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SECLOCK.COM   |   800-847-5625

Everything you need to get the job done. 
From our unmatched in-stock inventory of premium 
brands, to the unparalleled knowledge and experience 
of our technical sales team, we deliver the door 
hardware products and expertise you need.

YOU NEED 
the Trim.

YOU NEED  
the Exit Device.

YOU NEED  
the Stocking Door 
Hardware Expert.



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

• 8-hour course taught in-house by the CFDAI/FDAI
• CFDAIs/FDAIs will train their employees to conduct in-fi eld inspection of fi re doors, under their supervision
• Students completing the course and passing the exam will receive their DAIT certifi cate of completion
• Students who pass the exam will receive a badge they may wear in the fi eld to signify their training in NFPA 80 inspection criteria

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

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

The May 2020 issue of Door 
Security + Safety magazine will 
focus on school security and 
safety. The May 2019 issue shown 
here also focused on this topic 
and was an important resource. 
Watch for the new issue coming 
your way next month.

IN TOUCH

TURNING TRAGEDY INTO SOLUTIONS
WE HAVE ALL HEARD STORIES OF SURVIVORS OF HORRIFIC EVENTS 
TURNING THEIR LIVES INTO A CRUSADE TO GIVE BACK TO SOCIETY. 
THERE ARE GREAT STORIES SUCH AS FORMER GANG MEMBERS OR 
DRUG ADDICTS WHO NOW SHARE THEIR STORIES AND DELIVER 
OUTREACH PROGRAMS TO YOUTH.

Imagine a parent who loses a child in an 
active shooter event willing to dedicate their 
time and talents to making schools safer.

Let me tell you about such a hero: 
Michele Gay of Safe and Sound Schools. 
Michele, along with other parents who 
lost children, founded an organization 
dedicated to providing solutions to 
protect children and teachers. Michele 
recently told her story in a letter to 
Virginia legislators to combat the use of 
barricade devices. An excerpt:

My name is Michele Gay. I am a mom, a 
former teacher, and now I am a school 
safety advocate. I am also co-founder 
of Safe and Sound Schools. Safe 
and Sound Schools is comprised of 
Sandy Hook parents, educators, and 
community members – all inspired 
by our children and educators who 
perished on December 14, 2012. 

We all felt safe in our peaceful town and 
in our high-ranking schools. We learned, 
too painfully, that we were not. Gaining 
entry to our locked school – and access to 
our beloved children and teachers – was 
as simple as breaking a glass window.

Now I travel the country, to help school 
communities improve school safety in 
honor of my daughter, Josephine, and 
in memory of the other 19 children and 
six teachers lost during the Sandy Hook 
School tragedy. I have learned a lot about 
life safety on this journey that I share with 
school systems across the country.

The most visible tool we have to protect 
our schools are doors. While doors 
may have originally served as a way to 
allow people to come and go, or help 

cut down on distractions outside the 
classroom, doors now play a key role in 
helping to keep our schools safe and 
secure. I see this visible and symbolic 
tool frequently misused. Yes, doors are 
important in securing our buildings 
and classrooms, but too often, we see 
schools use devices and add-ons that 
actually put students and teachers at 
risk, rather than protecting them. 

We need door locks to be easy to 
use for everybody, regardless of 
age, developmental level, ability, or 
disability. This means having locks at 
the right height and easy to operate 
with one smooth motion. To put it 
simply, if people have to practice or be 
trained to secure the door, it’s just not 
simple enough. History has taught us 
that people trying to evacuate quickly, 
especially in groups, can panic and 
quickly become trapped.

The letter goes on. Michele has worked 
full-time for several years reaching out 
to the education community to share 
her story. Safe and Sound Schools 
offers programs to school systems for 
the kids, educators and parents. The 
organization has developed toolkits 
and workshops for school systems, 
tells its story to educators and offers 
solutions, and brings together subject 
matter experts for webinars such as one 
recently produced by the Door Security 
and Safety Foundation. (Access this 
webinar at www.doorsecuritysafety.org 
and click on “View December Webinar 
with Safe and Sound Schools.”)

Please share this story with your team. I 
bet it will make a difference. Learn more 
at www.safeandsoundschools.org. +

JERRY HEPPES SR., CAE, is the CEO 
of DHI and the Door Security & Safety 
Foundation.
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Your patients want privacy, but angle-cut 
bathroom stall doors pose a threat. It’s too 
easy to hang objects from the hinge that 
could injure you when the door is open or 
closed. But not anymore. 

Our NEW, PATENT-PENDING TIPIT OC 
makes existing or new SELECT full mortise 
and full surface geared continuous hinges 
ligature resistant. Call us for peace of mind.  

800-423-1174    
SelectHinges.com/tipit

Now make angle-cut stall doors 
ligature resistant  

when open or closed.

SL0265 TipIt OC Ad-DHI-Apr2020.indd   1 3/4/20   12:50 PM



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? 
Project manager/hardware advisor.

WHAT WERE YOUR  
CHILDHOOD AMBITIONS? 
At one point, I was very certain I was 
going to be a paleontologist, and I have 
always wanted to be a pirate, going 
where I please and sailing around 
tropical locations.

WHAT WAS YOUR FIRST JOB? 
Server/busser at a hotel restaurant.

WHAT LED YOU TO OUR 
INDUSTRY? 
I was in residential construction and 
decided to try something new – that was 
about nine years ago.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
I am our branch axe-throwing 
champion, however, I am pretty proud 
of becoming a DHT.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE? 
Mostly the imperial math system –  
I’m a metric gal.

WHAT’S YOUR GUILTY PLEASURE? 
White wine and expensive cheese.

WHAT IS YOUR FAVORITE  
BOOK/MOVIE? 
Beth Miller PhD wrote a book that has 
always stuck with me – “12 Ways to 
Cultivate Resilience in Women.” And my 
movie preferences are pretty eclectic 
– but action movies are my preference 
and I tend to avoid chick flicks.

WHO DO YOU CONSIDER  
A MENTOR OR HERO? 
Ruth Bader Ginsburg – her education, 
perspective, determination and 
leadership is very inspirational.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED? 
“You miss 100 percent of the shots you 
don’t take” was a quote from Wayne 
Gretzky. This way of thinking has led to 
a number of successes, personally and 
professionally.

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED? 
I wish someone had told my younger 
self that learning to compromise is not 
the same as settling – it took me a while 
to figure this out.

HOW HAS YOUR  
INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER? 
DHI has introduced me to some very 
knowledgeable people and given me 
the opportunity to develop further skills 
in the construction industry.

TARA REIMER, DHT
CP DISTRIBUTORS, LTD.
DHI MEMBER SINCE 2012
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Your most trusted 
brands, together 
in good hands

Our dormakaba door hardware brands  
manufacture a wide range of locks, exits,  
closers,  hinges, and swing doors to meet the 
needs of any commercial building.  
Security, function, performance, and visual  
appeal are the foundation of the door hardware 
that architects, builders, designers, and end users 
expect from dormakaba. DHWsimplified.com
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New fire door inspection requirements 
have increased business for third-
party companies that provide fire door 
inspections, added fire door inspectors, 
and prompted the need for education on 
inspecting and servicing fire doors.

Many companies say their company’s revenue has 
increased and the fire door inspection program 
has created a vertical sales market within their 
company. The fire door industry has increased 
the need to provide a basic level of education on 
inspecting and maintaining fire door assemblies 
and increased fire door certification programs.

CMS Rules Drives New Business
The Centers for Medicare and Medicaid Services 
(CMS) adopted the 2012 edition of NFPA 101, 
Life Safety Code®, effective July 5, 2016. NFPA 
101 provides a basis for the inspection and 
certification of life safety services and features of 
health care occupancies by CMS. 

NFPA 101 further adopts reference standards 
noted in Chapter 3 of its code, including the 2010 
edition of NFPA 80 and NFPA 105. On July 28, 
2017, CMS issued a memorandum that clarified 
requirements for the annual inspection and 
testing of certain door assemblies in health care 
occupancies in accordance with NFPA 80 and 
NFPA 105, 2010 editions.

Full compliance with the fire door inspection and 
testing requirements of NFPA 80 and NFPA 105 
were required as of January 1, 2018, a deadline 
that was extended from the original compliance 
date of July 6, 2017, one year after the effective 
date of the 2012 Edition of NFPA 101.

It has now been three years since the original 
CMS compliance date for fire door inspections 
and many organizations have now competed a 
three-year inspection cycle for compliance as 
required by their accreditation agencies. (Note 
that this article addresses existing installations 
of fire doors and not new fire door assembly 
installations in healthcare construction.)

Ensuring 
Accuracy in Fire 
Door Inspections 
in Health Care 
Facilities
BY JOSEPH A. GLASKI, MBA, FASHE, CFDAI

New rules are driving more fire door inspections in health 
care facilities. But inspecting these doors is complicated 
and different codes apply depending on the age of doors.

APRIL 2020   DOOR SECURITY + SAFETY 8



Fire Door Assemblies Cited
Based on my observations as a Certified Fire 
Door Assembly Inspector (CFDAI), and in 
conversations with colleagues, we are seeing 
a pattern in fire door inspection programs in 
healthcare organizations. During my review of 
these fire door inspection reports I found that fire 
doors are being cited for deficiencies that are not 
applicable or required based on NFPA 80:2010 or 
NFPA 101:2012 and previous code editions.

For example, fire doors have been cited and 
failed during inspections for having wire glass 
located in the fire door. In another example fire 
doors failed during inspection due to the existing 
protective plates being greater than 16 inches on 
doors to hazardous rooms and for not having an 
Underwriters Laboratory (UL) label on the plates.

These are just a few examples, but during the past 
three years we have seen an increase in failures 
in my review of fire door inspection reports due 
to unnecessary code requirements being applied 
during inspections.

We need to keep in mind that NFPA 80 is the 
reference standard and when applying NFPA 

80-2010 there is a “Retroactivity Requirement” 
that allows the inspector to be mindful while 
inspecting the fire door, we can see in NFPA 
80-2012:1.3:

1.3* Retroactivity.
1.3.1 This standard is based on product and 
engineering practices recognized as acceptable at 
the date of issue.

1.3.2 Unless otherwise noted, it is not intended 
that the provisions of this document be applied to 
facilities, equipment, structures, or installations 
that were existing or approved for construction 
or installation prior to the effective date of the 
document.

1.3.3 In those cases where it is determined by the 
AHJ that the existing situation involves a distinct 
hazard to life or property, retroactive application 
of the provisions of this document shall be 
permitted.

Wire glass in fire door assemblies has been used 
for more than 120 years and is fire rated. Not 
until the 1990 editions of the code was wire glass 
required to be individually labeled. 
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Unless the wire glass is broken, damaged or not 
secured in the metal frames tightly, then the 
wire glass is compliant. Remember, we need to 
ask what code was required at the time the fire 
door was installed and until then we apply the 
applicable code requirements.

One of the misunderstood items during the fire 
door inspections is that the inspector will cite 
the quarter-inch wire glass in older doors for not 
being labeled, etched and individually marked as 
required in 8.3.3.9.

I understand how this section of 8.3.3.9 can be 
misapplied to existing fire doors with wire glass, 
but let’s also refer to 8.3.3.12: New fire protection-
rated glazing shall be marked (i.e., D-H-W-45 in 
accordance with Table 8.3.3.12 and Table 8.3.4.2) 
and such marking shall be permanently affixed. 
We can see that the marking only applies to new 
glazing and not existing wire glass, since the 
requirement for wire glass labeling only came 
into effect during the 1990s edition of NFPA 80.

The older wire glass assemblies were not required 
to be marked individually and the existing wire 
glass can continue to be used and is compliant 
in these existing fire doors. Remember, as stated 
earlier we are discussing existing vs. new fire 
door assemblies during inspections.

Exceptions for wire glass to be continued in use 
in existing metal frames are found in NFPA 
101-2012: 

7.2.6.2 Enclosure. 
(2) Existing fixed wired glass panels in steel sash 
shall be permitted to be continued in use in the 
separation in buildings protected throughout 
by an approved, supervised automatic sprinkler 
system in accordance with section 9.7.

8.3.3.9 Existing installations of wired glass of 
1 ⁄4 inch (6.3 mm) thickness and labeled for fire 
protection purposes shall be permitted to be used 
in approved opening protectives, provided that 
the maximum size specified by the listing is not 
exceeded.

8.3.3.9 Existing installations of wired glass of 
1 ⁄4 inch (6.3 mm) thickness and labeled for fire 
protection purposes shall be permitted to be used 
in approved opening protectives, provided that 
the maximum size specified by the listing is not 
exceeded.

Another example we discovered in the fire door 
inspection reports is protective plates on existing 
doors to hazardous rooms being cited for non-
compliance due to their size of greater than 16 
inches and not being labeled.

Again, when inspecting fire doors, we need to 
always keep in mind the retroactivity provision. 
Note this reference in NFPA 101-19.3.2.1.4: 
Doors in rated enclosures shall be permitted to 
have nonrated, factory-applied or field-applied 
protective plates extending not more than 48 
inches (1220 mm) above the bottom of the door.
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Clearly these doors are permitted and comply with applicable 
codes. However, if the protective plates are replaced on a new 
door, then they would need to comply with NFPA 80:2010 
6.4.5. Protective plates labeling requirements did not come 
into the NFPA 80 code until the 1990s, so existing protective 
plates doors to hazardous rooms are compliant if found not 
labeled during fire door inspections.

