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COLUMNIN TOUCH

FINDING MEANING IN 
LIFE SAFETY

“2020.” WOW. IT SOUNDS SO COOL! ALTHOUGH WE ARE 20 YEARS 
INTO THIS CENTURY, I REMEMBER THE CONCERN WHEN THE CLOCK 
STRUCK MIDNIGHT ON DECEMBER 31, 1999. THERE WAS A FEAR 
THAT THINGS WOULD GO AWRY – EVERYTHING FROM COMPUTERS 
TO THE STOCK MARKET. OF COURSE, NOTHING OF ANY MAJOR 
CONSEQUENCE HAPPENED, AND JANUARY 1, 2000 STARTED OFF 
LIKE ANY OTHER NEW YEAR’S DAY – UNEVENTFUL BUT A TIME OF 
REFLECTION.

This past fall someone recommended 
I read the book, Second Mountain: The 
Quest for a Moral Life, by David Brooks. 
The book led me to reflect upon my life 
in a context I had not yet considered 
but found interesting. It also made 
me appreciate the industry I serve, 
especially with the societal challenges 
we face – a strong desire for security and 
safety and the role our industry can play. 

The book is described this way on 
Amazon: “Everybody tells you to live for 
a cause larger than yourself, but how 
exactly do you do it?” Brooks’ premise is 
that we start out after school on a career 
path and climb the mountain we thought 
we were supposed to climb, only to 
find little satisfaction. The goals of the 
first mountain are typical: successful 
career; make a name for yourself; and 
experience personal happiness.

Brooks notes that once most people reach 
the top of the first mountain, “They look 
around and find the view unsatisfying.” At 
that juncture, they consider that perhaps 
this wasn’t their mountain and look for 
a new direction or “mountain” to climb. 
He describes the second mountain as a 
move from a journey that is self-centered 
to an “other-centered” trek. The book then 
profiles some well-known people who 
climbed the second mountain, made a 
difference, and experienced great peace 
while doing so. 

I understand what Brooks is suggesting. 
However, I believe the first mountain can 
provide a career that is not self-centered 
but impactful in a very positive way. 
Perhaps the key is to recognize what 
impact a career might be making even 
though you don’t see it or feel it every day. 

Our industry offers a profession that 
serves others even though it can feel 
like challenging and frustrating work. 
In contrast, I might suggest that Mother 
Teresa had days that felt challenging 
and frustrating, but she was obviously 
serving others. Despite the daily grind of 
the construction industry, if we take time 
to step back and realize the role we are 
playing–advancing life safety — we can 
find real satisfaction!

On January 2, 2018, my family 
experienced a fire at our home which 
took nine months to rebuild. Fortunately, 
we didn’t lose our whole house because 
the doors prevented the spread of the 
fire long enough for the fire department 
to arrive.

When I was fighting the fire on my own, 
my fear and panic was intense. Isn’t it true 
that our products and solutions are built 
to help panicked people escape such an 
event? It helped me realize that in some 
small way I have been serving others 
through the work of DHI and, by extension, 
our industry. Happy New Year! +

JERRY HEPPES SR., CAE, is the CEO 
of DHI and the Door Security & Safety 
Foundation.
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Take DAI600 – a Face-to-Face Course – 32 Hours
Fire and egress doors are an essential part of the safe means of egress for occupants 
of buildings. Ensuring that these door assemblies are properly maintained and able to 
perform their vital function requires persons with knowledge of and experience in these 
types of doors.

NFPA 80, Standard for Fire Doors and Other Opening Protectives, requires documented inspections of fi re-rated 
door assemblies on an annual basis. NFPA 80 requires these inspections to be performed by qualifi ed persons who 
are knowledgeable of the types of door assemblies being inspected. Certifi cation will get you that recognition.

The DAI600 class will teach you how to perform and record these inspections, as well as provide tips for interacting 
with owners and AHJs. The CFDAI certification will be awarded to students who pass DAI600 and the associated 
certification exam.

RECOMMENDED PRIOR COURSES:
•   COR140 – Using Codes and Standards              •   COR117 – Door, Frame, and Architectural Hardware Applications

SET YOURSELF APART FROM OTHER FIELD INSPECTORS BY

Becoming a Certi� ed Fire and Egress 
Door Assembly Inspector

Education
Your Career, Our Commitment

FOR CLASS DATES AND LOCATIONS
OR MORE INFORMATION:
Please email education@dhi.org.



FACES

BE A FACE OF DHI  
WE’D LIKE TO GET TO  
KNOW YOU! 
Volunteering to be a “Face” of 
DHI is a great way to expand your 
professional network. It allows Door 
Security + Safety readers to get to 
know you better and also gives you 
a chance to share your accomplish-
ments and career highlights in our 
industry. Not ready to be a “Face” 
but know someone who is?  
Email Meghan Czaikoski at 
mczaikoski@dhi.org with your  
nominee. We’ll take care of the rest!

WHAT IS YOUR OCCUPATION? 
Project engineer for H. Stephen Jones 
and Associates.

WHAT WERE YOUR  
CHILDHOOD AMBITIONS? 
I had always wanted to be involved in 
the construction industry from a very 
young age.

WHAT WAS YOUR FIRST JOB? 
I worked at a family-owned pizza place 
in my hometown.  

WHAT LED YOU TO  
OUR INDUSTRY? 
After graduating from college, I 
stumbled upon a great entry-level 
position with a door hardware 
distributor.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
Securing my U.S. work visa and making 
a leap down to Florida for the job 
opportunity of a lifetime. 

WHAT HAS BEEN YOUR  
BIGGEST CHALLENGE?
I think for most people it would be 
staying up to date with the ever-
changing building codes. 

WHAT’S YOUR GUILTY PLEASURE?
Since moving to the South, it has to be 
good ol’ BBQ. 

WHAT IS YOUR FAVORITE  
BOOK/MOVIE? 
“The Power of Habit: Why We Do What 
We Do In Life and Business”

WHO DO YOU CONSIDER  
A MENTOR OR HERO? 
I have so many of them, but I owe a 
lot to John Woods, he taught me how 
to step back and fully think through a 
problem/solution. 

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED? 
Think outside the box, just because 
that’s the way it’s always been done, 
doesn’t mean it is the best possible 
solution.

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED? 
Always take advantage of an 
opportunity to better your knowledge.

HOW HAS YOUR  
INVOLVEMENT WITH DHI 
SUPPORTED YOUR CAREER? 
I have met so many of my mentors 
through DHI and also made some 
lifetime friends who always are there to 
bounce ideas off of. 

BRENDAN KAMPS,  
DHT, DHC, CFDAI
H. STEPHEN JONES AND ASSOCIATES
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)
COR153: Installation Coordination and Project Management (16 hours)
COR160: Material Purchasing Concepts (8 hours)
COR163: Developing Masterkey Systems (8 hours)

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

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

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

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

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

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

BRING  
INDUSTRY 
EDUCATION  
TO YOUR 
CHAPTER OR 
COMPANY

Education
Your Career, Our Commitment



The Dodge Data & Analytics Outlook 
Report predicts economic slowdown 
to have a broad-based impact on total 
construction growth.

CONSTRUCTION 
STARTS TO SLIP 
BACK IN 2020
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The U.S. economy and construction 
market have reached a tipping 
point. After a solid 10-year  
economic expansion and moderately 
healthy recovery in construction, 
construction starts are now tipping 
over the edge into decline.
The 2020 Dodge Data & Analytics Construction Outlook, a respected 
construction industry forecasting and business planning report, 
predicts that total U.S. construction starts will slip to $776 billion in 
2020, a decline of 4 percent from the 2019 estimated level of activity.

“The recovery in construction starts that began during 2010 in the 
aftermath of the Great Recession is coming to an end,” says Richard 
Branch, chief economist for Dodge Data & Analytics. “Easing economic 
growth driven by mounting trade tensions and lack of skilled labor will 
lead to a broad-based, but orderly pullback in construction starts in 
2020. After increasing 3 percent in 2018, construction starts dipped an 
estimated 1 percent in 2019, and will fall 4 percent in 2020.

“Next year, however, will not be a repeat of what the construction 
industry endured during the Great Recession. Economic growth is 
slowing but is not anticipated to contract next year. Construction 
starts, therefore, will decline but the level of activity will remain close 
to recent highs.”

He notes that construction starts for nonresidential buildings and 
nonbuilding construction will drop 3 percent; less than the expected 6 
percent decline for construction starts for residential buildings.

Commercial Construction
The dollar value of commercial building starts will retreat 6 percent 
in 2020. The steepest declines will occur in commercial warehouses 
and hotels, while the decline in office construction will be cushioned 
by high-value data center construction. Retail activity will also fall in 
2020, a continuation of a trend brought about by systemic changes in 
the industry.

“Cloud computing and telecommuting are rising,” Branch explains. “There 
is also more ‘gig’ work, creating shared workspace buildings. The demand 
for data centers in increasing, accounting for 22 percent of commercial 
building growth in 2019. We expect traditional office construction to 
decline but that will be cushioned by the data center side.

9DOOR SECURITY + SAFETY  JANUARY 2020



“Also, the anecdotal stories I hear across the 
industry indicate that security seems to be 
coming more to the forefront when constructing 
commercial buildings instead of being an 
afterthought. Employee and visitor security 
is at the top of the list. This provides lots of 
opportunity, even in a down market, for that side 
of the industry.”

Institutional Construction
In 2020, institutional construction starts will 
essentially remain even with the 2019 level as the 
influence of public dollars adds stability to the 
outlook. Education building and health facility 
starts should continue to see modest growth 
in 2020, offset by declines in recreation and 
transportation buildings.

“Demographics are one of the main drivers of 
healthcare construction,” Branch reports. “But 
there is uncertainty about healthcare policy and 
we will have to see what impact will that have on 
hospitals. We also see the delivery of healthcare 
shifting more into clinics and specialty care. That 
construction is doing well but the buildings are 
smaller footprints so overall growth is not as 
robust.”

Schools continue to spend more in security 
upgrades, but he notes that “there is no hard data 
to back up security spending. But it is a driver in 
school design.”

Multifamily Construction
Multifamily construction was an early leader in 
the recovery, stringing together eight years of 
growth since 2009. However, multifamily vacancy 
rates moved sideways in 2019, suggesting that 
slower economic growth will weigh on the market 

in 2020. Multifamily starts are slated to drop 13 
percent in dollars and 15 percent in units.

Despite the pullback, levels of multifamily 
construction will remain robust. Declines will 
be limited by favorable demographic trends and 
recent tax changes that will keep multifamily 
housing a favorite of the investor community.

Manufacturing Construction
The dollar value of manufacturing plant 
construction will slip 2 percent in 2020, following 
an estimated decline of 29 percent in 2019. 
Rising trade tensions have tilted this sector to the 
downside with recent data, both domestic and 
globally, suggesting the manufacturing sector is 
contracting.

Manufacturing production rose 2.3 percent in 
2018 but stumbled below its year-end 2018 level 
in the first nine months of 2019. Motor vehicle 
production slipped 5.4 percent year-over-year 
in September 2019, while nondurable goods 
manufacturing fell 1.4 percent. Manufacturing 
capacity utilization declined from 77.3 percent 
at the end of 2018 to 75.3 percent in September. 
Manufacturing employment added 41,000 new 
jobs from January through September 2019.

The Institute of Supply Management (ISM) 
manufacturing survey released in late 2019 
contained more troubling news, suggesting that 
the manufacturing sector had been contracting for 
at least two months. ISM’s Purchasing Managers’ 
Index (PMI) for manufacturing was below the 
neutral 50.0 level in both August and September. 
Production, new orders, and employment all 
declined, which portends future difficulty given 
the high level of manufacturing inventories 
reported in the survey.
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Source: Dodge 2020 Construction Outlook Report. For more detailed data on Total Construction Starts in specific 
industry sectors, see the Impact column on page 58 of this issue of Door Security + Safety magazine.
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Public Works Construction
Public works construction starts will move 4 
percent higher in 2020, with growth continuing 
across all project types. By and large, recent 
federal appropriations have kept funding for 
public works construction either steady or slightly 
higher – translating into continued growth in 
environmental and transportation infrastructure 
starts.

Unlike building activity, which is largely funded 
by the private sector, nonbuilding construction 
is mostly a mix of public and quasi-public 
projects. This means the sector is more driven 
by legislative and regulatory initiatives than by 
economic trends. As a result, the sector often 
deviates substantially from trends in residential 
and nonresidential building sectors.

Electric utilities/gas plants will drop 27 percent 
in 2020, following growth of 83 percent in 2019, 
as several large LNG export facilities and new 
wind projects broke ground.

The Big Picture
In 2020, the overall economy will slip further. 
GDP growth will decelerate to 1.5 percent for the 

year with growth easing as the year progresses. 
Persistent worries about slowing global growth 
and weak trade will limit job growth during the 
year, leading to the slowdown. The assumption 
of a trade deal with China before the end of 2020 
will keep the broader U.S. economy out of a 
technical recession, however.

Branch believes that slowdowns in Canada and 
China will affect the U.S. economy more than 
events such as Brexit.

“But some of this depends on sentiment,” he 
cautions. “If U.S. business leaders feel like 
something will affect them it will create a self-
created slowdown. The positive side is the 
consumer side – they continue to spend and the 
job market continues to be strong compared to 
history. There will still be a lot of opportunity for 
growth in the construction industry.” +

The 2020 Dodge Construction Outlook was  
presented at the 81st annual Outlook Executive 
Conference held by Dodge Data & Analytics in 
October 2019. For more information and to order the 
report, visit https://www.construction.com/toolkit/
outlook-conference-2019 or call 800-591-4462. 

TOTAL COMMERCIAL 
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BY AL RICKARD, CAE
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A new survey shows that 
DHI member companies 
care about social issues 
such as school safety and 
stand ready to refocus 
their business strategies 
to help solve them.

Addressing 
Uncomfortable 

Societal  
Trends
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In a world where school shootings and 
other life safety threats continue to occur at 
alarming rates, members of DHI are taking 
notice and expanding their roles to support 
solutions to these threats.

