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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 
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YOU NEED  
the Interchangeable Core.
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Hardware Expert.



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!
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COLUMN

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

IN TOUCH

THANK YOU TO THIS INDUSTRY
THIS IS MY FINAL COLUMN AFTER WRITING MORE THAN 240 
COLUMNS AS CEO OF DHI. I ALWAYS LOOKED FORWARD TO WRITING 
THESE AND HOPE YOU ENJOYED A FEW OF THE MESSAGES. IF YOU 
TOLD ME 26 YEARS AGO TO AUTHOR MORE THAN 200 COLUMNS, 
I WOULD HAVE SAID I DIDN’T HAVE THAT MUCH TO SAY. BUT YOU 
NEVER KNOW WHAT YOU ARE CAPABLE OF UNTIL YOU TRY.

It was an honor to share my thoughts 
with a circulation of over 10,000 
readers and it was always my intent to 
accomplish a few goals in putting pen to 
paper. First, to comment on something 
of direct interest to the industry. Next, to 
stretch the thinking of the reader.

From time to time, I also challenged the 
reader to consider a change in a habit 
or strategy. To make some columns 
entertaining and yet respectful. I hope I 
achieved some of these goals. 

This is an amazing industry. Believe 
me – I have spent more than half my life 
working in it. I have had the honor to 
commiserate with many of you over the 
challenges that we often encountered 
and to celebrate the successes. 

You will see a feature article in this 
issue about my career. I was very 
uncomfortable participating in the 
article as it was my preference to retire 
quietly. The staff felt differently, so the 
article was produced.

I sincerely appreciate you allowing 
me to make a living at DHI. My family 
benefited from my career in so many 
ways, from receiving a paycheck to 
interacting with so many members.

My kids Jackie, Sawyer, Grant, Katy and 
Bridget, all worked for DHI at some point 
– many in a small capacity, some full time, 
and two in the industry. My family loved 
DHI as they attended conferences and 
interacted with so many great people. 
This was a generous gift to me that few 
people receive.

I also want to say thank you to the many 
staff members who worked with me at 
DHI. I must admit we had a great run 
as an independent association always 
trying to serve members with the 
resources we were provided. If we fell 
short, it wasn’t my staff ’s fault but it was 
on my shoulders. 

I wish we could have done a better job in 
many areas but that is hindsight and not 
worth pondering … you can’t change 
the past. I do know that at all times we 
sincerely tried to do the right things.

Thank you for the honor of representing 
the industry. It was easy to share the 
passion of this industry as you all 
undertake such great and worthy work. 

Thank you to the volunteers who 
sacrificed personal and professional 
time to help DHI. In my 33 years, I 
never regretted involving a single 
volunteer. I did not always agree with 
them but appreciated their efforts 
and contributions. You all made this 
organization work!

Moving forward, I will join an 
established family business helping 
families start and build in-home 
businesses in the health and wellness 
industry. 

I am extremely passionate about the 
chance to help families stay strong 
through our programs. I am only an 
email away at jheppes1@gmail.com, so 
please stay in touch. +
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Our specialized service team supports all dormakaba and non-dormakaba brands for:
• Door hardware
• Entrance systems
• Interior glass systems
 
Trained, certified and committed to the highest level of customer service.

dormakaba.us/DHI-Service

We’re at Your Service

Door Hardware Interior Glass SystemsEntrance Systems



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? 
Vice President, Marketing at the Cook & 
Boardman Group.

WHAT WERE YOUR 
CHILDHOOD AMBITIONS? 
Attending the Air Force Academy 
and getting an engineering degree. 
I enlisted in the Navy instead. After 
four years of active duty, I went back to 
college and finished my B.S. in electrical 
engineering.

WHAT WAS YOUR FIRST JOB? 
I worked my way through college, 
driving a dump truck for a coal company 
and loading trucks at UPS. My first 
“real” job after college was as a systems 
engineer at Florida Power & Light in 
Sarasota, Florida.

WHAT LED YOU TO OUR INDUSTRY?
The bulk of my career was spent in 
the electrical industry, first on the 
manufacturing side and then in 
wholesale distribution.  I had the good 
fortune to work with an inspirational 
business leader, Darrin Anderson, who 
became the CEO of Cook & Boardman. 
That led to an opportunity to join 
the company to create a corporate 
marketing group.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
Having my marketing team recognized 
as the best distributor marketing 
organization in the industry by the 
National Association of Electrical 
Distributors.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE? 
Elevating and practicing marketing at a 
level that makes it a strategic arm of the 
business.

WHAT’S YOUR GUILTY PLEASURE? 
Scotch whisky and an occasional cigar. 

WHAT IS YOUR FAVORITE  
BOOK/MOVIE? 
Favorite movie would be a toss-up 
between Unbroken and No Country for 
Old Men. A recent favorite book is “The 
River of Doubt” by Candice Millard.

WHO DO YOU CONSIDER 
 A MENTOR OR HERO? 
Bob Steinke, the CEO of a company 
I joined 20 years ago, showed me 
how to apply the principles of servant 
leadership.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED? 
Invest your time in something that 
you’re good at, that you enjoy doing 
and benefits someone other than 
yourself.

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED? 
I wish that entrepreneurship had been 
taught in school.

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER? 
DHI provided the resources and 
programs I needed to learn the 
industry. The DHI ConNextions 
conference in Cleveland was a great 
opportunity to meet suppliers and see 
the latest products. Serving on the 
Media & Editorial Board has introduced 
me to many great professionals.

BOB SETTLE
COOK & BOARDMAN GROUP
DHI MEMBER SINCE 2019
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GROW YOUR FIRE + EGRESS 
DOOR ASSEMBLY TEAM
DAI300 – Fire Door Assembly Inspection – 
Technician Level Course
In our continued commitment to advance the CFDAI program we have created a new course to help CFDAIs grow their inspection services 
and build an inspection team.

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



Solutions for 
Healthier Spaces
Smart, Healthy and Secure 
Access Solutions
Door hardware products are some of the most touched surfaces in any 
building.  Touchless Access Solutions ensure that door hardware operation 
minimizes high touchpoints and health risks.  Interior Glass Systems 
contribute to healthier spaces by providing separation, while creating a 
visually open, light environment.  Antimicrobial finishes further contribute to 
healthier openings.
 
dormakaba’s solutions include:
• Touchless actuators
• Low energy swing door operators
• Antimicrobial finishes
• Automatic sliding doors
• Interior glass systems
 
dormakaba offers a full portfolio of solutions to fit your evolving access 
control needs.

dormakaba.us/DHI-Touchless

Low energy swing door operatorsTouchless actuators Antimicrobial finishes Interior glass systemsAutomatic sliding doors
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This classic door displays 
character and the look is 
enhanced by the surrounding 
stonework. The closer at the top 
has seen many years of service.



Travelling and photography have 
always been my passions. I’ve been 
fortunate throughout my career 
to take many trips throughout 
the world and photograph some 
amazing sights.

However, the COVID-19 outbreak of 2020 caused many 
of us to shelter in place for several months. I sequestered 
in my new home in Fredericksburg, Virginia, where I 
moved earlier this year just before the lockdown began.

As I looked for photography subjects, my dog Sheldon 
got quite tired of my camera being aimed in his direc-
tion! Fortunately for Sheldon, after restrictions relaxed 
somewhat, I ventured out to photograph the historical, 
intricate, unique and beautiful doors and hardware in 
and around the historic downtown Fredericksburg area.

Fredericksburg homes date back to 1737. The city’s 
distinctive architecture reflects its different periods of 
development.

Photographing my new surroundings helped me to get to 
know and appreciate my new hometown, and although 
it’s not a vacation, it has been a welcome and interesting 
adventure.

This article highlights a small sample of the doors and 
hardware of downtown Fredericksburg.

Historic Doors 
and Hardware in 
FREDERICKSBURG, 
V IRGINIA

A PHOTOGR APHY ADVENTURE DURING THE COVID-19 PANDEMIC.

BY MARY E. UNTIEDT

PHOTOS COURTESY OF MARY E. UNTIEDT, JUNKYARD PRINCESS LLC
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Left: This home was built in 1830 for Joseph 
Bragdon, a sea captain. You can unlock the  
slide bolt if you know the combination.  

Below: This stone warehouse built in 1813 
by Thomas Goodwin features a weathered 
red door with a hasp and a padlock.

Above and right: This tower was constructed in 1919 as 
a grain elevator for the Youngs-Sweetser Grain Company. 
The raised door shown here on the exterior was positioned 
so a cart could park under it to be loaded or unloaded. 
It appears that multiple attempts were made to install 
locks on it. During the 1950s the cold storage room of this 
building was used by the local government as a fallout 
shelter. It is referred to locally as “The Purina Tower” and 
is now used as an office space and a fitness center.
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Decorative Door Pulls 
and Doorknobs
With this fascinating variety 
of decorative door pulls and 
doorknobs seen on historic 
buildings in Fredericksburg, 
one has to ponder what 
awaits behind the closed 
doors.

Door-Mounted 
Mailboxes 
As they are in most historic 
neighborhoods, many mail-
boxes are mounted on doors. 
The engraving on the gold 
mailbox is a work of art.



Unique Door Knockers
Whether they were vintage or repro-
ductions, it was exciting to discover a 
multitude of unique knockers.  +
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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.

MARY E. UNTIEDT  
is owner of 
JunkYard Princess 
LLC, a photography 
company in 
Fredericksburg, 
Virginia.  
 
 

Website: www.junkyardprincess.com. 
Email: junkyardprincessllc@gmail.com. 
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Last year I traveled to Europe 
twice to visit family, and while 
there I started to pay more atten-
tion to the beautiful architectural 
openings that surrounded me.  

I spent time in Austria, Croatia, 
and Bosnia and Herzegovina, 
including my mother’s birthplace, 
Brčko, located in Bosnia and 
Herzegovina.

While walking the streets I was able 
to appreciate the history that sur- 
rounded me in each city or town. 

When you travel to Europe, there 
is no limit to the number of 

churches and cathedrals you will 
encounter, and I saw intricate 
openings on many of them.

I also saw unique store entrances, 
practical doors to apartment 
buildings, and many other 
structures. 

Many Eastern European destina-
tions feature beautiful architec-
ture and rich history and great 
food, so I highly recommend vis-
iting them when travel allows.

I hope you enjoy this photo essay 
that features many interesting 
doors from Eastern Europe.

A Tour of  
Custom  
Doors in  
Eastern  
Europe
BY KATHY BANJAVČIĆ

I have always been 
fascinated with doors 
and architecture.

I have worked in the 
door and access world 
for many years. I joined 
DHI one year ago and 
have gained a newfound 
appreciation of the door 
and hardware industry. 
As an employee in 
Facilities Management 
and Development at 
the Northern Alberta 
Institute of Technology 
(NAIT), I handle all 
requests for access 
as well as review and 
recommend appropriate 
door hardware for green 
builds and renovations at 
our four campuses.

The author Kathy Banjavcic 
standing in a doorway 
along the tower at Schloss 
Castle in Gmunden, 
Austria.
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As a young girl, the church I always saw in 
books, on television and in family photos was 
St. Marks Church (Crkva sv. Marka), located in 
Zagreb, Croatia. The distinguishing feature of 
the structure is its tiled roof. Completed in the 
13th century, it is one of the oldest monuments 
in Zagreb. Gothic wooden statues surround the 
main portal.

Countries such as 
Austria, Croatia, and 
Bosnia and Herzegovina 
feature a wide range of 
fascinating doors.
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The impressive opening of the Greek Catholic Co-Cathedral of Saints Cyril and Methodius. 
A fire in 1766 destroyed many of the church’s books so a precise build date is not known.
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The Zagreb Cathedral of the Assumption of the Blessed Virgin Mary in Zagreb, 
Croatia is a soaring, ornate structure. The cathedral was built in the 11th 
century but the current cathedral is not what it was when originally constructed. 
Wars, fires and earthquakes since the 13th century dramatically changed its 
appearance. The main portal is an impressive work of art. The closeup of the left 
side of the doors shows the intricate design and the large hinges on the top and 
bottom of the 8-foot-tall door.
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Above: The Schönbrunn Palace in Vienna, Austria, 
is a UNESCO World Heritage site that has many 
grand structures but the main palace is where many 
doors stood out for me. This opening has beautiful 
detailed iron work protecting the wood, door and 
surrounding transom and casing.

Left: St. Stephen’s Cathedral in Vienna, Austria, 
was completed in 1160. The picture here shows the 
confessional door inside.



Left: Schloss Ort (Schloss 
Castle) in Gmunden, Austria, 
was founded around 1080. This 
is the main door leading to the 
tower of the castle.

Below left and right: 
Forstliche Ausbildungsstätte 
is a forest training center 
in Gmunden, Austria. This 
decorative wood door and 
transom window is framed by 
marble. The photo of the wicket 
door shows a transom window 
decorated with metalwork that 
illustrates trees.
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Hager UniversityHager University  Hager University  Hager University                                offers online product modules on a multitude of
topics. Each lesson is tailored to a specific product type and will help you
understand how the products are used. Lessons vary in length from 8 to a
maximum of 15 minutes with knowledge checks along the way and a short
test at the end.
 
Whether you’re an industry beginner or need a refresher, every participant
should leave the session armed with more of the tools needed to become a
product knowledge expert.

                                offers online product modules on a multitude of
topics. Each lesson is tailored to a specific product type and 

www.hagerco.com

For more information, please
contact your local Hager
representative.

Welcome
to

Above left: This storefront door to an 
optical shop had a creative door pull.

Above right: This apartment 
entrance Brčko, located in Bosnia 
and Herzegovina, displays some 
personality. I was also fascinated with 
the symmetry of the interior hotel 
room door where I stayed.

Opposite page: A famous bridge 
named Stari Most (which translates 
to “Old Bridge”) is located in Mostar, 
Bosnia. Completed in 1567, it stood 
for 427 years before it was destroyed 
in war in the early 1990s. Original 
stones were recovered from the river 
below and the bridge was rebuilt and 
reopened in July 2004. The door 
pictured here is a door to a storage 
area just over the bridge. +

KATHY BANJAVČIĆ is Access Administrator 
– Maintenance and Operations, Facilities 
Management and Development, at the 
Northern Alberta Institute of Technology in 
Edmonton, Alberta, Canada. Email: kathyb@
nait.ca. 
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Millennials — who make up the largest 
living generation in the United States — are 
disrupting the multifamily market in a way 
that might surprise you … they’re staying put.
Nearly 75 percent currently live in apartments, and a 
majority plan to continue renting. That means multifamily 
developers and owners should consider the interests of this 
tech-savvy generation and find ways to adapt to their wants 
and needs. 

This data is based on a recent national survey conducted by 
Allegion™, “Home Safe Home: How Millennial Preferences 
Are Redefining Multifamily Living,” which highlights mil-
lennials’ habits, behaviors and tendencies when it comes to 
their living situations and expectations for the future.

The findings uncover ways to cater to this group’s prefer-
ences for online shopping, convenient routines and more 
with access control and security technologies.

Here are four takeaways for your multifamily clients:

Finding #1: Millennials have their sights  
set on multifamily environments
Millennials, who are in their 20s and 30s, seem to be 
delaying home ownership. We found that 72 percent of mil-
lennials live in apartment buildings today and 75 percent 
plan to rent their next accommodation. 

Multifamily and mixed-use properties should find ways to 
attract and retain these millennial renters. Properties will 

benefit by offering new, innovative means of security and 
access control to keep pace with this tech-driven generation. 
For distributors, this is an opportunity to help multifamily 
customers identify how their properties can improve the 
living experiences for millennial residents. 

Millennials value technology that is seamlessly integrated 
into their daily routines. Consider solutions that make their 
lives more efficient. Multifamily and mixed-use proper-
ties should focus on the convenience they can offer, such 
as access to on-demand services and amenities, which are 
often associated with the hospitality industry. 

This demographic grew up with X-Boxes and iPods in their 
hands and are comfortable with technology and gadgets. 
The success of the gig economy proves that residents want 
services like dog walking, food delivery and more.

Multifamily properties that make it easy for these activities 
to take place will catch the eye of potential renters. One 
approach is to invest in smart locks with mobile credentials. 
Temporary access can be granted so that a delivery person 
or dog walker is allowed inside the unit at a specified time – 
then access is revoked. 

Smart apartments are growing in popularity, and there 
is clear demand. A report by the National Apartment 
Association (NAA), “Technology in Apartment Living: Are 
We as Smart as We Think?,” discovered that 58 percent of 
residents found smart home technology to be beneficial. 
Additional studies from NAA, Entrata and others have 
found that residents are willing to pay between $20-$35 
more per month for smart home technology. 