Many other items are identified in my code review where 
exceptions should have been applied, such as gasketing 
requirements on fire doors in health care facilities that have an 
“S” mark on the UL label.

Another exception includes missing fire ratings on 
manufacturer labels of older fire doors.

Lessons Learned
Fire door data reports, code reviews and industry research 
contribute to the competency base in understanding that 
older existing fire door assemblies may not fit into today’s 
NFPA 80-2010 requirements. Keep in mind that later editions 
of NFPA 80 can assist us in applying the correct requirements 
from the earlier editions and avoid costly replacements. 

Ongoing education for your organization’s fire door inspector 
or your third-party inspector is crucial to a successful and 
compliant fire door program. 

Health care facility managers and fire door inspectors need 
to understand the former and new codes while conducting 
annual inspections and when to apply them, since there are 
several code exceptions that can be applied and can at times 
cause confusion during the inspection process.

I recommend conducting a formal code review with the 
inspector for applying any allowable exceptions to avoid 
the high costs of door and/or hardware replacement and 
eliminate any inaccurate code deficiencies.

Facility managers have a responsibility to protect patients, 
staff and visitors and in doing so, as good stewards, we need 
to make sure we have implemented a comprehensive fire 
door inspection program, not just for compliance purposes, 
but for the safety of all building occupants. +

JOSEPH A GLASKI, MBA, FASHE, CFDAI is 
director of healthcare compliance for Brand 
Services. Email: jglaski@brand-svc.com.

Access control systems can be 
deployed in almost any type of 
facility and with a varying range 

of system and product benefits. Depending on what is expected and needed from the 
system, traditional access control locking solutions can be a significant investment.

The Hager powered by Salto HS4 Electronic Access Control system offers a varying  
range of solutions for almost any type of facility.  More than a keyless access control  
system,  it delivers a secure and seamless user experience while providing flexible  
and affordable management throughout a facility.

For more information, please visit hageraccesscontrol.com. www.hagerco.com

ACCESS CONTROL
SCALABLE SECURITY SOLUTIONS
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Americans are growing older and business opportunities abound  
to provide fire, life-safety and security solutions to the LTC market.

The Boom  
in Long-Term  
Care Facilities 
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BY KERBY LECKA
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Three years ago, we highlighted the demand 
drivers for access and egress solutions in the 
rising U.S. elder care industry (March 2017).
Our goal was to make door and hardware 
professionals aware of the types of safety and 
security solutions required and the types of long-
term care (LTC) facilities that provide growing 
opportunities for new or retrofit projects.

As before, the big demand driver is demographics 
and specifically, the aging baby boomer 
population, which numbers 76 million Americans. 
As boomers age, they will increasingly require 
some form of long-term care in their lives. This 
demographic wave is now here:

 Boomers are turning 65 at a rate of 10,000 a 
day over the next 15 to 18 years.

 This age group tends to require assistance 
because of the natural decline of physical and 
mental capabilities.

 About 60 percent of adults 65 and older have 
at least two chronic conditions.

 The first baby boomers will start reaching 
their 80s in 2026.

 By 2040, the U.S. population age 65 and older 
will double to over 80 million, equal to 20 
percent of the total population.

Because of this huge demographic wave, more 
LTC facilities of all types will need to be built or 
upgraded. There are several other demographic 
trends that also impact the need for more elder 
care facilities and services. First, there are fewer 
family caregivers available. According to Amy 
Goyer, caregiving expert at AARP, “There aren’t 
enough people in the pool to take care of aging 
parents.”

 Between 1990 and 2010, the divorce rate 
among adults ages 50 and older doubled. That 
means fewer spouses are available to provide 
care for aging spouses.

100
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U.S POPULATION 65 AND OLDER (IN MILLIONS) Source: U.S. Census Bureau
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 Families are smaller, meaning fewer possible 
caregivers per family.

 The ratio of possible caregivers per family 
member has steadily declined from 11:1 
in 1990 to a projected 4:1 by 2050 due to 
steadily declining U.S. birthrates – 3.65 
births per woman in 1960 compared to 1.8 
in 2016 (2.1 is considered the replacement 
birth rate).

 By 2034, people age 65 and older are projected 
to outnumber children under age 18.

 Currently, about two million frail older adults 
are without children and the number is 
expected to double by 2040. 

Longevity is increasing and is also contributing 
to the growth in the elderly population requiring 
some form of long-term care: 

 In 1990, the average U.S. life expectancy was 
75.2 years.

 According to the U.S. census, predicted life 
expectancy for the total U.S. population will 
increase from 79.7 years in 2017 to 85.6 years 
by 2060.

 The number of people age 65 and older with 
Alzheimer’s is projected to triple from 5.2 
million to 13.8 million by 2050.

Now is the time to focus on access and egress 
solutions in senior housing development – a 
market expected to accelerate over the next 
decade as boomers reach an age requiring senior 
housing. New senior housing is expected to hit 
3.5 percent of the total supply of housing by 
2023, compared with 3.2 percent in 2019 and 2.5 
percent in 2015.

What is a Long-Term Care Facility?
LTC facilities include nursing homes/skilled 
nursing facilities, assisted living facilities, 
continuing care retirement communities, 
residential care communities and adult day care 
services centers. They are designed in a variety 
of configurations and functions depending 
on the type of elderly patient/resident being 
served. Basically, an LTC facility is any physical 
enterprise that provides some type of care to a 
patient or resident needing help with daily living.

Security and Life Safety 
Considerations
Long-term care (LTC) facilities are different from 
traditional hospital and health care facilities and 
present unique security issues. Access and egress 
control to protect patients with dementia-related 
conditions is extremely important. Also, patients 

or residents in LTC facilities are more at risk 
of harm from their own actions and condition 
like wandering, confusion and disorientation, 
from outsiders taking advantage of their frail 
and weakened conditions or from their own 
aggressive behaviors. Extra care, attention and 
security are required.

Consider Two Approaches
Door and hardware professionals should consider 
providing safety and security solutions for LTC 
facilities by focusing on two major approaches: 1) 
facility-wide or local elopement management and 
2) common access and egress control solutions. 

ELOPEMENT MANAGEMENT
Patients with dementia or Alzheimer’s disease 
are at risk for wandering and getting lost either 
in or outside the facility. They are in danger of 
injury and death because they usually suffer from 
other acute medical conditions that brought them 
to the facility in the first place. By using their 
expertise, door and hardware professionals can 
create safe and reliable code-compliant solutions 
for patient wandering and elopement. 

Consider simple access control of monitored 
doors and staff alerts using delayed egress 
locks to protect patients with dementia-related 
conditions. Delayed egress solutions designed 
to allow patients freedom of movement while 
preventing them from leaving the safety and 
protection of the facility (defined by this industry 
as elopement) are particularly effective. 

Electromagnetic locks and electrified exit devices 
can be connected to access controls with delayed 
egress logic designed to provide a timed period 
before the lock is released and to notify staff 
of the attempt to open the door. In this way, 
the patient security can be addressed while 
maintaining the integrity of the facility’s fire 
and life-safety procedures. Many delayed egress 
solutions will communicate with existing patient 
wandering systems and some integrate the 
delayed egress logic directly into the hardware, 
eliminating the need for separate door controllers 
or consoles.

Familiarize yourself with some of the specific 
wandering patient alert systems available today. 
These systems are restraint-free and barrier-
free: residents wear a small transmitter on ankle 
or wrist, yet visitors and staff can easily flow 
through monitored doors. If a resident wearing 
a transmitter gets too close to a monitored 
exit, antennas at the monitored door pick up 
the transmitter signal and lock the door via 
connection to a door controller. If a resident tries 
to open the door, an audible alarm sounds and an 
alert is sent to a central station staff alert panel. 
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COMMON ACCESS AND EGRESS  
CONTROL FOR LTC FACILITIES
LTC facilities require varying levels of access 
control. Using electronic locks, keypads and 
card readers to protect assets is an obvious 
access control application. Main entries, 
doors to pharmacies and records rooms and 
doors to supply, linen and physical therapy 
rooms, all have unique requirements. The 
function of each opening must be considered 
when specifying a solution.

Devices could include standalone locks 
with Wiegand keypads, and/or proximity 
readers and include audit trail capability, 
for example. Or, electromagnetic locks, 
exit devices and electric locks tied to 
access controls could be appropriate. Even 
simple controllers and ADA-compliant, 
request-to-exit switches for control, 
monitoring and system logic can all be 
applied.

Low-energy, swinging door operators should be 
considered as well. They provide hands-free, low-
power point of entry door control to help meet 
ADA requirements for door installations in LTC 
facilities.

The top features for specifying an automatic door 
in healthcare and LTC facilities are:

 Handicap access

 Safety/security

 Convenience and ease of use

Many automatic doors are designed to integrate 
with a variety of electronic sensors, access 
control systems, electromagnetic locks, electric 
strikes and exit devices for security applications. 
Automatic low-energy swinging doors are 
designed for applications requiring ADA 
compliance or user convenience.

Low-energy swinging doors deliver a cost-effective 
alternative to meeting accessibility compliance 
while still allowing the able bodied to manually 
use the swinging door. Low-energy operators can 
be retrofitted to existing doors for additional cost 
savings while providing universal accessibility.

Increasingly complex regulations and growing 
liability claims as well as the undeniable 
demographic wave of boomers impacting LTC 
facilities are providing business opportunities for 
door hardware, security dealers and distributors, 
installers and system integrators willing to 
address this market. 

As you know, building codes are always 
progressing and impact the application of access 
and egress solutions to doorways. Because the 
adoption and enforcement of building codes 
varies across the country - even with the 
existence of national Fire, Life Safety, ANSI 
and ADA standards - you should always consult 
the local Authority Having Jurisdiction (AHJ) 
for compliance requirements governing any 
application of access and egress security solutions 
to a long-term care facility project. +

KERBY LECKA is director of 
marketing at Security Door 
Controls. Email: kerby@
sdcsecurity.com
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DECISIONS, 
DECISIONS: 
FINDING THE  
BEST SOFTWARE
It’s a daunting task  
but solutions  
are out there to  
meet your needs.
BY BRIAN LANDON, CFDAI
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One of the most difficult 
choices a company will 
make is choosing the 
best software to manage 
their business. 
It is important to fully examine all the needs 
of your company and understand what the 
software packages can and cannot do so you 
can make an informed decision.

This is an expensive proposition and may have 
many turns in the road, including starting 
with one solution and ending with another.

There are many factors to consider in making 
the best possible decision. Following are 
some to take into consideration.

STAND-ALONE OR ALL-IN-ONE
Do you want a software solution that 
is stand-alone, where the accounting 
software is separate from, yet 
integrated with, the architectural door 
hardware software? Or, do you want it 
to be one complete package?

If you chose separate stand-alone 
accounting software, it will incorporate 
Generally Accepted Accounting 
Principles (GAAP), which is a positive 
attribute. You must determine if it 
works well with the architectural door 
hardware software you choose.

This type of software may provide 
other valuable functions, such as:

 Payroll.

 Easy integration with Microsoft 
Office software.

 Eliminate the need for, or 
work better with, a Customer 
Relationship Management (CRM) 
program.

 Eliminate the need for multiple 
contact lists.

 Other benefits, such as improved 
reporting, since it is focused on 
accounting.

If you chose an all-in-one solution 
with both accounting and software for 
architectural door hardware, ask these 
questions:

 Is GAAP well applied?

 Does it ensure good training for 
company principals and accounting 
team members?

 What key features must be reviewed 
in training (some of them may not 
be obvious)?

 How does the software keep the 
system clean, such as closing 
projects and managing outdated 
quotes from sales orders or 
projects?

 How can you determine and 
understand reporting capabilities 
and any deficiencies?

 Will it work with Microsoft Office 
products if required?

 Does it have a CRM, eliminating  
the need for at least two sets of 
contact files?

WHERE SHOULD SOFTWARE RESIDE
Do you prefer that software reside on 
a local server or in the cloud? This 
can be a difficult decision, however 
in most cases this is driven by the 
solution that you chose. If the software 
resides locally, hot swap drives are 
strongly recommended to ensure the 
least amount of interruption if or 
when there is a drive failure. Another 
very important component to this is 
backups that can be performed locally, 
in the cloud or both. Backups are 
critical and I would recommend the 
“both” option.

UPDATES
Be sure to understand how system 
updates are performed. The 
preferred system is one that occurs 
automatically, taking care of all the 
required processes. If you are not 
using an automatic update system, 
then you may be inconvenienced with 
logging users off, performing updates 
manually, rebooting/reconfiguring 
systems and performing other steps 
that are not done automatically. 
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CHANGES
Changes can be difficult to manage – 
does the software make changes easier 
or more difficult? Understand how the 
software performs this function. Is it 
an acceptable/workable process? 

SUPPLIER CATALOGS
Does the software provider maintain 
their own catalogs and do they do this 
in-house or use a third party? Are all 
the catalogs that you require available? 
If not, how easy is it to make your own 
catalog? Will they be promptly updated 
and will cut sheets be available? Can 
the catalogs be easily accessed and are 
they professional in appearance?

SUBMITTALS/SCHEDULES
Review in detail each required 
submittal/schedule type to ensure 
that they will meet your needs. 
Understand the assembly process 
–  is it automatic or is it difficult to 
assemble? If submittals/schedules 
are not automatically assembled, is it 
possible to make changes in one spot 
and not in the system, which could 

create problems or errors? If they are 
needed, can cut sheets be easily added 
to the submittal when it is created?