In early 2019, DHI announced a research project 
sponsored by AC Business Media, the DHI partner that 
produces the DHI ConNextions convention each year.

The project surveyed DHI members to learn how 
they view their role in the industry when it comes 
to dealing with societal issues. Sixty-nine percent of 
survey respondents were distributors, 18 percent were 
manufacturers, and the rest were sales agents and 
others. Clearly the distributor voice was captured.

The research was conducted by industry consultant 
Dirk Beveridge, an expert on sales and customer 
service strategies, who reported the results at 
the “Forum on the Future,” held at the 2019 DHI 
ConNextions convention.

Entitled, “Re-positioning Your Company to Navigate 
Uncomfortable Societal Trends,” the event concluded 
with distributor companies developing an action plan  
for their future.

Social Trends Impact Business
Eighty-four percent believe that social trends (i.e., gun 
control, social movements, education and labor issues) 
will impact their business in the future.

One respondent noted, “Social trends impact both  
our customers and our staff. There is impact to helping 
the public feel safer and more secure in public spaces.”

Another simply said, “We are in the security and  
safety business.”

Politics and Business
Sixty-four percent believe political trends (i.e., political 
divide, regulations, “hot” issues) will impact their 
business in the future.

Eighty-seven percent believe DHI members can lead 
customers to a better future. A respondent declared, 
“I believe we should be leading our customers and the 
industry to better solutions and practices. It is our job 
as leaders in the industry.”

Seventy-eight percent believe in the importance of 
directly addressing “hot” issues such as active shooters 
in their sales and marketing efforts. A comment: “These 
are hot topics and are difficult to ignore. Even if you 
didn’t make these topics part of your business strategy, 
you will be forced to address them at some point.”

DSSF Ambassadors  
for School Safety
The centerpiece of DSSF efforts to combat school 
violence is the “Opening the Door to School Safety” 
campaign, launched in 2016.

The campaign is focused on showing school officials 
how they can secure their classrooms without 
compromising life safety, adhering to building codes 
such as ADA laws, designed to protect buidling 
occupants. It also monitors federal, state and local 
legislation that affects school safety.

In particular, the campaign warns about the 
unintended consequences of installing barricade 
devices on classroom doors, which often violate life 
safety codes.

Through the campaign, DSSF collaborates with 
like-minded organizations such as Safe and Sound 
Schools, National Fire Protection Association, National 
Association of State Fire Marshals, Partner Alliance for 
Safer Schools, AASA – The School Superintendents 
Association, and the Secure Schools Alliance.

Resources are required to make a difference in 
this area, so DSSF launched its Lock Don’t Block 
Ambassadors program in 2019. This provides an 
opportunity for organizations in the door and  
hardware industry to support campaign efforts.

To learn more about this campaign,  
visit www.lockdontblock.org or  
contact snewport@dhi.org to become  
a DSSF Ambassador.

87% 
believe DHI members 
can lead customers to 
a better future.
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Sixty-one percent believe that their business 
should take a stand on “hot” issues such as active 
shooters in schools, and 64 percent believe they 
should offer solutions in these areas. A respondent 
noted, “We are very qualified and educated to take 
on such a conversation.” Another said, “We are 
already engaged with school boards on this issue.”

Seventy-two percent believe that their business 
contributes to society at large beyond the profit 
motive. “Making our communities better is a core 
value of our business,” one respondent said.

Corporate Responsibility
At the Forum on the Future, Beveridge engaged 
a panel of respected door and hardware industry 
veterans to discuss how companies can engage 
and support solutions to negative societal trends.

They included Ron Couch, AHC, CFDAI, president and 
CEO of Central Indiana Hardware; Chad Melhberg, 
vice president – operations at LaForce, Inc.; and 
Byron Whetstone, president of American Direct.

Thought Leadership
The panelists agreed on the need for door and 
hardware professionals to be a resource for 
customers, educating them on the best options 
to deal with security and safety challenges.

By selling solutions, they said, companies in the 
industry can enhance customer decisions that 
are often made only on price.

They also noted that the industry as a whole has 
an opportunity to exercise thought leadership on 
these issues, educating legislators about the best 
code-compliant solutions to school security.

Some panelists noted that they testified before 
state and local legislators who told them they 
want fact-based information when considering 
potential new laws.

Legislators sometimes say they only hear from 
people pushing an agenda but don’t always hear 
from industry experts.

Evolving Corporate Values
In the Forum on the Future discussion 
about corporate responsibility, Chad 
Melhberg, vice president – operations 
at LaForce, Inc., declared, “We need 
to be true to ourselves. What do we 
stand for? What is our mission and core 
values? It has to start there or we have 
no place to go.

One of the survey respondents echoed 
this, saying, “Long term business is 
never for profit only.”

Session moderator Dick Beveridge 
highlighted several companies that 
have successfully focused on their core 
values in their business philosophy.

Amazon is a leader in this area with its 
11-point statement of “Our Positions,” 
which formalizes its views on several 
societal issues.

Beveridge displayed a quote from 
Ron Shaich, chairman and co-founder 
of Panera Bread: “We discover today 
what’s going to matter tomorrow, and 
we innovate into that.”

In assessing corporate values and 
business strategies, Beveridge urged 
industry leaders to “Be bold, be deep, 
be disruptive, and be good.”

The urgency of change was 
demonstrated in a quote from Erica 
Orange, vice president and futurist 
with Future Hunters: “Change is not 
happening at a geometric rate, but at an 
exponential rate and we must migrate 
up to a higher value proposition.”

Wendy Clark, senior vice president 
of integrated communications and 
capabilities at Coca-Cola, was quoted 
as saying, “When you see us at our 
best, we have a brave point-of-view. 
And we’re willing to put that forward. 
And we’re willing to create a dialogue 
and a conversation.”

These views are reinforced by the 
“Statement on the Purpose of a 
Corporation” released by the Business 
Roundtable in August 2019. Signed by 
hundreds of prominent public company 
CEOs, the statement goes beyond the 
traditional purpose of a corporation, 
which had long held that corporations 
exist principally to generate returns to 
shareholders.

CEOs work to generate 
profits and return value 
to shareholders, but the 
best-run companies do more. 
They put the customer first 
and invest in their employees 
and communities. In the end, 
it’s the most promising way 
tobuild long-term value.

TRICIA GRIFFITH
PRESIDENT AND CEO
PROGRESSIVE CORPORATION
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A Need for Action
“We have a moral responsibility to act, since we 
have the knowledge to address these trends,” 
explained DHI CEO Jerry Heppes, CAE. “DSSF 
offers programs to help you get involved at the 
local level. If we don’t focus our energy on code-
compliant solutions, then decisions will be made 
without our expertise.” +

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

84% 
believe that social 
trends will impact their 
business in the future.

72% 
believe that their 
business contributes to 
society at large beyond 
the profit motive.

64% believe that their business 
should actively market their 
role in offering solutions to 
“hot” issues such as active 
shooters in schools.

NOTABLE SURVEY RESPONSES
“Delivering value to our customers” and 
“Supporting the communities in which 
we work” were among the principal 
tenets of the statement.

“CEOs work to generate profits and 
return value to shareholders, but the 
best-run companies do more,” said 
Tricia Griffith, president and CEO of 
Progressive Corporation. “They put 
the customer first and invest in their 
employees and communities. In the 
end, it’s the most promising way to 
build long-term value.” 

In one case, a fire department leader asked 
legislators, “Are you doing something or are you 
doing the right thing?”

Panelists noted that these are type of questions 
being asked at every level from local schools 
up to state legislatures, and door and hardware 
professionals need to be positioned to respond 
with real solutions that make sense.

DHI and DSSF are continually working to 
educate legislators on these issues.

15DOOR SECURITY + SAFETY  JANUARY 2020



PH
O

TO
 C

O
U

RT
ES

Y 
O

F 
M

IL
G

A
RD

 M
FG

., 
IN

C
.

GROWTH PREDICTED  
FOR FENESTRATION  
INDUSTRY IN 2020

Steel is the primary material used 
for entry doors in the non-residential 
market, followed by aluminum, 
including aluminum-framed storefront 
doors, which represent slightly more 
than one third of the overall market. 
Aluminum is expected to continue to 
grow its market share at the expense of 
wood and steel.

In the 2018 residential market, new 
construction demand for entry doors 
grew by 3.8 percent. Meanwhile, entry 
door remodeling and replacement 
demand, which continues to represent 
a significantly larger share of total 
demand, grew at 1.9 percent. The 
total market grew by 2.5 percent over 
2017, and was expected to grow by 1.5 
percent in 2019.

Non-residential door and window  
market growing, housing starts remain 
strong, existing home sales decline.

BY JANICE YGLESIAS

AS A NEW DECADE 
BEGINS, THE DOOR AND 
WINDOW INDUSTRY 
LOOKS TO DATA FOR A 
FORECAST OF WHAT TO 
EXPECT IN THE FUTURE. 
Each spring, the American 
Architectural Manufacturers 
Association (AAMA) releases an 
industry forecast and review covering 
the current state of the window, door 
and skylight market. Every two years, 
the association also provides a more 
detailed collection of market studies, 
including a report on the industry 
market size and an industry channel 
distribution report. 

As of January 2020, AAMA and 
the Insulating Glass Manufacturers 
Alliance (IGMA) unified to form the 
Fenestration and Glazing Industry 
Alliance (FGIA), and future reports 
will be published by FGIA.

The most recent version of the full 
reports, the “2017/2018 U.S. Industry 
Market Studies,” was released in May 
2018, and an updated “2018/2019 U.S. 
National Statistical Review and Forecast” 
from April 2019 sheds some light on 
what to expect in 2020. The report 
indicates an increase in housing starts 
and good news for door sales, including 
the patio door market, and an increase in 
non-residential window usage.

As those in fenestration know, the 
industry as a whole – especially the 
door segment – hoped for a return 
to the market conditions of 2007 
and earlier. The road to recovery has 
been long. Still, last year the study 
reported the industry appeared to 
be approaching sustainable healthier 
growth levels, and in 2020, that is 
expected to continue.

FUTURE OF THE DOOR MARKET
In 2017, non-residential construction 
demand for entry doors grew by 1.5 
percent. Growth was expected to 
continue at 2.5 percent in 2019 and 1.0 
percent in 2020. 
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single-family versus condominium 
or co-op sales. Existing home sales 
decreased by 3.0 percent during 2018. 
Existing home sales were forecast to 
decline by 0.8 percent in 2019.   

The Census Bureau ceased tracking 
and publishing data on the remodeling 
market in the fourth quarter of 2007, 
but reports monthly trade expenditures 
for building materials and supplies 
(retail) and lumber and other 
construction materials (wholesale). 
With these reports in mind, the market 
study forecasts a 3.0 percent increase 
in retail trade expenditure in 2020, 
and a 4.5 percent increase in wholesale 
trade expenditures.

PATIO DOOR  
MARKET TO IMPROVE
The overall patio door market 
increased in 2017 by 5.0 percent. New 
construction units grew 6.4 percent, 
while remodeling and replacement 
units expanded by 4.0 percent. The 
2019 market was expected to increase 
by 1.0 percent.  

This look at the industry’s current 
standings provides positive predictions 
for the coming year. +

JANICE YGLESIAS is 
the executive director 
of the Fenestration 
and Glazing Industry 
Alliance (FGIA) and 
has more than 20 
years of experience in 
the industry.  
Learn more at  
www.fgiaonline.org.

THE WINDOW MARKET
The non-residential glazing market 
increased by 1.5 percent in 2018. New 
construction was stronger with a 
gain of 4.0 percent, while renovation 
demand increased by 3.0 percent.  

Overall growth of 2.4 percent was 
forecast for 2019, to be followed by a 
1.4 percent increase in 2020. 

HOUSING STARTS GROWING
Total housing starts continued their 
growth curve in 2018, with 3.0 percent 
gains in the single-family segment and 
7.0 percent in the multi-family segment. 
New housing is expected to grow 1.4 
percent in 2019, led by single-family 
housing starts. Going forward, the 
overall new housing market is expected 
to continue to grow through 2021. 

Residential prime window volumes 
grew by 2.6 percent in 2018 versus 
2017. The increase was driven by 
continued growth in new construction 
demand, with new construction 
window requests increasing by 
3.4 percent while remodeling and 
replacement demand increased by 2.0 
percent. In 2019, this segment was 
expected to increase by 1.3 percent 
followed by a 3.5 percent increase in 
2020, as new housing starts soften 
somewhat but are still expected to 
realize the full potential of the current 
growth cycle.

EXISTING HOME  
SALES DECLINE
The National Association of Realtors 
publishes data on existing home sales, 
segmented at a national level into 
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The theme of this article could well be “at the time of writing,” 
(November 2019) a phrase that reflects the rapidly evolving 
nature of several of the components potentially affecting this 
forecast. At least two of these issues — USMCA and Brexit —  
will likely be clarified somewhat by the time you read this.
After an unexpectedly strong second quarter (Q2) 
2019 growth of 3.7 percent, driven primarily by an 
increase in net trade, Canadian Gross Domestic 
Product (GDP) was expected to slow dramatically 
for the second half of 2019. This has already been 
borne out by a much slower 1.3 percent growth 
rate in the third quarter.

It is anticipated this weakness will continue into 
Q4. The net effect was projected to be a drop in 
Canadian GDP growth for all of 2019 to as low as 
1.5 percent – well below the 2 percent that DHI 
Canada forecast in January 2019.

Trade Winds Blowing
The Q2 boost in GDP was attributed to strong 
export performance, led by energy, farm and 
fishing products, non-metallic minerals and 
aircraft and related engines and parts.

However, with the uncertain international 
business environment, this is unlikely to continue. 
Tension around Brexit, U.S./China trade, Canada/
China trade and, later in the new year, U.S./
European Union (EU) trade and U.S./Japan trade 
issues will dampen Canadian exports and trim 
GDP growth forecasts. 

