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COLUMNIN TOUCH

DO YOU HAVE A VISION?

“VISION” IS DEFINED BY THE MERRIAM WEBSTER DICTIONARY IN MANY 
WAYS, RANGING FROM EYESIGHT TO FORESIGHT. THE DEFINITION I 
WANT TO FOCUS ON IS “UNUSUAL DISCERNMENT OR FORESIGHT.”

 When a leader undertakes massive 
change in their organization it is 
typically based upon a new vision. The 
challenge is that often the people you 
are leading do not have a vision, do 
not understand your vision, or disagree 
with your vision. 

I think we can all agree that today’s 
rapidly evolving business environment 
demands that leaders have a vision 
to navigate the change required to 
achieve success.

An important component of this 
business strategy is that leaders 
and their employees must view their 
positions and roles in the door and 
hardware industry as a vocation, and 
not just a job. This gives them the 
buy-in needed to act on a vision. Many 
in our industry would even say this 
profession is a “calling.”

Whatever your role, I encourage you to 
engage with DHI and its members to 
advance your personal vision and goals.

The annual DHI Management Summit 
(2020 dates to be announced soon) is 
a great place to develop a vision. DHI 
typically presents valuable industry 
research at this event, and it is also an 
opportunity for attendees to interact 
with other leaders attempting to create 
their visions.

Reading Door Security + Safety 
magazine and the biweekly Industry 
Watch newsletter are additional ways.

This November you have another 
excellent opportunity to take advantage 
of a range of industry resources by 
attending the 2019 ConNextions in 
Cleveland, Ohio, November 6–8. 

The Opening Keynote Address features 
Heath Slawner of Ignite Leadership, who 
will lead a session entitled “Start with 
Why.” Any person or organization can 
explain what they do, some can explain 
how they are different or better, but 
few can clearly articulate why. The why 

results. The why is the thing that inspires 
us and inspires those around us.

Following that keynote session you 
have access to an amazing lineup of 
industry knowledge sessions and 
an opportunity to talk with industry 

On the last day of ConNextions, 
an event called “The Forum for the 
Future: Repositioning Your Company 
to Navigate Uncomfortable Societal 
Trends” is another opportunity to 
crystallize your vision. Sponsored by 
ASSA ABLOY Opening Solutions, this 
session will identify trends that matter 
to customers and explore how we can 
innovate our marketing, sales, and 
value delivery appropriately.

At the forefront of this forum will be 
deep industry research around the 
political, technological and societal 
trends such as the demand to protect 
life in our schools and the impact 
on your company. This will help you 
better understand how we all add 
value beyond the product to deliver 
innovative solutions to these macro 
trends. AC Business Media, our partner 
company that operates ConNextions, is 
the sponsor of this research.

I look forward to seeing many of you at 
ConNextions where we can share our 
visions in person! +

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

Five Trusted 
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As independent brands —Midwest Wholesale 
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HSI and Berg Wholesale—we built a reputation by 
going above and beyond for our customers. Now, 
we move forward as one team, with the inventory, 
network and know-how to deliver in more ways 
than before. Whether you’re looking for guidance 
on Electronic Access Control solutions or simply 
need mechanical hardware quickly, trust the premier 
wholesaler of ASSA ABLOY products. The teams 
you’ve trusted for years—now bigger and better 
than ever as one. We are Banner Solutions.

Discover the difference.
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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?
Product and sales training manager at 
Hager Companies.

WHAT WERE YOUR  
CHILDHOOD AMBITIONS?

ant. But I always loved numbers, retained 
them well, and took the CPA route.

WHAT WAS YOUR FIRST JOB?
Lifeguard.

WHAT LED YOU  
TO OUR INDUSTRY?
After 14 years with ASSA ABLOY, I 
was offered a regional sales manager 
position at Hager and went on to build 
their technical training department from 
scratch.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT?

WHAT HAS BEEN YOUR 
 BIGGEST CHALLENGE?
When I was younger, it was challenging 
working in a male-dominated industry. 
I was able to overcome adversity by 

standing up for myself, no matter the 
situation.  

WHAT’S YOUR GUILTY PLEASURE?

chocolate M&Ms that I received as a gift 
from my children about 25 years ago.

WHAT IS YOUR FAVORITE  
BOOK/MOVIE?
Pretty Woman – I can quote the 
entire movie. I read many novels a 
year including the Outlander series 
and books by Nelson DeMille, David 
Baldacci and J.D. Rob.

WHO DO YOU CONSIDER  
A MENTOR OR HERO?
Bruce Nesbit taught me how to read 
plans and all about the different trades.  
Patricia UpdeGraff, AHC was key to 
my entre into the door and hardware 
industry. Sue Poe Flowers, AHC quickly 
became my hero in this industry, 

of the Door & Hardware Institute. Billie 
Berg and Dee Nuenschwander trained 
me on hollow metal and wood doors. 
Outside of our industry, my hero is 
Joe Garagiola Sr., MLB player – a great 
announcer for the Diamondbacks – so 
funny and a fantastic family man.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED?
My third-grade teacher always said be 
proud of whatever you do, as if you are 
signing your name to it.

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED?
I lost my husband in 2012 after a 13-year 
illness, so it would be — live like it’s the last 
day you have, realize what is important 
in the big scheme. Don’t sweat the small 
stuff!

HOW HAS YOUR  
INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER?
Being involved during the time of the 
apprenticeship program, I love all 
the opportunity it has afforded me in 
giving back to the industry – becoming 
a national instructor, serving chapter 

and the Board of Governors. Being 
involved and a part of the door 
and hardware industry was not my 
childhood dream job, but I am so happy 
that it found me!

JANA CARLISLE, AHC, FDAI, CDT
HAGER COMPANIES
DHI MEMBER SINCE 1988
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What’s the demand for wireless technologies in 
access control systems in a market where hardwired 
systems still have an edge?

That’s the question ASSA ABLOY sought to 
answer as it sponsored the “Wireless Access 
Control Report 2018,” a trend report from 
IFSEC Global, a provider of news, features, 
videos and white papers for the security and 

The inaugural edition of this 2014 report 
surveyed security professionals, facilities 
managers, information technology 
professionals and other relevant 
professionals about their existing access 
control systems and the pros and cons of 

The 2018 report is the third edition and 

and the demand for using battery-powered 

or impossible to secure with hardwired 

Jim Dearing, senior analyst for security 
and building technologies at IHS Markit, a 
source for critical information and insight 
for numerous industries, provided expert 

solutions on the Europe, Middle East and 
Africa portfolio at ASSA ABLOY, also 

Wireless Access on the Rise
The report found that wireless systems 
have become less expensive, more reliable 

percent) of respondents “have a more positive 

installing and selling wireless technology is 

A new report sponsored by ASSA ABLOY and 
produced by IFSEC Global demonstrates how the 
wireless access control market is growing and 
maturing and how end-user perceptions are changing.

WIRELESS ACCESS  
CONTROL DEMAND  
ON THE RISE

BY AL RICKARD, CAE
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One survey respondent believes wireless is “the next natural 

The share of fully hardwired systems fell from 57 percent to 

of systems that comprise both hardwired and wireless 

proportion of fully wireless systems climbed marginally, 

Labor Savings
The cost of labor can also encourage end-users to adopt 

“Wireless locks are more popular in the Americas than any 

when it is undesirable or too expensive to cut into a door 

locks have fewer components, plus they can be installed at 

75% It makes installation easier, 
quicker, and more cost-effective

60% Installing and selling wireless 
technology is easier than it was 5 years ago

37% It's easier to convince customers 

5% None of  
the above

35% You can more easily target 
customers who manage remote or 

34% You can target 
a wider range of 
sectors/verticals

Installers/Integrators: Which of these would 
you agree with about selling wireless solutions?
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“Wireless locks are around 20 percent 
more expensive than their wired 

cost of the additional labor required to 
make cuts into doors and wire a system 

savings are the main reason behind 
wireless locks’ popularity in developed 
economies, as wages are higher on 

Securing Multiple Doors
Many organizations are now willing 
to secure multiple doors with wireless 

have only secured a building’s main 
entrance or perimeter, now they might 
also secure internal doors to limit 

The report notes that the case for 
installing wireless locks becomes more 
compelling because wiring is disruptive and potentially 

an auto operator, a smartcard reader and perhaps even a 
security camera with a network connection to a centralized 

Integration Opportunities
Vendors of wireless systems regularly champion battery-
powered wireless locks as simple and inexpensive to 

chain agree that wireless access control integrates easily 

The report explained that systems integration is a recurring 
theme in marketing materials for physical security and 

video surveillance, alarms, time and attendance, lighting 

interested in upgrading to a particular product, more than 

said easier integration with existing access control systems 

agreed it was important to have access control points and 
systems fully integrated across the building, with the biggest 

Responses were similarly distributed with regard to the 
value of integrating access control with other security 

Organizations are also increasingly thinking beyond local or 

“very important” amassing the biggest shares in both cases 
– also think integration with other building technologies 

more applications that can be secured and unlocked with a 

“In addition, because these ‘non-door’ devices are wireless, 
access control can easily extend outdoors, replacing 

With the right lock, these can all be secured within the same 

Installer Business Model
The report also explored how wireless access control can 
broaden the range of sectors installers and integrators can 

similar proportion to those who agreed they can more easily 

integrators, consultants and so forth – already sell, install or 

agree that wireless systems make installation easier, quicker 

How important is integration in the following ways?

Very important

All access control 
locks and systems 
are integrated and 
managed from a 
single system

67%

29%

4%

Access control is 
integrated with 
other security 
systems like CCTV, 
intruder alarms, etc

65%

31%

4%

Access control is 
integrated across 

62%

32%

6%

Access control needs 

standards like OSS 

58%

33%

9%

Access control is 
integrated with 
other building 
systems like 
lighting, HVAC

46%
40%

14%

Somewhat important Not at all important
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Offering you expertise and exceptional service every step of the way.

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

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

End-user Perceptions

be deterred by an expectation that they must periodically 
replace dozens or even hundreds of batteries, possibly across 

Perhaps some of the “myths” ASSA ABLOY attempted 
to dispel in a 2014 campaign still persist – namely, that 
wireless systems cost more to run, can’t integrate with 
existing wired systems, don’t support multiple keys and 

Overall, end-users are not widely enthused about the 

half think wireless systems have a lower cost of ownership, 

there is a widespread perception that replacing batteries 
is at least as expensive as a wired system’s contribution to 

Security concerns are also a recurrent theme among 

So work remains to be done to educate the market about 

+

AL RICKARD, CAE, is editor of Door Security + 
Safety magazine. Email: arickard@dhi.org.
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 P R E P A R I N G  U N I V E R S I T I E S  F O R  A

MOBILE CAMPUS

Universities of all sizes welcome new tech-savvy 
students each fall, and these institutions are 
expected to deliver campus experiences that are 
on par with student expectations. The recent buzz 
around mobile credentials already has higher 
education security professionals wondering if they 
should implement a mobile campus ecosystem in 
the near future and, if so, how they will get there. 

schools assess their credential platforms, distributors have 
the chance to take a more consultative role with integrators 
and end users to help them navigate the options in today’s 

make informed decisions that will set them up for success 

So the question is: Are you prepared to respond to 
colleges when they ask how to future-proof their 
credential technology?

