 
and extending the knowledge I have gained to my 
customers and colleagues.

How do you de-stress?
I de-stress in many different ways, including 
heading out to the river, spending time with loved 
ones, and working out.

What is your biggest pet peeve?
Drivers who are distracted on their phones and 
those who don't use their blinker.

What is the best advice you’ve ever received?
"Don't feel ashamed to ask many questions," and 

Team AD8 Wisdom

CHRISTOPHER M. THEIS
Estimator, Architectural Hardware
BHMA SCHOLARSHIP IN MEMORY  
OF ADON BROWNELL, DAHC

Number of years in the industry: 1
How did you get started in the industry?
I looking to put down roots in Richmond, Virginia 
and began networking through a very close friend 
who happened to be a regional sales manager for 
Allegion. I submitted my resume, had two phone 
calls, two interviews, and the rest is history! Funny 
how every time I meet a new colleague how many 

door and hardware professional!

Guilty pleasure?

usually poorly with many laughs and perhaps an 
adult beverage.

Who is your mentor/hero?
My late father Donald is my hero. Dad had two 
sisters and had to have sons for the family name 
to carry on. He had four sons and now has six 
grandsons and two granddaughters so the family 
name and his legacy will live on forever! He put all 
four of his boys through college and I am proud to 

large family. He was a lineman for the electrical 
brothers union in Syracuse, New York. He was 
extremely hard-working, a devoted husband, 
father, son, brother and friend. To relax, he was an 

He instilled his morals, values and ethics in us and 
taught us to treat others as we would want to be 
treated.

What is the best advice you’ve ever received?

What does “work/life” balance mean to you?
Work hard when you work, play hard when you 

waste your time or anyone else’s time doing it 

your ability.

BRIAN MAGEE
Project Manager,  
Architectural Products Of Virginia
SHARON ASHTON, AHC, FDAI,  
CDT TRIBUTE FUND FOR EDUCATION

Number of years in the industry: 4
How did you get started in the industry?
I was hired by Architectural Products of Virginia 

was given a set of plans and specs and was told 
to start my takeoff. I thought to myself, it is just 
a door, how hard can it be. How naïve I was. I 
ended up having a thousand different questions 
for my boss, but he took the time to answer all of 
them. Looking back, I jumped into the deep end 

Personally, it was a great way for me to learn and 
understand all the complexities when it comes to 
doors/frames/hardware.

What is the most rewarding aspect of your job?
When the project has been completed you have a 
sense of accomplishment that you contributed to 
the building being built. You need to put the same 
focus in a 20-door job as you would in a 500-door 
job. This sense of accomplishment is the same for 
me no matter the size of the project.

What is your biggest pet peeve?
My biggest work pet peeve is when I am diving 
into a new project to estimate and open up the 

and there is a note that states “match existing” 
or “match building standards” and no other 
information is given.

What does “work/life” balance mean to you?
You need to be able to come home from work and 
leave all the stress from the day at work. This is 
sometimes easier said than done. I learned that 
you need to take a day or a week of vacation to 
decompress from the everyday stresses of work 
and just focus on what is important to you and to 
live in the moment.
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CASE STUDIES

30
AC HOTEL TURNS HEADS  
IN TIMES SQUARE 

32
HIGH EXPECTATIONS AT
NYC CULTURAL CENTER

Times Square in New York City is 
arguably one of the most popular 
attractions in the world, with restaurants, 
stores, energetic crowds and pulsing 
lights from towering digital billboards.
It’s also home to AC Hotel New York Times Square, a 
recently opened property that’s part of the AC Hotels by 
Marriott brand, located on West 40th Street.

windows and full balconies. It also has more than 3,500 

BY GREG SCHREIBER

AC Hotel  
Turns Heads in 
Times Square  
Revolving entry door transitions 
guests to an oasis of calm

The Boon Edam BoonAssist revolving door at AC Hotel accommodates a high-volume of 

PH
O

TO
S 

C
O

U
RT

ES
Y 

O
F 

BO
O

N
 E

D
A

M
.

NOVEMBER 2019   DOOR SECURITY + SAFETY 30



square feet of event space, a 24/7 

The hotel, designed by Helpern 
Architects of New York City, is detailed 
with original artwork in the hotel’s 
shared spaces – from sculptures to 
abstract paintings – by a mix of local, 
national and international artists. The 
photography in the guestrooms is by 
Richard Silver, featuring New York City’s 
iconic architecture. 

OTO Development, part of The Johnson 
Group, owns and operates AC Hotel 
New York Times Square. 

FUNCTIONAL AND BEAUTIFUL
On average, more than 1,000 people 
enter the hotel each day, says General 
Manager Ben Britton. 

The property’s design team sought 
a main entrance solution that would 
not only accommodate pedestrian 

soaring glass exterior and all-white 
entrance with its large, cantilevered 
awning extending over the sidewalk. 

outside noise and other sensory 
distractions to help create an “oasis of 
calm, a retreat from New York City’s 
hustle and bustle,” Britton says. 

In addition, the entrance solution 
had to coordinate with the overall 
hotel brand, based on providing a 
harmonious, modern and discerning 
guest experience. 

REVOLVING SOLUTION
A Boon Edam BoonAssist manual 
assist revolving door met all of those 
requirements and more, including 
a custom-made, all-white color that 
matches the exterior entrance decor. 

The door’s dimensions are built to 
complement the scale of the entry at 10 
feet diameter and almost 14 feet tall. 

“Due to the size of the door, we chose 
the manual assist option to reduce strain 
on the motor,” explains Britton. “The 
door has a weight to it that provides a 

sense of grandeur as you enter the hotel, 
while the power assist feature makes it 
easy for our guests to use.” 

