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COLUMNIN TOUCH

NEED AN INNOVATIVE  
STRATEGY FOR YOUR  
COMPANY? DHI CAN HELP!

AN INNOVATIVE MINDSET IS CRUCIAL TO THE CONTINUING SUCCESS 
OF ANY ORGANIZATION.

Innovation is defined by The Business 
Dictionary as “the process of translating 
an idea or invention into a good or service 
that creates value or for which customers 
will pay. To be called an innovation, an 
idea must be replicable at an economical 
cost and must satisfy a specific need.”

The definition also identifies the 
challenge: “Innovation involves 
deliberate application of information, 
imagination and initiative in deriving 
greater or different values from 
resources, and includes all processes 
by which new ideas are generated and 
converted into useful products.”

How do you orchestrate this type of 
mindset in a company today?

What if you could sit down and talk to a 
U.S. Naval Academy graduate who also 
has a degree from The Kellogg School of 
Management who produced a study for 
the National Association of Wholesale 
Distributors (NAW) called “Innovate to 
Dominate?” (This is the 12th Edition in 
the popular NAW “Facing the Forces of 
Change®” series.)

What if this expert could conduct 
research in our industry to customize 
the study for our industry? What if a 
game plan for your company could be 
developed with the guidance of the 
author of this research?

Well, it’s all happening.

Mark Dancer is the person I described, 
and he is conducting this research in our 
industry and will present the results at 
the 3rd DHI Management Summit, March 
25-27, 2020 in Austin, Texas.

In the introduction to the report, Dancer 
says, “There is a growing movement for 
distributors to compete as innovators of 
business services that can fend off the 
threat of disruption and, importantly, 
renew distribution’s hard-won reputation 
as a valued partner for customers 
and suppliers, and a viable source for 
products and solutions.”

He adds: “Change has come to 
distribution, and it is accelerating! Our 
goal is to help distributors ‘connect the 
dots’ between the forces of change and 
the innovations necessary to survive and 
thrive in this digital age.”

I wish this column could simply give 
you the answers on how to become 
a company of innovation. I have 
gained some wisdom over 30 years of 
involvement, but my advice would pale 
in comparison to this study.

I do have two recommendations:

Buy this study, which you can do through 
DHI after the 2020 Management Summit.

Come to the Summit and meet with Mark 
and other experts who are all tackling 
the idea of innovation.

By the way, those who attend the 
Summit will help us frame DHI programs 
dedicated to innovation during the next 
year. Only Summit attendees can partake 
in these programs.

I hope to see you at the beautiful Hyatt Lost 
Pines in Austin, Texas, from March 25–27, 
2020 for the DHI Management Summit. 
Learn more at www.dhisummit.org. +

JERRY HEPPES SR., CAE, is the CEO 
of DHI and the Door Security & Safety 
Foundation.
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Become a DSSF Ambassador for your community.
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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!



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? 
Operations manager, Consort 
Architectural Hardware, Dubai,  
United Arab Emirates.

WHAT WERE YOUR  
CHILDHOOD AMBITIONS? 
Like most kids from my area, I dreamt 
of being a professional football (soccer) 
player – but unfortunately for me, I was 
average at best.

WHAT WAS YOUR FIRST JOB? 
I delivered potatoes and eggs to 
people’s houses when I was 13. My 
first “proper” job was an apprentice 
locksmith.

WHAT LED YOU TO  
OUR INDUSTRY? 
Our locksmith department was part 
of a large architectural ironmongers 
(architectural hardware) company. This 
was back in the days when products 
were actually repaired. We would install 
and repair floor closers, overhead 
closers, locks, cylinders and safes. We 
would also manufacture and install 
roller doors. It was a natural progression 
to move off the tools and into the office.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
Attaining my AHC qualification.  
Coming from a European hardware 
background, I had no idea of U.S. 
hardware and legislation. It was a fantastic 
journey and I had the pleasure of meeting 
some great people along the way.

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE? 
Fitting in study time for my AHC, 
between work and family – especially 
with a son who didn’t sleep!

WHAT’S YOUR GUILTY PLEASURE? 
Following Glasgow Rangers Football 
Club and a keen interest in soul music 
from the 1960s and 1970s. 

WHAT IS YOUR FAVORITE  
BOOK/MOVIE? 
Movies are Quadrophenia, Pulp  
Fiction or Godfather 1 &2. Favorite 
book is “No Mean City” by A. McArthur 
and H. Kingsley Long.

WHO DO YOU CONSIDER  
A MENTOR OR HERO? 
Professionally, I was fortunate to work 
with some great “journeymen” in my 
youth, who all had a positive impact on 
me for different reasons. Personally, 
my mother and father taught me the 
importance of a strong and disciplined 
work ethic.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED? 
Be passionate and have pride in what 
you do.

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED? 
Watch and learn from people around 
you, take note of their attributes and 
use what you can to improve your skills.

HOW HAS YOUR  
INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER? 
DHI has given me a valuable knowledge 
of architectural hardware and codes 
and standards, which, added to 
my DipGAI qualification, enables 
my company to offer advice and 
solutions throughout the region for 
both European and North American 
specifications.  

DAVID GRAY, AHC,  
DipGAI, MInstAI, RegAI
CONSORT MIDDLE EAST LLC
DHI MEMBER SINCE 2018
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 AVAILABLE COURSES
TECHNICAL CURRICULUM:
COR117: Door, Frame, and Architectural Hardware Applications (32 hours)
COR123: Using Door, Frame and Hardware Standards (16 hours)
COR125: Takeoff and Estimating (16 hours)
COR140: Using Codes and Standards (24 hours)
COR147: Introduction to Specification Writing (24 hours)
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CE1505: Managing Projects, Time, Money and Material (4 hours)
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Did you know that DHI provides local education that can be conducted in your chapter or at your 
company?  While many chapters run education regularly, our education is available to anyone  
interested in holding classes.  We have educational offerings from entry level through advanced 
technical education.  Let’s get started!

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

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

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

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

BRING  
INDUSTRY 
EDUCATION  
TO YOUR 
CHAPTER OR 
COMPANY

Education
Your Career, Our Commitment
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Most of the code questions that arise on a 
project are very specific. Does Door 101 require 
panic hardware? Is the electromagnetic lock in 
Hardware Set 4 required to be listed to UL 294? 
Is gasketing mandated for the patient room 
doors in the memory care wing? 
Before these questions can be answered, 
however, it’s important to understand 
the fundamentals of codes – a solid 
foundation upon which to build. 

This article addresses three topics that 
are crucial for anyone who works with 
the model building codes and fire codes, 
state modifications, referenced standards 
and accessibility requirements.

Which set of code 
requirements must be 
followed? Which code 
supersedes the others? 
The first step when researching a 
code issue is to identify which code 
publication – and which edition of that 
document – has been adopted in the 
project’s jurisdiction. When should the 
International Building Code (IBC) be 
referenced, or the International Fire 
Code (IFC), NFPA 101 – Life Safety 
Code, or a different code altogether? 

Different editions of the codes often 
have varying requirements, and what 
about all those state code modifications 
and referenced standards?

If the building is in the design or 
construction phase, or undergoing a 
renovation, the applicable code would 
typically be the building code that was 
in effect when the building permit was 
issued. If it’s an existing building, the 
adopted fire code would be used, or 
possibly the existing building code, 
depending on the project and the 
jurisdiction. 

Most states adopt a building code and a 
fire code, often with state modifications. 
If a state does not adopt a building code 
or fire code, the larger cities within 
that state may adopt these codes. In 
some cases, cities will make their own 
code modifications even if the state has 
adopted a code for use statewide.

Many states also adopt accessibility 
standards, which could be part of 
the state building code, or might be a 
separate publication. The Americans 
with Disabilities Act (ADA) is a 
federal law, so the ADA Standards for 
Accessible Design could be enforced 
across the country. To complicate 
matters further, some buildings must 
comply with codes that are different 
from the codes that have been adopted 
by the state. Often those projects will 
have to comply with the most stringent 
requirements of each applicable code.

Let’s use Massachusetts as an example.

By using Google to search for 
“Massachusetts State Building Code,” 
I found that the state adopted the 
9th edition of the Massachusetts 
State Building Code on October 20, 
2017, with a concurrency period that 
extended until the last day of 2017.

Building permits issued during the 
concurrency period could either be 
permitted under the 8th or 9th edition 
of the code. The 9th edition is based on 
the 2015 edition of the International 
Building Code, with Massachusetts 
amendments. To get a complete 
understanding of a particular code 
requirement, both the 2015 IBC and 
the 9th edition amendments would 
have to be consulted. 

For new and existing buildings in 
Massachusetts, the fire marshal 
will enforce the adopted fire code. A 
search for “Massachusetts State Fire 
Code” leads to a state government 
page that notes as of January 1, 2018, 
Massachusetts adopted the 2015 
edition of NFPA 1 – Fire Code, with 
some Massachusetts amendments. 
NFPA 1 references NFPA 101 – Life 
Safety Code for means of egress 
requirements. Massachusetts fire code 

Building codes, 
fire codes, 
accessibility 
standards and 
more are often 
a labyrinth of 
sometimes 
competing 
requirements. To 
make sense of this 
world, begin with 
the answers to 
three fundamental 
questions.

BY LORI GREENE,  
DAHC/CDC, FDAI, FDHI, CCPR
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officials are enforcing a different code 
than the building code officials, which 
could create conflicts between the two 
sets of requirements.

Searching for “Massachusetts Access-
ibility Standards” leads to information 
about the Massachusetts Architectural 
Access Board, as well as links to the 
current and past editions of the Mass-
achusetts AAB standards (521 CMR).

These state standards are similar to the 
national accessibility standards – the 
ADA Standards for Accessible Design, 
and ICC A117.1 – Accessible and Usable 
Buildings and Facilities. However, 
there are some differences between 
these publications. For example, the 
national standards require operable 
hardware to be mounted between 34 
inches and 48 inches above the floor, 
but the Massachusetts standards 
require operable hardware to be 
mounted between 36 inches and 48 
inches above the floor. 

As mentioned, sometimes a code may 
be enforced that is different from those 
adopted by a state or jurisdiction. 
When Massachusetts health care 
facilities are surveyed by the Joint 
Commission (or another accrediting 
organization) on behalf of the Center 
for Medicare and Medicaid Services 
(CMS), the 2012 edition of NFPA 101 
is currently enforced, even though the 
state building code and state fire code 
are based on other codes/editions. 

There are additional codes and 
standards used in Massachusetts 
that could affect doors and hardware, 
including the electrical code, the 
energy code, the fire alarm code, and 
all of the standards referenced by the 
codes listed above. So, the question 
is … which code is the code? Which 
requirements apply? 

The 9th edition modifications include 
changes to the 2015 IBC, and the 
state accessibility standards add 
another layer of mandates. There are 
requirements of the 2015 edition of 
NFPA 101 that are different from the 
IBC. For example, NFPA 101 allows 
mechanical locks on the stair side of 
some stair doors – the IBC does not. 

Because the IBC is more stringent 
on this issue, the AHJ would require 
compliance with the IBC. Typically, the 
most stringent requirements must be 
followed, which requires familiarity 
with all the codes.

Who is the Authority  
Having Jurisdiction (AHJ)?  
Who has the final say? 
When researching the codes and stand-
ards, it’s not uncommon to see references 
to the Authority Having Jurisdiction, 
or the AHJ. For instance, the term 
“approved” is defined by the National 
Fire Protection Association (NFPA) 
as, “acceptable to the authority having 
jurisdiction.” This means that whenever 
NFPA 101 – Life Safety Code refers to an 
“approved automatic sprinkler system” 
it is referencing a system that has been 
approved by the AHJ. 

In the NFPA codes and standards, the 
AHJ is defined as, “An organization, 
office, or individual responsible for 
enforcing the requirements of a code or 
standard, or for approving equipment, 
materials, an installation, or a 
procedure.” 

Annex A of NFPA 101 and NFPA 80 
both contain a paragraph further 
explaining the definition of the AHJ. 
The explanatory information in the 
annex clarifies that jurisdictions and 
approval agencies vary, so the term 
is used broadly in NFPA documents. 
The AHJ may be a federal, state, local, 
or regional department or individual. 
It could be a fire chief, fire marshal, 
labor or health department, building 
inspector, electrical inspector, insurance 
inspector, or others having statutory 
authority. In some instances, the 
property owner may assume the role of 
the AHJ, and in government buildings, 
the AHJ is often the commanding 
officer or departmental official. 

The IBC and the IFC use the term AHJ 
less frequently, but that is because 
those codes are more specific regarding 
which authority is enforcing the 
applicable code. 

In the IBC, the term “approved” is 
defined as, “acceptable to the building 
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official” because the building official or 
building inspector would normally be 
enforcing the IBC. 

The IFC defines the term “approved” 
as, “acceptable to the fire code official” 
and includes many references to the 
fire code official throughout the code.

In short, the AHJ is the organization 
or individual that is responsible for 
enforcing a code. It is common to have 
more than one AHJ on a project, and 
often they are enforcing different codes. 
For example, during the construction 
phase of a new hospital, the building 
inspector would typically be the AHJ 
and would enforce the adopted building 
code. The local fire marshal would 
also be an AHJ and would enforce the 
adopted fire code – during construction 
and throughout the life of the building. 
If the facility receives funding from 
the Center for Medicare and Medicaid 
Services (CMS), the Joint Commission 
is often an AHJ, certifying that the 
facility is compliant with the standards 
adopted by CMS.

When using NFPA 101 —  
Life Safety Code, should the 
chapters for new or existing 
buildings be referenced? 
When does a new building 
become an existing building?
For most occupancy types, the Life 
Safety Code includes separate chapters 
containing requirements for new 
buildings and existing buildings. For 
example, Chapter 18 is New Health Care 
Occupancies and Chapter 19 is Existing 
Health Care Occupancies. Some of the 
requirements of the two chapters are 
the same and some are not. It’s pretty 
obvious when a building is new, but 
when does it become existing?

NFPA 101 defines an existing building 
as, “A building erected or officially 
authorized prior to the effective date of 
the adoption of this edition of the Code 
by the agency or jurisdiction.”

For example, the adoption of NFPA 
101-2012 by the Centers for Medicare 
and Medicaid Services (CMS) was 
effective on July 5, 2016. The memo 
announcing the adoption stated, 

“Buildings constructed before July 5, 
2016 can meet Existing Occupancy 
requirements. In addition, buildings 
that receive design approval or 
building permits for construction 
before July 5, 2016 can meet Existing 
Occupancy requirements. All other 
building construction must meet New 
Occupancy requirements.” 

In addition, to qualify as existing, a 
building must have been in the CMS 
program prior to the date in the memo, 
and the building must have been built 
to health care standards.

When the requirements for existing 
buildings are less stringent than 
the requirements for new buildings, 
does this mean that a hospital built 
before 2016 only needs to meet the 
requirements for existing buildings? 

