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CORRECTION

In the February 2020 issue of Door Security 
+ Safety, the article “Requirements 
for SCIF Door Assemblies” included a 
sentence stating that in regard to meeting 
Federal Specification FF-L-2740, “The X-10 
combination deadbolt as manufactured 
by Kaba-Mas is currently the only GSA 
approved combination deadbolt lock 
available."

We were subsequently informed that the 
S&G® Model 2740B High Security Lock, 
manufactured by Sargent and Greenleaf®, 
also meets this specification. We apologize 
for the misinformation.
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COLUMNIN TOUCH

WHAT’S NEXT IN ACCESS CONTROL
MORE THAN 20 YEARS AGO, DHI ISSUED A CALL TO ACTION FOR 
DOOR AND HARDWARE COMPANIES TO OFFER ELECTRONIC ACCESS 
CONTROL SYSTEMS IN RESPONSE TO AN INCREASING FOCUS ON 
ADVANCED SECURITY SOLUTIONS. THIS ISSUE OF DOOR SECURITY 
+ SAFETY MAGAZINE FOCUSES ON THAT MESSAGE AND OFFERS 
UPDATES ON NEW TECHNOLOGY.

For example, Ed Toy, DAHC, the 
president of Spalding SSD, chronicles 
his company’s journey in an article, “A 
Distributor’s Tale: Becoming Expert 
in Access Control,” on page 16. It’s a 
great example of how companies can 
transform themselves.

DHI and the Door Security + Safety 
Foundation have delivered more than a 
dozen different research projects and 
management events focused on this 
opportunity since the 1990s. It’s still 
there for the taking.

According to the article by Gordon 
Holmes of Hager Companies titled, 
“Virtual Networks in Electronic Access 
Control,” on page 8, barriers to entry are 
dissipating. 

In the Closing Thoughts column on 
page 45, Byron Whetstone, president 
and CEO of American Direct, continues 
to encourage companies to enter this 
market. 

So what’s next? Balfour Beatty, an inter-
national infrastructure group, offers 10 
predictions in its report, Innovation 2050:

1. The industry will become 
increasingly focused on innovation 
and both contractors and customers 
will become less risk-averse.

2. The shape and offer of the 
infrastructure industry will change 
significantly, with new business 
models, products and services.

3. Infrastructure will move on from 
concrete and steel to include new 
materials.

4. New jobs and industries will be 
created – and some will disappear, 
especially low or zero skill roles and 
those relying on repetition of tasks.

5. Thinking only about design and 
construction will become an 
outdated concept as infrastructure 
becomes multi-functional.

6. Robots will become more prevalent 
in construction.

7. Construction will get faster, using 
3D and 4D printing, and self-
transforming objects which self-
assemble.

8. New, disruptive ideas will emerge, 
for making mass transit faster, 
safer and less damaging to the 
environment.

9. We will increasingly use more 
wearable technology such as 
exoskeletons.

10. Direct neutral control over devices 
and vehicles will be accessible to the 
industry.

To translate these trends to the 
distribution industry, Mark Dancer, 
a featured speaker at the 3rd DHI 
Management Summit in March, 
has conducted extensive research 
and authored a book, “Innovate to 
Dominate: The 12th Edition in the 
Facing the Forces of Change Series,” 
available through the National 
Association of Wholesale Distributors at 
www.naw.org/ffc19. He is also surveying 
DHI members on this topic and will 
report his findings at the Summit.

Those of you who attend the Summit 
will help us frame DHI programs over 
the next year dedicated to innovation. 
Only attendees can participate in these 
programs. So I hope to see you at the 
DHI Management Summit, March 25-27, 
2020 in Austin, Texas. Learn more at 
www.dhisummit.org. +

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

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 
To figure out how to make a living 
owning and running a ski/dive shop. 
That didn’t work out the way I dreamed.

WHAT WAS YOUR FIRST JOB? 
Residential construction.

WHAT LED YOU TO OUR 
INDUSTRY?
I got my construction management 
degree in 2008 and the market was at 
its lowest. I bounced around to different 
companies that were able to get work. 
I was presented with the opportunity 
to help start the doors, frames, and 
hardware division for my company and 
I took it.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
Seeing the incredible growth we have 
experienced from when we started 
this up to now. Creating the estimating 
department from scratch and seeing it 
grow has been a great experience.

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE? 
Breaking into the market and educating 
the general contractors that there is a 
new and better solution for them than 
what they have been used to the last  
20 to 30 years.

WHAT’S YOUR GUILTY PLEASURE? 
Cheesy comedy movies.

WHAT IS YOUR FAVORITEBOOK/
MOVIE? 
The original Star Wars Trilogy movies 
and Shawshank Redemption.

WHO DO YOU CONSIDER A 
MENTOR OR HERO? 
My father is my mentor and hero.

WHAT IS THE BEST ADVICE YOU 
EVER RECEIVED? 
Managers are appointed, leaders in 
organizations emerge, be a leader.

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED? 
Put in the time, learn as much as you 
can, work your tail off, succeed. Know 
when you need to sacrifice and put 
extra time in, whether it’s coming in 
early or staying late, do whatever it 
takes to get the job done!

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER? 
I have been able to take multiple classes 
and attend the DHI ConNextions. The 
education I have received since starting 
in this industry has been fantastic.

BRENDON ALEXANDER
LEAD ESTIMATOR – DIVISION 8, MIDWEST D-VISION SOLUTIONS
DHI MEMBER SINCE 2018
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Virtual Networks 
in Electronic 
Access Control
ELECTRONIC ACCESS CONTROL NOW 
HAS A NEW OPTION THAT USES 
CREDENTIALS TO MANAGE ACCESS 
RIGHTS, SIMPLIFYING OPERATIONS 
AND SAVING TIME AND MONEY.

BY GORDON HOLMES
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SINCE THE ONSET OF ELECTRONIC 
ACCESS CONTROL (EAC), A GAP HAS 
EXISTED BETWEEN STAND-ALONE EAC 
AND WIRED OR WIRELESS ACCESS 
CONTROL. VIRTUAL NETWORKS ARE 
FILLING THIS GAP BY PROVIDING THE 
CONTRACT HARDWARE CHANNEL AN 
OPPORTUNITY TO OFFER A MORE 
FLEXIBLE AND COMPLETE SOLUTION 
WITH LESS UP-FRONT COST BUT HAVE 
THE SCALABILITY FOR FUTURE GROWTH. 

This is good news for distributors who may have 
shied away from offering fully networked access 
control. Distributors now can approach EAC in 
the same manner they would have done with an 
offline system because virtual networks do not 
require a vast amount of technical expertise. 

As a distributor, this is a game-changer. It allows 
you to furnish the entire building – including all 
the interior doors – where you may traditionally 
have used mechanical locks. Because it isn’t 
overly complicated, you are able to offer the end-
user total mechanical key replacement. 

The Evolution of EAC
During the last decade, electronic access control 
has been lumped into two basic segments: offline, 
or wired and wireless. 

Offline EAC requires a person to physically go 
to the lock to add or delete users and access 
rights or when an audit of the lock is needed. 

This requirement alone made offline EAC a less-
than-attractive option for many end-users simply 
because it was impractical. In larger buildings, it 
was time-consuming to walk around the building 
to update user information.

To address this, wired and wireless EAC was 
developed so that the lock could be controlled 
in “near real-time” through a server. To govern 
the locks, hard wires were run throughout the 
building to each door, and there was an additional 
cost to prep the doors and frames.

Wired EAC became the preferred option for 
exterior doors where electrified exit devices, 
maglocks or electric strikes were used, but for 
interior applications, it was not a practical one 
due to the expense.  

Wireless systems can cut down on the cost 
and amount of wires required throughout the 
building. However, this can present its own 
unique challenges, such as the number and 
placement of the wireless communication 
points and potential interference from building 
conditions or other electronics. In addition, 
there is always a compromise between the 
communication time back to the server and the 
battery life of the lock. 

While wireless is often a better option, both wired 
and wireless required additional infrastructure 
costs, which were sometimes prohibitive. 

In short, there has never been an affordable 
middle ground, until now.

CARD TRANSMITS TO  
CYLINDER/ESCUTCHEON:

 Deleted cards list
 User access rights

ESCUTCHEON/CYLINDER 
TRANSMITS TO CARD USER KEY:

 Time & date of access event
 Battery status
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Virtual Networks: A Game Changer
In a virtual network, access rights are controlled 
by a credential, like a card, fob, or phone app, 
not the lock. The credential is not only a person’s 
physical access device, but it also allows for vital 
information to be transmitted back and forth 
between the credential and the locking device.  

Each data-on-card system is specialized in 
the way information is exchanged between a 
credential and the other components in the 
system. They are also unique in what type of 
information is being exchanged on the credential. 
Some systems are sophisticated enough that 
offline locks can write essential data to any user’s 
credential, such as the battery status of the lock 
and audit information. 

This stored information can then be pulled from 
the user’s credential at a hardwired (or, in some 
cases wireless) fully networked access point and 
sent back to the server. At the same time this data is 
being extracted, new system information containing 
updated access rights for the user and deleted 
credential alerts are downloaded to the credential 
and then transferred to offline locks. This allows 
balance to be maintained between convenience and 
security, without sacrificing budgets. 

But what makes virtual networks a game-changer 
for distributors is the cost to the end-user and 
ease of installation. 

“With the same installation cost as a regular 
mechanical lock, a facility can add EAC to doors 
that are neither wired nor wireless and have the 

benefits of a networked system – all with data-
on-card,” says James Stokes, director of corporate 
training for Hager Companies.

As a distributor, you can install an uncomplicated 
system that has minimal infrastructure 
requirements. And from an end-user's 
perspective, they are able to utilize EAC 
throughout a building and not be limited to the 
exterior doors or critical security doors, like IT 
server rooms or pharmaceutical supply closets, 
because of their budget.

“Virtual networks also are a great option for retrofit 
projects, as they may not require the doors to be 
prepped,” adds Brian Clarke, DHT, AHC, CDT, CSI, 
director of specifications at Hager Companies.

A Practical, Budget-Friendly Approach
The beauty is that it doesn’t need to be an all or 
nothing situation. With the additional of virtual 
network technology, you can now mix three plat-
forms easily under one intuitive software program.  

“A school is a good example of where you’ll want a 
mixture of all three types of EAC – wired, wireless 
and virtual – in order to get the proper security 
level throughout campus,” Clarke explains. 

Exterior doors can be wired to administer 
immediate lock-down capabilities, should it be 
needed. The classroom doors can be wireless, 
which also provides immediate lock-down, but 
without the cost of running wires throughout the 
building. Interior doors such as closets and offices 
can be on a virtual network.

CARD TRANSMITS TO 
SYSTEM VIA WALL READER:

 User access event
 Visited door battery 

status

WALL READER TRANSMITS  
TO CARD/USER KEY:

 Deleted card list
 Updated user access rights
 Expiration date renovation

SOFTWARE FUNCTIONS

 Add or delete users remotely
 User profiles updated easily
 Dynamic event audit trail
 Remote stand-alone device 

battery status report
 Expiration date renovation
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“It’s important to keep our children safe from all 
issues in the schools. Everyone thinks of active 
shooters, but there are other circumstances that 
could contribute to security threats,” Clark adds.

In fact, between 2013 and 2017, the Federal 
Bureau of Investigation reported an average 
of four active shooter incidents in educational 
occupancies per year. Yet, according to the 
National Center for Education Statistics, in 
2017, students aged 12-18 experienced 827,000 
incidents of crime (including theft, assault and 
sexual assault) in U.S. schools.

A college in California recently spent more than 
$200,000 on “barricade devices” – also known as 
kick locks – following an October 2015 attempted 
armed kidnapping. Only after the purchase and 
installation did they learn that the National 
Association of State Fire Marshals condemned 
these devices just months before. Not only did 
they ignore the fire code, but these devices could 
lead to unsafe situations. 