The revolving door also helps ensure 
that hotel guests are connected with 
the full experience that the hotel aims to 
provide. 

“We are very keen on providing a 
sensory experience,” Britton says. “The 
lobby exudes the AC Hotels brand 
signature scent, and we work to ensure 
the space is quiet and calm so that our 
business guests can conduct business 
conversation.”

Britton observes that the revolving door 
helps achieve this goal. “As the door 
sweeps the guests through, it’s as if the 
busy street outside is washed away and 
the guests transition to the serenity of 
the lobby.”

Britton notes that maintenance of the 
Boon Edam revolving door has been 
seamless, with no issues to date. The 
hotel’s engineering team is fully trained 
on the door’s operation, including its 
regular maintenance schedule. 

The hotel’s operations team is pleased 
with how the Boon Edam revolving door 

an ideal transition into the peaceful 
lobby; the design team is happy with 
how the door design and special color 
add to the beauty of the hotel exterior. 

“AC Hotel Times Square has gotten a 
lot of attention, both nationally and 
internationally,” Britton says. “I believe 
that this type of sleek, modern design is 
the future. Boon Edam provided a great 
solution.” +

GREG SCHREIBER  
is senior vice 
president of sales at 
Boon Edam. His 
career spans more 
than 20 years in the 
security entrance 
and door industry in 
a variety of sales 

The Boon Edam revolving 
door sweeps guests from 

the hectic pace outside into 
the serenity of the lobby. 
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The Shed, which has become the 
iconic portion of the larger structure 
known as The Bloomberg Building, is 
a cultural and performing arts center 
located in Manhattan’s Hudson Yards 
in New York City.

The building is adjoined to the lower 
levels of 15 Hudson Yards, a high-end 
residential skyscraper nested in the 
southwest corner of the Hudson Yards 
complex.

The West 30th Street main vestibule 
entrance of The Shed is located under 
the High Line park and features six 
pairs of Ellison custom balanced doors 
that provide entrance to the main 
building lobby space. The vestibule is 

and developed by facade specialist CS 
Facades. 

Ellison has two additional entries with 
sidelights that lead to The McCourt and 
other event spaces within the building’s 
upper levels.

IT TAKES A TEAM
“The Shed project took years of 
planning with some of New York’s 
most prominent developers, cultural 
representatives and philanthropic 
socialites,” says Joe Dai, president of 
Mackenzie Door Company, the team 
responsible for installing the doors. 
“Ellison balanced doors are the only 
door on the market that could meet 
the high expectations of this modern 
architectural marvel.”

The main entrance vestibule slopes 
at a negative angle inward from the 

over the interior Ellison doors. The 
challenge of exterior entryways that are 
taller than the interior was overcome 
through meticulous coordination and 
engineering between CS Facades, 
Ellison and Mackenzie to ensure proper 
clearances were achieved.

The Shed’s retractable shell is 
constructed of steel and lightweight 

plastic designed to have high corrosion 
resistance and strength over a wide 
temperature range) plastic “bubbles” 

insulating glass without the weight.

BY ROGER OVEREND

High Expectations at 
NYC Cultural Center 
Innovative balanced doors complete 
The Shed at Hudson Yards. 
Ellison Bronze, a manufacturer of custom 
balanced doors for commercial entrances, recently 
provided 16 extruded aluminum narrow stile 
doors, painted black, for New York City’s latest 
and most innovative cultural space, The Shed.

The big Ellison balanced doors complement impressive architectural designs, but 
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The shell opens and closes on eight 
metal wheels similar to that of a train – a 
nod to the Hudson Rail Yards over which 
The Shed is built.

“The architect's visual concept and 
site conditions required precise 
engineering of all curtain wall 
components,” says Alessandro Zanon, 
head of project management at CS 
Facades. “We’re glad to have worked 
with such a proactive and highly skilled 
company like Ellison Bronze – their 
balanced door know-how and technical 
and management team's assistance 
were a huge help.”

The aluminum balanced doors are 
factory glazed with 9/16-inch low-iron 
laminated glass. Two doors at the main 
entry are equipped with PowerNow 

Stanley Magic-Force low-energy 
concealed overhead power operators 
which meet the latest ADA standards.

The big and bold Ellison balanced 

like The Shed. Not only do they 
complement impressive architectural 
designs, but their innovative 
construction and effortless operation 

“It was a great experience to be part of 
this never-before-done superstructure,” 
Dai adds. “With over 100 years of 
proven quality and use, Ellison and The 
Shed will have a long, storied history 
together.”

In addition to Ellison Bronze, the project 
team included door installer Mackenzie 

Door Company, facade subcontractor 
CS Facades, lead architect Diller 

architect Rockwell Group. +

ROGER OVEREND
is president & CEO 
of Ellison Bronze. 
With 36 years of 
experience at 
Ellison, Overend has 
held a range of 
roles, making him 
familiar with the 

many varied aspects of balanced door 
production. Today he oversees all aspects 
of project management, engineering and 
fabrication, while working with customers 

roverend@ellisonbronze.com.

The main 
vestibule 
entrance of  The 
Shed, is located 
under the High 
Line park and 
features six 
pairs of Ellison 
custom balanced 
doors that give 
entrance to the 
building lobby.  