When discussing how to future-proof, it’s crucial to 

or interoperable, solutions put the control in the hands of 

can freely make decisions about their future, selecting the 
vendors, manufacturers, technology and products they 

hole end users by controlling which solutions support the 

As schools assess their 
credential platforms, 
distributors have an 

opportunity to consult 
with integrators and 

end users to help 
them navigate options 

in today’s market.

BY MARCUS BATTEN, CSI
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FACILITATING THE 
CONVERSATION 
End users desire a secure solution 
that cannot be hacked or duplicated 
easily, but they’re also going to want 
something that gives them control over 

available in the market, they need 
someone to guide them through open 

This is where distributors can 
start taking a more advisory and 

many distributors, so it’s important to 

Whether you’re educating the end users 
or the integrator who will then educate 

with higher education personnel, this 

At the very least, there are usually three 
or four high-level individuals who need 

are already talking; sometimes they are 

Involving everyone upfront reduces 
missteps that might impact the 

institutions often have separate 
business units that operate 
independently with their own budgets, 
which can result in deployments of 
technologies that are incompatible 

If one group did something on their 
own and it doesn’t integrate with the 
other group’s technology, they can end 

example, if the facilities team installed 
electronic locks from Manufacturer 
A on educational buildings and the 
security director recommended a 
proprietary lock from Manufacturer 
B for the residence halls, students 

There are ways around this, but the 

Best practices are either to create 
a team with representatives from 

a business unit such as the IT 

avoids confusion of ownership and 
miscommunication that leads to costly 

The second step is to audit the 

university have proximity cards but 
wants to migrate to smart credentials? 
Does it already have multi-tech or 
multi-class readers deployed? If so, 
how many and what model number or 
what type?

in place and if it’s proprietary or 

front will determine how the rest of the 

If it’s a closed system, the college 
needs to understand its options, work 
within the parameters of the closed 
solution, replace the hardware with an 

way to create a dual-purpose credential 
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List all existing technology that touches the credential 

documentation needs to be exhaustive, leaving no stone 

+ Headend panel

+ Readers

+ Credentials

+ Integrated locks

+ Software

+ Rex motions

+ Rex buttons

+ Magnetic locks

+ Electric strikes

+ Printers

+ Visitor management 
software

+ Integrated video software

+ One-card components: 
attendance, dining, 
laundry, library, meal 
plans, printing, transit 
and others

The next step is a discovery conversation around future 

hardware or technology do they need to implement to 
get to their ideal future state? Do they need to adopt 
everything at once or can it be done over time? Do they 
need to replace or remove any solutions? What challenges 
might arise along the way?

You can help build a migration path that will get them 
where they want to be with their credentials, aligning with 

always come down to whether the hardware and 

CREDENTIAL INTEROPER ABILIT Y 
One of the most important questions to ask early on is if 
the credential platform was built on an industry standard, 

This is especially important for a successful campus one-

Another thing colleges want – or should be thinking about 

manufacturers they want to work with and adopt new 

SO THE QUESTION IS:
ARE YOU PREPARED 
TO RESPOND TO 
COLLEGES WHEN 
THEY ASK HOW 
TO FUTURE-PROOF 
THEIR CREDENTIAL 
TECHNOLOGY?
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It’s a brand new game.
Let’s eliminate Scope Gap
once and for all. Start 
with spec-planning and 
design-build processes in 
the preliminary stages of 
construction. 

At AccessNsite, we consult 
Architects, Security 
Consultants, General 
Contractors, Project 
Managers, and End Users 
early to provide Division 28/8 

solutions which save time, 
money, and repetitive effort. 

Intelligent integrations
We are a true access control 
partner with the 28/8 products, 
services, and expertise needed 
to design, source, install, 
monitor, and maintain every facet 
of a building’s door openings.

Contact us to schedule an OEM software demonstration.

info@accessnsite.com  |  877.815.5511  |  accessnsite.com

Totally Integrated 
Security Solutions

SMART OPENINGS, SECURE BUILDINGS

Beyond The Door

Closed solutions don’t promise the 

technology isn’t widely known or 
shared, and therefore cannot be 

user choices may be limited to 
only the applications and partners 
selected by the manufacturer, which 
means costs are controlled and 

A common misconception is that 
“open” means the technology is 

In fact, smart credentials are 
inherently proprietary, even 
when the credential technology is 

For example, manufacturers that 
use DESFire EV1 technologies, 
such as Allegion, can create 

Developing a custom encrypted 
key that’s encoded into credentials, 
readers and intelligent locks makes 
the information proprietary to the 
institution because the institution 

If the end user wants another 
manufacturer to have access to the 
information, it can be provided in 

still work with other systems to 
provide the desired interoperability 
outcomes while remaining 

SUMMARY
Technological advancements like 
the rise of mobile credentials have 
schools thinking about what’s 

security integrators aren’t aware of 

As a trusted consultant, you can 
help universities put security 

Once you have a deep 
understanding of the solutions 
available in the market – including 

closed technologies – you can guide 

integrators and end users through 
the process of evaluating credential 

people, evaluate the university’s 
current state and discuss options to 

+

MARCUS BATTEN, 
CSI, is national 
security consultant at 
Allegion. Email: 
Marcus.Batten@
allegion.com
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Combatting Active  
Threats in Schools
A 30-year director of security for a 
public school district, who also serves 
as chairman of the Partner Alliance 
for Safer Schools, reviews what works 
during active threat incidents and how 
door and hardware professionals can 
help schools with security planning.

BY GUY GRACE
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AS A SCHOOL SECURITY PROFESSIONAL FOR MORE THAN 
30 YEARS (SERVING AS DIRECTOR OF SECURITY AND 
EMERGENCY PLANNING FOR LITTLETON PUBLIC SCHOOLS, 
LOCATED IN A SUBURB OF DENVER), I HAVE RESPONDED TO 
MANY KINDS OF EMERGENCIES AND SITUATIONS.
School districts face complex safety 
and security challenges and they must 
be prepared to address a full range of 
situations that pose risks to students 

The most serious and life-changing 
events I have responded to are “active 
threats,” including an active shooter 
attack on one of our high schools, 

This article highlights my observ-
ations on what worked and some 

shortcomings during active threat 

mendations below align with the 
Partner Alliance for Safer Schools 

Door and hardware distributors and 

and security professionals all need to 
understand the full range of security 

This knowledge can help them provide 

THE PLACE TO START 

security need district leadership at 
the superintendent and board levels 

It is critical for district leadership 
to understand the fundamental 
link between readiness for day-
to-day emergencies and disaster 

CREATE A SAFETY TEAM
Security planning teams should 

team should be led by an experienced 

Start with a basic team including:

+ Security director

+
functions such as operations, 
mental health, secretarial and 
human resources) 

+
consultant

+ Architectural openings consultant

+ Information technology director

+

to form the district’s safety processes, 

Having a team that represents a broad 
range of responsibilities and expertise 
helps to address all the potential 

LAYERS OF PROTECTION
Each safety team member should 
understand the layered approach 
to security outlined in the PASS 
Guidelines and recognized in other 
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DISTRICT-WIDE LAYER
Leadership and coordination at 
the district level are integral to the 
successful development and adoption 
of school safety processes, plans, 
technologies and procedures and for 
ensuring these measures are updated 
for consistency with evolving best 

have district-wide components or 

PROPERTY PERIMETER LAYER
The property perimeter layer begins 
at the school property boundary and 

and other facilities often used by the 

physical security of a school facility 
begins at the property perimeter, 
where the most outwardly visible 
security deterrents to an external 

PARKING LOT 
PERIMETER LAYER

students and visitors park their vehicles 
or arrive and depart by bus or other 

layer, the parking lot perimeter should 

cases, this area is where schools 

BUILDING PERIMETER LAYER
The building perimeter layer begins 

exterior structure of a building and 
consists of the perimeter of a building 
itself, including the exterior doors 

building perimeter can range from 
simple to complex, especially for 
middle schools or high schools with 

take place within this layer, as it 
encompasses all areas where people 

CLASSROOM/INTERIOR 
PERIMETER LAYER

consists of a school’s entire interior, 
including not only classrooms but 
also gymnasiums, cafeterias, media 

of defense against external threats 

WHAT WORKED

students to make response decisions 
is the single most important factor in 

active shooter attack on a school in my 
district we observed that immediate 

the ability of the perpetrator to cause 

age-appropriate training and drills 
that emphasize survival skills and 

core active threat protocol consists 
of four situation-dependent options: 

+ SHELTER: 
member should be able to initiate a 

in a low position behind large items 
that might provide extra protection 
out of corridor line of sight, and 

the doors for anyone – responders 

District-Wide 
Layer

Parking Lot 
Perimeter 
Layer Property 

Perimeter 
Layer

Building 
Perimeter 
Layer

Classroom/Interior 
Perimeter Layer
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The Door Security & Safety Foundation 
is a proud partner of PASS and the 
PASS Guidelines through its campaign, 
“Opening the Door to School Safety.”

Learn more at www.lockdontblock.org.

an active threat situation) stay 
where you are unless threatened 

+ EVADE: If not able to get to 
a safe location in the building, 
identify and run away from 

classroom consider your door 
and window escape options if the 

nearby and you cannot seek cover 

threat in the opposite direction 

+ DEFEND: As a last resort and 
only if your life is in imminent 
danger, attempt to incapacitate 
a threatening person by any 

+ CARE:
Reassure and provide comfort 
to those around you or in your 

the best of your abilities to those 

Supporting this active threat protocol 
are standard emergency procedures that 
every employee should be trained to 
independently initiate during both active 
threats and other scenarios as needed: 

+ Lockdown. A lockdown usually 
involves locking and closing doors, 
moving students out of sight and 
requiring students to remain 

should be part of any options-
based training to respond to active 

alternate strategies to save lives 
and the permission to use them, 
considering variables such as the 
nature of the threat, time of day 

+ Secured Perimeter (Lockout). 
A secured perimeter addresses 
threats outside the building, 
often initiated when there are 
emergency situations taking place 
in neighborhoods nearby, such as a 
crime in progress, police activity or 

+ Shelter in Place. Shelter in place 
is initiated in situations that may 

in their classrooms or work areas; 
it is more restrictive than a secured 

are not allowed to move within the 

+ Evacuation. The purpose of an 
evacuation is to quickly get students 

route designed to avoid contact 
with a potential threat, which could 
include: a known threat inside 
the building, such as a suspicious 
package, a threatening person 

+ Reverse Evacuation. A reverse 
evacuation procedure is used to get 

a building to avoid contact with a 
potential threat when the location 
of the threat outside the building is 

+ Room Clear. A room clear 
procedure is initiated by a teacher 
or supervising adult to send 
students away from a potential 
threat, such as a student acting out 
in a violent manner; it is also used 
when the teacher must remain in 
the dangerous situation but can 
send students to a designated safe 

FACILITY AND  
VICINITY MAPPING

for responders to have facility and 

Columbine shooting, we assisted with 
ideas on how bring this information 

A program was created called the 
School Emergency Management 

provides a virtual tour of the entire 
facility and contains comprehensive, 
interactive, hyperlinked information 
that includes emergency contacts, 

related community information, 

like SEMPS don’t cost anything to 
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To prepare for an emergency, PASS 
recommends the following: 

