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SECLOCK.COM   |   800-847-5625

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

YOU NEED 
the Trim.

YOU NEED  
the Exit Device.

YOU NEED  
the Stocking Door 
Hardware Expert.



Twitter: @DSSFoundation •  Facebook:  @DSSFO • YouTube: Door Security & Safety Foundation

   

Become a DSSF Ambassador for your community.

www.lockdontblock.org

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

OPENING THE DOOR
TO SCHOOL SAFETY

  
  

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

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

HELP US TELL SCHOOLS & PARENTS!
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COLUMN

SHARON NEWPORT, CAE, is the Interim 
CEO of DHI and the Door Security & Safety 
Foundation.

IN TOUCH

ESSENTIAL LEADERSHIP IN 
CHALLENGING TIMES

FOR NEARLY THREE DECADES THIS HAS BEEN THE COLUMN OF 
JERRY S. HEPPES, CAE. I’M HONORED TO HAVE WORKED WITH 
JERRY FOR THE LAST 11 YEARS AND NOW HAVE THE OPPORTUNITY 
TO SERVE AS INTERIM CEO OF DHI AND DOOR SECURITY & SAFETY 
FOUNDATION AND CONNECT WITH YOU HERE.

I’ve had the privilege to get to know so 
many of you over the years and build 
wonderful friendships and working 
relationships. I have learned about the 
industry by being connected to you; 
hearing your stories, your values, and 
collaboratively exploring ways DHI and 
DSSF could evolve to meet your needs. 

I believe that when you’re committed 
to a deep purpose you can rise above 
anything that challenges your path 
because you are grounded in why 
you show up every day. One thing I’ve 
learned from you is that our industry 
knows our why. You work hard every 
day to create safe and secure building 
environments.

In 2020, the year of the COVID-19 
pandemic and previously unthinkable 
concerns about safety, this is where 
leaders rise. This is where those who are 
called to a greater purpose will show 
up focused and ready to serve. You are 
part of this honorable group of “essential 
workers” who showed up to continue to 
keep us safe and secure, and we thank 
you! 

Your Board of Governors at DHI 
and Board of Trustees at DSSF have 
been exceptional stewards of your 
organizations and encouraged creativity 
to meet the moment and support your 
changing needs.  Together we will 
continue to carve this new path with  
45 years of proud DHI history as the wind 
at our back to guide our core values 
while wielding our ability to be more 
nimble than ever.

Like all organizations this year, we too 
have felt the impact of the pandemic 
and have greatly missed the opportunity 
to be together since we were forced to 
cancel our Management Summit and our 
Technical Schools, and bring as many 
offerings online as we could to support 
your critical education and certification 
needs. While not every in-person event 
translates to an online experience, we 
are so glad to see AC Business Media, 
the owners of DHI ConNextions, launch 
a virtual convention for the industry to 
be together while apart this year. Please 
stop by our booth and say hello – the 
exhibit hall is free!

Many members will present important 
sessions, as will our partners at Partner 
Alliance for Safer Schools (PASS). The 
keynote will be, “The Future of Work in a 
Post-Pandemic World” and as noted in 
the session description, “Even when the 
virus subsides, many of our new ways of 
working will remain and we will be the 
better for this forced transformation.” We 
at DHI and DSSF know this to be true and 
are committed to evolving to support 
you and your business during this time of 
transformation.   

We are incredibly optimistic about 
our collective ability to navigate this 
unique time in our history and come 
through stronger and wiser for you, your 
companies and the industry. Thank you 
for loyalty, your input and your service. 
Please do not hesitate to reach out me 
directly, I welcome the opportunity 
to connect with you personally at 
snewport@dhi.org. +
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Electrified door hinges are notorious for failing. When they do, they’re a hassle to repair. Until now. 

Simplify repairs with SELECT’s ATW hinge. 
Our breakthrough Accessible Through-Wire electrical 
modification for concealed geared continuous hinges is 
a fully integrated design. There are no cuts or panels to 
compromise hinge integrity or appearance. Now you can 
easily open the cover plate, access the wire problem and 
make your repair in less than five minutes. The ultra-
flexible through-wires (available in sets of 4, 8 and 12 
with Molex® connectors) last longer. So while the ATW is 
designed for faster fixes, you won’t have to do them often. 

The new  
5-minute wire fix  

you’ll rarely use.

800-423-1174    
select-hinges.com/atw
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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? 
Sales Consultant/Project Manager at 
Lowcountry Doors & Hardware in Mount 
Pleasant, South Carolina.

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 
Originally, I wanted to be an architect 
and then wanted to be in the FBI. But 
my interest in construction pulled 
me back and landed me in doors and 
hardware.

WHAT WAS YOUR FIRST JOB? 
My first summer job was pruning 
Christmas trees. My first job after 
college was selling copiers. 