The Shed’s 
retractable shell 
is constructed 
of steel and 
lightweight ETFE 
plastic “bubbles.”
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1,500
ATTENDEES

100
EXHIBITORS

35
EDUCATION 

SESSIONS

45
SPEAKERS

4
EDUCATION 

TRACKS

DHI CONNEXTIONS 
IS WHERE THE 
ENTIRE INDUSTRY 
COMES TOGETHER
TO SEE WHAT’S NOW, WHAT’S NEW AND 
WHAT’S NEXT. IT’S WHERE CONNECTIONS 
ARE MADE AND BUSINESS GETS DONE.
Over the course of three days, DHI conNextions will provide you with cutting-edge 
education and the knowledge you need to stay abreast of the latest trends and 
technologies. With 35 sessions across four education tracks and exhibits from 
100+ manufacturers and suppliers, you will leave DHI conNextions with skills and 
knowledge to take your business and career to the next level.

→ EVENT NUMBERS
NOV. 6-8  | CLEVELAND, OHIO

LAST CHANCE TO REGISTER!     DHICONNEXTIONS.COM



AFTER
PARTY

SPONSORED BY:

FREE ADMISSION to all 
DHI conNextions attendees

1100 ROCK AND ROLL BOULEVARD

THURSDAY, NOVEMBER 7
TH

6:30 – 10:30 PM

FOOD & DRINKS  |  LIVE MUSIC & ENTERTAINMENT  |  NETWORKING



DECODED

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.

THRESHOLDS AND 
CHANGES IN LEVEL 

CURRENTLY, THE ACCESSIBILITY STANDARDS MOST COMMONLY 
USED IN THE UNITED STATES ARE THE 2010 ADA STANDARDS 
FOR ACCESSIBLE DESIGN AND THE 2009 EDITION OF ICC A117.1 – 
ACCESSIBLE AND USABLE BUILDINGS AND FACILITIES. AN UPDATED 
VERSION OF ICC A117.1 HAS BEEN PUBLISHED (THE 2017 EDITION), 
WHICH WILL LIKELY BE REFERENCED BY THE NEXT EDITION OF THE 
INTERNATIONAL BUILDING CODE (IBC). 

These standards include the accessibility 
requirements for doors and hardware in 
Chapter 4, but information applicable 
to door openings is sometimes found 
in other chapters. For the provisions 
related to thresholds, we need to refer to 
Chapters 3 and 4 of the standards.

using a wheelchair to maneuver through 
a door opening. To help mitigate these 
challenges, the ADA standards and ICC 
A117.1 contain similar requirements 
regarding thresholds and changes in 
level within an accessible route.

While door openings are not required 
by the standards to have thresholds, if a 
threshold is provided, Chapter 4 limits 
the height to ½ inch, maximum. The 
threshold requirements apply to both 
manually operated doors and automatic 
doors, in swinging, sliding or folding 

Existing or altered thresholds may 
be up to ¾ inch high, as long as the 
threshold is beveled on each side, with 

exceeding ¼ inch. 

In order to be considered an existing 
threshold, the installation would 
typically have to predate the adoption 
of a code or standard that limited 
the threshold to ½ inch. While this 
exception accounts for some existing 
conditions that would otherwise be 

maximum height and slope mandated 
by the standards will make thresholds 
less likely to create a barrier for people 
passing through door openings.

In addition to the maximum allowable 
height, the accessibility standards 
require raised thresholds and changes 
in level at doorways to comply with 
Section 302 – Floor Surfaces and 
Section 303 – Changes in Level. These 
sections are found in Chapter 3 – 
Building Blocks, which describes core 
requirements that are referenced by 
other chapters of the standards. 

that does not allow a 1/2-inch diameter 
sphere to pass through (with some 
exceptions).

Although Section 302 requires walking 
surfaces to be slip-resistant, the 
standards do not currently include 
prescriptive requirements to establish 
whether thresholds and ramps used in 
doorways are required to be treated 
for slip-resistance. Most thresholds 
and ramps are grooved to provide 
some level of slip-resistance, and 
many manufacturers have optional 

These treatments may be helpful for 
particularly wide thresholds or ramps, 
or for those that would otherwise be 
smooth and could pose a hazard to 
building occupants.

PH
O

TO
 C

O
U

RT
ES

Y 
O

F 
LO

RI
 G

RE
EN

E

NOVEMBER 2019   DOOR SECURITY + SAFETY 36



Section 303 establishes the maximum 
slope for changes in level, dividing the 
requirements into three sections, as 
shown in the diagrams on this page.

In existing buildings where space is 
an issue, the accessibility standards 
allow a steeper slope for ramps. If the 
rise is 3 inches or less, the slope must 

is 6 inches or less, the slope may be a 

The limitations on changes in level help 
to ensure that the small caster wheels 

change in level is greater than ¼ inch, 
the caster wheels may catch on the 
vertical rise. This can also become a 
tripping hazard, as the tip of a crutch 
or the toe of a shoe may contact the 
vertical portion. 

When the rise is greater than ¼ inch, 
it is preferable for the entire height to 
be beveled, although the standards do 
allow a portion of the rise (up to ¼ inch) 
to be vertical and the remainder of the 
rise (¼   inch to ½ inch) to be beveled. 
Based on past interpretations, a 
threshold consisting of multiple vertical 
“steps” that are each ¼  -inch high would 
not typically meet the intent of the 
standards.

The accessibility standards include 
additional requirements for ramps 
and sloped walkways, beyond what is 
addressed here with regard to changes 
of level within a doorway. 

The US Access Board publishes 
an online guide that explains the 
requirements of the 2010 ADA 
standards. Chapter 3 includes a section 
titled Floor and Ground Surfaces, 
which covers surface characteristics, 

Chapter 4 addresses Accessible Routes, 
including a section on Entrances, 
Doors, and Gates that contains the 
requirements for thresholds. 