+ Districts should ensure that each 
facility can provide an overall 

HVAC, security systems and other 
emergency information useful to 

+ Printed or electronic copy of 

all room names and associated 

and window numbering systems 

+ Printed or electronic copy of an 

This should include a minimum 

KEY TECHNOLOGIES
A range of technologies should be 
employed throughout schools as part of 

MECHANICAL DOOR LOCKS
Although hard-wired electronic access 

solutions, they may not always be the 
most viable option for all openings due 

Securing doors with a patented master 
key system is one of the most cost-

There should also be a documented key 

During active threat incidents, the 
ability to a lock a door must be given 

locks that can be engaged by a push 
button or lever from the inside of the 

be empowered and trained on how and 

It is also a good practice for a school 
district to have mechanical door lock 
and key control policies and procedures 
consistent with the following: 

? � �H O W  T O  A S S E S S  R I S K

security plan and thus a prerequisite for decisions regarding deployment 
of security solutions to address the potential for active threats. Several 
options for conducting risks assessments are available through:

�  
(ability varies by jurisdiction)

� U.S. Department of Homeland 
Security Protective Security 
Advisers 

� Independent consultants

� Security design consultants/ 
systems integrators

� Internal assessment using  
free assessment tools

� Assessment by local subject 
matter experts assembled by 
districts

Regardless of what method is chosen, it’s important to understand that 
risk assessment and mitigation can never eliminate risk. However, risks 
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+ Classifying entrances as either 

+ Secure entrances into the school 

keyed locks of doors that are not 

Tertiary)

+ If an access control system is in 
place, place key locks on these 

+ Maintain an exterior master key 

type) separate from the interior 

is lost, only exterior doors need 

to be rekeyed in order to secure 

cores facilitates a quick and less 

+ An exterior master key can be 
established for an entire district or 

+ All classrooms, gymnasiums, 
cafeterias, media centers, and 
other school facilities should have 

access through locked doors in an 

+
available to be handed out to 

ACCESS CONTROL LOCKS
One of the most exciting security 
industry innovations is that lock 
manufactures are now making their old 
school mechanical locks compatible with 
electronic solutions such as standalone 

Many schools across the country 
have interconnected classrooms, 
partitions, and large spaces with 
multiple entrances that would be quite 

One of the biggest fears for teachers 
that have interconnected classrooms is 
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lock the door? These technologies help 

putting these technologies in place the 
end user should consider these points:

+ Locks should have a visual 

room, the condition of the lock 

+
provided with a wireless fob that 

+ If the school has lockdown and mass 

be tied into the system to initiate the 
lockdown and lock the doors

+ There are multiple wireless systems 

should research and request 

that interfaces with the existing 

ACCESS CONTROL SYSTEMS
Access control systems are no longer 

These systems are the backbone of 
a school or district’s entire physical 

access control will unify other safety 

system is a force multiplier which 
empowers personnel district-wide to 

VISITOR MANAGEMENT 
SYSTEMS
Visitor management systems 
streamline the visitor sign-in process 

who is entering the school and when, 
the reason for the visit, and who was 

photos of the visitors or scan driver 

VIDEO INTERCOM  
BUZZ-IN SYSTEM
A video intercom should always be 
used when there is no direct line of 
sight to the person who is screening 

enable schools to speak with and 
observe visitors at main entrances 
and any other areas, such as loading 
docks, where people other than 

MOTION DETECTORS  
AND MORE
Time-tested intrusion detection 
technologies that protect school 
facilities from burglary and theft 

are also valuable in active threat 

to monitor doors for open status 

the status of the locks is important to 
ensure doors are not only closed, but 

DURESS/PANIC BUTTONS
Most intrusion detection systems 
provide the ability to add new devices 

buttons or devices to be installed 
that provide users with the ability 
to trigger alarms for a variety of 

and other public areas that would 
immediately communicate – and 

video feeds in these areas should also 

REMOTE AND MOBILE 
LOCKDOWN CAPABILITY 
Districts should strive to provide 

to lockdown both internally and 

This can include wearable pendants 
or other technologies that make 
it possible to initiate these 
communications both inside and 

MASS NOTIFICATION 
SYSTEMS
Communication systems should be 
integrated with the district-wide 

Violence, injury and loss of life in our 
schools are a tragedy. Thankfully, most 
school emergencies are more routine. 
That is why it is imperative that districts 
implement solutions that address a broad 
range of hazards that could face staff, 
students and visitors on any given day.
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integration, the school can receive 
instant alerts for active threats and 

of technologies to interface the 
in-building communication systems to 

FIRE ALARMS

alarm may be initiated from gun smoke, 

taught that in an active threat incident 

PHYSICAL SECURITY 
NETWORKS
Security and emergency 

control, video surveillance, alarms, 

primary operational networks and any 
student networks, with proper security 

cyber protection for physical security 
systems and preserves operation of 
these critical systems if operational 

In the Arapahoe incident, during the 
initial minutes, we lost access to the 
camera feeds because our systems 

CONCLUSION

most school emergencies are more 

that districts implement solutions that 
address a broad range of hazards that 

For more information, download 

+

GUY GRACE is chairman of the Partner 
Alliance for Safer Schools and director of 
security and emergency planning for Littleton 
Public Schools. Email: ggrace@lps.k12.co.us.
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Protecting access control systems from threats BY SCOTT LINDLEY

STOP 
  THE HACK!
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Users have learned that today’s IP-enabled contactless card readers and 
wireless cameras have become favorite targets of hackers. In fact, hacking 
has become a far greater threat than most people think.

Many hackers are teenage boys in 
basements engaging in "opportunistic 

in, they like to change code and create 

copier used to copy these cards works 
much the same way as normal card 
readers, with transceiver coil, power 
supply, IC chip, buzzer and even LEDs, 

Given the principal operation of 
contactless card readers, the copier 
excites the coil and delivers power 
wirelessly to the card, which then 
momentarily stores energy and then 
uses it to broadcast card details back to 

professionals don’t appear to secure 

Simply disarming the default installer 
code allows the user codes to be viewed, 
including the master code, or changed or 

person accesses an unarmed panel and 
uses the installer code, they gain access 
to all installed hardware and can create 
a new user code or change a current user 

If the installer does not change the 
default code, the user might as well 

master, all other user codes or even 

codes can often be found online and, 
once inside the system, the hacker can 

Sometimes, the problem is within 

is embedded in the app, providing a 
means by which the device can still be 
managed even if the administrator's 

a poor practice for developers to embed 
passwords, especially unencrypted, 

Adding to the problem is that 
Wiegand, the industry standard over-
the-air protocol commonly used to 
communicate credential data from 
a contactless access credential to an 
electronic access reader, is no longer 
inherently secure because of its 
underlying obscure and non-standard 

For this reason, options are now 
available that can be added to the 

provides a higher-security handshake, 
or code, between the proximity or 
smart card, tag and reader to help 
ensure that readers will only accept 
information from specially coded 

The second is an embedded anti-
tamper feature available with 

contactless smartcard readers, cards 

of authentication assurance to the 

level of security that DESFire EV1 

helps verify that the sensitive access 
control data programmed to a card or 

REDUCING THE RISK
When considering any security 
application, it is critical that the access 
control provider realistically assess 

if access control is being used as a 
convenient alternative to physical keys, 
chances are the end user is not likely 

system is part of an overall security 
system for a facility that could be at 
risk because of its function, what it 
produces or what it stores, that facility 
may be at higher risk of hacking and 
should consider methods to mitigate 

Here are a few steps that to consider in 
reducing the danger of hacking into a 

� Install only readers that are fully 

seal that does not allow access to 
the reader’s internal electronics 
from the unsecured side of the 

is recommended for readers that 
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� Make certain the reader's mounting 
screws are always hidden from 

� Embed contactless readers inside 

and physical tampering remains an 
issue, consider readers that are both 

�
overall foil shield tied to a solid 

This helps block signals from the 
individual conductors making up 
the cable as well as signals from the 

� Deploy readers with a pigtail, not 

pigtails to assure that connections 
are not made immediately behind 

� Run reader cabling through a 
metal conduit, securing it from the 

metal conduit is tied to an earth 

�
commonly available on many of 

signal line lets the access control 
panel know when the reader is 

� Provide credentials other than 
those formatted in the open, 

format available for open use, 
but many of the codes have 

Alternatives can include ABA Track 

�
can be printed and used as photo 
badges, which are less likely to be 

� Employ a custom format with 
in-place controls to govern 

�
that employs sophisticated 
cryptographic security techniques, 

� Make available non-traditional 
credentials with an anti-playback 
routine, such as transmitters, 
instead of standard cards and 

requiring an installed reader on the 

they can be installed in a secure 
location, such as the security closet, 

�
proprietary contactless smartcard 

� Provide 2-factor readers including 

third factor, normally a biometric 

� Assure additional security is 
available to reduce the likelihood of 
an attack as well as mitigating the 
impact of a hack attack should it 

Intrusion: Should the access control 
system be hacked and an unauthorized 
individual granted entry, have a 
burglar alarm system in place to detect 

Video: If the access control system 
is hacked granting entry to an 
unauthorized individual, have a video 
system in place to detect, record and 

Guards: If the system is hacked and 
intruders enter, make sure that guards 
receive an alert that someone has 
physically tampered with the access 

We must always stay one step ahead, 
and with the proper tools any of these Two-factor readers come in wall-mount 

versions such as this (3x4 columns) and 
mullion-mount versions (2x6 columns) such 
as the other reader photo.

With a two-factor 
reader, the user 
must show what 
they have (card) 
and what they 
know (personal ID 
number).
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www.hagerco.com

Visit Us at BOOTH 816 at the DHI 
conNextions Show in Cleveland!

Hager Companies provides a single source solution for 
your architectural door hardware needs. Building on our 
motto — One Family. One Brand. One Vision.™ — only 
one purchase order is needed to provide all required 
hardware for your project at a competitive price.

For more information, please visit hagerco.com.

ADDING ENCRYPTION
One aspect of securing a card’s 
information is to make the internal 
numbers unusable through encryption. 
To read them, the system needs 
access to a secret key or password 
that provides decryption. Modern 
encryption algorithms play a vital role 
in assuring data security.

Today,13.56 MHz smart cards are used 
to provide increased security compared 
to 125 KHz proximity cards. 

The newest of the MIFARE standards, 
DESFire EV1, includes a cryptographic 
module on the card itself to add an 
additional layer of encryption to the 
card/reader transaction. (MIFARE, a 
technology from NXP Semiconductors, 
enables two-way communications 
between the card and the reader.) 
Because it is among the highest 
standards of card security available, 
MIFARE DESFire EV1 protection is 
ideal to secure multi-application smart 
cards in access management, public 
transportation programs or closed-
loop, e-payment applications.