ELEVATIONS
The elevations process is yet another 
to review in detail. Is it effective or do 
you need to enter data more than once? 
Is the costing correct with proper 
wastage priced in? What elevations do 
you require: hollow metal frames and 
doors, wood doors, electronics? Does 
the software provide each type?

SALES ORDERS/QUOTES
Review the sales orders/quotes process 
and appearance in detail. Does the 
quote show information in layman’s 
terms, such as details about frames 
(welded, reinforcements, anchor types) 
and doors (lite and sizes, preps) or do 
these details appear as abbreviations 
that the customer will not understand? 
Does the system work well for creating 
door openings with headings, door 
numbers, frame, door and hardware 
in proper sequence? Are you able to 
modify the quote form/report with 
your specific terms and conditions?

WORK ORDERS
Will the system produce the work 
orders that you require, such as keying, 
shop, service, warehouse, electronics 
and drivers manifest? Do the work 
orders include the time required to 
perform the work order? Review the 
appearance of the work orders to 
ensure they are workable:

 Are they simple, logical, and easily 
understood with a reasonable 
learning curve?

 Do they print properly, ensuring 
that all the required information 
for the frame/door is on the same 
page?

OTHER CONSIDERATIONS
Invoicing – Will the proper form/
report be available for your customers 
or geographic area, or will you have to 
create your own document to ensure 
prompt payment?

Processes – In general, are the steps 
intuitive or do they require lots of 
memory?

“It is very 
important to 

understand the 
shortcomings in 

the beginning 
so that you are 

able to make 
the proper 

decision and plan 
accordingly.”
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TownSteel, Inc.

Built to Protect. 
Designed to Keep People Safe.
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Related Documents – Is there an 
automatic folder/file structure created 
for each order that can be hyperlinked 
to and from within each system project?

Specifications – Do you require the 
ability to create specifications within 
the software? If so, does it function 
and appear in an acceptable manner?

Support – What is the cost for 
support and is it effective? Are there 
resources available online such as 
video tutorials and subject searches? 
Does the support provide all relevant 
staff with a unified understanding and 
knowledge of the product?

When to do What – Does the software 
allow users to enter tasks and 
corresponding due dates and times? 
When staff members log into the 
system, does it prompt for tasks that are 
due? This can be a very useful feature.

IN THE END
It will be difficult to find a system 
to fulfill all your needs. It is very 
important to understand the 
shortcomings in the beginning so 
that you are able to make the proper 
decision and plan accordingly. 

Be proactive, do your research, 
evaluate your needs and make your 
decision based on the best software 
for your company’s current and future 
needs. +

BRIAN LANDON, 
CFDAI, is the 
president of ProAble 
Hardware Specialties 
Inc. His career spans 
over 40 years in the 
architectural door 
industry. Email: 
brian@proable.com.
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Helping Facility Managers 
Check and Upgrade Door 
Hardware Components
Upgrades of key components and systems can 
prevent or delay attacks and maximize security.

BY THOMAS A. WESTERKAMP

Helping facility managers 
understand door hardware options 
and opportunities is the first step 
in turning threats and weaknesses 
into strengths.
Entry doors might be in bad condition, with broken closers, 
loose hinges, doors that sag or are sticking, latches that do not 
align properly with the strike, and wide gaps between the door 
and frame that pry open easily. Other access points might use 
old technology.

Poorly maintained hardware offers the easiest path for 
unauthorized entry. Old technology is next and soon might 
become a weakness. Door and hardware distributors and 
vendors know the best options for meeting the standards of 
ASTM International and the Builders Hardware Manufacturers 
Association for the manufacture and testing of commercial 
grade hardware. ANSI Grade 1 hardware is specifically 
designed for high-traffic areas because it can withstand the 
highest number of lifecycles and is much harder for an active 
shooter to break through.

Upgrades that deliver greater safety and security include 
replacing Grade 2 and 3 components with Grade 1 hardware. 
A further upgrade involves integrating the latest generation of 

commercial electronic locksets, closers, hinge hardware and 
alarms with a central control system.

Managers need to pay special attention to levels of access to 
facilities. Authorized personnel need access and, in emergency 
situations, rapid and safe egress, while unauthorized personnel 
must be kept out. Firefighters and other emergency personnel 
need ease of entry to locate and evacuate people rapidly.

Increasingly, managers are installing card and PIN lock 
systems, and they are rearranging traffic flows to channel 
visitor traffic at elevator lobbies toward properly staffed, secure 
reception areas. Only authorized personnel should be able to 
enter the main building through locked lobby doors.

Among the most common door hardware components 
upgraded for improved security are the following:

Closers. Door closers include surface-mounted and 
concealed, heavy-duty closers for high-cycle or windy and 
drafty conditions, as well as ADA-compliant maximum-
force-to-operate closers. A closer’s open cycle compresses 
the spring and positions the fluid through the open valve for 
closing. The delay valve allows slower-moving traffic to pass. 
The closing valve slows closing speed to within 6 inches of 
the stop. The latching valve accelerates closing for the last 6 
inches. Closers need regular adjustment to keep the cycles 
operating as designed.
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Hinges. By removing the hinge pins, an attacker can gain 
access to a facility through a hinged door, even when it is 
locked. The use of security studs or non-removable pins 
prevents an attacker from removing the door from its frame 
to access a building or room.

Locksets. Locking devices may be hard-wired or wireless 
devices that may be operated remotely, may turn-on 
accessory devices, and notify cell phone applications. 
Replacing mechanical keyed locksets with electro-
mechanical locks in the existing door preparation may be 
a low-cost upgrade option. Managers are using electronic 
remote-controlled devices, such as cameras, motion sensors, 
and tamper alarms, to give early warning.

They also can upgrade unguarded remote entry points from 
mechanical locks and keys to systems that incorporate 
CCTV and sound. A security guard at a remote point directs 
the person seeking entry to place his or her badge in front 
of the camera, verifies the person has the proper clearance 
and is the same person as shown on the picture badge, and 
remotely actuates the lock allowing entry.

In an emergency requiring rapid evacuation of the 
building, all evacuation route doors are remotely unlocked 
immediately and simultaneously from a central control. 
Other common upgrades include the installation of 
biometric fingerprint readers, facial-recognition systems, 
and floor-to-ceiling locked turnstiles.

Alarms. Radio-wave tamper alarms can be activated by a 
vehicle or a person moving through and disturbing a radio 
wave field. The power source sends radio waves through the 
antenna surrounding anything the antenna touches, including 
a door, window, fence, vehicle, or unattended building. Audio 
alarms can be attached or silent-connected to a police station 
or can activate CCTV or access-control systems.

Cybersecurity. An organization’s access control computer 
must have no internet route that might allow hackers to take 
control. Experts advise preventing malware attacks through 
Wi-Fi that blocks phishing and spear phishing and prevents 
malware entry into a system. A cybersecurity expert can be 
a wise safeguard against such attacks.

The list of upgrades might exceed what managers can implement 
immediately because of cost or time constraints. One effective 
strategy is to start at the top of the organization’s priority list 
and work down as far as possible this year, updating the list for 
budgeting year after year. The main takeaway from a successful 
security strategy is the safety of occupants, but the payback also 
can include lower lost-opportunity costs and better continuity of 
normal operations. +

THOMAS A. WESTERKAMP is a maintenance and engineering 
management consultant and senior advisor to the president of 
Westerkamp Group LLC. Westerkamp is also author of “Community 
Association Manager’s Standard Manual and Guide.” Email: tawest@
comcast.net.
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 AVAILABLE COURSES
TECHNICAL CURRICULUM:
COR117: Door, Frame, and Architectural Hardware Applications (32 hours)
COR123: Using Door, Frame and Hardware Standards (16 hours)
COR125: Takeoff and Estimating (16 hours)
COR140: Using Codes and Standards (24 hours)
COR147: Introduction to Specification Writing (24 hours)
COR153: Installation Coordination and Project Management (16 hours)
COR160: Material Purchasing Concepts (8 hours)
COR163: Developing Masterkey Systems (8 hours)

MICRO-LEARNING:
CE1503: Intermediate Electrified Access Control (3 hours)
CE1504: Codes Update Roundtable (2 or 4 hours)
CE1505: Managing Projects, Time, Money and Material (4 hours)
CE1603: Basic Masterkeying (3 hours)

Did you know that DHI provides local education that can be conducted in your chapter or at your 
company?  While many chapters run education regularly, our education is available to anyone  
interested in holding classes.  We have educational offerings from entry level through advanced 
technical education.  Let’s get started!

DHI TECHNICAL EDUCATION 
Local delivery of DHI education is an affordable option when you can’t get to our technical schools.
Course prices can run from approximately $100 to over $500, depending on the course selected.
Microlearning sessions designed to be delivered in conjunction with a DHI chapter meeting or within
your own company are available for as little as $50 per student. Local delivery and microlearning
prices include student and instructor materials and end-of-class exams. We can even help you
locate a local instructor to deliver the class.

COLLABORATE WITH US 
DHI staff can help you conduct a survey to determine needs or  
a conference call with a staff member to discuss the “big picture”  
of DHI education and new credentials and certifications.  Maybe  
you need help planning a full year of programming, marketing 
your event, or chapter leadership support. Whatever your needs 
may be, we’re here to help solve them.

We have several videos, webinars and other bite-sized content 
you can use to bring knowledge and DHI information to your 
members and employees. We welcome any new program and 
content ideas you have as well! 

DHI’s membership and education teams are ready to  
support your technical education needs!  Have an idea  
or don’t know where to start? Contact us! To get started,  
email education@dhi.org or call us at 202.367.1134.

BRING  
INDUSTRY 
EDUCATION  
TO YOUR 
CHAPTER OR 
COMPANY

Education
Your Career, Our Commitment
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In this third article in a four-part 
series about diversity and inclusion 
in hiring during the next decade, we 
explore the issue of hiring women.
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BY SUSAN POE FLOWERS, DAHC/CDC, FDHI

Women now comprise a 
majority of the U.S. workforce, 
representing 50.4 percent of 
non-farm and non-self-employed 
workers. So, is gender diversity 
really an issue? 

Certainly gender inclusion remains a 
challenge across North America. On 
average, white women earn 78 percent 
of what their white male counterparts 
make, and minority women face even 
greater pay disparity. 

Looking at how women advance in 
their careers today – the glass ceiling 
remains in place. In 2019, only 25 
percent of the nation’s top 1,000 
companies had women in C-suite 
positions and only 6 percent had 
women in the top spot. 

Close to Home
The construction industry suffers from 
both a lack of gender diversity and 
gender inclusion. 

Approximately 10 percent of workers in 
the construction industry are women, 
according to the U.S. Bureau of Labor 
Statistics. Building inspectors have the 
highest percentage of women at  

14 percent, and the percentage of women 
classified as construction managers grew 
from 5.9 percent in 2003 to 7.7 percent in 
2018. Only 13 percent of all construction 
companies are owned by women. 

While DHI does not track member 
demographics, it is reasonable to 
assume that most member companies 
have some degree of gender diversity. 
It is equally reasonable to assume 
that the percentage of women in 
management positions at member 
companies is not comparable to 
their overall representation in those 
companies. Beyond management, 
women in many DHI member firms 
are far more likely to be in support 
and accounting roles than in sales or 
project management positions. 

Why Does It Matter?
Profit is one good reason why gender 
diversity matters. 

Businesses with genuine gender 
diversity – particularly at the senior 
level – perform better, including seeing 
significant profit increases, according 
to a 2019 report from the Bureau for 
Employers’ Activities of the International 
Labour Organization (ILO).

Hiring 
Women
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The report, “Women in Business and 
Management: The business case for 
change,” surveyed almost 13,000 
enterprises in 70 countries. More than 
57 percent of respondents agreed that 
gender diversity initiatives improved 
business outcomes.

Almost three-quarters of companies 
that tracked gender diversity in their 
management reported profit increases 
of 5 to 20 percent, with the majority 
seeing increases of 10 to 15 percent.

Almost 57 percent said it was easier to 
attract and retain talent. More than 54 
percent said they saw improvements 
in creativity, innovation and openness 
and a similar proportion said effective 
gender inclusivity enhanced their 
company’s reputation, while almost 37 
percent felt it enabled them to more 
effectively gauge customer sentiment. 

It also becomes more important as our 
customers change. Today 44 percent 
of the top 100 contracting companies 
have women in executive roles. The 
number of construction companies 
owned by women is up 94 percent 
during the past 10 years, with that 
number projected grow even more 
rapidly in the next decade. 

Having more women in an organization 
is associated with positive organizational 
outcomes for both men and women.

Hiring From Within
In the search for door and hardware 
project managers and salespeople, why 
not consider your current staff and 
look at them in a new light? The same 
attention to detail that it takes to do 
your project billing is also a valuable 
skill for a project detailer.

The same polite and friendly attitude 
that works for your receptionist 
may also work for solving problems 
as a project manager. Your current 
staff probably holds real potential 
for solving your need for door and 
hardware consultants. 

You already know them, and they 
already know you. You have had the 
opportunity to evaluate them as an 
employee and, chances are, they’re 
pretty good or they wouldn’t still be 
with you. They are a proven asset as 
opposed to hiring a new employee.

They already know your company, 
your procedures, your staff and your 
customers. They may even know more 
about the technical side of our business 
than you suspect. 

The sales and project management 
roles in our industry require a balance 
of a technical brain and an outgoing, 
pleasant personality. This requires 
the use of both the analytical side of 
our brains and the intuitive side of 
our brains, which reside in different 

hemispheres of the brain. That makes 
it difficult to find people who can neg-
otiate both sides of the consultant role 
Too often, we find someone with the 
personality skills to close the sale but 
lacking the detailing brain to succ-
essfully run the project, and vice versa. 