In addition, the International Code 
Council publishes a Commentary 
version of ICC A117.1, which includes 
explanatory information and graphics to 
help clarify the intent of the standard.

Many states have adopted accessibility 

to the ADA standards and/or ICC 
A117.1. These requirements may be 
more stringent than what is included 
in the model codes and standards, 
so the applicable publications should 

information. 

The Authority Having Jurisdiction 
(AHJ) can also be consulted regarding 
questions related to a particular 
location. +

Vertical: A c

Beveled: A change in level of ¼ inc

Ramps: For changes in level greater than ½ inch, a ramp with a slope no grea
used (with exceptions for some existing locations – see below).
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CHAPTER EVENTS

NEW ENGLAND CHAPTER 
EXHIBITS AT NEW HAMPSHIRE 
CONSTRUCTION CAREER DAYS 
EVENT
For the past few years, the New England 
Chapter has committed to passing 
on industry knowledge to future 
generations during the New Hampshire 
Construction Career Days. 

The event increases career awareness 
in the construction and transportation 
industries through hands-on experience 
with heavy equipment, welding, small 

tools, plumbing, electrical wiring, 
surveying, wastewater management, 
bridge construction, land clearing, 
underground utilities and other 
construction-related jobs. Several 
secondary educational resources 
and career training pathways are also 
available for students to learn about.

Chapter President Jim White DHI, AOC, 
CFDAI and others spoke with more 
than 100 students over the course of 
two days, giving them a crash course 
in the wonders of the industry, what 
they could expect from a career in the 
door and hardware Industry, and what 
door and hardware technicians and 
professionals actually do. 

Students were amazed at the number of 
career paths open them – no, it’s not just 
door knobs.

DHI Chapters Offer Job Fair,  
Access Control Course

DHI Member Services and  
Chapter Relations Manager Meg 
Czaikoski authors this DHI Chapter 
Events department in each issue. 
If your chapter is hosting an 
informative or fun event, send it to 
mczaikoski@dhi.org to showcase 
it in an upcoming issue of Door 
Security + Safety magazine.

New England Chapter President Jim White DHI, 
AOC, CFDAI in the DHI Education booth at the 
New Hampshire Construction Career Days event.

Many students visited the DHI Education booth at 
the New Hampshire Construction Career Days event.
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TENNESSEE VALLEY CHAPTER 
OFFERS COURSE ON ACCESS 
CONTROL 
In a course hosted by the Tennessee 
Valley Chapter, more than 25 students 
learned the answer to an ever-evolving 
question, “What is access control?” 

Instructor Russ Hooker taught CE1503, 

Control” helping students identify 

technologies. Hooker took his class a 
step further, walking students through 
where they start, how they make it work 
and how even when they think they can’t 

do it – with the right tools and continued 
education they can.

The course covered the different levels 
of security, software, switches and 
more, as well as the scheduling, basic 
EAC concepts, operations descriptions 
and installation. 

Although the students represented 
many backgrounds, each is uniquely 

architect because they know how to 

system up front with the architectural 
hardware package.

Instructors David Glorioso, AHC, and Libby 
Krupinski received Awards of Excellence from 
Buckeye Chapter President Gary Link.

BUCKEYE CHAPTER HOSTS 
EDUCATION SESSION ON 
DEVELOPING MASTERKEY 
SYSTEMS
The Buckeye Chapter hosted an 
education session in Columbus, Ohio.

David Glorioso, AHC, and Libby 
Krupinski taught, “Developing 
Masterkey Systems” (COR 163), which 
provides students with a better 
understanding of the different types 
and styles of cylinders and keys used 
in today’s locks, industry-standard 
key-set symbols and terminology and 
how to integrate mechanical cylinders 
and keying into access control and 
security systems. 

To conclude the course, Chapter 
President Gary Link presented both 
instructors an Award of Excellence for 
teaching the course. +
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DHI 2019 FALL 
TECHNICAL SCHOOL

Build Your DHI Education Path
COURSE 

CODE CFDAIEHCAHCDHSCDHCDHTDHIACOURSE NAME

COR101 Fundamentals of Architectural Doors and Hardware - Online 
Self-Paced

Introduction to Building Codes - Online Self-PacedCOR102

COR103 Understanding and Using Construction Documents - Online 
Self-Paced

Door, Frame, and Architectural Hardware ApplicationsCOR117

COR123 Using Door, Frame and Hardware Standards (formerly CDC300

Take-off and EstimatingCOR125

COR133

Using Codes and StandardsCOR140

COR146

COR147

Installation Coordination and Project ManagementCOR153

Material Purchasing ConceptsCOR160

COR163

DHT220

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

DHC307 Advanced Detailing Doors, Frames and Hardware (formerly 
AHC207 and CDC305)

DHSC310

DHSC315

AHC Exam PrepAHC220

EHC400

EHC433 and EHC410) 

EHC Exam PrepEHC420

DAI600



“

Education
Your Career, Our Commitment

NOVEMBER 18-22, 2019 • SHERATON CAVALIER HOTEL • CALGARY, AB
MONDAY

NOVEMBER 18
TUESDAY

NOVEMBER 19
WEDNESDAY

NOVEMBER 20
THURSDAY

NOVEMBER 21
FRIDAY

COR117
Door, Frame and Hardware Applications

COR163
Developing Masterkey Systems

EHC433

COR133

DHT120
DHT Exam Prep

DHC EXAM COR125
Takeoff and EstimatingDHT EXAM

COR140
Codes and Standards

COR160 ELT540
Canadian Codes and Standards

DHC307
Advanced Detailing Doors, Frames and Hardware

DAI600
Fire and Egress Door Assembly Inspection

COR123
Using Door, Frames and Hardware Standards

COR146

DHSC315

FOR MORE INFORMATION AND TO REGISTER, PLEASE VISIT: https://www.dhicanada.ca

DHI Canada Fall Technical School

DHI education is top-notch. The group is designed with education 
and success in mind! 
Daniel R. Walling ”

Thank You to Our DHI Education Partners!