PROTECTING END USERS
Protecting your customers' 
organization from hackers is 
imperative. The threats have grown 
to include sophisticated government-
backed entities as well as teenage 
mischief-makers. With knowledge of 
what hackers seek and the remedies 
available to thwart them, anti-hacking 

For additional help, ask your 
manufacturer for their cybersecurity 
vulnerability checklist. +

SCOTT LINDLEY, 
general manager, 
Farpointe Data, is a 
25-year veteran of the 
contactless card 
access control 
industry. 
Email: Scott.Lindley@
farpointedata.com. 
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Wood Veneer
RED FLAGS AND RULES OF THUMB: PART 2

between requirements, options and 

BY BILL BERRYMAN, AWI, CSI

In “Wood Veneer – Red Flags and Rules of Thumb” 
(Door Security & Safety, June 2019), I shared many 
misunderstood terms and concepts regarding 

designers and suppliers. 

between requirements, options and suggestions that may 

perspective, is recognizing that all the available options 

value engineering, which is diminishing the design in order 

successfully is a skill that requires much diligence and even 

Leaf and Face Matching

In leaf and face matching, a consecutive section of veneer 

After loading two consecutive veneer leaves, the cross-feed 

○ Pros: Provides perfect symmetry of characteristics 
and grain patterns creating the illusion veneer grain is 

○

ready to be clipped into consistent widths.
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○

○ Cons: Flipping every other leaf exposes a tight versus 

this dark - light appearance is not considered a defect 

natural characteristics such as pin knots, mineral streaks 

○ Pros: Veneer leaves are aligned sequentially with 
all tight sides or all loose sides up, eliminating the 
barberpole appearance while providing a more 
polished look, especially in quarter and rift cuts, or 

○

pronounced in plain sliced yet allowed with no 

Rules of Thumb – Matching by Cut

Book matching remains the auto-default for both 

○ Rotary Cut: Book match is the most common choice 
for lower-cost rotary veneers but may be slipped if 

never, ever slip match veneers like natural birch or 
natural maple, because of the extreme color contrast at 

○

and conference tabletops, consider slip match to 

○ 

○ Figure 6: Barberpole characteristic of book matching – raw face in 
quarter mahogany.

○ Figure 7: Leaning effect with repeating grain 
and characteristics inherent to slip match.

○ Figure 5: Slip and running 
match panel – Plain Sliced walnut.

○ Figure 4: Book and running 
match panel – Plain Sliced walnut.
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○ Quarter Sliced: The trickiest of all cuts and truly 
underscores the saying, “beauty is in the eye of the 

why not slip match when you can? Consider book match 

○ Rift Cut: Given the inherently straight-grained nature of 
rift oaks, there is little to no achievable symmetry and 

standards impose limitations to slope and sweep of grain 

Face Lay-up Options

Conventional veneer matching books or slips veneer leaves in 

to consistent widths for lay-up within a face, yet books taken 

Leaves within a face are of consistent width but vary from 

○ Running Match: Leaves are continuously spliced until 

is measured, then cut, often not aligning with a splice 

face, this method requires the least amount of clipping, 

○

○ Figure 10: Slip Match – quarter white oak – disjointed appearance 

○
birch (stained) – marching upward.

○
very symmetrical look when book matched. 
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○ Balance Match: An even number of leaves are spliced to 
both sides of a center leaf, resulting in faces with an odd 

clipped to achieve a consistent width across the entire 

upcharge, or value engineering, it displays excellent 

is especially recommended for higher-end species like 

○ Center Balance Match: establishes an imaginary center 
line to which even numbers of leaves are spliced to each 

yet maintain a balanced appearance, consider using AA 

more dollars with a value engineering to “A Grade,” then 
balance match to dress up the look of the less costly 

aesthetic advice, your supplier for potential savings and 
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○  
 like these white maple panels and door to eliminate barberpole. ○  Figure 14: Balance match – center leaf with even number 

of leaves on each side – Plain Sliced walnut – book matched.

More Resources  
on Wood Veneers  
and Doors
The following resources were used 
in writing this article and provide 
further information on the topic. 

 ○ AWI – Architectural Woodwork Standards – 
AWS 2nd Edition 2014.  
www.woodworkinginstitute.com. 

 ○ WDMA – I.S. 1-A 2013 –The Window and  
Door Manufacturers Association, Industry 
Standard for Interior Architectural Wood  
Flush Doors. www.wdma.com. 

 ○ Jan Heitink, Heitink Architectural  
Veneers and Plywood. 

○ Figure 13: Rift cut – 
Always slip match rift oaks 
to eliminate barberpole.

○ Figure 15: Center balance match 
– an imaginary center line with even 
number of leaves to each side – Plain 
Sliced walnut – Slip matched.



Less Common Matches

○

Pleasing match uses “A” and better leftovers accumulated 

within the same face, because the overall color need 

conventional lay-up methods, therefore this match is 

It is essentially a way to market “good” waste as backers 

○ Random Match: Caution – there are no rules here! 

and assembly often exceeds the cost of conventional 

Matches for Special Applications

○ Continuous Match: Provides optimum use of veneer with 

of the door to top of the transom; the only break being 

○ End Match: Veneer faces are essentially book-matched 

door transoms, and conference tabletops longer than a 

○

face veneers progress, in sequence, from side to side 

○ Set Match: Flush door singles or pairs, within a single 

their mates but set match does not mean door pairs are 

Set matched doors are selected for similar color and 

○ Sequence Match: Panels of standard sizes displaying 

rooms are required to be of same cut, grade and species, 

○ Blueprint Match: Custom wall panel widths and door 

blueprint match should only be visible by the lines of the 

Conclusion

There is a lot to consider in matching options for wood 

auto-defaults, which are inherently good, yet designed as 

○ Figure 17: End matched – conference tabletop - two 8-foot halves, combined to be 16 feet in 
length – book and center balance matched – Plain Sliced cherry. 

○ Figure 18: Pair match + continuous 
matched transoms above. Note grain 
progression in sequenced veneer leaves – 
Plain Sliced natural birch.

○ Figure 16: Random match – random 
cuts, leaf widths and no conventional 
matching –American black walnut.
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Remember, if you’re not sure, engage your industry 

or the Window and Door Manufacturers Association 
Industry Standard for Interior Architectural Wood Flush 

Be helpful with suggestions, yet mindful that the choice 

you’ve done your homework, voice any concerns you 

The collaborative designer will thank you for your 
diligence that possibly avoided a landmine, or for 

+

BILL BERRYMAN, AWI, CSI is vice 
president, architectural sales for Heitink 
Architectural Veneers and Plywood. 
Email: bberryman@heitink.us.

pair. Note, doors only visible due to exposed hardware.
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CASE STUDY
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THE CHALLENGE
Summit Place Senior Campus sought to replace existing 
mechanical key locks with electronic access control. The 
management team wanted to eliminate the use of brass 
keys on the property and the expenses associated with 
replacing keys and changing locks, said Executive Director 
Kris Daggett.

They also wanted to increase security with a system where 
they could quickly change access rights and obtain audit 
information from any door when needed.

Summit Place commissioned longtime Minnesota systems 
integrator Floyd Total Security to select and install a 
solution that would best address these needs and position 
Summit Place for growth and advances in technology. 

For more than 70 years, Floyd Total Security has provided 
the Twin Cities and surrounding areas full commercial 
security solutions to businesses of all sizes. As one of the 
original SALTO U.S. business partners, Floyd Total Security 
has successfully recommended and implemented SALTO 
electronic access control solutions for projects such as 
Summit Place.

“SALTO offered the perfect electronic access control 
hardware and software solutions for Summit Place Senior 

point,” says Jonathon Bullis, Floyd Total Security locking 
hardware specialist. 

Bullis says he knew introducing an electronic access 
control solution to an older population might be a 

applications in multiple phases – and slowly. 

“The great thing about SALTO is you can upgrade from a 
mechanical lock to an electronic lock one door at a time if 
you want to,” Bullis notes. “Once the infrastructure is set, it’s 
easy to expand on that system.”

THE SOLUTION
Bullis and his team at Floyd Total Security installed more 
than 500 SALTO XS4 electronic locks and online door 
controllers throughout Summit Place Senior Campus, in 
both residence and employee areas. 

Summit Place Senior Campus employees manage the system 
via the SALTO Virtual Network (SVN). SVN allows stand-
alone locks to read, receive and write information through 
an encrypted and secure data-on-card system that utilizes 

write technology. With SVN, all access data is stored on, and 
distributed by, its operating credential – in this case with an 
access card or key fob.

BY STEVE BURK

Safe and Secure 
at Summit Place 
Senior campus effortlessly 
upgrades to electronic access.
Summit Place Senior Campus has been 
providing seniors a comfortable and 
friendly community for years. It offers 
townhomes, apartments, assisted 
living, and memory care and is nestled 
in the beautiful suburb of Eden Prairie, 
Minnesota.

Residents at Summit Place Senior Campus  
now use electronic access cards to enter their rooms.
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When employees and residents present 

alone door, not only does this control 
access rights to that door but, thanks 
to two-way communication, the door 
also writes data to the credential such 
as blacklist information or battery 
status. The device then transmits this 
information back to the server via online 
wall readers that are able to update 
and receive information anytime and 
anywhere in the building. 

The transition went smoothly for the 
60 Summit Place Senior Campus 
employees and 300 residents because 
the SALTO system is a “very easy system 
to learn and use,” Daggett notes.

Daggett says the solution has improved 
their overall access control because of 
decreased maintenance time making 
brass keys and changing lock cylinders, 
eliminating the cost of new keys. 

Perhaps most important, the system 
has improved security with the ability 
to instantly change credential access 
rights as situations dictate.

“The system provides residents peace 
of mind knowing that only authorized 
people can enter their apartment,” 
Daggett says. “It also helps protect staff 
when a resident says someone has been 
in their apartment. We can pull a report 
and see who entered any door, any time.”

Because Summit Place Senior Campus 
offers assisted and memory care services, 

addition to physical security Bullis says.

“We live in a time where we aren’t 
just concerned with whether a door 
is locked – we now also want to know 
who went through the door and where,” 
Bullis explains. “Information is so much 
more valuable than just the lock on the 
door, and SALTO offers great software 
and management platform tools to help 
collect and disseminate that data.” 

such as door activity reports, which allow 
administrators to see when residents 
are up and active for the day, providing 
crucial information on their status.

WHAT'S AHEAD
Bullis believes Summit Place Senior 
Campus will soon undergo a SALTO 
software upgrade that will add a variety 
of additional features and capabilities. 

“That’s another good thing about 
SALTO – they are always improving their 
products, which allows us to revisit our 
clients and provide them with the latest 
technology and functionality. We are 
grateful to be able to provide these 
quality solutions to our customers like 
Summit Place Senior Campus.” +

STEVE BURK is 
marketing director at 
SALTO Systems. 
Email: s.burk@
saltosystems.com.

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

Metal and Wood Doors. Fixed Window Systems.

Be Overly Protected.

35DOOR SECURITY + SAFETY  OCTOBER 2019



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

Standard
9/16-11/4

On-Site
11/5 – 11/8

ALL-ACCESS PASS $249 $299 DHI Members

Includes keynote, full conference program, Forum for
the Future & exhibit hall admission (Wed – Fri)

$349 $399 Non Members

EXHIBIT HALL ONLY $25 $35 DHI Members

Includes exhibit hall admission (Wed – Thurs) $35 $45 Non Members

PRE-CONFERENCE WORKSHOP

Strategy Drives Success: Don’t Wait for an Economic 
Downturn to Develop Your Business Strategy.