According to Scientific American, 
“Female brains are more connected 
between hemispheres to combine 
analytical and intuitive thinking.” 
Female brains have more neural 
connections between the two sides 
and more developed connections as 
well. This ability to combine skills 
would serve a woman well in door and 
hardware technical sales. 

Is your accounts receivable clerk good at 
logging sales and also making difficult 
collection calls in a friendly but effective 
way? She might be a great AHC!

What Women Want in a Job
 Equality in pay, opportunities 

and recognition, with female 
role models and mentors. 

According to a study by 
Fairygodboss, an online community 
where women share information 
about current or former employers, 
of the women who are extremely 
satisfied at work, 86 percent believe 
their employers provide equal 
opportunities for both men and 
women.

What we do every day 
makes buildings safer  
and ultimately saves lives.
Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR 
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Defying traditional beliefs, women 
are statistically more interested in 
moving up in their organization 
than men as well as more interested 
in pay increases than men. Men 
and women were both interested in 
leadership development training at 
approximately the same level. 

It is also important for women 
to see other women in important 
positions above them. If you 
don’t currently have women in 
management positions, consider 
adding them to your board of 
directors or bringing them on as 
advisors. Another strategy is to 
offer to find a mentor within the 
industry and many of the women 
in the industry are happy to offer 
their help in mentorship. It is 
important, however, that company 
management are involved in 
creating this opportunity and that 
women in your firm are not left to 
find their own female mentors. 

 Flexibility in time and location 
– life work balance, maternity, 
family-friendly policies. 

Women overwhelmingly want to be 
sure that their work fits with other 
areas of their life. A full 78 percent 
of women who believe they have a 
good level of work-life balance are 
extremely satisfied with their jobs, 
while 93 percent of women who 
have poor work-life balance are 
extremely unsatisfied 

Flexibility rose to the top of workplace 
perks and benefits for women, but also 
for men. However, women ranked 
paid time off and working from 
home as more important than men 
did in a recent study. 

 Lori Greene, DAHC/CDC, FDAI, 
FDHI, CCPR, manager of codes and 
resources for Allegion, commented 
during a panel on women in 

the industry at the recent DHI 
ConNextions convention, “The 
flexibility I have is critical, but it 
is not common in our industry 
yet. I read an article about how 
millennials are going to save us from 
office life. Flexibility has become 
a job requirement now. Work-life 
balance and remote working are 
important. I work remotely and 
work extremely hard. That flexibility 
is something our industry can do 
to attract millennials, women, or 
anyone. I would not have survived 
being the mom of my three kids 
without that flexibility.”

Eighty-three percent of women who 
say they work in a family-friendly 
environment are extremely satisfied 
at their job. Interestingly, the 
link between how many weeks of 
maternity leave an employee takes 
and her job satisfaction is strong. 
Two-thirds of women who take 12 
or more weeks of leave are satisfied, 
or very satisfied, with their job. 
While it is difficult for a small 
business to grant that kind of time 
off for maternity leave, it may pay 
off in the long run. 

 Meaningful work.

 Just like millennials, women 
place high value on their ability 
to contribute to social good. It’s 
important to remember that our 
mission is to promote life safety 
and security, not just sell locksets, 
doors, and frames. Greene said, 
“What we do every day makes 
buildings safer and ultimately saves 
lives. Whether it’s participating in 
code development, or educating 
people about the code requirements, 
or specifying and supplying code-
compliant openings – we improve 
public safety and that’s what drives 
me every day.” Talk to a mother 
about our influence in helping to 

secure a school building or our work 
on tornado codes for schools and 
you will probably see her engage. 

While job fit to other areas of 
their life is the number one 
reason women stay at their job, 
enjoying the work they do and the 
opportunity to make a difference 
were ranked second and third. 
These reasons keep women with 
their current employer even more 
than pay, benefits or manager. 
This conveniently parallels the 
results for men from a 2012 study 
by the American Psychological 
Association that showed job fit and 
enjoyable work are the two biggest 
reasons employees stay with their 
organizations.

Not So Different 
The similarities between what women 
and millennials want – equality, 
opportunity, flexibility – are striking. 
It is interesting that many of the 
studies cited indicate that men want 
very similar attributes in their jobs. 
Overall, both women and men weighed 
workplace perks remarkably similarly, 
with paid time off, healthcare benefits, 
paid leadership development, flexible 
schedules and opportunities to move up 
all rated as important to very important 
while fitness classes and cafeterias were 
rated as slightly to not important.

Maybe it is not going to be so tough to 
achieve diversity and inclusion after all. +

SUSAN POE 
FLOWERS, DAHC/
CDC, FDHI, is the 
retired vice president 
of marketing, 
Cleveland Vicon Co. 
Email: sflow239@
yahoo.com.
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As an architectural marketer, educator, and trainer, I have tried to 
identify and present the most effective ways of reaching architects, 
establishing relationships, getting products listed in specifications, 
developing great educational programs, improving presentation skills, 
minimizing substitutions, networking, and a host of other strategies 
and tactics to effectively market architectural design professionals. 

Marketing Not Sales
I firmly believe that you don’t sell to 
design professionals; you market to 
them. The critical strategy is how to 
overcome the “peddler” image of the 
product representative and become a 
key resource and industry expert.

Time and time again, I have made 
the point that architects don’t buy 
products; they specify them. I have 
offered the notion that marketing is 
really education; so, don’t sell, educate.

While marketing skills are a key aspect 
of the effective construction product 
representative, it still is not the whole 
package. Issues regarding specifying 
and specifications are integral to 
success. Developing and presenting 

outstanding continuing education 
programs are incredibly effective in 
opening doors to design professional 
offices. Learning to be a marketer-
educator instead of a salesperson is the 
hallmark of a successful construction 
product representative.

What Is Missing?
What then is the missing element in a 
highly effective construction product 
representative? I have found myself 
coming full circle in the process and am 
convinced that in the end, the bottom 
line is selling. Not selling products, no, 
never that, but selling solutions. Design 
professionals operate on the basis of 
identifying problems and developing 
solutions for those problems.

Products Rarely  
Solve Problems
Products are merely elements in a 
solution, and it is critical to being 
effective with design professionals to 
make this key differentiation.

Don’t misunderstand, products are 
critical to good solutions but are rarely 
the sum total of an actual solution to 
a problem. Solutions are made up of a 
series of issues, elements, constraints, 
and opportunities that can be simple 
or complex and require a range of 
responses to solve. A product is merely 
one element of a solution.

Sell Solutions NOT Products
When product representatives can 
successfully move themselves from a 
product focus to a solutions focus, they 
immediately join the larger world of 
the design professional who is dealing 
with hundreds of issues, problems, 
solutions, and a vast array of products.

SELL  
SOLUTIONS,  
NOT PRODUCTS
Educating customers and helping  
them find solutions is a stronger  
approach than just selling products.

BY MICHAEL CHAMBERS, FAIA, FCSI, CCS
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Highly effective product represent-
atives use all of the techniques of 
specification selling, continuing 
education, relationships, and net-
working to position themselves to  
do one thing and one thing only:  
sell solutions, not products.

Sell, Sell, Sell
In most of my presentations to product 
manufacturers and representatives, 
I am often challenged by individuals 
complaining, “If architects were as 
open and available as you are, then we 
wouldn’t have any problems. What do 
we do with the architects who refuse 
to see us or make us substitute time 
after time but refuse to put us in their 
specifications?”

This question has troubled me greatly 
for many years. I hate to say, “Well, 
try harder,” or walk away. Those are 
appropriate responses but not very 
useful or effective. Lately I have begun 
to see that my original approach of 
minimizing sales and maximizing 
marketing was only half the answer.

In the final analysis, product represent-
atives’ ability to sell themselves is 
probably the most effective tool in their 
arsenal. Unfortunately, sales types do 
not decouple sales techniques from the 
product they represent. When they sell, 
they sell product, rather than selling 
themselves, their expertise, and most 
important, solutions.

Use Your Sales Experience
Next time you are dealing with 
a design professional who seems 
stubborn, sell. But don’t sell them 
product because they won’t buy.

Sell them yourself; be aggressive, not 
about products but about solutions. 
Answer their objections, not with 
products but with solutions. Do not 
undersell your door and hardware 
experience. It is priceless. Very few 
design professionals are knowledgeable 
about openings and hardware and 
need your expertise.

As a specifier it is easy to ignore 
representatives who are obviously 
trying to get their product specified by 
selling features and benefits. Especially 

when they don’t understand your 
design issues, what kinds of problems 
are confronting you, and particularly, 
when they believe their product is the 
only one that could possibly work.

Highlight Industry Expertise
It is, however, much more difficult to 
ignore someone who demonstrates 
industry expertise, who is 
knowledgeable about design and 
specification processes, and who can 
supply a complete competitive solution 
for the design problem. Ultimately, 
this is how relationships are forged 
between design professionals and 
product representatives, solutions not 
products.

When I was selling wood doors and 
working closely with the door and 
hardware industry, I never talked 
to design professionals about my 
company or my products. I only 
addressed industry issues and 
specification problems. I think my 
approach was so intriguing that 
specifiers forgot I was a representative 
and continued to listen to me as a 
resource and industry expert.

I never mentioned that I was an 
architect or specifier until much later 
in the process. I focused immediately 
and solely on understanding the 
specifier’s issues, problems, and 
constraints. I got my product specified 
almost every time, and most the 
specifiers had never heard of my 
product prior to meeting me.

So, I must finally confess that my long-
held notion about marketing rather 
than selling was a cover up. Sell your 
heart out, answer objections, close 
the deal, get specified but don’t sell 
products, sell solutions. +

MICHAEL D. 
CHAMBERS, FCSI, 
FAIA, CCS is 
associate vice 
president and senior 
project specifier for 
HGA Architects & 
Engineers and is 
responsible for the 

specifications in the four California offices 
and is principal of MCA Specifications.

Are your doors missing 
FIRE LABELS?

FIELD LABELING 
EVALUATION SERVICES

SPECIALTY 
DOOR  PROGRAM

FACTORY INSPECTIONS

TESTING & STANDARDS

www.firetesting.com

1-888-680-7974
info@guardiantestlabs.com

480 Hinman  Ave. 
Buffalo,   NY    14216

Put our experience 
to the TEST.

PRODUCT CERTIFICTION

Our labels mean MORE.

Are your doors missing 
FIRE LABELS?

FIELD LABELING 
EVALUATION SERVICES

On-site review and evaluation of 
fire doors, frames & kickplates.

SPECIALTY 
DOOR  PROGRAM

Fire rating services for oversized 
and one-of-a-kind doors.

Trust GUARDIAN 
to list and label your product for 

test standard & code compliance.

FACTORY INSPECTIONS
Manufacturing facility visits to
ensure production conformity.

TESTING & STANDARDS
Product testing by an 

independent, accredited and certified 
testing laboratory.

www.firetesting.com

1-888-680-7974
info@guardiantestlabs.com

480Hinman Ave.
Buffffffffff alo, NY 14216

Are your doors missing 

GUARDIAN'S labels are
recognized by building code

officials, the Joint Commission
and other AHJs.

Accredited by ANAB to
ISO standards

17020, 17025 &  17065.

Put our experience
to the TEST.

PRODUCT CERTIFICTION

Our labels mean MORE.

29DOOR SECURITY + SAFETY  APRIL 2020



CASE STUDIES

30
CENTRALIZED SECURITY

34
SLIDING DOORS  
MAXIMIZE EFFICIENCIES

BY STEVE BURK 

Centralized 
Security at 
Citizens Health 
Medical Center
From mechanical keys to 
streamlined electronic access 
control. 
Citizens Health Medical Center in 
northwest Kansas is one of the largest 
health care organizations in the region 
and includes a hospital, health clinic, 
long-term care facility and employee 
daycare. With state-of-the-art 
equipment and exceptional medical 
professionals, Citizens Health offers 
treatments for this rural community 
that range from emergency room 
visits to preventative medicine.

THE CHALLENGE
Citizens Health sought an upgraded security solution to 
meet its growing needs and concerns. It was relying on 
an aging hardwired access control system that included 
several stand-alone keypad door locks as well as doors 
that required mechanical keys. 

Citizens Health Chief Information Officer Jacee Dobbs 
sought to upgrade the system to a new solution with 
higher performance and the potential for expansion.

The hospital’s leadership team met with Nex-Tech, a 
Kansas-based system integrator specializing in physical 
security and access control. Nex-Tech recommended 

replacing the existing hardwired access control solution 
with SALTO Systems’ electronic access control products. 
They would integrate with the health care facility’s new 
video surveillance system and their existing healthcare 
management system.

THE SOLUTION
Nex-Tech installed a mix of SALTO electronic access control 
solutions throughout the four buildings on the property – the 
hospital, the clinic, the long-term facility and the employee 
daycare. The upgraded electronic locks control access to 
several key areas including the pharmacy, labs, administrative 
offices and server rooms. 

Dobbs says it was particularly important to provide controlled 
access with auditing for areas like the server room. It is 
required that health care facilities verify patient data protection 
in accordance with the Health Insurance Portability and 
Accountability Act (HIPAA). 

“Because the SALTO solution is integrated with our AXIS 
Communications video surveillance cameras, we now have 
video verification of access control events, which improves 
both security and compliance,” Dobbs notes. 