Not necessarily. If a building was 
designed and constructed to meet 
the life safety requirements for new 
buildings, NFPA 101 prohibits those 
features from being removed or 
reduced, stating, “No existing life safety 
feature shall be removed or reduced 
where such feature is a requirement for 
new construction.” (Refer to the NFPA 
101 Handbook for examples.)

If the requirements for an existing 
building are more restrictive than 
the requirements for a new building, 
NFPA 101 does allow existing life 
safety features to be decreased to 
those required for new buildings. But 
– extreme caution is recommended 
because the less-restrictive provisions 
might be the result of new requirements 
in other sections of the code. 

An example of this would be if an 
existing building was required 
to have corridors with a 1-hour 
fire-resistance rating, and a new 
building did not require the rated 
corridors, but this change was due to 
increased requirements for sprinkler 
systems. The corridor rating could 
not be reduced unless the sprinkler 
requirements were met.

The bottom line is … new buildings 
are those built (or those with building 
permits issued) after the adoption of 
the code, and existing buildings are 

those built (or permitted) before the 
adoption date. But a life-safety feature 
required when the building was new 
may not be removed or downgraded 
just because the building becomes an 
existing building at some point in time.

CONCLUSION
Codes can seem complicated, but 
taking the first step will help simplify 
the process of interpreting the codes. 
Find out which codes apply to the 
project and understand how each of 
the publications addresses the issue in 
question. Follow the most restrictive of 
these requirements. 

For instance, if the adopted fire code 
requires panic hardware for doors 
serving certain occupancies with an 
occupant load of 100 people or more, 
and the adopted building code requires 
panic hardware for those occupancies 
when there is an occupant load of 50 
people, the building code requirements 
are more restrictive and must be 
followed. 

The standards referenced by a code 
normally include more detailed 
requirements related to a specific 
building component or application. 
Modifications made by a state, county, 
or city will often incorporate changes to 
address issues particular to that area. 

When questions arise, some codes 
and standards have a commentary 
or handbook version available with 
additional information, and many topics 
have been addressed on iDigHardware.
com and in past “Decoded” columns in 
this magazine. For official interpreta-
tions, consult the AHJ(s). +

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.
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Lean Construction 
Improves Your  
Bottom Line

If you haven’t been exposed to a Lean construction project 
already, the odds are pretty good that it will happen soon. 

By preparing now, you can increase your customer satisfaction, 
employee engagement/efficiency, organizational agility and 
your return on investment. This is not an easy journey, but it is 
one well worth considering given the benefits. 

When companies hear the word “lean,” there are often 
misconceptions that cutbacks and belt tightening are on 
the horizon. On the contrary, this Lean describes a practice 
that is strategic and engages everyone in the organization to 
participate in change that creates positive growth.

What is Lean?
Lean is a word assigned to represent the Toyota Production 
System (TPS) by a scientific team from the Massachusetts 
Institute of Technology (MIT) that studied the company’s 
success from just after World War II to the late 1980s.

The term was popularized after the MIT team’s lead scientists, 
James Womack and Daniel P. Jones, wrote the books, “The 
Machine that Changed the World” (1990) and “Lean Thinking” 
(1996). 

Lean principles were implemented in manufacturing and 
expanded to touch every industry and sector, including not-for-
profit organizations. While the methodology and philosophy of 
Lean is most closely associated with “The Toyota Way,” there 
were many earlier influences that contributed to its success. 
This includes Ford’s achievements with mass production and 
standardization of the Model T as well as the progressive 
Quality Management System of William Edwards Deming.

BY JOHN W. MANES, DAHC, 
EHC, FDHI AND CARLA 
CIEPLISKI, P.ENG.

LEARN HOW TO MAXIMIZE CUSTOMER 
VALUE BY ELIMINATING WASTE AND 
EMBRACING CONTINUOUS IMPROVEMENT. 
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Lean is most universally defined 
as maximizing customer value 
through the elimination of waste, 
working within a continuous 
improvement and respect-based 
culture. Following are the universal 
principles for guidance:

• Identify/clarify and define the 
value desired by the customer.

• Understand the value stream or work 
activity involved in delivering this value 
throughout the organization and use this to 
eliminate waste.

• Strive to create continuous, smooth flowing 
processes through the improvement efforts. 

• Create pull in the process based on the 
downstream demand in order to support flow 
by eliminating all forms of waste.

• Continually improve and refine all of the 
above on an ongoing basis.

Waste is always viewed in the context of value, 
and it should be considered from the customer’s 
perspective versus the individual’s preference. The 
DOWNTIME acronym is a way to identify waste 
categories to inspire and target improvement 
efforts, as shown in the chart below.

Why Lean Matters
During the past 70 years, Lean 
has evolved to pervade many 
industries, including construction. 
Our industry may be one of the 
last to adopt this, likely because 
construction as we know it is a 

complicated, messy supply chain, 
and an inherently inefficient affair. 

Each project is unique, with many 
stakeholders whose agendas are often at 

odds with one another. Contracts are typically 
written in a top-down fashion, focused on 
shifting risk rather than fostering collaboration. 

The good news is that attitudes are slowly 
changing because owners are frustrated with the 
status quo and are searching for better solutions. 
The Lean Project Delivery approach is a great 
alternative because it provides better value to the 
owner while improving everyone’s experience 
and bottom line, which is truly a win-win 
scenario. 

Building owner/customer demand is driving 
the desire to bring in Lean, as evidenced by the 
2018 issue of “ConsensusDocs 305.” It contains 
an addendum that can apply to any type of 
construction contract and is intended to align 
all parties to a common set of Lean construction 
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DOWNTIME AS DEFINED IN LEAN CONSTRUCTION

DEFEC TS
Efforts caused by 

rework, scrap, and 
incorrect information.

OVERPRODUC TION
Production that is  

more than needed or  
before it is needed.

NON-UTILIZED 
TALENT

Underutilizing people’s 
talents, skills, and knowledge.

WAITING
Wasted time  

waiting for the next 
step in a process.

TR ANSPORTATION
Unnecessary  

movements of products  
and materials.

MOTION
Unnecessary 

movements by 
people (e.g. walking). 

INVENTORY
Excess products 

and materials being 
processed.

EX TR A-PROCESSING
More work or higher  

quality than is required  
by the customer.
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practices. (See www.consensusdocs.
org/consensusdocs-305-

new-tool-to-contract-for-
Lean-projects/ for more 

information.)

Lean Project Delivery 
may sound new, but 

it has existed for 
some time. The 
International 
Group for Lean 
Construction 
(IGLC) was 
founded in 1993, 
with a vision of 
Lean construction 

including 
architects, engineers 

and contractors. 

The U.S.-based Lean 
Construction Institute was 

founded in 1997 to support 
the adaptation of Lean to 

address the construction industry’s 
unique challenges. The Institute has 
a growing membership including 
owners, consultants, contractors, 
trades, suppliers and service 
professionals. 

Lean Construction Institute Canada 
was the tenth global member to join 
the movement, formed in 2015 with the 
support of the Canadian Construction 
Association.

Lean in Your Business
Lean principles, practices, and tools 
can be used to transform every aspect 
of your organization. If your company 
provides pre-installed or prefabricated 
solutions to your customers, you are 

already on your Lean journey without 
realizing it. Our industry has begun 
to embrace prefabrication because it 
creates more value-adding activity and 
reduces waste (see DOWNTIME chart 
on page 13). All organizations that 
embark on an initiative like this or any 
other significant change experience 
bumps or constraints on the way to 
achieving full success. Lean practice 
fosters an environment that improves 
the relationship that people have with 
their work to allow team-led solutions 
to remove constraints.

One simple but extremely powerful 
concept of Lean is the continuous 
improvement cycle or PDCA, which 
stands for PLAN, DO, CHECK, ACT/
ADJUST. 

PLAN 
This stage involves setting up a very 
collaborative team that includes all 
stakeholders of the process being 
reviewed. Using the prefabricated 
delivery example, this team might 
include representatives from the supply 
chain, warehouse, installation crews, 
coordinators, project managers and 
others as required. It is extremely 
important to create an environment 
that allows all affected parties to feel 
comfortable having their say with 
no fear of reprisal. You may want to 
consider including a trusted customer 
in this group.

The team starts by identifying the 
“current state.” This needs to be a 
brutally honest assessment of where 
the organization is today, relative to 
the project or process. 

PLAN

CHECK (STUDY)

DOACT (ADJUST)
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Lean principles, practices, 
and tools can be used to 
transform every aspect of 
your organization.
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Next the team will identify what success looks 
like, or a “future state.” There will undoubtably 
be a gap between these two states, filled with 
roadblocks or hurdles that need to be cleared 
away to reach the desired future. 

The team will examine each of these challenges 
or “opportunities for improvement” as referred 
to in Lean philosophy and develop agreed 
upon countermeasures including identification 
of responsible individuals and appropriate 
timelines. The group will also agree upon a set of 
metrics that can be used to evaluate whether the 
implemented countermeasures are working as 
intended.

DO 
The “doing” step is about the actual exec- 
ution of the plan agreed to by the team.

CHECK 
The check step is critical and often overlooked 
by organizations. At agreed upon intervals, the 
team evaluates what is working and what needs a 
course correction. This promotes a “learn to see” 
culture using data and evidence to assess the 
results vs. processes.

ACT/ADJUST 
Depending on the result of the CHECK, this stage 
is about making the course corrections. Once 
course corrections are identified, a revised plan 
needs to be agreed upon, including identified 
changes or revised metrics. This in fact becomes a 
new plan for the process to repeat the cycle. 

Being truly Lean as an organization means you 
are committed to continuous improvement. 
Therefore, the process never stops. The iterative 
improvement journey continues forward to adapt 
to new inputs in the environment, technology 
and related processes, either as refined, smaller 
corrections or innovative breakout adjustments. 

Pull Planning Session
These sessions are intended to be a Lean, 
collaborative, visual planning exercise that 
engages trade input earlier in the design and 
construction process. 

The concept of “Pull” means that planning is 
worked backwards from the end date to identify 
the best sequence and coordination of work in a 
realistic and reliable way. This was inspired by 
Toyota’s system where work was only executed 
based on customer demand, and upstream work 
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activity was “Pulled” to occur just-in-time, 
without excess work-in-process inventory. 
The concept of Pull is part of a larger practice 
called the Last PlannerTM System, which is 
made up of multiple layers of iterative and 
agile planning that is connected through 
major project milestones. 

Applying this system and the supporting 
techniques would be part of the 
ConsensusDocs 305 addendum agreement. 
This is a very different way from normal 
practice to schedule and plan work execution, 
with a huge focus on collaboration.

You can expect open discussion on the details 
of how your work breaks down and a lot of 
sticky notes. Sticky notes are the way work 
is proactively and visually broken down into 
tasks that can be adjusted on a planning 
board. This way they can be moved around 
in a Push/Pull system to determine the best 
way to coordinate with other construction 
activities in a reliable and realistic manner. 

Part of this process is to also identify what 
requirements or “conditions of satisfaction” 
are needed before committing to the plan. 

This becomes even more important for 
longer lead time items and more complex 
work. Respect should be at the heart of Lean 
Project Delivery, as this process is intended 
to promote trust, transparency and mutual 
accountability.

An example of this collaborative plan- 
ning process might play out as follows:

A discussion occurs between the electrician, 
the security integrator, and the doors, frames 
and hardware (DFH) subcontractor, who are 
figuring out the best possible way to make 
the schedule, including who needs what by 
when. This approach will quickly identify 
constraints, overlaps and gaps that can be 
corrected prior to starting the work. At the 
end of the discussion everyone agrees on, 
and makes a commitment to, the schedule, 
including constraint elimination. 

This is very different from the typical top-
down approach where a general contractor 
issues a schedule that subcontractors are 
contractually required to meet, regardless of 
the existing constraints that they may have no 
influence over. 
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Last PlannerTM System is intended for 
the entire process flow of a project 
from design through turnover, which 
means that constraints identified 
in one workflow involving another 
stakeholder group can be responded to 
proactively. 

For instance, your Pull Planning 
Session may identify that certain 
timelines need to occur for the review 
of shop drawings in order to enable the 
schedule. This information would be 
captured in a transparent way so that 
the connection of the drawings to the 
work execution is clear and therefore 
the appropriate follow-up can occur 
with the consultants directly.

Connecting With Lean
Lean construction is an outcome 
of a much larger Lean community 
that is expanding to include design 
(architectural/engineering) and 
construction. 

Beyond project delivery, implementing 
Lean principles and philosophies 
can truly transform all facets of 
your business by using the guiding 
principles to maintain alignment and 
focused direction for employees. There 
are frameworks available that support 
Lean transformation at an organization 
level. (See “The Lean Transformation 
Framework” chart on page 16.)

Lean education can be easy to access 
if you seek it out. See if your local 
construction association has a Lean 
community of practice. These groups 
are very grassroots and generally 
offer exposure to Lean construction 
principles by holding small education 
events, sometimes referred to as a 
Lean Coffee. 

The Lean Construction Institute 
(LCI) is another great resource to 
help begin to navigate Lean (www.
leanconstruction.org). Other 
resources include the Lean Enterprise 
Institute (www.lean.org) and the 
Lean Construction Blog (www.
leanconstructionblog.com).

Lean is a journey, not a destination. 
It is definitely not an easy journey, 
but it is very rewarding and tangibly 
beneficial once you get on the path. +

SDCSecurity.com  •  800.413.8783

the lock behind the system

Security Door Controls

Combine with our Auto EntryControlTM Low Energy Swing Door Operator, PT-5 Concealed 
Heavy Duty Power Transfer Device, and 631RF filtered and regulated 1.5 Amp Power Supply 
to create your own, ADA and Fire Life Safety Compliant Electrified Access Control Solution.

http://www.sdcsec.com/Z7700

Available in four models*:
• Z7730 - failsafe, solenoid locks/
unlocks outside lever
• Z7732 - failsecure, solenoid locks/
unlocks outside lever
• Z7750 - failsafe, solenoid locks/
unlocks both levers simultaneously
• Z7752 - failsecure, solenoid locks/
unlocks both levers simultaneously

Optional Full Monitoring 
Capability includes:
• Request-To-Exit
• Door Position Status
• Latchbolt Monitoring

Electric Solenoid control 
of inside, outside or 
both door levers. Com-
bines versatile passage 
functionality with failsafe 
or failsecure access 
control while meeting 
ADA Compliance

Mortise Latch Retraction 
for use on fire rated 

doors to provide access 
control and building and 

fire life safety compliance. 
Door stays latched even 

when de-energized. 
Ideal for automatic door 

opener applications

STRENGTH. COMPLIANCE. 
VERSATILITY.

*24VDC only.

MLR Z7700 Series Electrified Mortise Locksets

Dual Purpose Latch Retraction Mortise 
Lockset with Electrified Trim Control.