“As more and more states rewrite their building 
codes to allow for barricade-type devices, I think 
it’s important that distributors help educate 
the community that these devices are actually 
dangerous, and electronic access control is a safe 
and affordable alternative,” Clarke notes.

A System That  
Grows With Customers
As a distributor, one of the biggest benefits to 
you in selling the value of a virtual network to 
the customer is that there is no complicated 
preparation of doors. There is no special 
reinforcement or wiring to prepare the opening, 
and most doors can be used right off the shelf. 
Furthermore, in a retrofit application, the locks 
generally fit the existing lock prep. 

“The virtual network is flexible enough to change 
with end-users’ needs,” Stokes explains. “A 

storeroom function can be changed into an office 
function or an office function into a passage 
function. It's just a matter of reprogramming the 
lock and reassigning access rights with the click 
of a mouse.” 

Additionally, a virtual network allows the end-
user to develop their access control over time – as 
their budget allows them to do so – which is often 
the case with the education vertical market.

A school campus may only have the funding 
to integrate EAC on exterior doors during the 
construction of a new building. However, with the 
introduction of virtual networks, the distributor 
can play an integral role in helping the school 
district phase in their security needs over time 
by creating a multi-year plan during which the 
school can be equipped with EAC throughout. 

The same is true with the software. As a 
customer’s needs grow, modules to the software 
can be added to address those needs. “It’s an à la 
carte software system, not all or nothing. You build 
it as your needs change – adding parts to modify it 
to work the way you want it to,” Clarke says.

“The virtual network is also an excellent option 
for customers who are regularly changing the con-
figuration within an existing layout, like a hospital 
wing or multi-tenant office development,” Stokes 
notes. “Departments can expand into other areas – 
shifting personnel around – and your system and 
security can adjust quite easily. It means that total 
mechanical key replacement can be achieved with 
lower costs than previously possible.” +

GORDON HOLMES is product 
manager at Hager Companies. 
Email: gholmes@hagerco.com.
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Access control systems come in many 
varieties, each tailored to meet certain 
needs. This article clarifies the options 
and explains frequently used (and 
confused) terminology.
BY PETER J. WILSON

The lock is the part that receives the 
signal from the controller and unlocks. 
It may be a familiar-looking lock, 
with levers and a latch, or it may be 
a magnetic lock, an electric strike, or 
an exit device. Like the reader, the 
lock has a simple job: do what the 
controller says. Whether it’s locking, 
or unlocking, or flashing a red or 
green light, the lock, for the most 
part, doesn’t perform any electronic 
function, unless explicitly told to do so, 
by the controller.

Bit Format? Facility Code? 
You may have come across statements 
such as, “I’m using a 26-bit card 
ID” or, “Please specify the bit length 
and facility code in your card order.” 
You may also have a screen on your 
computer software that asks you 
to select your card format or enter 
your “Facility Code.” All these terms 
are trying to get at one thing: how 
the system should interpret the 
information on the card.

When we think of an ID number on a 
card, we think of something like “1234” 
– but that’s not what the controller 
thinks. The controller is a computer, 
and only understands electrical 
signals, so the number must be sent 
using electrical signals.

A Framework for 
Understanding 
Access Control

Electronic access control 
systems can seem 
complicated and confusing.
Sometimes, all you need is a lock, and 
other times, you need several different 
pieces to complete the system. The 
main goal of any access system is to 
keep the wrong people out, and let the 
right people in.

If you were standing at a door, and 
that was your job, you would have to 
do three things: identify each person 
going in, decide if they should be 
allowed in, and then let them in – or 
keep them out.

Three Parts of Every System
The same concepts exist for access 
control systems, where the identifying, 
deciding, and unlocking are done by 
a reader, a controller, and a locking 
device. All systems have these three 

parts; some have more than these 
three, but in every single system, it is 
possible to identify these three parts.

The reader’s job is to gather information 
about a person – the most common 
type of information is the ID number 
stored on a person’s badge. When a 
person holds their card up to the reader, 
the reader receives the ID number, and 
sends it on to the controller. It’s a pretty 
simple job, and in a typical system, 
that’s all the reader does.

The controller is the part that decides 
– it’s like the brain of the system. 
It’s usually in a secure location in a 
building, and has wiring connections 
to the reader, and to the locking device. 
When the controller receives an ID 
number from the reader, it checks to 
see if it’s valid. It may also verify other 
conditions for access, such as time of 
day. If all the checks pass, it will send a 
signal to unlock the door.
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That sounds very limiting, but instead 
of counting the way we do, with 
the decimal system, computers use 
a different way of counting, called 
binary. In decimal counting, we use 
numbers 1-10, and then multiply by 
10 every time we move over a place 
(so “13” is a “1” in the tens place, and 
a “3” in the ones place, 10 + 3 = 13). 
Computers count in binary using just 
two numbers, 0-1, and then multiply 
by 2 every time they move over a place 
(so “1101” is a “1” in the eights place, a 
“1” in the fours place, a “0” in the twos 
place, and a “1” in the ones place, 8 + 4 
+ 0 + 1 = 13). 

Each digit in a binary number is 
known as a bit. Our number 1101 (13) 
is a 4-bit number – it has 4 bits. An 
8-bit number would be 8 bits long, 
and a 26-bit number would be 26 bits 
long. ID numbers stored on cards 
could be more than 26 bits, but the 
most common length is 26. So, when 
a 26-bit card is held up to a reader, a 
stream of 26 ones and zeroes is sent to 
the controller.

The actual ID number isn’t all 26 of 
those bits, though; it breaks down 
a little. 16 of those bits are the ID 
number, and 8 of those bits are for 
the “Facility Code.” The Facility Code 
is a second number that comes across 
in this bit stream, and its original 

Top: The three parts 
of every system, and 

their jobs.

Bottom: Binary for 
computers, decimal 

for us. Same number.

purpose was to differentiate between 
two people with the same ID number. 
Let’s say that two companies merge, 
and they both happen to use cards 
with the 26-bit format. It’s possible 
that two employees may have the 
same card ID number, but if they 
had different facility codes, then the 
controller could differentiate them. 

Common Communication 
Technologies
Even though the ID number is a simple 
stream of ones and zeroes, there are a 

few different ways that the number can 
be sent from the reader to the controller. 
One of the earliest methods, and still 
very common today, is usually known as 
“Wiegand” (rhymes with “weekend”).

Wiegand is simple: since the ID 
number is ones and zeroes, we’ll 
use one wire for the 1s and another 
wire for the 0s. We’ll send the bits 
as electrical pulses down each wire, 
and we’ll time it very carefully, so the 
controller can receive each bit in order, 
and put the stream back together to 
compute the number.
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That’s it! Controllers that support 
this will have a wiring connection 
somewhere, labelled “D0,” which 
stands for “Data 0” or the zero bits, and 
“D1,” which stands for “Data 1,” or the 
one bits. Wiegand has been around for 
decades, but it does have limitations, 
namely distance (500 feet maximum). 
It can be great for smaller access 
control installations, but when the wire 
runs need to go a thousand feet (or 
more!), or across many buildings on 
a campus, Wiegand quickly becomes 
inconvenient. 

Enter RS-485
RS-485 was developed in the 1980s 
for large factories that needed longer 
wire runs and resistance to the 
electromagnetic interference created by 
their large equipment.

“RS” stands for “Recommended 
Standard.” RS-485 simplifies how 
the electrical signal is transmitted, 
which results in longer communication 
distances (up to 4,000 feet) and 
reduces the electromagnetic 
interference inside the cable by 

twisting the wires together in pairs 
– each wire effectively cancelling out 
the interference created by the wire 
with which it was twisted. RS-485 
remains very popular today, due to 
its simplicity, robustness against 
interference, and unsurpassed 
communication distance.

Going Wireless
In addition to these two wired 
technologies, many access control 
devices also support wireless 
communication, which can simplify 
product installation, and provide 
more of a seamless access control 
experience, for administrators and 
occupants, who may use and manage 
the system with their phones.

There are many different wireless 
technologies, and surely more to come, 
but an effective way to differentiate 
them is through three factors: how 
much information they can send at a 
time, how far that information could 
travel over the air, and how much 
power is needed to send it.

Top: The 26-bit format is actually 
two numbers: the Facility Code, 
and the ID number.

Bottom: Wiegand ones and 
zeroes travelling along their 
respective wires.

MARCH 2020   DOOR SECURITY + SAFETY 14



If you ever wondered why a certain 
device supports one type of wireless 
technology over another, it is probably 
due to one or more of these factors. 
Technologies like Wi-Fi can send a lot 
of data a good distance but need a lot of 
power. Other technologies like Bluetooth, 
or Bluetooth Low Energy (BLE) require 
very little power, but cannot send very 
much information at a time, nor as far.

More recent technologies like Zigbee 
and Z-Wave are extremely low power 
– devices can run for years on a small 
coin-cell or watch battery – but have 
corresponding very short ranges, and 
small data transfer rates. Each of these 
wireless technologies were designed 
for certain needs, and there isn’t one 
wireless answer for every situation. 
It’s common to find more than one 
wireless technology in a building; 
part of an access control system 
using Wi-Fi, like a video camera, and 

another part using BLE, like a lock, 
can be an appropriate way to solve 
needs, and provide the right balance of 
benefits and performance.

Using the Framework
This article provides a framework 
to help you advance your learning 
in access control. If you can identify 
a product by its role(s) (reader, 
controller, and/or locking device, or 
something else), and learn why certain 
technologies are supported in that 
product (Wiegand, RS-485, Wi-Fi, 
BLE), you should be able to get a good 
sense of how it can be used to solve 
customer needs, and how to integrate 
into a facility’s security environment.

If you’d like to learn more about the 
parts of an access control system, 
card readers, or wired and wireless 
technologies, scan the code or visit 

www.youtube.com/playlist?list=PLqxX 
wi8020y7gkYLp2CtpU2pztB8S8DCq 
to access a video playlist with four 
videos you can use to further your 
knowledge, or help educate your 
colleagues or customers. +

PETER J. WILSON is 
training designer 
and manager for 
channel partners at 
Allegion. Email: 
peter.wilson@
allegion.com.

Common wireless technologies 900 Megahertz, Wi-Fi, BLE, Z-Wave, and 
Zigbee, with data size, distance, and power consumption compared.
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A Distributor’s 
Tale: Becoming 

Expert in Access 
Control

Distributors must embrace access control 
solutions to compete in today’s market. 

Learn how one distributor – Spalding SSD – 
transformed itself to provide these services.

BY ED TOY, DAHC

It has been 25 years since 
DHI delivered an important 
message to our industry: 
Electronic Access Control 
(EAC) systems are the wave 
of the future, and distributors 
need to embrace this market 
to stay relevant in the 
openings industry.
This message was a cornerstone at the 
DHI national conventions in 1995 during 
a presentation given by Frank Lynn & 
Associates at the Forum for the Future.

It seemed a natural progression as our 
industry was already heavily involved 
in the opening industry – supplying 
and installing the door/frame and 
all the accompanying mechanical 
hardware. Any electronic solutions 
should also be a natural fit.

The Spalding Journey
From humble beginnings in 1952, 
Spalding SSD has evolved to become 
a provider of doors/frames, hardware, 
barrier-free operators and EAC 
solutions. Our company has offices in 
Calgary and Edmonton, Alberta and 
provides opening solutions to Alberta 
and Western Canada.

In 1996, armed with the data from DHI, 
we took a leap of faith and our access 
control services system was born.

While there are many trades and 
scopes that must work together to 
achieve a truly integrated opening, 
our philosophy is that we own the 
opening. With this attitude in mind, it 
was clear that we needed to become as 
expert in the EAC world as we were in 
mechanical hardware. 
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Like welcoming a newborn into the 
world, transforming our company was 
easier said than done. Some challenges 
became quite evident:

 Breaking into the market of access 
controls.

 Performing the work.

 Selecting appropriate channel 
partners.

 Staffing.

 Managing overhead and profit.