Millennials  
and the 
Multifamily 
Market BY ROBERT GAULDEN
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Allegion surveyed millennials and discovered how 
they are redefining security in multifamily living.
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Aside from smart locks, consider how integrating smart 
lighting, smart thermostats, security cameras and voice-ac-
tivated assistants can help properties offer a more connected 
and convenient experience to residents.

Since millennials plan to stay in apartments longer, resident 
retention is even more important. If they aren’t getting the 
living experience they desire, they will look elsewhere.

Finding #2: Millennials shop online –  
making them vulnerable to package theft
The survey finds 57 percent of millennials reported online 
shopping habits before the remarkable impact of COVID-19 
on e-commerce. It is a safe assumption that this figure has 
increased since the survey was fielded in November 2019. It is 
also possible that this trend will continue after restrictions are 
lifted because many prefer the convenience of online shopping. 

In new construction, ask multifamily and mixed-use cus-
tomers how they plan to handle package deliveries. It is best 
to think about this early to reduce delivery-related head-
aches after renters have moved in. If 100 millennials live in 
a property and more than half are ordering packages – some 
twice a week – chaos is bound to ensue in the delivery area.

In response, many newer buildings have package rooms 
with smart locks on the doors. Restricting the area to only 
those with access helps mitigate stolen packages. It also 
creates a designated space for boxes and envelopes so they 
don’t end up scattered around entryways or staff offices.

There are some downsides, however. Other residents still 
have access to packages, so theft remains a risk, and over-
crowding can be a problem. Package spaces can get stuffed 
with deliveries, making it a nightmare to keep organized 
and a real-life scavenger hunt to find a package.

Food delivery and meal subscriptions are increasingly pop-
ular right now. But as people return to offices, who is going 
to be home to put perishable foods promptly away? It would 
be much more convenient to have someone deliver that 
directly into a refrigerator. While that might seem crazy, it is 
where the industry is heading. 

Alternative methods of security and access control are ways 
for your multifamily customers to mitigate some package 
delivery nightmares, but it will require building tenant trust.

Start by speaking with customers about smart locks on the 
unit doors and how these will allow in-home deliveries to 
occur, only if the resident is comfortable with that option. 
Then introduce mobile credentials, which can make the 
experience even more secure. Temporary access can be 
granted, monitored and revoked using a mobile device. 

This is another feature that might allow your customers to 
charge more each month in rent. It is also a great idea for 
retrofit properties where the building doesn’t have room for 
a package closet or lockers. 

Finding #3: Millennials don’t always  
feel safe in their own homes
Everyone wants to feel safe and secure in their home, yet only 
a quarter of millennials do. This is an opportunity for your 
customers to improve peace of mind. Multifamily property 
owners can help increase security by incorporating electronic 
access control throughout the property, including unit doors.

Smart locks also offer information for auditing. When inte-
grated with other technologies throughout the property, 
property owners have more visibility into what’s going on, 
which should give their renters more peace of mind. 
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Mobile credentials are a great 
way to stand out to the millennial 
crowd and a mobile phone is 
more convenient than carrying a 
keyring with a fob and brass key.

Residents will also find comfort in knowing their properties 
have complete key control. With brass keys, residents do not 
always know if the property has cut new keys after the last 
residents moved out. Keys to shared areas could have been 
lost or stolen. Many unknown factors can be solved with 
electronic credentials, which can immediately be deactivated 
when the resident moves out or a fob is lost. 

Mobile credentials make it more convenient for properties 
to manage credentials and visitors. There is nothing to 
collect when residents move out, which can give residents 
extra peace of mind. Plus, most mobile credentials are more 
secure than the popular proximity cards. 

It is important to convey the value of electronic locks to cus-
tomers so they can pass information along to their renters. 
According to the survey, only 12 percent of millennials have 
unconnected electronic door locks and only 9 percent have 
connected door locks. Since electronic access control might 
be new to residents, they need to understand the value it 
adds to the property. 

Finding #4: Property managers can  
help renters feel safer while providing 
seamless access
This generation values solutions that are convenient and 
simple. If it makes their daily routines efficient, it might be 
something to propose to customers. 

A majority are already interested in electronic access con-
trol. Our survey found that 52 percent prefer high-tech alter-
natives to keys, like smartphones, key fobs and pin codes. 
These are already common at main entrances and public 
spaces, but wireless technologies make it easy for property 
managers to offer the same convenient access to apartments. 

Two in five respondents would be “somewhat more likely” to 
live in a place that offered mobile access control, while one 
in five would be “much more likely.”

Mobile credentials are a great way to stand out to the mil-
lennial crowd and a mobile phone is more convenient than 
carrying a keyring with a fob and brass key. Plus, millen-
nials are carrying their smart phones everywhere, so why 
not make this an all-in-one device?

A well-integrated portal app can put an entirely unique 
living experience in the hands of renters. They can request 
dog sitters, add a maintenance request and pay rent all in a 
single location. Then, they can use the same device to unlock 
their front door – an entirely seamless experience. 

Help your mixed-use and multifamily customers identify 
the best way to implement electronic access control in a way 
that makes residents feel safer at home, while introducing 
seamless access from the main gate to their unit door.

From access control to package delivery to the safety of resi-
dents, there is a lot to balance in multifamily and mixed-use 
properties. +

ROBERT GAULDEN is Director of Multifamily 
Channel Strategy at Allegion. Email: Robert.
gaulden@allegion.com.
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Avoiding Common 
Code Violations 
With Sliding Doors

In recent years, sliding and pocket doors have 
been popular design choices in many vertical 
markets. Healthcare, hospitality, education, 
commercial and multifamily markets are using 
these styles of doors with more frequency 
because of the design and functional benefits. 
Some key benefits include:

 Floor space – A sliding door 
slides against a wall or disappears 
into a wall cavity instead of 
swinging out or into a room. 
With the right application, it is no 
longer necessary for architects and 
designers to incorporate floor space 
to accommodate a swing door. 

 Acoustic privacy – With sliding 
doors used more in healthcare 
facilities, it is important to adhere 
to 45 CFR Part 160 of the 1996 
Health Insurance Portability and 
Accountability Act (HIPPA). It 
requires “appropriate safeguards 
to protect the privacy of personal 
health information and sets limits 
and conditions on the uses and 

disclosures that may be made of 
such information without patient 
authorization.” By sealing all four 
sides of the door leaf, some sliding 
door assemblies can provide sound 
attenuation to help reduce noise.

 Open space and flow – When 
sliding doors are open, it creates 
an open flow to the room and 
generates the perception of more 
square footage, which is appealing 
to occupants. Additionally, when 
glass doors are used, even when 
closed, the stream of natural light is 
maximized – reducing the need for 
artificial lighting. Natural light has 
also been proven to enhance overall 
health.

In conjunction with the benefits of 
sliding doors, new challenges have 
emerged with accessibility applications  
and the proper use of sliding door 
hardware. 

“I’m seeing many different vertical 
types, from churches to high-end mul-
tifamily projects, that are including 
sliding doors on their door schedules,” 
says Sheryl Simon, CSI, CDT, Manager 
of Architectural Specifications for 
Hager Companies. “Part of my job is 
to confirm that any accessible door 
opening implementing sliding doors is 
specifying the appropriate code-com-
pliant hardware.”

Accessibility Applications 
While sliding doors can be ADA 
(Americans with Disabilities Act) com-
pliant, the most common code viola-
tion culprit is overlooking compliant 
door hardware in designated accessible 
rooms.

Items to keep in mind when specifying 
door hardware for these types of open-
ings are the pull type, opening size and 
door weight. All these can contribute 
to the opening meeting accessibility 
standards. 

Ensure the hardware is accessibility compliant.
BY KEVIN TISH
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Pull Type and Opening Size
For sliding doors to be considered 
accessible, common types of operating 
trim include surface pulls and ADA-
compliant flush cup pulls. Any door 
pull used must be able to be accessed 
without any special gripping or 
grasping per ICC A117.1-2017 404.2.6:

 404.2.6 Door and gate hardware. 
Handles, pulls, latches, locks, and 
other operable parts on doors and 
gates shall have a shape that is 
easy to grasp with one hand and 
does not require tight grasping, 
pinching, or twisting or the wrist 
to operate. 

The backset of the door pull also 
affects how far the door can open 
and still leave the pull accessible. The 
United States Access Board recom-
mends 1.5-inch clearance around the 
pull handle. This means that when the 
door is fully opened, the door will still 
project 4 to 5 inches into the opening 
to allow for one-handed operation with 
a loose grip or closed fist.

Additionally, door openings required to 
be accessible for egress need to provide 
32 inches minimum clear width per IC 
201 1010.1.1: 

 1010.1.1 Size of doors. The required 
capacity of each door opening 
shall be sufficient for the occupant 
load thereof and shall provide 
a minimum clear width of 32 
inches (813mm). Clear openings 
of doorways with swinging doors 
shall be measured between the 
face of the door and the stop, with 
the door open 90 degrees (1.57 
rad). Where this section requires a 
minimum clear width of 32 inches 
(813mm) and a door opening 
includes two door leaves without 
a mullion, one leaf shall provide a 
clear opening width of 32 inches 
(813mm). The maximum width of 
a swinging door leaf shall be 48 
inches (1219mm) nominal. Means 
of egress doors in a Group I-2 
occupancy used for movement of 
beds shall provide a clear width not 
less than 41 1/2 inches (1054mm). 

The height of door openings 
shall be not less than 80 inches 
(2032mm). 

The pull size, backset and the clear-
ance around the door pull to the frame 
all come into play when determining 
the width of the door. With this in 
mind, we recommend using a 42-inch-
wide door rather than the standard 
36 inches. This adjustment provides 
the extra space needed to install the 
hardware and ensure that there is a 
32-inch-clear-opening width when the 
door is fully open.

“This is a common code violation, as 
more new construction and retrofit 
projects are designed with sliding 
doors,” observes Brian Clarke, DHT, 
AHC, DHC, CFDAI, CDT, CSI, Director 
of Specifications at Hager Companies. 

“For instance, in a hotel, only a per-
centage of the rooms must be acces-
sible. The floor plans are often drawn to 
allow for a 32-inch-clear-opening width 
using recessed hardware but installing 
surface-mounted accessible hardware 

Attention to installation instructions 
is important. This pocket door privacy 
latch was installed upside down. 

This sliding 
door pull is 
installed with 
appropriate 
clearance.
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Sliding door hardware pull clearance diagram.

creates the code violation. When sur-
face-mounted hardware is required, it 
creates the need for a wider door.”

Hospitals and other health care facilities 
that are moving patient beds have a 
different code concern when it comes 
to the size of doors. IBC 2015 1010.1.1 
states: “Means of egress doors in Group 
I-2 occupancy used for the movement 
of beds shall provide a clear width 
not less than 41 1/2 inches.” If using 
a sliding door in this case, the door 
width is usually adjusted to 48 inches 
to accommodate the door pull, and the 
door track most likely must also be 
specified for a heavier door.

Until recently, privacy has also been 
an issue with sliding doors, but pri-
vacy locks are now available. “Should a 
lock be necessary, make sure an ADA-
compliant thumb-turn privacy lock is 
specified,” Clarke advises. “This lock 
has a longer turn-piece, which makes it 
easier to lock and unlock the door.”

Door Weights
Door tracks, just like any other 
hanging device, are rated for certain 
weights, and an issue can occur when 
the sliding door hardware track does 
not support the door weight. Door 
material type and whether it is solid or 

hollow core can play a big part in the 
smooth operation of the sliding door. 
Making sure the sliding door track can 
withstand the door weight is critical. 

During an accessibility inspection, a 
door pressure gauge is used to measure 
the required 5 pounds of operating 
force to the door. This inspection 
happens to all doors, not just sliding 
doors. According to the Department 
of Justice’s 2010 ADA Standards for 
Accessible Design Advisory 404.2.9, 
“the maximum force pertains to the 
continuous application of force neces-
sary to fully open a door, not the initial 
force needed to overcome the inertia of 
the door.” 

Hardware Finishes
While not a code violation, it is 
important to note that in light of 
COVID-19, many new construction 
projects and existing facilities will 
consider ways to reduce the spread of 
germs. Using an antimicrobial coating 
on door hardware, including sliding 
doors, may be an option. This coating 
is formulated with ionic silver that 
slows the growth of bacteria, mold and 
mildew. It is important to help educate 
your customers that it is not a viable 
solution for viruses, such as COVID-19. 

Barn door hardware has traditionally 
been powder-coated black for a rustic 
look. But with its widespread use in 
healthcare and corporate settings, 
stainless steel has become a popular 
option. As a bonus, stainless steel is an 
easier finish to keep clean and there-
fore reduces the spread of germs.  

Sliding doors can elevate the look of 
any room, and we expect the archi-
tectural and design community to 
continue to amaze us in the ways they 
are integrating these doors into their 
projects.

As new projects become available, our 
advice is to seek out the expertise of 
your hardware architectural specifi-
cations consultant. He or she can help 
you select the appropriate hardware 
that matches the design and meets 
code requirements. +

KEVIN TISH, AOC, 
CFDAI, DHT, DHC, 
CDT, is Manager of 
Architectural 
Specification Writers, 
Hager Companies. 
Email: ktish@hagerco.
com.
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Glass doors and walls in commercial 
spaces have transformed how people 
work, play, shop and socialize. 
Glass provides a clean, crisp, 
contemporary look that can allow 
for natural daylight to flow from one 
interior space to the next.
Studies such as “A Literature Review of the 
Effects of Natural Light on Building Occupants,” 
by L. Edwards and P. Torcellini, National 
Renewable Energy Laboratory, and “Applying 
Research to Boost Productivity in Your Office,” 
by Robert Best, U.S. Green Building Council, 
show how natural light can improve cognitive 
function, mood and productivity.

Glass brings many benefits, but designers need 
to carefully consider how to make spaces acces-
sible and keep a watchful eye on requirements 
set forth by the Americans with Disabilities Act 
(ADA) of 1992.

INTERIOR DOOR AND  
HARDWARE COMPLIANCE
Federal ADA compliance codes and requirements 
are a standard for architects and designers to follow 
during construction, tenant improvement and ren-
ovation. To help design professionals follow the law, 
there are multiple resources for reference.

Some issues specific to the 2010 ADA are 
addressed by International Code Council (ICC) 
A117.1, Accessible and Usable Buildings and 
Facilities. This standard is referenced by the 
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Breaking  
Down 
Barriers 
Demystifying ADA 
locking handle 
requirements for  
glass doors.
BY MICHELLE WITHERBY AND PAUL WITHERBY

International Building Code (IBC), International 
Fire Code (IFC) and National Fire Protection 
Association (NFPA) 101, Life Safety Code, for 
doors on an accessible route.

Another resource is the article, “Understanding 
New Accessibility Requirements for Doors,” by 
Lori Greene, DAHC/CDC, FDAI, FDHI, CCPR,  
in The Construction Specifier at  
www.constructionspecifier.com/understanding-
new-accessibility-requirements-for-doors.

Here are the most common ADA compliance 
guidelines to follow.

DOOR CLEARANCE WIDTH
Whether a door opens and closes by swinging, 
sliding, or folding, it must allow a minimum  

810 mm (32 inches) of clear width for accessi-
bility. This distance is measured from the face 
of the door to the opposite doorstop. In addition, 
the lower 250 mm (10 inches) of the full width 
of the door must be free of any projections that 
would impede the use of wheelchairs and other 
mobility devices. Any spaces due to kick plates 
must be capped.

DOOR HARDWARE
Door hardware must not require more than 22 N 
(5 pounds) of force to operate and must be oper-
able with one hand or limb without the need for 
tight grasping, pinching or turning of the wrist. 
By this requirement, round doorknobs are not 
accessible. Hardware that requires simultaneous 
hand and finger movements requires greater dex-
terity and coordination and is not recommended. 
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Keep in mind other important hardware to 
operate the door, such as hinges and hydraulic 
rails must meet ADA compliance regulations of 
force to open and close. The design of the rails 
must also comply and not have any catch points.

DOOR CLEARANCE THRESHOLD
A strip fastened to the floor beneath a door is 
called a threshold and cannot be more than 
13 mm (½ inch) higher or lower than the 
flooring or pathway leading to and from the 
door. Allowances are made for 19-mm (¾-inch) 
height, provided a beveled slope is placed on 
either side of the threshold to ensure a smooth 
transition through the doorframe.