HONOR ROLL PARTNERS:MAGNA CUM LAUDE PARTNERS:SUMMA CUM LAUDE PARTNER:



SHELF LIFE

SO MUCH HAS BEEN WRITTEN AND SAID ABOUT HOW TO WORK 
WITH MILLENNIAL WORKERS THAT WE SEEM TO HAVE GLOSSED 
OVER THE GENERATION THAT PRECEDED THEM, THE PROUD MEN 
AND WOMEN OF GENERATION X. 

younger people, but what if you are a 
younger manager who is charged with 
leading a person born in the 1960s and 
1970s?

There are not many instruction manuals 
out there for this cohort. Since I happen 
to be a member of this forgotten 
generation, I thought I would take a 
few moments to share some tips for 
managing someone of my vintage. 

The study of generations is one of 
my favorite managerial subjects. I am 
fascinated by the nuances of each 
generation in the workforce and how 

behaviors we see today. This all came 
from a personal breaking point in my 
career. Isn’t it funny how the most 
profound lessons come from painful 
moments? 

Several years ago, I was charged with 
managing a location in my family 
business. I was in my early 30s and still 

a wide range of age groups were part 
of the workforce. As the leader of this 
group, I was constantly giving direction, 
feedback and resolving points of 

good at it. My direction was confusing, 
my feedback fell on deaf ears and 
morale was at a low point. I was pretty 
unhappy at the time and began to 
consider my career options. 

I am not sure what drove me to seek 
out help, but it came in the form of a 
generational researcher named Claire 
Raines. I saw something she wrote 
about generational communications 
and the need to reach employees 

in a manner they can relate to. I 
realized I was doing this all wrong. 
I was communicating with my team 
in a manner that made sense to me, 
but completely failed to consider that 
others came from a different frame of 

important discoveries of my career. 

In her book, and subsequent editions, 

motivated the behavior and mannerisms 
of each generation in the workforce. 
While learning about other age groups 
was immensely helpful, it was the 
revelations about my generation that 
really had a galvanizing effect. She 
provided insight as to why I behaved 
and interacted in certain ways. She 
provided reference to events that 

my team. I want to share some of these 
insights with the hopes that you will be 
better equipped to work with the Gen X 
employee.

EARN MY TRUST
In many previous generations, 

ingrained. It was almost an unwavering 
characteristic. Not so with the folk of 
my generation. We are highly skeptical 
and take everything with a grain of salt. 
Respect is not given just because you 
are older than me, it is earned. 

I remember a manager I had when I was 
in my early 20s who proclaimed that he 
was smarter than me because he was 
10 years older. Those of you in my age 
bracket can imagine how I reacted to his 
ridiculous comment.

MANAGING THE GEN X EMPLOYEE

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 
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This distain for authority didn’t just 
magically appear. I wasn’t born with it. 
I learned it from the world’s greatest 
electronic babysitter – television. 

My generation was raised on television 

come from. We all watched our 
president resign his post rather than get 

I might be oversimplifying but this one 
moment taught a whole generation 

trusted. This is just one of countless 
examples. 

DON’T MICROMANAGE ME
If you ever want to drive a Gen X 
employee crazy, keep looking over their 
shoulder. We hate to have our managers 
hover over us and ask for constant 
feedback on a project. Give us the goal, 
the tools and the timeline. Then, move 
on and let us get the job done. 

The more you meddle, the slower we 
become. 

This preference doesn’t come from a 
natural predisposition for anti-social 
behavior. We are actually really nice if 
you get to know us. 

This work characteristic comes from 
a shift in family dynamics when we 
were growing up. Contrary to previous 

both parents working out of the home.

For many children, this meant they 
came home from school and remained 

watching a lot of television, we learned 
to get ourselves a snack and get started 
on our homework. 

independent streak in my generation. 
Although I can’t say this for everyone, 
many of us are not great team players. 

This tendency toward self-reliance is 
why so many in this generation have 
excelled in the role of outside sales.

DON’T WASTE MY TIME
You may have noticed that people of 
my generation do not like to work long 
hours. The name of the game is work 
smarter, not harder. If I can accomplish 

my work in six hours, as opposed to 
eight or 10, I am heading out the door. 

of many older supervisors. Those of 
previous generations believed in the 
notion that “time served equals quality 
of work.” 

This just isn’t the mindset of the  
Gen X worker. 

When meeting with a Gen X worker, 
or customer, keep it short and to the 
point. They do not want to get to know 
you. They do not care about your life 
story. They want to get the pertinent 

work is the preferred way of conducting 
business. 

I can recall moments where I was 
frustrated by vendor reps who would 

meeting and start asking me questions 
about performance in one product or 
another. 

Did they really think I had that 

you wanted to know, wouldn’t it have 

questions so that I would be better 
prepared for the meeting? 

By the way, Gen Xers hate to  
look stupid. 

Once again, this is not because we are 
social curmudgeons. Rather, we simply 
want to wrap up the day so that we can 
spend time with our family and friends. 
As children, we saw our parents work 
long hours and wear the 60-plus-hour-
work-week like a badge of honor. 

I will freely admit that we might have 
tried to reverse this trend a bit too 
much, but it is just who we are. We are 
not slackers. We are a “work to live” 
versus “live to work” generation. 