Although there is a tentative “lite” trade deal 
between the United States and China, it had 
not been signed as of this writing, and the U.S. 
government had another series of tariffs that were 
slated to take effect in December 2019. 

Meanwhile, Canada has its own trade concerns 
with China, arising in part from the detention of 
Huawei executive Meng Wanzhou in early 2019. 
China imposed complete bans on the import of 
Canadian meat and canola products and softer 
restrictions on soybean products, and there are 

2020 
Economic 

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

Growth is forecast at 1.4 
percent following a weak 
second half in 2019.

fears this could escalate further to include other 
farm products in the short term. 

China is Canada’s second largest trading partner 
after the Unites States. If China bans a larger 
portion of Canadian exports, this would further 
curtail Canadian GDP growth. While a total 
breakdown of economic relations with China is 
unlikely, there is a reasonable risk of continuing, 
and potentially increasing, trade sanctions as a 
result of the Huawei situation.

Negotiations for the U.S.-Mexico-Canada 
Agreement (USMCA), the replacement for the 
North American Free Trade Agreement (NAFTA), 
concluded in September 2018. Since that time, only 
Mexico has formally ratified it. Prime Minister 
Justin Trudeau said Canada’s approval process will 
move in lockstep with the United States. 

However, as of this writing, USMCA negotiations 
are continuing in the United States and no 
timeframe has been set to bring the deal to a vote. 
It is theoretically possible Congress could pass 
USMCA before the end of 2019 and Democrats in 
the U.S. House of Representatives were signalling 
a willingness to bring it to a vote quickly after the 
negotiations concluded.

Should negotiations fail, the existing NAFTA 
rules would continue to apply to trade between 

the three countries, but President Donald Trump 
has repeatedly said he will “tear up” NAFTA. If 
he did so, it would have a damaging effect on the 
Canadian economy as the country conducts about 
$500 billion annually in trade with the United 
States ($300 billion in American imports and 
$200 billion in exports). 

BREXIT Uncertainties
And then there is Brexit. 

The citizens of the United Kingdom went to the 
polls in December 2019, with the key issue being 
the future of Brexit. Prime Minister Boris Johnson 
obtained an extension of the Brexit date from 
the EU to January 31, 2020. If his Conservatives 
win the election, his Brexit deal will again be 
introduced to the House of Commons; if it passes, 
there will be clear Brexit terms. 

However, there is still risk that it will not 
pass and Prime Minister Johnson will get his 
“no-deal” Brexit wish. In either case, there 
would be a transition period lasting until at least 
December 2020 for the United Kingdom to work 
out a future relationship with the EU. During the 
transition, the United Kingdom would continue 
to follow all EU rules and regulations, including 
making payments into the EU budget. 
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If the Labour Party wins the election, party 
leader Jeremy Corbyn says he will negotiate a 
new deal within three months and then hold a 
binding public referendum where the two choices 
would be the new deal or remaining in the EU. 
It is unknown what the effects of the options 
on the U.K. economy will be but, if a recession 
is triggered, Canadian trade with the United 
Kingdom (Canada’s fifth largest trading partner) 
would suffer.

Recession Outlook
Many central banks around the world, including 
the U.S. Federal Reserve, the Bank of Japan 
(the BoJ), and the EU Central Bank (ECB), have 
lowered interest rates as “insurance” against a 
potential recession. Indeed, the BoJ and ECB 
rates are now in negative territory. As of this 
writing, the Bank of Canada (BoC) has not 
followed suit, maintaining the rate at 1.75 percent. 

Most pundits believe this will change in 2020, 
with either one or two quarter-point decreases 
in the BoC target lending rate taking place in the 
first half of the year. This would drop Canada’s 
lending rate to between 1.25 percent and 1.50 
percent. At DHI Canada, we believe this will 
occur but that it will not have a stimulative effect 
– it will be aimed at minimizing the impact of 
a possible recession rather than encouraging 
economic growth.

At this point, we believe the risk of a recession 
in Canada is slight, though this is subject to 
resolution of the trade issues noted above. 
Internationally, the BoC, in its “Monetary Policy 
Report,” is calling for 3.1 percent growth in the 
world GDP in 2020, driven mainly by China (5.9 
percent growth). It is forecasting the EU GDP will 
increase by 1 percent (down from 1.4 percent in 

their July report) and Japan at only 0.2 percent. 
Given these figures, a recession – if one occurs – 
will likely only be technical, and Canada may not 
see one at all. 

The United States is also likely to escape 
recession. The BoC is calling for 1.9 percent GDP 
growth in 2020, up from its July forecast of 1.7 
percent.

Fixed Business Investment
As the chart below shows, forecasts for non-
residential construction and business investment 
in fixed capital generally vary widely. DHI 
Canada believes non-residential construction 
will continue to grow in 2020, but likely at a rate 
between 0.5 and 1 percent. This reflects recent 
softness in the market and the limited ability or 
willingness of governments across the country to 
invest in institutional/governmental construction 
projects.

Growth in consumer spending is likely to 
remain slow, putting a damper on growth in 
manufacturing. This will have a spillover effect to 
other areas of the economy, notably investment in 
residential and non-residential construction and 
business investment in machinery and equipment. 

Given that we have a minority government 
federally, its ability to contribute to economic 
stimulus is somewhat questionable. The Liberal 
Party will likely govern on an issue-by-issue basis 
and will focus on staying alive for the typical 
18-month-to-two-year average life span of a 
minority government.

DHI Canada forecasts the Canadian dollar will 
trade in the range of 75-77 cents compared to 
the U.S. dollar in 2020, an upward revision in 
our September high-end forecast. This will favor 
Canada in international trade, provided things 
straighten out on this front. +

DAVID PETRIE is operations 
manager for DHI Canada. Email: 
David@associationconcepts.ca. 
 

INSTITUTION MEASURE

PERCENT 
CHANGE 
2020

Scotia Bank Economics Business Investment 3.0%

RBC Economic Research Non-residential Investment 0.5%

Non-residential Structures 0.3%

BMO Capital Markets Business Investment 0.9%

Non-residential Construction 2.2%
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BY DAVID M. SYLVESTER, PSP

As we close out this decade, we have seen 
and are experiencing significant changes 
in the physical industry. Manufacturing 
consolidation during the past 10 years 
has changed the entire supplier network.

While it has slowed down, opportunities still exist, 
and consolidation should continue as the major players 
are always open to expanding the definition of their 
core businesses and markets. Channel restructuring/
consolidation has just begun to pick up momentum and 
will represent the most dynamic changes in the industry 
structure during the next decade. 

DYNAMIC CHANGES 
in the PHYSICAL 

SECURITY INDUSTRY
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Channel restructuring and consolidation is gathering 
momentum and will drive change during the next decade.
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The drivers of channel restructuring 
include:

 Technology advancements in access 
control systems, video surveillance 
capabilities, wireless technology 
deployment cloud-based systems, 
the Internet of Things, and 
electronics will be incorporated into 
nearly every facility.

 Large players will shift their 
business models due to new 
entrants or disruptive businesses.

 The visibility of the security 
industry will be fueled by strong 
balance sheets of existing players 
and huge amounts of private equity 
money attracted to the industry.

 Most of all, change will be created 
by demographics. Many business 
owners will want to retire within 
the next decade and will realize 
their business values are potentially 
at their peak value thanks to this 
long-running market expansion.

Residential Market 
Restructuring
Several national companies operated 
the same business model for years; 
they subsidize the equipment and 
installation of a home security system 
and sign the homeowner up for 3-year 
monitoring contract terms at $40-60 
per month (RMR). The smaller alarm 
dealers – more than 10,000 of them – 
would sell their businesses or accounts 
to one another or the large players at 
multiples of 40 times their RMR. 

Companies such as alarm.com, 
SimpliSafe, and Ring enter the market 
with smaller monthly contracts – or 
no contracts – which are creating 
large customer attrition at traditional 
alarm companies. These disrupters 
as well as the do-it-yourself products 
have positively influenced homeowners 
to add security systems/home 
automation, but at the expense of 
traditional players.

As a result, ADT’s initial public 
offering fell short of expectations and 
they put all their efforts into moving 
quickly in the commercial security 
market, Monitronics/Brinks struggled 
to attract new financing and recently 
several of the large lenders who 
supported the 40-times-RMR company 
valuations have withdrawn lending to 
the industry altogether.

Lessons from  
Residential Security
Why is the residential market relevant 
to DHI members? Because the 
awareness of security technologies 
will accelerate applications in 
every commercial marketplace. We 
as consumers, homeowners, and 
parents now are much more aware 
of options and will expect increased 
levels of security and convenience 
at work and at school. With the 
adoption of security technologies it 
will be expected that suppliers of 
security hardware be competent in 
electronic security applications, which 
challenges us with Divisions 8 and 28 
and total opening competencies.

Additionally, this shift is driving new 
business models such as the largest 
manned guarding company buying 
security system integrators to offer 
the total solution to their customers. 
Also, alarm.com and SimpliSafe 
are expanding into the commercial 
security market space. 

Fortunately, many DHI members are 
aggressively building out their total 
opening capabilities by increasing 
their electronic security product 
applications and services competencies 
through organic investments in talent 
and acquiring systems integrators. In 
general, DHI member companies see 
the future as a total openings business 
model and are taking actions to be 
those sustainable companies. 

Private Equity 
Investment is Increasing
In 2008 Blue Pointe capital invested 
in Cook & Boardman, which has since 
successfully acquired and integrated 
approximately 15 companies. This 
created the largest commercial door 
and hardware company in North 
America.

Cook & Boardman has been through 
a couple of “turns” and a few other 
private equity (PE) injections were 
made into other companies since 
2008. However, in 2019 our industry 
saw an unprecedented influx of new 
PE companies enter the market with 
investment in some of the larger DHI 
member companies. 
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New PE entrants to the industry are 
attracted by the relative stability of the 
businesses, the importance of physical 
security products and systems in the 
built environment, attractive financial 
performance of the channel, and the 
remaining largely fragmented market 
structure.

PE companies’ goals are to get into the 
market, make additional acquisitions, 
increase the overall profitability 
(ebitda) of their portfolio and exit, 
within typically 5-7-year windows. 
However, we recently saw High Road 
Capital Partners – which previously 
owned the Banner Solutions group 
of wholesale companies – turn their 
investment in 2.5 years to Tailwind 
Capital, which is currently investing 
out of their most recent fund with total 
capital commitments of $1.8 billion.

While our industry demographics are 
not unique, nearly all – if not all – of 
the recent transactions in our industry 
have been rooted in an owner(s)’ 
objective of retiring within the next 
3-5 years, or at least having the option 
to do so. In addition to business 
owners desiring a retirement strategy, 
several other factors are part of the 
life-changing decisions, which include:

 Having spent most of their career 
and adult life in the business, 
they are ready to move to another 
chapter of life that doesn’t include 
coming to the office every day.

 A desire to stay active in the 
business, but focus on customers 
or strategic growth opportunities 
and let someone else take care of 
the administrative aspect of the 
business.

 Realization that this market 
expansion has enabled their 
businesses to perform at record 
levels, which supports peak 
business valuations in many cases.

 A realization that to change their 
business model to align with 
development of electronic security 
technologies and applications 
require significant investment in 
their personnel and operations, and 
they are reluctant to pump more 
money into the company.

Many DHI member company owners 
may be considering whether their 
future includes selling their company. 
Others may be buyers and are ready to 
continue to invest and grow. PE-backed 
companies are not the only buyers! 

Company Valuations
I have been fortunate to have 
represented several owners over 
the past few years and can at least 
offer a few observations from these 
transactions. Most of my discussions 
start with valuation approaches and 
the selling process. 

SOME THOUGHTS:
 To obtain the maximum value 

for their business, the owner(s) 
should be willing and eager to 
stay involved with the business 
at least through transition period 
and ideally for an additional year 
or more. Owners who want to exit 
soon after closing hurt the value of 
the business. 

 The sale process is often not a 
linear process. It zigs and zags 
through a process that can take 
9-12 months from start to finish. 

 Considering these last two points, 
an owner thinking of an exit 
strategy should have a 3-4-year 
timeline on a full exit from the 
business. 

 Business values are derived from 
financial performance. Sellers have 
their heart and soul invested in 
their businesses and have strong 
emotions associated with it. 
Buyers base the value on financial 
performance. 

 Business values are most often 
based on a multiple of the adjusted 
three-year average ebitda. Adjusted 
ebitda is essentially cash flow. 
Therefore, the higher the confidence 
in future cash flows, the higher the 
value of the business. 

 Drivers of confidence in future cash 
flows include: 

 Consistent top-line growth and 
bottom-line leverage.

 Mix of revenue sources such as 
new construction, aftermarket 
business, Division 10 business, 
and electronics.

 Investment in ERP and other 
operating systems.

 A healthy mix of talent at all 
levels – tenure balanced with 
less experienced personnel with 
a long runway.

 The sales process is a process – a 
serious and complicated process. 
The buyers are professional buyers. 
Most sellers are one-time sellers. I 
encourage any seller to use a broker 
professional to obtain the optimal 
outcome. The optimal outcome is 
usually a mix of financial benefit 
and cultural alignment derived 
from consideration of multiple 
options, successfully navigating the 
sales process. 

 Overall, I encourage all owners 
and business leaders to run their 
business like they intend to sell it at 
some point in the future. +

DAVID M. SYLVESTER, 
PSP, is president of 3SE 
LLC, a boutique M&A 
brokerage business 
focused on the physical 
security industry.  
Email him at 
sylvester@3secorp.com.
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DHI offers congratulations and thanks 
to the many people who give so much 
to the architectural openings industry. 
We are proud to highlight the award 

winners who have demonstrated 
exemplary effort and dedication.