PH
O

TO
S 

C
O

U
RT

ES
Y 

O
F 

SA
LT

O
 S

YS
TE

M
S.

A SALTO reader is mounted outside to 
control access and provide traffic data.
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The exterior doors are hardwired and equipped with SALTO 
XS4 Original escutcheons. The interior doors are wire-free and 
outfitted with mini electronic locks and advanced panic bar 
solutions. Padlocks are used in storage areas. 

Nex-Tech Sales Engineer and Senior Sales Representative 
Nathan Rohleder says the system provides a flexible system 
that can blend wired and wire-free solutions that make it easy 
to manage and expand. 

“SALTO gives customers the ultimate flexibility. You can have 
hardwired doors at your exterior entry points and wire-free 
doors throughout your facility,” Rohleder points out. “The 
biggest plus is that once you have this setup, you can easily 
expand and add to your system. Adding to an access control 
system can be cost prohibitive if it’s hardwired only.” 

Because the system operates via the SALTO Virtual Network 
(SVN), it is always up to date and works even in power outages. 
Stand-alone locks read, receive and write information via an 
encrypted and secure data-on-card system that utilizes the 
capabilities of RFID read/write technology. With SVN, all access 
data is stored on and distributed by its operating credential – in 
this case with employee access cards. 

When employees present a credential to an offline stand-
alone door, not only does this control access rights to that 
door but, because of two-way communication, the door 
also writes data – like blacklist information and battery 
status – back to the RFID device. 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.

Citizens Health technology and security employees manage 
the system via ProAccess SPACE – SALTO’s access control 
software platform. Dobbs says the complex currently has 
about 400 full and part-time employees as well as non-
permanent workers who may be called in on a regular basis.

“It can be a challenge to manage access for hundreds of 
employees with different schedules, but this solution has 
made it so much easier,” Dobbs explains. “We aren’t juggling 
keys any longer or worrying about replacing locks due to lost 
keys. And if an access card gets lost or we have to remove an 
employee from the system, it literally only takes seconds to 
make the update.”

WHAT’S NEXT?
The newest addition to Citizens Health is the employee 
daycare. 

Dobbs believes it is a great benefit to have employees use the 
same credentials to enter work every day as they do to sign 
in and pick up their children. The facility has also assigned 
badges to non-employee parents and approved primary 
caregivers who pick up a child. 

“We now have a centralized physical security system that helps 
Citizens Health focus on providing health care while delivering 
protection for employees, patients and visitors,” says Dobbs. 
“It is a streamlined solution to help us move farther away from 
a reliance on mechanical keys and towards the future with 
electronic access control. We’re very excited to have a platform 
that allows us to grow.” +

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

Above: The front entrance to Citizens 
Medical Center.

Right: The wire-free SALTO XS4 Mini 
installed on an interior door to limit 

access to a controlled area and to provide 
audit information on who used the door 

and when the room was accessed.
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BY LAURIE MCCOWAN 

Sliding 
Doors 
Maximize 
Efficiencies 
at Penn 
Hospital
How sliding doors 
can save space.
Like all businesses, medical 
facilities are faced with 
increasing demands from 
ownership and governing 
bodies to maximize output 
while maintaining a  
cost-effective operation.
For hospitals, this means keeping costs 
down while increasing patient volumes 
and access to quality care – achieving 
efficiency is key across the board. 

We have seen a shift in the design of 
medical facilities in recent times to allow 
for a more efficient flow of patients, staff 
and equipment. One of the changes 
we’ve witnessed is the transition away 
from swinging doors to sliding doors.

SLIDING EFFICIENCY
Sliding openings have become popular 
in medical facility settings because 
sliding the door to the side without 
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The tight headspace between the opening and the ceiling required that the track be low profile to 
allow the top of the door leaf to sit within 2 ½ inches of the ceiling lining.
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changing your forward-facing position 
is seamless. The same applies to 
moving patients in beds as well as 
equipment. 

Sliding doors also use space efficiently, 
which can allow for smaller rooms and 
corridors so hospitals can serve more 
patients per square foot.

A TIGHT PROBLEM
The efficiencies of sliding doors 
came into play recently with the 
Pennsylvania Hospital Pavilion project in 
Philadelphia. This facility is an addition 
to the Pennsylvania Hospital, which 
was founded in 1751 and was the first 
hospital in the nation.

Designed by Foster and Partners and 
constructed by L.F. Driscoll and Balfour 
Beatty, the Pennsylvania Hospital 
Pavilion is 1.5 million square feet and is 
17 stories tall. 

Swing DoorSwing Door

3’ 7.2 sqf
unusable space

Swing Door

3’ 7.2 sqf
unusable space

Swing Door

3’ 7.2 sqf
unusable space

A sliding door can provide easier access for a person in a wheelchair.

Ceiling 
Lining

Fascia

Wall 
Stud

The tight headspace between the opening and 
the ceiling required that the track be low-profile 
to allow the top of the door leaf to sit within 2.5 
inches of the ceiling lining. 

Cavity Sliders worked together with 
Construction Hardware Inc., the contract 
hardware distributor on the project, to 
develop a custom track system for the 
500 private patient rooms. 

The most important factor in the design 
of this product was the tight headspace 
between the opening and the ceiling, as 
well as the fact there was no structural 
stud for a top fixture above the opening.

The track needed to be low profile 
and allow the top of the door leaf to sit 
within 2 ½ inches of the ceiling lining 
to adequately cover the opening. 
In addition, it would need to carry a 
210-pound 4-foot-wide door that would 
both soft close and open. 

A CUSTOMIZED SOLUTION
Together with Brad Mason of 
Construction Hardware Inc., we decided 
the only way to meet the vertical 
constraint was to design the track to be 
side fixed through its internal profile.

Surface sliding systems are designed 
to be either top fixed or wall mounted. 
Without a structural stud above, in this 
case we were left with one option.

Furthermore, most wall-mounted 
systems have a triangular section above 
the running profile to add strength to 
the shape under heavy loads. Again, 

without the vertical space, we didn’t 
have this luxury. 

To give the track the structural integrity 
required with this fixture method, we 
beefed up the wall of the extrusion 
and allowed for a recess to prevent the 
screw head from interfering with the 
carriages.

When you come up against constraints 
such as the ones presented on the 
Philadelphia Hospital Pavilion project, 
it is gratifying to be able to deliver a 
product that will perform reliably.

The end result allows the room to retain 
its intended aesthetic without any costly 
structural changes to the build. The 
Cavitrack Side-mount has now become 
a standard offering for Cavity Sliders. +

LAURIE 
MCCOWAN is the 
co-founder and vice 
president of sales 
and marketing of 
Cavity Sliders USA 
Inc. Cavity Sliders 
was established six 
years ago in the 

United States and originated in New 
Zealand and Australia where the company 
has been perfecting its pocket doors for 35 
years. Phone: 310-890-6970. Email: laurie.
mccowan@cavitysliders.com.

The arc of a swinging door renders the area 
unusable. Sliding doors save 7 square feet.
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LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR, is the manager of codes 
and resources for Allegion. She can be 
reached at Lori.Greene@allegion.com or 
iDigHardware.com.

DECODED

EXTRANEOUS LABELS  
ON FIRE DOOR ASSEMBLIES

IN RECENT YEARS, THE INCREASED ENFORCEMENT OF ANNUAL 
FIRE DOOR ASSEMBLY INSPECTIONS HAS BROUGHT NEW FOCUS 
TO THE CONDITION OF EXISTING FIRE DOORS. MANY QUESTIONS 
HAVE RESULTED – SOME OF WHICH HAVE NOT BEEN SPECIFICALLY 
ANSWERED BY THE CODES AND STANDARDS.

In the absence of prescriptive code 
language, the interpretations are left 
up to the Authority Having Jurisdiction 
(AHJ), and this sometimes leads to 
inconsistent enforcement.

A change has been approved for the 
2021 edition of NFPA 101 – Life Safety 
Code, which will help to clarify an issue 
that has been a source of confusion. 

The question: If a labeled fire 
door is installed in a location 
where a fire door is not required, 
must the assembly be maintained 
and inspected according to the 
requirements of NFPA 80 – Standard 
for Fire Doors and Other Opening 
Protectives?

It’s quite common for labeled fire 
doors to be found where they are not 
mandated by code. For example, the 
door may have been moved from its 
original location, or a wall that was once 
fire-resistance-rated may no longer 
require that level of protection due to 
the addition of an automatic sprinkler 
system.

If a door assembly must be maintained 
and inspected per NFPA 80 just 
because the door has a label on it, 
this could result in expensive and 
unnecessary work that has no impact on 
life safety. What is the point of having a 
code-compliant fire door assembly in a 
wall that will provide little resistance to 
the spread of fire?

INTENT OF NFPA 101
NFPA 101 mandates the minimum 
fire ratings for opening protectives 
in fire-resistance-rated walls. This is 
a MINIMUM requirement – there is 
no language in the code that would 
prohibit a door with a higher rating from 
being installed, and the code does not 
restrict fire doors from being installed 
where they are not required.

If a fire door is installed where a 
rating is not needed, NFPA 101 does 
not mandate that the door, frame 
and hardware must meet all the 
requirements of a fire door assembly.

A label is not required by NFPA 101 
to be removed if the assembly is in 
a location where a fire door is not 
required, although removing an 
unneeded label is not prohibited by 
the code. It may be advantageous to 
remove extraneous labels to avoid 
confusion during an inspection.

For example, if an AHJ sees a labeled 
fire door without a door closer, he or 
she may initially believe that the door 
is a fire door assembly that is not self-
closing; this would be a deficiency. The 
facility manager would then have to 
prove that the rating is not required.

It’s important to note that once a label 
is removed, it cannot be reattached by 
facility personnel. The assembly would 
have to go through the field labeling 
process as described in NFPA 80.
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AHJ INTERPRETATION
Questions about extraneous labels 
have been generated by a section 
of NFPA 101 that states, “Existing 
life safety features obvious to 
the public, if not required by the 
Code, shall be either maintained or 
removed.”

The motivation behind this 
requirement is that if a building 
occupant sees a life safety feature 
and assumes that it is functional, 
they might make decisions based 
on that assumption. For example, if 
the occupant of an apartment sees 
sprinkler heads in the ceiling, they may 
shelter in place during a fire, based 
on the protection provided by the 
sprinkler system.

But maybe the building owner shut 
down the sprinkler system because 
of a leak and never repaired it. Even 
if the building pre-dates the sprinkler 
requirements and the sprinkler system 
is not mandated by code or local 
ordinance, NFPA 101 requires the 
system be maintained or removed so 
that life-or-death decisions are not 
based on bad assumptions.

The big debate has been whether 
a label on a fire door or frame is 
something that would be “obvious to 
the public,” and whether it might cause 
someone to assume they would be 
protected by the fire door during a fire.

If the door was labeled but was not 
fully compliant with NFPA 80, the 
building occupant would not have 
the expected protection provided by 
a complete and code-compliant fire 
door assembly in a wall that meets the 
requirements for a fire barrier.

The door might have a label, but 
perhaps it is not self-closing or self-
latching, or does not have the proper 
glazing, or the wall does not offer the 
same level of fire protection shown on 
the door label.

The general consensus was that 
most building occupants would not 
notice the fire door label, or wouldn’t 
understand the implications, but some 
AHJs continued to require fire door 
labels be removed if not required.

In some cases, AHJs were also requiring 
the fire door assembly label to match 
what was required for that location – no 
more, no less. If a 45-minute door was 
required, the interpretation was that a 
90-minute door could not be installed.

A change has been approved for 
the 2021 edition of NFPA 101 which 
clarifies that if a labeled door or 
frame is installed where an opening 
protective is not mandated, the 
assembly is not required to comply 
with NFPA 80. 
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The common interpretation in years past was 
that the fire rating of the overall assembly 
was equal to the rating of the lowest-rated 
component. As long as that rating was equal 
to or greater than what was required, the 
assembly was acceptable – a 90-minute door 
in a 3-hour frame could be installed in a 
location that required an opening protective 
rated for up to 90 minutes.

In the 2015 edition of NFPA 101, a line was 
added to the annex information for the section 
of the code addressing obvious life safety 
features, stating: “Where a door that is not 
required to be fire protection-rated is 
equipped with a fire protection listing label, 
it is not the intent of 4.6.12.3 to require such 
door to be self- or automatic-closing due 
merely to the presence of the label.”

The intent of this change was to clarify that 
door assemblies with a labeled component 
were not required to be treated as fire 
door assemblies. Despite this clarification, 
some AHJs continued to require all labeled 
fire doors be inspected and maintained in 
accordance with NFPA 80, even though there 
was no life-safety benefit.

2021 CLARIFICATION
A new paragraph has been approved for 
inclusion in the 2021 edition of NFPA 101, 
which further clarifies the intent of the code: 
“4.6.12.4 Where a door or door frame that 
is not required to be fire protection-rated 

is equipped with a fire protection listing 
label, the door and the door frame shall 
not be required to meet NFPA 80.”

The problem statement submitted as part of 
the code development process referenced 
the 2015 change to Annex A. Although that 
change was intended to clarify that the 
requirements of the section were not meant 
to pertain to fire doors, interpretations were 
still inconsistent.

Facilities were being cited by AHJs for non-
compliant fire door assemblies – even when 
those assemblies were installed in locations 
where a fire rating was not required. This was 
because some AHJs were interpreting fire 
doors and frames as being life safety features 
that were obvious to the public.

The paragraph that has been approved for 
the 2021 edition of NFPA 101 is very clear. If 
a door or frame has a label and is installed 
where a rated opening protective is not 
required, the requirements of NFPA 80 do 
not apply.