DO YOUR HOMEWORK
I have given you just a few examples of 
what makes my generation tick. There 
many more nuances that will help you 
develop a strong working relationship 
with those of us in our 40s and 50s. I 
encourage you to seek out books such 
as Generations at Work and various 
articles about this often-overlooked 
generation.

You may also want to seek out the 
documentary, “Generation X,” narrated 
by Christian Slater. I picked up several 
little tidbits that I can hurl out at my 
next management seminar or trip to the 

Now put down the article and go home.  +



REVENUE 
GROWTH HABIT

GROW SALES BY FOCUSING 
ON WHAT YOU CAN CONTROL

DURING A RESULTS MEETING I HELD RECENTLY WITH A CLIENT’S 
CUSTOMER-FACING STAFF, ABOUT 60 DAYS INTO OUR SALES 
GROWTH PROJECT, A SALESPERSON SAID TO HIS PEERS THAT HE 
HAD EXPERIENCED A REJECTION THAT HE WAS UNCOMFORTABLE 
SHARING WITH THE GROUP. 

After some urging from the owner and 
myself, the salesperson shared his story. 

He called. 

The customer answered. 

They spoke. 

The salesperson asked about some 
additional products he can help with. 

The customer thanked him for informing 
him, but said he didn’t need the 
additional products at the moment. 

I stopped him immediately and 
explained that this was no rejection. 

In fact, “the rejection” was actually a 
victory. 

First, the customer now knows about 
additional products that he did 
not know about previously. He has 
learned. The salesperson educated the 
customer. That’s a success, not a loss. 

As a result, I told the salesperson that 
the chances are quite high that this 
customer will call him in the next month 
or two and proactively ask about buying 
these additional products and services 
that were just offered.

So, actually, this “rejection” brings this 
salesperson closer to the next yes, 
doesn’t it? 

Because we must get through the 
rejections in order to get to the yes. 

In baseball, you go to the Hall of 
Fame if you fail 70 percent of the time. 

Without taking your swings, focusing 
on the mechanics (which you control), 
and grinding through the outs, there 
are no hits. 

In sales, without the rejections, and 
grinding through the proactive 
communications, which we can control, 
there are no yeses. 

The rejections always precede the 
successes. 

And so, we must continue doing the 
things that we know are right things to 
do. We must continue to implement 
those behaviors that we can control, 
which we know will lead to new sales 
eventually. 

� The customer may not answer the 
phone, but we must make the calls 
anyway. 

� The customer may not buy more 
products or services when we 
offer them, but we must offer them 
anyway. 

� The customer may not give us 
referrals, but we must ask for them 
anyway. 

Because the calling and the offering and 
the asking – we are in control of that. 
And we must focus on – and do – what 
we can control.

This is absolutely critical because we know 
that if we do these things enough times, 
eventually the customer will say yes. 

ALEX GOLDFAYN is the author of the 
2018 Wall Street Journal Best Seller 
Selling Boldly  and the Forbes Sales Book 

of the Year The Revenue Growth Habit.
Learn more at www.Goldfayn.com.
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705 SCIF 
Door and Lock 

Package

www.KriegerProducts.com

100% ICD 705 Certified

Designed for SCIF
Sound Groups 3 and 4

Kaba Mas, Sargent & 
Greenleaf, or Lockmasters 

Locking Device
Conforms to Federal Specification 

FF-L-2740B and FF-L-2890C

Krieger’s 3’0” x 7’0” 705 SCIF 
Door and Lock Package ships 
in 15 to 20 working days and 
will arrive at the job site with 
the majority of the hardware 
installed, along with detailed 

instructions, and drawings. Plus, 
if you have a question or issue, 
Krieger will handle all of the 

customer service support and 
warranties, everything from the 
door down to the locking device. 

One Complete Solution

ORDER ONLINE TODAY!

We know, for example, that 20 percent 
of “did you know questions” – where 
we offer additional products and 
services – turn into new sales. 

Which means that you will succeed 

new line items? Ask 50 “did you know” 
questions. Want 100? Ask 500. 

We know that if we follow up on 
outstanding quotes and proposals 
three times, that we will close 
approximately one third of these 
outstanding quotes and proposals. 

The determining step is to ask. 
To follow up. To call. To offer. To 
communicate. 

These are all within our control. 

There’s a reason that professional 
athletes always talk about focusing 
only on those things that they can 
control. They cannot control whether 

the coach will play them, but they can 
control their effort and mechanics 

In baseball, we know we can hit the 

But we know if we swing the bat 
with the right mechanics enough 
times – and this is in our control – 
that eventually we’ll get our hits. 

But we must grind through the 

And so, in sales, we must grind 
through the rejections. Focus on your 
mechanics. Keep swinging the bat. 

Swing the bat!

And enjoy the yeses.

For as sure as the sun will rise in the 
morning, the yeses will come. +
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GROWING 
SOCIAL

TAKING A STAND?

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

WE ALL KNOW PEOPLE WHO WILL GO OUT OF THEIR WAY TO AVOID 
CONTROVERSY. MAYBE YOU ARE ONE. THEN AGAIN, YOU MAY ALSO 
KNOW PEOPLE WHO SEEM TO THRIVE ON CONFRONTATION. THEY 
ARE IN YOUR FACE ANY CHANCE THEY GET. NO MATTER WHICH SIDE 
OF THIS EQUATION YOU COME DOWN ON, ONE THING IS CLEAR: FOR 
SOCIAL MEDIA, OPINIONS MATTER! 

Think of the political posts you see on 

up, don’t they?

Now, of course, such topics are not 
appropriate for our business posts. 
Still, opinionated posts not only work 
well, but they can create a good deal of 
engagement.