D H I  A C H I E V E M E N T 

AWARD 
WINNERS

JANUARY 2020   DOOR SECURITY + SAFETY 24



What would you tell young professionals  
today who are entering the industry?
Our industry’s young professionals have a great future. People are always 
going to have to walk through doors to get into and out of buildings. It is 
essential for our industry to have an educated workforce who know how 
to apply the codes and standards to meet the building requirements of 
architects and owners. Understanding product application is the best 
avenue to ensure a long and successful career in the industry.
Products will continue to evolve and change, but even with new 
product development, the intent will be the same – secure the building 
and have the means in place to get people out safely. The door and 
hardware Industry is ever-changing. To be successful, one must 
enjoy a shifting workday environment. It is important that our new 
professionals be problem-solvers, stay current and never stop learning.

How did you get started?
I have to “blame” (or thank) my wife of 40 years for getting me into 
the industry. After graduating from Purdue University, I had some 
job opportunities, but my preference was to be close to my college 
sweetheart. A notice on the unemployment office bulletin board in 
Elkhart, Indiana, put me in touch with Miller Steel and Supply. I was 
hired as their outside salesman with added responsibilities of helping 
order and maintain the hollow metal inventory. After three months, the 
man running the department left the company so I took over detailing, 
ordering material, shop work orders and started learning hardware.
In 1978, everything was handwritten. The fax and copy machines 
were the latest innovations of the time. Schedules (6 sets) were typed 
using carbon paper. I was fortunate to have a tremendous mentor, 
Nestor Thaleen, AHC, who taught me hardware and encouraged me 
to apprentice and become an AHC. My first classes were taken at the 
Architectural Hardware Institute in Chicago. I also was blessed with the 
support of a lovely bride who shared the highlights and challenges of 
getting started – and staying – in this industry.

What does it mean to be recognized  
by your peers for this award?
Receiving the Founder’s Award is a tremendous honor. I am very 
humbled by the award and would like to thank all those who felt I 
deserved this special recognition. 

What do you consider your greatest accomplishment?
Teaching is my passion. Being asked to teach at the DHI Schools is my 
greatest accomplishment. It is also a great privilege. I feel obligated 
to “pay it forward” and am very grateful to have an opportunity to 
share the knowledge I have gleaned over the years with industry 
professionals. I enjoy their enthusiasm and continue to be challenged 
and learn from the students as well as other instructors.

Where do you see our industry going in 5-10 years?
One change we will see is openings being detailed inside the 
Building Information Modeling (BIM) model. It will provide a fully 
detailed description and contain all product types, resulting in 
detailing becoming more computerized and an integral part of the 
building design development process. Depending on how that model 
is developed, it may affect how manufacturers go to market and 
distributors are involved in the building/construction/installation 
process. The industry is facing potentially major changes and we need 
to prepare now to stay viable in the construction process.

What does DHI mean to you today  
compared to when you first joined?
When I first learned of DHI, it was an organization that seemed to 
hold meetings and social gatherings as well as offer training classes 
in hardware. Everything was focused on becoming an AHC. The DHI 
magazine was my main connection to the organization for many years. 
It was in 1983 when I became involved in my first leadership role with 
DHI at the local level while working for a manufacturer in Connecticut.
Today, DHI is a much more educationally focused organization and 
a strong advocate for life safety. Training has expanded to include 
not only the distributor base, but also manufacturers and front-line 
personnel. In addition, training has dramatically expanded to cover all 
aspects of doors and hardware and is continually being revised and 
updated to account for current trends in the industry. 

JA SON P. GEHRS,
DHT, AHC, DHC, CFDAI, FDHI
ARCHITECTURAL CONSULTANT/ 
SPECIFICATION COORDINATOR
ALLEGION
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FOUNDER’S AWARD 
DHI’s highest and most prestigious award recognizes 
significant and outstanding service to DHI and the door 
security + safety industry over an extended period of time.

25DOOR SECURITY + SAFETY  JANUARY 2020



2019 DHI ACHIEVEMENT AWARD WINNERS

FELLOW AWARDS

What drives you to stay involved 
with DHI and how can you share 
that enthusiasm with members 
new to DHI and the industry?
Our industry has been very good to my 
family and me, and DHI provides us with a 
platform to spread the life safety and security 
message. We believe in designing and 
producing meaningful solutions that impact 
people’s lives. This helps attract young people 
to our industry.

How did you get started?
I came to help out the family business for 
a month or two and got bitten by the bug. 
Very few people can have the experience of 
working with their father for almost 40 years 
and say the relationship has grown stronger 
over time. I learn new lessons from him (and 
from the kind words people tell me about 
how he has inspired them) every day.

What do you consider your 
greatest accomplishment?
My kids didn’t hear me curse until they 
were just about done with high school. 
Professionally, it would be our team’s efforts 
with the World Trade Center, New York City 
Transit Authority and the new Sandy Hook 
School. We’ve created products that save lives, 
allow for speedy emergency exiting in the 
event of a horrific act and provide safety and 
security to allow students to learn in peace.

Where do you see our  
industry going in 5-10 years?
We’ll be providing more services related 
to installation, life safety and ensuring 
code compliance. The wall will be blurred 
between product supplier and performance 
guarantor. And we’ll be battling Amazon in 
the distribution space.

MARK J. BERGER
FDHI 
PRESIDENT &  
CHIEF PRODUCT OFFICER
SECURITECH GROUP, INC.

RENÉ A . BOUCHARD
DAHC/CDC, FDAI, FDHI, CSI, 
CCPR, FDHI
EXECUTIVE BUSINESS 
DEVELOPMENT MANAGER
DE LA FONTAINE

What drives you to stay involved 
with DHI and how can you share 
that enthusiasm with members 
new to DHI and the industry?
What drives me today is what drove me when 
I started, constantly learning the intricacies of 
our ever-changing industry. Young people and 
new or existing DHI members should strive 
to continue learning. Some may become 
certified and others may not. Either way, 
becoming a relevant expert only happens by 
continuing your education. 

How did you get started?
I was privileged to work with someone I 
considered a master. He pulled me from the 
residential side as he saw my growing interest 
with commercial products, the complexity of 
these types of projects and my inner need to 
constantly learn. Soon thereafter, I took my first 
DHI class and as they say, “the rest is history.”

What do you consider your 
greatest accomplishment?
As a former DHI National Instructor, seeing 
students I had in class receive their AHC 
certification. 

Where do you see our  
industry going in 5-10 years?
I see continued consolidation in 
manufacturing and distribution, more vertical 
marketing, “one-stop” shopping for owners, 
contractors and even services to architects. As 
the internet and ecommerce continue to grow, 
people will obtain materials and services, 
even on complicated projects, with just the 
click of a mouse.

The Fellow Award is DHI’s second highest award, based on service, and is 
conferred on any DHI member who is deemed to have contributed significant 
and outstanding service to DHI and the door security + safety industry.
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What drives you to stay involved 
with DHI and how can you share 
that enthusiasm with members 
new to DHI and the industry?
I’ve been at this for more than 25 years, and 
as a distributor I’ve received a real return 
on investment from the education that DHI 
provides. I feel duty bound to give back in 
any way I can as my company directly benefits 
from DHI. I enjoy teaching at the local level 
as I see many people I know and often those 
from my own firm. 

How did you get started?
My degree is in computer science so when I 
graduated in the mid-1980s, I started working 
for a local hollow metal shop writing software 
to help with scheduling and detailing. As my 
position grew, I learned about the local Georgia 
Chapter DHI and in 1994, I started my own 
door/frame and hardware distribution firm.

What do you consider your 
greatest accomplishment?
Being in business for more than 25 years you 
go through a lot of highs and lows, but I’m 
most proud to say that I still deal with the same 
customers that gave me a chance a very long 
time ago. They obviously have other options 
and the ability to keep those customers is 
something I work toward every day. 

Where do you see our  
industry going in 5-10 years?
Our industry is changing so fast it’s hard to 
keep up. When I first started the company, 
electronic hardware was just not used 
in my area. Now it’s on every job and 
the coordination between the trades is 
challenging. Because of all of this, I started 
on the EHC track this year. Keeping up to 
date is a constant challenge. It’s an exciting 
time because the worth of the door/frame/
hardware subcontractor has been elevated 
in the construction community, which gives 
distributors an opportunity to sell on service 
instead of low price.

DEBBIE PURCELL
AHC, CFDAI, FDHI
PRESIDENT
ENGINEERED OPENINGS, INC.

“I see continued consolidation in
manufacturing and distribution, 
more vertical marketing, ‘one-stop’ 
shopping for owners, contractors 
and even services to architects.”

RENÉ A. BOUCHARD, DAHC/CDC,
FDAI, FDHI, CSI, CCPR, FDHI

“It’s an exciting time because the worth of the 
door/frame/ hardware subcontractor has been 
elevated in the construction community, which 
gives distributors an opportunity to sell on 
service instead of low price.”

DEBBIE PURCELL, AHC, CFDAI, FDHI

“Our industry has been very good to 
my family and me, and DHI provides 
us with a platform to spread the life 
safety and security message.” 

MARK J. BERGER, FDHI
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DISTINGUISHED CONSULTANT AWARDS
This award is based on technical expertise and may be conferred on any DHI consultant member (AOC, AHC, EHC or CDC) 
with a minimum of 10 years as a contributing member of DHI.

How has earning DHI  
certifications and taking  
education helped your career?
Pursuing and achieving my certifications has 
helped me exponentially in my career and 
launched me on a path of lifelong learning. 
Holding a certification from any association 
attests to your knowledge, proficiency and 
expertise on a subject and more employers are 
looking for and promoting certified people.

What does the Distinguished 
designation mean to you?
I consider it a great honor to have even been 
considered for the Distinguished Consultant 
award and am proud to sit alongside many 
of my mentors who have earned the same 
recognition. I have always had a passion for 
learning and have always been driven to share 
what I learned with others. I have a great love 
and appreciation for this Industry that has 
given so much to me and it is always nice to 
have that passion recognized by your peers. 

What advice would you  
have for someone just  
starting in the industry?
Never stop learning and always give back. 
I know that I am where I am today not only 
because of my hard work but also because of 
the generosity of others who were willing to 
invest time into me personally and into my 
education in the Industry. When you learn 
something new, take the time to share what 
you know with others. Be discerning in what 
you learn because knowledge is power.

Where do you see our  
industry going in 5-10 years?
I believe now more than ever that our 
industry has the opportunity to move out 
of the shadow of the former “door-knob” 
salesperson and to lead the way as the new 
door security and safety professionals we all 
are. With the ever-growing risks in public 
places, especially buildings, we must be the 
experts, leaders and innovators in helping 
to provide for secure environments in which 
people can work, play, and learn. 

LAURA FRYE WEAVER 
DHT, DAHC, DHC, CSI, CDT, 
CCS, CFDAI
VICE PRESIDENT OF EDUCATION, 
CERTIFICATION AND TECHNICAL 
ACTIVITIES
DHI

JAMES T. WHITE
DAOC, CFDAI, FDHI
RETIRED

How has earning DHI  
certifications and taking  
education helped your career?
The education helped me advance my 
career because it laid the foundation of 
knowledge that would be the basis for all 
further learning. Being involved in the DHI 
Continuing Education Program (CEP) also 
helps keep me current. Each time I earned 
a credential, my professional status was 
elevated.

What does the distinguished 
designation mean to you? 
For me, the distinguished designation is the 
pinnacle of my career. I’ve always strived to be 
the best and this is confirmation that I have 
achieved great things throughout my career.

What advice would you have for 
someone just starting in the industry?
Start your DHI education immediately! The 
education is the foundation of knowledge you 
will use as your career advances. Once you have 
some advanced knowledge, you will probably 
develop your own style. Take advantage of any 
education that is offered to you.

Where do you see our  
industry going in 5-10 years?
With the increasing use of electronics and 
other security equipment, it is much harder 
to forecast the future, but we will continue 
to see companies consolidate, new small 
(fringe) companies enter the industry, better 
coordination of spec between Division 08 and 
Division 28, and the value of our certifications 
and credentials will be recognized. Also, the 
trends seem to be leaning toward preinstalled 
hardware and complete opening installs.
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AWARD OF MERIT
This award is reserved for presentation to any individual (member or non-member) who has ren-
dered outstanding contributions to the advancement of the aims and objectives of DHI and the 
door security + safety industry in any capacity.

CHERYL ORSI
CLIENT RELATIONS MANAGER
SOFTWARE FOR HARDWARE, LLC

What does it mean to be 
recognized by your peers  
for this award?
It’s certainly an unexpected and wonderful 
surprise. I built my career in the door industry 
because I love attention to detail and complex 
problem-solving but mostly because of the 
terrific people. To know that I’ve earned the 
respect of people that I respect truly means a lot.

What advice do you have for 
someone just starting in the 
industry and how should they  
get involved with DHI?
My best advice is to find a mentor. There 
are many experienced members in the 
industry willing to share their time and 
knowledge with you. Seize that opportunity 
to learn all they have to offer. I was lucky 
to find a mentor early in my career. Thirty 

years later, I know I can still call him with a 
question or ask for advice. He not only taught 
me the technical side of the business but 
showed me how important it is to build and 
maintain relationships, whether it is with 
peers, customers or vendors. Becoming a 
DHI member is a great way to start building 
relationships. Whether it is taking a class, 
joining a webinar or attending a local chapter 
meeting, DHI can help a new industry 
member grow.

Where do you see our  
industry going in 5-10 years?
Our industry is changing rapidly. I believe it will 
continue to do so at a fast pace as technology 
plays a greater role in door safety and security. 
The industry will adapt to and embrace those 
changes in order to provide accessible and safe 
spaces for us to live and work in.

“With the ever-growing risks in 
public places, especially buildings, 
we must be the experts, leaders 
and innovators in helping to provide 
for secure environments in which 
people can work, play, and learn.” 

LAURA FRYE WEAVER, DHT, DAHC,  
DHC, CSI, CDT, CCS, CFDAI

“My advice to someone just starting 
out in the industry is to start your 
DHI education immediately! The 
education is the foundation of 
knowledge you will use as your career 
advances.”

JIM WHITE, DAOC, CFDAI, FDHI

“Our industry is changing rapidly.  
I believe it will continue to do 
so at a fast pace as technology 
plays a greater role in door 
safety and security.” 