MANEUVERING SPACE REQUIRED
Whether the door is hinged and opens inward/
outward or slides, or folds to the side, there must 
be clear space to accommodate wheelchairs and 
other mobility devices prior to passing through 
the doors as they are opening and closing. In 
other words, a person in a wheelchair must be 
able to approach the door, turn the handle and 
freely enter or exit through the door.

CLOSING SPEED
Door closing speeds can vary by door type and 
location. Interior doors with closers should take a 
minimum of five seconds to move from the open 
position at 90 degrees to 12 degrees from the latch. 
Doors with spring hinges need at least 1.5 seconds 
to close from a 70-degree open position. Closing 
times for automatic doors vary depending on the 
type of door (i.e. swinging, sliding, or folding), 
as well as the dimensions and weight of the door. 
American National Standards Institute (ANSI) 
A156.10, Power-operated Pedestrian Doors, covers 
the requirements for “full-power” automatic doors, 
while ANSI A156.19, Power-assist and Low-energy 
Power-operated Doors, addresses “low-energy” or 
“power-assisted” doors (See www.adata.org.). 

ADA AND MANUFACTURER DESIGN
Just as there are requirements for door size, 
width and placement, there are special require-
ments for door pull handles. This hardware 
needs to be within easy reach of someone in a 
wheelchair or other mobility device. There must 
be sufficient space from the door surface to allow 
for the hand to grip the handle. Again, to avoid 
tight grasping, pinching, or turning of the wrist, 
doorknobs should be avoided when it comes to 
ADA compliance. Approved ladder pull handle 
systems are the staggered bottom-locking ladder 
pull and the top-locking ladder pull.

LADDER PULL WITH  
LEVER-TURN ACTUATOR
The ladder pull with lever-turn actuator replaces 
the standard thumb-turn, rotates 180 degrees 
without a push-button actuator, and must adhere 
to ADA operational guidelines. The lever ladder 
pull handle must be designed and installed so 
the center of the locking post is located no more 
than 1220 mm (48 inches) above the finished 
floor (AFF). The margin of height is 965 mm (38 
inches) minimum to 1220 mm maximum AFF, 
or 864 mm to 1118 mm (34 to 44 inches) AFF in 
California.

STAGGERED BOTTOM  
LOCKING LADDER PULL
As the most recent addition to ADA-compliant 
door handle hardware, the staggered bottom 
locking pull offers a floor-locking option instead 
of top locking while meeting accessibility regu-
lations. It requires a compliance of 250-mm (10-
inch) minimum clearance AFF on the corridor/
exterior side while allowing a full-length pull on 
the office/interior side. The staggered pull design 
is available in both locking and non-locking 
ladder styles, which is a value-added design 
detail called “interchangeability.”

ADA-compliant auto-patch hydraulic rail 
with a 48-inch non-locking ladder pull.
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TOP-LOCKING LADDER PULL
The top- or ceiling-locking ladder pull is the 
most frequently used door handle. Architects 
and designers make this selection based on 
ease of use and aesthetics, since this style 
can be designed in a variety of shapes and 
finishes. The ladder pull needs to be installed 
a clear distance of 65.5 mm (2½ inches) pro-
jection from the glass surface to the inside 
of the pull surface to allow for ease of hand 
movement.

In states such as California, and in parts of 
Colorado, the top locking design is the only 
ADA-compliant solution. Other considerations 
for ADA-compliant pulls include rules for sliding 
door design, which require no more than 22 N (5 
pounds) of force to operate and have exceptions 
for spaces smaller than 30 m2 (300 square feet).

WHEN CODES COLLIDE
In addition to federal law, accessibility building 
codes can vary at state and local levels. This can 
leave builders to consider or, more accurately, 
muddle through the different or additional 
accessibility requirements. Subject to individual 
interpretation, such gray areas can result in 
unfortunate, costly mistakes.

California, for example, is a state with its own 
unique set of regulations. In this state, top-
locking, lever-actuated ladder pulls comprise the 

only approved design solution for ADA condi-
tions. Additionally, the dimension range of the 
center of the locking post AFF is 864 mm to 1118 
mm (34 to 44 inches) specifically, whereas in 
all other states, it is 965 to 1220 mm (38 to 48 
inches).

ENFORCING COMPLIANCE CODES
Generally, it has been a challenge for various 
industries to get a clear understanding of ADA 
accessibility requirements. As with most regula-
tions, enforcement is up to interpretation as well 
as ongoing regional changes to the act. When 
designing pull handles, it is important to consider 
both national and state requirements.

Responsibility for compliance falls on many 
shoulders and is therefore often a gray 
area. Assumptions may be made that the 
manufacturer considers ADA when designing,  
or that the architect or designer has a strong 
grasp of its requirements. +

Left: ADA lever turn locking ladder pull that 
can accommodate any small (SFIC) and/or 
large (LFIC) core/lock.

Below: ADA top locking 72-inch locking 
ladder pull.
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When it comes down to final approval, doors and 
their hardware are inspected by local building 
officials and construction inspectors who are well 
versed in federal and local building codes. They 
can inspect buildings at any time during the final 
installation and determine whether the building 
receives a certificate of occupancy (CO). Of 
course, their individual interpretation can either 
accept or decline installed hardware.

SHAPE AS A COMMON ERROR
A thumb-turn actuator is one of the most 
common errors architects and designers make 
when specifying handles. This actuator requires 
a two-point dual-action, such as press and rotate, 
to operate. A lever-turn actuator handle requires 
only a one-point lever actuator to operate and is a 
compliant solution.

Avoiding mistakes can be as simple as reviewing 
ADA guidelines and doing some pre-planning 
before construction begins or products are 
purchased for installation. It is also crucial to 
check with suppliers to see which ones align 
with ADA codes. These steps can save the cost of 
redoing a project.

CONCLUSION
Understanding and working within the accessibility 
code guidelines benefits owners, architects and 
designers, especially when it comes to cost. If the 
correct architectural hardware is specified from the 
beginning, this provides peace of mind and confi-
dence that approved, proper design solutions are 
being selected and installed and expensive change 
orders and costly error replacements avoided

Since the ADA went into effect, accessibility into 
and within any building for everyone is the stan-
dard, whether the project is a retrofit or new con-
struction. There are regularly updated building 
codes and requirements to follow at federal, state, 
and local levels. Sometimes, these are clear-cut, 
but other times, they may conflict.

The best way to handle them and ensure compli-
ance is to work with manufacturers experienced 
in accessibility code compliance. Architects and 
designers need to check and re-check their inte-
rior glass doors and hardware before specifying 
products and installing them. A little pre-plan-
ning in the beginning ensures a job done right at 
final inspection.

To help ensure ADA compliance on your next 
project, download the Comprehensive Guide to 
ADA Door Handle Compliance at www.t-con-
cepts.com/ada-compliance-guide.

MICHELLE WITHERBY, COO, and PAUL WITHERBY, 
CEO, founded T-Concepts Solutions, a supplier of 
architectural hardware for glass doors. Email: 
michellew@t-concepts.com or paulw@t-concepts.com. 
Website: www.t-concepts.com.

This schematic shows a 
180-degree ADA staggered 
level handle pull. The lever 
pull handle rotates only 180 
degrees without push-button 
actuation and must be easy 
to turn with one hand without 
the need for tight grasping, 
pinching or turning of the 
wrist. It must be designed and 
installed no more than 1220 
mm (48 inches) above the 
finished floor with a minimum 
height of 965 mm (38 inches).
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“

Education
Your Career, Our Commitment

The Level Two DHT – Door + Hardware Technician credential is available to be awarded through our new partnership with Kryterion 
Global Testing Solutions. You can take the 4-hour computerized exam with immediate notification of your test results along with 
feedback on how you fared in each segment of the exam! You will take the exam at one of the 900 Kryterion Testing  
Centers located in 120 countries. Thousands of industry members like you have already qualified by taking  
DHI education over the years, or from other education, being mentored, or good old fashioned on-the-job  
training and experience!

Not sure if you’re ready?  
Take our free practice test and find out!

What a great experience. The handouts offered with the testing  
beforehand came in very handy. The testing center was easy to work with,  
and seemed to have knowledge of why I was there.”    

— Jon Swanson, DHT, AHC

Overall great experience. Great way to test. Nice atmosphere, nice staff.  
Questions directly related to DHI classes and real world experience.”

— Ron Martinez, DHT, CDT, CCPR

PRICE: $300

Visit www.dhi.org/DHT for details.
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BY DAVID PETRIE

DHI Canada re-evaluates projections 
in light of the pandemic.

Note: This document is a summary of economic 
information and forecasts from several sources. As 
with any forecast, it is subject to the uncertainties of 
the future and DHI Canada specifically disclaims any 
liability for any decisions you may make as a result of 
this document and the information contained herein. 
You should carefully evaluate this information and our 
analysis before embarking on a course of action.

Reviewing the  
2020 Economic  
Forecast  
for Canada



This pandemic is what is known as a black swan event – 
something relatively rare and difficult to anticipate in  
any detail. Public health groups long said such an event 
was inevitable but could not predict the timing or the  
spillover effects.

Not the Worst but Not Good
In November 2019, we called for a “weakening” in 2020 
economic growth to 1.4 percent, in line with the most 
pessimistic projections of the Big 5 banks. As it turned out, 
this was wildly optimistic.

Statistics Canada announced a first quarter (Q1) 2020 
economic contraction of 8.2 percent annualized with most 
sectors reporting decreases in activity. As bad as it was, this 
was better than the average 10 percent decline forecast for 
Q1 by Statistics Canada in April 2020. 

In a temporary bright spot for our industry, non-residential 
construction grew marginally by 0.5 percent during Q4 2019.

Early in the year, gross domestic product (GDP) was affected 
by rail blockades and strikes, but the real damage was done 
in the last two weeks of the quarter, thanks to COVID-19. As 
businesses closed down and shelter-in-place policies were 
implemented across the country, GDP declined in March by 
7.2 percent. 

Trade Winds Change Course
In our November forecast, we identified Brexit negotiations, 
partial resolution of the U.S.-China trade impasse and 
pending ratification of the U.S.-Mexico-Canada Agreement 
(USMCA) as being unknowns. Since then, the United 
Kingdom has finalized Brexit, the United States and Canada 
have ratified USMCA (Mexico did so in 2019), and a Phase 1 
trade deal was signed between the United States and China.

These events resolved some, but not all, of the trade-related 
uncertainties. Canada’s trade with China is still impacted 
by tariffs in retaliation for Canada’s detention of Huawei 
executive Meng Wanzhou earlier in 2019. The likelihood of 
a complete trade agreement between the United States and 
China is conjecture at best, and the final terms of the United 
Kingdom’s withdrawal from the European Union have yet to 
be negotiated (with a no-deal Brexit still a possibility). 

However, the greatest source of uncertainty has to be the 
advent and spread of COVID-19, which has affected the 
international supply chain and therefore trade.

The Economy and COVID-19 
Aside from the human tragedy involved with COVID-19, 
which cannot be minimized, there are four factors that 
significantly impact the economy:

 The international supply chain (both at the production 
and consumption ends) has been disrupted.

 The shuttering of businesses around the world has 
caused significant increases in unemployment and a 
concurrent decrease in consumer spending and GDP.

 Fear, uncertainty and doubt (FUD) around the timing 
of a recovery from COVID-19 could impact economic 
activity and recovery.

 The ultimate cost to taxpayers for the support measures 
taken by governments around the world and the effect that 
may have on consumer and business spending in the future.

Supply Chain Issues Began in China
China is the world’s second-largest economy (third largest, 
if you consider the E.U. as a single bloc), with a 2019 GDP 
estimated by the International Monetary Fund to be worth 
$14 trillion. The country is a major importer and exporter of 
goods and services.

As cities in China restricted movement or went into 
lockdown in an effort to contain the virus, factories cut 
production levels dramatically or ceased production entirely. 
In a world of just-in-time inventory, this rapidly impacted 
companies elsewhere that depended on Chinese suppliers for 
components or finished goods.

Once the World Health Organization announced COVID-19 
was a pandemic, other countries went into lockdown, 
further reducing the supply of finished goods and 
component parts.

Spending and the GDP
On top of the supply-side shock, the lockdowns significantly 
reduced demand. As businesses closed, many laid 
off employees while others reduced employee hours. 
Government measures such as Employment Insurance, the 
Canada Emergency Wage Subsidy (CEWS) and the Canada 
Emergency Response Benefit (CERB) made up for some 
of the lost wages, but by no means all. Between layoffs, 
reduced hours and shelter-in-place orders, individual and 
corporate spending was reduced.

Let’s start with this: A large portion of what we wrote 
in the “2020 Economic Forecast for Canada,” which 
was written in November 2019 and appeared in the 
January 2020 issue of Door Security + Safety, was 
wrong, thanks to the unforeseen advent of COVID-19.
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These two factors were sufficient to cause a decline of 7.2 
percent in March GDP and an annualized GDP decrease of 
8.2 percent for the first quarter. Unemployment rose from 
5.6 percent in February to 13.0 percent in April. May figures 
were marginally higher, at 13.7 percent – still the highest 
rate since comparable figures became available in 1976.

In June, provinces began re-opening from COVID-19 
shutdowns. Each province has a staged plan, but these 
plans are not comparable to one another – the re-opening 
timing of different parts of each province’s economy is not 
standardized across the country. Movement through the 
stages is dependent primarily on flattening the infection 
curve, healthcare capacity and contact tracing. 

FUD and a Second Wave
In the short term, the potential for a second COVID-19 
wave may weigh on the economy. There are three potential 
concerns:

 People who fear that a second wave will (again) impact 
their employment may further reduce spending or 
maintain spending at low levels, slowing the recovery 
over the summer/early fall. Businesses may react in a 
similar way.

 A second wave may cause provinces to again invoke some 
level of economic and social restriction. The effect of 
these measures on the GDP will depend on their severity.

 Even absent lockdown measures in a second wave, 
some people may be reluctant to resume pre-COVID-19 
travel and shopping patterns. We already see some of 
this in the retail sector, as traffic in areas where stores 
and restaurants are re-opening is below January and 
February levels. In addition, consumer confidence turned 
negative in March and remained so at the time of writing 
in June 2020. This is a barometer of short-term spending 
intentions.

Cost and Impact of COVID-19 Programs
Governments around the world implemented a wide 
variety of programs to mitigate the effect of COVID-19 
on the economy. These range from wage support for 
individuals and companies to loans and loan guarantees for 
organizations to tax deferrals to quantitative easing. 

In Canada, the cost of direct support by the federal 
government is approximately $153 billion ($105 billion of 
which is accounted for by CERB and CEWS); tax deferrals, 
loans and loan guarantees add a further $467 billion. 
Individual provinces have their own programs and costs.

As the majority of this is borrowed money, it will add to the 
federal and provincial debt and will have to be repaid with 

interest. The only major source of funds for repayment is 
taxes, so it is likely they will increase, program spending will 
decrease, or some balance between the two will be struck.

As of June 2020, the interest rate environment was 
favorable. However, if or when rates increase, the cost of 
any debt will also rise. Any increase in taxes will affect 
consumer and business spending by lowering disposable 
income, while a reduction in program investment will 
reduce government spending. Both these scenarios will slow 
any sustained economic recovery.

How Serious Is It?
Certainly, the first quarter GDP decrease is unprecedented 
in modern times, and forecasts (see below) called for a 
further contraction in Q2. Unemployment has increased to 
record levels and Statistics Canada reports that household 
spending declined in Q1 by 2.3 percent – the steepest 
quarterly decline ever reported. 

Consumer confidence, an indicator of personal/household 
expenditures, has also declined since March and is now 
about 46 percent – anything below 50 percent is considered 
negative. Overall, the immediate impact has been severe. 

On the plus side, there was a decline in personal and 
business insolvencies in Q1 2020 compared to Q4 2019. 
Bankruptcies across the country were down by just under 15 
percent while proposals were up a modest 0.7 percent.

Most of the decrease is due to a reduction in consumers 
and individual businesses declaring bankruptcy (down 
15.4 percent and 17.4 percent respectively). Industry 
professionals believe this is largely because many companies 
are not aggressively pursuing outstanding debts and some 
are deferring debt repayments.

Most expect that in the fall, when the moratorium is over, 
these numbers will climb. This is because the underlying 
situation will again come to the fore when collection efforts 
resume. Consumers, especially, are carrying high debt loads, 
government stimulus programs will have ended and unem-
ployment is unlikely to return to pre-pandemic levels by then.

As part of its monetary policy response to COVID-19, the 
Bank of Canada has lowered the overnight interest rate to 
a historically low 0.25 percent (which the bank considers 
the effective lower bound) and has initiated a program of 
repurchasing a variety of public- and private-sector financial 
instruments. 