JOHN W. MANES, 
DAHC, EHC, FDHI is 
a director and chair of 
Spalding Hardware 
Systems and has over 
40 years of 
experience in the 
door and hardware 
industry. He is a past 
president of DHI, The 

Door Safety and Security Foundation and DHI 
Canada. He is the current chair of the Calgary 
Construction Association Lean Community of 
Practice. Email: jmanes@spaldingssd.com.

CARLA CIEPLISKI, 
P.ENG. is a continuous 
improvement consult- 
ant, trainer and Lean 
coach with over 20 
years of multisector 
experience. Recently, 
she has been support- 
ing the growing Lean 

Design & Construction movement in Western 
Canada as a resource and collaborator on 
Lean thinking strategies for builders, owners 
and consultants in the industry.  
Email: carla@ternionresults.ca.
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BY SCOTT DETIENNE, 
RA, CPP, CCS, BSCP, 
AHC AND KYRA 
TALLON, AIA, NCIDQ, 
LEED AP BD+C 

Learn the latest requirements and technical 
specifications for Sensitive Compartmented 
Information Facilities (SCIF) and Sensitive 
Classified Information (SCI).

REQUIREMENTS 
FOR SCIF DOOR 
ASSEMBLIES

General requirements for standard door, frame 
and hardware components, (door assemblies) 
and related construction items utilized for SCIFs 
based on Intelligence Community Standard 
Number 705-1 (ICS 705-1, 9/2010) and Technical 
Specifications for Construction and Management 
of Sensitive Compartmented Information 
Facilities Version 1.4 (IC Tech Spec for ICD/ICS 
705, 9/2017) are provided in this article. 

These requirements are relevant to architects, 
engineers, building managers and designers of 
SCIF facilities. This article quotes ICS 705 and 
the IC Tech Spec, which is open for public use and 
readily available on the internet. 

SCIF and SCI
SCIF stands for a “Sensitive Compartmented 
Information Facility,” which is an accredited 
area where sensitive classified information 
(SCI) may be handled, stored, used, discussed 
and/or processed. SCI stands for “Sensitive 
Compartmented Information,” which is required 
to be handled within SCIFs meeting the 
requirements of the ICS 705 and the IC Tech Spec.

ICS 705-1
Intelligence Community Standard Number 705-1 
(ICS 705-1) is the Physical and Technical Security 
Standards for Sensitive Compartmented Facilities. 
The current edition is effective as of September 
17, 2010. It consists of basic SCIF design and 
administrative requirements. ICS 705 references 
the IC Tech Spec for construction details and 
requirements. Other SCIF manuals prepared by 
other military or governmental organizations are 
available, but most are not open for general public 
use without a “need to know.” Those manuals are 
not addressed in this article.

Analytical Risk Management Process
The Accrediting Official (AO) along with the Site 
Security Manager (SSM) evaluates each proposed 
SCIF for threats, vulnerabilities and assets to 
determine the most efficient countermeasures 
required for physical and technical security. 

To ensure security oversight is applied throughout 
development and accreditation, all SCIF planning 
begins with sponsorship by an AO. The AO 
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will accredit the SCIF according to the ICS 705 
standard checklist and additional security needs 
based on military or other government-generated 
threat assessment requirements specific to the 
SCIF. All SCIFs must be accredited by the AO 
prior to conducting any SCI activities.

Security in Depth (SID) describes the factors that 
enhance the probability of detection before actual 
penetration to the SCIF occurs. The existence of 
a layer, or layers, of security that offers mitigation 
for risks may be accepted by the AO. An important 
factor in determining risk is whether layers of 
security already exist at the facility. If applied, these 
layers may, with AO approval, alter construction 
requirements and extend security alarm response 
time to the maximum of 15 minutes

Basic SCIF Requirements 
The four basic SCIF Requirements for a Closed 
Storage Classification within the United States, 
are as follows:

 “Permanent Dry Wall Construction,” 
as defined in “General Construction 
Requirements” below

 The SCIF must be alarmed with an electronic 
intrusion detection system (IDS)  

 SCI must be stored in General Service 
Administration (GSA)-approved security 
containers for “Closed Storage Classifications”

 There must be a response force capable of 
responding to an alarm within five to 15 
minutes after annunciation and a reserve 
response force available to assist the 
responding force 

General Construction Requirements  
per ICD 705 and Recommendations 
The general construction requirements for a SCIF 
per ICD 705, with emphasis on door assemblies, 
are quoted. ICD 705 requirements are often 
performance based, therefore, my schematic level 
recommendations are also indicated.

 SCIF perimeters include all walls that outline 
the SCIF confines, floors, ceilings, doors, 

windows and penetrations by ductwork, pipes 
and conduit. The SCIF perimeter walls, floors 
and ceiling must be permanently constructed 
and attached to each other. To provide visual 
evidence of attempted entry, all construction, 
to include above the false ceiling and below 
raised floor, must be done in such a manor 
as to provide visual evidence of unauthorized 
penetration.

 The basic SCIF walls are a Standard Acoustic 
Wall assembly, recommended to consist of the 
following minimum requirements (from IC 
Tech Specs, Chapter 3.C.1):

1. Three layers ⅝ inch-thick gypsum 
wallboard (GWB), one layer on the 
uncontrolled side of the SCIF and two on 
the controlled side of the SCIF, to provide 
adequate rigidity and acoustic protection 
(Sound Class 3).

2. Wallboard shall be attached to 3 ⅝ inch-
wide 16-gauge metal studs or wooden 2 x 
4 studs placed no less than 16 inches on 
center.

3. 16-gauge continuous track (top and bottom) 
with anchors at 32 inches on center 
maximum – bed in continuous bead of 
acoustical sealant.

4. The interior two layers of wallboard shall 
be mounted so that the seams do not align 
(i.e. stagger joints).

5. Acoustic fill 3 ½ inch (89mm) sound 
attenuation material, fastened to prevent 
sliding down and leaving void at the top.

6. The top and bottom of each wall shall be 
sealed with an acoustic sealant where it 
meets the slab. 

7. Fire safe, non-shrink grout or acoustic 
sealant in all voids above/below track both 
sides of partition.

8. Entire wall assembly shall be finished 
and painted from true floor to true ceiling 
(below raised floor systems and above 
dropped ceilings). 
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Additionally, wall construction should meet building and life 
safety code requirements where perimeter walls abut egress 
and other uses that require smoke and fire separation. 

Entrance, Exit and Access Door Requirements
 There shall be only one primary SCIF entrance where 

visitor control is conducted. With AO approval, 
additional entrance doors may be designated for use by 
SCIF residents provided that the doors are equipped 
with an approved access control system and are secured 
with an approved deadbolt or lock when the SCIF is 
not occupied. The deadbolt shall not be accessible 
from the exterior. A GSA-approved pedestrian door 
egress device meeting Federal Specification FF-L-2890, 
specifically modified for secondary SCIF door use with 
no combination lock and a capability of deadlocking the 
access control feature after hours, shall be provided.

 Primary entrance doors shall be equipped with the 
following (3.E.1):

1. A GSA-approved pedestrian door deadbolt meeting 
Federal Specification FFL- 2890. 

2. A combination lock meeting Federal Specification 
FF-L 2740. The “X-10” combination deadbolt lock, 
as manufactured by Kaba-Mas, is currently the only 
GSA-approved combination deadbolt lock available. 
This lock was approved by the GSA under the 
requirements of Federal Specification FF-L-2740B on 
April 9, 2013.

3. An approved access-control device.

4. Doors may be equipped with a high security keyway 
for use in the event of an access control system failure.

5. All perimeter SCIF doors shall be equipped with 
an automatic, non-hold door-closer which shall be 
installed internal to the SCIF, if possible.

 Wood doors shall be solid wood core, a minimum  
of 1 ¾ inches thick. Steel doors shall be 18 gauge,  
1 ¾ inch-thick face steel with hinges reinforced to 7 
gauge and door closure reinforced to 12 gauge. Lock  
area shall be predrilled and/or reinforced to 10 gauge.

 “Specifications of doors, combination locks, access 
control devices and other related hardware may be 
obtained from the SSA.

 SCIF doors are recommended to be 3-foot wide, single, 
swing, flush face doors. These doors should be without 
louvers, unusual undercuts, vision lights, transoms or 
side lights. Door pairs and exterior door assemblies 
should also be avoided. 

 SCIF door assembly STC ratings shall match the adjoining 
wall STC ratings. In addition, appropriate UL sound 
rated gasketing, including UL sound rated threshold 
and / or automatic door bottoms are recommended. 
Acoustic testing is conducted at multiple points along the 
SCIF perimeter, including doors and windows, to ensure 
construction meets the required STC rating. (9.c)

 SCIF door assemblies are recommended to match the 
general building door and frame style, size, appearance, 
color and finish to the extent possible. This includes paint 
finishes as well as wood door species, grain and stain.

 SCIF door frames are recommended to be standard 
2-inch wide metal frames, fully welded type (in lieu 
of knocked-down type) and installed prior to stud 
installation. The abutting studs are recommended to be 
anchored to the door frames. Frame styles can include 
all readily available welded types such as wrap-around 
(masonry or drywall) to masonry abutting frames for 
existing masonry conditions. 

 SCIF door frames are recommended to be grout filled, 
even at stud walls, and the lockset or electric strike 
should include a strike “mortar guard” that is installed 
on the back side of the frame to prevent grout spilling out 
the strike opening. In addition, jamb supporting studs 
are recommended to be doubled and horizontally braced 
with 16-gauge metal plates or metal studs, to adjacent 
studs to prevent “pry-open” opportunities. Grout fill of 
the frames also improves sound isolation. Grout fill may 
require a special consideration to field drill a ¾-inch 
hole at the top of the jamb to allow grout injection, 
followed by a cap secured over the hole. This requirement 
should be coordinated with the frame manufacturer.

 SCIF doors may be out-swing or in-swing. Out-swing 
doors (“reverse” swing doors that swing in the direction of 
the public corridor or key side and also known as “seated 
pressure” doors) typically provide better forced entry and 
blast resistance given the continuous door frame stop. In 
fact, door assemblies required to offer the highest levels 
of forced entry protection, such as “Miami-Dade County” 
hurricane resistance door assemblies and blast resistance 
door assemblies, typically are out-swing doors that rely 
on the frame stop to obtain additional strength from 
outside generated pressures or forces. Out-swing doors 
must be equipped with hinges that have non-removable 
pins (NRP), welded set screws, etc. Hinge studs are not 
uncommon. Out-swing doors should also have latch guard 
plates to prevent manipulation of the door latch at the 
strike. In-swing doors, however, are probably utilized 
more than out-swing doors for access to SCIFs, offer more 
than adequate overall protection, do not have strike or 
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electric strike manipulation opportunities and may be 
required for code reasons, such as to prevent out-swing 
door interference or encroachment into the adjoining 
corridor. However, most building codes require doors to 
be out-swinging (swing in the direction of the means of 
egress) if the room that the door serves has an occupancy 
load greater than 50 people.

 SCIF doors are recommended to meet ANSI/SDI A250.8 
for level and model and ANSI/SDI A250.4 for physical 
performance level, be at least Level 2 and Physical 
Performance Level B (Heavy Duty), full flush or seamless, 
with the door manufacturer’s standard core construction. 
Frames are recommended to be at least 0.053-inch thick, 
full profile welded, with stud-wall type anchors. 

 SCIF door assembly hardware is recommended to meet 
Builders Hardware Manufacturers Association (BHMA) 
Grade 1 requirements. In general, the door hardware 
should match the general building hardware to the extent 
practical. This includes butt-hinge style, closer type and 
style, door signage, stops, lock set lever style and trim 
style. Generally, stainless steel or coated steel is the 
recommended surface finish and base material.

 SCIF doors are recommended to have lever locksets with 
“store-room function.” This set has inside and outside 
lever handles. The outside lever handle is always locked 
and requires a key from the outside to allow entry. 
Removal of the key reverts the outside lever to the locked 
position. The inside lever always allows free existing. 
This lockset works with the card reader and electric 
strike system so the card reader retracts the electronic 
strike and only requires pushing (or pulling) the locked 
lever to open the door. The levers should also meet 
ADA-AG accessibility configuration requirements. 

 SCIF doors are required to have closers and recommended 
to have stops. Closers should have functions meeting 
ADA-AG accessibility force-to-open requirements and 
should be installed on the protected side. Closers should 
not be equipped with hold-open devices. In addition, the 
door stop should be simple floor or wall bumpers and 
not be equipped with hold-open devices. Overhead stops 
should be avoided, but if provided, must be coordinated 
with the closer to ensure proper operation. They should 
also not have hold-open devices.

 SCIF door locksets are recommended to have removable 
lock cylinders for quick change of the cylinder, should the 
integrity of the cylinder be in question. The government’s 
personnel (not the contractor’s) are recommended to obtain 
lock cylinders directly from the manufacturer and install 
these cylinders. High security cylinders are also possible, 
but standard cylinders are common on SCIF doors as the 
overall locking strategy relies on the deadbolt.

 SCIF lockset cylinders are recommended to have unique 
“change keys.” Keying is NOT recommended to be part 
of the building’s overall master key system. In addition, 
keys should indicate “DO NOT DUPLICATE,” be 
numbered and only assigned to designated officials. 

 SCIF door sequence of operation is recommended as follows:

1. Activation of the X-10 combination deadbolt.

2. Activation of the card reader, which electronically 
deactivates (opens) the electric strike and “shunts” 
(turns off) the door contact (balanced magnetic 
switch). 

3. Push (or pull) of the locked lever, without use of the key.

4. Entry is also possible by activation of the combination 
deadbolt and use of the lockset key without activation 
of the card reader, but this should cause an alarm. 
Entry without activation of the card reader should 
cause activation of the door contact and signals an 
alarm.

5. Exiting requires turn of the “thumb turn” on the 
inside face of the X-10 combination deadbolt and 
turning the lever. The electric strike remains in the 
locked position and the lockset allows “free existing.”

Intrusion Detection Systems (IDS)
 SCIFs shall be protected by IDS when not occupied. 

The AO shall approve IDS proposals and plans prior to 
installation within a SCIF. IDS consist of four phases: 
detection phase, reporting phase, assessment phase, 
response phase. IDS shall detect unauthorized human 
entry into the SCIF. Motion detection sensor shall be 
provided in the SCIF. Door contacts are recommended 
to be part of the IDS. The PCU (Premise Control Unit or 
arm/disarm panel) shall be inside SCIF. Stringent cabling 
and host computer are required. IDS must comply with 
UL Standard 2050.

 IDS failure shall be addressed in the SCIF emergency plan.

 IDS shall be connected to emergency power.

Acoustical Control and Sound Masking
 Architectural Graphic Standards (AGS) describes various 

types of sound control, isolation requirements and office 
planning. The AGS establishes Sound Groups 1 through 
4. Groups 3 and 4 are considered adequate for specific 
acoustical security requirements of SCIF construction.