$279    $300

→ PRICING Exhibit  Hall 

PASS

All-Access

NOV. 6-8  | CLEVELAND, OHIO

REGISTER TODAY AT DHICONNEXTIONS.COM



DHI CONNEXTIONS  |  November 6-8  |  Cleveland, OH

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



REGISTER TODAY AT DHICONNEXTIONS.COM

IN PARTNERSHIP WITH  OWNED & PRODUCED BY

EXHIBITOR LIST
ATTEND THE EXHIBIT HALL TO EVALUATE AND PLAN FOR FUTURE PURCHASES OF THE 
LATEST PRODUCTS AND SOLUTIONS FROM 100+ INDUSTRY-LEADING 
VENDORS. COMPANIES ALREADY SIGNED UP TO EXHIBIT INCLUDE 

Company   ......................Booth #

ABH Mfg ............................................... 733

Access IT / contractERP ......................... 222

Accurate Lock & Hardware .................... 638

Activar Construction Products Group .... 728

Alarm Lock Systems .............................. 315

Alfred ................................................... 217

Allegion ................................................ 616

AMBICO Limited ................................... 417

AccessNsite by American Direct ............. 927

Anemostat Door Products ..................... 827

ASSA ABLOY .......................................... 420

BASFSE/NGFL Incorporated .................. 221

BEA ....................................................... 437

Bradley Tool & Fasteners....................... 937

Bridgeport Worldwide .......................... 742

Bulldog Fasteners ................................. 316

Burns Manufacturing ............................ 317

Cal-Royal & DKS Steel Doors and Frames 218

Cavity Sliders USA, Inc. ......................... 741

Chase, Saino and Tiger Doors ............... 736

Cline Aluminum Doors.......................... 230

Comsense Inc. ...................................... 428

Construction Specialities....................... 342

Contact Industries................................. 338

CORRIM Company ................................ 824

Crown Fire Door Products, Inc. ............. 227

Custom Metal Products ........................ 629

D&D Technologies USA Inc. ................... 320

Dayton Industries, Inc. .......................... 737

De La Fontaine, Inc. .............................. 327

Company   ...................... Booth #

Detex Corporation ................................ 215

Door Controls International .................. 534

dormakaba ........................................... 520

Edgewater Door Company .................... 341

Emullion Corporation ........................... 321

Everlast Thresholds  .............................. 229

Ferche Fire-Rated Wood Door Frames .. 642

Five Lakes Manufacturing ..................... 928

FrameFrog ............................................ 441

Frame Material Supply ......................... 833

Gensteel Doors Inc. .............................. 328

Glassopolis ........................................... 433

Guardian Fire Testing Laboratories Inc. 542

Hager Companies ................................. 816

HMF Express ........................................ 734

INOX ..................................................... 641

Intertek ................................................. 634

Karpen Steel Custom Doors & Frames ... 735

KVAL Inc. ............................................... 536

L. E. Johnson Products, Inc.................... 745

Legacy Manufacturing .......................... 838

Lexington Manufacturing ...................... 922

Lockey USA ........................................... 837

Lund Equipment Company ................... 438

Marks USA ............................................ 627

Masonite Architectural .......................... 720

Metpar Corp ......................................... 334

Multiax America, Inc. ............................ 335

National Custom Hollow Metal ............. 427

National Guard Products ...................... 628

Company   ...................... Booth #

ODL Inc................................................. 842

Omni Glass ........................................... 635

Overly Door Company........................... 633

Pamex Inc. ............................................ 228

PDQ Manufacturing .............................. 419

Philadelphia Hardware Group, Inc. ...... 533

Premier Products, Inc. .......................... 832

QAI Laboratories ................................... 333

Reese Enterprises ................................. 434

Ramco .................................................. 234

SAFTI FIRST ........................................... 442

Securitech Group Inc. ........................... 828

Security Door Controls .......................... 530

Seradex Inc. ......................................... 916

Special-Lite ........................................... 923

Sugatsune America, Inc. ....................... 541

Tanner .................................................. 436

Timely Industries .................................. 537

TOAD, LLC. ............................................ 324

Townsteel, Inc. ..................................... 730

TRIMCO ................................................ 528

UHS Hardware ..................................... 835

Vetrotech .............................................. 635

Woodfold Mfg. ..................................... 435

For the most current  
listing of exhibitors, visit:  
www.dhiconnextions.com

Get an  

EXHIBIT  
HALL PASS 
ONLY

$25*!
*DHI member rate. $35 for 

non-members. Expires 11/4/19

Exhibit  Hall 

PASS

12:00 PM – 4:30 PM 
WEDNESDAY, NOVEMBER 6  &
THURSDAY, NOVEMBER 7  

↓ EXHIBIT 
HALL HOURS



→ BOOK NOW

 HOTEL RESERVATIONS

We’ve negotiated travel discounts and secured a limited number of reduced-rate hotel rooms to make your 

DEADLINE: All reservations must be received by October 14, 2019 to guarantee the discounted group rates. 
After this date, reservations will be made based on availability and the discounted rates are not guaranteed.

www.dhiconnextions.com/hotel-travel

 HEADQUARTER HOTEL 

Hilton Cleveland 
Downtown
$212 Avg. nightly rate

Connected to convention center  

Cleveland Marriott 
Downtown at Key Center      
$167 Avg. nightly rate

0.1 miles from convention center

Drury Plaza 
Hotel 
$163 Avg. nightly rate     

0.3 miles from convention center 

IMPORTANT HOUSING NOTICE

hotel room when you arrive in Cleveland. You will not be contacted by Destination Cleveland unless there is a question about an existing reservation or in response to an inquiry made by you.

9
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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.

WHY BARRICADE DEVICES?

CALL ME CRAZY, BUT I LIKE CODES. 

I’M NOT A FAN OF FREE-FLOWING CREATIVE PURSUITS … I LIKE 
RULES AND ORDER. I HAVE A DEGREE IN ARCHITECTURE BUT CHOSE 
THE TECHNICAL FIELD OF DOORS AND HARDWARE BECAUSE I 
DIDN’T WANT THE QUALITY OF MY WORK TO BE DEPENDENT ON 
SOMEONE ELSE’S OPINION OF MY DESIGN.

In 1986, I entered the door and 
hardware industry as a draftsman for 
an aluminum storefront company, then 
became a detailer, a project manager 
and eventually, a manufacturer’s 
representative.

CODE KNOWLEDGE 
PREVENTS ERRORS 

I knew how critical it was to understand 
the code requirements. Without a 
working knowledge of the codes 
adopted in a project’s jurisdiction, 
costly mistakes could be made – I 
could even jeopardize the life safety of 
building occupants. 

I learned at the School of Hard Knocks. 
I remember one school project where I 
did not specify panic hardware for the 
band room and later had to swap out 
the installed locksets for rim panics. 
On another project I remember the 
architect asking me whether the pocket 
door hardware she had requested met 
the accessibility standards – it didn’t. 
Unfortunately, it was already installed.

Errors require time and money to 
correct, and generally the architect, 
contractor, end user and anyone else 
involved in the construction process 
is not very happy about addressing 
mistakes – especially while trying to 

It was my responsibility to specify code-
compliant hardware and to inform the 
architect if there was a problem with 
what was shown on the plans, or if a 
requested hardware application violated 
code requirements. My opinions were 
not always popular, but in most cases. I 
was ready with a suggested alternative 
that would function as desired but keep 
us out of trouble with the Authority 
Having Jurisdiction (AHJ).

LEARNING CODE
In the mid-1990s, when I needed to 
learn more about codes that applied to 
doors and hardware, it was not easy to 
acquire this knowledge. I learned about 
some of the codes and standards from 
the National Fire Protection Association 
(NFPA) classes conducted by the Door 
& Hardware Institute (DHI).

The challenge was that in most of the 

the building code was based on the 
BOCA National Building Code, not 
the NFPA codes. After the year 2000, 
the International Building Code (IBC) 
became the prevalent building code 
throughout the United States.

At that time, learning about the adopted 
building codes and the International Fire 
Code (IFC) required a lot of reading and 
research. If you’ve ever opened a code 
or standard, you may have noticed that 

section, let alone interpret the meaning.
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It’s a little easier now that you can 
search the PDF rather than paging 
through a hard copy. My old code 

and highlighting. The commentary and 
handbook companions to the codes 
and standards can also be really helpful, 
as they explain the intent of the codes 
and standards. 

Another way to learn about codes is to 
follow the code development process 
and read through the reason statements 
that accompany each code change 
proposal. Most codes and standards 
are on a three-year code development 
cycle, so every three years there is an 
opportunity to watch the next edition 
taking shape.

The proposals are discussed at 
hearings with the technical committee 
responsible for that section, and often 
you can even watch these discussions 
online if you are interested in a 
particular change. I work on proposals 
with the Codes, Government, and 

Industry Affairs Committee of the 
Builders Hardware Manufacturers 
Association, and I have learned a lot 
from my involvement in this process.

SHARING CODE
At least 20 years ago, I decided it would 
help the industry if I shared some of the 
code information I had collected and 
made it less painful for people to learn 
about codes. 

I started with a 12-page booklet about 
codes applied to the New England 
states, where I worked at the time. In 
2004, I expanded that booklet to the 
40-page code reference guide that has 
been updated several times since, in 
order to incorporate the subsequent 
code changes.

More than 1,000 copies of this guide are 
distributed in hard copy or downloaded 
each month. It’s a free tool available to 
anyone who needs information about 
the code requirements that apply to 
doors and hardware.
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Because I conducted a fair amount of 
training on codes and passed out dozens 
of code reference guides, I received 
many questions from local architects, 

locksmiths and end users. In 2009, I 
decided that creating a blog would give 
me a place to store this information and 

some of their questions without my help. 

often tell me how much they hated 
hardware, so in a move that would 
never have been approved by the 
marketing department (if I had asked), 
I called the blog “iHateHardware.com.”

After several months of being asked 
why I hated hardware, I changed the 
name of the site to “iDigHardware.com.” 
However, if you’re having a particularly 
bad day, you can use the original weblink.

appeared in Doors & Hardware
magazine – now called Door Security + 
Safety. These articles are another helpful 
resource for learning about codes, as 
each one addresses a topic in depth.

or one of the many accessibility 
requirements, there is a Decoded 
article that covers it. I’ve often seen 
these articles used as handouts for 
code classes or forwarded to someone 
who was struggling with a code 
interpretation.

The Decoded articles can be found in 
the archived issues of Door Security + 
Safety online or on the “Articles” page 
of iDigHardware.

TEACHING CODE

with an overhead projector and a milk 
crate of transparencies – each framed in 
cardboard for durability. 

When PowerPoint was introduced, it 
revolutionized my code presentations 
because I used transitions, animations, 

sounds and special effects liberally. 
This wasn’t enough to keep attendees 
engaged and awake, so I developed 
several classes based on game shows, 
including Code Jeopardy and 1 vs. 100. 

To date, thousands of people have 
attended these classes and learned 

accessibility standards that apply to door 
openings. Code classes on iDigHardware 
can also be accessed on demand.

VIDEO CODE
In today’s world, where time is of 
the essence and attention spans are 
shorter, some code-related topics 
are best explained with videos. Using 
whiteboard animations, some of the 
most common code questions have 
been covered, including various types 

door assemblies and accessibility. 

More than 30 of these videos are 
available on the Videos page of 
iDigHardware and can easily be shared 
when a question arises. Many AHJs have 
used these videos to help digest the 
complexities of doors and hardware, 
which often results in more consistent 

It’s hard to believe that a website that 
began on a whim is now celebrating 
its 10-year anniversary. Who knew that 
people would read a blog about doors 

code requirements that apply to door 
openings? 

Talk about a niche! Each month, readers 

answers to their code questions on 
iDigHardware. A community has formed 
around the site, where readers share 
their insight and experience – there are 
currently more than 18,000 comments 
and 2,300 published posts. 