CHERYL ORSI
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MARY ROTH AWARD
This award is conferred to DHI Chapters for presenting an outstanding chapter education 
program or series of programs.

NEW ENGLAND CHAPTER

CHAPTER LE ADERS
President 
Jim White, DAOC,  
CFDAI, FDHI

President-Elect 
Doug Laflamme, DHT

Secretary 
Cheryl Orsi

Treasurer  
Bill Hillman, DHT

Sample Class Topic
“Up/Down Construction Method,” presented by Daniela Diaz, a 
construction manager from Turner Construction. She explained this 
method, which goes up a floor for every floor underground. So if the 
basement/parking is four stories, then four stories above ground 
will be completed at the same time. That can have a great impact 
on scheduling of doors, frames and hardware. The deliveries are 
accelerated by this method and may require them to be delivered 
as two jobs, one well in advance of the upper floor fit-outs. One DHI 
Continuing Education Program (CEP) credit was offered.

How do you create engaging education  
and events for your chapter?
We seek out the best people and topics from our industry and other 
stakeholders. Surveys are a good tool if you can get a decent response. 
When there is no viable input from the members, we just seek out 
current and relevant topics and then market the event heavily. We 

have core members that attend most meetings and the topic will drive 
additional attendance.

What advice do you have for other chapters  
to increase participation and engagement?
Increasing participation is best driven by the information presented 
at chapter meetings. Relevant and timely topics will create a draw. 
Engagement has many levels, so at the chapter meeting, personal 
interaction is essential. All board and committee volunteers should be 
known to the members. Recognition is extremely important! All new 
members and new credential earners are formally recognized.

Are your chapter leaders willing to be a resource for 
other chapter leaders who may want to reach out and 
learn from your experiences and success?
Yes! Contact us at president@dhine.org.
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CHAPTER LE ADERS
President 
Melanie Wright, CSI

Vice President 
Jacob Freese

Treasurer 
Ken Black, CSI, CDT

Secretary 
Amanda-Leigh Bridges

GEORGIA CHAPTER

Sample Class Topic
Every year the Georgia DHI Chapter offers local education that members 
can benefit from. This year “COR125 Takeoff and Estimating” was presented 
by Karen McKinley, AHC. She taught students how to properly perform 
material takeoffs, prepare requests for information (RFIs), prepare requests 
for substitutions, calculate overhead costs, apply markups, and prepare 
estimates. This is a great course for members who are on track for their DHT 
or AHC or even for those who want to freshen up their skills in a refresher 
course. Georgia DHI also hosted an Intermediate Access Control class in 
Savannah, Georgia presented by Russ Hooker DHT, AOC, DHC, CFDAI. He 
introduced electronic access control at an intermediate level and discussed 
basic terminology, system design, and electrical drawings. This class was 
worth three continuing education points.

How do you create engaging education  
and events for your chapter?
We work with chapter members to choose topics and classes that we 
feel would be beneficial and interesting. We also try to infuse some 

fun in the mix and offer social activities and gatherings rather than just 
focusing on continuing education and business. A good mix of work 
and fun seems to help bring people back!

What advice do you have for other chapters,  
to increase participation and engagement?
Aside from trying to find interesting topics or useful classes to host, we 
also try to use various forms of communication (email, social media, word 
of mouth) to let everyone know about our events and generate interest.

Are your chapter leaders willing to be a resource for 
other chapter leaders who may want to reach out and 
learn from your experiences and success?
Of course! The best parts of DHI are the opportunities that DHI  
creates for us to network and learn and grow together. Contact us  
at info@dhigeorgia.org.
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ROBERT G. RYAN AWARDS
This award is presented to the best volunteer authors of an article in Door Security + Safety 
magazine written during the previous calendar year. Awards are presented for business and 
technical topics.

2ND PL ACE
JA SON BADER
DON’T CONFUSE PROFIT WITH SHORT-TERM THINKING
SEPTEMBER 2018

2ND PL ACE
MARK PERKINS
PREVENTATIVE SECURITY - START WITH THE FRONT DOOR
JULY 2018

1ST PL ACE
BEN H. DORSEY III,  LEED GA
OPENING THE DOOR TO ENERGY EFFICIENCY
OCTOBER 2018

1ST PL ACE
JOHN S. MOORE, AHC
EVOLUTION OF A DHI DISTRIBUTOR
FEBRUARY 2018

TECHNICAL ARTICLES

BUSINESS ARTICLES
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DHI Canada 2019 Fall 
Technical School Sets 
Attendance Record
The DHI Canada Fall 
Technical School, held 
in late November 2019 
in Calgary, Alberta, set 
another attendance 
record with 71 students. 
The school had strong 
support from distributors 
across the country.
DHI Canada welcomed some U.S. 
instructors to the event, including 
Brian Clarke, DHT, AHC, DHC, 
CFDAI; Ros Shender, AHC/CDC, 
CFDAI, CDEC; and Kevin Tish, AHC/
EHC, DHC, CFDAI - as well as some 
candidate instructors – Brian Charette, 
AHC; Krista Christenson, AHC; and 
Ryan Fierback, EHC.

A number of new courses were offered, 
including DHT Exam Preparation. The 
DHT exam results were outstanding 
and a couple students went on to 

successfully write the DHC exam. 
Those taking DAI600 had the 
opportunity to take the CFDAI exam, 
with many successful results.

DHI Canada thanks its co-directors of 
education, Malcolm Eyre, FDHI; and 
Mark Sorrenti, EHC. Thanks also to CP 
Distributors and ProAble for providing 
storage and delivery of samples. +

DHI CANADA FALL 
TECHNICAL SCHOOL 
INSTRUCTORS
Lawrence Beatty, DHC, DHT, AHC, FDHI    
Brian Charette, AHC
Kelly Chimilar, AHC, FDAI
Krista Christenson, AHC
Brian Clarke, AHC, DHT, DHC, CFDAI, CDT, CSI
Sandy Elliott, AHC
Tim Ettinger, AHC, DHT, DHC, FDAI
Ryan Fierback, EHC            
Brad Hewlett, AHC, EHC, CFDAI    
Steve Isaac, AHC, FDAI
Paul Jackson, DAHC    
Jill McCreary, AHC, FDAI                            
Alan D. McMurtrie, DAHC    
Katherine Panousos, AHC                                    
Dave Sargent, AHC                    
Roslyn Shender, AHC,CDC, CFDAI, CSI                                
Kevin Tish, AHC, EHC, DHC, CFDAI
Bob Watson, AHC
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schedule at a glance

8:00 AM – 5:00 PM   Registration   

12:00 PM – 4:00 PM   Pre-conference Workshop:    
Strategy Drives Success: Don’t  Wait for an  

Economic Downturn to Develop  

Your Business Strategy

7:00 AM – 4:00 PM   REGISTRATION  

                                                                  

7:30 AM – 10:15 AM   COMPLIMENTARY COFFEE BREAK    
 (All-Access Pass registrants) 

Sponsored by  

     

8:00 AM – 10:15 AM    CONFERENCE SESSIONS  

  8:00 AM – 9:00 AM  The Integration of Division 8 and Division 28  

  8:00 AM – 9:00 AM   Surpassing ANSI/SDI A250.10-2011 Requirements    

with Low-VOC Corrosion  Resistant Primers 

   8:00 AM – 9:00 AM  Non-Contact Safety with Laser Technology    

& Barrier-Free Access                          

  8:00 AM – 9:00 AM  Innovations in Fire-Rated Glass Doors 

             

  9:15 AM – 10:15 AM  Labeled Doors Enhance Safety & Security   

in the Built Environment                      

  9:15 AM – 10: 15 AM  Access Control 101

  9:15 AM – 10:15 AM   Pocket Doors in Public: Learning From Those Down Under 

  9:15 AM – 10:15 AM  Compare Your Company to Best Distributors   

Self-Evaluation Workshop               

10:30 AM – 12:00 PM   Keynote Presentation:   
Start With Why 
           

12:00 PM – 4:30 PM   Exhibit Hall 

1:00 PM – 3:40 PM    Innovation Theater Sessions  

3:30 PM – 4:30 PM   Happy Hour Networking Reception  

7:00 AM – 4:00 PM   REGISTRATION

7:30 AM – 10:15 AM   COMPLIMENTARY COFFEE BREAK 
 (All-Access Pass registrants) 

 

8:00 AM – 12:00 PM  CONFERENCE SESSIONS

  8:00 AM – 9:00 AM  State of the Physical Security Industry:   

Highlighting Key Trends and Mergers & Acquisitions

  8:00 AM – 9:00 AM  Door Openings For Tornado-Safe Areas 

  8:00 AM – 9:00 AM Wireless Access Control, The Future Now!  

  8:00 AM – 9:00 AM The New Face of Field Labeling Service

  8:30 AM – 11:00 AM  Codes Roundtable

  9:15 AM – 10:45 AM    Developing Your Most Important Asset

  9:15 AM – 10:45 AM Lockdown, Now! Code Compliant Methods 

to Achieve School Security 

  9:15 AM – 10:45 AM Access Control Fundamentals: Frequent Used  

& Confused Terms Training Guide  

  9:15 AM – 10:45 AM Meeting Your Customers’ Key System Needs

  9:15 AM – 10:45 AM Understanding Shooter/Attack Resistant 

Door Opening Solutions 

  11:00 AM – 12:00 PM Women Opening Doors 

  11:00 AM – 12:00 PM      Key Meeting Fundamentals 

  11:00 AM – 12:00 PM Protect Project Profits And Mitigate Risk        

With Proper Project Documentation

  11:00 AM – 12:00 PM Benefits of Factory-Painted Doors 

  11:00 AM – 12:00 PM Succeeding in the EAC Market: A Distributor’s Tale

12:00 PM – 4:30 PM   EXHIBIT HALL

12:30 PM – 3:10 PM   INNOVATION THEATER SESSIONS  

6:30 PM – 10:30 PM   CONNEXTIONS AFTER PARTY  
ROCK & ROLL HALL OF FAME  

 

8:30 AM – 10:30 AM   FORUM FOR THE FUTURE:    
REPOSITIONING YOUR COMPANY TO    
NAVIGATE UNCOMFORTABLE  
SOCIAL TRENDS  (Breakfast Served) 

Sponsored by

TUESDAY, NOVEMBER 5 WEDNESDAY, NOVEMBER 6 THURSDAY, NOVEMBER 7 FRIDAY, NOVEMBER 8      

*Schedule subject to change.  
View mobile app for the latest information.

EDUCATION TRACKS:
 BUSINESS MANAGEMENT    

 TECHNICAL     CODES 

 ELECTRONIC ACCESS CONTROL 
Sponsored by
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schedule at a glance

8:00 AM – 5:00 PM   Registration   

12:00 PM – 4:00 PM   Pre-conference Workshop:    
Strategy Drives Success: Don’t  Wait for an  

Economic Downturn to Develop  

Your Business Strategy

7:00 AM – 4:00 PM   REGISTRATION  

                                                                  

7:30 AM – 10:15 AM   COMPLIMENTARY COFFEE BREAK    
 (All-Access Pass registrants) 

Sponsored by  

     

8:00 AM – 10:15 AM    CONFERENCE SESSIONS  

  8:00 AM – 9:00 AM  The Integration of Division 8 and Division 28  

  8:00 AM – 9:00 AM   Surpassing ANSI/SDI A250.10-2011 Requirements    

with Low-VOC Corrosion  Resistant Primers 

   8:00 AM – 9:00 AM  Non-Contact Safety with Laser Technology    

& Barrier-Free Access                          

  8:00 AM – 9:00 AM  Innovations in Fire-Rated Glass Doors 

             

  9:15 AM – 10:15 AM  Labeled Doors Enhance Safety & Security   

in the Built Environment                      

  9:15 AM – 10: 15 AM  Access Control 101

  9:15 AM – 10:15 AM   Pocket Doors in Public: Learning From Those Down Under 

  9:15 AM – 10:15 AM  Compare Your Company to Best Distributors   

Self-Evaluation Workshop               

10:30 AM – 12:00 PM   Keynote Presentation:   
Start With Why 
           

12:00 PM – 4:30 PM   Exhibit Hall 

1:00 PM – 3:40 PM    Innovation Theater Sessions  

3:30 PM – 4:30 PM   Happy Hour Networking Reception  

7:00 AM – 4:00 PM   REGISTRATION

7:30 AM – 10:15 AM   COMPLIMENTARY COFFEE BREAK 
 (All-Access Pass registrants) 

 

8:00 AM – 12:00 PM  CONFERENCE SESSIONS

  8:00 AM – 9:00 AM  State of the Physical Security Industry:   

Highlighting Key Trends and Mergers & Acquisitions

  8:00 AM – 9:00 AM  Door Openings For Tornado-Safe Areas 

  8:00 AM – 9:00 AM Wireless Access Control, The Future Now!  

  8:00 AM – 9:00 AM The New Face of Field Labeling Service

  8:30 AM – 11:00 AM  Codes Roundtable

  9:15 AM – 10:45 AM    Developing Your Most Important Asset

  9:15 AM – 10:45 AM Lockdown, Now! Code Compliant Methods 

to Achieve School Security 

  9:15 AM – 10:45 AM Access Control Fundamentals: Frequent Used  

& Confused Terms Training Guide  

  9:15 AM – 10:45 AM Meeting Your Customers’ Key System Needs

  9:15 AM – 10:45 AM Understanding Shooter/Attack Resistant 

Door Opening Solutions 

  11:00 AM – 12:00 PM Women Opening Doors 

  11:00 AM – 12:00 PM      Key Meeting Fundamentals 

  11:00 AM – 12:00 PM Protect Project Profits And Mitigate Risk        

With Proper Project Documentation

  11:00 AM – 12:00 PM Benefits of Factory-Painted Doors 

  11:00 AM – 12:00 PM Succeeding in the EAC Market: A Distributor’s Tale

12:00 PM – 4:30 PM   EXHIBIT HALL

12:30 PM – 3:10 PM   INNOVATION THEATER SESSIONS  

6:30 PM – 10:30 PM   CONNEXTIONS AFTER PARTY  
ROCK & ROLL HALL OF FAME  

 

8:30 AM – 10:30 AM   FORUM FOR THE FUTURE:    
REPOSITIONING YOUR COMPANY TO    
NAVIGATE UNCOMFORTABLE  
SOCIAL TRENDS  (Breakfast Served) 

Sponsored by

TUESDAY, NOVEMBER 5 WEDNESDAY, NOVEMBER 6 THURSDAY, NOVEMBER 7 FRIDAY, NOVEMBER 8      

*Schedule subject to change.  
View mobile app for the latest information.