Although a code change does not technically 
take effect until that edition of the code is 
adopted, this change is more of a clarification 
and hopefully, it will begin to affect AHJ 
interpretations immediately.

The new code language makes it clear 
that extraneous labels can remain, without 
prompting additional requirements. The 
intent of NFPA 101 is that only the required 
opening protectives indicated on a facility’s 
life safety drawings must be maintained 
in accordance with NFPA 80 and must be 
inspected annually.

As always, the AHJ has the final say and 
should be consulted for their interpretation 
of the adopted codes. +

Although a code change does 
not technically take effect 
until that edition of the code is 
adopted, this change is more 
of a clarification and hopefully, 
it will begin to affect AHJ 
interpretations immediately.
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TALKING BUT NOT LISTENING
I AM SHOPPING FOR ADDITIONAL DISABILITY INSURANCE,  
AND THE LOCAL AGENCY I WORK WITH HAD ME TALK TO THEIR 
DISABILITY INSURANCE SPECIALIST.

For the first 10 minutes of the call, this 
guy talked without interruption. He 
would ask me questions and then answer 
them himself. He would voice guesses 
about my situation without actually 
pausing to let me explain my actual 
situation to him. 

On multiple occasions I would start to 
speak, and the sales guy talked right 
over me, bulldozing his way to still more 
airtime. The only thing that stopped 
me cutting the call short is that I like the 
agency and its owners.

SUCCESSFUL SALES  
EQUALS LISTENING
You cannot be a successful salesperson 
if you do all of the talking. In fact, in a 
sales conversation, about 25 percent 
of the talking is the right amount for 
salespeople.

That means the customer should be 
allowed to think and speak for three-
quarters of the conversation. This is 
the only way you can learn about the 
customer’s situation and needs.

Too many salespeople talk far more than 
this. What causes this?

Ironically, it is the salesperson’s own 
discomfort and fear. They are afraid of 
saying the wrong thing, so they keep 
saying different things. They don’t want to 
offend the customer so they plow through 
every silence and do exactly that.

The customer is not uncomfortable. Only 
the ceaselessly yapping salesperson is.

TALK LESS AND LISTEN MORE
Here are the keys to cutting down on the 
useless chatter that fills so many silences:

Know your great value and behave 
accordingly. Salespeople who keep 

talking don’t know how good they are. 
They don’t believe they can help the 
customer. All the talking is, in part, to 
convince themselves.

If you know how good you are, you are 
confident enough to be comfortable with 
silences. You know that the customer is 
not quiet because they are angry, but 
because they are thinking. Let them think.

How do you create your own tremendous 
value? Ask your happy customers about 
it, they’ll tell you. Ask them what their 
favorite things are about working with 
you and believe what they say. Buy it 
from them and then behave accordingly 
– with more silence in your conversations.

Ask a question and count (or sing a song) 
– but do not talk – until the customer 
answers. Ask a question and do not 
speak until the customer answers. Why 
would you interrupt their thinking?

WATCH THE INTERRUPTIONS
Why would you interrupt their answer? Ask, 
and then stop and listen. Pause for three 
seconds after the customer stops talking.

It is in this space that a good salesperson 
should pause and not speak immediately 
after the customer stops. Rather, count 
one-thousand-one, one-thousand-two, 
one-thousand-three. You’ll find that many 
times, the customer will break the silence 
with information you didn’t even know to 
ask them about. 

This is how you uncover valuable insights 
and information helpful to your sale. 
Give your customers space to think and 
breathe. Ask a question and wait for the 
customer to answer it. That’s one of the 
great keys to sales success: listening. 

And it’s impossible to listen if you are the 
one doing all the talking. +

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.

REVENUE 
GROWTH HABIT

39DOOR SECURITY + SAFETY  APRIL 2020



CERTIFIED FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (CFDAI)
DHI has launched the CFDAI to help FDAIs elevate their profile to the end user and grow their inspection 
services. In addition to the opportunities of becoming certified and taking continuing education, CFDAIs 
receive a badge and digital seal as part of this new program. This provides identification in the field and the 
ability to digitally stamp inspection reports. 

Kelly Holmes, CFDAI 
Allegion

CONGRATULATIONS! The following door security + safety 
professionals recently received DHI 
credentials, certifications and certificates:(list current as of February 29, 2020)

+

DOOR + HARDWARE CONSULTANT (DHC) 
This certified consultant has advanced product and code application knowledge and expertise and skills 
proficient to detail, estimate and project manage large and complex projects and existing facility renovations. 

Ming Gong, DHT, DHC 
Retrolock Corp

Shannon Hom, DHT, DHC 
Erlanger Hardware Consultants

Kevin Andrew Lach, DHT, DHC 
TCH
Ginger E. Lee, DHT, DHC

+

DOOR + HARDWARE TECHNICIAN (DHT)

The Level Two DHT 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.

Tyler Davis, DHT 
Allegion
Ming Gong, DHT, DHC 
Retrolock Corp.

Travis Hoyle, DHT 
Walsh Door & Hardware Co.
Jonathan Hudspeth, DHT 
Kurtz Hardware Co., Inc.
Thomas Edwin Keenan, DHT

Connie Lucas, DHT 
Doors, Inc.
Michael Metzen, DHT
Michelle Smith, DHT 
Walsh Door & Hardware Co.

ARCHITECTURAL HARDWARE CONSULTANT (AHC)
The Architectural Hardware Consultant has an advanced mechanical and electrified hardware product and 
code application knowledge and expertise. The AHC is a legacy certification that was established in 1940.

Sayed Vasi Jafari, AHC 
Middle East Metal and  
Wood Industries Co Ltd

Susan Elizabeth Johns, AHC 
ASSA ABLOY Door  
Security Solutions

ACHIEVEMENTS

APRIL 2020   DOOR SECURITY + SAFETY 40



ACHIEVEMENTS

DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

The DHIA certificate recognizes individuals who have achieved a basic technical understanding of product 
and code applications. Recipients have completed two online, self-paced classes and passed the exams.

Terri Abbate
Rhonda J. Asher 
United Interiors
Amul Bassi 
CP Distributors, Ltd.
Sanford Bell
Brennon Benscoter 
D&M Industries, Inc. 
Ross Warren Berry
Jean-Louis Bramwell 
Allgood Plc
Shawn Brown 
Royal Security Solutions, Inc.
Erika Carpenter
Mazen Chaaban
Linda Chavira 
GC Supplied 
Sean Clark
Brad Cole 
dormakaba
Brad Connell 
IDN Canada
Brandon Conner
Stephen Cranford
Nick Delaney 
Alliance Door Products
Lyse Denis 
House of Commons
Mary Duke 
Builders Hardware and 
Supply Co., Inc.
Luc Dussault 
House of Commons
Stephanie Edwards 
BMS
Dustin J. Elam
Claire Elkin 
Architectural Concepts
Laura Elliott 
IDN Canada
Keith Fernbach 
Contract Hardware of Florida
Lauren Flory 
Special-Lite, Inc.
Dan Floyd 
Hardware Specialties, Inc.
Robert Gerken
Matthew Gieseler

Shimon Goldberg 
M&D Door and Hardware
Nicholas Gorman 
Hull Supply Co., Inc.
Daniel Harper 
IDN Canada
Carlos Hernandez 
Walters & Wolf Interiors
David C. Hewett 
Quality Hardware and Specialty Co.
Brad Hill 
ASSA ABLOY Door  
Security Solutions
Hunter S. Hooker 
Architectural Opening Consulting
Ethan J. Hubbard 
William S. Trimble Co., Inc.
Michael Ingram 
GC Supplied 
Gregory Jackson 
Walters & Wolf Interiors
Riley Jerome 
Custom Glass, Inc.
Jacob Johansen 
Builders Hardware and  
Hollow Metal, Inc.
Mykola Karnaukh 
CP Distributors, Ltd.
Eyad Kayali
Preston Keough 
DH Pace University
Jeff Kessinger 
Salto Systems, Inc.
Thomas Lewis Klechak, III 
ASSA ABLOY Americas
Stephanie Ladoski 
DFH Commercial, Inc.
Marc-Andre Leger 
House of Commons
Mike Link 
ERCO
Harley Mason, III
Chris Melanson 
Penner Doors and Hardware
Luis Mendez 
Walters & Wolf Interiors
Patrick Mesey 
Tex-Oma Builders Supply Co.
Harleen Kaur Minhas 
Allegion Canada, Inc

Stan Nagle 
ISEC, Inc.
Mackenzie Naurocki 
IDN Canada
Tina Parkson 
D&M Industries, Inc. 
Joy Pate 
KCI Doors and Hardware, LLC
Sergio Perez 
Walters & Wolf Interiors
Ciarra Petroski 
Top Notch Distributors, Inc.
Martin Plancich 
Resolute LLC Construction  
& Facility Solutions
Travis Rasmussen
Veloyce Reichl 
Total Hardware, Inc.
Daniel Rich
David Ross 
Walters & Wolf Interiors 
Rushali Rushali 
Royal Security Solutions, Inc.
Luis Salamanca 
DFH Commercial, Inc.
Fred Savala 
Walters & Wolf Interiors
Brett Kyle Siebeneich
Brandon Silva 
Walters & Wolf Interiors
Ryan Suk 
ReCorr Inc.
Gio Tammaro 
IDN Canada
Marc Teich 
Acme Sales Group
Gabriel Tugulea 
Schuham Builders Supply Co., Inc.
John Wesley Grant Wagner
Nathan Wagner 
D & M Industries, Inc. 
John Anthony Walke 
PREVENT Life Safety
James Wallace
Derek Wilson 
Trillium Architectural Products, Ltd.
Angela Wright
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SHELF LIFE

I RECENTLY FACILITATED AN ONLINE DISCUSSION ON TRAINING 
WITH A GROUP OF OPERATIONS MANAGERS. ONE OF THE 
GROUP MEMBERS WAS LOOKING FOR SOLUTIONS TO CREATE A 
CONTINUOUS EDUCATION PROGRAM TO HELP DRIVE RETENTION 
IN THEIR ORGANIZATION. AS WE WERE TRYING TO CLARIFY THE 
EXACT NATURE OF THE CHALLENGE, THE GROUP CONCLUDED THAT 
A SUCCESSFUL PROGRAM HAD TO EMPHASIZE THE FIRST FEW DAYS 
OF EMPLOYMENT.  

You can design sophisticated 
educational programs full of 
technological wizardry but if the 
employee does not feel connected to 
the organization in the first few days, 
there is very little chance you will be 
able to retain them at your company. 

In the traditional distribution 
progression, we tend to hire people for 
entry-level material handling positions. 
Hopefully, we have taken some care 
in our selection process so that the 
candidate can be promoted through 
the ranks. We often expose them to 
the inventory flow in the warehouse. 
Perhaps they spend a little time behind 
the wheel, delivering orders to the 
customer base. Ultimately, they might 
find themselves working a will-call 
counter as their customer-facing skills 
improve. In many organizations, this can 
take anywhere from six months to two 
years. But how did they get to this skill 
level and what steps proceeded this 
point in their career?

SHADOWING FAILS
For most companies, this transfer of 
knowledge is based on failed methods. 
Many of us were taught by the “shadow 
method,” probably the laziest of all 
educational concepts. 

On day one, after all the requisite 
human resources paperwork is 
completed, the new team member 
is told to follow and observe a more 
seasoned veteran of the warehouse. 

There are three big failures with this 
method. First, the new guy learns from 
the old guy, the old guy learned from 
the dead guy and you hope the dead 
guy did it right. As you guessed, both 
good and bad procedures are passed 
down to this new candidate. Second, 
typically, the person assigned to teach 
has just enough knowledge to be 
dangerous. Third, this type of training 
tends to be very job specific and does 
not inspire the candidate to move 
forward and progress. The big picture is 
completely missing. 

THE BIG PICTURE
With the help of my group of peers, I 
came to the realization that the success 
of new employees is greatly enhanced 
when we take the time to show what the 
company is really all about. 

When I help companies design a first 
day, I make sure that two critical areas 
are covered: the value proposition of 
a distributor and how money works in 
the company. Rather than skill-based 

THE IMPORTANCE OF DAY ONE 

JASON BADER is the principal of The 
Distribution Team. He is a wholistic 
distribution advisor who is passionate 
about helping business owners solve 
challenges, generate wealth and achieve 
personal goals. He speaks at several 
industry events each year, providing 
executive coaching services to private 
clients and sharing thoughts in industry 
publications. Phone: 503-282-2333.  
Email: jason@distributionteam.com. 
Website: www.thedistributionteam.com.
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education, I am exposing them to 
purpose-based thinking. I have found 
that when you show a new candidate 
where the company fits in the supply 
chain, and why the company even exists, 
they begin to see the big picture. With 
luck, that exposure to the big picture will 
spark curiosity and ultimately lead to a 
self-directed learner. 

One of the more interesting outcomes 
of my discussion with the operations 
managers was about how long the 
company exposure exercise, as part of 
onboarding a new employee, should 
take. Several of the members suggested 
that they spend an entire week on larger 
concepts. For example, one person 
talked about how new employees 
spend a week in the headquarters 
meeting with different departments. 
The idea was to drive the connections 
between each department and how 
they each fulfill the service commitment 
to the customer. 