 Sound Group 3 – STC of 45 or better. Loud speech from 
within the SCIF can be faintly heard, but not understood 
outside the SCIF. Normal speech is unintelligible. (9.B)
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 Sound Group 4 - STC 50 or better. Very loud sounds 
within the SCIF, such as loud singing, brass music, or a 
radio at full volume, can be heard with the human ear 
faintly or not at all outside of the SCIF. (Ch 9.B)

 The SCIF perimeter shall be designed and constructed 
to meet Sound Group 3 or better standards. Areas that 
provide for amplified conversations, such as conference 
centers, video teleconference (VTC) rooms, or similar 
areas, shall be designed and constructed to meet Sound 
Group 4 standards. (Ch 9.D)

 If compartmentation is required within a SCIF, the 
dividing walls must meet Sound Group 3 (STC sound 
rating of 45 or better).

 When Sound Group 3 or 4 cannot be met with normal 
construction, supplemental mitigations to protect 
classified discussions from being overheard by 
unauthorized persons shall be used. Mitigations include 
high-density building materials, stand-off distances from 
perimeter construction, and sound masking devices.

 To be effective, the masking device must produce sound 
at a higher volume on the exterior of the SCIF than the 
voice conversation within the SCIF. Speakers should be 
placed close to or mounted on any path which would 
allow audio to leave the SCIF. (Ch 9.E)

 Once the speakers or transducers are optimally placed, 
the system volume shall be set and fixed. The volume 
level for each speaker shall be determined by listening to 
conversations outside the SCIF or area to be protected, 
and the speaker volume adjusted until conversations 
are unintelligible from outside the SCIF. Sound-source 
generators shall be permanently installed and not 
contain an AM/FM receiver and shall be located within 
the SCIF. (Ch 9.E)

Personnel Access Control Systems (ACS)
 SCIFs shall be controlled by SCI-indoctrinated personnel 

or by an AO- approved ACS to ensure access is restricted 
to authorized personnel. Personnel access control shall 
be utilized at all SCIFs. Visual recognition of persons 
entering the SCIF by an SCI-indoctrinated person at the 
entrance to a SCIF is the ideal access control. Entrances 
where visitor control is conducted shall be under 
continuous visual observation unless the SCIF is properly 
secured. When the SCIF is an entire building, access 
control shall occur at the building perimeter. (Ch 8.A)

 If Continuous Visual Observation is not possible, an 
automated personnel ACS that verifies an individual’s 
identity before the individual is permitted unescorted 
access shall be utilized when personal recognition and 
verification is not used. 

 Automated verification shall employ two of the following 
three technologies (Ch 8.A): 

1) Identification (ID) badge or card used in conjunction 
with the access control device that validates the 
identity of the person to whom the card is issued. 
Compromised or lost access cards shall be reported 
immediately and updated in the system to reflect “no 
access.” 

2) A personal identification number (PIN) that is entered 
into the keypad by each individual. The PIN shall 
consist of four or more random digits, with no known 
or logical association to the individual or which can 
be derived from the person or system generated. 
Compromised PINs shall be reported immediately 
to the facility Security Officer (SO) or SCIF SO and 
updated in the system to reflect “no access.” 

3) Biometric personal identity verification using unique 
personal characteristics such as fingerprint, iris scan, 
palm print, etc. 

 The automated personnel ACS shall ensure that the 
probability of an unauthorized individual gaining access 
is no more than one in 10,000 while the probability of an 
authorized individual being rejected access is no more 
than one in 1,000. Manufacturers must certify in writing 
that their system meets these criteria. (Ch 8.A)

 Card readers, keypads, communication interface devices 
and other access control equipment located outside the 
SCIF shall be tamper-protected and be securely fastened 
to a wall or other fixed structure. (Ch 8.C)

 Electrical components, associated wiring or mechanical 
links shall be accessible only from inside the SCIF. (Ch 8.C)

 System data that is carried on transmission lines (access 
authorizations, personal identification or verification 
data) to and from equipment located outside the SCIF 
shall be protected using FIPS AES certified encrypted 
lines. If this communication technology is not feasible, 
transmission lines shall be installed as approved by the 
AO. (Ch 8.C)
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 Equipment containing access-control software programs 
shall be located in the SCIF or a SECRET controlled area. 
(Ch 8.C)

 Electric door strikes installed in conjunction with a 
personnel ACS shall have a positive engagement and be 
approved under UL 1034 for burglar resistance. (Ch 8.C)

 SCIF electric door strikes are recommended to meet 
BHMA Grade 1 requirements. 

 SCIF electronic control panels that contain the door 
“logic” network and transform the building’s normal 
electrical power to low voltage power are recommended 
to have a keyed lock for door access, forced entry alarm, 
at least 8-amp hour battery backup and be mounted 
above the lay-in ceiling within the SCIF. 

 Low voltage wiring (or cabling) from the control panel to 
the electric strike, card reader and other “end-of-the-line” 
components, such as the door contact, is recommended to 
be within electrical metallic tubing (EMT), ferrous pipe 
conduit or ferrous rigid sheet metal ducting, including 
all locations outside the SCIF, all locations exposed in 
the SCIF, all locations within the SCIF walls or above the 
SCIF ceilings and all locations within the door frame. In 
addition, couplings that join EMT components should 
be spot welded, have the screw heads “sawed flush” or 
permanently fixed in other fashions.

 Electrical power for electrified door hardware is 
recommended to be hardwired to the control panel. NEC 
compliant “quick disconnect” switch is recommended 
within the control panel.

 Card readers are should be programmed to allow access 
only to authorized individuals in lieu of general building-
wide access to any card holder.

Considerations for Additional SCIF 
Requirements Beyond ICS 705-1 & IC Tech Spec
ICS 705-1 states, “This Intelligence Community (IC) 
Technical Specification sets forth the physical and technical 
security specifications and best practices for meeting 
standards of Intelligence Community Standard (ICS) 
705-1 (Physical and Technical Standards for Sensitive 
Compartmented Information Facilities). When the technical 
specifications herein are applied to new construction and 
renovations of Sensitive Compartmented Information 
Facilities (SCIFs), they shall satisfy the standards outlined in 
ICS 705-1.” (Ch 1.A)

The AO and the SSM should evaluate each proposed SCIF 
for threats, vulnerabilities and assets to determine the 
most efficient countermeasures required for physical and 
technical security. In some cases, based upon that risk 
assessment, it may be determined that it is more practical 
or efficient to mitigate a standard. In other cases, it may be 
determined that additional security measures should be 
employed due to a significant risk factor. (Ch 2.A)

There may be security controls such as identification checks, 
perimeter fences, police patrols and other security measures 
on military and civilian compounds. When considered 
together with the SCIF location and internal security 
systems, those controls may be considered sufficient to be 
used in lieu of certain physical security or construction 
requirements described in the IC Tech Spec. 

Specific threats and vulnerabilities are typically identified 
by the AO and SSA through their specific Analytical Risk 
Management Process.

Additional General Construction Requirements 
 The SCIF walls may require improved “hardening” with 

expanded metal mesh or plywood. For an expanded 
metal mesh wall, the metal studs should be 16-gauge 
spaced 16 or 24 inches on center (16-inches is preferred), 
with 16-gauge bottom runner and 16-gauge slip-type 
header runner bed in continuous bead of acoustical 
sealant. The header runner system allows the upper 
structural deck to move up and down without attachment 
to the metal stud and thus prevent cracking of finishes 
applied to interior partition framing resulting from 
deflection of structure above. The expanded metal 
mesh should be ¾ inch mesh, # 9 (10 gauge) expanded 
metal and shall be affixed to the interior side of all SCIF 
perimeter wall studs. Expanded metal shall be attached 
to the studs every 6 inches along the length of each 
vertical stud and at the ceiling and floor. Mesh should 
be spot-welded or attached with hardened screws with 
one-inch washers or hardened clips. Two layers of 5/8 
inch gypsum board is placed over the metal mesh on the 
inside face of the SCIF wall, one layer of 5/8 inch gypsum 
board on the exterior face. The entire wall assembly shall 
be finished and painted from true floor to true ceiling.

 Walls hardened with plywood consist of three layers of 
⅝ inch-thick gypsum wall board, with two layers on the 
uncontrolled side and one layer of gypsum wall board 
over minimum ½ inch plywood on the controlled side 
of the SCIF. Plywood shall be affixed 8 feet vertical by 4 
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feet horizontal to 16-gauge studs using glue and #10 steel 
tapping screws at 12 on center. Gypsum wall board shall 
be mounted to plywood with screws avoiding contact 
with studs to mitigate any possible acoustic flanking 
path. Metal studs should be 16-gauge spaced 16 or 24 
inches on center (16 inches is preferred), with 16-gauge 
bottom runner and 16-guage slip-type header runner. 
The header runner system allows the upper structural 
deck to move up and down without attachment to the 
metal stud and thus prevent cracking of finishes applied 
to interior partition framing resulting from deflection of 
structure above. 

 For all SCIF perimeter partitions, head and sill runners 
shall be bed in continuous bead of acoustical sealant. All 
voids above/below tracks shall be filled with Fire safe non-
shrink grout, or acoustic sealant. The entire wall assembly 
shall be continuous from true floor to true ceiling and 
finished and painted from true floor to true ceiling.

 The SCIF walls may require concrete “vault walls” 
construction. Vault wall construction is generally 
engineered to specific threat needs and is beyond the 
scope of this article.

 The SCIF walls may require forced entry, blast and 
ballistic protection. This type of wall construction is 
generally engineered to specific threat needs and is 
beyond the scope of this article.

 The SCIF walls may require EMP (electromagnetic 
protection), HEMP (high altitude electromagnetic 
pulse), RF (radio frequency) or TEMPEST (Transient 
Electromagnetic Pulse Surveillance Technology) 
protection. TEMPEST Shielding refers to the specific 
shielding that prevents the emanation of unintentional 
intelligence-bearing signals that if intercepted and 
analyzed outside the SCIF, may disclose classified 
information, and prevents outside signals that could 
damage electronic components inside the SCIF. 
Protection requires steel, lead, aluminum, copper or 
copper fabric shielding. Protection to address specific 
EMP, HEMP, RF or TEMPEST threats requires 
the involvement of a Certified TEMPEST Technical 
Authorities (CTTA) and specialty engineers and 
guidelines. The SCIF walls may require additional fire 
and life safety protection. For example, an auditorium 
use group may need 1- or 2-hour fire separation from the 
remainder of building and may require unique fire exit 
device door hardware.

Additional Sound Attenuation Requirements
 The IC Tech Spec provides prescriptive partitions 

and details, however, acoustical gypsum wall board 
products provide additional alternatives in lieu of 
traditional gypsum wall board. Several gypsum board 
manufacturers have developed improved sound-rated 
wall systems that utilize sound-absorbing gypsum board 
or cement boards (typically used for tile backing board). 
Providing several different thicknesses of the gypsum 
board or mixing the types of panel materials improves 
overall sound ratings. In addition, the cement board 
offers additional hardened wall protection.

Additional Entrance,  
Exit and Access Door Requirements
 An entry vestibule, consisting of one door between 

the public corridor and vestibule and a second door 
between the vestibule and the SCIF, is recommended 
and may be required. This “man-trap” system may utilize 
interconnected electronic entry door hardware that 
prevents “piggy back” entry or access card “pass back” 
entry. One door within the vestibule cannot be opened 
until the other door is latched shut. 

 The SCIF door assembly may require additional 
“forced entry” protection. Forced entry attacks relate 
to burglaries and civil disturbance threats. HP White 
Specification 02: TP-05000.02, dated September 1993, 
indicates five levels of force entry protection against 
various types of attacks. Attacks include blunt impact 
(hammers), sharp impact (chisels), thermal stress 
(torches) and chemical deterioration (solvents). The levels 
of protection relate to either the number of impacts a 
forced entry protected assembly will withstand or the 
time, in minutes, required to bypass a forced entry 
protected assembly with the use of torches or chemical 
agents. Level I offers the least amount of resistance 
protection; Level V offers the most amount of resistance 
protection. Levels of protection are measured in terms of 
resistance time; 5 minutes, 15 minutes and 60 minutes. 
The AO and SSA will determine the appropriate level 
of force protection required, however a 5-minute or 
15-minute forced-entry-resistant door assembly is 
typically recommended for office environments. Higher 
levels should be considered if the door assembly presents 
unusual vulnerabilities. The surrounding walls that abut 
the door assembly should also receive the same level 
of protection and should be strengthened to support 
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the additional door assembly loading. In addition, the 
hardware, including the hinges and latches, must offer 
the same level of resistance. Often, manufacturers 
provide a complete door assembly, including the 
hardware that has been tested and certified to offer 
various levels of forced entry protection.

 The SCIF door assembly may require additional ballistic 
protection, particularly doors that offer protection to 
personnel of critical positions. UL 752 “Standards for 
Bullet Resisting Equipment” defines requirements for 
protection against penetration, passage of fragments and 
spalling or fragmentation of the protective materials. 
Bullet resistant levels range from Level 1 (lowest level 
of protection) to Level 8 (highest level of protection). 
Level 3 offers protection against three shots from a high-
powered handgun, while Level 4 protected door assembly 
offers protection against commercially available rifles. 
The level of protection is determined by the AO and 
SSA based on the SCIF location, layers of security and 
additional threat assessment. Level 3 bullet resistant 
door assembly is common for office environments. 
Higher levels should be considered if the door 
assembly presents unusual vulnerabilities. NIJ 0801.01 
offers similar ranges of bullet resistance levels. The 
surrounding walls that abut the door assembly should 
also receive the same level of protection and should be 
strengthened to support the additional door assembly 
loading. In addition, the hardware, including the 
hinges and latches, must offer the same level of ballistic 
resistance. Often, manufacturers provide a complete door 
assembly, including the hardware that has been tested 
and certified to offer various levels of ballistic protection.

 The SCIF door assembly may require additional 
“pressure resistant” protection to resist environmental or 
blast events. Environmental resistant doors (hurricane 
resistant doors) should be considered for exposed 
exterior conditions; however, every effort should be 
made to prevent extreme environmental exposures on a 
SCIF door assembly. Blast protection may be required. 
Considerations include definition of overpressure, 
duration, maximum allowable deflection, rebound 
requirements single or multiple incidents, resistance to 
penetrations, etc. The surrounding walls that abut the 
door assembly should receive the same level of protection 
and should be strengthened to support the additional 
door assembly loading. In addition, the hardware, 
including the hinges and latches, must offer the same 
level of pressure resistance. Often, manufacturers 
provide a complete assembly, including the hardware that 

has been tested and certified to offer various levels and 
ranges of blast protection.

 The SCIF door assembly may require EMP, HEMP, 
TEMPEST or RF shielding. These types of doors are 
highly specialized and ideally should be part of a 
vestibule system with the RF shielded door separating 
the vestibule from the SCIF and the typical SCIF door 
separating the vestibule from the public corridor. There 
are a limited number of manufacturers with doors that 
will meet both the STC requirements and RF attenuation 

1. Minimum magnetic field attenuation, electric field 
attenuation, plane wave attenuation and frequency 
characteristics should be obtained from or confirmed 
with the CTTA and SSA.