The most critical issues we identified 
were staffing and performing the work. 
Some possible solutions were:

Subcontracting the Work
Originally, subcontracting the work 
seemed to be the most economical 
and quick solution. However, some 
unanticipated problems started to 
surface. These included slow response 
time for call-backs, deficiencies, quality 
of work not to Spalding standards and 
the most problematic – our customer 
became the subcontractor customer for 
any new work.

Acquiring an Access  
Control Company
Acquiring an existing access control 
company would solve many startup 
problems. It would provide immediate 
access to the market, an existing 
customer base, access to channel 
partners outside of traditional Division 
8 supply chain, and experienced staff.

However, after a thorough search, it was 
difficult to find an access control comp- 
any in our market that fit our needs and 
expectations at market value price. 

Starting and Growing  
Our EAC Division
After exploring the previous two 
options, management decided to start 
and grow the department organically. 

Our challenges included training and 
adding experienced staff. Training 
existing staff proved to be difficult 
and we sourced staffing needs through 
technical schools, colleges and 
universities and the access control 
market.

Finding an access control supply chain 
was also challenging. In 1996, the 
Division 8 supply chain did not have 
the same EAC offering as in today’s 
market. By researching existing 
customer needs and attending EAC 
conference and trade shows, we were 
able to determine the best direction for 
our supply needs.

We confronted growing the work. 
Rather than developing a new 
customer base for the access control 
division, we initially leveraged our 
existing customer base for this work. 
This provided immediate work for the 
newly minted division and provided a 
much needed additional service for our 
customers.

Today, Spalding has fully staffed access 
control divisions in both Calgary and 
Edmonton, Alberta. In the 24 years 
since the access control division was 
founded, we have continued to grow 
that segment of the market. The access 
control division remains one of Spald-
ing’s most profitable divisions today.
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705 SCIF 
Door and Lock 

Package

www.KriegerProducts.com

100% ICD 705 Certified

Designed for SCIF
Sound Groups 3 and 4

Choose a Kaba Mas,  
Sargent & Greenleaf,  

or Lockmasters  
Locking Device

Conforms to Federal Specification 
FF-L-2740B and FF-L-2890C

Krieger’s 3’0” x 7’0” 705 SCIF Door 
and Lock Package ships in 15 to 
20 working days and will arrive 
at the job site with the majority 
of the hardware installed, along 
with detailed instructions, and 
drawings. If you have a question 
or issue, Krieger will handle all 
of the customer service support 
and warranties, everything from 
the door to the locking device. 

One Complete Solution

ORDER ONLINE TODAY!

The EAC Market
The demand for access control 
products was growing annually in 
all vertical markets that Spalding 
was involved in. The demand was 
accelerating for access control systems 
for protecting people and assets by 
preventing unauthorized access. Audit 
trails and access limitation further 
encouraged organizations to adopt 
access control systems. 

We were able to leverage our 
knowledge and expertise of 
the traditional opening, code 
requirements and our experience in 
access controls to be able to provide 
our customers with the best of 
both worlds: mechanical hardware 
solutions integrated with electrified 
hardware/access controls.

With the traditional mechanical 
hardware products, doors and frames 
increasingly becoming commodity 
items where price points rule, the 
role the EAC market plays in the 
Profit & Loss sheet is becoming even 
more important. The EAC market 
provides a pull-through conduit for 
the traditional door/frame/hardware 
at a higher margin.

We also partnered with electrical 
sub-trades to provide the access 
control components and services to 
the Division 28 scope of work.

The Future
The access control market is 
expected to grow 8 to 9 percent 
annually. This growth is driven 
by high adaption of access control 
solutions due to increasing crime 
rates, technological advancements 
and deployment of wireless 
technology in security systems and 
adoption of loT-based security system 
with cloud computing platforms. 
With the adoption of Access Control 
as a Service (ACaaS), implementation 
of mobile-based access control is 
expected to provide huge growth 

opportunities. Integration with 
other physical security systems and 
building automation system is now a 
common requirement.

More recently, there is a growing 
demand for access control systems 
to lead on Building Occupancy 
Management Systems.

All of the leading suppliers are 
bullish about the future and are 
now heavily investing in their cloud 
services and signing up third parties 
to deliver their software.

With all these options, and the size of 
the access control market, it becomes 
important to choose which sandbox 
you wish to play in. By playing to 
your strengths and remaining focused 
on your primary customer base, the 
future growth for access controls 
shows no signs of slowing. 

Our evolution has expanded our 
customer base to include school 
boards, healthcare, office building, 
retail, hospitality and municipalities 
on both new construction and after-
market projects. 

It has been our ongoing pursuit to 
never compromise the quality on 
which our reputation was built and 
to provide the latest technologies and 
best solutions with customer needs 
and budgets in mind while meeting 
all codes and security requirements.

I encourage distributors throughout 
our industry to embrace the same 
challenge that we did and ensure that 
our industry continues to be the pre-
eminent providers of access control 
solutions to all our customer markets. +

ED TOY, DAHC is 
president, 
Spalding SSD. 
Email: etoy@
spaldingssd.com.
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Eight reasons 
why this 

technology is 
the solution 

for many 
architectural 

openings.

BY KELLY RITTER

Once limited to visions of the future as portrayed 
by Hollywood, wireless electronic access control 
(EAC) technology has become a “must-have” 
component of today’s industrial, commercial and 
consumer systems.

This versatile technology is ideal for virtually 
any application from historical buildings to 
architectural installations to modern architecture 
to unique applications and beyond. Here are eight 
reasons why wireless EAC technology is quickly 
becoming the modern access standard.

This article outlines eight reasons why this 
technology is useful.

Today’s “Must-Have” Technology

Virtual 
Electronic  
Access  
Control: 
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3. Reduced maintenance 
requirements. Locks 
incorporate all components 
into one device. 

 For electronic locks that includes 
the electrified lock, credential 
reader, door position and request-
to-exit switches. For standalone 
electronic locks, there is no wiring 
required to the access control 
system – the lock is simply installed 
on the door and typically battery 
powered.

4. System installation 
minimizes disruption. 

 Disruption is inevitable if systems 
are installed when a building is in 
use as areas are closed off while 
work is carried out or workers are 
relocated. Often installations are 
scheduled during closed periods 
(weekends or holidays) which can 
impact cost. Wireless systems 
are less invasive to install and 
eliminate the carpentry, patching 
and repainting required when an 
existing building is retrofitted with 
a hard-wired system.

1. Expansion of potential 
door counts extends access 
control to doors that 
may not have been easily 
secured previously. 

 These standalone systems can 
be installed in any location 
without regard to communication 
infrastructure such as doors, server 
racks, cabinets, etc., which can 
enhance your security coverage in 
even the most obscure areas.

2. Cost avoidance in materials 
and time at installation. 

 Wireless access control systems use 
less wire and hardware than their 
wired counterparts. They also take 
an average of one hour to install 
per door vs. eight hours for a hard-
wired system. In addition, battery 
operation eliminates the need for a 
power supply at the door site.
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WIRELESS ACCESS CONTROL:  WINNING STRATEGIES FOR SUCCESS

WIRELESS COMMUNICATION PROTOCOLS

WIRELESS 
TECHNOLOGIES 

802.15.4 
ZIGBEE

802.11B 
(WI-FI)

802.15.1 
BLUETOOTH

UWB (ULTRA 
WIDE BAND) WIRELESS USB IR WIRELESS

Data Rate 20, 40, and 250 
Kbits/s 11 & 54 Mbits/sec 1 Mbits/s 100-500 Mbits/s 62.5 Kbits/s

20-40 Kbits/s

115 Kbits/s

4 & 16 Mbits/s

Range 10-100 meters 50-100 meters 10 meters <10 meters 10 meters <10 meters  
(line of sight)

Networking 
Topology

Ad-hoc, peer to 
peer, star, or mesh Point to hub Ad-hoc, very small 

networks Point to point Point to point Point to point

Operating 
Frequency

2.4 GHz  
(worldwide) 2.4 and 5 GHz 2.4 GHz 3.1-10.6 GHz 2.4 GHz 800-900 nm

Complexity  
(Device and 

application impact)
Low High High Medium Low Low

Power 
Consumption  

(Battery option  
and life)

Very low  
(low power is a 

design goal)
High Medium

Low

 

Low

 

Low

 

Security
128 AES plus 

application layer 
security

  64 and 128 bit 
encyption      

Other Information
Devices can join an 
existing network in 

under 30ms

Device connection 
requires 3-5 

seconds

Device connection 
requires up to 10 

seconds

Typical 
Applications

Industrial control 
and monitoring, 
sensor networks, 

building 
automation, 

home control and 
automation, toys, 

games

Wireless LAN 
connectivity, 

broadband Internet 
access

Wireless 
connectivity 

between devices 
such as phones, 

PDA, laptops, 
headsets

Streaming 
video, home 

entertainment 
applications

PC peripheral 
connections

Remote controls, 
PC, PDA, phone, 

laptop links
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5. Risk-relevant retrofitting 
challenges can often  
be overcome. 

 Compromising décor investments 
in older buildings and historical 
landmarks with obvious wiring 
can ruin the design aesthetic. 
Stone or marble floors and glass 
enhancements make it hard to 
conceal physical wires. Wireless 
technology allows the reader and 
lock mechanisms to be mounted 
on the door itself, ensuring both 
a better aesthetic fit and that 
every door can use the same 
devices. Additionally, locks are 
available in a variety of finishes 
and configurations to align with 
building design.

6. Sustainability. 
 Wireless locks typically consume 

less energy than a mag lock or 
strike. Specific savings will vary 
based on actual products in use 
but using lithium batteries – which 
last about two years and are up to 
95 percent recyclable – reduces 
dependency on electricity and 
results in cost savings. 

7. Reduced maintenance 
costs. 

 The self-containment of everything 
in the lockset itself means there are 
fewer parts and pieces that could 
fail or create an issue. You don’t 
have to worry about integrity of 
wire, circuits or fuses in a power 
supply, among other concerns. 
Wireless locks are also typically less 
expensive to maintain.

8. Versatile designs for even 
the toughest environments. 

 Networked and standalone locks 
are often ANSI/BHMA Grade 1 
certified, high strength locks for 
high traffic areas. They are available 
in both cylindrical or mortise 
configurations, and the card reader 
is equipped with either proximity or 
smart card technology. In addition, 
in today’s market, card readers can 
also come with BLE (Bluetooth Low 
Energy) technology allowing for 
mobile credentials.

At JLM Wholesale, we prioritize our 
customers’ satisfaction. It is of the 
up most importance that we 
provide the best solutions for the 
glass and glazing industries. We 
make sure we offer you expertise 
and exceptional service every step 
of the way. 

Like all digital innovations, next 
generation iterations of wireless 
control technology are in development 
across the access industry. Specific 
features and capabilities of any 
wireless EAC will depend on the access 
control system software in use. Consult 
your provider to verify what can be 
supported. +

KELLY RITTER is the 
business 
development 
manager for 
electronic access 
and data (EAD) at 
dormakaba. Email: 
kelly.ritter@
dormakaba.com 
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FOUR 
TIPS TO 
IMPROVE 
FACILITY 
ACCESS 
CONTROL
FACILITY MANAGERS FACE INCREASING SECURITY 
CHALLENGES. THESE TIPS SHOW HOW TO 
IMPLEMENT AND IMPROVE A SECURITY STRATEGY.
BY JEFFREY LACHANCE
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In today’s world, organizations face many 
challenges in providing safe environments 
for the occupants of their buildings. In 
addition to external threats, the pace of 
technological change in access control and 
security systems makes choosing the best 
solution for a facility an imposing task. 
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While each situation is unique, a 
systematic approach will allow you 
to clearly define your objectives and 
select a system that meets your specific 
needs. Below are four tips to building 
a more robust physical access control 
platform.