WHAT LED YOU TO OUR 
INDUSTRY? 
A distributor ran an ad for project 
manager trainee in the construction 
field. With my interest in construction, I 
answered it. The rest is history! 

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
Attaining my AOC credentials.

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE? 
Adapting to the change of being a 
subcontractor with the installation 
piece added to our scope versus the 
early days of my career as a material 
supplier only. It brings a whole new set 
of challenges.

WHAT’S YOUR GUILTY PLEASURE? 
Cupcakes with buttercream icing.

WHAT IS YOUR FAVORITE BOOK/
MOVIE? 
“Remember the Titans.” The cemetery 
scene at Gettysburg depicts everything 
we may want to think about, even today. 
Together we can do anything, divided 
we eventually fall. 

WHO DO YOU CONSIDER A 
MENTOR OR HERO? 
John P. Ryerson, AHC, worked as long 
a day and as hard as anyone I have ever 
worked with and yet found the time to 
teach me the entirety of this business 
and always treat me as an equal.

WHAT IS THE BEST ADVICE  
YOU EVER RECEIVED? 
Always call your customers back, 
whether good news or bad. 
Communication is the key to  
building trust. 

WHAT IS THE BEST ADVICE  
YOU NEVER RECEIVED? 
Every door is important. When your 
customer asks for your professional help 
with one door, treat them the same as 
your customer with a thousand doors. 

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER? 
In my early career, it provided a place 
to network with and learn from others. 
As my career evolved, DHI has provided 
me the opportunity to give back and 
share my experience and knowledge 
through being a DHI instructor to those 
coming along now in the industry.

BRADLEY A. MILLER, AOC
LOWCOUNTRY DOORS & HARDWARE 
DHI MEMBER SINCE 1987
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We’ve assembled a team of electronic access control experts 
that’s dedicated to bringing you custom system design, technical 

support and product solutions to tackle any project.

Redefine your expectations at: BannerSolutions.com

WE ARE NOW BANNER SOLUTIONS

Midwest Wholesale Hardware  |  Akron Hardware  |  HSI  |  SLD  |  Berg Wholesale  |  Specialized Builders Hardware



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

dormakaba.us/DHI-Touchless

Low energy swing door operatorsTouchless actuators Antimicrobial finishes Interior glass systemsAutomatic sliding doors
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The Advantages of 
Mobile Applications 
and Credentials BY NICK EALY
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When Steve Jobs debuted the iPhone in 
January 2007, we couldn’t have anticipated 
how much of an impact the smartphone 
would have on society. It has completely 
revolutionized the way we work and connect 
with others. 

As the door and hardware industry 
continues to be at the forefront of 
security and proactively address 
COVID-19 concerns, the era of 
physical credentials is giving way 
to a secure and touch-free option: 
mobile credentials. Mobile credentials 
provide people with access to secured 
spaces that are convenient for the user 
and cost-effective for the building 
owners/managers. 

TWO PLATFORMS
Access control systems are either 
cloud-based or server-based.

Cloud-based services are usually online 
all the time and can allow openings 
to be controlled in two ways: remotely 
through a mobile app or locally with 
users unlocking doors using their 
smartphones as a credential. 

In the remote scenario, the 
communication path starts with the 
administrator’s phone equipped with 
an app. The command chain goes 
from the phone to the cellular/WiFi 
network, to the dedicated cloud space, 
to a local network, to a wireless hub 
and then to the locking device.

“The chain of communication may 
sound complex,” explains James 
Stokes, Director of Corporate Training 
at Hager Companies. “But in reality, it 
happens in a matter of a few seconds.” 

Examples include admitting an 
outside service provider that arrives 
on-site when there is no staff available 
to admit them, or a new employee who 
does not yet have their permanent 
credential. Additionally, the mobile 
app can give business administrators 
full control of users’ access rights and 

can be managed from anywhere at  
any time. With cellular or WiFi 
service, openings can be remotely 
managed and monitored from 
anywhere in the world.

Cloud-based systems also provide 
the option of using smartphones as 
credentials. Instead of a card or fob, 
the phone is presented to the locking 
device or reader to gain access. In this 
setting, the phone app communicates 
with the locking device or reader, 
which transmits that data to the locally 
installed wireless hub that stores the 
access rights. If access is allowed, a 
signal is sent to the locking device to 
unlock. Similar to the remote scenario, 
this process is quick with minimal 
disruption to the user. 

Once the transaction has been 
completed, the local wireless hub will 
communicate with the cloud to upload 
the audit record for future use while 
simultaneously downloading any 
access right changes. 

Even in the case of communication 
failure between the hub and the cloud, 
the hub has users and access rights 
stored to ensure normal service is 
maintained. When communication is 
resumed, audits, activities and any 
other changes will be uploaded.
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The future of access is secure, convenient, 
cost-effective and touchless. 