Federal and provincial governments have also taken steps 
to support both businesses and individuals; these include 
deferrals of tax payments, forgivable loans, interest-free 
loans, loan guarantees and wage supplements.
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How severe will a second wave of COVID-19 
be? There are no models to provide this 
information. In the best-case scenario, it will be 
much weaker than the first wave.

Forecast
As noted above, forecasts in early June called for a further 
contraction in the economy in Q2. Two consecutive quarters 
of negative GDP growth is considered a recession. In the 
original 2020 forecast, we said that while we did not expect 
one, any recession that occurred would be only technical, 
without any major impact on jobs or spending.

Forecasters are now calling for a much deeper recession 
with a prolonged recovery period.

Statistics Canada’s flash estimate for April’s GDP called for 
a further 11 percent decline for the month. Factoring in the 
March decline and estimated weakness in both May and June, 
this equates to an annualized decrease of 40 percent for Q2.

For comparison, Canada’s GDP (at market prices) in the 
Great Depression of 1930-1933 fell a total of 43 percent over 
that four years, and economic activity did not recover to 
1929 levels until 1940. While economic recovery this time is 
forecasted to be quicker, we still believe it will take a couple 
of years to return to 2019 levels.

While the domestic effects of COVID-19 are the largest factors 
in developing an economic forecast, there are other concerns.

Canada – China Relations
While the political tensions between Canada and China con-
tinue over the 2018 arrest of Meng Wanzhou, economic sanc-
tions against Canadian products have not been broadened.

As noted in our last update, there are complete bans on 
the importation of Canadian meat and canola products, 
with softer restrictions on soybean products. We do not 
consider this issue to have been resolved and, while it is 
not as impactful as COVID-19, any expansion of tariffs 
and outright bans would have a dampening effect on any 
Canadian economic forecast.

U.S. – China Relations
A Phase 1 trade deal between the United States and China 
was signed in January 2020, and there were still hopes at 
that time for a wider agreement. Those hopes have, in the 
wake of COVID-19, diminished considerably. 

Both Democrats and Republicans are painting China as 
a target in the upcoming presidential election, and this 
is not expected to do anything to bolster trade talks for 
the balance of the year. At the same time, there is no 
indication currently that tariff action will escalate in either 
country. The longer-term prognosis remains vague, and this 
uncertainty may impact forecasts.

Brexit
In January 2020, the United Kingdom passed legislation 
enabling its withdrawal from the European Union, and 
the E.U. approved it. The legislation and the formal Brexit 
agreement make short-term provisions for the relationship 
between the parties, tentatively expiring December 31, 
2020, but nothing is in place for the longer term. In other 
words, a no-deal Brexit is still a possibility and this adds to 
the uncertainty of the economic outlook.

Oil Prices
Sparked by the virtual collapse of demand due to COVID-19 
and a short-lived price war between Saudi Arabia and 
Russia, oil prices fell dramatically in Q1, with West Texas 
Intermediate (WTI) declining from US$63.05 in early 
January to negative $37.63 per barrel in early April.

Although prices had recovered to about $40 per barrel in 
early June, the future is uncertain for Canadian energy 
products. The OPEC+ countries reached an agreement to 
cut production by almost 10 million barrels per day in April. 
This was originally scheduled to end in June, but has now 
been extended to late July.
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However, it’s an open question what will happen after that. 
If the agreement is not extended again or no new agreement 
on production cuts can be reached, it is likely that member 
states will ramp up production. This, combined with 
large existing stockpiles, will almost certainly drive the 
benchmark WTI price down, affecting the marketability of 
Western Canadian Select (WCS). 

A decline in exports of WCS would pull GDP down.

The Bottom Line
The currently accepted economic scenario calls for major 
shrinkage in the GDP for Q2 – as already noted, most 
forecasters are expecting a 40 percent annualized decline 
for the quarter – with a recovery starting in Q3.

Due to anticipated pent-up demand, the recovery will be 
very strong in the balance of 2020 before tailing off in 2021. 
The consensus is that it will likely be early 2022 before we 
recover all the ground lost in the first half of this year.

Here are the forecast summaries for GDP growth from the 
Big 5 banks and DHI Canada. It departs from past reports 
in that we are showing quarterly forecasts as well as year 
over year (Y/Y) numbers:

Our Q3 and Q4 2020 forecast is pessimistic compared to the 
banks because:

 Q3 will be impacted by uneven results from the 
reopening of provincial economies, with the potential for 
some retrenchment due to renewed (if smaller) spikes in 
COVID-19 cases, especially in Ontario and Quebec. In 
addition, the FUD factor surrounding a second wave will 
restrain consumer spending so the “pent-up demand,” 
which many are factoring into their projections, will be 
more muted than popular wisdom seems to indicate.

 Q4 will be affected by the end of government support 
for individuals (particularly CERB) and continuing 

uncertainty regarding a second wave. Consumers will 
continue to keep a tight rein on their spending.

Indications are 2021 will be subject to a second wave of 
COVID-19 with some reclosing of economies, although not 
as drastic as we saw in early 2020. Accordingly, we expect 
we will be well into 2022 before GDP recovers to pre-COVID 
levels.

Unknowns that may impact the forecast include:

 Will COVID-19 result in changes in employment and 
income patterns? Early indicators are that this is 
possible. Some national and international employers have 
given signs that they will continue to support working at 
home but that employees who move to locations where 
the cost of living is lower can expect a reduction in wages 
or salaries. This could well impact consumer spending

 Will COVID-19 affect consumer spending in other 
ways? While the rate of consumer saving increased to 
6.1 percent of income, this was driven in large part by 
reduced opportunities to spend (and, indeed, retail 
sales dropped by 26 percent in April). At the same time, 
however, hours worked fell by about 33 percent in March 
and April and unemployment rose, meaning that many 
people are in a deeper financial hole than they were 
prior to COVID-19. As the economy gradually reopens, 
employees are slowly returning to work, but will they 
curtail spending to dig themselves out of their financial 
difficulties?

 How severe will a second wave of COVID-19 be? There 
are no models to provide this information. In the best-
case scenario, it will be much weaker than the first wave. 
However, there is potential for it to follow the same 
pattern as the Spanish Flu of 1918-19, in which the second 
wave was much more serious. A severe second wave could 
well result in reshuttering of world economies, including 
Canada’s, and further drops in GDP.

2020 Q2 2020 Q3 2020Q4 2021Q1 2021Q2 2020 Y/Y1 2021 Y/Y1

Scotiabank2 -42.0% 28.1% 18.9% 8.0% 5.3% -7.3% 6.6% 

TD2 -42.0% 32.6% 15.8% 12.8% 4.8% -7.5% 7.3% 

RBC2 -40.0% 35.0% 9.0% 5.0% 4.0% -7.1% 4.9% 

CIBC2 -40.5% 33.4% 18.5% 7.0% 4.9% -6.9% 6.8% 

BMO2 -40.0% 42.0% 10.0% N/A N/A -6.0% 6.0% 

DHI-C -40.0% 25.0% 8.0% N/A N/A -7.5% 5.0% 

1. Y/Y is year-over-year change.  2. Most detailed forecasts are from late May or early June 2020.
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 The U.S. government has signalled recently that it may 
impose tariffs on Canadian aluminium exports again. 
Will this lead to a renewed wave of tariffs and counter-
tariffs on a wider range of products by both countries? 
If such a trade war occurs, it will again impact exports, 
which already fell dramatically in April. Coming at a 
time of economic vulnerability, this would have a braking 
effect on the recovery.

We forecast that the Canadian dollar will trade in the 
range of US$0.72 to $0.75 for the balance of the year – a 
downward revision to our November forecast. While the 
dollar has recovered from the lows seen in March and 
April, uncertainties over economic recovery, combined 
with a downgrade of our credit rating by one of the major 
credit agencies (due to the high level of debt Canada has 
accumulated in its response to COVID-19), will keep it below 
our November estimate.

The Bank of Canada has stated that interest rates will 
continue at their present level of 0.25 percent for some 
time – likely into 2021. At this point, the bank remains very 
resistant to negative interest rates, and we have no reason to 
expect a change in this policy. +

DAVID PETRIE is Operations Manager for DHI 
Canada. Email: david@associationconcepts.ca.

Toll Free: 877-858-0888      Tel: 626-965-8917      Fax: 626-965-8919      sales@townsteel.com      17901 Railroad Street, City of Industry, CA 91748
TownSteel, Inc.

Learn more and contact us at: www.townsteel.com
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Masonite’s Statement Door stretches 12 
feet in height and weighs 525 pounds. The 
door required a custom automatic opener, 
hardware and extra heavy-duty hinges.
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CASE STUDIES

BY KYLE FREUND

Customized Creativity  
in Ybor City 
Employees design their own doors  
at the new Masonite headquarters. 
Masonite, one of the world’s largest door 
manufacturers, broke ground on a new global 
headquarters in the historic Ybor City neighborhood 
of Tampa, Florida, in November 2018.

Ybor, once a booming center for 
the cigar industry in the late 1800s, 
has distinct Spanish, Cuban and 
Italian architectural influences. The 
eclectic neighborhood blends vintage 
boutiques, upscale restaurants 
and unique nightlife with old-world 
cobblestone streets and historic 
architecture.

NEW CHALLENGES IN  
HISTORIC LOCALE
When designing a new workspace 
for over 200 Tampa-based Masonite 
employees, Alfonso Architects sought 
to integrate historic Ybor influences 
into a modern, open environment. 
The architects leveraged Masonite’s 
expertise as an innovation-driven 
building materials manufacturer to 
enhance the blended aesthetic with 
unique doors.  

“It was important to include key elements 
that reflect the historic character of 
Ybor City, such as exposed brick and 
black steel, while creating an inspiring 
atmosphere that supported Masonite’s 
forward-thinking company vision,” say 
Alberto Alfonso and Angel del Monte, 
the designers for Alfonso Architects.

Howard Heckes, CEO of Masonite, adds, 
“Doors do more than open and close 
– they have the power to make spaces 
brighter, quieter and more impactful. 
As a leading door manufacturer, it was 
important for us to focus on the pivotal 
role our products play in defining this 
space.”

THE STATEMENT DOOR
The most remarkable feature of the new 
headquarters is the massive stranded 
lumber entry door to the main common 
area. Within the structure of the door, 
meticulous laid cutouts provide a line 
of sight into other common areas of the 
first floor.

“In addition to many key design features 
throughout the building, we wanted to 



communicate the soul of Masonite at the 
main public entry door on the ground 
level,” Alfonso and del Monte explain. 
“This resulted in a dramatic 12-foot-
high, 525-pound, solid hardwood 
cross-laminated ‘statement’ door with a 
functionally elegant modern design.”

This unique door was manufactured by 
Masonite Architectural, a stile and rail 
door plant based London, Ontario. It 
required more than 45 hours of labor 
and 30 team members to complete. 
It was not surprising that shipping 
such a massive door presented quite 
a challenge. The London team had to 
account for the swinging door portion as 
well as the large stationary side section. 
In total, the door contained 396 board 
feet of white ash, maple, birch and red 
oak veneer species. The components 
were stabilized by four pallets on each 
side and bolted vertically. 

To manage the door installation, 
Masonite called on Tampa-based 
Integrated Door Systems (IDS). To install 
the statement door, IDS used a crew of 
eight to move it into place and then add 
the required hardware. The door is on a 
large automatic opener triggered by a 
common card reader.

A true statement piece, the door is the 
first thing that most employees and 
visitors notice upon their arrival at the 
new headquarters. It sets the stage 
for the creativity and innovation that 
happen behind the scenes at Masonite.

PRIVATE AND  
PERSONALIZED SPACES
Most of the new four-story headquarters 
is comprised of open-area workstations 
and conference rooms to promote 
collaboration between team members 
and privacy when needed. 

For the offices, the designers also 
turned to Masonite Architectural and 
the company’s flush door plant in Saint-

Ephrem, Quebec, to produce one-off 
custom doors designed by Masonite 
employees. The custom doors utilized 
the same wood species and color for a 
consistent aesthetic with variations in 
glazing and design to reflect each team 
member’s unique personality. 

A plain sliced white maple with a 
clear finish was selected to match 
the project’s flush wood doors and 
full-length louvered bathroom doors 
provided by Masonite Architectural 
based in Marshfield, Wisconsin. Each 
door features a different lite layout 
and integrates glass from Masonite’s 
strategic glass providers.

IDS also handled installation of these 
doors.

“Helping to design the door for our own 
office was exciting as it was the first time 
I’ve had the opportunity to personalize 
a product for my own workspace, said 
Graham Thayer, Senior Vice President of 
Masonite Architectural. “Our London-
based team truly did an excellent job of 
bringing the doors we envisioned to life.”

“Our company vision is to open new 
doors for our customers, partners and 
employees and we pride ourselves in 
a culture that promotes new ideas and 
inclusiveness,” says Heckes. “This new, 
state-of-the-art headquarters will lay the 
framework for helping our teams here 
in Tampa, as well as our employees, 
partners and customers around the 
globe, discover all-new ways to walk 
through walls.” +

KYLE FREUND is 
Channel & Vertical 
Marketing Manager/
Architectural for 
Masonite. Email: 
kfreund@masonite.
com.

Top right: A full lite white maple 
stile and rail door manufactured 

at Masonite Architectural’s 
London, Ontario plant.

Middle right: A private office  
stile and rail door that 

integrates unique panels and 
narrow lites.

Bottom right: Frosted lites in 
this private office stile and rail 

door give a modern feel to a 
classic construction.



Jerry  
Heppes: 

As Jerry Heppes Sr., CAE, 
approaches his retirement 

from DHI on September 30, 
2020, he reflects on the people, 

achievements, and what the 
industry means to him.

BY AL RICKARD, CAE

Jerry Heppes speaking at the 2016 DHI conNEXTions event.

33 Years  
of Success  

at DHI
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Jerry Heppes Sr., CAE, joined  
DHI in 1987 as Assistant  
Executive Vice President.
To say that it was a positive decision for both he and the 
association would be a massive understatement.

Little did anyone know at the time that he would spend 33 
years at the association, becoming CEO in 1994 and pro-
viding decades of strong leadership for DHI and the door 
and hardware industry.

It is hard to capture the complete impact of a 33-year career 
because the touch points can be as private as encouraging a 
member to earn a specific certification, counseling them on 
a career change, or helping them evolve into a leader.

Organizational change can include transforming programs 
or developing new initiatives that take years to evolve and 
mature. During the past 33 years DHI’s major programs 
have been reinvented multiple times – staying the same 
never seemed to be an option or strategy during his career. 

Heppes loved the challenge of association leadership 
because, as he states, it is unlike any other type of business. 
The singular goal is not to “make money” but to offer valu-
able services that sometimes produce income and some-
times exist just to protect the industry. Of course, funding 
is required to move forward and serve the industry, so it 
requires a delicate balance.

In addition, in an association the customers (members) are 
also the leaders and volunteer workers. He notes that It is 
a challenging business model but is extremely rewarding 
when successful.

Connecting With Members 
The essence of Jerry Heppes is easy to see – he’s a man 
enthusiastic about his work and someone who loves listening 
to and talking with DHI members. He believes that mem-
bers have great and valuable ideas that need to be heard and 
acted upon by the leadership. Jerry says he loved to steal 
good ideas from members and it was a “gold mine.”

In his initial role, he traveled extensively to DHI chapter 
events and member company visits to learn about the 
industry. He was responsible for managing membership 
programs and development, sales and marketing, and com-
munications. He served as the liaison to 58 DHI chapters, 
focusing on chapter programming, leadership training and 
development. He also delivered management seminars at 
chapter and industry regional events.

“My most enjoyable moments were attending and speaking 
at industry events,” Heppes recalls. “Chapter meetings, edu-
cation sessions, the convention – these were all important 
occasions. I loved the chapters especially – it was a chance 
to compliment the local member on how important they 
were in promoting safety and security through their careers. 
It was the best place to talk to people from all levels of our 
member companies.”

Profound Events
Ironically, late in his career, Heppes had an opportunity 
to see firsthand the importance of his members and their 
knowledge of fire safety codes when he lost his home in a 
fire. No one was hurt, but the house was lost and took 10 
months to rebuild. The experience of fighting a fire and 
losing his home had a profound impact on his appreciation 
and passion for DHI and the industry. 

Another major impact on his satisfaction for serving the 
industry were the events of September 11, 2001 and specifi-
cally the stories of lives that were saved because of well-main-
tained fire doors into the stairways, which allowed more than 
94 percent of the building occupants below the level of the 
airplane impact to survive. Heppes believes that this event 
was the start of the industry moving to national prominence. 