 DEFINE YOUR 
 ORGANIZATION’S 
 ROLES, POLICIES  
 AND PROCEDURES
The first step to securing a facility is 
to identify the primary tasks required 
in the evaluation and assign each to an 
individual. Some of these assignments 
will be given to key employees but you 
may need to supplement the team with 
trusted advisors from outside your 
organization. The core team should 
be comprised of at least these three 
individuals:

1. Security or Facility Director 
Choose a dedicated security or 
facilities director who will be 
responsible for communicating 
your security policies and 
procedures. This individual will 
also be responsible for developing 
an overall culture of security 
that can be instilled across your 
organization. Without proper 
policies and procedures in place, 
it will be difficult to implement a 
successful security strategy. They 
should assess the current state of 
security rules and procedures – 
how well are they being followed 
and adhered to, and how secure do 
your staff and visitors feel today? 
Anonymous surveys can provide 
valuable insights into habits 
and beliefs that may need to be 
addressed in the training phase of 
your project. 

 ASSESS  
 YOUR  
 RISKS
A risk assessment focusing on safety, 
security and preparedness should 
be your primary objective prior to 
considering any specific technology 
or platform. Once you determine both 
your current level of preparedness and 
the level you desire to achieve, you will 
be prepared to look at solutions from a 
technical perspective. 

Meet with your security expert to 
discuss hardware and software 
choices and which features would 
be best for your facility. Determine 
future organizational growth, weigh 
the different solution options for 
scalability, and of course, make sure to 
pick your safety expert’s brain about 
potential risks or vulnerabilities. 

Once your security team has been 
assembled and roles clearly defined, it 
is critical to annually review what the 
vulnerabilities and potential threats 
are to your organization.

2. IT Director 
The second essential member 
of the team is your information 
technology director. With today’s 
physical security and access 
control systems relying heavily 
on IT infrastructure to operate, 
this individual must ensure that 
your enterprise is robust enough 
to handle additional equipment on 
the network and is not vulnerable 
to outside attacks. 

3. Security and Safety Expert or 
Consultant 
The final member of your security 
team should be a door security 
and safety expert who can conduct 
a risk assessment and provide a 
tiered approach to your property, 
perimeters, buildings, exterior 
openings and interior spaces. This 
individual will typically be a Door 
+ Hardware Consultant (DHC) 
trained and certified in security 
integration and applicable building 
codes.

 WORK  
 FROM THE  
 OUTSIDE – IN  
Once your organization has completed 
a risk assessment, it is important 
to layer your access control from 
the outside in. The first layer for all 
buildings is to control the flow of 
traffic by securing all exterior doors 
with a lock or exit device with either 
a mechanical or electronic lock. The 
use of a video intercom system for 
door release allows you to vet visitors 
prior to entering. This provides a low-
cost solution for securing building 
entrances if they are not in direct view 
of the office or monitoring station.    

After the first layer is established, the 
second layer is the use of patented key 
and key management systems. This is 
a vital step to prevent unauthorized 
reduplication as well as tracing access 
and circulation of keys.    

The third layer is the use of electronic 
access control with credentials for 
primary entrances or vestibules. This 
enables facilities to reduce the number 
of keys circulated and provide an audit 
trail of who has gained entrance into 
the building. 

As your facility completes the flow 
of primary entrances, it is just as 
important to provide a fourth layer 
of door status monitoring. The use of 
electronically monitored door and latch 
position hardware indicates which are 
secure. This offers staff the security 
of knowing if the door is closed and 
latch is in locked position. Where exit 
devices are installed, it is important to 
use cylinder dogging with indicators. 
This visual indication allows your 
facilities and/or security staff to see if 
the device is locked or unlocked.  

Layering the interior shell of the 
building is just as important as the 

1

2

3
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JEFFREY LACHANCE is the sales manager for Exactitude, 
a division of The Cook & Boardman Group. Email: 
jlachance@exactitudeinc.com.

 PARKING LOT  
 AND PROPERTY  
 PERIMETER
An effective way to control the flow 
of traffic onto your property and 
parking lots is barrier gates and 
implementing access control. With 
integrated electronic access control, 
you can utilize the same credentials for 
both your building and barrier gate. 
Many solutions allow for numerous 
identifications to activate the barrier – 
such as keypad, proximity cards, fobs 
and Bluetooth as well as smartphone 
applications. The use of a video 
intercom system for verification and 
gate release is also an important tool to 
check incoming visitors. +

JEFFREY LACHANCE 
is the sales manager 
for Exactitude, a 
division of The Cook 
& Boardman Group. 
Email: jlachance@
exactitudeinc.com.

COMPREHENSIVE CAPABILITIES  |  INNOVATION AT EVERY TURN  |  SEAMLESS SYSTEMS INTEGRATION

COMPLETE CONTROL 
AT EVERY DOOR

American Direct provides complete door and access control 
security with an all-in-one solution, supporting your projects 

from door opening to systems integration. 

GATEWAY AND REPEATERS
At the core of the SHELTER system is a gateway that sends signals to each 
door lock to initiate lockdown. Plugged into a UPS or power supply with battery 
backup, the SHELTER gateway doesn’t require an internet connection to initiate 
lockdown. This alleviates any concerns that your network must be operational during 
the most critical times. With a 400-foot range,* the gateway can be paired with up 
to seven repeaters to extend the signal range throughout a building. Additionally, 
with assistance from your integration resource, the SHELTER repeater can be 
configured to send a relay signal to your existing access control system, allowing 
communication with first responders.

*400 feet inside; 1,200 feet line of sight; wireless range will vary based on application, 
operating environment, building materials and other external factors.

SHELTER-ENABLED HARDWARE 
Specific hardware can be enrolled on your SHELTER 900 MHz

network to quickly lock doors via a fob. BEST o�ers the SHE
9KX cylindrical and/or 45HX mortise locks equipped with

and storeroom functionality. A door can be locked / unl
at your discretion, or locked down from the fob so that

lever is secure and requires a key to retract the latch for e
electrified exit devices, like the PRECISION Apex 2000 Series

connected to a SHELTER repeater. This allows the outside tr
unlocked remotely to enable lockdown, while always ensuri

SHELTER  System
Gateway
Repeater
Fob
SHELTER lock
PRECISION Electric Exit Device

BEST SHELTER

As a complete lockdown solution, SHELTER  

brings together code-compliant hardware and 

proven technology in a unique way to help 

schools secure safe spaces within the walls  

of their buildings.

HOW SHELTER WORKS IN A SCHOOL

Lockdown is initiated via individual
fobs or panic buttons / switches that  
are connected to repeaters in the 
building. Fobs can be configured to 
a single lock, a group of locks or the 
entire facility. Visual indicators and 
a configurable audible alarm help 
communicate lockdown status (per 
lock) throughout the building.

CLOUD-BASED SOFTWARE
With a web-based portal, school administrators and security officers can configure 
the system from any web browser, wherever they are. The software allows you  
to configure a fob to lockdown one door, an entire wing or the whole facility.  
In addition, you can use the software to view self-diagnostic test reports and send 
email/text notifications for lockdown status changes and self-diagnostic results.

TO VIEW MORE PROJECTS VISIT:
americandirectco.com/projects

|  913.677.5588

by American Direct

exterior of the building. The use of 
office, storeroom and security function 
locks will depend on the room’s 
intended use and occupancy. Each 
one has a distinct function and it is 
imperative to discuss this with your 
hardware consultant and follow ADA 
regulations and any applicable local or 
state codes.  

Furthermore, safeguarding your main 
distribution frame and intermediate 
distribution frames with electronic 
access control with key override is 
essential to protect your network 
infrastructure. Limiting access 
credentials to essential personnel 
further protects the integrity of your 
system and provides an audit trail of 
individuals granted, or denied, access. 
These locations should also incorporate 
a door position switch and latch 
position for effective monitoring. 

4
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BY SUSAN POE FLOWERS, DAHC/CDC, FDHI

Chances are your company already employs 
millennials. Anyone in your organization who 
is age 24 to 39 is a millennial, so you may have 
already noticed the shift in organizational thinking 
they bring to the table. 

With millennials slated to make up 75 percent of the workforce 
in the next 10 years, their impact will be even greater. 

What are they looking for in employment in your organization? 
How do you attract them and how do you keep a generation, 
that has been characterized as job transient, engaged and 
maximize their contribution to your organization? 

The Millennial Job
A recent study indicates millennials will, on average, take a 
$7,600 reduction in salary for an “improved quality of work 
life.” But what does that mean and what are they looking for?

1. IMPACT 
Millennials want to feel their jobs matters. In fact, 74 
percent of millennials are looking for a job that has societal 
impact, according to a recent study by Global Report. 

The good news is the door and hardware industry does have 
societal impact. We need to think of ourselves more in terms of 
protecting building occupants and less as door and hardware 
salespeople. Our ability to move people safely in and out of 
buildings and provide them security when they are in the 
building is an impactful contribution to the general good. We 
need to be prepared to present ourselves more in this light. 

2. GROWTH AND ADVANCEMENT 
Millennials want to move ahead. While 58 percent of baby 
boomers reported wanting to reach the manager level 
in a recent survey by The Addison Group, 67 percent of 
millennials were searching for this opportunity. 

In this second article in 
a four-part series about 
diversity and inclusion 
in hiring during the next 
decade, we explore the 
issue of hiring millennials.
BY SUSAN POE FLOWERS, DAHC/CDC, FDHI

Hiring 
Millennials
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The important thing to communicate is a vision and 
track for the millennial hires that will allow them to 
know there is a pathway to management and what the 
expectations are to reach it. Assigning millennials bite-
size management tasks can be an easy way to evaluate 
their skills and make them feel involved quickly. 

On the technical side, managers and baby boomers need 
to be prepared for the speed with which millennials want 
to engage. They want to feel that they are contributing 
to the organization very quickly. In an industry with a 
five-year apprenticeship program and a lot of technical 
complexity, this can be a challenge. Engaging them 
in technical work early, but allowing time for more 
mentoring and checking of their work may be required. 

3. A HOLISTIC WORK ENVIRONMENT 
Millennials expect your organization to be a lot more 
socially conscious and responsible for looking out for their 
employees as a whole person. 

They will be appreciative of opportunities for physical 
exercise and healthy food options at company events. 
They want to be able to engage with their co-workers 
socially in opportunities provided by the company. They 
appreciate the ability to have flex time, which is not 
so bad when you know that they are far more likely to 
respond to work texts at 10:30 in the evening than most 
of their baby boomer co-workers. 

Millennials’ desire for their employer to be socially 
responsible may be reflected in their requests to make 
the company be ecologically minded. (Again, the good 
news is that this can typically result in bottom line 
gains). They may also want your firm to be engaged 
in philanthropic efforts in the community, which can 
easily be paired with their desire for social interaction 
by creating events where employees can volunteer 
together. Many of these initiatives provide opportunities 
for millennials to gain experience managing tasks. 

Millennials 
expect your 
organization 
to be a lot 
more socially 
conscious and 
responsible 
for looking 
out for their 
employees 
as a whole 
person.
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4. INCLUSION
In the article, “2020: A New Decade for Hiring,” published 
in the Door Security + Safety magazine, we discussed the 
importance that millennials put on diversity and inclusion. 
They will be expecting your organization to reflect the 
diversity of the community where you operate. But they 
will equally be expecting inclusion, not just for minority 
segments of the population, but for all employees. They 
want to have a voice at the table for themselves and for all 
the employees. 

This means that your organization may have to switch 
to a less hierarchical structure and perhaps more cross-
functional, decision-making teams. You don’t have to give 
up control on the big issues, but you will get further by 
listening and carefully considering everyone’s opinions. 
Listen, evaluate, and then provide feedback on what made 
the employee’s idea move ahead or what prevented their idea 
from moving ahead. It will be a valuable learning tool for 
the employee, and possibly management as well.

Eighty three percent of millennials are actively engaged 
when they believe their organization fosters an inclusive 
culture compared to only 60 percent who feel engaged in a 
non-inclusive organization, according to Monster.com. 

Hiring Millennials 
Warning: this is not your father’s hiring strategy.