Imagine your CFO sitting down with 
an entry-level warehouse employee to 

explain how money flowed through the 
company and the function of accounts 
receivable and accounts payable. What 
if your CEO sat down with each new 
employee and talked about the company 
culture and the expectation of integrity? 
What kind of an impact would these 
interactions have on a new person joining 
the company? Either you would lay 
the foundation for a long-term veteran 
or the person would realize that your 
organization was not a good fit. I would 
be pretty satisfied with either outcome. 

PROGRESSIVE SKILLS TRAINING
With skills training, a well-documented 
progression can help guide the 
educational experience. Building this 
progression can lead to self-directed 
education and an abundance of qualified 
bench players. In growing organizations, 
it is critical that we prepare candidates to 
rapidly fill vacancies. 

In my discussion with the operations 
managers, some have paid particular 
attention to documenting procedures. 

Although the exercise was part of a 
bigger certification process, these 
written procedures still create the 
foundation for a skill-based education 
system. Documenting procedures, 
and the ever-present anomalies, 
can be a tedious process. It is not a 
weekend undertaking but a process of 
continual observation and discovery of 
process improvement and efficiency. 
Would we rather have our new entry-
level employee learn from a set of 
established procedures or from a 
“seasoned veteran” with a couple of 
years under their belt. 

I challenge you to gather your 
management team together and 
evaluate your onboarding process 
for new team members. And by 
onboarding, I mean what we are doing 
to ensure new employees have an 
opportunity to become a long-term 
player in the organization. 

You only have one shot to make a lasting 
impression with a new employee. Take 
the time to make it count. +
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Probably the most widely discussed 
term in distribution today is 
commoditization. The issue suggests 
a new era in which firms face margin 
declines that make profitability 
challenging. Worst case, such price 
pressures call into question the very 
survival of more than a few firms.

Despite the widespread discussion, 
nobody has really addressed the extent 
to which commoditization will impact 
profit. Of equal importance, there 
has been no real discussion about the 
degree to which commoditization is 
truly inevitable. Is commodization a fait 
accompli or simply a recurring issue that 
will pass?

This article attempts to provide an 
objective perspective regarding the 
issue of commoditization. It will do so 
by considering two different aspects of 
the price aggressiveness issue: 

• The Profit Impact of Price Pressures 
– An examination of the  degree to 
which changes in sales and gross 
margin associated with heightened 
price aggressiveness impact profit. 

• Meeting Commoditization Head On 
– Suggestions for establishing a set 
of actions that will at least partially 
shield the firm from intensified price 
competition. 

THE PROFIT IMPACT  
OF PRICE PRESSURES
The pressures of commoditization 
work through distribution in two, 
often interrelated, ways. The first 
is sales may fall if the firm does not 
meet price competition directly. The 
second is margin dollars will fall if the 
firm responds directly to the pricing 
challenge. While the two pressures 
often interact, it is useful to look at them 
independently. 

Exhibit 1 examines these two scenarios 
for the typical DHI distributor based 
upon the latest IFBR Report. As can 
be seen in the first column, the typical 
firm currently generates $15.0 million 
in sales, operates on a gross margin of 
33.0 percent of sales and produces a 
bottom-line profit of 4 percent of sales 
or $600,000.

To understand how sales and margin 
changes work though the profit 
structure of the firm, it is necessary to 
break expenses out into their fixed and 
variable components. Fixed expenses 
are overhead expenses that will not 
fall if the firm faces a sales or margin 
decline. Clearly, if there is a massive 
decline, any and all expenses can 
change. However, in the short run the 
firm will incur these expenses even in a 
declining sales environment.

Variable expenses are those that will 
change automatically along with sales 
during the year. Items such as sales 
commissions and bad debts fall into this 
category. They tend to be a relatively 
consistent percentage of sales.

Fixed expenses for this typical DHI firm 
are assumed to be $3,450,000 while 
variable expenses are 6 percent of sales. 
While these are only estimates, they 
represent a serviceable approximation 
for the typical DHI member. 

The last two columns of numbers look 
at the profit implications of a sales or 
gross margin decline. In each instance 
the analysis identifies how much of a 
change would cause the firm to move to 
break even where profit is eliminated.

For the sales decline column, the first 
three lines on the income statement 
– sales, cost of goods sold and the 
resulting gross margin – all decrease by 
14.8 percent. The fixed expenses remain 
the same, while variable expenses are still 
6 percent of the sales and therefore all 
fall by 14.8 percent, the same as the sales 
decline. As a result, profit falls to zero, the 
break-even point mentioned earlier.

For the price-cutting scenario in the last 
column, sales only fall by 4.3 percent. 
However, the entire sales decline is due 
to cutting prices, not losing physical 
sales volume. Therefore, cost of goods 
remains the same and the result is the 
4.3 percent of sales decline because 
of the price cuts also causes profit to 
disappear. 

The two scenarios represent a truism for 
all DHI firms. The profit impact of losing 
gross margin is much more severe than 
the impact associated with losing sales. 
Both are bad, however gross margin is a 
much more sensitive profit driver than is 
sales volume.

MEETING COMMODITIZATION 
HEAD-ON
If the two options associated with 
commoditization are either bad or 
terrible, it is logical to look for a third 
way. That approach is to position the 
firm so that the price pressures are 
eliminated or at least negated. There 
are two major actions required to 
support the third way option. 

Account Selectivity – It is hard to 
conceive of a customer that wants to 
pay too much for items purchased. 

Meeting the  
Commoditization Challenge

DR. ALBERT D. BATES is principal of the 
Distribution Performance Project and a Senior 
Advisor to Benchmarking Analytics. His latest 
book, “Breaking Down the Profit Barriers in 
Distribution,” is available online at Amazon 
and Barnes & Noble. It covers concepts that 
every decision maker should understand.

©2020 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.

PROFIT IMPROVEMENT REPORT
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PROFIT IMPROVEMENT REPORT

EXHIBIT 1  THE PROFIT IMPACT OF TWO COMMODITIZATION CHALLENGES FOR THE TYPICAL DHI MEMBER

Income Statement—$ Current Results Sales Increase Gross Margin Increase

Net Sales $15,000,000 $12,777,778 $14,361,702

Cost of Goods Sold 10,050,000 8,561,111 10,050,000

Gross Margin 4,950,000 4,216,667 4,311,702

Fixed Expenses 3,450,000 3,450,000 3,450,000

Variable Expenses (6% of Sales) 900,000 766,667 861,702

Total Expenses 4,350,000 4,216,667 4,311,702

Profit Before Taxes $600,000 $0 $0

Sales Decline - % 14.8 4.3

Income Statement–%

Net Sales 100.0 100.0 100.0

Cost of Goods Sold 67.0 67.0 70.0

Gross Margin 33.0 33.0 30.0

Fixed Expenses 23.0 27.0 24.0

Variable Expenses (6% of Sales) 6.0 6.0 6.0

Total Expenses 29.0 33.0 30.0

Profit Before Taxes 4.0 0.0 0.0

However, price sensitivity is not 
distributed equally among potential 
customers. Some are very sensitive, 
other less so.

Work done by a wide range of analysts 
suggest that somewhere around 20 
percent of all customers, across a 
range of industries, are almost pure 
price buyers. For these accounts, 
commoditization inevitably leads to the 
quest for ever-lower prices across the 
entire product line.

Another 20 percent of customers are 
heavy, but not pure, service buyers. 
Commoditization of distribution will 
influence their buying decisions only 
modestly. They still do not want to 
overpay, but need real service.

That leaves 60 percent in the middle 
that vacillates between service-based 
decisions and price-based ones. It is 
essential to provide a service profile 
that justifies “fair” prices to hold onto 
this customer set.

If firms can stake out a strong position 
among the service-oriented and mixed 
buyers, it can afford to lose the pure 
price buyers. The firm can actually 
thrive in the commoditization world. 
However, a share gain is essential.

Gaining share requires a significant 
service analysis/service intensification 
effort. Firms should stop providing 
services not really needed and maintain 
an outstanding service profile on all 
others. It also requires ensuring the 
sales force is a customer-solutions 
group and not simply order-takers.

Pricing of Slower-Selling Items – 
This continues to be a major profit 
opportunity.

The slowest selling 5 to 10 percent of 
the SKUs remain a profit wonderland. 
They combine two sensational 
characteristics – they are bought 
infrequently and they are low-price, 
“why worry about it” type items. 
Availability is a powerful value added, 
even among price-sensitive customers.

Virtually every distributor pays lip 
service to this concept but does not 
fully implement the concept. There is a 
concern these items will be perceived 
as overpriced. The reality is price 
perceptions are not built on these 
items. Price perceptions are built on the 
fastest-selling items in the product line. 
For the so-called “dogs” in the product 
line, the key to success is availability, not 
price.

MOVING FORWARD
Commoditization represents a real-
world threat to most distributors. The 
fact that almost everything is available 
on the internet makes price pressures 
an even grater challenge. However, 
price has never been the only thing 
that distributors have to offer. A strong 
service profile tailored to key customer 
needs can help firms maintain, and 
even gain, market share. The economics 
of commoditization suggest it is a 
challenge that must be met.+
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EMPOWERED BUT 
ACCOUNTABLE EMPLOYEES

EMPLOYEE EMPOWERMENT IS A HOT TOPIC IN TODAY’S 
CHALLENGING BUSINESS ENVIRONMENT. BUT, WITHOUT 
ACCOUNTABILITY WITHIN THE ORGANIZATION, THE TOP  
EXECUTIVE OR BUSINESS OWNER ENDS UP BEING THE  
ONLY ONE HELD ACCOUNTABLE.  

How do you hold your employees 
accountable?

If we came to your company and 
interviewed your employees, what would 
they say were the company’s top priorities 
for the year? 

I’m sure that most employees want the 
company to succeed, but I often find 
employees have difficulty expressing 
what the company wants and what they 
are expected to do to contribute to the 
success of the company. 

This is a symptom of lacking clearly 
communicated company goals and not 
establishing employee accountability for 
reaching those goals. Employee focus, 
empowerment and accountability must 
be established to drive, as well as sustain, 
results and company success. 

The lack of clearly defined company 
goals is often a major problem with many 
companies.

Recently, during a consulting engagement, 
when we asked interviewees what their 
company’s top priorities were for the year, 
a variety of responses were received.:

 Increase sales 

 Don’t know, no idea, never heard of any 

 Develop processes and procedures 

 Implement a system of controls

 Improve profitability

 Improve efficiencies

 Get organized

 Complete projects

 Priorities change extremely often

 Nothing is in writing

 I don’t know

While many people mentioned some 
company top priorities, many were 
different, most responses were not 
specific and others, like “I don’t know,” 
were disappointing. We believe these 
employees were basing their responses 
on personal assumptions rather than what 
they have been told. Essentially, all the 
responses were seen as assumptions.

Also, not one employee mentioned any 
measurable priorities such as increasing 
sales or profits by a specific dollar amount 
or percentage increase. 

Ideally, the list of company top priorities 
should be no longer than four or five 
priorities. 

This means those employees we 
interviewed, and throughout the company, 
lacked focus.

Here are some additional accountability 
questions for you to think about. 

RICHARD VOREIS is founder and CEO 
of Consulting Collaborative. Phone: 214-
361-2130. Email: rdvoreis@consulting-
collaborative.com. Website: www.
consulting-collaborative.com.

RICK LIDDELL is managing principal, 
Denver office, Consulting Collaborative. 
Phone: 712-490-7386. Email: rliddell@
consulting-collaborative.com.

BEST BUSINESS 
PRACTICES
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As we said, everyone wants the company 
to succeed, but many employees have 
difficulty expressing what they do to 
contribute to the success of the company. 

If we came to you company and 
interviewed your staff, what would they say 
with respect to the following questions?

What are you doing to support the 
company top priorities? 

What are your personal action plans or 
personal objectives to drive success at 
your company?

We asked these questions of a different 
group of employees in the construction 
industry and got the following responses: 

 Nothing specific 

 Nothing in writing 

 Nothing formal 

 Spend more time at my job

 Do the best I can do

 Set good example for others to follow

 Be proactive

 Plan ahead

 Refine job costing

Again, most of the responses were very 
general in nature or just disappointing. 

Like the responses we got when we asked 
about the company’s top priorities, the 
answers to these two questions were 
not very specific, not measurable and in 
most cases, did not address how personal 
objectives would be accomplished. 

Additionally, no one had any written 
personal objectives or action plans that 
would indicate accountability. 

Ideally, employee action plans (objectives) 
should be specific, measurable, time 
framed, in writing and say how employees 
will contribute to the achievement of the 
company’s top priorities. Action plans 
drive accountability and generate great 
results.

It was clear this company did not have an 
effective management system in place 
to focus employees on the success of the 
company and how each employee makes 
it happen.

SDCSecurity.com  •  800.413.8783

the lock behind the system

Security Door Controls

LONG TERM CARE
ELOPEMENT SOLUTION
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SDC & Code Alert® 

partner to provide a 
reliable solution for patient 
wandering in LTC facilities.How it works:

 - resident wearing transmitter wristband gets too close to a monitored exit 

 - attennas pickup the transmitter signal and the system locks the door 

 - if the resident tries to open the door, an audible alarm  
   from the Touchpad Exit Controlller sounds 

 - Central Station receives Alert Information
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For more details visit:
Call Tim Maulhardt, LTC Channel Manager, directly at:

805.465.5710
Or Visit:
www.sdcsec.com/LTCelopement
to download our brochure with Elopement 
Management and Facility-Wide Life Safety 
and Security Solutions for LTC Facilities

What do you think your employees would 
say about their personal action plans?

Are your employees accountable?