2. The typical RF Shielded Door Assemblies are 
constructed as follows: 

a. Door: Custom metal reinforced, nominal 1-inch 
thick, by 3-feet wide by 7-feet tall, with plywood 
core construction and integral ¼-inch thick RF 
stainless steel shielding. 

b. Frame: Stainless steel frame, 1/4-inch thick, fully 
welded with single knife door and frame mated 
construction. 

c. Single Knife Door and Frame Mated Construction: 
Heavy-duty metal door. Beryllium copper gasket 
around the perimeter of receiver with a removal 
channel for easy replacement. Provide beryllium 
copper gasket components on all four sides of door 
(jambs, head and sill).

d. Thresholds shall be part of the door assembly. 
The combination of RF seals at the base of the 
door, cam-lift hinges and compressible neoprene 
and RF shielding tape affixed to the bottom of the 
threshold allow for an ADA compliant low-profile 
threshold. 

e. Sign: Provide two precautionary professionally printed, 
plastic signs, with 1-inch tall red letters on white back- 
ground indicating “DO NOT ALLOW WEIGHT 
EXCEEDING 250 POUNDS ON THE THRESHOLD,” 
and mounted on both sides of the door.

f. Door and Frame Finish: Shop prime finish suitable 
for field painting.

g. Door and Frame Weight: Nominal 650-pound 
door assembly.
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h. Cam Latch Set: Heavy duty, aluminum cam latch 
set that allows free entry or exiting without keys. 
Provide custom handle that activates two- or 
three-point cam latch. Provide plastic ball at end 
of handle. Provide cam roller and cam block. 
Provide clear anodized aluminum finish. Lockset 
function shall be determined with the SSA.

i. Operation: Door is latched and unlatched using a 
simple bar handles on either side of the door leaf. 
This action raises and lowers an external double cam 
roller assembly, engaging or freeing the knife edge.

j. Hinges: Three, extra-heavy duty, adjustable, ball 
bearing, swing-clear, aluminum, surface mounted-
type hinges made of non-ferrous metal. Provide 
clear anodized aluminum finish. 

k. Floor Stop: BHMA Grade 1, stainless steel, wall 
mounted with anchors that do not pass thru 
copper shielding.

l. Door Assembly Preparation: Prepare door 
assembly in RF Shielding Manufacturer’s shop 
and deliver completed door assembly ready for 
installation. Prepare door and frame to accept 
all hardware components and meet specified 
requirements.

m. Coordination of the Door Shielding and Overall 
Grounding: Careful detailing is required to ensure 
the door assembly is properly grounded and 
that contact between the door assembly and RF 
shielding does not come in contact with metal 
studs, metal mesh or other metal components that 
may interfere or disrupt the planned grounding of 
the RF shielding. 

n. Fire Rating: Due to the size, weight and 
configuration of a RF shielded door assembly, it is 
unlikely that it can achieve a fire rating and meet 
NFPA 101 and 80 requirements to be “self-latching 
and self-closing.” This further justifies the need for 
a vestibule arrangement with the out door planned 
as the fire-rated door assembly.

o. Gasketing: Careful consideration is required to 
select perimeter gasketing materials that maintain 
grounding between the door, frame, abutting 
wall and the grounding source. These gaskets are 
typically part of the door assembly and made of 
aluminum, copper, monel (nickel-copper alloy) or 
stainless steel, combined with silicone coatings.

p. ADA-AG Compliance: The force to open typical 
RF shielded doors, the force to turn the door bar 

handle and the threshold heights, typically do not 
meet ADA-AG requirements. If ADA compliance 
is mandatory for SCIF, special engineering 
considerations, as well as coordination of 
manufacturer’s capabilities, is required to modify 
these components.

q. Abutting Walls: The surrounding walls that abut 
the door assembly should receive the same level of 
protection and should be strengthened to support 
the additional door assembly loading. 

 The SCIF door assembly may require additional door 
hardware including an Aiphones system (an audio and 
visual CCTV intercom system that allows insiders to view 
requested entries), a door viewer (peep-hole), door bell 
system, protection plates (kick plates or plates tailored 
to cart movement), extra-heavy hardware, lead-lined 
hardware and other special components. 

 Aiphones present unusual concerns for RF shielded doors 
which include the following:

1. An aiphone is considered a telephone device and 
therefore may not be allowed within the SCIF. 

2. An aiphone is a “transmitting” device that could be 
manipulated for devious purposes.

3. The aiphone should receive cabling filtering acceptable 
to the CSA, aiphone manufacturer, and SCIF shielding 
manufacturer.

4. The aiphone should be placed on the outer-most 
vestibule door and not the door between the vestibule 
and the SCIF.

5. A simple door wide-angle peephole should be 
considered for the vestibule door and maybe even 
the SCIF door, in lieu of an aiphone. If used for the 
SCIF door, the SCIF shielding manufacturer must be 
consulted to verify the peephole assembly does not 
violate the RF shielding capabilities.

6. A simple door bell system, acceptable to the AO and 
SSA, and placed outside the vestibule door with a bell 
in the vestibule that can be heard within the SCIF, 
should also be considered.

7. Alternative protocols can be developed for individuals 
entering or leaving the SCIF. For example, one protocol 
may indicate that only authorized individuals may 
enter the SCIF. These individuals may act as escorts to 
ensure authorized entries, proper passage of equipment 
and supplies, and limit “piggy back” entries.

8. The SCIF doors may be observed with outside CCTV 
systems and alarm devices.
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 The SCIF door assembly may require code compliant fire 
resistance ratings and possibly smoke protection. 

 The SCIF door assembly may require GSA approved Vault 
Doors classification.

 The SCIF door assembly may occur in situations where 
corrosive compounds, salty environments, or hygienic 
issues are a concern. If so, a stainless-steel door 
assembly should be considered; however, every effort 
should be made to prevent these exposures. 

 The SICF door assembly may occur in situations where 
thermal extremes of cold and heat are a concern. If so, a 
thermal door assembly should be considered; however, 
every effort should be made to prevent these exposures. 

 Electromagnetic locks may be required, however, 
electromagnetic locks are NOT recommended due to the 
code requirement to interface the lock with the fire alarm 
system in a manor that required the lock to “fail-safe” 
(fail in the unlocked position) with fire alarm activation 
or loss of electrical power. Both vulnerabilities offer 
simple and tempting methods to gain unauthorized entry 
into the SCIF.

 A card-to-exit system may be required. The card-to-exit 
system utilizes a second card reader on the inside door 
face. An individual utilizes the card on the card-to-exit 
reader for an “authorized” exit. A card-to-exit system 
provides additional audit trail information, such as 
recording “who left when.” It must be understood that 
current code requirements do not allow card-to-exit 
systems to deny “free exit.” The card-to-exit system 
is “voluntary,” but may be interfaced with an alarm 
system to indicate that an individual has conducted an 
“unauthorized” exit and left the room without utilizing 
the card-to-exit system. In addition, this system may also 
be tied into a CCTV camera that records an individual 
leaving the room without use of the card-to-exit system 
(by interface with the door contact).

Additional Intrusion Detection Systems
 Stringent cabling and host computer requirement  

may be required.

 “Code Red” strobe light systems may be required.

 The IDS might be deactivated with the card reader to 
allow bypass of the PCU once in the SCIF. This point 
however may not be allowed by the SSA.

 Alarms might be silent (without notifying the entering 
person that they activated the IDS system). This point, 
however, may not be allowed by the SSA.

 The door contact might be connected to the IDS system in 
lieu of a separate stand-alone electronic security system. 
This point, however, may not be allowed by the SSA. 

Additional Personnel Access Control
 The card reader system may be required to provide 

an audit trail for individuals entering and exiting the 
SCIF. This audit trail may be used in lieu of hard copy, 
hand written, sign-in sheets as required for typical 
SCIF protocols. The audit trail is typically a function of 
the software of the computer system dedicated to the 
electronic entry control. 

 The security room requirements, including requirements 
of the head-end equipment, integration of the access 
control system with the intrusion detection system, CCTV 
requirements and other electronic security requirements 
requires careful consideration from the CSA. 

This article offers typical construction recommendations for 
SCIF door assemblies. It does not address all building issues 
identified in the ICD 705-1 and IC Tech Spec and does not 
address related protocol issues, such as personnel controls 
and inspections procedures. 

In summary, the SSA and AO must be active participants in 
all SCIF directions and design decisions. +

SCOTT DETIENNE, RA, CPP, CCS, BSCP, AHC, is a senior project 
architect with AECOM, and has been involved in renovation, 
rehabilitation and design issues for government facilities, with focus 
on security integration and building hardware upgrades, for the past 
35 years. Email: Scott.Detienne@AECOM.com

KYRA TALLON, AIA, NCIDQ, LEED AP  
BD+C is project architect/designer with 
AECOM, and has been involved in secure 
facility design for the past 20 years.  
Email: Kyra.Tallon@AECOM.com
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A NEW 
DECADE 
FOR HIRING
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Great news! Business is booming 
for the door and hardware industry 
nationwide. Even with growth 
projected to slow, chances are you 
still have some hiring to do. 
Nationally, the shortage of workers in construction, including 
in the door and hardware industry, has caused problems in 
getting projects completed. Like the rest of the construction 
industry, many longtime AHCs are aging out, making the 
search or employees even more acute.

New hires will be dramatically different from what the 
door and hardware industry has looked like for years. Long 
dominated by Caucasian males, our industry will need to 
have a major swing toward diversity and inclusion to succeed.

This article is the first in a four-part series about diversity 
and inclusion. The three articles to come will focus on:

 Diversity and inclusion in age –  
hiring millennials

 Diversity and inclusion in gender – 
 women in the industry

 Diversity and inclusion racial,  
ethnic, and religious and beyond

What Is Diversity and Inclusion?
Diversity in the workplace means that an organization 
employs individuals who reflect the whole society in which it 
operates. There are some standard categories we commonly 
think of, such as race, gender and age, but there is a larger 
range of categories that may also come into play in helping 
your organization reap the full benefits of diversity. 

Consider the Non-Discrimination Statement and Policy of 
the U.S. Government:

“The United States Government does not discriminate 
in employment on the basis of race, color, religion, sex 
(including pregnancy and gender identity), national origin, 
political affiliation, sexual orientation, marital status, 
disability, genetic information, age, membership in an 
employee organization, retaliation, parental status, military 
service, or other non-merit factor.” 

BY SUSAN POE FLOWERS, DAHC/CDC, FDHI

Diversity and inclusion 
are essential elements in 
today’s hiring strategies. 
This article is the first in 

a four-part series on this 
important topic.
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Millennials also consider what a Deloitte survey has termed 
“Cognitive Diversity,” which includes a mix of viewpoints, 
experiences and how they are valued in the workplace. 

This leads us to inclusion, which speaks to how diversity 
is valued in the workplace. It includes factors such as 
pay equity, equal access to leadership positions, fair 
consideration of everyone’s ideas, and behaviors and social 
norms that make all feel welcome. 

Diversity means that everyone has access to a seat at the table. 

Inclusion means that all the voices at the table are 
considered equally. 

Why Is Diversity and Inclusion Necessary?
In a period of low unemployment, work candidates are 
more likely to see themselves as consumers of jobs rather 
than candidates. They have the opportunity to be more 
selective with more competition for their services. Excluding 
a portion of the candidate pool significantly reduces your 
ability to find the right candidate. 

Nearly one third of the workforce is made up of people of 
color. More than one half of the workforce is women. Can 
you afford to remove a substantial portion of the workforce 
from your candidate pool? 

The proportion of people of color participating in the 
workforce will only increase as the United States becomes 
a more racially and ethnically diverse country. Census 
data tell us that by 2050, there will be no racial or ethnic 
majority in our country. Further, between 2000 and 2050, 
new immigrants and their children will account for 83 
percent of the growth in the working-age population.

For example, there are 2 million skilled, work-authorized 
immigrants with a bachelor’s degree or higher that are 
unemployed or seriously underemployed in the United 
States, due to the cultural and structural barriers they face 
in getting back to professional careers. Your Uber driver 
may well have a PhD in his own country. Do you really 
want to pass him up as a potential candidate? 

Additionally, millennials, who will represent 75 percent of 
the workforce within the next 10 years, place a very high 
value on working for a company they view as diverse and 
inclusive. A recent study showed that millennials would on 
average take a $7,600 reduction in salary for an “improved 
quality of work life” including diversity and inclusion. 
They are also almost twice as likely to notice bias in the 
workplace than baby boomers and are significantly more 
comfortable in raising and discussing the issue. 

In order to attract, retain and actively engage this new 
generation, as an industry we must become more diverse 
and inclusive. 

Benefits of Diversity and Inclusion 
Change is hard and this change will require real work and 
carefully thought-out strategies. But the good news is that it 
pays off. 

TalentLyft identifies the benefits of a strong program of 
diversity and inclusion as increased creativity, higher 
innovation rate, faster problem-solving, better decision-
making results, higher employee engagement, reduced 
employee turnover, better company reputation, improved 
hiring results and increased profits. 

McKinsey and Company conducted a multi-year study on 
diversity and here are some of the findings from their report:

 Companies in the top quartile for racial and ethnic 
diversity are 35 percent more likely to have financial 
returns above their respective national industry medians.

 Companies in the top quartile for gender diversity are 15 
percent more likely to have financial returns above their 
respective national industry medians.

 Companies in the bottom quartile both for gender 
and for ethnicity and race are statistically less like to 
achieve above-average financial returns than the average 
companies in the data set (that is, bottom quartile 
companies are lagging rather than merely not leading).

 In the United Sates, there is a linear relationship 
between racial and ethnic diversity and better financial 
performance: for every 10 percent increase in racial and 
ethnic diversity on the senior-executive team, earnings 
before interest and taxes (EBIT) rise 0.8 percent. 

Diversity and inclusion will require change but will reap 
benefits for your company and for our industry. It will take 
more than just changes in our hiring practices. We will need 
to rethink our company cultures and indeed our industry 
culture. We will need to be authentic in our desires. This is as 
much about the Golden Rule as it is about the bottom line. We 
will need to examine our pay structures, our hiring practices 
and even our own beliefs. But we will be stronger for it. 

In future articles we will discuss attracting millennials and 
diversity in age, gender, race, ethnicity and more. We will be 
cluing you into what various people are looking for in a job. And 
we will be giving you strategies for recruiting and successfully 
incorporating new groups of workers into you teams. +

SUSAN POE FLOWERS, DAHC/CDC, FDHI,  
is the retired vice president of marketing, 
Cleveland Vicon Co.  
Email: sflow239@yahoo.com.
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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.