EDUCATION TRACKS:
 BUSINESS MANAGEMENT    

 TECHNICAL     CODES 

 ELECTRONIC ACCESS CONTROL 
Sponsored by
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Imagine a world where you wake up each 
morning inspired to go to work, feel valued 
and come home feeling fulfilled. 
Heath Slawner, keynote speaker, outlined 

the steps to achieve an inspired life, 
workforce and business. Using the Golden 
Circle, a concept created by world renowned 
international speaker Simon Sinek, Slawner 
explained how finding a company’s “why” is 
vital to increased sales, customer loyalty and 
employee retention. 

“I feel that one of the reasons why I was 
invited here today was to remind each of you 
that when we lose our ‘why,’ it’s very easy to 
lose our way,” Slawner told DHI attendees. 
“You’re already doing a lot of good things 
strategically. I want to supercharge that.”

THE GOLDEN CIRCLE
The Golden Circle was designed as a 

framework that organizations can use to 
establish their mission, values and goals in a 
way that inspire coworkers 
and customers. According 
to the Golden Circle, 
organizations function on 
three levels: 

- What they do
- How they do it and 
- Why they do it. 
Most companies and 

employees understand 
what they are selling 
and how their business 
is different from the 
competition. Not all 
businesses, however, 

can describe “why” they do what they do. For 
some, the “why” is creating a business that 
allows customers to get their own jobs done 
faster and easier, Slawner says. 

“How are we going to operate? How are we 
going to put customers first?” Slawner asked 
the audience. “What’s your motive, what’s 
your intent?”

SERVING THE CUSTOMER
When a business seeks to serve others, 

inspiration can follow, creating a ripple effect 
of trust among employees and customers. 
That trust can lead to influence and long-term 
loyalty, he says. 

“It’s not about throwing out what you’ve 
done before, it’s about making small changes, 
small changes that are going to have an 
enormous effect on your end result,” he says. 

Once a company’s “why” is established, it’s 
important to clarify that message to others. 

“If you don’t know why you do what you do, 
how can you expect anyone else to know?” 
Slawner says. 

Next, businesses need to ensure their 
actions align with the organization’s values, 
principles, strengths and beliefs. Everything 
a company’s leaders and employees say and 
do must align with those values to create 
consistency, which leads to trust, he says. 

“Think about a person who you have a high 
level of trust in, maybe a high-level advisor, 
what’s it like to work with that person?” he 
says. “It’s comforting, easy, safe, creates a 
personal connection; these are all the things 
we want with our customers. These are all the 
things we want with our colleagues.”

A customer’s trust in a company can give 

that business influence over buying decisions, 
Slawner says. 

“Influence and relationships, it’s not about 
push, it’s about pull. You want to pull it out 
of them,” he says. “A trusted advisor asks 
questions. Their customers don’t feel like 
they’ve been forced into something, they 
haven’t been coerced, they haven’t been 
intimidated. The have ownership over it. 
That’s something that three years down the 
line can improve your loyalty and retention. 
Because people have made an active choice 
in your direction.”

Establishing the pillars of the Golden 
Circle allow employees to feel like they 
contribute to something greater than 
themselves, he says. 

For more information, visit https://
simonsinek.com/commit/the-golden-circle. 

FINDING THE WHY FOR DOOR SECURITY 
AND SAFETY PROFESSIONALS

Mark J. Berger, immediate past president 
of DHI, followed up Slawner’s presentation 
by addressing ways door security and safety 
professionals could find their “why.”

“I’m not going to say you are going to find 
your life’s calling in our industry, but you 
should feel that what you do has value each 
and every day,” he says. 

As an industry, door security and 
safety businesses could do a better job 
communicating to customers and employees 
about their “why,” Berger says. 

“We do make a difference,” he says. “We 
know it and we all need to reinforce it. The 
‘why’ is there; it’s begging to get out.”

The “why” is making a difference in 
people’s lives by 

using industry 
expertise to 
create a safer 
environment in 
schools, churches, 
restaurants and 
other public 
buildings. 

“Succeeding 
when no one 
knows we’ve done 
it right is our 
greatest reward,” 
he says. 

Keynote speaker Exhibit Hall Scenes

 Cathy Kopp, 
Passport to Prizes 

Grand Prize Winner 
of $1,000 Cash

Creating an Inspired Workforce: 

What’s Your ‘Why’?
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Imagine a world where you wake up each 
morning inspired to go to work, feel valued 
and come home feeling fulfilled. 
Heath Slawner, keynote speaker, outlined 

the steps to achieve an inspired life, 
workforce and business. Using the Golden 
Circle, a concept created by world renowned 
international speaker Simon Sinek, Slawner 
explained how finding a company’s “why” is 
vital to increased sales, customer loyalty and 
employee retention. 

“I feel that one of the reasons why I was 
invited here today was to remind each of you 
that when we lose our ‘why,’ it’s very easy to 
lose our way,” Slawner told DHI attendees. 
“You’re already doing a lot of good things 
strategically. I want to supercharge that.”

THE GOLDEN CIRCLE
The Golden Circle was designed as a 

framework that organizations can use to 
establish their mission, values and goals in a 
way that inspire coworkers 
and customers. According 
to the Golden Circle, 
organizations function on 
three levels: 

- What they do
- How they do it and 
- Why they do it. 
Most companies and 

employees understand 
what they are selling 
and how their business 
is different from the 
competition. Not all 
businesses, however, 

can describe “why” they do what they do. For 
some, the “why” is creating a business that 
allows customers to get their own jobs done 
faster and easier, Slawner says. 

“How are we going to operate? How are we 
going to put customers first?” Slawner asked 
the audience. “What’s your motive, what’s 
your intent?”

SERVING THE CUSTOMER
When a business seeks to serve others, 

inspiration can follow, creating a ripple effect 
of trust among employees and customers. 
That trust can lead to influence and long-term 
loyalty, he says. 

“It’s not about throwing out what you’ve 
done before, it’s about making small changes, 
small changes that are going to have an 
enormous effect on your end result,” he says. 

Once a company’s “why” is established, it’s 
important to clarify that message to others. 

“If you don’t know why you do what you do, 
how can you expect anyone else to know?” 
Slawner says. 

Next, businesses need to ensure their 
actions align with the organization’s values, 
principles, strengths and beliefs. Everything 
a company’s leaders and employees say and 
do must align with those values to create 
consistency, which leads to trust, he says. 

“Think about a person who you have a high 
level of trust in, maybe a high-level advisor, 
what’s it like to work with that person?” he 
says. “It’s comforting, easy, safe, creates a 
personal connection; these are all the things 
we want with our customers. These are all the 
things we want with our colleagues.”

A customer’s trust in a company can give 

that business influence over buying decisions, 
Slawner says. 

“Influence and relationships, it’s not about 
push, it’s about pull. You want to pull it out 
of them,” he says. “A trusted advisor asks 
questions. Their customers don’t feel like 
they’ve been forced into something, they 
haven’t been coerced, they haven’t been 
intimidated. The have ownership over it. 
That’s something that three years down the 
line can improve your loyalty and retention. 
Because people have made an active choice 
in your direction.”

Establishing the pillars of the Golden 
Circle allow employees to feel like they 
contribute to something greater than 
themselves, he says. 

For more information, visit https://
simonsinek.com/commit/the-golden-circle. 

FINDING THE WHY FOR DOOR SECURITY 
AND SAFETY PROFESSIONALS

Mark J. Berger, immediate past president 
of DHI, followed up Slawner’s presentation 
by addressing ways door security and safety 
professionals could find their “why.”

“I’m not going to say you are going to find 
your life’s calling in our industry, but you 
should feel that what you do has value each 
and every day,” he says. 

As an industry, door security and 
safety businesses could do a better job 
communicating to customers and employees 
about their “why,” Berger says. 

“We do make a difference,” he says. “We 
know it and we all need to reinforce it. The 
‘why’ is there; it’s begging to get out.”

The “why” is making a difference in 
people’s lives by 

using industry 
expertise to 
create a safer 
environment in 
schools, churches, 
restaurants and 
other public 
buildings. 

“Succeeding 
when no one 
knows we’ve done 
it right is our 
greatest reward,” 
he says. 

Keynote speaker Exhibit Hall Scenes

 Cathy Kopp, 
Passport to Prizes 

Grand Prize Winner 
of $1,000 Cash

Creating an Inspired Workforce: 

What’s Your ‘Why’?
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Lot of Opportunities 
for Networking Forum for the Future

 HAPPY HOUR NETWORKING RECEPTION 

Each of us in the door security and safety 
industry have been touched by the 
tragedy of mass shootings. Whether 

it’s through educating our customers, 
consulting with schools or advocating for 
better policies, keeping public buildings safe 
has gained renewed importance. At DHI 
conNextions, industry leaders gathered to 
discuss how to work together to improve 
door security and safety at schools, churches 
and other public buildings. 

National speaker Dirk Beveridge 
moderated the industry event, “Forum for 
the Future: Re-positioning Your Company to 
Navigate Uncomfortable Societal Trends,” 
featuring panelists Chad Melhberg, vice 
president of operations with LaForce; Ron 
Couch, president and CEO of Central Indiana 
Hardware and Byron Whetstone, president of 
American Direct. 

Beveridge pointed out how in October, 
online retail giant Amazon.com released a list 
of company positions on issues ranging from 
minimum wage and climate change to LGBTQ 
rights and facial recognition technology. 

“They came directly out to create a 
conversation with their customers, their 
suppliers, with the market, with the industry, 
with society at large, on 11 key trends that 
are impacting business and society,” he said. 
“They took positions on social, economic 
and political issues and they were willing to 
put their positions out into society to create 
a dialogue and to create a conversation 
around them.”

While many in the door security and 
safety industry are more comfortable quietly 
helping customers from behind the scenes, 
Beveridge suggested it may be time for the 
industry to take a more involved role in 
certain societal issues. He shared results from 
a recent industry survey that showed: 

•    84% of respondents believe social trends 
are going to impact their business 

•    96% say technology advancement is 
going to impact their business 

•    64% believe political trends, such as the 
political divide, will impact business

•    87% believe DHI members can lead 
customers to a better future

•    78% say it’s the industry’s responsibility 
to take a stand on hot issues like active 
shooters

“We asked the question; ‘Do you believe 
that your business should actively market 
your role in bringing solutions to hot issues 
such as active shooters in school?’ Sixty-four 
percent said you did,” he said. 

Forum panelists said one way they have 
been involved with the issue is by speaking 
with state lawmakers about door safety 
and security. 

“When we’re at our best, we take the 
opportunity to work with our clients and 
vendors and our community to make places 
safer and more secure,” said Couch, who 
is serving as first vice president on the DHI 
board of governors. “We really help consult, 
guide and direct, and provide some really 
critical information that could only come from 
people with expertise like us.” 

Couch expressed frustration, however, with 
the industry’s lack of action on the issue. 

“What’s not so interesting to me, at times, 
is how we say we believe in something, yet 
we don’t do much about it,” he said. “We 
probably spent very little time talking about 
what we can do as an industry to really drive 
the narrative forward and take a leadership 
stance and be advocates for this, both locally 
and nationally. And it’s going to take a lot of 
coordination and collaboration that I’ve yet to 
see in the industry.”

When meeting with customers, the 
conversation doesn’t naturally turn to societal 
issues, Whetstone said. 

“We sell to general contractors when they 
build buildings,” he said. “So, it’s always about 

price and it’s not always about functionality. 
We are selling specified products instead 
of selling solutions, and those solutions are 
security solutions. Then the people that 
occupy those buildings, whether it be an 
office building, a school, a church, whatever it 
is, then those people should come to the top 
of mind for us. That’s not what we do, that’s 
not how it appears.”

As improved technology offers more 
security solutions to the door and lock 
industry, there could be more opportunities 
to start those conversations. 

“Maybe that’s the catalyst,” he said. 
Melhberg, who’s been with LaForce for 23 

years, said companies in the industry need to 
take a look at their goals and values. 

“I think it starts with, I don’t want to 
oversimplify it, but being true to yourself. 
What is it that you stand for?” he said. “Being 
true to yourself, for us, it’s, ‘What is our 
mission statement each day? What are our 
core values?’ And we take those things to our 
folks in the marketplace, to our customers 
each day. I think it’s got to start there, 
otherwise it’s got no place to go.”

The panelists agreed that to take action as 
an industry, they need to agree on messaging 
and communicate it to local DHI chapters. 

“I think thought leadership transcends the 
product and services,” Couch said. “It’s about 
taking a stand and creating a more positive 
future for our customers in ways that we 
may not have come up with independently or 
individually. I think it will be required to have 
a collective to do that.”

The forum concluded with an interactive 
session, where attendees shared values, 
ideas and strategies they could take home to 
their companies and local chapters. 

SPONSORED BY

Taking a Stand 
on Difficult Issues;

AFTER
PARTY

DHI conNextions Forum 
Addresses Mass Shootings
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Lot of Opportunities 
for Networking Forum for the Future

 HAPPY HOUR NETWORKING RECEPTION 

Each of us in the door security and safety 
industry have been touched by the 
tragedy of mass shootings. Whether 

it’s through educating our customers, 
consulting with schools or advocating for 
better policies, keeping public buildings safe 
has gained renewed importance. At DHI 
conNextions, industry leaders gathered to 
discuss how to work together to improve 
door security and safety at schools, churches 
and other public buildings. 