If you have a question about codes or 
want to learn more, visit iDigHardware.
com and help celebrate 10 years of 
codes! The next 10 years begin now! +

iS
TO

C
K 

 | 
 M

IC
RO

ST
O

C
KE

R

OCTOBER 2019   DOOR SECURITY + SAFETY 42



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

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

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, like you, can help us inform schools and parents 
of the facts during these emotionally charged times. 
Become a DSSF Ambassador today!

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

HELP US TELL SCHOOLS & PARENTS!



Gathering for some mid-summer fun, 
the Georgia Chapter held a baseball 
outing in July for 40 door and hardware 
industry peers. While the competition 
was hot between the Kansas City Royals 
and the Atlanta Braves, the Georgia 
Chapter group stayed cool under the 
Hank Aaron Terrace.

The chapter extends its thanks to the 
event’s sponsors, including domakaba, 
DH Pace, VT Industries, ASSA ABLOY, 

Engineering Specialties Co, Inc., banner 
SOLUTIONS, Hager Companies and 
ABH Manufacturing Inc. 

The event was planned by the chapter’s 
Social Committee Chairs David and 
Heather Dirkse

For information about the Georgia 
Chapter, contact Melanie Wright at 
Melanie.wright@dormakaba.com or 
404.735.3910. +

Georgia Chapter 
Gathers for MLB Outing

Is your chapter hosting 
informative and fun events?

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

DHI CHAPTER EVENTS
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Education
Your Career, Our Commitment

The Fundamentals of Opening Assemblies  
and Related Codes Bundle

Important education for anyone who is new to the industry.

• COR101 – Fundamentals of Architectural Doors and Hardware

• COR102 Introduction to Building Codes

• Introductory to the Industry video – Safely Securing the Built Environment through  
Building, Fire, and Life Safety Codes

PRICE: $225

Visit www.dhi.org/DHIA for details.



+

DOOR + HARDWARE TECHNICIAN (DHT)
The Level Two DGT is earned by demonstrating the competence to provide product and code application, 
detailing, estimating and project management skills on projects with an intermediate level of complexity of 
occupancy type.

Adam Michael, DHT 

Co., Inc.

Marcus Myhaver, DHT Samuel Owens, DHT 
JE Dunn

Mallory Taylor Roitberg, DHT 
Allegion

CERTIFIED FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (CFDAI)

ability to digitally stamp inspection reports.

Brad Farris, CFDAI 
Brand Services
Neil Gromel, CFDAI 
Brand Services

Ralph Mayo, III, CFDAI 
Brand Services
Kenneth Mieczkowski, CFDAI 
Brand Services

Thomas Ranieli, CFDAI 
Brand Services
Pierre Renaud, CFDAI 
Brand Services

Jamie Zelno, CFDAI 
Brand Services

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

+

DOOR + HARDWARE CONSULTANT (DHC) 

Bahadir Fatih Alay, DHT, DHC, CFDAI 
Framaco International, Inc.
Ron Martinez, DHT, DHC, CDT, CCPR 

Arun C. Prabhu, DHT, CFDAI, DHC 
Allegion Middle East & Africa
Matthew J. Santry, DHT, FDAI, DHC 
Allegion

Mason F. Stacy, DHT, DHC 
Allegion

(Lists current as of August 31, 2019)

ARCHITECTURAL HARDWARE CONSULTANT (AHC)

Joseph Mach, AHC

ACHIEVEMENTS
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE

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

Jimmica Anderson

Julia Arthur 
Dormakaba
Spencer Bastain

Dexton Bennett 
Architecture49
Todd Braxton 
Door Control Services
Tommy Chen 
ASSA ABLOY Door Security 
Solutions
Leo Henry Cheung 
Mills & Nebraska
Sarah Clark 

Michael Cline 
Salto Systems, Inc.
Alexander Cozadinos 

Kirby Delgado 

Manuel Diaz 

William Segismundo 
Divina

Priscilla Eisner

Andrew Fadhel

Carolyn Fragale 
Slone Doors Inc.
Brett Dell Freeman

Kelly K. Gucciardo

Tim Hageman 
S.A. Morman & Co.
Hushmi Hameed 
Allegion
Steve Hanna 
ProAble Hardware 

Sarah Harling 
Northland Glass and Metal, 
Ltd.
Zack Holden 
Kenton Brothers
Patrick Hollowed 

Kimberly Hood 

Michael Jagielski 
Building Material 

Paul Michael Johnson 
Schiller Hardware, Inc.
Darcy Johnston 
Lynden Doors
Kelly Johnston 
ProAble Hardware 

Cristy Just 
D & M Industries, Inc.
Darryn Kar 
CP Distributors, Ltd.
Shmuly Kasowitz 
M & D Door &  Hardware
Kevin Konkel 
Dormakaba
Yu-Ting (Kevin) Kuo 
Lynden Door, Inc.
Phong Lee

Cara Lindsey

Pat J. Little 
CP Distributors, Ltd.

Blake Lytz 
Door Security Solutions 
Northern California/An ASSA 

Rahul Madan 
CP Distributors, Ltd.
Joel Mark

Jose Matamoros

Marcus McMurray 
Door Security Solutions 
Northern California/An ASSA 

Shannon Meland 
D & M Industries, Inc.
Monica Mercado 
Mills & Nebraska
Jessica Louise Monroe 

Kathrin Muehleisen 
Hafele Canada, Inc.
Katie Murphy 
Doortech Distributors 
Limited

Kelly Pechal 

Zecharia Phillips 
M & D Door & Hardware
Shalom Refson 
M & D Door & Hardware
Catharine Rusnell 
BG Distribution – Toronto, 
Ontario
Jeff Sjoquist 
D & M Industries, Inc.
Brian Stanley 
D & M Industries, Inc.
Drew Sutton 
S.A. Morman & Co.
Heidi VanderBie 
S.A. Morman & Co.
Amar Virdee 
Allegion Canada Inc
Samantha Welsch 
Lang Door and Hardware, 
LLC
Aramic Yaghoubimassihi

Fadil Zain 
Allegion

For more information on DHI education, 
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OCTOBER 20-26, 2019 • EMBASSY SUITES • SCOTTSDALE, AZ
SUNDAY 

OCTOBER 20
MONDAY

OCTOBER 21
TUESDAY

OCTOBER 22
WEDNESDAY
OCTOBER 23

THURSDAY
OCTOBER 24

FRIDAY
OCTOBER 25

SATURDAY
OCTOBER 26

COR140
Using Codes and Standards

DAI600
Fire and Egress Door Assembly Inspections

DAI600
Exam

COR123
Using Door, Frames and Hardware Standards

COR133

COR117
Door, Frame and Hardware Applications

COR146

EHC400 COR163
Developing Masterkey 

Systems

DHC307
Advanced Detailing Doors, Frames and Hardware

EHC433

COR147 DHC205
Intermediate Detailing Doors, Frames, and Hardware

DHSC310 DHT120
DHT Exam Prep

COR153
Installation Coord. and Project Mgmt

AHC220
AHC Exam Prep CERTIFICATION EXAMS

DHSC315 EHC420 
EHC Exam Prep

COR125
Takeoff and Estimating

COR160

Conc.

CDC320
CDC Exam Prep

DHI 2019 FALL 
TECHNICAL SCHOOL

HOUSING: www.dhi.org/fallschool
REGISTRATION DEADLINE: September 30, 2019*

DHI Fall Technical School

*After September 30, you must contact DHI directly to register, based upon class availability. 



“

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 EMAIL SCHOOLS@DHI.ORG.

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!

SUMMA CUM LAUDE PARTNER: HONOR ROLL PARTNERS:



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

airports. This European proven concept of door 

needs of the North American marketplace. 
www.simonswerk-usa.com

B SECO-LARM TRANSMITTERS 
FOR ANY APPLICATION  
JLM now carries Seco-Larm 315MHz pendant RF 
transmitters. The transmitters offer over 68 billion 
possible codes and operates up to 500ft (150m). They 
come with RF anti-scan protection, are FCC and IC 

receivers. 
www.jlmwholesale.com 

C TOWNSTEEL E-GENIUS
TownSteel e-Genius Series Smart Interconnect Lock 
offers double-locking feature and single motion 
movement to lock or unlock the lock. It provides 
programmable locking mechanism, with 99 pin codes 
and 300 MIFARE RFID cards/stickers capacity. It also 
has a mechanical key override.  It’s battery powered 
and requires no hard wiring. Credentials include touch 
keypad, MIFARE classic keycard and Bluetooth Low-
Energy/RF. Easy programming and easy installation. For 
more information, please call 1-877-858-0888. 
www.townsteel.com

D LZR®-FLATSCAN SW
Provide safety across the door leaf and beyond the 
leading edge with BEA’s LZR®-FLATSCAN SW sensor 
for low energy reactivation. Comprised of LASER-

entire door width and height (up to 13’ diagonally) 

www.BEAsensors.com

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

for applications ranging from 20-120 minutes. UL 

meet ASTM E119 and are a modern alternative to 
traditional hollow metal steel doors and frames.

D

PRODUCT SPOTLIGHT

E

C

A

B
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G CORBIN RUSSWIN CL3351 CYLINDRICAL ENTRANCE 
The CL3351 Cylindrical Entrance Lockset is a Grade 1 lockset 
manufactured with the materials you need to ensure strength, 
durability and quiet operation. Find now at BannerSolutions.com, your 
source for Corbin Russwin and all premier brands from ASSA ABLOY.
www.bannersolutions.com

H BULLET-RESISTANT DOOR AND 
WINDOW SYSTEMS AND ACCESSORIES

has been an industry leader of Bullet-Resistant Door and Window 
Systems and Accessories. All of Overly’s bullet-resistant products 
have been tested to one or more of the following: UL Standard for 
Safety 752; National Institute of Justice Standard 0108.01 
www.overly.com

I 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 

can give you technical advice on just about anything. Get the exact 

Distributors.
www.seclock.com

J AMERICAN DIRECT
American Direct is the only company combining Division 8 and 
Division 28 product, service, and expertise to deliver totally integrated 
security solutions at the door opening. We are saving clients time, 
money, and stress. Most important, we are creating more secure 
spaces for people to work, learn, and live.

www. americandirectco.com

K 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 

I

To be included in this special advertising section, 
contact Kathy Sveen at ksveen@dhi.org.

K

G
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PROFIT IMPROVEMENT REPORT

“Nothing happens until somebody 
sells something” is one of the 
oldest adages in business. It is also, 
undoubtedly, still one of the best.

However, exactly how those sales are 
generated is often overlooked. In fact, 
different ways of producing the exact 
same sales volume can lead to very 

differences are substantial.

two different methods for increasing 

merchandise. The second is to raise 
the prices on the merchandise already 
being sold. You can address these 
approaches from two important 
perspectives: 

Sales Strategies – An analysis of 
how different sales methods work 

• Actions to Ensure Sales are 

on every sale.

THE PROFIT IMPACT OF 
DIFFERENT SALES STRATEGIES
Exhibit 1 provides an income statement 
for the typical DHI member company 
based upon the latest Industry Financial 
Benchmarking Report. Typical means 

better than what is shown, while half 
perform worse.

in sales and operates on a gross margin 
of 34 percent of sales and expenses of 
27.5 percent. This results in a pre-tax 

percent of sales.