Gone are the days of placing a newspaper ad and expecting 
candidates to show up. First of all, this generation probably 
hasn’t seen a newspaper since they paper trained their 
childhood puppy, but also they have a lot more employment 
options and see themselves as “consumers” of jobs. You will 
need to be prepared and savvy.

1.	 Monster.com	suggests	that	you	fix	your	company	
culture	first.	That means creating a more open, inclusive 
work environment, diversifying your workforce, and being 
sure that there is diversity at all levels of the company. 

 It doesn’t count to say that 40 percent of your workforce 
is female if they are all in clerical and accounting 
positions. Are your employees all being given equal 
access to the best jobs in the company? In our industry, 
the best jobs are often sales positions. 

2. Prepare how you will market your company to 
perspective candidates. Do you already have a workout 
area or a corporate philanthropic effort? Be sure to let them 
know. Let them see the diversity of your workforce instead 
of just talking to the boss. Show them pictures of your team 
having fun together at a company outing. 
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It may take some 
rethinking to make 
your firm attractive 
to the millennial 
generation. But 
it just may make 
your firm stronger 
in the process.
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3. Talk to them about how the door and hardware 
industry saves lives by keeping building 
occupants safe and secure. Help them see how they 
can become a valued part of your team by working on a 
company task force to reduce your carbon footprint. 

 If your company is small, promote how smaller can be 
less formal and more entrepreneurial. Make sure your 
company website and Facebook page reflect this. This 
will be as important a part of the hiring package as the 
salary and monetary benefits. 

4. Look for candidates using the proper recruitment 
platforms. Different jobs require different engagement 
websites. Some jobs are better placed on Indeed.com than 
on Monster.com for example. And you need to stay current 
on what sites are getting used. This is a generation that 
changes technology preferences faster than we change socks. 
College and university placement departments can help you 
understand which sites are most popular or just google it!

It may take some rethinking to make your firm attractive to 
the millennial generation. But it just may make your firm 
stronger in the process. The door and hardware industry 
has a lot to offer younger employees. We just need to have a 
good strategy on how to present ourselves. +

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

BY SIVA DAVULURI  

The Door To 
Luxury
A solution practical enough 
for a loading dock, aesthetic 
enough for a high-end building 
and tough enough to withstand 
hurricanes.

Located in the heart of Charleston, South 
Carolina, Caroline Luxury Apartments 
is an artistically inspired, mixed-use 
residential community. Featuring a broad 
selection of customized floor plans and 
an amenity list a mile long, it has become 
a sought-after destination in the city’s 
WestEdge neighborhood. Known for its 
cafes, restaurants, art galleries and easy 
access to activities along the Ashley River, 
WestEdge is a popular neighborhood 
where residents expect a blend of safety, 
security, design and features.
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The rolling door had to be aesthetic and quiet as the building’s pool and retail area sits right above the loading dock.
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New from the ground up, the “Caroline” features 237 units 
spread across five floors. While each apartment offers a 
unique combination of refinement and customization, the 
design and installation of the oversize rolling door serving 
the loading dock area stands out for its thoughtful integration 
and robust construction – something that has helped protect 
the building from back-to-back hurricanes.

With design and engineering input from CornellCookson – and 
the ingenuity of ACME Doors – the facility has a safe, secure, 
temperature-controlled and weather-resistant access point that 
masks an unsightly, yet necessary, part of the building. 

DESIGN CHALLENGES 
One of the major challenges in specifying a door for the 
facility’s loading dock and trash collection area was finding 
a product that could do everything well. It needed to be 
attractive yet durable, fast yet quiet and stand up to brutal 
temperatures in the summer and extreme weather events 
such as hurricanes and tropical depressions in the fall. Since 
the Caroline is located less than a fifth of a mile from the 
water’s edge, this was a major concern. 

Another major challenge was the timeline of the project. The 
building was already under construction when bids were sent 
out to rolling door contractors. When companies started 
responding, it became clear that the structure and headspace 
surrounding the loading dock would not accommodate an 
insulated rolling door without major compromises or a serious 
redesign of the structure.

In order to find the right fit, the general contractor tapped the 
expertise of Ric Morsch at ACME Doors. The CornellCookson 
distributor, which has been in business since 1969, won the 
bid based on its experience and design capabilities. Morsch 
first took field measurements and adapted CornellCookson 
drawings to fit the opening. The new drawings were 
presented to the general contractor, who modified the 
original opening to match the new drawings. Since the 
opening was already completed, this meant modifying the 
structure to properly mount the door. 

“The architect designed a thin slot that extended into the 
concrete ceiling of the loading dock area. In theory, this would 
make the head unit invisible and allow the door to retract into a 
small space – hiding it from view,” explained Morsch. “However, 
this design created nearly impossible constraints when it came 
to mounting the motor and head unit into the opening – not to 
mention servicing the door in the future.” 

Morsch brought in CornellCookson to work alongside 
the building engineer and general contractor. Together 
they redesigned the structure to allow the door to fit into 
the header. They built headspace around the unit as well 
as developed access panels for any potential service or 
maintenance. This ensured that the large rolling door would 

Above: The structure had to be redesigned to allow the door to fit into the header.

Below: The large rolling door accommodates delivery trucks, garbage 
collection, and maintenance vehicles and protects against the elements.
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fit and would provide ingress and egress for delivery trucks, 
garbage collection, and maintenance vehicles – in addition to 
protection against the elements.

A SENSIBLE SOLUTION
The solution to the series of challenges at the Caroline 
was a custom Thermiser® Insulated Rolling Door by 
CornellCookson. Designed for exterior use, this product helps 
maintain different temperatures on each side of the door – 
a major necessity for a city that averages 90 plus degrees 
during the summer months.

“Thermiser was a good fit for the Caroline facility as it 
combines climate control with security, and complements the 
light brick facade,” said Morsch. “Plus, this is a residential and 
retail facility with shops and a pool located directly above the 
loading dock on the second level of the facility. Obviously 
visitors and residents don’t want to see a tractor trailer being 
unloaded outside while they shop or lounge by the pool.” 

Thermiser doors offered additional benefits as well. They roll 
up compactly (critical for the small head space), require little 
to no maintenance and deliver a low life-cycle cost. The door 
can also be configured to meet a maximum operational wind 
load of 20 PSF. Foamed-in-place insulation offers superior 
protection against the elements, improved security and 
reduced sound transmission. In fact, Thermiser features a 
Sound Transmission Class (STC) rating of up to 30 for the 
curtain and up to 18 for the entire assembly – helping seal the 
building envelope while keeping excess noise at bay.  

RESULTS
“The performance and durability aspects of the new door are 
unmatched,” explained David Burke, maintenance manager 
for the Caroline. “It helps maintain the luxury aesthetics of 
the complex while being easy to operate – allowing the vast 
majority of maintenance and day-to-day activities of the 
commercial spaces to happen out of view of residents.” 

The true power of the door came into focus not long after the 
completion of the project. As Hurricane Florence barreled 
up the coast in 2018, thousands of residents evacuated 
Charleston. Located so close to the coastline, the Caroline 
was subjected to heavy wind loads and flying debris.

“The door stood up to the storm and had no damage,” said 
Burke. “The same thing was true when Hurricane Dorian hit 
Charleston this year,” he added. “We’ve never lost a day or 
minute of work thanks to this door. It’s helped make our lives 
easier and safer.” +

SIVA DAVULURI, vice president of  
marketing at CornellCookson. He has  
led many new product development  
projects for CornellCookson high 
performance product lines.  
Email: Siva.Davuluri@cornellcookson.com.

The rolling door allows maintenance and day-to-day activities in the Caroline’s commercial spaces to happen out of view of residents.
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BEST BUSINESS 
PRACTICES

EMBRACE CHANGE 
TO MAXIMIZE PROFIT

TO BE MORE SUCCESSFUL IN CHALLENGING TIMES, FOCUS ON NEW 
AND DIFFERENT APPROACHES TO CONDUCTING BUSINESS AND 
HOW YOU CAN ACHIEVE POSITIVE RESULTS THAT IMPACT YOUR 
BOTTOM LINE, MOTIVATE YOUR EMPLOYEES AND MAKE CUSTOMERS 
WANT TO DO BUSINESS WITH YOU. 

This may require you to embrace uncon-
ventional or non-traditional ways of doing 
business. So, keep an open mind and think 
of change as being good. 

Stability does not come from not changing. 
It comes from continually reassessing what 
works and what doesn’t and discarding what 
doesn’t work or can be improved upon.

It is extremely important to embrace 
change and industry best practices be-
cause standing still is just another way  
of falling behind.

Here’s an interesting and appropriate 
quote from Benjamin Franklin, “When 
you’re finished changing, you’re finished.” 

Said another way, maintaining the status 
quo in a changing construction economy  
is the kiss of death. 

 To make sure your company is embracing 
change, maximizing sales and profits and 
staying ahead of your competitors you 
need:

• Effective priority planning processes.

• Effective execution of the top priorities. 

• Enhanced employee engagement and 
accountability.

To determine if your company is prepared 
for a challenging future, just answer these 
basic questions:

Does the company have an effective 
annual priority planning process?   
 Yes   No

Is a formal plan executed throughout the 
organization that has everyone focused 
on what is required to succeed and are all 
employees held accountable?   Yes   No

Has the company identified ways to 
enhance the engagement of both 
management and staff in the process of 
priority planning and execution of the 
plan?     Yes   No

If you answered “no” to two of these basic 
questions, then your company needs to 
make serious changes. 

If you answered “no” to all three questions, 
your company must initiate these changes 
as soon as possible.

Don’t be surprised if you encounter some 
resistance to change within your company. 
Some management and staff members 
may feel things have been done the same 
way for years, and that’s okay. It is a fact 
that continuing to do business the same 
way for years will not be suitable for the 
future in a constantly changing business 
environment.  You’ll need to continually 
emphasize that change is good and 
necessary. 

As you implement change your focus 
should be on accomplishing the following:

• Make your company a place where the 
best people want to work.

• Make your company a place where the 
best customers and vendors want to do 
business.

• Retain your outstanding employees 
and keep your valued customers.

How do you feel about your answers to 
the three questions we have asked? Please 
share your thoughts with us.

At the very least, challenge yourself and 
your company to change!  +

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

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

CONSULTING COLLABORATIVE  
TO LEAD WORKSHOP AT DHI 
MANAGEMENT SUMMIT

Richard Voreis will lead a strategic 
planning workshop at the DHI 
Management Summit, March 25-27, 
2020, in Austin, TX. The Summit will 
foster new ways of thinking about long-
term business strategies and provide a 
real-world roadmap to innovation. Learn 
more at www.dhisummit.org. 
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LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR, is the manager of codes 
and resources for Allegion. She can be 
reached at Lori.Greene@allegion.com or 
iDigHardware.com.

DECODED

BARRICADE DEVICES AND THE ADA

DURING THE LAST FIVE YEARS, MANY RETROFIT SECURITY 
PRODUCTS (ALSO KNOWN AS BARRICADE DEVICES) HAVE ENTERED 
THE MARKET, AND HAVE BEEN CONSIDERED FOR USE IN SCHOOL 
DISTRICTS, COLLEGE AND UNIVERSITY CAMPUSES AND OTHER 
TYPES OF BUILDINGS. 

While securing doors against 
unauthorized access is important, it’s 
crucial to make sure that implemented 
security methods cannot trap people 
inside of a room. This could occur if 
emergency egress is required after 
a secondary locking device is put in 
place, or if an unauthorized person 
installs a barricade device to purposely 
prevent others from leaving the room. 

In addition, many retrofit products do 
not comply with the model codes and 
accessibility standards and may violate 
the federal Americans With Disabilities 
Act (ADA).

WHY COMPLY
The 2010 ADA Standards for Accessible 
Design are the currently adopted 
accessibility standards enforceable by 
U.S. law. A similar set of accessibility 
standards, called ICC A117.1 – 
Accessible and Usable Buildings 
and Facilities, is referenced by the 
International Building Code (IBC). 
States and local jurisdictions may have 
additional accessibility standards, 
and most states adopt building codes 
and fire codes to protect building 
occupants.