EARN YOUR

DHT: 
DOOR + HARDWARE  
TECHNICIAN CREDENTIAL



THE  

Importance  
OF  Mentorship

BY DAVID R. BECKHAM, AHC, FDAI

Have you ever served as a 
mentor or been mentored 
by someone? One DHI 
member who has done 
both credits much of his 
success to his mentor.
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What is a mentor?
One dictionary defines a mentor as 
simply, “An experienced and trusted 
advisor.” Another source describes 
mentorship as, “A relationship in which 
a more experienced or more know-
ledgeable person helps to guide a less 
experienced or knowledgeable person.”

Being a mentor is a long-term commit-
ment as opposed to coaching, which 
in comparison is short-term. As I look 
back at my own career, I’ve had both 
mentors and coaches, but the trusting 
relationships I had with mentors are the 
ones I remember and value the most. 

Some of us in the door and hardware 
industry have heard this statement 
at one point in our careers: “It takes 
five years to figure out what you don’t 
know, 10 years to be dangerous, and 
at about year 15 you are experienced.” 
But I had an advantage; I had a great 
mentor and here I am, years later, 
telling my story.

My career started a little over 20 years 
ago. At that time, I didn’t know what 
a career was, let alone think I needed 
one. A job is a job, right? Wrong.

I started as a warehouse and shop 
person, which included sweeping floors 
and scrubbing the toilets when needed. 
I always worked hard at any of the jobs 
I was asked to do, regardless of their 
glamor or lack thereof. I progressed to 
frame welder and door fabricator and 
then on quickly to hardware marking 
and keying cylinders. Does that sound 
familiar to any of you? 

At this point, my boss noticed I might 
just have the “knack” for this industry. 
It’s important to note that not all 
bosses are mentors and not all mentors 
are bosses. Actually mentors are 
hardly ever your boss, but in my case, I 
had a great boss.

As all good mentors do, he started 
to talk to me about a career, not just 
a job. He encouraged me to attend 
DHI schools and chapter meetings. 
He shared his knowledge with me. He 
helped me avoid mistakes by spending 
countless hours with me. It didn’t 
take long before I realized that I was 
enjoying my work. My mentor put me 
on a path that forever changed my life.
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Eventually I earned the AHC 
certification. I was so proud the day I 
received my letter that all I wanted to 
do was run to my mentor’s office and 
show him. The look of pride on his face 
was all I wanted to see.

Soon I became involved with 
chapter leadership. Later I became 
a DHI instructor and earned FDAI 
certification. Eventually I was elected 
by my peers to the DHI Board of 
Governors and many other boards and 
committees for our industry. 

I have also performed many roles at 
the distribution level – counter sales, 
project management, estimating, 
detailing, purchasing, leadership and 
operations. My mentor prepared me 
for all this, which is my point. I was 
prepared to succeed! 

My story would not be possible if I didn’t 
have a great mentor. I’ve seen too many 
good people fail in our industry because 
of lack of mentorship. It’s one thing to 
have the book smarts, go to DHI School 
or manufacturer-led classes, but if you 
don’t have someone vested in your 
professional advancement, all too often 
the outcome is failure. You can get lost in 
the details and quickly get overwhelmed 
or frustrated. 

Our industry is so very complex and 
difficult to understand without a proper 
mentor. Building codes, screaming 
customers, changing products and 
new products, applications, engineered 

items … the list goes on. With so 
much technical data to absorb, it can 
become a bit overwhelming. But it’s not 
frightening if you have someone you can 
ask for advice, as well as trust.

Even though life took me to another 
place of employment, I still reach 
out to my mentor(s) and always stop 
by to visit when I’m in town. I have 
mentored many people myself whom I 
no longer work with, but I stay in touch 
with all of them.

It shouldn’t deter someone from 
mentoring a co-worker or young 
person just because you run the risk of 
losing that person to another employer. 
You should mentor to better our whole 
industry and to pay it forward. Who 
knows, you might just hire a properly 
mentored person one day if you haven’t 
done so already.

A mentor’s first job is to identify talent, 
or that “knack” that my own mentor 
saw in me. That is followed by constant 
coaching and making your protégé feel 
you are there for them. Sometimes 
your choice of protégé comes down to 
compatible personalities or sometimes 
you just happened to attend the same 
high school. Whatever the reason, 
anyone who truly wants to become an 
industry professional can do so with 
the help of a mentor.

A key thing to keep in mind is a great 
mentor will shape a person into an 
independent thinker or maybe even a 
future leader. A coach will shape a person 
into a follower. A great mentor will see the 
long-term growth potential and help that 
person achieve that potential.

Here’s an example – a mentee asks 
their mentor what locksets they should 
schedule. A coach will just tell them, 
“use this lock.” A great mentor will 
pull out the lock catalog and teach the 
mentee how to use the catalog and 
decide for themselves. 

Teach them how to fish rather than just 
hand them a fish, and they’ll eat for life. 

To any young person in need of a 
mentor, DHI is full of members willing 
to help. You could use the “Find a 
Pro” feature on the DHI website to 

locate someone. Perhaps you had a 
DHI instructor who really made an 
impact. Reach out to the person and 
ask. Just remember, you must first 
allow yourself to be coached and you 
must be open to hearing feedback. 
Take the criticism and apply it. Ask 
for help when you need it and be a 
good listener. It may take time, even 
several years, to see the benefits of 
having a mentor. Just be patient and 
you will eventually see the positive 
improvement. 

Finally, remember to pay it forward and 
become a mentor to the next generation.

I would like to thank my first and 
most important mentor who is the 
inspiration for this article – Jim 
Domzal, AHC. Though I’ve had other 
mentors since, he laid the foundation 
that the rest built upon. 

Thanks for paying it forward, Jim! +

DAVID R. BECKHAM, 
AHC, FDAI is 
operations manager 
for the Cook & 
Boardman Group. 
With over 20 years of 
industry experience, 
he is currently serving 
DHI as Second Vice 

President on the Board of Governors. He also 
serves on the DHI Media & Editorial Board, 
Finance Committee and Audit Committee 
and is Chair of the Membership Taskforce.  
He has also served in multiple  
roles in chapter leadership  
and as a DHI instructor.  
Email: dbeckham@ 
cookandboardman.com. 

“To any 
young person 
in need of 
a mentor, 
DHI is full 
of members 
willing to 
help.”
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BY STEVE BYRD 

Everything Hinges on an Open Door 
A solution for doors that need to close slowly or not at all. 
There are circumstances when a door needs to close slowly, very slowly. And then 
there are times when a door needs to be propped open, but not with fire-hazard 
workarounds. 

SLOW SAVES THE DAY
The California-Nevada Methodist homes of Oakland had a 
problem. Serving an older community where residents often 
used wheelchairs or walkers, the senior living residence 
needed doors that would hold open long enough for slower 
residents to progress safely through doorways.

“We live in a 1960s-era high-rise with very heavy fire doors 
and vintage door closers, and we serve an older population 
and some of our frailer residents were having difficulty 
navigating the public restrooms with their walkers,” explains 
Richard Fields, representing the California-Nevada Methodist 
Homes. 

Fields says that because the overhead closers they had in 
place were not keeping the doors open long enough for the 
residents to enter rooms, the doors were closing on them, 
causing falls or injuries. 

Compounding the problem, residents would wedge something 
under the door to hold it open, which violated fire codes. 

Fields heard about the Alrex Hydraulic Hinge through a 
door hardware supplier, and soon received a set of the Alrex 
Hydraulic Hinges with the “hold open” feature. 

It has the same functionality and adjustability of a traditional 
overhead closer but it auto-closes from 175 degrees and 
offers a hold-open feature at 85-plus degrees. This feature 
allows the door to remain open at more than 85 degrees until 
the door is moved to less than 85 degrees. The door then 
auto-closes at the desired speed until the hydraulics take over 
and pull the door shut at the desired force. 

The Alrex solved the problem for the California-Nevada 
Methodist Homes and Fields says they are in the process of 
replacing all their overhead closers with the Alrex Hinge. 

“We installed the hydraulic hinges that have the hold-open 
ability and adjusted the hinges to open with minimal force 

and to close slowly,” notes Fields. “The hinges eliminated 
the workarounds, like wooden wedges, that people use and 
violate the fire code. The residents are so pleased, they’re 
asking for new hinges for the laundry room doors.”

KEEPING THE DOOR OPEN
Davis & Floyd Engineering in Greenwood, South Carolina, 
couldn’t keep their conference doors open when the rooms 
were unoccupied. The overhead closers would shut the doors 
and the only way they could be kept open was by wedging 
them or hooking them to the adjacent wall.

The Alrex Hydraulic Hinge with the hold-open feature was 
installed on one of the doors as a trial. The hold-open feature 
allowed the door to remain open until it was moved to less 
than 85 degrees, at which time it auto closed at the desired 
closing and latching (damping) speed. 

“We installed a hinge set on both of our conference room 
doors in our home office and we’ve been very pleased with 
their performance,” says James R. Steverson, representing 
Davis & Floyd, Inc. “Additionally, the hinges allowed for a 
cleaner look on the conference room doors by the elimination 
of door closers and floor stop/hold opens.

After a 30-day trial, Steverson said the Alrex hinge was 
installed in all company conference rooms. +

STEVE BYRD is the president and owner of 
Victory Sales & Distribution LLC, located in Ninety 
Six, South Carolina. Victory Sales & Distribution is 
the exclusive sales agent for the Alrex Hydraulic 
Hinge. Email: s.byrd@victorysd.com.

CASE STUDIES
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ACHIEVEMENTS

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. 

Chad Carpenter, CFDAI 
Elite Door Service
Conor L. Farrell, CFDAI 
The City of Edmonton
Jason T. Giesbrecht, CFDAI 
CP Distributors, Ltd.
David Gross, CFDAI 
G F 55 Architects

Aaron Heinrichs, CFDAI 
Allmar
Cuong Lam, CFDAI 
Spalding Hardware Systems
Kristi Scott, AHC, CFDAI 
Hinged Solutions Inc.
Jeremy S. Sommerville, AHC, CFDAI 
Apex Industries, Inc.

Mark Stuart, CFDAI 
Emerald Coast Fire Door Inspections
Thamer Tahat, DHT, DHC, CFDAI 
Allegion Middle East & Africa

CONGRATULATIONS! The following door security + safety 
professionals recently received DHI 
credentials, certifications and certificates:(list current as of December 31, 2019)

+

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. 

Altaf Ahmed Afridi, FDAI, DHC 
DORMA Gulf Door Controls FZE
Pamela Erskine, DHT, DHC 
Spalding

Tim Ettinger, DHT, AHC, FDAI, DHC 
Coastal Entrance Solution
Amy B. Farquhar, DHT, DHC 
TCH

Nicole Elise Jungbauer, DHT, DHC 
TCH

+

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.

Nawras Alazzawi, DHT 
Allmar
Kyle Anderson, DHT 
Yadon Construction Specialties, Inc.
Mark Bauman, DHT 
Knell’s Door & Hardware
Olivier Bilodeau, DHT

Dominique Blain, DHT 
De La Fontaine, Inc.
Christopher F. Buf, DHT 
Egress Systems of Canada, Ltd.
Kevin Chiu, DHT 
Spalding Hardware Systems
Annie De La Fontaine, DHT 
De La Fontaine, Inc.

Mario Demers, DHT 
De La Fontaine, Inc.
Terry V. Dressler, DHT 
Spalding
Pamela Erskine, DHT, DHC 
Spalding
Guillaume Gauthier, DHT 
De La Fontaine, Inc.

ELECTRIFIED HARDWARE CONSULTANT (EHC)
The Electrical Hardware Consultant has advanced mechanical and electrified hardware product and code 
application knowledge and expertise, with an understanding of electronic access control systems.

Jeffrey S. Batick, EHC, CFDAI, DHT 
Allegion
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ACHIEVEMENTS

DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

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

Thomas Jason Appel
Brenda Boyechko 
Doortech Distributors Limited
Savanna Breen 
DH Pace University
Timothy Byrnes 
MPM Industries, Inc.
Samantha L. Cannizzaro
Chad Carpenter, CFDAI 
Elite Door Service
Justin Chapados 
Royal Security Solutions, Inc. 
Anthony H. Crawford 
ASSA ABLOY Americas
Clinton Crosston 
ASSA ABLOY Americas
Shiva Dayani 
Alco Doors & Alco Floors
Chris Dinh 
Hull Supply Co., Inc.
David  Doty 
Doortech Mfg Ltd
Patrick Duff 
GoKeyless
Robert Dziura 
Cook & Boardman Group, LLC
Giuseppe Faiella 
Allegion Canada, Inc.
Tabitha Farnham
Steven Foster
Alexandria Garcia 
DWS, Inc.
Reygie Arubio Garcia
John Gilchrist 
Boyd Construction Specialties, Inc.
Chad Harrington 
Brand Services

Skylynn Hegney 
Washington Architectural Hardware 
Co.
Joel Heldreth 
Security Solutions
JR Jeral 
D & M Industries, Inc. 
Alicia Jones 
CP Distributors, Ltd.
Ameen Abdul Ruhman Jubeh 
Al-Kuhaimi Metal Industries
Kristina Koufos 
Hull Supply Co., Inc.
Michelle Kruty 
Allegion
Eric M. Landon 
ProAble Hardware Specialties, Inc.
Tim Lindgren 
D & M Industries, Inc. 
Fernanda Urban Lins 
ProAble Hardware Specialities
David Mackowski
Dane Madsen 
Northland Glass and Metal, Ltd.
Bryan Magargee
Greg Marvin
Sam McAtee 
Allegion
Graeme McKelvie 
Royal Security Solutions, Inc.
Isaac Meisels 
M & D Door & Hardware
Ahmed Zakaria Mohamed
Kalmy Nussbaum 
M & D Door & Hardware
Trey M. Parish 
Children’s Hospital of Wisconsin

Christopher Pickett 
Brand Services
Nuvia Portillo 
Schuham Builder’s Supply
Gloria Potter 
Columbus Door Company
Jacob Rector 
Robinson Door Security
Travis Rhyne
Jeremy Rooks 
McKinney Door and Hardware
Gerry Rupper 
Salto Systems, Inc.
Mitchell Todd Ryan 
Allegion
Shane Sawatzki
Steve Schaaf 
SAFTI FIRST
Georgii Shevchuk 
CP Distributors, Ltd.
Abhijit Singh 
Allmar, Inc.
John H. Streckert 
Andersonlock
Daniel R. Teston 
Hull Supply Co., Inc.
Phillip Tran
Tiffany Tull 
American Building Specialties, Inc.
Vanessa Vargas
Eileen Warford
Anthony Weber
Sarah Willis
Nicholas A. Wolf
Eria Zambrano 
GC Supplied 

DHT (CONTINUED)

Lynda Goupil, DHT
Melanie Goyette, DHT
David Grimard, DHT 
De La Fontaine, Inc.
Diogo Harvey, DHT 
Spalding
Richard L. Howard, CFDAI, DHT 
Architectural Builders Supply
Derek Jongsma, DHT 
Spalding
Robert T. McKay, DHT 

Knell’s Door & Hardware
Curtis Minhinnick, DHT 
Egress Systems of Canada, Ltd.
Mitchell B. Minhinnick, DHT 
Egress Systems of Canada, Ltd.
Colin Ogle, DHT
Nicholas Robert  
James Ortolan, DHT 
Egress Systems of Canada, Ltd.
Tara Reimer, DHT 
CP Distributors, Ltd.