To understand how different sales-

distinction is not clearly understood.

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

change them, such as negotiating a 
lower rent. 

represent somewhere around 80 
percent of total expenses. For the 

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

expenses are estimated to be 6 percent 
of sales.

The second column of numbers – 
Physical Sales Increase – examines 
the impact of selling 2 percent more 
merchandise. As can be seen, sales, 
cost of goods sold, gross margin 
and variable expenses, all increase 
by 2 percent. Fixed expenses remain 

an increase of 12.8 percent.

impressive, it pales in comparison to 
the impact of a price increase that 
would generate the same level of sales 
volume. This is demonstrated in the 
last column of number – Pricing Sales 
Increase.

As can be seen, sales increase by 2 
percent, but cost of goods remains the 
same. This causes gross margin dollars 
to increase by 6.3 percent rather than 
the 2 percent gain from more physical 
sales activity. 

While this difference may seem small, it 

In the last column the expense changes 
are identical to the middle column, with 
variable expenses rising with sales and 

that the vast majority of the increase 
in gross margin will fall through to the 

remarkable gain of 47 percent.

Simply put, both of the changes result in 
the same level of dollar sales. However, 

of 12.8 percent, while the other a 
celebratory increase of 47 percent. 

How sales growth is generated is a key 

ACTIONS TO ENSURE  
SALES ARE PROFITABLE 
The predictable response to the third 
column of numbers is that it can’t be 
done. This is also a very legitimate 
response. In a competitive market, 
piling on even small price increases 
across the board is nearly impossible. 
Something else needs to happen. This 
requires three different actions.

Working With the Sales Force – 
Probably the single biggest barrier 
to enhancing the gross margin is the 
tendency of ineffective salespeople 
to cave in when confronted with price 
objections. Part of this is because 
customers are continually pushing for 
lower-price opportunities. Eventually 
this results in a logical conclusion. 
Salespeople begin to believe that prices 
really are too high.

At the same time, research shows 
that customers are actually less price 
sensitive than salespeople. Buyers 
are simply doing what they should 
do, which is to see if lower prices are 
available. They are not necessarily 
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THE PROFIT IMPACT OF TWO DIFFERENT SALES GENERATION PROGRAMS  
FOR THE TYPICAL DHI MEMBER

Income Statement—$ Current Results Physical Sales Increase Pricing Sales Increase

Net Sales

Cost of Goods Sold 13,700,000 13,974,000 13,700,000

Gross Margin 6,300,000 6,426,000 6,700,000

Fixed Expenses 4,300,000 4,300,000 4,300,000

Variable Expenses (6% of Sales) 1,200,000 1,224,000 1,224,000

Total Expenses 5,500,000 5,524,000 5,524,000

Income Statement–%

Net Sales 100.0 100.0 100.0

Cost of Goods Sold 68.5 68.5 67.2

Gross Margin 31.5 31.5 32.8

Fixed Expenses 21.5 21.1 21.1

Variable Expenses (6% of Sales) 6.0 6.0 6.0

Total Expenses 27.5 27.1 27.1

4.0 4.4 5.8

convinced that there are lower prices, 
they are simply investigating.

Unfortunately, the bottom 20 percent 
of the sales force tends to give way on 
price with little resistance. Continual 
training is required to help these 
individuals overcome price objections. 
Ultimately, if training does not have 

hiring new people is a one-time item. 

forever.

Strategic Pricing – For years, I, and 

on the slowest-selling, and probably 
least price-sensitive, items in the 
assortment. 

little more than token efforts that have 
had little impact. This is not really a 

effort required to make the changes.

The underlying problem is that there are 
lots of SKUs in the slow-selling category. 

line. It is viewed as too much work for 
too little improvement. Firms that have 
taken the effort, though, have been 

their overall gross margin percentage 
without the loss of any physical sales 
volume.

Linking Prices to Services – Probably 
the largest computational challenge 
in pricing is linking prices charged to 
customers to the cost of servicing those 
customers. Research shows that some 
customers have an exceptionally high 
cost of service. This typically occurs 
because customers place lots of small 
orders, have a lot of emergency orders 
and overload the returns process. This 
is easy to comprehend, but the cost is 

Given that the cost to serve is hard 
to determine, it is easier to simply 
avoid the entire issue. Again, research 
indicates that the differences in cost 
to service are seldom accounted for 
in pricing. With current technology, 

computing the cost to serve is 
becomingly progressively easier. The 
resulting analysis suggests that either 
services must be lowered, or prices 
must be increased.

MOVING FORWARD
Pricing remains the most important 

companies. It is essential to focus the 

the same time. +

DR. ALBERT D. BATES is Principal of the 
Distribution Performance Project and a Senior 
Advisor to Benchmarking Analytics. His latest 
book, 
Distribution, is available online at Amazon and 
Barnes & Noble. It covers concepts that every 
decision maker should understand. Email: 
bigal6212@gmail.com.

©2019 Distribution Performance Project and Benchmarking 
Analytics. DHI has unlimited duplication rights for this 
manuscript. Further, members may duplicate this report for 
their internal use in any way desired. Duplication by any other 
organization in any manner is strictly prohibited.
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REVENUE 
GROWTH HABIT

THOUSANDS OF FAILURES
WE’RE MOVING HOMES, AND MY WIFE HAS BEEN ON A SHREDDING 
MISSION. WHILE REVIEWING FILE BOXES THAT HAVE NOT BEEN 
OPENED IN MANY YEARS, SHE CAME ACROSS MY FIRST BUSINESS 
HEAD SHOTS, TAKEN ABOUT 20 YEARS AGO.

The kid in the pictures is eager, 

of the world, but I had no clue how I'd 
cover payroll the next month. 

I was running a computer consulting 
company, and I had employees. They 
were far more adept at managing me 
than I was at managing them. I didn’t 
really know what I was doing – operating 
by instinct – but I had to make it look like 
I knew exactly what to do. 

There has been a lot of failure since 
these pictures were taken. Thousands 
of failures, learning opportunities and 
growth moments.

That business imploded when the 
internet bubble burst about one year 
after the photos were taken. 

Then it took several business iterations, 
thousands of published newsletter 
articles, hundreds of television 
appearances, hundreds of radio 
interviews, thousands of speeches and 
about 15 years to develop my consulting 
practice. 

We were out of money multiple times 
during this extended period. There 
were moments when my wife believed 
in me more than I believed in myself. 

And as any salesperson knows, 
the customer can feel uncertainty, 
meekness and fear. Similarly, the 

and enthusiasm. Negativity is just as 
contagious as positivity. 

Somewhere in this process, I actively 
chose positivity and optimism. This is 
what I sell now. And clients pay good 
money for it. In fact, as my clients apply 
my principles of selling boldly and begin 

bringing these traits of enthusiasm and 

their customers also pay good money 
for these traits. 

the only one who brings positivity 
proactively to your customers. Everyone 
else – the competition – only calls with 
problems and issues. 

amount. And my fourth book, “Selling 
Boldly,” is on The Wall Street Journal 
bestseller list. This year, my business will 
grow bigger still. 

Why? Because of all the failures. All the 
learning. And, most importantly, all the 
perseverance. 

I’ve developed a perseverance habit, 
which has become the foundation 
on which my business is built. It has 

my life. 

Perseverance in prospecting, setting 
up meetings and following up. 
Perseverance in digging out of holes, 
and there have been many. 

A middle-aged man recently said to 
me, “I’ve never failed at anything in my 
life.” I immediately thought that he has 
not attempted anything challenging or 
interesting in his life. 

Salespeople fail. Entrepreneurs fail. 
Executives fail. But then we succeed. 

The kid in the photos had no idea of the 
failures and challenges that lay ahead.

The grown man with graying hair writing 
this column is grateful for them. +
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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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2019 Fall Technical Schools – 
It’s Electric!
DHI FALL TECHNICAL SCHOOL DHI FALL TECHNICAL SCHOOL
OCTOBER 20–26, 2019 NOVEMBER 18 –22, 2019

ools –

Education
Your Career, Our Commitment

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

•
•

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

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

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

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

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

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



GROWING 
SOCIAL

SOCIAL MEDIA: 
EXTENDING YOUR BRAND

DAVID VERMEULEN is the North America 
sales director for Technical Glass Products. 
Phone: 425-396-8200. Email: David.
Vermeulen@allegion.com.

WELCOME TO THE COLUMN ABOUT HOW WE CAN GROW OUR AS 
SOCIAL MEDIA CONTINUES TO GROW, BUSINESSES CAN ACCESS 
MORE MARKET RESEARCH THAN EVER BEFORE. THE ABILITY TO 
TRACK WHO YOUR FACEBOOK AND TWITTER POSTS ARE REACHING, 
AND HOW THOSE USERS ARE INTERACTING WITH YOUR CONTENT, IS 
NOW ONLY A FEW CLICKS AWAY.

At Technical Glass Products (TGP), social 
media is a crucial tool we use to interact 
with our customers, especially since 
our products are often used for highly 
technical, code-driven applications. 

We are active on Facebook, Twitter, 
Instagram and LinkedIn and have 
worked to grow our following across 
all platforms by more than 50 percent 
during the past three years. 

HIGH-IMPACT PHOTOS 
Our strategy has been fairly simple: 
let the product speak for itself. What 
better way to do that than through 
images? This allows customers to see 
the end use of our products and derive 
inspiration for their next project.

Our aim is to provide architects and 
builders with relevant and useful 
content paired with an image that 
inspires them.

When choosing images to share, 
we require the highest quality and 
resolution because social media is an 
extension of our brand. 

A recent study by Dr. John Medina 
states that humans are 65 percent 
more likely to remember information 
when an image is associated with it. 
By generating content that is useful to 

your customers and providing an image 
for context, you help ensure that your 
customers are more likely to remember 
your company the next time they specify 
your type of product.

CREATING VALUE 
With the introduction of Facebook Zero 
and constant algorithm changes across 
social media channels, key platforms 
like Facebook are experiencing a 
dramatic decline in organic reach. 

It’s now more important than ever to 
help customers discern your brand’s 
voice amidst the squabble of businesses 
vying for their attention.

To cut through the clutter, companies 
are increasingly wondering how to get 
customers to hear them on social media.

At TGP, we’ve learned a more important 
question to ask is whether we are giving 
customers  something worth listening to?

To capture the attention of your 
audience, the content your business 
sends out on social media should go 
beyond company news and directly 

goals. This can be the difference 
between becoming a go-to resource 
and training your customers to tune out 
your content.
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How do you determine what’s relevant 
to your audience? Start by asking. 

At TGP, we recently ran a survey in our 
in-house newsletter asking readers 
to let us know which tool or resource 
is most helpful during the glass and 

With the information we gained, we 
can now provide customers with more 
targeted resources on social media, 
showing them we care about more than 
just sales. 

The result is that TGP posts with 
relevant content gain nearly double 
the amount of impressions and 
engagement than those sharing just an 
image or link.

Adding value on social media is a win-
win for you and your customers. The 
more value you add, the more likely 
your customers are to hear you above 
the noise. 

Take the time now to identify what 
you can offer customers besides your 
product, whether it is project tips, 
accredited educational courses or 
online resources.