These codes and standards have been 
developed over time using a consensus 
process, which allows hundreds of 
stakeholders to work together to 
incorporate requirements that will 

provide the optimal level of safety. Most 
codes are modified every three years, 
in order to address new technologies 
as well as lessons learned in fires or 
other incidents and to avoid repeating 
past mistakes. All of these requirements 
help to ensure that buildings are safe 
and accessible for building occupants 
– including people with disabilities – 
by establishing design requirements 
for the construction and alteration of 
facilities.

The Guide for Developing High-Quality 
School Emergency Operations Plans is a 
joint publication of the U.S. Department 
of Education, U.S. Department of 
Health and Human Services, U.S. 
Department of Homeland Security, U.S. 
Department of Justice, Federal Bureau 
of Investigation and Federal Emergency 
Management Agency. 

This document states, “Plans 
must comply with the Americans 
with Disabilities Act, among other 
prohibitions on disability discrimination, 
across the spectrum of emergency 
management services, programs, and 
activities, including preparation, testing, 
notification and alerts, evacuation, 
transportation, sheltering, emergency 
medical care and services, transitioning 
back, recovery, and repairing and 
rebuilding.” Requirements for 
compliance with the ADA’s architectural 
requirements are specifically referenced 
in the guide.
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With limited exceptions, state and 
local government facilities, public 
accommodations, and commercial 
facilities must meet the requirements 
of the ADA, but the requirement for 
accessibility extends beyond ADA 
enforcement. 

According to the IBC commentary,  
“The fundamental philosophy of the 
code on the subject of accessibility 
is that everything is required to be 
accessible … In the early 1990s, 
building codes tended to describe 
where accessibility was required in each 
occupancy, and any circumstance not 
specifically identified was excluded. 
The more recent codes represent a 
fundamental change in approach. Now 
one must think of accessibility in terms 
of ‘if it is not specifically exempted, it 
must be accessible.’”

It could be said that accessibility and 
“egressibility” are equally important; 
the intent of the ADA is to ensure both. 

Some proponents of barricade devices 
have argued that locking hardware that 
is temporarily attached to the door is 
not required to comply with the ADA. 
While technically the ADA applies to 
hardware that is a permanent part of 
the assembly, a door with a temporary 
locking device that is not operable as 
required by the codes and standards 
can increase risk and liability. In order to 
comply with the accessibility standards, 
door hardware must meet some basic 
requirements so doors can be intuitively 
operated for both access and egress. 

The following examples of conceptual 
barricade devices illustrate some 
potential issues to watch out for.

TOP OF THE DOOR
Some types of retrofit security devices 
are designed to be attached to the 
door closer arm, at the top of the door. 
Many news outlets have reported on 
school districts considering the use 
of short pieces of fire hose for this 
purpose.

These methods can not be deployed 
or removed by someone who can not 
reach the top of the door, including 
people using wheelchairs and children. 
The accessibility standards require 
releasing hardware to be installed 
between 34 inches and 48 inches 
above the floor so it is within the reach 
range of most people.

When one university decided to employ the 
fire-hose method, facility personnel quickly 
realized that many doors to individual class-
rooms did not have door closers, so the 
pieces of fire hose could not be used. 

Another important consideration is 
that door closers were not designed 
as security devices – this method relies 
on the weakest link, which is likely the 
screws attaching the door closer to the 
door or frame. Even in the best-case 
scenario, the fire hose will allow the door 
to open a few inches before the closer 
arm opens far enough to reach the limits 
of the sleeve. The fire hose/closer sleeve 
method of securing a door may give 
the illusion of security, but it is not an 
effective means of securing a door.

A retrofit closer sleeve attached to the 
door closer arm at the top of the door is 

not an effective means of securing a door.
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SECONDARY LOCKS
When an existing lockset can not 
be locked from the inside, adding a 
secondary locking device may seem 
more feasible than modifying the 
lockset. However, some retrofit security 
products do not comply with the 
accessibility requirement that states 
that hardware must be operable without 
tight grasping, pinching or twisting of 
the wrist. Some users may not have the 
dexterity needed to operate the added 
security device. 

Many existing locksets can be 
retrofitted using conversion kits 
supplied by the lock manufacturer, 
to allow the door to be locked from 

the inside while still meeting the 
requirements of the codes and 
standards.

The force required to operate door 
hardware is addressed by the standards 
as well. The ADA Standards require 
hardware to be operable with 5 pounds 
of force, or less. ICC A117.1 limits 
operable force to 28 inch-pounds of 
rotational motion, or 15 pounds for 
hardware operated with a forward, 
pushing or pulling motion. 

In addition, the life safety codes 
require doors to be unlatched with one 
releasing operation and without the 
use of a key, tool, special knowledge or 
effort. When installed on a door that has 

existing latching hardware, a secondary 
locking device is often in conflict with 
these requirements, and some may 
even require simultaneous two-handed 
operations.

FLOOR LEVEL
Similar to the fire hose or sleeve on 
the closer arm, security devices that 
latch into the floor are outside of the 
allowable reach range defined by the 
accessibility standards. 

In addition, hardware projecting off 
the face of the door can create “catch-
points” for a crutch, cane or wheelchair 
footpad. The accessibility standards 
prohibit the installation of protruding 
hardware on the push side of the door, 
in the area at the bottom of the door 
measured 10 inches up from the floor.

There are also several functional 
concerns with security devices that 
project into the floor. Holes in the floor 
could become filled with dirt or other 
material that prevents the device from 
securing the door. Brackets installed 
on the face of the door can be targets 
for abuse, as some facility managers 
have reported children standing on the 
bracket to “ride” the door as it swings. 
For any security device that is not 
permanently attached to the door, there 
is the question of how to store it so it is 
readily available in an emergency, but 
does not tempt someone to deploy it 
for mischievous or malicious purposes.

When any retrofit security products are 
installed on fire door assemblies, they 
can void the fire door label if they are 
not tested and listed for this purpose. 
The standard for fire doors also limits 
the modifications that can be made to 
an existing fire door. Most secondary 
locking devices have not been tested 
or certified in accordance with industry 
standards, so their performance can not 
be predicted.

DIY SECURITY
Some facilities have implemented 
“homemade” security products to 
save money while attempting to 

Above: When a security bar is added to existing 
latching hardware, it is often in conflict with ADA 
requirements.  

Below: Security devices that latch into the floor 
are outside of the allowable reach range defined 
by the accessibility standards.
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augment security. Without compliance 
with regulations and product test 
standards, there is no guarantee that 
these devices will function as planned 
during an emergency. Will the device 
be removable after an intruder kicks 
the door a few times? Will someone 
with limited dexterity be able to remove 
the device? Will a person with vision 
impairment intuitively understand how 
the device is installed and removed?

Similar to the fire hose or closer sleeve, 
many of these devices rely on other 
components of the door assembly 
to perform in ways the hardware was 
never designed or tested to perform. 
For example, a retrofit security device 
that attaches to an existing lockset is 
dependent on the attachment of the 
inside lever handle to the lockset to 
provide security. This connection is 
not designed to withstand the force of 
an intruder trying to enter – that is not 
the inside lever’s function. A traditional 
lockset will deter unauthorized entry 
and will allow free and immediate 
egress, and locksets with lever handles 
can be operated as required by the 
accessibility standards.

In addition to the effects of vision 
impairments and orthopedic disabilities 
on the operation of doors, people 
with autism or other developmental 
differences need to anticipate familiar 
methods for egress. 

During a crisis, it’s even more critical 
that door operation does not require 
special knowledge or effort. There are 
dozens of barricade devices on the 
market, with many different methods 
of operation. Some of these products 
do not allow access from the outside 

or require a special tool to unlock 
the door. Delayed access for school 
staff and emergency responders 
could have serious consequences if 
an unauthorized person deploys a 
barricade device.

BOTTOM LINE
A means of locking a door from the 
inside is crucial during an active-shooter 
event, but the security method used 
must be easily operable by all building 
occupants for egress. Traditional 
hardware is intuitive to operate and 
provides the optimal level of security. 
In past school shootings, locks have 
prevented shooters from entering 
classrooms, and studies of these 
shootings have not reported a locked 

door being breached through the lock. 
Most classroom doors are already 
equipped with locksets that will provide 
the necessary level of security.

Turning the lever handle of a lockset or 
pushing the touchpad to operate panic 
hardware allows immediate egress. 
No time is needed to consider how to 
open the door, and the vast majority of 
building occupants are able to operate 
standard commercial hardware. 

The ADA and other accessibility 
standards explain how to ensure 
that doors are operable easily and 
intuitively. When making security 
decisions, ignoring these standards 
increases risk and liability, and could 
negatively impact building occupants – 
including people with disabilities. +

There is no guarantee that DIY devices will 
function as planned during an emergency.
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CHAPTER EVENTS

NEW ENGLAND CHAPTER 
PRESENTS AWARDS AT FIRST 
MEETING OF THE YEAR 
More than 30 people turned out for the 
first DHI New England Chapter meeting 
of the new year. It kicked off a series of 
learning opportunities the chapter will 
host for its members.

Guests heard remarks from key 
DHI officers and staff including DHI 
President Bill S. Trimble, III, AHC and 
Sharon Newport, CAE, DHI Chief 
Operating Officer and Executive 
Director of the Door Safety + Security 
Foundation.

Kate Brannelly, FSMPS, CPSM, Director 
of Business Development, Raths, Raths 
& Johnson, offered advice on building 
forensics.

A number of awards were also 
presented to chapter members. Trimble 
presented Jim White, DAOC, CFDAI, 

FDHI with the coveted Distinguished 
Consultant Award, René A. Bouchard, 
DAHC/CDC, FDAI, CSI, CCPR, FDHI 
received the DHI Fellow award and 
Cheryl Orsi received the Award of 
Merit.

“The DHI New England Chapter has 
a uniquely active membership who 
travel up to two hours to attend their 
meetings every other month,” Newport 
says. “Their industry veterans do a great 
job at welcoming those who are new 
to the industry and bringing them into 
the chapter. They proactively provide 
recognition, help their members get 
education and credentials, and build 
lasting relationships that make their 
chapter and the industry stronger.”

The DHI New England Chapter was 
one of two chapters awarded the Mary 
Roth engraved gavel, given to chapters 
that present an outstanding education 
program or series of programs.

DHI Member Services and  
Chapter Relations Manager 
Meg Czaikoski authors this DHI 
Chapter Events department in 
each issue. If your chapter is 
hosting an informative or fun 
event, send it to mczaikoski@
dhi.org to showcase it in an 
upcoming issue of Door Security 
+ Safety magazine.

DHI Chapters Host First 
Events in a New Decade

The DHI New England Chapter meeting 
was the first learning opportunity of the 
year for the group.

Sharon Newport, CAE, DHI Chief 
Operating Officer and Executive Director 
of the Door Safety + Security Foundation 
was one of several speakers at the DHI 
New England Chapter meeting.
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GEORGIA CHAPTER  
LIGHTS UP THE NIGHT
The DHI Georgia Chapter lit up the night 
at a social hour with unlimited laser tag, 
billiards, arcade games and bowling at 
the Main Event in Suwanee, Georgia.

Debbie Purcell, AHC, CFDAI, FDHI, 
President, Engineering Openings, Inc., 
was recognized at the meeting for 
receiving a DHI Fellows Award and for 
her incredible service to the chapter, 
DHI and the industry. 

Craig Stewart with DH Pace Atlanta was 
also recognized for receiving a 2019 
Scholarship, as did chapter members 
Kara Stowe and Ashley Pritchard 
who are both Project Managers at 
Engineering Specialties Company, Inc.

The chapter strives to raise money through-
out the year to distribute scholarships that 
can be used towards DHI education.

Attendees also heard a presentation 
on high-impact doors from Artizen 
Architectural Systems.  