Stephane Richer, DHT 
De La Fontaine, Inc.
Lydia Saint-Pierre, DHT 
De La Fontaine, Inc.
Courtney Sheals, DHT 
Apex Industries, Inc.
Patrick J. Szejna, DHT 
Allegion
London Ueal, DHT 
Allegion
Christopher M. Walton, DHT 
Central Indiana Hardware
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SHELF LIFE

A COUPLE OF MONTHS AGO, I WAS SITTING THROUGH THE PARENT 
MEETING FOR MY SON’S BASKETBALL PROGRAM. THE COACH 
TALKED ABOUT THE UPCOMING SEASON BUT FOCUSED MOST OF 
HIS DISCUSSION ABOUT PARENTAL CONDUCT AND CHARACTER-
BUILDING ELEMENTS OF THEIR PROGRAM.  

It was a sharp reminder that the parents 
needed to keep their personal opinions 
in check and let the kids have fun. 

From academic to athletic, it was one 
of the best presentations I have seen 
from any of my children’s areas of 
involvement. I was most impressed by 
the coach emphasizing work ethic and 
the shaping of these young boys. One 
of the goals of his program, from 5th 
grade all the way through high school, 
is to teach the boys to be “problem 
solvers, not excuse makers.” Although 
he related it to their involvement with 
basketball, I was struck by how this 
simple concept resonated though many 
aspects of professional life. 

What kind of culture are we fostering in 
our organizations?

NO NEGATIVE NANCYS
I was so struck by this simple statement, 
excuse maker or problem solver, that 
I was sure whether it came from some 
noted leadership guru. Unfortunately, 
I could not locate the source, but I 
was shocked at the wide-ranging 
reference to the concept. From 
describing classroom teaching styles to 
entrepreneurship, it seemed as though 
this notion resonated with folks who 
like to craft their opinions in the written 
word. I hope that I can do it justice. 

As I relate this concept back to the 
world of distribution, my first thought 
was how this mentality can affect the 
performance of the sales team. I am 

sure that you are mentally walking 
through the individuals that make up 
the revenue generating side of your 
organization. 

The excuse makers are always blaming 
a lack of performance on something 
outside of their perceived control. 
They blame the purchasing people 
for not buying right. They blame the 
manufacturer for not having the perfect 
product for their customer’s application. 
They blame the warehouse for not 
shipping right. Furthermore, they love 
to blame management for allowing the 
company to get so screwed up. 

Someone needs to remind these 
Negative Nancys that when you are 
pointing your finger at others, there are 
still three fingers pointing back at you. 

When faced with a salesperson 
complaining how tough competition 
was the reason for poor performance, 
one of my favorite clients used to 
challenge this person with a simple 
statement, “Would you rather be us 
competing against them, or them 
competing against us?” 

He would bring this statement out from 
time to time to help the individual take 
inventory of the arrows in their own 
quiver. In his own way, he would begin 
to make the shift from excuse maker to 
problem solver. 

I see this lack of personal 
resourcefulness rear its ugly head in 
out warehouse operations as well. How 
many times have you heard warehouse 

ARE WE EXCUSE MAKERS 
OR PROBLEM SOLVERS?

JASON BADER is the principal of The 
Distribution Team. He is a wholistic 
distribution advisor who is passionate 
about helping business owners solve 
challenges, generate wealth and achieve 
personal goals. He speaks at several 
industry events each year, providing 
executive coaching services to private 
clients and sharing thoughts in industry 
publications. Phone: 503-282-2333.  
Email: jason@distributionteam.com. 
Website: www.thedistributionteam.com.
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managers blame careless mistakes and 
missed deadlines on being too busy? 

Doesn’t being busy generally mean that 
we are generating more transactions? 
Doesn’t an increased transactional load 
generally mean that we are producing 
more revenue in the organization? And 
doesn’t this revenue generally find its 
way to your paycheck? 

Maybe it’s not a bad thing to be busy. 

NO ROOM EXCUSE
I regularly hear branch manager 
complain about a lack of space making 
it difficult for them to be operationally 
efficient. While I don’t totally rule 
out the idea that poor inventory 
management and escalating growth can 
put a strain on the four walls, creative 
leaders will always find a way to work 
with the card they are dealt. 

Most distributors carry at least 35 
percent more inventory than they 
need to satisfy their customer base. 
Why not start there? Modern material 
handling equipment and racking 
can substantially increase pallet 
space efficient slotting. Why not 
invite someone in to show you the 
possibilities? 

Solving operational challenges is not a 
talking point. It is an action step. 

BLAME IT ON TECH
Somewhere in the middle of sales 
and operations, we have technology. 
Everybody loves to blame their lack 
of, or obsolete, technology as a major 
contributor to all things wrong with the 
company. 

In every consulting engagement I 
perform, someone inevitably complains 
about their crappy software. Most of the 
time, the software is just fine. The users 
have not taken the time to understand 
the capacities of the product. Did you 
know that most distributors utilize less 
than 15 percent of the features of their 
chosen ERP? What percentage did they 
pay for? Quit complaining and learn 
how to use the tool. 

STARTS AT THE TOP
As much as I have tried to get people 
out of the blame game in this article, 
I am going to point my finger in one 
direction – leadership. 

Although much of this blame-first 
mentality was probably developed at 
an early age, many leaders have not 
done their organizations any favors. 
Developing a culture of problem solvers 
takes a conscious effort on the part of 
leadership. Do we allow people to learn 
from failure, or do we create systems 

to dumb down the process? When our 
employees come to us for answers to 
situational challenges, do we let them 
off the hook and provide the solution? 

Are we engaging in blame behavior 
ourselves? If we want our people to 
perform at a high level, we must show 
others how to remove obstacles. We 
must give our people the latitude to 
make operational decisions. We must 
make the goal, not the path, the most 
important principle in our success. 

BEHAVIOR MODIFICATION
I wish that changing behavior was as 
easy as gathering a bunch of parents 
together and crafting an emotionally 
appealing speech. Trust me, we are 
all willing to cede our child rearing 
responsibilities over to someone else. 

In the business world, changing 
behavior is a hands-on task. Guiding 
our people to seek the solution, rather 
than dwell on the problem, is a never-
ending battle. Are our rules and policies 
getting in the way of creativity? 

As the leader of the organization, be 
relentless in the removal of barriers. 
You have all the raw materials to be 
successful. 

It’s time to look in the mirror – are you 
an excuse maker or a problem solver? +
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BEST BUSINESS 
PRACTICES

HOW TO SUCCEED IN 
CHALLENGING TIMES

THIS IS THE FIRST IN A SERIES OF ARTICLES WE ARE WRITING FOR DOOR 
SECURITY + SAFETY MAGAZINE, AS PART OF A STRATEGIC ALIGNMENT 
WITH DHI, FOCUSING ON USEFUL IDEAS THAT CAN INCREASE YOUR 
SALES, PROFITS AND OVERALL COMPANY PERFORMANCE. 

We will review business development, 
management tools and tips, strategic 
planning, best practices, new 
opportunities, employee development 
and related topics of your choice. You 
can respond to our articles as well as ask 
for specific topics to be added. Don’t 
limit your thinking or hold back on your 
creativity no matter how “blue sky,” 
unconventional or non-traditional.

Let’s start by how to be more successful 
in challenging times.

Today, companies need to be focused 
on conducting business in ways that 
will maximize sales and profits and 
ultimately bring about the following:

• Happy and loyal customers who 
return for repeat business

• Happy and empowered employees 
who are career oriented

• Happy and satisfied owners who 
achieve their financial goals

This is exactly what every successful, or 
not so successful, company wants and 
needs in today’s challenging business 
environment.

As we know, even though the current 
economy is remarkably strong, any 
slowdown in construction and remodel 
can present serious challenges for all of 
us. As we look to future, we can simply 
react to construction demand, be that 
up or down, or we can accept reality and 
we can do something about it. 

Doing nothing other than what you 
have traditionally done should not be 
an option, because continuing to do the 
same things will get the same results!

Change is good and necessary in order 
to be successful on a continuing basis. 
So, keep an open mind and think of 
change as being good. 

Because your company has been 
successful in the past does not 
guarantee continued success. 

Companies holding on to fond 
memories of past successes and 
constantly looking to emulate those 
successes as they address the future 
are in trouble. Successful companies 
appreciate those fond memories, 
but at the same time, look for ways to 
change as a springboard for continuous 
improvement.

Stability does not come from not 
changing, it comes from continually 
reassessing what works and what 
doesn’t work so well anymore and then 
discarding what doesn’t work or can’t be 
improved upon. 

It is extremely important to embrace 
change because standing still is just 
another way of falling behind.

What are you doing differently to not 
just survive, but to succeed to the 
fullest?

We’d really like to hear from you, please 
share your thoughts with us. +

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.

CONSULTING COLLABORATIVE  
TO LEAD WORKSHOP AT DHI 
MANAGEMENT SUMMIT

Richard Voreis will lead a strategic 
planning workshop at the DHI 
Management Summit, March 25-27, 
2020, in Austin, TX. The Summit will 
foster new ways of thinking about long-
term business strategies and provide a 
real-world roadmap to innovation. Learn 
more at www.dhisummit.org. 
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REVENUE 
GROWTH HABIT

QUICKLY PLAN AND 
QUICKLY DO IN 2020

MAKING PLANS IS TRICKY. SOMETIMES, WE GET TOO BUSY 
REACTING TO CUSTOMER PROBLEMS AND CONCERNS AND THE 
PROACTIVE WORK OF MAKING A PLAN GETS AWAY FROM US. 

Other times, we over-plan. We try to 
make our plan perfect, but we will never 
feel like it is so. 

So we plan and plan, and rarely “do.”

Of course, sales growth is about the 
doing, not the planning. Planning, like 
knowing, doesn’t make us any money. 

With clients, my system for planning 
revolves around quickly planning and 
quickly doing. 

We must not get stuck in the plan 
making. But, we need a plan. 

We must not try to make the perfect 
plan, we simply need a roadmap. 

Similarly, we must not get stuck in 
preparing the action. For example, 
many people put off making proactive 
phone calls because they’re not exactly 
sure what to say. 

They try to come up with the perfect 
thing to say, which never happens, and 
neither does the actual phone call. 

Let’s go through a quick plan for a 
successful start to your 2020 selling year. 

TOP 3 SALES PRIORITIES 
What are your Top 3 sales priorities for 
2020?

Your answers can include a sales goal, 
or details focused on customer counts, 
new prospects or really anything. 

TOP 5 CUSTOMERS 
List the names of the five companies you 
will work with the most to expand your 
sales in 2020. Include the name of the 

human you work with at each company – 
humans buy, companies do not. 

TOP 5 PROSPECTS
Name five prospects not currently 
buying from you that you will convert to 
customers this year. 

TOP 5 PRODUCTS 
What products or services can your 
customers buy from you that they are 
currently buying somewhere else? List 
five “non-major” products that many of 
your customers can take advantage of. 

WEEKLY PLAN
Now, create your weekly plan. 

Pick one person or item from each of 
the lists above and write them down as 
priorities for the first (or current) week. 
This is your proactive game plan for this 
week. Call a person from each of the three 
lists above, and also bring up a secondary 
“non-major” product to discuss with 
customers throughout the week. 

When you work through your annual 
plan, create a new set of lists. 

If you have to create a new list monthly, 
great. Twice a year? Also great. Just 
have a plan, and work it. 

The best plans are quick ones. 

The best actions are ones that you take. 

Quickly plan and quickly do, and you 
will have a wonderfully successful 2020. 

Happy selling! +

ALEX GOLDFAYN is the author of the  
2018 Wall Street Journal Best Seller 
"Selling Boldly" and the Forbes Sales Book 
of the Year "The Revenue Growth Habit." 
Learn more at www.Goldfayn.com.
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INNOVATION STARTS HERE: 
Register Today for the  
2020 DHI Management Summit
March 25-27 | Hyatt Regency Lost Pines Resort and Spa | Austin, TX

Visit www.DHISummit.org for full schedule details and to register today!

Change the Game through Innovation
Make the 2020 DHI Management Summit, taking place March 25-27 at the beautiful Hyatt Regency Lost Pines Resort and Spa 
in Austin, TX, your management team’s must-attend event this year! The 2020 DHI Management Summit will help you kick start 
new ways of thinking around long-term business strategies, providing you with real-world roadmaps to innovation, and over 8 
hours of dedicated meeting time with channel partners in our ChannelExChange. 

You’ll join like-minded, innovative door security and safety professionals for in-depth strategy and education sessions. Each 
session is built around the concept of “changing the game through innovation,” including: 

• Innovate to Dominate | Presented by Mark Dancer

• Compare Your Company to the Most Successful and Innovative Distributors | Presented by Richard D. Voreis

• Active Shooter Occurrence Impacting Your Company | Presented by Jerry Heppes

• Economic Update | Presented by Kermit Baker

• Develop Your Company’s Innovative One-Page Strategic Plan | Presented by Richard D. Voreis

• And much, more!

What Past Attendees are Saying:

“Attending the Summit was an invaluable investment and gave us the opportunity to learn from business leaders and
industry peers.”

“The right balance between strategic and tactical for this type of session. A tremendous amount of information was
covered and I walked away with an understanding that would allow me to implement many of the ideas presented.”

Hear groundbreaking presentations by such renowned speakers as:

Mark Dancer, founder of the Network for Business Innovation, author of Innovate to Dominate, and Fellow at the National
Association of Wholesaler-Distributors (NAW) Institute for Distribution Excellence. Mark’s research for NAW’s Facing the Forces
of Change Series gathers insights from hundreds of distributor leaders, suppliers, and customers. The goal of this research:
to help distributors connect the dots between the forces of
change and innovating the distributor business model.

Kermit Baker, Chief Economist for the American
Institute of Architects (AIA) and Project Director of the Remodeling
Futures Program at Harvard University. Through research,
the Remodeling Futures Program aims to develop an
improved understanding of the dynamics of the U.S. repair
and renovation industry so that businesses can better take
advantage of the opportunities that this market offers.
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GROWING 
SOCIAL

IMPROVE YOUR  
MESSAGE WITH  
HASHTAGS,  
AMBASSADORS AND MICRO CONTENT 

KATHERINE CHAN is a marketing 
assistant at SAFTI FIRST, with five years of 
marketing and creative experience in tech, 
manufacturing and construction industries 
collectively. Email: KatherineC@safti.com. 
Find SAFTI FIRST on Facebook, Twitter, 
Instagram at @fireratedglass and on 
LinkedIn at linkedin.com/company/saftifirst.