National speaker Dirk Beveridge 
moderated the industry event, “Forum for 
the Future: Re-positioning Your Company to 
Navigate Uncomfortable Societal Trends,” 
featuring panelists Chad Melhberg, vice 
president of operations with LaForce; Ron 
Couch, president and CEO of Central Indiana 
Hardware and Byron Whetstone, president of 
American Direct. 

Beveridge pointed out how in October, 
online retail giant Amazon.com released a list 
of company positions on issues ranging from 
minimum wage and climate change to LGBTQ 
rights and facial recognition technology. 

“They came directly out to create a 
conversation with their customers, their 
suppliers, with the market, with the industry, 
with society at large, on 11 key trends that 
are impacting business and society,” he said. 
“They took positions on social, economic 
and political issues and they were willing to 
put their positions out into society to create 
a dialogue and to create a conversation 
around them.”

While many in the door security and 
safety industry are more comfortable quietly 
helping customers from behind the scenes, 
Beveridge suggested it may be time for the 
industry to take a more involved role in 
certain societal issues. He shared results from 
a recent industry survey that showed: 

•    84% of respondents believe social trends 
are going to impact their business 

•    96% say technology advancement is 
going to impact their business 

•    64% believe political trends, such as the 
political divide, will impact business

•    87% believe DHI members can lead 
customers to a better future

•    78% say it’s the industry’s responsibility 
to take a stand on hot issues like active 
shooters

“We asked the question; ‘Do you believe 
that your business should actively market 
your role in bringing solutions to hot issues 
such as active shooters in school?’ Sixty-four 
percent said you did,” he said. 

Forum panelists said one way they have 
been involved with the issue is by speaking 
with state lawmakers about door safety 
and security. 

“When we’re at our best, we take the 
opportunity to work with our clients and 
vendors and our community to make places 
safer and more secure,” said Couch, who 
is serving as first vice president on the DHI 
board of governors. “We really help consult, 
guide and direct, and provide some really 
critical information that could only come from 
people with expertise like us.” 

Couch expressed frustration, however, with 
the industry’s lack of action on the issue. 

“What’s not so interesting to me, at times, 
is how we say we believe in something, yet 
we don’t do much about it,” he said. “We 
probably spent very little time talking about 
what we can do as an industry to really drive 
the narrative forward and take a leadership 
stance and be advocates for this, both locally 
and nationally. And it’s going to take a lot of 
coordination and collaboration that I’ve yet to 
see in the industry.”

When meeting with customers, the 
conversation doesn’t naturally turn to societal 
issues, Whetstone said. 

“We sell to general contractors when they 
build buildings,” he said. “So, it’s always about 

price and it’s not always about functionality. 
We are selling specified products instead 
of selling solutions, and those solutions are 
security solutions. Then the people that 
occupy those buildings, whether it be an 
office building, a school, a church, whatever it 
is, then those people should come to the top 
of mind for us. That’s not what we do, that’s 
not how it appears.”

As improved technology offers more 
security solutions to the door and lock 
industry, there could be more opportunities 
to start those conversations. 

“Maybe that’s the catalyst,” he said. 
Melhberg, who’s been with LaForce for 23 

years, said companies in the industry need to 
take a look at their goals and values. 

“I think it starts with, I don’t want to 
oversimplify it, but being true to yourself. 
What is it that you stand for?” he said. “Being 
true to yourself, for us, it’s, ‘What is our 
mission statement each day? What are our 
core values?’ And we take those things to our 
folks in the marketplace, to our customers 
each day. I think it’s got to start there, 
otherwise it’s got no place to go.”

The panelists agreed that to take action as 
an industry, they need to agree on messaging 
and communicate it to local DHI chapters. 

“I think thought leadership transcends the 
product and services,” Couch said. “It’s about 
taking a stand and creating a more positive 
future for our customers in ways that we 
may not have come up with independently or 
individually. I think it will be required to have 
a collective to do that.”

The forum concluded with an interactive 
session, where attendees shared values, 
ideas and strategies they could take home to 
their companies and local chapters. 

SPONSORED BY

Taking a Stand 
on Difficult Issues;

AFTER
PARTY

DHI conNextions Forum 
Addresses Mass Shootings
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Exhibitor List What Everyone Is Saying

Exhibitor  ........................Booth #

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

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

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

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

Activar Construction Products Group ......728

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

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

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

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

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

Architectural Door Solutions ...................233

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

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

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

Bradley Tools & Fasteners ....................937

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

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

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

Cal-Royal Products / DKS Hollow Metal ..218

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

Chase, Saino and Tiger Door ..................736

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

Commonwealth Assurance ..................932

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

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

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

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

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

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

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

Exhibitor  ........................Booth #

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

Deronde Doors & Frames .......................336

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

DHI - Door Security + Safety Professionals 241

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

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

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

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

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

Ferche Fire-Rated Wood Door Frames ....642

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

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

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

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

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

Guardian Fire Testing Laboratories Inc. ..542

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

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

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

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

Karpen Steel Custom Doors & Frames .....735

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

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

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

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

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

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

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

McGrory Glass ........................................237

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

Exhibitor  ........................Booth #

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

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

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

ODL Inc...................................................338

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

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

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

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

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

Portal Pro Software ..............................219

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

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

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

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

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

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

Security Door Controls ............................530
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* 1st Time Exhibitors

“WE REALLY ENJOYED THE AFTER PARTY AT THE 
ROCK & ROLL HALL OF FAME AND WE REALLY 
APPRECIATE ASSA ABLOY AND ALLEGION FOR 
SPONSORING THIS FUN EVENT!” – ANONYMOUS

“WE ENJOY 
COMING TO DHI 
CONNEXTIONS 
AND WOULD 
INVITE ANYONE 
ELSE THAT’S 
CONSIDERING IT TO 
COME AND LEARN 
MORE ABOUT WHAT 
IS GOING ON IN THE 
DOOR INDUSTRY”  
– MICHAEL DEVRIES, MULTIAX 

THE SHOW DELIVERED  
EXCELLENT CONTENT AND 
SPEAKERS IN A WELL-DESIGNED 
SCHEDULE AND FORMAT.” 

- GLENN BAINES, BAINES BUILDERS PRODUCTS, INC. 

“I ATTENDED THE PRE-CONFERENCE 
WORKSHOP AND FOUND IT 
FANTASTIC. ALSO, THE KEYNOTE 
PRESENTATION WITH HEATH 
SLAWNER WAS EXCELLENT!“  

- ROB TOMCHICK, KNELL’S DOORS & HARDWARE

EVERYTHING WAS GREAT; I ONLY WISH  
I COULD HAVE ATTENDED MORE SEMINARS.” 

- GEOFFREY BEAMAN, DAVIS-FETCH CORPORATION

“WE HAD A FANTASTIC 
SHOW, EVEN BETTER 

THAN LAST YEAR.” 
- KIM WANAMAKER,  

PDQ MANUFACTURING
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COLUMNDECODED

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.

PROJECTIONS INTO THE CLEAR 
OPENING HEIGHT OF DOORS

FOR MOST LOCATIONS, THE INTERNATIONAL BUILDING CODE 
(IBC) REQUIRES THE CEILING HEIGHT ALONG A MEANS OF EGRESS 
TO BE A MINIMUM OF 7 FEET 6 INCHES ABOVE THE FINISHED 
FLOOR. EXCEPTIONS INCLUDE EGRESS COMPONENTS THAT ARE 
SPECIFICALLY ADDRESSED IN OTHER SECTIONS OF THE CODE, SUCH 
AS SLOPED CEILINGS, STAIRS, AND RAMPS.   

Door height is one of the listed 
exceptions and is addressed in Section 
1010.1.1 of the 2018 IBC. Section 
1010.1.1 – Size of Doors, establishes the 
clear opening height for doors at 80 
inches minimum, with some exceptions 
that apply to door openings serving 
dwelling and sleeping units. The IBC 
Commentary clarifies that the 80-inch 
minimum height applies to doors in the 
means of egress, as well as doors that 
are used for egress purposes, including 
additional doors over and above the 
number of means of egress required by 
the code.

Protrusions into the headroom/required 
clear opening height are addressed 
in sections 1003.3.1 – Headroom, and 
1010.1.1.1 – Projections into clear width 
(in the 2021 edition this will be changed 
to “projections into clear opening”). 
A minimum headroom of 80 inches is 
required above any circulation paths, 
including walks, corridors, aisles, and 
passageways, and not more than 50 
percent of the ceiling area of a means 
of egress may be reduced in height by 
protruding objects. 

Both of the referenced sections in the IBC 
allow door closers and stops to reduce 
the headroom from 80 inches to 78 
inches, stating, “Door closers and door 
stops shall be permitted to be 78 inches 
(1980 mm) minimum above the floor.” 

This means that a door closer can 
project down into the required clear 

opening height as long as there is 
a clear height of at least 78 inches, 
measured from the floor to the lowest 
part of the closer. But what type of 
“door stop” is the IBC referring to? An 
overhead stop? The stop on the frame?  

The IBC Commentary includes a 
paragraph clarifying the intent of this 
section of the code. According to the 
Commentary, the allowable 2-inch 
projection is reasonable because door 
closers and door stops are normally 
mounted away from the center of the 
door opening, minimizing the potential 
for contact when a person moves 
through the opening.

From this description, the IBC seems 
to be referring to overhead stops, 
which typically have an arm that would 
protrude into the opening height. The 
paragraph goes on to explain that other 
items mounted at the top of the door 
opening, such as electromagnetic locks, 
would require the 80-inch minimum 
headroom and would not be covered by 
the 78-inch exemption. 

However, a change has been approved  
for the 2021 edition of the IBC, which 
clarifies this further and contradicts the IBC 
Commentary. IBC change proposal E41 
modifies the previous language to state:

“Door closers, overhead door 
stops, power door operators, and 
electromagnetic door  stops  locks 
shall be permitted to be 78 inches 
(1980 mm) minimum above the floor.”

JANUARY 2020   DOOR SECURITY + SAFETY 46



PH
O

TO
 C

O
U

RT
ES

Y 
O

F 
LO

RI
 G

RE
EN

E

This means that an electromagnetic lock 
– including one mounted in the center 
of the opening for a pair of doors, or an 
automatic operator that spans a large 
portion of the opening – will be allowed 
by the 2021 IBC to project into the clear 
opening as long as the minimum clear 
height is 78 inches. 

Another consideration with this change 
is that by specifically referencing 
overhead stops, the stop on the frame 
is not addressed. On a 6-foot 8-inch 
door, the frame stop would project 
approximately 5/8 inch into the required 
clear opening height. Although many 
code officials consider the 80-inch clear 
height to be a nominal dimension, this is 
not stated in the IBC.

OTHER CODES AND STANDARDS
The requirements of the codes and 
standards vary regarding protrusions 
into the clear opening height and 
the amount of clarity provided by 
each publication. State or local codes 
may include different limitations and 
clarifications, so it’s important to refer 
to the applicable requirements for the 
project in question.

NFPA 101 – Life Safety Code: 
Headroom is generally required to 
be at least 7 feet 6 inches, however, 
projections are allowed as long as a 
minimum of 6 feet 8 inches of headroom 
is provided at these projections. The 
code states that the measurement is 
taken from the finished floor and allows 
a tolerance of -3/4 inch. Annex A states 
that these projections may include 

devices such as lighting equipment, 
emergency signaling equipment, 
environmental controls and equipment, 
security devices, signs and decorations 
that are typically limited in area. 

The NFPA 101 Handbook clarifies that 
the -3/4-inch tolerance is intended to 
recognize the clearance provided by 
a standard 6-foot 8-inch door frame, 
where the frame stop encroaches on 
the opening height. NFPA 101 does not 
currently include an exception for door 
closers or other hardware that would 
protrude below 6 feet 7-1/4 inches 
above the finished floor.

ADA Standards for Accessible 
Design: The required vertical clearance 
is established in paragraph 307.4 
of the ADA Standards as 80 inches 
high, minimum. This section includes 
an exception that is also repeated 
in Section 404.2.3, which allows the 
clearance at door closers and door 
stops to be 78 inches, minimum, above 
the finish floor or ground. No further 
clarification is given in the US Access 
Board’s Guide to the ADA Standards. 

ICC A117.1 – Accessible and Usable 
Buildings and Facilities: The 
requirements of A117.1 regarding 
clear opening height are consistent 
with those of the ADA Standards, 

and are found in the same sections. 
The A117.1 Commentary underscores 
the importance of the 80-inch height 
limitations (with the 78-inch exception 
for door closers and door stops), stating 
that one of the more common injuries for 
people with sight impairments is striking 
their heads on overhanging objects. 

The Commentary also clarifies that the 
intent of the limitations on protruding 
objects is not only for the protection 
of people with vision impairments but 
to protect all people from unintended 
contact and potential injury.

With the slight variations between the 
next edition of the IBC and the previous 
editions, NFPA 101 and the accessibility 
standards, there could be conflicting 
requirements where one project is 
required to comply with more than 
one code or standard. State and local 
codes and standards could also affect 
the required clear opening height and 
allowable protrusions. The Authority 
Having Jurisdiction (AHJ) can help 
to determine the requirements for a 
particular location. 

Next month’s Decoded article will 
address allowable protrusions into 
the clear opening width, so check the 
next issue of Door Security + Safety 
Magazine for additional requirements 
affecting the clear opening of doors. +

78 inches 
minimum
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PROFIT IMPROVEMENT REPORT

One of the most vexing issues in 
improving profitability is determining 
exactly what to focus on. Seemingly, 
everything is important so setting 
priorities is difficult. 

Almost every management team is 
aware that sales, gross margin and 
expenses are the main drivers of 
profitability. However, there is serious 
disagreement as to the relative 
importance of these profit drivers.

For example, the sales team is certain 
that increased sales will easily lead to 
higher profit. While the operations staff 
also wants a sales increase, it feels that 
the key to higher profit is improved 
productivity in the supply chain. Other 
departments have different priorities. 
Uncertainty reigns.