BIGGER ISN’T ALWAYS BETTER 
With social media, a large focus is often 
placed on the number of likes an image 
receives or how many followers an 
account has. While these factors can 
help validate your social presence, they 
don’t necessarily mean that the users 
discovering your platform will translate 
into customers or that those likes are 
contributing to your brand presence. In 
fact, if the entire goal of your social media 
campaign is to gain a large following, you 
may have already lost the battle.

For example, a popular way to generate 
a sudden spike in social media numbers 
is to buy followers or conduct off-
brand giveaways. These tactics can 

in followers, but they lack a long-term 
focus. And, in many instances these 
followers gradually drop off because 
social platforms are cleaning up bot 
accounts or from eventual disinterest 
because they didn’t care about your 

The bottom line: bigger isn’t always 
better.

Organic growth is a far more sustain-
able approach and can generate true, 
lasting followers. 

where can they be found on social 
media and what are they looking at.

Once you identify where your 
customers are, begin to engage them. 
Show them content that is interesting, 
useful or applicable to their daily lives 
or job. This process may take a little 
more time, but growing your following 
organically is important. It ensures 
that three years down the line, you’re 
still talking to people who care about 
your product and are interested in your 
industry.

Taking the focus off numbers and onto 
customer engagement might mean 
starting with a smaller, targeted fan 
base. The upside is you will gain a core 
following that supports your product 
and gets behind your story. 

When engagement becomes a 
company’s focus, everything else 

+
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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 September 6, 2019



PROFIT IMPROVEMENT REPORT

READERS PHOTOS – JUST WHEN YOU 
THOUGHT YOU’D SEEN IT ALL

Our readers are not shy about pulling 
out their phones or digital cameras 
and documenting code violations, 
crafty solutions or just plain silliness.

This month we welcome some new 
contributors and thank a few of our 
regulars for sharing what 
they’ve seen.

BY MARK J. BERGER

A TRADE SHOW GIVEAWAYS
Alan Mills, Builders Door & Hardware; 
Dothan, AL

I’m writing this column as I prepare 
materials for our booth at ConNEXTions, 
and thinking about what our “thank you 
for stopping by” giveaway should be. We 
always try to present something useful. 
Here’s a tale in Alan’s own words:

Here’s a door that I found inside a 

my attention was the lack of a pull 
handle on a door that says PULL, but 
once we observed several waitresses 
going in and out of it (they had to grab 
the top left corner of the door to pull), 
we realized that the door was slamming 
shut  behind each one which is very odd 

swing both ways. 

Upon closer inspection we noticed the 
chip clips on the frame to prevent the 
door from swinging in. After discussing 
it with staff, they informed us that the 
ventilation in the kitchen was too strong 
and it was sucking the door inside the 
kitchen, preventing it from completely 
closing which exposed the kitchen to the 
dining room, hence the chip clips to stop 
the door.

B RETURN VISIT
Daniel Vargas, Architect;  
Los Angeles, CA

Daniel is an architect in the city of 
angels, which is appropriate as passing 
through this blocked door would take 
divine intervention.

Daniel has seen this door several times 
at a certain very large well-known big 
box hardware/home improvement 
store. It is the same door in both photos, 
sometimes heavily blocked, other times 
only lightly blocked. 

How many times have we returned to the 

blocking procedure still in place, even 
after we’ve brought it to the manager’s 
attention?

REAL OPENINGS

C TRIFECTA
David Klein, Securitech Group, Inc.; 
Maspeth, NY

Dave found the typical high-chair 
storage blocking the exit door. But in 
this case, the bucket and mop as well 
as the beer cannister makes for a very 
hazardous path out the door.

BA

C
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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.

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 

or products but are intended to help build 

that occur in buildings over time, despite our 

building occupants.

D THIS STORE HAS EVERYTHING
Peter Leszczak, Veterans Administration; 
New Haven, CT

Peter knows a thing or two about 

After seeing a photo I snapped in one 
of those stores with a million items, Pete 
saw the same type of blocked exit in a 
similar store.

We are always amazed at how much 
product they can display per square 
foot. The slat walls mean every square 
inch can be used. Look how they 
surrounded the exit sign. It doesn’t look 
like there’s an exit device on the door, 
but it wouldn’t matter as the 2x4 and 
brackets prevent safe exiting, even if you 
managed to get around all the boxes 
blocking the door.

E UNUSUAL OPENING

Thomas is a longtime reader (thanks!) 
and took this photo at a quaint café 
while on vacation. Older spaces certainly 
present exit challenges, and this photo 
highlights that very well.

A single door is probably enough of an 
exit based upon their occupancy, but the 
exit sign is centered over both doors. 
That signage location means both doors 
should be accessible, but the locked 
and blocked door on the left clearly is 
not. The inswing direction of the doors 
doesn’t help matters either. 

However, I’m fascinated by the hinge at 
the top of the mullion. I wonder what this 
space was used for prior to becoming 
a café? Why did they need such a wide 
opening?

F WORST STORAGE 
LOCATION EVER!
Maranda Thompson, Securitech Group, 
Inc.; Maspeth, NY

Traveling to attend a wedding is exciting 
and a wonderful way to visit family 
and friends back home or discover a 
new location. What you don’t want to 
discover is a disaster waiting to happen. 

Maranda snapped these pictures in 

set up and rehearsal. The tables were 
beautifully laid out and as frequently 

capacity. I guess they looked around for 
the most convenient, but dangerous, 
place to store the unused tables and 
decided the pit at the bottom of the 
stairs leading to the exit doors made the 
most sense. Notice the drapery used 
to close off the unsightly storage – but 
Maranda took these photos quite easily 
by just looking downward.

FD

E
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IMPACT

WIRELESS ACCESS CONTROL  
MARKET GROWING AND MATURING
The Wireless Access Control Report 2018 sponsored 
by ASSA ABLOY and compiled by IFSEC Global 
documents the latest growth and trends in end-user 
adoption of wireless access control systems. Key 

statistics are shown here and a feature article about 
this report appears on page 8 of this issue of Door 
Security + Safety.

41%  
use a traditional 

wired system using 
access cards/tags

43% agree that compared to wired locks, 
battery-powered locks are particularly suited 
to buildings with a large number of doors

23%  

agree that 
compared  
to wired  
locks,  
battery- 
powered  
locks are  
more eco-friendly

63% have a more 
positive view of 
wireless access control 
than 5 years ago 
because technology 
has improved. 

22%  

are not currenty 
using an electronic  

control system

42% believe 
that wireless access 
control is a practical, 

affordable, more 
secure way to 

secure server racks, 
cabinets, safes, 

outdoor gates, etc, 
than mechanical locks
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AMERICAN DIRECT 15, 51

BANNER SOLUTIONS 5, 51

BEA 33, 50

GUARDIAN FIRE TESTING LAB 41

HAGER COMPANIES 27

JLM WHOLESALE, INC. 11, 50
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@DHIorg
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Join Us.
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DHI’s Fire Door Assembly 
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Door Security & 
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COLUMN

KERBY LECKA is marketing director 
at SDC (Security Door Controls) and a 
member of the DHI Media and Editorial 
Board. Email: kerby@sdcsecurity.com. Visit 
www.sdcsecurity.com/AccessControlPower 
for a downloadable Access Control Power 
Guide, Voltage & Wire Calculators, Access 
Control Power Training overview and 
schedule, and more helpful tools and 
information. 

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.

IF YOU'RE READING THIS PUBLICATION, CHANCES ARE YOU'RE EITHER 
A DHI MEMBER OR SOMEONE ALIGNED WITH OR WORKING IN THE 
CONTRACT HARDWARE INDUSTRY. YOU ARE RELIED UPON FOR YOUR 
EXPERTISE IN THE TECHNICAL APPLICATION OF ARCHITECTURAL 
DOORS AND HARDWARE PRODUCTS AS WELL AS BUILDING, FIRE, AND 
LIFE SAFETY CODES TO DOOR OPENINGS. CONTINUOUS EDUCATION 
ON PRODUCTS, CODES AND TRENDS IS PART OF WHAT HELPS YOU 
MAINTAIN YOUR HIGH LEVEL OF EXPERTISE. 

When it comes to access control 
systems, the learning curve is steep 
and fast. Also, when it comes to 
wiring, many door security and safety 
professionals are not the ones running 
wires from the power supply to the 

After all, you did not install the power 
supply – you just supplied the material.

You may even rely on the power supply 
provided by an access control supplier. 
Yet, when there is a power issue, it 
usually occurs at the door – your door – 
with some sort of malfunction. So, who 
gets the call when the device doesn't 
work? You do, of course.

Once you get the call about a 
malfunctioning device, who do you call? 
The manufacturer! As a manufacturer of 

devices, what do you think we do in 
our decision tree of troubleshooting 
questions to solve your problem?

Invariably – unless there is an obvious 
problem with the device – we start with 
power questions. Why? Because we 
have learned and documented over 
many decades of technical support calls 
that 75 to 85 percent of access control 
operating problems and technical 
support calls are due to power issues, 
not the device.

hardware brands in today's industry 
is very high. And unless it was 

improperly installed or damaged during 
installation, the device is probably not 
the problem. 

Avoiding costly callbacks and damage 
to your reputation is important to 
everyone. Maintaining fundamental 
knowledge of access control power is 

new to learn, or a special tip to apply 
that will make all the difference on your 
door opening project. We've learned 
that with basic access control power 
skills, you can immediately address 

designed versus what was installed, 
repaired or upgraded for most access 
control projects.

Industry associations like DHI, and 
manufacturers, have a wealth of 
information, tools and training to assist 

endeavors. Depending on your need 
and comfort level with access control 
power, visit the Education section of the 
DHI website (www.dhi.org), where you 
can learn more about courses such as:

COR133 - 
Hardware

EHC400 - 
Applications and Documentation

EHC433 - 
Architectural Hardware

CE1503 - 
Control (a micro-learning course) +

WHY YOU SHOULD CONTINUE 
YOUR EDUCATION IN ACCESS 
CONTROL POWER
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VISIT US AT DHI conNextions!  |  BOOTH: 736

Chase Doors  |  Chem-Pruf  |  ColdGuard  |  Curtron  |  Door Engineering  |  Eliason  |  Enershield

Hercules  |  HMF Express  |  Rubbair  |  Saino  |  Simplex  |  Subzero  |  Thermoseal  |  Tiger Door  |  TMI

Sliding door systems for pharmaceutical facilities, warehouses, distribution 
centers, industrial environments, processing plants, manufacturing facilities, 
and convention facilities. Stainless steel finish available.

ChaseDoors.com        800.543.4455

                    SLIDING SERVICE DOORSSaino

              FIBERGLASS DOORS

Heavy duty fiberglass door systems providing a low maintenance solution for 
environments requiring Non-Rated, Fire Rated, STC Rated, Blast Resistant, and 
Hurricane Rated Models.   

TigerDoor.com        888.891.4416

                    IMPACT TRAFFIC DOORS

commercial and industrial applications.

ChaseDoors.com        800.543.4455

Specializing in custom hollow metal doors and frames. HMF Express continues 
to set the standard for short lead times and innovative product in commercial 
series doors, welded frames, knock-down (KD) frames and specialty products.

HMFExpress.com 866.452.1845   

     CUSTOM HOLLOW METAL 



Our in-stock inventory is the largest in the industry and fulfilled 

through strategically located distribution centers. This means the 

exact products you need are on the shelf and ready to ship today.

WE DELIVER.

WE DON’T 
JUST SHIP.

SECLOCK.COM   |   800-847-5625   |