In addition, it impacted his career decisions. “At the time, I 
had been with DHI for 14 years and was being counseled by 
many search professionals that it was time to move on and 
up – we had completed a substantial financial turnaround 
with DHI and I was marketable as a CEO. However, by that 
time I had developed such an extreme closeness with our 
members that leaving wasn’t an option.”

In the final stage of his career, the horrific impact of the 
“active shooters in schools” and the important role the 
industry plays in protecting students and teachers again 
underpinned what he calls “a wonderful career serving an 
industry that is really important to society.”

Birth of the DHI  
Fire Door Inspection Program
Many of these events lead to the development of a major 
program for the industry.

“In 1999 John Gamble, CEO of Corbin- Ruswin, served as a 
member of the Strategic Planning Committee and suggested 
that in a perfect world it would be required that fire doors be 
maintained,” Heppes remembers. “That became our BHAG 
– a Big, Hairy, Audacious Goal – and we believed it could 
change the industry and shine a light on the importance of 
the role our industry plays in life safety and security.

“Some people said it would never work because there are 
just too many fire doors to inspect and there would not 
be enough inspectors. However, the industry got behind 
the concept and through the work of many volunteers, the 
Builders Hardware Manufacturers Association (BHMA) 
staff, and longtime DHI Technical Director Keith Pardoe, in 
2007 we successfully added language added to the National 
Fire Protection Association (NFPA) 80 standard requiring 
annual inspections.

“Then we went to work under the tireless efforts of Keith and 
many volunteer instructors to develop a credential, classes and 
guidelines, which provided a strong foundation to move the ini-
tiative forward. We also created the business infrastructure to 
support companies embracing this opportunity. The program 
was launched and we were on our way. The first year more 
than 100 DHI members became Certified Fire + Egress 
Door Assembly Inspectors and today we have close to 700. 

47DOOR SECURITY + SAFETY  AUGUST/SEPTEMBER 2020



“During the next 18 months after the NFPA 80 standard was 
released, DHI, BHMA and other volunteers helped ensure it 
was also codified in other regulatory documents. “That gave 
us the teeth we needed to advance the program.

“Today, fire doors, and doors in the path of egress, are 
undergoing periodic inspections. In addition, numerous dis-
tributors have robust businesses conducting inspections. It 
is a success and will continue to grow for years to come.”

Moving Into Access Control
The success of the fire door inspection program was 
emblematic of the forward-thinking approach that Heppes 
brought to DHI.

“We were never afraid to change,” he reports. “We never sat 
still and were not afraid to make mistakes.”

Perhaps the best example of that spirit was when DHI began 
encouraging members to move intentionally into the access 
control business about 20 years ago.

“Our first move into the world of access control was in 
a two-day event in 1999 where we talked about why the 
industry needed to move aggressively into this area,” 
Heppes remembers. “It was the wave of the future, and com-
panies needed to embrace it.

“We conducted at least four major research projects and 
held multiple Forums for the Future on the topic offering 
education and other resources to help members seize this 
opportunity. We knew that architectural openings would 
ultimately intersect with building systems and we wanted 
to be the dominant player in this arena. We used to say that 

DHI members handle everything from the door to the junc-
tion and tie into the security system.

“The dilemma was whether the security industry would 
move into the openings business or would our channel move 
into the security area, which could have caused problems or 
opportunities in our respective channels. But we have done 
a good job of being part of integrated solutions and main-
taining our hold on our expertise.”

As with the fire door inspection program, not everyone in 
the industry saw this move the same way.

“Whenever you initiate changes impacting a channel people 
are going to disagree and question your logic,” he declares. 
“You have to believe in your gut that the direction is right 
and have the right people to carry it out. You have to talk to 
people who have different views, perhaps make adjustments, 
but you must keep moving forward.”

Enhancing the Industry Image
“The most enjoyable thing for me was boosting the image of 
the industry,” Heppes explains. “When I started, the industry 
referred to themselves as doorknob salesman.” But it was 
clear to Heppes, an outsider, that they were so much more.

“They needed to believe that they were knowledgeable 
because it was obvious to me that they were experts. I truly 
believed it. I always enjoyed delivering that message to the 
industry and to stakeholders on behalf of the industry. I 
talked about it in my column as much as possible and put it 
in speeches delivered by DHI leaders. I wanted the industry 
to own their value and worth.”

Jerry Heppes (right) 
presents a profit 
performance seminar 
with DHI President 
John Manes, DAHC, 
EHC, FDHI, in 1995 
during a visit to the 
Alberta Rose Chapter.
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Building the DHI Foundation
Just about every association has a nonprofit foundation to 
advance worthy causes because they can take on certain pub-
lic-facing programs more effectively than a trade association.

DHI is no exception, and Heppes, in his first year as CEO, 
with the help of the leadership resurrected and built what 
is now known as the Door Security & Safety Foundation 
(DSSF), with a mission to advance public safety through 
education, advocacy and research.

Fundraising is critical, and DSSF raised a couple hundred 
thousand dollars annually in its early years. Today it generates 
about $500,000 each year and funds programs such as the 
“Lock Don’t Block” campaign that is critical for school safety.

“I was always honored by each contribution we received 
because when people give you money they are putting their 
trust in you to be a good steward of it,” he says. “It is an 
awesome responsibility.”

Rebranding and Growing DHI
From 2014-2017 Heppes helped launch a new DHI brand 
that was more inclusive.

“The association completely rebranded the organization 
from the name, the look and the culture,” he explains. “We 
launched a new certification initiative, overhauled our edu-
cation, developed a new and expanded membership struc-
ture, engineered a new magazine brand, transitioned to a 
new learning management system, and sold the DHI Show.”

Participation from member companies and external stake-
holders such as architects, security firms, access control 
firms, school administrators, and code officials grew expo-
nentially, vastly expanding DHI’s influence throughout the 
construction and related industries.

“We are still delivering those new initiatives today and it is 
making a difference,” Heppes asserts. “Those were major 
changes and advancements that put on us on a road to even 
bigger success for our industry.”

Working with Talented People
Heppes believes that surrounding yourself with the right 
people – talented people – is a key to success.

“We had bright and deeply dedicated volunteers and leaders 
willing to serve so we made good decisions,” he says. “The 
most rewarding comment I ever heard from a volunteer was 
someone who said they got more back from serving DHI than 
they gave to DHI through their leadership service. They built 
new friendships and new business relationships. So I knew 
their commitment was worthwhile for DHI and for themselves.

“I thank all the members of the Board of Governors over the 
years – we lived through the challenging times and celebrated 
the good times. What I enjoyed the most was determining 
how an incoming president might contribute and putting 
them in a position to make that happen. Nothing gave me 
greater pleasure than being in the back of the room and 

listening to the pride in the voice of presidents talking about 
the things we accomplished. I treasure the bonds created with 
those leaders and thank them for trusting me.”

Heppes also emphasizes the important of the DHI instruc-
tors. “We have tremendously dedicated instructors and we 
could not succeed in the technical arena without them. They 
are the lifeblood of what we do every day out there in the 
industry.”

On the staff side, Heppes praises the work accomplished by the 
team, their dedication, and their willingness to try new things.

“You have to develop a culture to attract those types of people,” 
he believes. “I often received the credit for the work they did, 
but they deserve the credit. They were and are so valuable to 
DHI, and I especially appreciate Chuck Molina, who spent 30 
years with me and was an integral part of the association.

“The biggest challenge was going through the 2008-2012 
recession, when we had to lay off good staff people and 
cut back on programs and committees. The transition of 
operational management to SmithBucklin was also a tough 
challenge because we had several longtime employees who 
could not make the transition. The soul of the organization 
is having those long-term relationships and we lost some of 
that. But making the move to SmithBucklin was the right 
decision even though it was a difficult change. This model 
will help DHI to grow and the relationships will again be 
established!”

Jackie Bessette (left) and Grant Heppes (right) are two of 
Jerry’s children who worked for DHI. Grant currently works 
for dormakaba. His other three children – Sawyer, Katy and 
Bridget – also worked for DHI.
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Thanking Mentors
“I can’t say enough about all the special people I met and 
learned from in the door and hardware industry,” Heppes 
says. “All 27 DHI Presidents who I worked with as CEO were 
valuable mentors to me.

“Les Groves, DAHC, FDHI, was my greatest mentor. He 
worked 27 years for Stanley Hardware, spent 73 years 
in the door and hardware industry, and helped establish 
DHI Canada. He was dedicated to the industry and loved 
engaging people. He worked into his late 80s and always 
made my trips to Canada special. I was honored to deliver 
his eulogy – he was a great man!

“Steve Hildebrand was another previous DHI President and 
eventual staff member who taught me a lot and cared so 
much about the industry and DHI.”

DHI Canada
Heppes noted that he always looked forward to his trips to 
Canada to visit DHI Canada members.

“From Newfoundland to Vancouver, it is an amazing 
country,” he says. “The Canadian members are special and 
I so much value DHI Canada and the industry as a whole. 
They are the salt of the earth! I will miss my visits there a 
great deal.”

Volunteer Leadership
Just as Heppes was an effective association professional who 
facilitated many excellent volunteers, he volunteered as well 
to leading organizations in the association profession.

Early in his DHI career, he served on the Board of Directors 
of the Greater Washington Society of Association Executives 
(GWSAE) and was honored in 1993 as the GWSAE 
Association Executive of the Year.

Heppes also recently served as the Chairman of the Board of 
the Small Business Legislative Council, a federation of small 
businesses associations dedicated to protecting the rights of 
small businesses. “This was professionally and personally 
rewarding,” he says. “I learned from other bright CEOs, 
shared ideas and gained some good ideas. I always tried to 
stay active on those arenas.”

Heppes also served as an appointee to the Underwriters 
Laboratories Security Council.

Family Connections
Heppes and his wife Mara raised five children. All of them 
spent time working for DHI, and one works in the door and 
hardware industry.

His son Grant Heppes works at dormakaba and “loves the 
industry,” according to Heppes. His daughter Jackie Bessette 
worked at DHI for six years full-time and longer in part-time 

roles. His other three children – Sawyer, Katy and Bridget – 
also worked for DHI during summers and at conventions.

“I am so honored that they made our industry part of their 
professional lives,” Heppes shares.

Thoughts on the Future
After 33 years, Heppes is proud of what he and the DHI 
team have done but says there is more ahead.

“We still need to create a stronger demand for the knowl-
edge of DHI members,” he insists. “Any architect or con-
tractor must recognize what we bring to the table. The good 
ones value door and hardware professionals, but many 
others are just looking for the cheapest solution.”

He points to the ongoing evolution into access control solu-
tions and the strong foundation built by that effort as a posi-
tive development for the future. 

“Our industry is of critical importance in construction proj-
ects and the lifecycle of the building,” he declares. “We were 
not left out. We are in a great position as an industry more 
than ever. The future is secure. We have survived massive 
channel change and are stronger today.”

Like many other industries, the door and hardware 
industry has also succeeded even while undergoing massive 
consolidation.

“In 2000 we had numerous lock manufacturing companies 
and today there are just a few,” he observes. “Now we are 
in the early stages of distributor consolidation. We will end 
up with quite a few larger companies where efficiencies can 
make a difference and then many smaller niche companies.”

Heppes also sees a bright future in industry advocacy.

“In my early years we were quiet in the advocacy arena,” he 
recalls. “Today we are in the center of some critical conver-
sations about active shooters, life safety in all buildings, and 
other critical issues.

“That illustrates the value the industry brings to the table 
because of our knowledge. People want to make the right 
decisions about the opening and design it the right way. 
It is more important to the public than ever – that is a 
good thing and it will shine a light on the expertise of the 
industry. So I am very optimistic about the future and wish 
the industry all the best.” +

AL RICKARD, CAE, is Editor of Door Security + 
Safety. Email: arickard@dhi.org.
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DHI leadership and staff wanted to create a special surprise 
tribute section, inviting members of the DHI Board of Governors, 

Door Security & Safety Foundation Board of Trustees, Past 
Presidents, and Corporate Members to offer their appreciation 

and congratulations to Jerry Heppes Sr., CAE, on his retirement.

A SURPRISE TRIBUTE TO 
Jerry Heppes Sr., CAE, 

ON HIS RETIREMENT

“Jerry – I cherish the friendship we 
have built over the last several years. 
Your contributions to our Industry 
are immeasurable and should be 
venerated and emulated.”
Darrin Anderson 
Cook and Boardman Group, LLC 
DSSF Board of Trustees

“May the years ahead give you great 
joy as you reflect upon the many 
doors you’ve opened for others in 
our industry. Your leadership, a key 
to the growth and success of DHI, will 
be greatly missed.”
Cortney Anderson Wascher 
Anderson Lock Company 
DHI Second Vice President, 2020-2021

“Jerry, this moment has many, 
many memories. Thirty-three years 
together starting with your first 
day at DHI and continuing with the 
initial kickoff of the foundation. We 
could write a book. But through 
it all, the best was our continuing 
friendship that has and will continue 
to be everlasting. Best wishes and 
look forward to many more years 
together.”
Dick Barnhard, DAHC/CDC, FDHI 
DHI President, 1995-1996

“Jerry, your steady hand has shaped 
our industry for 33 years. You will be 
missed. Good luck and God bless!”
David Beckham, AHC, FDAI 
Cook & Boardman Group, LLC 
DHI First Vice President, 2020-2021

“I have a fond memory of meeting 
with Jerry and Bill Elliot in the parking 
lot of a resort in Arizona in 2002. They 
were invited to represent DHI at the 
BHMA conference, which brought 
related associations together. I wasn’t 
involved with DHI at the time but was 
putting allies together for the Door 
Safety Council, since furthering the 
life safety message was my post 9-11 
mission. Jerry grasped on to the idea 
immediately, and somehow I found 
myself as one of the speakers at the 
2003 Forum for the Future. DHI’s focus 
on annual fire door inspections began 
to take shape. Jerry sensed the impor-
tance of this initiative and led the call 
to make DHI the preeminent organiza-
tion in this safety arena. And he kept 
pestering me to get more involved 
with DHI, which turned out to be one 
of the highlights of my professional 
career. I’ll forever be in his debt.”
Mark J. Berger, FDHI 
Securitech Group, Inc. 
DHI President, 2018-2019

“Thank you for your decades 
of service to our industry and 
willingness to adapt as it has evolved 
over the years and we know will 
continue to. Best of wishes in your 
next adaptation into retirement!”
Ben Boomer 
TCH 
DSSF Board of Trustees

“I have been amazed and inspired 
seeing you over the years 
passionately support DHI and its 
membership. Your determination and 
dedication will be greatly missed. 
Congratulations on a well-deserved 
retirement.”
Ron Couch, AHC, CFDAI 
CIH 
DHI President-Elect, 2020-2021

“Jerry, just a note to wish you well in 
your EARLY retirement and thank you 
for being there.”
Bill Elliott, DAHC, FDHI 
DHI President, 2002-2003

“Jerry, go with God, my good and 
faithful servant. Thank you!”
Dale Garrett, DAHC, FDAI, FDHI 
DHI President, 2005-2006
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AMBICO 

wishes to congratulate  

Jerry Heppes sr, cae 

on his pending retirement  

after 33 years of dedication to  

the door and hardware industry.  

During Jerry’s tenure as  

DHI’s Chief Executive Officer,  

he has seen vast changes  

to our industry and has worked 

tirelessly on behalf of us all.   

Thank you, Jerry,  

for your many accomplishments 

and good luck as you transition 

toward your new endeavors.
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Congratulations to Jerry Heppes 
from your friends and colleagues 

at Spalding.  Thank you for 
always being the advocate our 
industry needed. Wishing you 
further fulfillment in retirement!

PANTONE Cool Gray 10 PANTONE 200

JJeerrrryy,, 
TThhaannkk yyoouu  
ffoorr aallll yyoouu  
hhaavvee ddoonnee 

ffoorr oouurr  
iinndduussttrryy!!  

YYoouu wwiillll bbee  
mmiisssseedd.. 

   TTiimmee ttoo rreellaaxx  
   && eennjooy!! 