Chapter elections were held at the 
meeting and a new slate of chapter 
board officers were welcomed. They 
include President Jacob Freese with 
VT Industries; Vice President Matt 
Johnson with Southern GF Company; 
Treasurer Amanda-Leigh Bridges with 
Engineered Openings; and Secretaries 
Kara Stowe and Ashley Pritchard, both 
with Engineering Specialties.

The DHI Georgia Chapter was one of 
two chapters awarded the Mary Roth 
engraved gavel, given to chapters that 
present an outstanding education 
program or series of programs. +

Above: Members of the DHI Georgia Chapter enjoyed a meeting and social hour to kick off the new year.

Right: Craig Stewart, left, received a scholarship check for $2,000 from DHI Georgia Chapter 
President Jacob Freese. 
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SHELF LIFE

RECENTLY, I INTERVIEWED THE CEO OF A DISTRIBUTION BASED 
CO-OPERATIVE GROUP. THIS VETERAN OF THE DISTRIBUTION 
INDUSTRY SPENT THE LAST 20 YEARS STRIVING TO IMPROVE THE 
WORKING RELATIONSHIP BETWEEN HIS MEMBER DISTRIBUTORS 
AND THEIR PREFERRED SUPPLIERS. WE WERE TALKING ABOUT 
HOW TO IMPROVE THIS RELATIONSHIP AND WHERE EFFECTIVE 
MANAGEMENT OF EXPECTATIONS PLAYS A MAJOR ROLE. 

Essentially, if the two sides want to 
work together for mutual benefit, the 
interactions need to be intentional. 
Unfortunately, for too many distributors, 
mutual prosperity is based more on 
chance interaction versus an intentional 
thought-out plan. No one plans to fail, but 
several companies wind up falling short of 
their potential because they fail to plan. 

Over my years in distribution, I have 
seen the full spectrum of planning, from 
the random ride along to intense multi-
day strategy sessions with tangible 
goals and predetermined events. I think 
you can guess which method tends to 
have the better outcome. 

In my early years, I would describe my 
market planning as something akin to 
pinball. Sometimes I would get flipped 
into a point-gathering section of the 
game, other times I would go straight 
down the middle without hitting a thing. 
Success was slightly better than random. 

When talking about planning for the 
next year, I often ask clients if they 
want to be a sailboat or a powerboat. A 
sailboat is pushed forward by the wind 
of the economy. I see many distributors 
plan their revenue goals based on the 
strength of future economic conditions. 
My preference is that they choose 
to be the powerboat. A powerboat 
has the opportunity to be propelled 
forward regardless of the conditions 
surrounding it. No wind, no problem. 
Market planning, with key suppliers, can 
turn any organization into a powerboat. 

CHOOSE YOUR PARTNERS
It is easier to learn the process of 
market planning by limiting the number 
of partners. By going through the 
process, and adjusting along the way, 
you are building a template for adding 
more partners in the coming years. I 
recommend you choose your partner by 
the end of the third quarter. 

Do not make the mistake of choosing 
your largest supplier. Look for the 
supplier with the most potential. Who’s 
hungry to grow share with you? This is 
where you are going to get the greatest 
return on your effort.

THE STRATEGY SESSION
Once you have chosen your partners, 
the real fun begins. 

Invite your supplier in for a strategic 
planning session. Make sure that 
decision-makers are present on 
both sides. You want to have 
tangible, realistic goals and resource 
commitments nailed down by the end 
of this meeting. Set clear expectations 
about what role each person will play 
in the success of the plan. It is very 
common for financial incentives to be 
discussed if certain revenue goals are 
achieved. The biggest outcome of this 
session is a commitment by both sides 
to be intentional about how you will 
mutually prosper. 

One of the most important tools in 
this strategy session is a calendar. If 

ARE YOU PLANNING TO FAIL 
OR SIMPLY FAILING TO PLAN?

JASON BADER is the principal of The 
Distribution Team. He is a wholistic 
distribution advisor who is passionate 
about helping business owners solve 
challenges, generate wealth and achieve 
personal goals. He speaks at several 
industry events each year, providing 
executive coaching services to private 
clients and sharing thoughts in industry 
publications. Phone: 503-282-2333.  
Email: jason@distributionteam.com. 
Website: www.thedistributionteam.com.
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you want to prosper together, you 
must spend time together. I have seen 
great plans fail because of a lack of 
accountability. If you take the time to 
document when certain activities will 
take place, there is a far greater chance 
that the plan will be executed. 

Top-notch planners can look at their 
calendar any day during the year and 
know what activities are supposed to 
be occurring. Is there a training session 
at a branch? Is one of the salespeople 
supposed to be making calls with the 
manufacturer? Is there a certain product 
category on promotion? 

The more you embrace the calendar, 
the easier the plan becomes. 

Before you leave this session, don’t 
forget to make provisions for a quarterly 
check in. It does no good if you get 
to the end of the year and realize that 
the plan was not executed. During 
these quarterly meetings, check in 
on the goals. Do they need to be 
adjusted? Is there new information to be 
considered? Learn to course correct. 

This check in also provides an 
opportunity to ask yourself if you have 

remained accountable. Is my house in 
order? Are my people embracing this 
initiative? I harbor no illusions that either 
side of the relationship can drop the ball. 
Rather than point fingers, find alignment. 

THE ACTIVITIES
This is where a plan gets exciting. 

What are we going to do together to 
achieve mutual prosperity? 

The answers are only constrained by 
time and budget. I have seen some 
great monthly focus programs. Each 
month or two, the distributor pours 
all its energy into a specific product 
category. When lined out properly, 
with appropriate internal training, the 
market awareness can flourish. I have 
seen concrete houses sell ladders and 
plumbing houses sell safety products. 
Intention and focus drive market 
opportunities. 

One often overlooked opportunity 
is to align promotional periods with 
advanced media buys. In most cases, 
the marketing departments of your 
suppliers have already committed to 
publications and media outlets. If the 

end user is going to be exposed to the 
brand through these channels, activities 
should dovetail to maximize exposure. 

There are myriad traditional joint  
marketing activities, such as sales calls, 
training and customer events. I am sure 
that you have seen several unconvent-
ional promotions with varying degrees 
of success. In my experience, they all 
have one thing in common. They 
require two to tango. Joint marketing 
activities provide the opportunity to 
collaborate on a successful outcome. 
Successful outcomes create long-term 
relationships.

START TODAY
Take a few moments to evaluate your 
market planning ability. How much 
more successful could you be if your 
daily actions were part of a bigger plan? 
I am challenging you to be intentional 
with your success.

Don’t wait for the economic wind to move 
you forward. Put your marketing muscle 
on the throttle and be the powerboat. +
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INNOVATION STARTS HERE: 
Register Today for the  
2020 DHI Management Summit
March 25-27 | Hyatt Regency Lost Pines Resort and Spa | Austin, TX

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

Change the Game through Innovation
Make the 2020 DHI Management Summit, taking place March 25-27 at the beautiful Hyatt Regency Lost Pines Resort and Spa 
in Austin, TX, your management team’s must-attend event this year! The DHI Management Summit will provide you with real-
world roadmaps to innovation and 8+ hours of dedicated executive meeting time in our ChannelExChange. 

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

• Innovate to Dominate | Presented by Mark Dancer
• Compare Your Company to the Most Successful and Innovative Distributors | Presented by Richard D. Voreis
• Active Shooter Occurrence Impacting Your Company | Presented by Jerry Heppes, CAE
• Economic Update | Presented by Kermit Baker
• And much more!

What past attendees are saying:

“The Summit was well worth attending and very much worth the investment.”

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

Hear groundbreaking presentations by such renowned speakers as:

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

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

Thank You to Our 2020 DHI Management Summit 
Participating Patrons and Sponsors

As of February 18, 2020.
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Contributors

DIAMOND LEVEL
MANUFACTURER ($35,000+)

 

DISTRIBUTOR($10,000+)

�ank You to Our Premier Contributors!    

Twin City Hardware

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

 

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

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

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

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

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(up to $2,000)
AC Business Media Inc.
DHI Canada
DHI Georgia Chapter
DHI Hoosier Chapter
DHI Iowa Chapter
DHI New England Chapter
DHI North Carolina Chapter
DHI Old Dominion Chapter
DHI Ontario Chapter
DHI Rocky Mountain Chapter

Contributors Listing as of February 13, 2020
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REVENUE 
GROWTH HABIT

APPLY SALES PERSEVERANCE 
TO MAXIMIZE YOUR SALES 

I’VE WORKED WITH THOUSANDS OF SALES PEOPLE, HELPING THEM 
IMPROVE AND SELL MORE. 

My typical client added 10 to 20 percent 
to their company sales, but individual 
salespeople often increase their 
performance by 50 percent and even 
100 percent in a single year. 

I’ve observed one particular trait that 
separates the most successful of these 
salespeople – the ones who do the best, 
and add the most sales – from those 
who underperform. 

This trait is perseverance.

Thomas Edison said, “many of life’s 
failures are people who did not realize 
how close they were to success when 
they gave up.” 

Martin Seligman, the founder of the  
field of positive psychology, found  
that perseverance and resilience are 
twice as important to attaining success 
than talent is. 

This means that not giving up is two 
thirds of the equation to success, and 
talent is just one-third of the total. 

Simply put, the most successful  
people don’t give up as much less 
successful ones. 

They’ve developed their “sales 
perseverance.” 

In my experience, they get rejected just 
as many times as other salespeople – 
after all, the life of a salesperson is filled 
with rejection. But the most successful 
salespeople overcome this rejection 
better than others.

They do not accept a “no” as final and 
permanent. Rather, they understand 
that a “no” simply brings them closer to 
the next “yes.” 

Here are specific areas where the best 
salespeople apply perseverance and 
resilience. 

ALL IN THE MIND
The single most important application 
of sales perseverance is in our own 
minds. Behavior follows mindset and all 
success begins with how we think. 

Effective salespeople are resilient 
against pessimism after a rejection. And 
when they are down, they recover more 
quickly than others. These salespeople 
persevere to maintain their enthusiasm 
and passion more effectively than 
others. They are excited and grateful 
even after they get rejected. This is 
because it means they either try again 
with the prospect, which they correctly 
view as a significant opportunity, 
or move on to the next interested 
prospect, which is a big win. 

How we think shapes what we do, and 
even though it is our behavior that leads 
to sales growth, everything starts with 
mindset. Fight for positivity. Fight to 
maintain confidence, optimism and 
gratitude. The key: be grateful, even 
for the rejection. Be positive, even after 
hearing a no. 

The other areas of sales perseverance 
revolve around our behaviors and actions.

ALEX GOLDFAYN is the author of the  
2018 Wall Street Journal Best Seller 
"Selling Boldly" and the Forbes Sales Book 
of the Year "The Revenue Growth Habit." 
Learn more at www.Goldfayn.com.
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INDIVIDUAL PROSPECTS 
The most effective salespeople reach 
out to prospects more than others. Non-
customers hear from them more than 
from other salespeople. It comes as no 
surprise that more of these prospects 
buy more from the salespeople that 
reach out to them more. 

Additionally, the best salespeople 
apply perseverance to follow up 
with prospects more than all other 
salespeople. When there is silence, 
they check in to determine what is 
happening. When the prospect is 
thinking about the salesperson’s 
pitch, they are present. And when the 
prospect says no, they understand that 
this does not mean no forever. 

It simply means not at this moment. 

Exceptional salespeople excel at giving 
prospects many moments to say yes. 

SPECIFIC ORDERS 
The best salespeople keep trying to 
close the sale. They try multiple ways 
to close the deal during the same 
conversation. They will ask: 

• How many would you like? 

• When would you like us to  
deliver this? 

• How would you like to pay? 

This is a form of sales perseverance –  
it’s difficult to say no to this sale.

PHONE PROSPECTS 
The best salespeople keep trying to 
reach customers and prospects, even 
when they do not connect. They leave 
voicemail, but different messages in 
different ways. 