I like to think in terms of blog posts, 
but even if you start there, you can 
repurpose blog content for other social 
media channels. Here are some ideas 
for creating opinionated posts that are 

+ What If Post – Speculates on what 
would happen if… The “what if” has 
to be interesting and desirable to 
your audience.

+ Debate Post – Present one side 

someone who disagrees with you 
and present both sides.

+ Prediction Post –This is one of my 
favorites. Take a debatable and 
speculative approach to make a 
prediction.

+ Reaction Post – React to content 
created by someone else.

Try these out for one of your next posts. 
Soon, you’ll be one of “those” people 
who thrive on taking a stand!

MANAGING CONTROVERSY
You have completed a great, 
opinionated blog post and have shared 
it through other social media channels. 
It’s getting a lot of engagement, and 
your previous fears about a lack of 
engagement have suddenly vanished.

But as you start to look more closely 
at this engagement and its comments 
and replies, a new fear emerges – some 
people are reacting to your post very 
emotionally, with strong opinions 
left and right. There are even little 
jabs and jousts going on between 
the responders. Suddenly, you have 
controversy and potential contention on 
your hands. 

It’s a public relations nightmare! What 
do you do?

1. Take a deep breath. Yes, it is social 
media and responsiveness is 
required. But it should not be hasty. 
And keep in mind that social media 
users typically let go of things as fast 
as they pick them up.

2. Remember that you want to continue 
to foster engagement while quelling 
the unrest.

3. Determine and implement your 
approach. There are a few approaches 
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www.DHI.org

NETWORKING
IS EVERYTHING.

Like Us.
@DHIorg
@DSSFO

Join Us.
DHI

DHI’s Fire Door Assembly 
Inspection Group

Follow Us.
@DHIorg

@DSS_Magazine
@DSSFoundation

Watch Us.
DHI—Door Security + 

Safety Professionals

Door Security & 
Safety Foundation

○ Ignore it and wait for time to heal all 
wounds. This is a recipe for future 
engagement challenges. Social 
media users may let go of issues 
quickly but they tend to remember 
individuals and companies who fail 
to meet their expectations.

○ Decide to respond individually to 
comments or respond to your own 
post with an updated comment (such 
as summation). A good diplomat can 
use wisely chosen words to bring the 
discussion to a conclusion. 

○ Redirect with humor. 

○ Start a poll and share the link in your 
comment to the original post with an 
invitation to let democracy decide 
the issue. Then create a new post 
that also invites people to take the 
survey. When results are available, 
you now have fodder for yet another 
engaging post.

Taking a stand and using opinionated 
social media posts works, so don’t let fear 
stop you. +
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Contributors
DIAMOND LEVEL

MANUFACTURER ($35,000+)

MANUFACTURER ($25,000+)

DISTRIBUTOR($10,000+)

Twin City Hardware



  

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

Contributors Listing as of October 4, 2019



PROFIT IMPROVEMENT REPORT

BOARD OF GOVERNORS ACTIVITIES
We typically have two in-person DHI Board of Governors 
meetings per year, and you’ve seen some photos in years past of 
your elected governors standing and arguing around an opening.

Washington, D.C. I’ve included a photograph of us hard at work. 
We had very productive meetings in the new headquarters 
boardroom, and I will leave it to others to report on the substance.

Staff arranged for a special evening event, visiting a prominent 
museum to see their modern art, taste some local specialties and 
imbibe in special creations. 

Egged on by my fellow governors, I chose a different path…

BY MARK J. BERGER

REAL OPENINGS

A MUSEUM GIFT SHOP
This building design was unique for Washington, DC – you could 

actually enjoy the experience and exit without being forced to 
exit through the gift shop. The emporium was totally visible 

eye. The door is being used as a sales display (violating a 
few NFPA requirements), and while the climbing cats are 

removed, probably before the door was overrun by the cats.

B STAFF ONLY EMERGENCY EXIT?
How many times do we see this confusion? Does the added 

A

B
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MARK J. BERGER is the president and chief product 
immediate past

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.

The images shown here are not intended 

C DON’T BELIEVE WHAT YOU READ
While the sign clearly announces the “Alarm Will Sound” when 
opened, I heard no such thing. As I walked through the museum, 
I went from the cat door to the “dogged” door (couldn’t resist the 
pun). This is quite intentional, as someone must have used the 
keyswitch to silence the alarm. And the weighted door stop bag 
is a nice bright color to prevent tripping. A nice nod to safety, but 

the other kind of visible, with red and white lettering. Perhaps the 
second label was also painted over and then cleaned? 

C D

D EXITING THROUGH THE GARDEN
Sometimes you have a pair of doors, but only one is a required 

exit device, where should the overhead exit sign be centered? If 
you answered, “Over the door with the exit device,” give yourself 

a round of applause. That’s one issue here. More 
dangerous is the slide bolt below the exit 

device head. Project the bolt and you 
can’t exit.
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E WHO THOUGHT  
OF THIS SOLUTION? 
Another head scratcher. Looks like 
the mortise deadbolt with a turnpiece 
is original to the door. My guess is 
they were told to make this an exit, 
probably when the museum was 

the deadbolt and adding a latching 
exit device, an electromagnetic lock 
and touch release sensor bar was 
added to the door. The sign may say 
“Emergency Exit,” but that it ain’t!

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.

F NOT JUST AT THE MUSEUM
Our dinner expedition on the 

adventure. We were in a private 
room in the lobby of a hotel. It 
didn’t take 10 seconds before my 
fellow governors came up to me 
and started pointing out all the 
code issues on the door leading 
into our room. If only the hotel’s 
safety compliance matched the 
excellent cuisine.