  JC Ryan
   EBCO/H&G, LLC

“Jerry, we wish you and your family all 
the best in your future endeavors. The 
memories and the friendships we have 
made are forever and we are blessed to 
have you in our lives.”
With Much Love, The Hallgrens 
Mark Hallgren, AHC, FDHI 
DHI President, 2004-2005

“Jerry, I wish you the very best in the 
next chapter of your professional life. I 
want to thank you for the tremendous 
contributions you made to our industry 
by being a steadfast and professional 
leader. I especially want to thank you for 
believing in me while I was a governor 
and during my year of presidency. I 
treasure the meaningful conversations 
that we had during our time working 
together.”
Terry Hamlet, AHC, FDAI, FDHI 
DHI President, 2006-2007

“There are many things that you will look 
back on and think, how did I do that?! 
We had several challenges in the 1990s 
and wow! Enjoy what the future brings, 
it only gets better!”
Daniel J Heinz, DAOC, DHC, DHT, FDHI 
DHI President, 1997-1998

“It is quite unusual and remarkable for an 
executive director to stay with the same 
trade association for his entire career, es-
pecially over 30 years. But Jerry Heppes 
is quite the remarkable man! Over those 
three decades he provided tremendous 
Board counsel and staff leadership to 
help guide the association through some 
terribly turbulent times. He also worked 
diligently to provide exceptional value to 
the DHI membership and gave tirelessly 
to the door security and safety industry 
through programs and initiatives too 
numerous to mention here. Congrat-
ulations Jerry on a marvelous career, 
and a retirement that is well earned and 
deserved. You WILL be missed!”
Steve Hildebrand, FDHI 
DHI President, 1999-2000

“Jerry, thanks for your friendship, 
leadership and all you have done for our 
industry.”
Russ Hooker, AOC, DHT, CFDAI, DHC 
Architectural Opening Consulting, LLC 
Chair, Education Council 
Guest, DHI Board of Governors

“Thank you for your decades of 
unwavering dedication to DHI and DSSF. 
You’ve helped pave the way for the next 
generation of door professionals. Enjoy 
retirement!”
Owen Kelley 
Kelley Bros. 
DHI Board of Governors

“Jerry, best wishes for a much-deserved 
retirement. You’ve been a great leader 
for DHI and a friend to all on the Board 
of Governors. Hope to see you on your 
next trip to Milwaukee!”
Jeffrey Loss, AHC, CSI 
D.A. Loss Associates 
DHI Board of Governors

A SURPRISE TRIBUTE TO JERRY HEPPES SR., CAE, ON HIS RETIREMENT
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A SURPRISE TRIBUTE TO 
JERRY HEPPES SR., CAE,  
ON HIS RETIREMENT

Thank you Jerry for 
33 years of 
leadership!

Our industry will miss 
you but you have 

earned every bit of 
your retirement days!

We are happy for you! 

2090 Shirley Drive
Kitchener, ON., N2B 0A3

THANKS
JERRY
You have truly

been the heart of 
DHI and a

Door &
Hardware
Inspirer

“The success of my presidency with 
DHI was due to the overwhelming 
support of Jerry and his direction to 
the staff. Jerry has not only been a 
valued business acquaintance, but 
more importantly, Jerry and Mara, 
along with their family, have also 
become valued personal friends, 
that will last forever. Jerry has led 
DHI through evolution of the 
industry and has gone beyond his 
business responsibilities to 
personally support our industry 
advancement.”
Robert Maas FDHI, CSI 
Allegion 
DHI President, 2015-2017 
DSSF President, 2020-2022

“Congratulations on your 
retirement, Jerry, well earned! I 
hope you and Mara are well and I 
wish you all the best. I hope you 
both enjoy a long and relaxing (and 
busy) retirement. I very much 
enjoyed spending time with you 
during my time on the Board of 
Governors. You have a way of 
making all the newcomers feel 
welcome and engaged. Well done 
my friend.”
Ken Metzler, AHC, FDHI 
DHI President, 2010-2011

“Jerry, thank you for your service to 
this great industry! Over the tenure 
of your 33 years you have led the 
organization through many 
changes. I was very fortunate to 
work with you for several years on 
the Board of Governors and as a 
past president of DHI. Your insight 
and openness to the industry was 
very refreshing when I came on the 
Board. Your desire to lead the 
organizations growth over the years 
was also very commendable. I also 
learned a lot from you! You were an 
awesome communicator and very 
transparent in what you were asking 
of me and the Board! Good luck in 
your retirement and in all this that 
you do in the next chapter of your 
life! God Bless!”
Michael L. Gibson, FDHI, CPL  
Mulhaupts 
DHI President, 2017-2018

Jerry—
In great appreciation 
of your 33 years of 
service to our industry!
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Thank you for all you have done for 
DHI and the industry, Jerry!

Best of luck on your next adventure!

www.hagerco.com

The Hager Family

H&G / SCHULT Z DOOR

Jerry, thank you for the outstanding 
leadership and service you have provided 

DHI and our industry through the years. 
Your positive force and direction has 

impacted the way many of us do business 
today. We have enjoyed our association 

with you and wish you the very best!

—Your friends at H&G/Schultz Door

“Jerry, I am truly honored to call you 
my colleague but more importantly 
my good friend. Over the past 
25 years we have shared many 
memorable events together. Best 
wishes to you and your family, Jerry, 
you are one of a kind.”
John Manes, DAHC/EHC, FDHI 
Spalding 
DHI President 2003-2004 
DSSF President 2015-2017

“Jerry, you have always been a 
mentor for people and provided 
outstanding leadership for our 
industry. It has been a pleasure 
working with you through the years 
and proud to call you a friend. Thank 
you for your service!”
Jay Manzo, CPA 
H&G/Schultz Door 
DSSF President, 2018-2020

“During my years on the Board of 
Governors and as president, I found 
Jerry to be a remarkable leader 
and a man of integrity, vision and 
purpose – always acting in the best 
interest of DHI.”
Tom Orihel, FDHI 
DHI President, 2000-2002

“Jerry, I fondly remember my first 
DHI Convention with ASSA ABLOY, 
then ESSEX Industries, back in 
2001. I was introduced to you by 
Joe Hynds and was humbled and 
impressed to meet the leader of the 
Door and Hardware Institute. You 
were professional, approachable and 
extremely welcoming to a person 
so new to the industry. Almost 20 
years later you still are that positive 
and encouraging role model for me. 
Thank you for the years of support 
of the ASSA ABLOY group brands 
and most recently for supporting my 
role on the DHI Board of Governors. I 
was a bit intimidated, but you always 
made me feel I deserved a seat at the 
table. I will appreciate your support 
and encouragement for years to 
come. Congrats on your retirement!“
Heidi Pascale, CMM 
Door Security Solutions 
ASSA ABLOY Openings Solutions 
DHI Board of Governors
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THANK YOU

JERRY
for over 3 decades of 
service to our industry

Jerry,

Your friends at Kelley Bros 
are grateful for your many 
years of service to DHI.  
Our company is stronger 
because of the work you’ve 
done to keep our industry 
organization relevant. 

Best wishes for your next 
chapter!

Congratulations Jerry on a stellar career leading our Door 
and Hardware Industry for the last 33 years.  As most of us 
know, longevity takes persistence, determination and a great 
deal of passion to sustain oneself for that long, and you have 
been exemplary in the process.  Undoubtedly today we are 
experiencing extremely difficult times, mandating the need 
for all businesses to take a hard look at how we do things 
now and in the future.  Thanks to you from all of us here at 
Montgomery Hardware for maintaining a vision for the future 
of our industry, and driving us forward to enable us to better 
serve our customers with competency and professionalism!!

Congratulations to Jerry
Heppes on 33 great years of

service, dedication, leadership
and commitment to DHI and

DSSF that greatly benefited us
and the entire industry.

Your thoughtful guidance and
respect contributed to our

success as we approach our
50th year. Many heartfelt

thanks from our family to yours.

SDC_Door_Security-congrats-aug-sep20.indd   1SDC_Door_Security-congrats-aug-sep20.indd   1 7/1/20   8:33 PM7/1/20   8:33 PM
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Jerry – 

What a great journey and 
thanks for your service of 
33 years to our industry! 

Congrats on your retirement.

Congratulations Jerry on 
your retirement! Thank you 
for the leadership you have 

provided to DHI during 
your tenure. You have 

been instrumental for us in 
the construction industry.
We hope your retirement 
is relaxing and everything 

you hope it will be. 
We will miss you!

– John Martin

Congratulations on your 
retirement Jerry.

Thanks for all that you 
have done for DHI over 

the years.

It has been a pleasure to 
attend functions as well as 
work and laugh with you.

Sincerely, 
Brian Landon and the 

team at ProAble

“Jerry, congratulations on your 
retirement after 33 years of 
dedication to the door and 
hardware industry. During your 
tenure you have seen vast change 
within our industry and you have 
worked tirelessly on behalf of our 
membership, stakeholders, Board 
of Governors, and employees. 
Thank you for always being a 
leader and for all your work and 
many, many accomplishments. 
I wish you and your family good 
health and happiness in your 
retirement and future endeavors.”
Steve Peterman, DHT 
AMBICO Limited 
DSSF Board of Trustees

“Thanks for leading the industry 
for 33 amazing years! You have 
a great knack for balancing the 
needs of lots of organizations and 
individuals. A difficult job indeed. 
I enjoyed volunteering for our 
industry! Thanks for letting me 
help out!”
Tim Petersen, FDHI, LEED AP 
DHI President, 2012-2013

“Jerry, wishing you a healthy and 
happy retirement. Thanks for your 
many years of leadership. Hit ‘em 
straight.”
Jason Pulliam 
Unified Door and Hardware Group 
DSSF Board of Trustees

“I have many fond memories of 
time spent with Jerry and Mara. 
Jerry is a man of high character 
and has been a tremendous asset 
to DHI and our industry. Best 
wishes for the future.”
Jim Russenberger, DAHC, FDHI 
DHI President, 1987-1988

A SURPRISE TRIBUTE TO 
JERRY HEPPES SR., CAE,  
ON HIS RETIREMENT
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A SURPRISE TRIBUTE TO 
JERRY HEPPES SR., CAE,  
ON HIS RETIREMENT

Congratulations Jerry,
on 33 years of service

from your DHI Staff
Thank you for your leadership and

dedication. You will be missed!

Enjoy your next exciting chapter!

Thank you for 33 great 
years of service!

DHI has been so lucky to 
have you. 

We wish you all the best!

“Professionalism, Passion, Integrity, 
Vision, Strong Leader and Friend 
are but a few of the words I would 
use to describe Jerry Heppes. Jerry 
embarked upon and embraced so 
many changes in our industry and 
navigated DHI incredibly along the 
way. I am so very proud to have 
worked closely with Jerry for many 
years and wish him and his beautiful 
family many years of joy as they 
enter this new chapter of life. You 
will be sorely missed, Jerry. You 
truly left this association far better 
than you found it.”
Barry Shovlin, FDHI 
DHI President, 2014 -2015 
DSSF Board of Trustees

“I was around some 30 years ago 
when Jerry came on board. Through 
the years we developed a business 
relationship, but more importantly 
a true friendship. Best wishes for a 
great retirement my friend – more 
time to work on that awful golf 
swing.”
Chuck Smith, FDHI 
DHI President, 1992-1993

“Jerry, there are few persons that 
we encounter in life that we can 
honestly say have impacted us 
both personally and professionally. 
For me you are one of those few 
people. Words cannot express my 
gratitude to you for your guidance 
and wisdom as I am a better person 
and professional for having known 
you. Thank you for all your years of 
dedicated service to our industry, 
people, and purpose. I wish you 
good fortune and an abundance 
of love and laughter in the years to 
come.“
God Bless, 
Stephen St. Amour, AHC, CDT 
dormakaba USA Inc. 
DHI Board of Governors 
DSSF Board of Trustees 

AUGUST/SEPTEMBER 2020   DOOR SECURITY + SAFETY 58



Learn the critical components of 
openings that provide life safety 
and security to building users

The Door + Hardware Industry Associate (DHIA) 
certificate is the first step of DHI’s new credential and 
certification program. It recognizes individuals working 
in a variety of positions in our industry who have 
achieved a basic technical understanding of product 
and code applications.

To obtain the DHIA certificate, recipients must 
complete COR101: Fundamentals of Architectural 
Doors & Hardware and COR102: Introduction to 
Building Codes. These self-paced, online courses 
are available to purchase as a bundle, along with our 
Introductory to the Industry video, Safely Securing 
the Built Environment through Building, Fire, and Life 
Safety Codes.

Take the first step on the path of your career 
development in the door and hardware industry!

Jump Start Your Career! 
Earn Your DHIA - Door 
+ Hardware Industry 
Associate Certificate

TO PURCHASE, VISIT:
DHI.ORG/DHIA

PRICE: $225

”Jerry, thank you for your tireless 
commitment to the industry.  You 
had your hand in many of the 
positive developments that have 
impacted all of us.  Best wishes to 
you and your family as your future 
unfolds.” 
David M. Sylvester, PSP 
3SE LLC 
DHI President, 2020-2021

“Jerry had a huge impact on this 
industry and we are very lucky to 
have had the steady hand of Jerry 
as CEO. He experienced a lot 
during his time at DHI, including 
some difficult times that he was 
instrumental in guiding the industry 
through.”
Jim Tartre, CDC, FDHI 
DHI President, 2009-2010 
DSSF Vice President, 2020-2021

“Jerry, thank you for leading DHI 
with integrity for over 33 years. 
Your guidance was invaluable 
over years as well as your 
willingness to embrace change 
during challenging times. I also 
appreciate your adaptability as you 
worked alongside a new volunteer 
leader, with different priorities, each 
and every year. I am excited for you 
as you take on this next chapter, 
and I wish you the best. Thank you 
for all that you have put into the 
organization, Jerry.”
Bill Trimble, AHC 
Wm. S. Trimble Co., Inc. 
DHI President, 2019-2020

“I did not know Jerry very well 
personally but when you’re around 
him it’s easy to tell he has a passion 
for people and all things doors 
and hardware. Jerry has made 
a huge contribution to the door 
and hardware community with his 
leadership efforts with DHI and the 
DSSF. I wish him the best in all his 
future endeavors.”
Trent Turner 
ASSA ABLOY Opening Solutions 
DSSF Board of Trustees
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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

EGRESS FROM EXTERIOR SPACES
MANY BUILDINGS INCLUDE EXTERIOR SPACES SUCH AS BALCONIES, 
COURTYARDS AND ROOF TERRACES, THAT PRESENT CONFLICTS 
BETWEEN EGRESS AND SECURITY. IF THESE AREAS DO NOT HAVE 
A DEDICATED MEANS OF EGRESS DIRECTLY TO THE PUBLIC WAY, 
THE EGRESS ROUTE TYPICALLY LEADS FROM THE EXTERIOR SPACE, 
THROUGH THE INTERIOR OF THE BUILDING AND OUT THROUGH THE 
BUILDING’S EXITS.

Doors that facilitate free egress from a 
courtyard or terrace into the building 
often create security problems if 
someone is able to access the exterior 
space and enter the building.

Because the current model codes do not 
address these applications specifically, 
specifiers and suppliers have had two 
options: a) provide code-compliant 
means of egress through the building 
interior, or b) work with their local 
Authority Having Jurisdiction (AHJ) to 
find an acceptable compromise. Code-
compliant options are limited.

For some occupancy classifications, 
delayed egress locks could 
provide some security, although an 
unauthorized person could enter the 
building after waiting 15 seconds (or 
30 seconds when approved by the 
AHJ). For assembly occupancies where 
delayed egress locks are not typically 
allowed by the International Building 
Code (IBC), egress doors have been 
limited to exit alarms as a deterrent.

Code modifications approved by 
the AHJ are often inconsistent. One 
jurisdiction could allow electrified 
locksets that unlock upon fire alarm 
activation, while another code official 
might allow mechanical locksets if the 
doors are kept unlocked while the area 
is occupied.

Some AHJs may require a two-way 
communication system to ensure that 
someone can call for help if they are 
inadvertently locked in the exterior 
space. The model codes did not offer 
any guidance for this application, so it 
was left up to each jurisdiction.

This will change with the adoption 
of the 2021 edition of the IBC, due 
to a proposal submitted by the 
Washington Association of Building 
Officials Technical Code Development 
Committee. The change proposal 
addresses the acceptable means of 
locking egress doors that serve exterior 
spaces – the balconies, courtyards and 
roof terraces where the paths of egress 
pass through the interior of the adjacent 
building.

While the original proposal (E53-18) 
was disapproved by the committee, it 
was later approved as modified when 
a maximum occupant load was added 
by public comment in response to the 
technical committee’s recommendation. 

To summarize the change, when a 
means of egress from an exterior space 
passes through the building, the exit 
access doors may be equipped with 
“an approved locking device” if the 
following criteria are met. Note that this 
section does not apply to egress courts, 
which are defined as, “a court or yard 
that provides access to a public way for 
one or more exits.”