I am not talking about cold calling but 
connecting with people who know 
your name, and whose name you know. 

There are a lot of people who fall in 
this category. The most successful 
salespeople call them – and yes, if 
necessary, email and text – until they 
reach them. 

FOLLOW UP 
The most effective salespeople follow 
up on quotes and proposals, even when 
the customer is quiet, puts them off or 
asks for more time. They stay present 
because they know this is what the 
customer wants. 

With anything good in life, one effort is 
almost never enough. 

Nearly all good things in life require 
multiple efforts. 

And selling more is a good thing. 

Give your customers and prospects –  
andyour company and your family –  
the perseverance and resilience they 
all deserve. +
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AS SEEN IN REAL LIFE, PART 2
BY MARK J. BERGER, FDHI

A ASSOCIATES EXIT
Look how high this exit sign is on 
the wall. Plus, it is not situated in the 
direction where you would see it when 
approaching the door. 

Someone approaching the door would 
most likely see the “Associates Only” 
signage. At least an “Emergency Exit” 
sign could have been added to the door.

They took the time to purchase a sign 
with braille. It wouldn’t have taken that 
much more of an effort to keep this safe 
with proper signage.

B BETTER THAN A SLIDE BOLT
Yes, the wording is confusing. But at least 
there isn’t anything preventing usage of 
this emergency exit.

C LOTS OF INFO
They start off by explaining  
how the door is held open. Clearly the 
expensive magnetic hold open system 
was installed to break bad habits, like 
propping the door open with wedges. 

Note the wedge placed right opposite 
the magnetic hold open at the bottom 
of the door. My guess: the magnetic 
system isn’t operating or hasn’t been 
maintained. No matter how large the 
sign, users will always make the door 
accommodate their needs.

A CB

REAL OPENINGS
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REAL OPENINGS

F

D NOT A CHAMPIONSHIP EXIT
I’m a longtime Yankee fan. March is 
spring training month and last March I 
visited Steinbrenner Field, the spring 
training home of the Yankees. It turned 
out to be even more exciting as the 
season wore on, as so many rookies 
that we first saw in the spring were 
brought up during the year to replace a 
rash of injured players.

Sometimes stores attached to arenas 
are used during the off-season. In this 
case, there’s an entrance from the plaza 
in front of the stadium. These doors are 
used as push-pull doors on non-game 
days when the store is open. They have 
proper hardware for that usage. 

However, when there’s a game in 
progress, the public can’t enter from 
the street. They need to enter through 
an alternate entrance in the stadium 
after having used their ticket to enter 
the ballpark. Which means these doors 
are the alternate exit during game days. 
Exit devices, which can be dogged, 
would be the proper hardware to allow 
multi-purpose usage.

E NOT ONLY DOORS
Signage is often applied to ensure 
areas are used for their intended 
purpose. Here’s an example on Amtrak 
that shows ineffective signage is not 
limited to doors.

D

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

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

F THE BIGGEST SIGN WINS
The first sign was added to this door to maintain a cool climate-
controlled environment and save energy. But some customers 
clearly thought that limited their ability to exit. Hence, the GIANT 
permission to use the exit sign.

G TOO MUCH INSTRUCTION
How prevalent are secondary locks installed over exit devices? 
Would it shock you if I said this was a building which housed state 
agencies, including the state fire marshal?

It was a little tough to get the right angle (plus I really didn’t want 
to be seen on camera photographing the door) but there is a sign 
asking people to make sure the door is firmly closed behind them 
and should be locked at all times. Instead of purchasing the very 
commonly used pushbutton or digital keypad lever lock which 
could be added to the rim exit device, a secondary code entrance 
lock was placed above the exit device.

And while this is an employee-only side entrance, there’s no 
exemption allowing two motions on an exit door.

G

F
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GROWING 
SOCIAL

FOCUSING YOUR SOCIAL 
MEDIA STRATEGY

IT IS IMPERATIVE TODAY TO HAVE A SOCIAL MEDIA PRESENCE TO 
MAKE SURE YOUR PRODUCTS AND SERVICES CAN BE DISCOVERED. 
A WEBSITE IS JUST THE MINIMUM. A FOCUSED SOCIAL MEDIA 
STRATEGY CAN EXPONENTIALLY HELP YOU INCREASE BRAND 
AWARENESS, DRIVE TRAFFIC TO YOUR WEBSITE AND HELP BUILD AN 
ONLINE COMMUNITY.

Developing a social media strategy 
can certainly be overwhelming. That’s 
why I recommend sticking with the top 
three platforms: Twitter, LinkedIn and 
Facebook. 

The first step is connecting with 
current and potential customers. All 
three platforms have great tools to 
help you search out and find your 
community. Hashtags on Twitter and 
Facebook, Twitter lists and groups on 
both Facebook and LinkedIn, help you 
zero in and focus your efforts.

The next step is tweaking your content 
for each platform. Here are some 
good tips to remember.

Twitter is for short and sweet real-
time news and information about your 
products and services. What are you 
doing right now? Six tweets a day 
is the minimum recommendation. 
Use this platform to support your 
customers’ social media efforts by 
liking and retweeting their content. 
They will love you for it!

LinkedIn is the social media network 
for business, so posts should be kept 
professional. This is a great platform 
for case studies, white papers and 
thought leadership. One post a day is 
fine for LinkedIn.

Facebook is like a company picnic. 
It’s perfect for showcasing your 
company culture, community outreach 
programs, or highlighting employees’ 
birthdays and anniversaries. Posting 
twice a day is good for a business 
Facebook page.

HOW TO ... WITH YOUTUBE
The world turns to YouTube for the answer 
when the question begins “how to … .” 

From boiling an egg to repairing an 
automobile, many of us turn to YouTube 
for instruction when tackling a task we 
don’t know how to do.

That fact makes YouTube a very successful 
marketing tool, especially when dealing 
with a complex industry like our own.

YouTube is one of the world’s largest 
and most powerful search engines. 
It is perhaps the best platform for 
connecting with potential customers 
precisely when they are searching for a 
solution to their problem.

Uploading regular video content allows 
you to:

• Showcase your products and 
services.

• Claim your spot as an industry 
expert.

• Drive traffic back to your website.

• Expand your social media reach.

The magic of YouTube doesn’t end 
there. Many in our industry post videos 
that can be a good resource for training 
your team. Just go to www.youtube.
com and search for “Door and Hardware 
Institute” to see many excellent 
examples.

Schedule Friday pizza lunches in the break 
room to view and discuss a video or two, 
and take advantage of this great resource. +

AMANDA WILSON is a manufacturer 
representative with Southeast 
Architectural Solutions. Email: amanda@
southeastarchitecturalsolutions.com.
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IMPACT

ACCESS CONTROL  
BUSINESS STILL BOOMING
One year ago we surveyed the industry to find out how much 
their access control business was growing. Two-thirds of them 
said their access control business has grown more than 10 
percent during the past year.

We conducted the same survey this year and got a similar 
response. Growth remains strong, and more than 17 percent 

of respondents have hired an access control specialist during 
the past year – up from 12 percent last year.

A strong majority are seeing demand in both new 
construction and renovations, and significant business is 
being done in all major vertical markets. Work is split nearly 
evenly between Division 08 and Division 28 projects.

How much has your 
business grown in the 
access control area 
during the past year?

If your access control 
business has grown, what 
are the reasons why?

In what specification 
section are you 

seeing access control 
specified most often?

78%
Healthcare

73%
Education

70%
Schools

85%
Office Building/Mixed Use

Recently decided  
to jump into the 

access control arena

71%
Have more access 
control specified on new 
construction projects

13%

48%
Division 

28

52%
Division 

08

11%
Report no 

growth

66%
Report growth  
            more 
            than 10%

In what industries are you doing access control work?
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AMERICAN DIRECT 27

BANNER SOLUTIONS 5

JLM WHOLESALE 23

KRIEGER SPECIALTY PRODUCTS 19

SELECT PRODUCTS LIMITED 1

SECURITY LOCK DISTRIBUTORS INSIDE FRONT COVER,  
 55, BACK COVER

TOWNSTEEL 31, 55

DHI ADS

DHI EDUCATION 7, INSIDE BACK COVER

DHI MANAGEMENT SUMMIT 44-45

DOOR SECURITY & SAFETY FOUNDATION 
CONTRIBUTORS 46-47

AD INDEX

PRODUCT SPOTLIGHT
A TOWNSTEEL E-GENIUS

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

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

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

B

C

A
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COLUMN
CLOSING 
THOUGHTS

PREVIOUSLY, I HAVE COMMENTED ON THE CATALYTIC 
TRANSFORMATION IN BUSINESS BROUGHT ON BY THE DIGITAL 
REVOLUTION. AMAZING CHANGES HAVE TAKEN PLACE AROUND 
MOBILE TECHNOLOGY. BECAUSE OF THOSE CHANGES ALL OUR 
BUSINESSES ARE AT RISK OF DISRUPTION.

The contract hardware space is no 
different. Our clients, our associates, 
and our families communicate with us 
electronically, but for many, our businesses 
are far from providing online/virtual 
services. My son Tyler, who works for a 
Fortune 100 electronics manufacturer, 
told me recently that he puts down the 
technology of his daily life when he goes to 
work to use old technology. That comment 
often defines the state of the contract 
hardware business. 

Complicating matters is the fact that 
the concept of a “complete security 
solution” is an illusion. Because of 
current channel requirements, many of 
us cannot go to market with the newest 
electronic locking products without a 
partner. “Who owns the door?” is the 
pertinent question. General contractors 
hire two subcontractors, not one, for the 
door opening. One for the mechanical 
parts and the other for the electronic 
components. Does this sound like a 
“complete security solution?”

THREE PRIORITIES  
FOR THE FUTURE
To succeed in the future, distributors must 
do the following:

1. We must have the ability to do physical 
mechanical hardware and physical access 
control at a minimum. This is table stakes. 
If we don’t do this, we may lose a segment 
of business similar to the loss of hardware 
sales channel to glazing subcontractors 
many years ago. Door and hardware 
distributors are now decision makers 
about connectivity, communication, and 
control over the physical door opening.

2. We have no choice but to embrace the 
technology of the construction industry 
platforms. Since we are intermediaries, 
we need to know and use software like 
Procore, Kahua, PlanGrid, and Revit to 
interface effectively in real time with the 
general contractor, or even the owner, 
as technology is driving decisions. 
Knowledge is a secondary benefit if you 
cannot use the communication medium 
required by the client.

3. Finally, we require an awareness and 
embrace of the channel migrations 
underway around the product offering 
which we have benefited from for more 
than 50 years. Pre-install and turnkey 
furnish and install offerings are increasing. 
In my opinion, we must embrace the 
reality of the channel migration to 
“specialty subcontractor” to do things 
such as:

 Offer turnkey installation packages – 
this is mandatory.

 Finalize the trade scope gap, handle 
increasing scope requirements, and 
earn your position as the solution 
provider, not just the product supplier.

 Integrate electronic access control 
with existing and newly emerging 
electronic locking products. Do you 
sell locks or security solutions?

 Sales channels are changing and the 
exclusivity of products by geography 
or vertical markets are being 
displaced and changing. The control 
of your expertise will require taking 
risks to reap the future reward.

Take your business seriously and 
recognize that technology will change the 
way you do things forever. +

THREE DEFINITIVE TRENDS 
FOR CONTRACT HARDWARE

BYRON WHETSTONE is President and 
CEO of American Direct. Email: byronw@
americandirectco.com.

We Want to Hear from You!
Have something on your mind 
that you want to share with Door 
Security + Safety readers? Email 
arickard@dhi.org, to author a 
future Closing Thoughts column.
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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



Our technical sales reps are the most consulted in the industry and 

bring to every phone call years of firsthand field experience and factory 

training. Tell us what you need to do, and we’ll tell you how to do it.

WE ANSWER THE CALL.

WE DON’T JUST 
ANSWER THE PHONE.

SECLOCK.COM   |   800-847-5625   |
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