This report attempts to provide an 
objective perspective regarding the 
degree to which sales, gross margin and 
expenses, the three key Critical Profit 
Variables (CPVs) really impact bottom-
line profit. It will do so by considering 
two different aspects of the “what to 
work on” issue: 

• The Relative Profit Impact of 
the Critical Profit Variables – An 
examination of the relative degree to 
which changes in sales, gross margin 
and expenses really improve profit. 

• Integrating the Profit Variables 
– Suggestions for establishing 
a unified approach to profit 
improvement for the firm by setting 
logical priorities.

RELATIVE PROFIT IMPACT OF 
CRITICAL PROFIT VARIABLES
The first step in setting priorities for 
the three critical profit variables is to 
look dispassionately at the impact 
each of these factors has on bottom-
line results. Exhibit 1 does this for the 
typical DHI distributor based upon the 
latest Industry Financial Benchmarking 
Report (IFBR) Report. It is important to 
note from the outset that the exhibit 

examines how profit might have been 
different during the current year under 
alternative scenarios.

As can be seen in the first column of 
numbers, the typical firm generates 
$15 million in sales, operates on a 
gross margin of 33 percent of sales 
and produces a bottom-line profit of 4 
percent of sales or $600,000.

To understand the impact of making 
changes in the CPVs, it is necessary to 
break expenses out into their fixed and 
variable components. Fixed expenses 
are overhead expenses that will not 
change during this year unless the firm 
takes a specific action to change them. 
For example, hiring an additional office 
employee would increase the firm’s 
fixed expenses. 

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

Fixed expenses for this typical DHI mem-
ber firm are assumed to be $3,450,000 
while variable expenses are 6 percent 
of sales. These are, of course, estimates. 
They do, however, represent a serviceable 
approximation for all DHI members. 

The last three columns of numbers look 
at the profit implications of a 2 percent 
improvement in sales, gross margin 
or total expenses. In each instance the 
improvement factor is the same 2 percent.

For the sales increase, the first three lines 
on the income statement – sales, cost 
of goods sold and the resulting gross 
margin – all increase by 2 percent while 
the fixed expenses remain the same. 
Variable expenses are still 6 percent of 
the sales volume. As a result, profit rises 
to $681,000, an increase of 13.5 percent.

In the middle column, the gross margin 
dollars on sales increases by 2 percent. 
In the example, this is done by lowering 
the cost of goods sold. In essence, the 
firm is purchasing merchandise more 

economically. Both sales and expenses 
remain the same. As a result, profit rises 
to $699,000, a 16.5 percent increase. 
Gross margin is superior to sales as a 
profit driver.

In the last column of numbers net sales, 
cost of goods sold and gross margin 
remain constant while fixed expenses 
are reduced by 2 percent. Variable 
expenses, which are more difficult to 
reduce, remain the same percent of 
sales. As a result, the expense reduction 
drives profit up slightly less than a 
sales increase of the same magnitude. 
Specifically, profit increases to 
$669,000, a gain of 11.5 percent. 

This set of economics represents a 
truism for managers in all DHI firms. 
The profit hierarchy is gross margin, 
followed by sales and expenses almost 
in tandem. The differences are not 
large, but they are differences. 

The reality for most management teams 
is they love sales increases, view gross 
margin increases as ephemeral and hate 
the very idea of expense reductions. 
The challenge in today’s economy is to 
integrate the three to increases profit in 
a way that the whole firm can support.

INTEGRATING PROFIT VARIABLES
The key to improved profitability is to 
determine the actions that enhance 
gross margin and control expenses 
without sacrificing sales volume. There 
are at least three specific ways to 
achieve this goal.

Problem Account Awareness – 
Enhanced analytical systems provide the 
metrics to identify customers that are 
inherently unprofitable. Such customers 
typically combine low gross margins with 
high cost to serve. It is a combination 
that cannot be overcome, even if they 
account for massive sales volume.

While analysis is great, it does no good 
if there is no action. The entire firm must 
be aware of the need to either generate a 
higher gross margin from these accounts 
or minimize the costs associated with 

What Really Drives Profit?
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PROFIT IMPROVEMENT REPORT

EXHIBIT 1  THE PROFIT IMPACT ON CURRENT-YEAR RESULTS OF THREE DIFFERENT 2% IMPROVEMENTS  
FOR THE TYPICAL DHI MEMBER

Income Statement—$ Current Results Sales Increase
Gross Margin 

Increase
Expense  

Decrease

Net Sales $15,000,000 $15,300,000 $15,000,000 $15,000,000

Cost of Goods Sold 10,050,000 10,251,000 9,951,000 10,050,000

Gross Margin 4,950,000 5,049,000 5,049,000 4,950,000

Fixed Expenses 3,450,000 3,450,000 3,450,000 3,381,000

Variable Expenses (6% of Sales) 900,000 918,000 900,000 900,000

Total Expenses 4,350,000 4,368,000 4,350,000 4,281,000

Profit Before Taxes $600,000 $681,000 $699,000 $669,000

Income Statement–%

Net Sales 100.0 100.0 100.0 100.0

Cost of Goods Sold 67.0 67.0 66.3 67.0

Gross Margin 33.0 33.0 33.7 33.0

Fixed Expenses 23.0 22.5 23.0 22.5

Variable Expenses (6% of Sales) 6.0 6.0 6.0 6.0

Total Expenses 29.0 28.5 29.0 28.5

Profit Before Taxes 4.0 4.5 4.7 4.5

servicing them. Specific programs must 
be put in place to implement steps 
to make the challenging customers 
profitable. Overwhelmingly, the key is to 
raise prices.

Customer Churn – While some 
customers are unprofitable, the vast 
majority of them are profitable. A few 
are highly profitable. Unfortunately, 
every firm faces a turnover among its 
good customers. Such churn not only 
reduces sales, it leads to problems with 
both expenses and gross margin.

The expense problem arises because 
of the inordinately high cost of finding 
new customers. The gross margin 
problem arises because firms are too 
often tempted by the presumed “need” 
to offer lower prices to attract new 
customers.

Churn must be avoided by continually 
interacting with customers to “take 

their temperature” in terms of their 
satisfaction with the company’s pricing 
and service profile. When customers 
are lost, post mortems are essential to 
develop the understanding necessary 
to minimize future defections.

Pricing of Slower-Selling Items –  
There remains a sales and gross margin 
opportunity in raising prices on items 
that are bought infrequently. On those 
items, concerns about pricing are minimal as 
availability is the overwhelming value added.

Finding such opportunities must focus 
on two factors – SKUs with both low 
sales level and low price. SKUs can be 
screened on these criteria easily and 
quickly with any IT system. A few SKUs 
may be missed, but the impact should 
be minimal. If identified and re-priced, 
sales volume increases modestly and 
gross margin increases dramatically — all 
without incurring additional expenses.

MOVING FORWARD
The hierarchy of the Critical Profit 
Variables continues to be gross margin, 
then sales and expenses. Careful 
attention needs to be paid to combining 
these factors in a way that enhances 
profitability. This requires increasing 
gross margin and controlling expenses 
without sacrificing sales volume. +

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

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

Source: 2019 DHI Industry Financial Benchmarking Report
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READERS PHOTOS: COLBY DUNHAM 
2020 EDITION

We traditionally start off the year with 
Readers Photos. We ended 2019 with photos 
from Colby Dunham of Odessa Doors in 
Grande Prairie, Alberta. This year, we’ll start 
off with more photos from Colby, making 
him the first Real Openings contributor with 
back-to-back columns.

Please continue submitting photographs 
of interesting doors, strange signage, 
incomprehensible installations and of 
course, illegally locked doors. We know you 
encounter them on a daily basis as part of 
your job and also just walking around. 

Please notify property managers or other 
responsible parties of any life-safety 
issues and share the images with us at real.
openings.dhi@gmail.com

BY MARK J. BERGER

REAL OPENINGS

A IS THIS REALLY AN 
EXIT?
In Colby’s words: “Look 
at the drop on that closer. 
No wonder the arm broke. 
Someone installed the PA 
bracket on the inside rabbet, 
not on the 5/8 soffit. Why 
wasn’t this mag lock disabled 
like the others? That exit 
device definitely does not 
have an RX to release the 
mag for egress.”

B HIGH PAIR
In poker, having a high pair can be useful, 
especially if the other players can’t 
beat it. Here, it defies logic. Good thing 
there’s a deadbolt, but at least if the 
doors swung inward you’d have a chance 
to see what’s in front of you before taking 
that fateful step.

C WHO NEEDS A LATCH? 
This is a door from a fire-rated opening. 
A field survey found that this door was 
framed in as they wanted to cover the 
sidelites, which were covered with 
plywood. The inspector made them 
change to drywall and remove glass 
from underneath. The door is push-pull 
installed over 161 prep and with the latch 
removed. 

BA

C
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REAL OPENINGS 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.

D

E

F
E LOOKS OKAY WHEN THE 

DOOR IS CLOSED
Let’s just say the hinge is perfectly installed 
on the frame side. We’ll leave it at that, 
because that’s what the installer did.

F PLEASE – REALLY!
We’ve all seen exit doors blocked 
by a table and chairs. Did they really 
need a sign to ask people not to use 
this door? And if you play the game 
“I Spy,” well, you get two points if you 
spy the deadbolt lock above the exit 
device. 

G NON-FIRE RATED STAIRWELL?
Fire rated with no latch, emergency exit 
with maglock. Can this ever be okay?

D DOUBLE EGRESS OR FREE EGRESS?
How many times have you seen this on a job site? Colby notes, “There are vertical rod 
panics on a double egress opening. Less bottom rod, no fire pin. Fire rated wall. It is also 
missing a top strike for panics.”

G

D

E
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IMPACT

How 2020 Construction  
Starts Compare in Key Sectors
The overall slowing of construction starts described in this 
month’s cover article on page 8, “Constructions Starts to Slip 
Back in 2020,” portend a challenging year ahead.

This data, gathered from the 2020 Dodge Data & Analytics 
Construction Outlook, is a useful guide to potential new 
business in the coming year.

The Dodge report also examines data by key sectors, showing 
that some – such as healthcare and education – are still growing, 
while others are slipping into a decline. Total commercial 
construction starts are also slowing, expected to fall from $127 
billion in 2019 to $120 billion in 2020.

BILLIONS OF DOLLARS

CONSTRUCTION  
STARTS 2017 2018 2019 2020

Education $58 $63 $65 $66

Healthcare $28 $27 $28 $29

Hotels and Motels $17 $19 $18 $16

Office $42 $48 $51 $50

Retail $20 $17 $15 $14

Warehouses $24 $24 $25 $23

Source: Dodge Data & Analytics
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AD INDEX

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

C FIREFRAMES® FIRE-RATED FRAMING FROM TGP
Technical Glass Products’ (TGP) Fireframes® family of advanced fire-rated 
framing offers narrow profile, full-lite glass fire doors and slender fire-
rated frames for applications ranging from 20-120 minutes. UL classified 
and labeled, Fireframes products can meet ASTM E119 and are a modern 
alternative to traditional hollow metal steel doors and frames.
www.fireglass.com/fireframes

B

A

C
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COLUMN
CLOSING 
THOUGHTS

IN THE NOVEMBER 2019 ISSUE OF DOOR SECURITY + SAFETY,  
I WROTE ABOUT SOME DOORS MADE FAMOUS BY THEIR PLACES  
IN POPULAR CULTURE.

For example, think of the famous doors 
you have seen in your favorite movies 
or television programs. Vacations are 
another opportunity to see unusual and 
distinctive doors.

I invited readers to send in short writeups 
and photos about their favorite doors and 
several did so. Not surprisingly, churches 
and other historic buildings feature some 
of the most impressive doors.

Thomas D. Stroka, an architect in Indiana 
who has written for Sacred Architecture 
Journal, comments, “My favorite doors 
have always been the central doors at St. 
John Lateran Basilica in Rome. Reused 
from the ancient Roman Curia building, 
they are two millennia old and are most 
magnificent.” (Shown at the lower left.)

Ginny Powell, product marketing 
specialist at Hager Companies, likes the 
entrance doors to the Cathedral Basilica 
of Saint Louis (shown in the center below). 
Built in 1914 and designed by George D. 
Barnett of Barnett, Haynes, and Barnett 
of Saint Louis, it is the mother church 
of the Archdiocese of St. Louis and was 
designated a basilica by Pope John Paul 
II in 1997.

“It has one of the largest mosaic 
installations in the Western Hemisphere, 
a bit of which you can see on the upper 
walls surrounding the door and transom,” 
Powell says. “If you travel to St. Louis make 
sure you take a tour. The craftsmanship is 
amazing.”

Jon McKinney, DHT, DHC, commercial/
multi-family project manager at The Jeske 
Company, sent in a photo (shown at the 
lower right) and notes, “This set of doors 
is on a relatively unknown monument 
that contains the cabin that was 
Abraham Lincoln’s childhood home. The 
monument, built in the Beaux-Arts style, 
has just enough character to give it a 
stately appearance without feeling overly 
ornamental. Between the rivet heads and 
the lion heads, one can tell the doors 
secure something of great importance.”

But wait … there’s more! We have several 
more favorite doors from readers waiting 
in the wings. We’ll feature them in the 
February 2020 issue.

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

FAVORITE FAMOUS DOORS

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

PHOTO COURTESY OF GINNY POWELL
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Twitter: @DSSFoundation •  Facebook:  @DSSFO • YouTube: Door Security & Safety Foundation

   

Become a DSSF Ambassador for your community.

www.lockdontblock.org

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

OPENING THE DOOR
TO SCHOOL SAFETY

  
  

Unfortunately, these products fall short of the code 
requirements and often lead to unintended consequences. 
There are already solutions in place in most schools and 
experts, like you, can help us inform schools and parents 
of the facts during these emotionally charged times. 
Become a DSSF Ambassador today!

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

HELP US TELL SCHOOLS & PARENTS!



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   |