If the responses from your employees are 
similar to what we just shared with you, 
your company needs to change and realize 
accountability for both management and 
staff to make the company succeed. +
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SUN
4/19

MON
4/20

TUES
4/21

WED
4/22

THURS
4/23

FRI
4/24

SAT
4/25

SUN
4/26

COR146 Intro to Detailing Doors, Frames & Hardware COR117 Door, Frame, and Architectural Hardware Applications

COR163
Dev Mstrkey SysCOR140 Using Codes and Standards DAI600 Fire and Egress Door Assembly Inspection DAI600

Exam Option

EHC400 Electrifed Hardware Applications and Documentation CDC320
CDC Exam Prep Certifi cation Exam Sessions

COR153
Install Coordination & Proj Mgmt DHC307 Advanced Detailing Doors, Frames and Hardware

DHSC315 Writing Hardware Specfi ciations DHT120
DHT Exam Prep

DHC205 Intermediate Detailing Doors, Frames and Hardware COR147
Introduction to Specifi cation Writing
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Using Door, Frame & Hrdwr Stans
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DHI CANADA TECHNICAL SCHOOL
JUNE 15-19, 2020 •  MONTREAL, PQ

MON
6/15

TUES
6/16

WED
6/17

THURS
6/18

FRI
6/19

COR117 Door, Frame, and Architectural Hardware Applications
COR163

Developing Master 
Key Systems

EHC400 Electrified Hardware Applications & Documentation

COR133 Electrifi ed Architectural Hardware
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COR147

FFDDAAII600 Fire and Egress Door Assembly Inspection 
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Using Door, Frames & Hardware Standards
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Introduction to Detailing Doors, Frames & Hardware

ELT540
Canadian Codes & 

Standards

“Experience trumps all, but being educated when getting that experience is 
golden. My DHI education has fueled my success.”

– W. Joshua Hauser, HKS Hardware & Hollow Metal, Inc.

TECHNICAL SCHOOLS
2020 SPRING

S

REGISTER AT WWW.DHI.ORG

Education
Your Career, Our Commitment

Matrl Prch Cncpts   
COR160

DHT Exam PrepDHT120 DHT & DHC Install Coordination & Proj Mgmt

Introduction to Specifi cation Writing Takeoff and EstimatingCOR125

 Advanced Detailing Doors, Frames and HardwareDHC307
*Due to possible changes since our production date of March 13, 2020, please 
defer to any subsequent updates from DHI for the most current information. 
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PROFIT IMPROVEMENT REPORT

READERS PHOTOS
BY MARK J. BERGER, FDHI

A GET ME IN HERE – NOT!
Al Rickard, Door Security + Safety Magazine

Al’s got the bug. Here’s one taken at ConNextions. 

“At the Drury Hotel in Cleveland I encountered this door with a sign that reads 
‘Use room key for entry,’” Rickard explains. But there is no keypad or reader to 
use with the digital door key card! 

“I told the hotel front desk staff about it twice. The first time the person said 
there was a sign directing me to a different door (there wasn’t) and the other 
time someone said, ‘Yeah we have to take down that sign.’ But the sign was 
still there when I left.”

A

I guess the title for this collection would be “Don’t believe your eyes. Don’t read the signs. Don’t worry about your safety.”

Oh boy.

B STRENGTH TEST
By Nathan Gutsu, ASH Associates

Nathan writes: “A customer sent us this photo earlier 
today and I immediately thought of Real Openings.  I 
think this is a good one! 

The door is a public restroom somewhere in the 
greater San Diego area.  And yes, it will be replaced 
relatively soon.“

B

REAL OPENINGS
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D

REAL OPENINGS

C MODERN TECHNOLOGY
By Colby Dunham, Odessa Doors

Another stream of consciousness from 
Colby:

“Allow door to full close, admire the 
aesthetics, this door will stay secured 
and look great doing it.

Don’t worry about the magnetic lock. We 
like to keep our clear glass unobstructed 
from signage, you’ll just have to trust us, 
we have you covered, there is a way to 
exit: Try the emergency push to release 
button and or the emergency pull 
station. If that’s not enough just kick your 
way through the tempered glass in this 
rated assembly.”

D GREAT SIGNAGE
By Colby Dunham, Odessa Doors

“This is a beautiful sign reminding 
people to keep the door closed.

“How effective is this? Better keep that 
fire extinguisher close, that propped 
door isn’t doing its job. At least they’ll 
have something on hand to stop the 
spread of fire.”

E GET YOUR BEARINGS
By Colby Dunham, Odessa Doors

“This customer couldn’t understand 
why their door was dragging on the 
ground. They thought the header of the 
frame was lifting out of the opening and 
thought they would need a full door 
and frame replacement. Need a larger 
gap? Simply blow the bearings out of the 
hinge and let it sag!”

F

F SLIDE BOLT EXIT 
Bill Trimble, William S. Trimble Co. 

This one comes from the team at William S. Trimble Co. Here’s a photo of an opening 
that could put another team in harm’s way. Football players are tough, but are they tough 
enough to plow through a pair of slide-bolted exit doors? Let’s hope we never find out.

C D

E
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MARK J. BERGER is the president and chief product 
officer of Securitech Group, and the 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 
to reflect upon any specific manufacturer 
or products but are intended to help build 
awareness around the everyday code violations 
that occur in buildings over time, despite our 
members’ best efforts to provide solutions 
to secure the life safety and security of the 
building occupants.

H THE PALLET IS NOT THE ONLY PROBLEM
By Colby Dunham, Odessa Doors

Colby imagined what someone approaching this exit 
might think:

“I’m confused. Can someone please move this pallet 
for me? It’s blocking the sign that tells me the doors 
should not be blocked.

“Do we need to scan out? How does the maglock 
release? Does the exit device have a REX? If this 
opens, will it close behind me?

“Ok. Moving on. I’ll try the double doors. Wait a 
minute I need some help removing this iron bar, and 
those surface bolts.

“I give up. I’ll just move this plywood and pull the fire 
alarm. I think that’s a fire alarm behind there…?”

G

G

G SIMPLE, DANGEROUS SOLUTION
By Colby Dunham, Odessa Doors

“Maintenance decided the inconvenience of 
opening and having the door close behind 
them was too much to handle in a day’s work. 
So they added a kick stop on the bottom of 
the door to this mechanical room.”

H
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GROWING 
SOCIAL

ALIGNING CONTENT MARKETING 
WITH SOCIAL MEDIA

CONTENT MARKETING SHARES CREATIONS OF ONLINE MATERIAL 
SUCH AS BLOGS AND SOCIAL MEDIA POSTS THAT STIMULATE 
INTEREST IN A COMPANY’S PRODUCTS OR SERVICES. IT’S 
IMPORTANT THAT YOUR COMPANY’S CONTENT MARKETING AND 
SOCIAL MEDIA PRESENCE ARE CLOSELY ALIGNED. HERE’S THE QUICK 
VERSION OF HOW TO DO THAT: 

1. Every marketing team needs good 
task-management software to share 
plans and content initiatives and 
review posts and creations.

2. As a team, decide how to measure 
performance. Are you looking for 
more engagement, overall site 
traffic, or something else? Make 
sure everyone understands and 
is working towards the same key 
performance indicators. Then, track 
your progress.

3. Discover how to target new 
audiences on each media platform 
but be careful not to ignore your 
core audience. 

4. Create content with graphics for 
social media –  an image or clip will 
draw more attention than plain text.

5. Incorporate trending social 
media elements into blog posts. 
Depending on your audience and 
topic, gifs and popular memes can 
keep a reader engaged.

6. If a post went unseen, consider 
repurposing the content for a 
different media outlet. The idea 
may have failed on LinkedIn but 
could be the right content for 
Facebook.

7. Try to create a promotion that can 
be streamed cohesively across 
all platforms. You’ll have to make 
alterations to the format to ensure 
that each outlet is utilized to its 
greatest potential, but keep the 
theme consistent.

8. Make sure your content writers 
are well informed, especially in 
instances such as chats and Q&A 
forums.

9. Take advantage of social media 
polls. Your audience will provide 
the best feedback on how best to 
market to them. +

EMILY SISCO is marketing coordinator 
at Special-Lite, Inc. Email: Emily_Sisco@
special-lite.com
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IMPACT

Healthcare Business Is Booming
Door and hardware and security business is growing in hospitals and healthcare facilities.

In an industry survey, DHI found that more than half said their healthcare business grew more than 10 
percent during the past year. Most of the work is in new construction and renovation. Respondents also 
weighed in on what they are seeing in this sector.

What are you seeing 
in the healthcare 
sector?
 We see healthcare expanding 

many convenience/security 
factors (operators, touch-less 
actuators, access control, 
biometrics, and faculty 
protection) and increasing 
maintenance for fire door 
assemblies. It continues to be 
a rich environment for retrofit 
and ongoing services.

 Bringing fire doors into 
compliance at hospitals has 
created opportunities to 
educate and inform hospital 
staff of potential problems or 
issues.

 A shift away from central towers 
and toward offsite clinics.

 Increased requirements for 
behavioral health and anti-
ligature hardware.

 Anti-microbial finishes and  
anti-fungus gasketing are  
the new trend.

How much has your 
business grown in the 

healthcare sector during 
the past year?

In what areas are you doing work?

More than 10% Less than 10% Not grown

56%  

28% 

16%

Renovation work

90% 45%

Aftermarket sales 
counter sales Fire door inspection

24%
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DORMAKABA 7, 32-33

GUARDIAN FIRE TESTING LAB 29

HAGER COMPANIES 11

SELECT PRODUCTS LIMITED 5

SECURITY DOOR CONTROLS 47

SECURITY LOCK DISTRIBUTORS INSIDE FRONT COVER,  
 55, BACK COVER

TOWNSTEEL 19, 55

DHI ADS
DHI DAI300 FIRE DOOR  
ASSEMBLY INSPECTION  
TECHNICIAN LEVEL COURSE 1

DHI INDUSTRY EDUCATION  
FOR CHAPTERS AND COMPANIES 23

DHI SPRING TECHNICAL SCHOOLS  
AND DHI CANADA TECHNICAL SCHOOL 48-49

DOOR SECURITY & SAFETY  
FOUNDATION CAMPAIGN INSIDE BACK COVER

AD INDEX

PRODUCT SPOTLIGHT
A CRX-A ANSI GRADE 1 LIGATURE RESISTANT  

ARCHED CYLINDRICAL LOCK 

TownSteel’s CRX-A series lock offers patented design 5-point ligature resistant 
arch trim, designed for either new application or retrofit market. CRX-A series 
is ANSI/BHMA A156.2-2011 certified Grade 1 cylindrical lock and are UL 10C 
3-hour rated. It also meets requirements of the Americans with Disabilities Act. 
www.townsteel.com  

B WE DON’T JUST SHIP. WE DELIVER.
The in-stock inventory at Security Lock Distributors is the largest in the industry 
and fulfilled through strategically located distribution centers. That means the 
exact products you need are on the shelf and ready to ship today. But it’s about 
more than just shipping product. Security Lock Distributors is dedicated to 
helping you do your job better. Our field-experienced, factory-trained experts 
can give you technical advice on just about anything. Get the exact door 
hardware solution you need the first time with Security Lock Distributors.
www.seclock.com

C 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 pricing. Plus, find what you need to get the 
job done with our search engine, backed by our powerful filtering tool. 
www.seclock.com

B

C

A
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COLUMN
CLOSING 
THOUGHTS

IN THE JANUARY AND FEBRUARY 2020 ISSUES OF DOOR SECURITY + 
SAFETY, WE FEATURED SOME OF OUR READERS’ FAVORITE DOORS  
IN THIS COLUMN. THIS MONTH WE HAVE ANOTHER INSTALLMENT  
TO THIS SERIES.

David R. Beckham, AHC, FDAI, 
operations manager for the Cook & 
Boardman Group, sent us photos of the 
massive Roosevelt Arch, located at the 
North Entrance to Yellowstone National 
Park in Gardiner, Montana.

The arch’s cornerstone was laid in 
ceremony by President Theodore 
Roosevelt. Built by the U.S. Army, it 
stands 50 feet high and was completed 
in 1903.  The arch was designed by 
Robert Reamer, the famous Yellowstone 
architect. The Organic Act of 1872 

established Yellowstone as a national 
park, thus the inscription, “Created 
by Act of Congress” above the portal 
doorway. At the top of the arch is an 
inscription from the Organic Act which 
reads, “For the Benefit and Enjoyment 
of the People.” 

“During my visit there in the summer 
of 2019, despite being surrounded 
by miles of pure beauty, my eyes 
were drawn to these custom doors, 
which I found unique and interesting,” 
Beckham says. +

MORE FAVORITE FAMOUS DOORS

AL RICKARD, CAE, is editor of Door 
Security + Safety magazine. Email: 
arickard@dhi.org.

The sign above the narrow doorway through 
the Roosevelt Arch reads, “Created by Act of 
Congress March 1, 1872.”

The sign at the top of the arch reads, “For the 
Benefit and Enjoyment of the People.”

A closeup photo of the door on 
the side of the Roosevelt Arch.

PHOTOS COURTESY OF DAVID BECKHAM.
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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!



SECLOCK.COM   |   800-847-5625

Everything you need to get the job done. 
From our unmatched in-stock inventory of premium 
brands, to the unparalleled knowledge and experience 
of our technical sales team, we deliver the door 
hardware products and expertise you need.

YOU NEED 
the Power Supply.

YOU NEED  
the Electric Strike.

YOU NEED  
the Stocking Door 
Hardware Expert.