+ The calculated occupant load of 
the exterior space must be no more 
than 300 people, and the maximum 
occupant load for assembly 
occupancies must be posted on a 
permanent sign in a conspicuous 
location near the exit access door. 
Other code requirements, such as 
the direction of door swing, required 
clear width and mandates for exit 
signs would also apply to these 
doors.
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+ A weatherproof telephone or two-
way communication system must 
be located adjacent to at least one 
exit access door on the exterior side. 
A change to the International Fire 
Code (IFC) requires this system to 
be inspected and tested annually. 
The new section of the IBC refers 
to additional requirements for the 
communication system; it must 
connect to the fire command center 
or a central control point approved 
by the fire department. If this 
location is not constantly attended, 
the two-way communication system 
must have a timed automatic 
telephone dial-out capability to a 
monitoring location or 9-1-1. Audible 
and visible signals are required, and 
instructions for use of the system to 
summon assistance must be posted 
adjacent to the communication 
device. The location must be 
identified with a posted sign, and 
all signage must comply with the 
ICC A117.1 requirements for visual 
characters.

+ The lock must be key-operated and 
readily distinguishable as locked. 
This requirement is similar to the 
section addressing key-operated 
locks that may be installed on the 
main entrance doors of buildings 
in some occupancy types. These 
double-cylinder deadbolts typically 
have indicators showing whether 

the lock is locked or unlocked. The 
code does not specify which side of 
the door must have the indicator, so 
the cautious approach would be to 
provide the indicator on both sides of 
the door serving an exterior space.

+ A modification to the IBC section 
on panic hardware clarifies that the 
double-cylinder deadbolt allowed 
by this section is an acceptable 
alternative to panic hardware, 
provided that all of the requirements 
are met. The key-operated lock 
would be the only locking/latching 
hardware on the door, so when the 
door is unlocked, it would be push/
pull function.

+ Each exit access door must have 
a clear vision panel measuring 
not less than 5 square feet, which 
allows visibility of occupants using 
the exterior area. When a door 
has a vision panel (as required for 
this application), the accessibility 
standards require the bottom edge 
of at least one vision panel to be 
located not more than 43 inches 
above the floor.

+ Signage must be posted on the 
interior side, on or adjacent to each 
locked required exit access door 
serving the exterior space, which 
states: THIS DOOR TO REMAIN 
UNLOCKED WHEN THE OUTDOOR 
AREA IS OCCUPIED. Letters must be 

at least 1-inch high on a contrasting 
background. Although this section 
specifies that it applies to each 
“required” exit, the IBC egress 
requirements apply to required exits 
as well as doors that are provided for 
egress purposes. It’s likely that doors 
provided in greater quantities than 
required would also have to comply 
with the code requirements if they 
are intended to be used for egress.

The same change to the IBC allows 
the use of locks on the exterior side of 
doors for balconies, decks or exterior 
spaces serving individual dwelling 
units or sleeping units or private office 
space where the exterior area is 250 
square feet or less. For these locations, 
the two-way communication system, 
indicator, vision panel and signage are 
not required by the IBC.

Remember, this change only applies 
where the jurisdiction has adopted 
the 2021 edition of the IBC. In other 
locations, the AHJ would have to be 
consulted for a code modification, 
unless the state or local code includes 
criteria that addresses the means of 
locking these doors. There may be 
some jurisdictions where code officials 
do not approve of this change to the 
IBC, and it could be removed from the 
state or local code with a modification. 
Be sure to check the adopted code 
to verify the applicable limitations for 
egress doors serving exterior spaces. +

A change has been approved for the 2021 IBC that addresses acceptable means of securing egress doors serving exterior spaces.
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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. 

Melanie Wright, CFDAI

CONGRATULATIONS! The following door security + safety 
professionals recently received DHI 
credentials, certifications and certificates:(list current as of June 30, 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. 

Bilal Saad, 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.

Jonathan Mulroy, DHT 
D. H. Pace Door Services

Kayla Pollock, DHT 
Allegion

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.

John Perdue, AHC, FDAI 
Security Lock and Key, Inc.

ACHIEVEMENTS
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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.

Brennan Battaglia
Christopher Benson 
Northern Door and Hardware, Inc.
Mica Blanchette 
Jackson Lumber & Millwork 
Company, Inc.
Lise Boutin 
Lynden Door Washington
John D. Bradshaw 
National Institutes of Health
Edward Aaron Branstetter 
Health Choice
Adam Brush 
The Door Company of Ohio
Jeff Buckley 
Allegion
Margo M. Carbert
Juan Cerna 
Construction Hardware Company
Ryan J. Clutter 
Special-Lite, Inc.
Turk Cuddington 
Salto Systems, Inc.
Keri Cunningham
Carson Daniel 
Prevent Life Safety Services, Inc.
Ronald Amilcar De La Cruz
Phil Edwards 
Allegion

Carter Ehms 
Allegion, PLC
Eric Ellestad 
Quality Door and Hardware
Stephen Frick 
ASSA ABLOY Americas
Justin Gamache 
Lynden Door, Inc.
Dylan Glass 
Central Valley Hardware Company
Clifford Gould, II
Joseph Grochowski 
ASSA ABLOY Americas
Malinda Grosh
Fermin O. Guerra, Jr.
Jeremiah Hansen
Anas Hussam Hantouli, Sr. 
Al Kuhaimi Metal Industries, Ltd.
Karson Heady 
DPR Construction
Luke Holt 
Wagstaff Taylor & Associates
Kevin Janney 
Talbert Building Supply - Durham
Wes Johnson
Peter John Knoll
Shanna Lander 
Complete Door Systems
John Christopher LaPointe, III

Spencer Law 
Lindquist Security Technologies, Inc.
Steven Lowden
Jeremy Mandel 
Lynden Door, Inc.
Robert McGregor 
North Atlantic Corp.
Jackie L. McGuire
Steven Mott 
Custom Glass
Daniel Nash 
Cook & Boardman Group, LLC
Nicole Peios 
Kelley Bros.
Jason Powell
Fredrick Pruce 
University of Alaska 
Peter Rafuse 
Allmar
Anna Christine Reid 
Lynden Door, Inc.
Parminder Rekhi 
McGregor & Thompson  
Hardware, Ltd.
Tomasz Rubaj
Holly Nicole Scott
Katiussa Sulzbacher
Kristina Vayo

For more information on DHI education, 
certifications, credentials and 
certificates, contact education@dhi.org.

ACHIEVEMENTS
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SHELF LIFE

MANAGING THE 
REMOTE WORK TEAM

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.

OVER THE PAST SEVERAL MONTHS, MOST OF US HAVE BEEN 
FACED WITH THE REALITY OF A REMOTE WORKFORCE. THIS MAY 
BE LIMITED TO SELF-MANAGEMENT OR MANAGEMENT OF A TEAM 
OF EMPLOYEES. SOME OF YOU HAVE BEEN MANAGING REMOTE 
WORKERS FOR SOME TIME AND THIS IS NOT MUCH OF A STRUGGLE. 

For many companies, like privately held 
distributors, this is a strange and foreign 
mode of operation. Covid-19 changed 
the very definition of work for many of 
us and I believe it will leave an indelible 
mark. In a time of vast uncertainty, I 
think I can be certain of this – a portion 
of our workforce will have adapted to, 
and now prefer, working from home. 
Given this potential, how do we adapt 
our management strategy to maintain 
productivity outside the four walls?

Recently, I was facilitating a discussion 
of distribution managers dealing with 
this very question: How do we manage 
a remote workforce? These folks had 
never dealt with remote team members 
and found themselves wrestling 
with protocols, group cohesion and 
performance issues. Early on, they were 
thrust into this remote environment. 
Today, a new challenge has come 
forward. What if some team members 
do not want to come back into the 
office? Is this really a choice? 

As the mandatory closure restrictions 
have eased in some areas, managers 
are struggling with how to bring people 
back while maintaining safety protocols. 
Do we need to put up plexiglas 
extensions on cubicles? Do we require 
masks in private offices? There are 
several different opinions and standards 
out there. I don’t judge one way or the 
other. 

As restrictions are lifted, staff seem to 
fall into one of two camps: 

1) Those who are going stir crazy at 
home and can’t wait to get back to 
the office.  

2) Those who are very comfortable 
working from home and prefer the 
solidarity of remote work. I will also 
acknowledge that the stay-at-home 
camp may also be concerned with 
their own health and safety. 

One of the more interesting discussions 
centered on whether remote work 
might be viewed as a privilege, or 
reward, as opposed to an ongoing right. 
Obviously, this doesn’t apply to those 
who are itching to be back at the shop, 
but this really is a question for those 
who are asking to remain at home. This 
is a sticky area. Should we allow some 
to make the election to stay home? 
What if the person is constantly on the 
performance bubble – the folks that do 
just enough to not get fired, but clearly 
don’t perform above the minimum. 
By working from home, will their 
performance continue to disappoint? 

Without clear standards of 
performance, it’s really just a subjective 
evaluation based on personal bias. If the 
decision to work from home is going to 
be a reward for performance, managers 
must create clear and consistent 
measurement for these positions.

Top performers tend to self-manage. 
You can give them a set of expectations, 
or a specific project, and they bang it 
out. Lesser performers tend to need 
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more guidance in the form of coaching 
and monitoring. Therefore, the thought 
of allowing poor performers to work 
remotely is causing heartburn among 
most managers. My discussion group 
came to the consensus that poor 
performers needed to be in the office. 

If you are going to allow remote work, 
it is important to set expectations. 
During the height of lockdown, a friend 
shared that his company had to put out 
a memo on “appropriate dress” during 
Zoom meetings. It seems that people 
had got a bit casual while at home. My 
group leader shared some thoughts on 
creating agreements with those who 
wish to work from home. He shared 
three important areas: 

1) What are the expected work hours? 

2) What is an appropriate response time 
to requests from other team members? 

3) How do you communicate with 
your supervisor that you will be 
unavailable or taking time off? 

The dividing line between work and 
home can become blurred in a remote 
situation and these agreements help 
both sides become more comfortable. 

One of the other interesting 
suggestions from the group was about 
team interaction. When your team is 
spread out with little interpersonal 
interaction, cohesion and inclusion can 
become strained. It is important to have 
scheduled meetings over some form 
of video conference. Make them show 
their face. Team members need to be 
present. One group member shared 
that his team had organized a non-work 
happy hour during the lockdown. It may 
seem a bit odd, but they were trying to 
give people an opportunity to connect. 

In a time of uncertainty, I can tell you 
with some degree of certainty that 
remote work is here to stay, and you will 
be faced with some challenges. As you 
work through this new organizational 
opportunity, take time to create policies 
that reward performance while still 
maintaining your company culture. 
Create measurements that allow both 
the manager and the worker to become 
comfortable in this environment. 
Although the employee is not physically 
there, make sure that they don’t feel 
isolated or disconnected. This is a sure-
fire way to get them looking for greener 
pastures. 

At the risk of being redundant, I know 
one thing for certain – you are a resilient 
lot. You will figure this out and come out 
better for it. If you need some help, or 
an unbiased ear, you know where to find 
me. Good luck. +
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PROFIT IMPROVEMENT REPORT

The “New Normal” has easily 
become the catch phrase of 2020. 
In distribution, pundits have used it 
to suggest that working from home 
will become the norm, electronic 
ordering will dominate, and the 
traditional sales force will be 
replaced by a “new sales model” and 
other dramatic changes.

Only time will tell if these new work 
modes continue or if business reverts 
to a more traditional manner of 
operating. From a financial perspective, 
it makes no difference. Major drivers of 
profitability will continue to function in 
the same manner as before. Providing 
the crucial services that influence the 
Critical Profit Variables (CPVs) remains 
essential.

This report analyzes the interaction 
between the key components of 
customer service and the CPVs from 
two perspectives:

++ What Customers Really Want – A 
review of the services that customers 
desire, regardless of how they are 
provided. 

++ The Economics of Customer 
Service – An analysis of how meeting 
these service needs works through 
the profit structure of the firm. 

WHAT CUSTOMERS REALLY WANT
Sophisticated customer research on 
distribution has been conducted for 

more than 50 years. In good economic 
times and bad, in every single line of 
trade, the same four customer needs 
rise to the top. They are as close to 
absolutes as anything in distribution.

These four needs are listed below in 
order of importance. Interestingly, price 
is not one of them. If these four can 
be met, price becomes a somewhat 
secondary factor.

Fill Rate (Service Level) – The most 
important service to customers is to 
have product available when needed. 
Interestingly, this desire for product 
availability holds true in industries where 
fill rates are already high as well as those 
industries in which product availability is 
an on-going challenge. In the absence 
of improved inventory control systems, 
this factor suggests the firm needs to 
increase its investment in inventory.

Depth of Assortment – The desire 
for a one-stop shopping experience 
is related to the procurement cost 
associated with working with numerous 
suppliers. This also suggests it may be 
overstated that buyers spend time in 
front of computers looking from one 
supplier to another. Meeting this need 
may also require additional inventory.

Speed of Delivery – Most distributors 
have improved performance in this. 
“Order today/receive tomorrow” is 
common in most industries because 
customers typically do not plan ahead. 
A low service level makes providing 
next-day delivery nearly impossible.

Order Accuracy – Even if suppliers have 
product in stock and deliver quickly, 
if the wrong item is delivered, it is an 
operating systems issue.

Note that none of the customer needs 
involve distributors having the world’s 
best website. Customers value great 
service more than the vehicle by which 
it is provided.

ECONOMICS OF  
CUSTOMER SERVICE
Improving the most important services 
has the potential to generate higher 
sales. The argument can also be made 
to increase the firm’s inventory. For 
the last 10 years, there has been a 
push in distribution to reduce, rather 
than increase, inventory. It is useful 
to see how addressing the service 
requirements impact the firm’s 
CPVs and profit – either positively or 
negatively.

Exhibit 1 examines the economics of 
using inventory availability to drive 
higher sales. Results are for the typical 
DHI distributor based upon the latest 
DHI Financial Performance Report. 
As can be seen in the first column of 
numbers, the typical firm currently 
generates $20 million in sales, operates 
on a gross margin of 32 percent of sales 
and produces a bottom-line profit of 5 
percent of sales or $1 million.

To understand how sales and margin 
changes work though the profit 
structure of the firm, it is necessary to 
break expenses into fixed and variable 
components. Fixed expenses are 
overhead expenses that are relatively 
constant in the short run, even if sales 
rise or fall. 

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

Fixed expenses for this typical firm 
are assumed to be $4.4 million while 
variable expenses are 5 percent of 
sales. These estimates represent 
an approximation of the typical DHI 
member. 

The last column of numbers look at the 
profit implications of a sales increase 

The New Financial Normal  
May Be the Old Normal

DR. ALBERT D. BATES is founder and 
principal of the Distribution Performance 
Project, a distribution research firm 
headquartered in Boulder, Colorado.

©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.
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EXHIBIT 1  THE PROFIT IMPACT OF A SALES TO INVENTORY TRADE-OFF FOR THE TYPICAL DHI MEMBER

Dollars Current Results Sales to Inventory Trade-Off

Net Sales $20,000,000 $18,000,000

Cost of Goods Sold 13,600,000 12,060,000

Gross Margin 6,400,000 5,940,000

Variable Expenses (5%) 1,000,000 4,800,000

Fixed Expenses 4,400,000 900,000

Total Expenses 5,400,000 5,700,000

Profit Before Taxes $1,000,000 $240,000

Increase in Profit--% 27.0

Percent of Sales

Net Sales 100.0 100.0

Cost of Goods Sold 68.0 68.0

Gross Margin 32.0 32.0

Variable Expenses (5%) 5.0 5.0

Fixed Expenses 22.0 21.0

Total Expenses 27.0 26.0

Profit Before Taxes 5.0 6.0

Inventory $2,000,000 $4,700,000

Carrying Cost (10%) $200,000 $470,000

Increase In Inventory--% 135.0

of exactly 5 percent, while maintaining 
the same gross margin percentage. 
It is assumed that the increase arises 
from better inventory control that does 
not necessitate a larger investment in 
inventory. Refocusing the inventory to 
things customers want to buy when they 
want to buy them,

Profit before taxes increases from $1 
million to $1.27 million. This is a very 
significant 27 percent improvement. 
However, this is before any increase 
in inventory to support the added 
sales and the inventory carrying cost 
associated with that increase. 

The bottom part of the first column 
examines the inventory investment the 
firm currently has. For the typical firm, 
this is $2 million, according to the DHI 
Financial Performance Report. Below 

that is the cost of carrying the inventory 
– interest, obsolescence, shrinkage, 
etc. In today’s economy, this figure is 
probably no more than 10 percent. This 
dollar figure is already included in the 
fixed expenses at the top of the exhibit.