On movie sets black tape is called 
“Gaffer’s tape.” Here the “Gaff” 
is using it to hold the latch back. 
As if that weren’t enough, the 
permanently applied hold open on 

E

F
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IMPACT

Barn Doors Popular Outside the Barn
Swinging doors are by far the most common type of door 
chosen by architects and designers for use on commercial 
projects. But swinging doors require a large amount of space 
to accommodate the door swing.

Many design professionals are now thinking outside the 

including the use of barn doors. While these doors have been 
used in commercial and institutional buildings of various 
types for many years, many new options are now available, 
increasing their popularity.

DHI conducted an industry survey to learn more about why 
and how these doors are being used.

What operating hardware do 
you see used for barn doors

In what applications are you 
seeing barn doors used?

Why do 
you believe 
barn doors 

are being 
selected?

What type 
of doors are 

you seeing 
used in this 

application?

Flush wood

93%

57%

64%

50%

85%

67%

4%

66%

60%

66%

61%

71%

20%

68%

53%

31%

6%

Stile & rail Glass Aluminum Other

Business 

Conference 
rooms

Patient exam rooms 
in healthcare facilities

Residential apartments 
and dormitories

Sliding door 
lockset

75%

Aesthetics

88%

Space Savings

4%

Acoustics

19%

Accessibility

Sliding door 
privacy set

Sliding door 
passage set

Back-to-back 
handle pulls

Flush cup pulls

Other

Bathrooms

Storage rooms
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PRODUCT SPOTLIGHT

A AMBICO ACOUSTIC DOORS STEAL THE SHOW
AMBICO Acoustic Doors & Frames set the global standard for 
sound transmission loss. This standard is maintained by constantly 
iterating and improving our products. We now provide Acoustic 
Steel Doors & Frames that provide up to STC 59, while Acoustic 
Wood Doors & Steel Frames provide up to STC 56.
www.ambico.com/acoustic-assemblies

B ACROVYN DOORS
Virtually indestructible Acrovyn® Doors can include signage, 
messaging, photographs and graphic images, and can even act as 
part of a wall mural. Acrovyn Doors by Design™ are manufactured 
by embedding images behind our rugged PVC-free Acrovyn Rigid 
sheet, the same product we use on all our doors.
www.c-sgroup.com/doors

C VARIANT ADJUSTABLE CONCEALED HINGE SYSTEMS
The VARIANT series by SIMONSWERK offers three-way adjustable 
hinges for high frequency institutional, commercial and industrial 

airports. This European proven concept of door adjustability has 

marketplace.
www.simonswerk-usa.com

D 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 real-time inventory and 

www.seclock.com 

E WE DON’T JUST SHIP. WE DELIVER.
The in-stock inventory at Security Lock Distributors is the largest in 

centers. That means the exact products you need are on the shelf and 
ready to ship today. But it’s about more than just shipping product. 
Security Lock Distributors is dedicated to helping you do your job 

technical advice on just about anything. Get the exact door hardware 

www.seclock.com

F GAP90™ PATENTED 90-MINUTE FIRE DOOR 
EXCESSIVE GAP SOLUTION

between door and frame. GAP90™ and GAP90DKB™ are the 
solution to making doors code compliant without costly door 
replacement.
www.ngp.com

E

F

D
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B
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COLUMN
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.

Who saw the unlikely “door double” in 
the Washington Nationals-Los Angeles 
Dodgers Game 5 of the National 
League Baseball Division Series?

Stadium, which grazed the edge of the 
bullpen door and sailed right through 
a chain link opening in the door like it 
wasn’t even there.

What initially appeared to some as a 
home run (because the ball left the 

(correctly) because it hit it the door 
short of leaving the park instead of 

The next batter hit a home run, scoring 
two runs for the Dodgers. My team (the 
Nationals), fought back to win the game 
and the series in an exciting 10th-inning 
rally, ending a decade marked by 
several heartbreaking playoff losses for 
the team.

So while the door double might have 
lived in infamy had the Nationals lost, 
now it’s just a footnote in a game that 
ended happily for the team and its fans.

FAMOUS DOORS
That moment got me thinking about 
“famous” doors.

The door to Jerry’s apartment in 
“Seinfeld” might be the most televised 
door in history. Think of the thousands 
of times Kramer came bursting through 
the door. Did Jerry ever lock it?! Was it 
code-compliant?

How about the swinging kitchen door 
in “All in the Family?” I can still see 
Edith running through the door yelling 

“Archie!!!” as Archie lounged in his chair 
with a cigar in his mouth and a scowl on 
his face.

Where else have we seen famous doors?

Think of how doors have set up 
memorable entrances into any 
number of scenes in your favorite 
television shows, movies, and theater 
performances.

Years ago when I worked at another 
association, Jay Leno was scheduled 
to do a standup routine on the closing 
night of the annual convention.

We all waited in breathless anticipation 
in the convention center meeting 
room for 15 minutes, but Leno didn’t 
immediately appear. Finally he took the 
stage, explaining that the door from the 
green room to the stage was locked!

Doors are arguably the ultimate show 
prop, in addition to their utilitarian uses.

Then there’s the famous line, “Don’t 
let the door hit you on the way out.” 
Hopefully none of you had to endure 
that indignity!

So doors are certainly part of popular 
culture.

What’s your favorite famous door? Email 
your story to me at arickard@dhi.org 
and include a photo if you can. We’ll 
feature some of them in a future issue. +

WHAT’S YOUR FAVORITE 
FAMOUS DOOR?

AL RICKARD is editor of Door Security + 
Safety
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