DEVELOPING STRONG CONTENT STRATEGIES TO IMPLEMENT ON 
SOCIAL MEDIA PLATFORMS REMAINS AN IMPORTANT COMPONENT 
OF EFFECTIVE MESSAGING.

LET’S REVIEW SOME OF THE MOST IMPORTANT WAYS YOU CAN 
DELIVER YOUR CONTENT.

FOUR TIPS TO IMPROVE YOUR 
HASHTAG STRATEGY
Hashtags are crucial on social media 
platforms, especially Twitter and 
Instagram. They enable your posts to be 
searchable, which drives visibility. Here 
are a few tips to help you along on your 
hashtag journey.

1. #Don’t #use #irrelevant #hashtags. 
Remember that hashtags are used 
as a means of search, so use relevant 
keywords or phrases. Otherwise, 
your posts could potentially get 
flagged or reported.

2. Do research. See which hashtags 
your customers, competitors or 
influencers are using to get an idea 
of what’s working and what’s not. 
Also, prior to posting, run a quick 
search on a hashtag to check if 
it means what you think it does – 
remember, you don’t want to use an 
irrelevant hashtag.

3. Try a trending hashtag. See a hashtag 
gaining popularity? Try to tie it in to 
your content. For example, we’ve 
started using #TipTuesday to share 
tips about selecting correct and 
code-approved products.

4. Use analytics. Both Twitter and 
Instagram have analytics. Use them 

to see if your hashtag strategy is 
working. For Instagram, go to “View 
Insights” found on your post. For 
Twitter, go to analytics.twitter.com

Good luck and happy tagging!

EMPLOYEES AS SM 
AMBASSADORS
You’ll often see one person single-
handedly manage social media for a 
company, but what if you encouraged 
all employees to become the company’s 
social media ambassadors? Your 
employees will:

1. Boost post performance. When an 
employee shares a post from your 
company’s page, not only will the 
post reach a wider audience, it’ll see 
better engagement rates. People are 
more likely to read and click on posts 
from their friends or colleagues.

2. Humanize your brand. A faceless 
company speaking in a corporate 
tone will often struggle to sound 
human. Employees, on the other 
hand, are real people who can relate 
and connect with others.

3. Build trust. Like customer 
testimonials, employees vouching for 
your company are as good as gold. 
A company can boast about their 
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www.DHI.org

NETWORKING
IS EVERYTHING.

Like Us.
@DHIorg
@DSSFO

Join Us.
DHI

DHI’s Fire Door Assembly 
Inspection Group 

Follow Us.
@DHIorg

@DSS_Magazine
@DSSFoundation

Watch Us.
DHI—Door Security + 

Safety Professionals

Door Security & 
Safety Foundation

excellent product or  
work culture, but is that valid? 
Employees reinforcing the claims, by 
posting about their involvement with 
a recent project or why they love 
their job, will establish credibility.

Employees are your biggest asset, so 
motivate and incentivize everyone to 
get on board with social media!

MIGHTY MICRO CONTENT 
You constantly hear it – attention spans 
are getting shorter, post lengths are 
getting shorter, everything is getting 

shorter. Should your content get shorter 
as well? That’s where micro content 
comes in. In contrast to journals or 
webinars that are typically lengthy and 
dense, micro content is short-form 
content that is quick and simple, such as 
a video clip or graphic.

Since micro content is concise, it’s 
easier to consume and digest, resulting 
in higher views and engagement rates. 

Micro content is appropriate for 
platforms built for short-form content 
such as Instagram and Twitter, known 
for their short video and character 
limits. Great storytelling can be 

achieved by the use of Instagram stories 
or Twitter threads.

If you have lengthy content pieces, you 
can easily repurpose your material into 
micro content. Cut your webinar into 
bite-sized video clips or take a quote 
from it. Create some quick tips or reuse 
an image from an article. You’ll always 
have content to go around. 

While it shouldn’t replace your long-
form content, micro content can be 
used to drive your audience to your 
lengthier pieces. +
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Contributors

DIAMOND LEVEL
MANUFACTURER ($35,000+)

 

DISTRIBUTOR($10,000+)

�ank You to Our Premier Contributors!    

Twin City Hardware

PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Beacon Commercial Door & Lock
CIH
Contract Hardware, Inc.
Kelley Bros.
Spalding Hardware Systems
�e Hallgren Company

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

INDIVIDUAL ($1,000+)
Anderson, Darrin W.
Hallgren, Mark S., AHC, FDHI
Heppes, Gerald S., CAE
LeGrand, Mark S.
Maas, Robert D., FDHI
Petersen, Tim, FDHI, LEED AP
Shah, Ankit K.
Smith, Foster, FDAI
Theby, Matthew
Wacik, Laura A., AHC, FDAI, FDHI
Walsh, Martin J.

GOLD LEVEL
MANUFACTURER ($10,000)
VT Industries, Inc.

DISTRIBUTOR ($2,500)
Central Indiana Hardware Co., Inc.
Cleveland Vicon Company, Inc.
Dallas Door and Supply Company
H & G/Schultz Door
Mulhaupt’s, Inc.
OKEE Industries, Inc.
Walters & Wolf Interiors
William S. Trimble Co., Inc.

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

INDIVIDUAL ($500)
Couch, Ron, AHC, CFDAI
Dupuis, David R., AHC, FDAI, FDHI
Gaddis, Mark F.
Liddell, Rick, FDHI
Pulliam, Jason
Strauss, Charles J.
Tartre, James R., CDC, FDHI
White, James T., DAOC, CFDAI, FDHI

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

DISTRIBUTOR ($1,000)
Anderson Lock Co., Ltd.
In Memory of George H. Boomer, Sr. Fund
LIF Industries, Long Island Fire

Proof Door, Inc.
Montgomery Hardware Company
Negwer Door Systems
S. A. Morman & Co.
Spokane Hardware Supply, Inc.

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

INDIVIDUAL ($250)
Beckham, David R., AHC, FDAI
Hooker, Russell, DHT, AOC, DHC, CFDAI
Royer, Richard T., AHC, EHC
Swanson, Jonathan C., DHT, AHC
Sylvester, David M., PSP

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

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

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

 

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

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

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

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

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(up to $2,000)
AC Business Media Inc.
DHI Canada
DHI Georgia Chapter
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI North Carolina Chapter
DHI Old Dominion Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
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DISTRIBUTOR (up to $500)
3SECorp
Norwood Hardware and Supply Company
R. E. Friedrichs Company
RJT Door & Service

SALES AGENCIES/
CONSULTANTS (up to $250)
Pacific Architectural Marketing
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Lipsey, Joel H.
Molina, Chuck J., CCD
Saltmarsh, David, FDAI

AFFILIATED ORGANIZATIONS
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Steel Door Institute
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AC Business Media Inc.
DHI Canada
DHI Georgia Chapter
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI North Carolina Chapter
DHI Old Dominion Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter
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REAL OPENINGS

AS SEEN IN REAL LIFE

While we expect everything around an opening to be obvious, 
people feel compelled to add signs to spell things out. Sometimes 
the signs directly conflict with the intention of the opening and are 
hazardous. Other times they are just plain humorous. Here are some 
from my collection. Please send us yours!

BY MARK J. BERGER, FDHI

A EXIT: DAS SPIEL
A great way to teach a lesson is by playing a game. Here’s a 
German board game called “Exit.” While I would love it to be 
about life safety, it is actually a board game version of the popular 
“Escape Room” experience. The game’s description says “players 
must use their team spirit, creativity, and powers of deduction 
to crack codes, solve puzzles, collect objects, and earn their 
freedom bit by bit.”

Seems like Exit: Das Spiel is the exact opposite of what should 
happen at an exit!

B ROLLDOWN NIGHTMARE
I hate seeing these in retail locations. Every interior rolldown 
gate is an invitation to a disaster. Another sign which is frequently 
ignored.

C OR ADJUST THE CLOSER
There are 24 words on this immaculately 
produced sign. All to tell users that the 
facility (my alma mater) is incapable of 
properly maintaining the door. I receive 
a monthly request to contribute to the 
alumni fund. Knowing the size of the 
endowment they have built since my 
graduation, assigning a member of their 
very capable facility staff to adjust or 
replace the door closer should not be a 
tough action to take here.

A

CB
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MARK J. BERGER is the president and chief product 
officer of Securitech Group, and the immediate past 
president of DHI and chair of the Builders Hardware 
Manufacturers Association Codes & Government Affairs 
Committee. All “Real Openings” photos have been 
taken in public spaces with the goal of highlighting the 
prevalence of code violations and the need for vigilance 
to save lives. If you see something, say something.

The images shown here are not intended 
to reflect upon any specific manufacturer 
or products but are intended to help build 
awareness around the everyday code violations 
that occur in buildings over time, despite our 
members’ best efforts to provide solutions 
to secure the life safety and security of the 
building occupants.

E CUTE SIGN
I appreciate creativity and a good sense 
of humor. This is a coffee shop with 
multiple entrances, so no harm here. 

F SUPERFLUOUS SIGN
While I’m somewhat comforted by the 
retracted slide bolt, I think the 
“Keep Door Closed” sign 
could be interpreted 
as an instruction to 
engage it.

The door has a door 
closer – it should 
always be in the 
closed position.

Oh… and all the junk 
placed in front of the door shows utter 
disregard for anyone who works or visits 
this space.

G IN CASE IT ISN’T OBVIOUS
Interesting choice of words. Note that 
they are not giving an explicit instruction 
like “Use.” Their language by no means 
guarantees you will be able to enter.

Here’s a reminder that even though those 
of us in the industry would naturally 
gravitate to the door with a cylinder, 
that is not obvious to the general public. 
Perhaps eliminating the pull handle on 
the inactive leaf would have been the 
right move.

E

D

F

G

D DO NOT BLOCK
Codes are created to overcome the greatest weakness 

in any safety plan: humans. Single motion egress has 
undoubtedly saved countless lives. But there isn’t a 
code to clearly delineate area where material should 
not be placed to provide clear access to the exit door. 
This is a good example of why it is needed. 

Also, we rarely see a hospital latch on an exit door. An 
exit device is probably called for in this application, but 

I’ll take this over a knob. 
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IMPACT

LESSONS FROM TRAGEDY
A fundamental principle of the door and hardware industry is 
protecting life safety. Unfortunately, it often takes a tragedy 
with loss of lives to drive home the message about the 
importance of codes and standards.

This was demonstrated in a dramatic way in a documentary, 
“Six Locked Doors.”

Lori Greene, DAHC/CDC, FDAI, CCPR, manager of codes 
and resources at Allegion and the author of the “Decoded” 
column in Door Security + Safety magazine, strongly 
recommends viewing this documentary.

It chronicles the devastating Cocoanut Grove Nightclub fire 
and the lives lost in part because of insufficient egress and 
illustrates why codes exist and what can happen when code 
requirements are not followed. 

Greene explains, “When I started working in the door and 
hardware industry, NFPA 80, NFPA 101, and the other codes and 
standards were just books. They contained rules to be followed, 
but I didn’t give a lot of thought to why each requirement 
existed. This documentary really explains why it is crucial to 
follow the codes, which have been formed out of tragedy.”

Greene wants to drive home this message: “When we ignore 
the codes we repeat the same mistakes. We’re seeing this in 
school security right now, and it’s scary.”

The five fires mentioned in the documentary and the 
 lives lost in each of them according to the National Fire 
Protection Association are shown below. Sadly, these are  
just the most dramatic examples. To view the documentary, 
visit www.sixlockeddoors.com.

“WHEN WE 
IGNORE THE 
CODES WE 

REPEAT THE 
SAME MISTAKES. 

WE’RE SEEING 
THIS IN SCHOOL 
SECURITY RIGHT 
NOW, AND IT’S 

SCARY.”
Lori Greene,  

DAHC/CDC, FDAI, CCPR

Deaths at Cocoanut  
Grove Nightclub (1942) 

Deaths at Station  
Nightclub (2003) 

Deaths at Beverly Hills  
Supper Club (1977) 

Deaths at Happyland  
Social Club (1990)

Deaths at  
Ghost Ship (2016) 
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PRODUCT SPOTLIGHT

A SECLOCK.COM – THE INDUSTRY’S  
MOST COMPREHENSIVE WEBSITE
Have you tried seclock.com? Built to use on mobile 
or desktop, visit Security Lock Distributors online at 
the only website the door hardware industry needs. 
Experience real-time inventory and pricing. Plus, find 
what you need to get the job done with our search 
engine, backed by our powerful filtering tool. 
www.seclock.com 

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

B

A
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COLUMN
CLOSING 
THOUGHTS

IN THE JANUARY 2020 ISSUE OF DOOR SECURITY + SAFETY,  
WE FEATURED SOME OF OUR READERS’ FAVORITE DOORS. 
THIS MONTH WE HAVE EVEN MORE SHARE.

John Manes DAHC, EHC, FDHI, chairman 
of Spalding, is a fan of the iconic brass 
doors that are the original doors from the 
Calgary Court of Queen’s Bench building, 
built in 1914. Each door bears the Alberta 
provincial crest in bronze. They now stand 
as a monument outside the new Calgary 
Courts Centre, the largest courts facility 
in Canada.

Justin Hendricks, program manager – 
openings, building and construction at 
Intertek, says, “The doors at the Frederick 
C. Robie house in Chicago, designed by 
Frank Lloyd Wright, have always stood 
out to me as some of my favorites. In 
particular, the entrance door has beautiful 
glass and woodwork which fits well with 
the design of the house. The geometric 
patterns found in the glasswork on the 
doors, windows, and other elements of 
the house stood in contrast to some of 
the more natural forms that Frank Lloyd 
Wright used in his other projects and 
lend a unique feel to the design of the 
building.”

Kenny Webb, director of integrated 
solutions and marketing communications 
for the Door Group at ASSA ABLOY 
Opening Solutions, says, “The first thing 
that came to my mind are the doors to 

Vincent Van Gogh’s Paris apartment. The 
blue color against the white buildings in 
the neighborhood really stands out, and 
the mouldings and panels are beautiful. 
But the fact that Vincent Van Gogh lived 
here creates a mystique.

Meanwhile, what’s your favorite famous 
door? Email your story to me at arickard@
dhi.org and include a photo if you can. 
Thanks. +

MORE FAVORITE FAMOUS DOORS

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

ALAMY  |  DAVE PATTINSON PHOTO BY JAMES CAULFIELD, COURTESY OF FRANK LLOYD WRIGHT TRUST 

ALAMY  |  DAVID COOPER 

Below: Calgary Courts Centre, Canada

Lower right: Frederick C. Robie house, Chicago

Upper right: Vincent Van Gogh’s apartment, 
Paris, France
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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.



WE DON’T 
JUST SHIP.

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

through strategically located distribution centers. This means the 

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

WE DELIVER.

SECLOCK.COM   |   800-847-5625   |