The last column at the bottom examines 
how much increase in inventory the 
firm could absorb in order to generate 
the 5 percent sales increase. This part 
of the exhibit assumes that the entire 
increase in profit in the top part is taken 
up by additional inventory carrying 
costs. The carrying costs increase 
by the same $270,000 that resulted 
from the 5 percent sales increase. As 
a result, inventory could increase by a 
staggering $2.7 million, or 135 percent.

It seems unlikely the firm would require 
a 135 percent increase in inventory to 

generate 5 percent more sales from 
enhanced service. In short, meeting 
customer needs for a higher fill rate and 
a broader depth of assortment should 
be attainable. The economics are 
overwhelmingly in favor of increasing 
inventory somewhat, or possibly even 
significantly, to generate more sales.

MOVING FORWARD
Managers in distribution are under 
pressure to hold the line or possibly 
even o reduce the investment in 
inventory. However, customers are 
continually making service demands 
that may necessitate more investment. 
The trade-off of increasing inventory to 
support higher sales is overwhelmingly 
positive. +
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COLUMN

BILL TRIMBLE, AHC, is the Immediate 
Past President of DHI and President of 
Wm. S. Trimble Co., Inc. Email: btrimble@
wmstrimble.com.

EXAMINING CONTRACTS 
FOR YOUR PROTECTION

DO YOU KNOW WHAT POTENTIALLY TROUBLESOME CLAUSES ARE 
BURIED IN YOUR CONTRACTS WITH CONTRACTORS? IT MAY BE TIME 
TO START READING THEM.

The progression of receiving an order 
has certainly changed over the years. In 
my father’s era, it was a handshake or a 
phone call to proceed on a project, with 
little or no paperwork involved. When 
I started, we would fax our quotes, and 
the contractor would sign our quote 
(which included our terms) and fax it 
back to us.

Soon after, we may or may not have 
received a simple one-page purchase 
order from the contractor. This 
purchase order would be a rough 
summary of material, include payment 
terms and a signature.

How times have changed! Most of my 
purchase orders now are about five 
pages long. If your company is like 
ours, during the past 10 years we have 
become more involved in installation 
and service. Now, instead of a purchase 
order, we receive a 100-page contract 
with about 20 pages devoted solely to 
terms and conditions. Usually singled 
spaced with an 8-point font!

During this transition, we didn’t read 
many of those terms and conditions. 
We verified the scope, signed it, and 
returned it. We had worked with these 
contractors for years; why would we 
need to read the terms and conditions?

About 10 years ago at a DHI conference, 
I was talking with a fellow distributor 
and he asked me about some of the 
payment terms he was seeing. He 
recommended that I keep an eye out 
for them. When I returned, I asked 
our project managers, who had been 
signing the agreements, to pass some 
of them to me. I began to read these 
contracts. I found it amazing how a 

document can put you to sleep while 
reading it, then keep you up all night 
worrying about it.

There were a few unfortunate terms 
at that time, but the biggest concern 
that evolved in later years related to 
payment. In the past, we usually saw 
payment terms in 30 days or payment 
“when” the contractor received 
payment from the owner, but later we 
began to see terms stating that the 
contractor would pay you “if” they were 
paid by the owner. (We will discuss this 
more in a later article.)

This was only the beginning. In 
subsequent years, contracts have slowly 
passed more and more of the liability 
from the general contractor to suppliers 
and subcontractors. We have allowed 
this to happen by our own inaction.

For example, contracts now have terms 
that require you to take liability for the 
negligence of other companies, allowing 
them to take possession of all your 
tools and material (even from your own 
warehouse) if they deem you in default at 
their “sole discretion,” and most require 
you to continue to work and proceed 
with new work even if you haven’t 
received any payment. These terms can 
literally put you out of business.

When I have conversations about these 
contracts, inevitably I get asked, “How 
often have these unfavorable clauses 
been enforced against you?,” and that 
is a great question. The answer, for us, 
is just once. We were arbitrarily forced 
to move up a schedule by two weeks. If 
we didn’t, the contractor was going to 
hire another company to assist us at our 
expense.

INSIDE CONTRACT 
CLAUSES
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It turned out we were ready to go and 
could meet that schedule, so it wasn’t an 
issue. The other factor is that most of us 
have worked with these contractors and 
project managers for years. The project 
managers tell us that they aren’t going to 
enforce these provisions, and I believe 
they are sincere. These relationships and 
past experience make it difficult for us to 
take these provisions too seriously. 

As I am sure most of us have heard, 
contracts only matter when things go 
wrong. While we may not want to think 
about it, I think we all understand that 
our relationship with the contractor is 
not going to help us if there is a major 
problem on the job, since they may not 
have control.

In the event of any significant loss, 
whether it has to do with time, damage, 
injury, or loss of revenue, the attorneys 
and insurance companies will make sure 
the contracts are reviewed and as much 
liability as possible will be transferred to 
us, the supplier or subcontractor.

As I will discuss in later articles, some 
of the liability you may assume includes 
the cost of damage or injury caused by 
the contractor’s employees, all of the 
litigation cost to defend the contractor 
even if they are mostly at fault, the cost 
of the owner’s lost revenue even if you 
didn’t contribute to significant delay, 
and the cost of non-payment if the 
owner doesn’t pay the contractor.

The potential costs are staggering, 
and while insurance may cover some of 
these expenses, the language in many 
contracts transfer significant liability 
that’s not covered by insurance. I will 
discuss this too in a future article.

So…what do we do? We have onerous 
contract clauses that transfer an unfair 
amount of liability to the suppliers/
subcontractors, but they seem to be 
rarely enforced. If they are enforced, the 
results could be devastating.

I see three options. We can sign the 
contracts as is, we can turn the contract 
down, or we can try to negotiate 
better terms. While the direction each 
company chooses is ultimately their 
own business decision, I have these 
suggestions.

1. Read your contracts. Don’t just sign 
them and assume nothing bad will 
happen. Whether you are an owner 
or a project manager, you need to 
understand what you are agreeing to 
and what the consequences are.

2. Review the ConsensusDocs. 
ConsensusDocs are a set 
of contracts developed in 
collaboration with the Associated 
General Contractors of America 
(AGC), Associated Builders and 
Contractors, Inc. (ABC), Associated 
Specialty Contractors, Inc. (ASC), 
Construction Specifications 

Institute (CSI), and others. They are 
supported by many organizations 
including DHI. When developed, 
these contracts were agreed to be 
equitable by contractor associations 
and subcontractor associations alike. 
In my opinion, these are a very fair 
set of documents that we should 
strive for.

3. Negotiate. All contracts are 
negotiable. Some contracts state that 
it can’t be modified, but anything can 
be modified if both parties agree to 
it. Sometimes it is only about asking 
or finding middle ground.

If you are like me, when you read these 
contracts, it is difficult to understand 
what they say and even more difficult 
to understand what they mean. I am 
no attorney, but after years of reading 
and researching I have learned the true 
impact for many of these terms.

This column is the first in a series in 
Door Security + Safety magazine to 
present and discuss the true implication 
for many of these clauses. I will review, 
discuss, and describe potential impacts 
of a clause in each issue. Through this 
series, I hope to encourage you to read 
contracts, explain the impact of what 
you may be signing, and present you 
some alternatives so that you are better 
informed as you evaluate and negotiate 
the contracts you earn. +

I found it amazing how 
a document can put you 
to sleep while reading it, 
then keep you up all night 
worrying about it.
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PROFIT IMPROVEMENT REPORT

Here’s a collection of photos submitted by our readers from back 
in the days when we moved freely about. Each picture depicts a 
situation that just didn’t look right and spurred readers into action.

I’m afraid that as we come upon some difficult economic times we’ll 
start seeing more and more of these quick-fix or temporary solutions 
which are life-safety hazards. It will become even more important to 
point them out.

READER’S PHOTOS –  
JUST DOESN’T LOOK RIGHT
BY MARK J. BERGER, FDHI

A THE SIGN SAYS SO
Colby Dunham, Odessa Doors Ltd.

Sometimes you can encounter a held-open door and think the 
person who placed the wedge might have not know they were 
creating a hazard. But this door is not casually propped open. It 
is held open by a chain. And the chain is drilled into an anchor in 
the wall and screwed to the door. And right opposite this door is 
a clear sign identified the door as a fire exit, placed to stop the 
spread of smoke and create safety in the stairwell.  

B PROBABLY NOT
Jim Hunt, Behavioral Health Facility  
Consulting, LLC

Sometimes you see something and it just doesn’t make sense. 
And if you have the eye of a trained architect, which is my good 
friend Jim’s profession, you try to understand how this came to 
be. But there are times you just can’t get there.

In Jim’s words: “This is in the ‘customer waiting to be seated’ area 
of a very popular local restaurant/microbrewery and is often 
crowded with people standing around shoulder to shoulder. It is 
only a two-story building and an open stair may be acceptable, 
but I have no idea what is at the bottom of these stairs. The lower 
level is where the brewing is done as well as restaurant seating.

“A few things that caught my eye include:

•  The gate swings against the direction of travel.

•  The manual slide bolt lock hidden on the backside of the gate.

•  The chair that would have to be moved to fully open the gate.

“That is assuming that an open stair is actually allowable in this 
location (which I seriously doubt).”

A

B

REAL OPENINGS
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REAL OPENINGS

C UNPROFESSIONAL,  
DANGEROUS, SCARY
Tim Berry, Ambico Limited

Tim is a professional engineer and has spent more 
than 10 years in our industry creating innovative 
solutions for very demanding openings. So, coming 
across a door like this in a jewelry store is a stark 
reminder of why we do what we do. And each of the 
slide bolts was engaged. 

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.

E

D

C

D CAUGHT IN 
ACTION
Colby Dunham, Odessa 
Doors Ltd.

Our circle gets larger. 
Colby received this 
photo from one of 
his colleagues, who 
received it from a real 
estate agent. Can you 
ever weld a rear exit 
shut? That’s no way 
to deal with a rash of 
break-ins.

E CHAIR 
STORAGE
David Klein,  
Securitech 
Group, Inc.

Even temporary 
storage can 
present a 
problem. 
There’s always 
someone in the 
building who 
could make their 
way towards a 
blocked door. 
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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.

THE IMPORTANCE OF PRIORITY 
PLANNING AND GOAL SETTING

THE CONTINUING THEME OF OUR ARTICLES IS HOW TO BE MORE 
SUCCESSFUL IN CHALLENGING TIMES. THE COVID-19 PANDEMIC IS 
CERTAINLY ONE OF THOSE TIMES.

As the construction economy improves, 
bidding activity increases and incoming 
contracts pick up, company leaders 
need to make sure they are in control of 
their business. Increasing sales without 
increasing profits is not what you want 
to happen.

Beginning from mid-year to the end 
of the year and sometimes at the 
start of each year we are especially 
busy assisting distributors and 
subcontractors with priority planning. 
We call it priority planning because 
that’s exactly what happens at the end 
of the process when controls are in 
place. It gets management and staff 
focused on what’s really important to 
the success of the company. 

Priority planning is determining where 
the company wants to go and then 
determining how to get there while 
taking into consideration the company’s 
strengths, weaknesses, opportunities 
and threats (SWOT analysis). 

Companies with annual goals 
outperform those companies without 
annual goals. Does your company have 
annual goals?

Here are some goal setting tips that will 
ensure your success. Annual company 
goals must be:

Specific – Specific and concise goals 
get the message across to your 
employees. Make sure your goals are 
easily understood because nothing is so 
simple that it cannot be misunderstood.

Measurable – This means goals are 
quantified and evaluated to determine 
if progress is being made. What gets 
measured gets accomplished. 

Focused – Establishing too many annual 
goals detracts from accomplishing 
them. Three or four annual goals are the 
ideal number. Any more than five most 
likely cannot be accomplished.

We always recommend that annual goals 
not exceed one typewritten page. The 
one-page priority plan holds everyone in 
the company accountable for success.

Specific, measurable and focused 
annual company goals are only part of 
the goal setting process. 

The owner or president of a company 
can unilaterally establish the annual 
goals or they can be established by the 
management team or a management 
consultant. If this happens, then the 
goals belong to someone else rather 
than the employee organization.

The ideal approach is to involve a 
number of management and staff 
employees at the start of each year. 
This way they are more inclined to 
become the employees’ goals and 
the team’s goals instead of goals that 
are unilaterally established by top 
management. 

One approach to the goal setting 
process is for management to 
communicate what’s important 
in terms of annual goals, then 
employees comment and contribute 
as appropriate. Ultimately, the slate 
of goals will be totally acceptable to 
everyone concerned. 

This team approach to goal setting has 
a bias for results, generates buy-in and 
commitment from all employees, and is 
often the most significant companywide 
change that can be implemented by any 
company. +

BEST BUSINESS 
PRACTICES
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IMPACT

Construction spending has dipped 
sharply since February 2020, 
thanks to COVID-19, according to 
the U.S. Census Bureau. Yet during 
the first five months of 2020, U.S. 
construction spending totaled 
$543.2 billion, which was 5.7 
percent above the $513.7 billion 
for the same period in 2019.

The chart below shows newly 
revised data released by the U.S. 
Census Bureau on July 1, 2020. 
Even for May 2020 – in the midst 
of the COVID-19 pandemic – 
construction spending during May 
2020 was a seasonally adjusted 
annual rate of $1,356.4 billion, 
which is 0.3 percent above the May 
2019 figure of $1,352.9 billion.
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CONSTRUCTION SPENDING (SEASONALLY ADJUSTED ANNUAL RATE)  MILLIONS OF DOLLARS

Construction Spending for January-May 
2020 Up Nearly 6 Percent Over 2019

Total Private Public
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COLUMN
CLOSING 
THOUGHTS

IN THE MIDST OF THE COVID-19 PANDEMIC, THE ONLINE PRESENCE 
OF YOUR COMPANY IS MORE IMPORTANT THAN EVER.

Before I committed my marketing 
efforts exclusively to the door industry, 
I helped companies sell everything you 
could think of – x-ray guns, rubber, even 
feed for mini-pigs.

But when deciding which industry 
to settle down with, the door and 
hardware industry was a no-brainer. 
Door distributors and manufacturers 
understand relationship marketing and 
they are looking for ways to extend that 
concept to online marketing.

Here are a few ways to improve your 
company’s online presence and drive 
more business.

TELL THE WORLD  
WHY YOU’RE GREAT 
What type of projects make you think, 
“Oh baby, this is right down our alley?” 

Now put that core strength front and 
center on your homepage! Within five 
seconds of landing on your website, 
people should know who you are and 
why your company is different.

Keep it simple and avoid marketing-
speak like, “We’re dedicated to quality 
and service.” 

Is your quick-ship game on point? Maybe 
you shine with complex, custom projects. 
Whatever your company rocks at, scream 
it from the rooftops on your website. 

CALL ME
What do you want people on your 
website to do? Whatever it is, your 
website needs to nudge them toward 
doing it. 

Do you want them to call and discuss their 
project? Great! Then your company’s 
phone number should be prominent.  

Maybe you want people to request a 
quote. Then put a bright red “Request 
Quote” button on every page. 

Don’t make people think. Tell them what 
to do next and make it easy for them to 
do so. 

RUN A BROKEN LINK CHECKER
How annoying is it when you click a link 
that goes to a broken page?

Search engines hate it too. When 
Google finds broken links, it impacts 
how it views the quality of your site and 
can lower your rankings.

You may think your site doesn’t have 
any broken links but it probably does. It 
happens to the best of us.

Fortunately, the fix is easy. Just use one 
of the many free broken link checkers 
online and take care of those dead ends.

STAY IN TOUCH
Staying in front of people is Sales 101. 
And I can’t think of a better, more cost-
effective way to do it then by sending 
monthly emails to your contact list. 

These emails should be genuinely 
helpful and not read like 
advertisements. A good rule of thumb is 
80 percent educational and 20 percent 
promotional. 

After an email is sent, you receive all 
kinds of juicy data on who opened 
the email and clicked which links. That 
allows your sales team to follow up with 
people who demonstrated interest. 
Warm leads are the best! 

Now go put your company’s best foot 
forward and keep your brand top of 
mind. The orders will follow. +

HOW TO BUILD YOUR  
ONLINE MARKETING

SCOTT JOHNSON is the owner of Key 
Marketing Group and specializes in 
the door and hardware industry. Email: 
sjohnson@keymarketinggroup.biz.
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dormakaba’s interior glass systems bring the benefits of glass to your interior spaces.

• Manual sliding door systems 
• Fittings for glass doors & assemblies 
• Glass partitions 
• Horizontal Sliding Walls 
• Architectural pulls, handles, & locksets

dormakaba.us/Commercial-IGS

Smart Design 
is Transparent.



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.