BY NICK EALY
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Wired locking devices such as wall readers can be 
activated to unlock the door from up to 30 feet away.
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In the server-based world, building 
administrators can use mobile apps 
and credentials in a variety of ways 
without requiring all locking devices to 
be wired or wireless. This can result in 
huge savings in capital infrastructure 
costs. Mobile credentials can be 
used with wired, wireless and offline 
battery-operated locking devices – all 
managed under one software system. 

Wired locking devices are typically 
readers on high-traffic entrances 
to buildings. Because they are not 
constrained by battery life, the readers’ 
Bluetooth is constantly powered and a 
valid mobile credential can activate the 
door from up to 30 feet away. 

Wireless locking devices are generally 
battery operated. They require the 
mobile credential be held close to the 
reader to activate the Bluetooth lock to 
read access rights. 

Offline locking devices are battery 
operated and also need a credential 
held close to the reader to activate. 

IMPROVED SECURITY
There are several advantages to both 
the end-user and the distributor when 
adopting mobile credentials. 

Mobile credentials give businesses 
greater flexibility to manage people, 
properties and assets by enabling 
a more efficient and user-friendly 
experience across multiple sites 
without sacrificing security. 

While physical credentials, such as 
cards, can be lost, stolen or used 
by unauthorized people, a mobile 
credential provides additional layers 
of security. Most smartphone users 
set up authentication, such as a PIN, 
fingerprint or facial recognition to 

access their phones, which adds an 
extra level of security to the transaction. 
Many phones also have the ability to be 
tracked or erased remotely. 

ADDED CONVENIENCE
From a user’s perspective, mobile 
credentials are expedient because it is 
not necessary to carry a card, fob or 
other physical credential. 

“Whether you are leaving your desk, 
your office, or your house, everyone 
makes sure to carry their smartphone,” 
Stokes notes. “It’s a lifestyle, so 
electronic access via the phone is 
incredibly convenient.” 

Because the mobile app allows for 
updating access rights remotely 
without using a wired, online update 
point, it also creates a better user 
experience. 

LIMITED CONTACT
COVID-19 has changed the way 
we move around in our lives. Now 
more than ever, businesses look at 
their buildings through the lens of 
COVID-19 to find ways to limit touch 
points. According to the Centers for 
Disease Control and Prevention (CDC), 
people may get sick by touching a 
surface that has the virus on it and 
then touching their mouth, nose or 
eyes. Mobile credentials can greatly 
reduce the number of necessary 
touches for a user to gain access to 
secured spaces. 

RECURRING REVENUE 
GENERATOR
Mobile credentials can be a recurring 
revenue generator for owners of 
buildings such as multi-family 
complexes. Many people are attracted www.KriegerProducts.com

Highest Acoustical  
Rating—up to STC 52
The Acoustical Door and Window 

Wall Assembily underwent 
rigorous lab testing—in multiple 

configurations, testing higher than 
any other wall unit on the market.

Customizable 
Configuration

The configuration allows for flexible  
designs in overall size, number, 

and placement of doors, transoms, 
and side-light windows.

Lowest 
Frequency Loss

The NVLAP accredited laboratory 
acoustical test reports demonstrate 

that our designs have industry-
leading transmission loss between 
the 63 HZ to 125 Hz frequencies, 
with no deficiencies measured at 

greater than 95% confidence in dB. 

Acoustical 
Door & Window 
Wall Assembily

NEW!
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to ease of use and convenience, so 
buildings that offer mobile credentials 
for access are quite desirable. 
Facilities can use this to their 
advantage in two ways:

• Charge a premium service fee 
for the convenience of mobile 
credentials. 

• Offer one mobile credential as part 
of the rental package and charge 
an extra fee for additional mobile 
credentials, like roommates, on the 
same lease. 

END-USER COST
The cost structure for mobile credent-
ials can vary between manu-facturers, 
software companies or even product 
lines. Occasionally, an access control 
system, using a paid cloud service, 
will not charge a fee since mobile 
credentials are just a feature of 
the service. Often, though, mobile 
credentials will have an extra fee. 

Some access control systems require 
buying credentials in lots of 1,000. 
Each time you issue a credential, that 
credential is permanently used and 
cannot be changed, even if it is for the 
same person. So if a person’s access 
rights change or they get a new phone, 
a new credential must be issued.

While there are drawbacks to this,  
the benefit is the credential often 
does not expire – which is ideal for 
companies with low turnover and 
where staff access rights do not 
change. However, if a property’s 
access rights change frequently, users 
get new phones often or new users 
are added regularly, the credential 
allotment could be depleted quickly. 

Many access control systems have a 
recurring annual fee for credentials. 
While this is an additional yearly fee, 
the mobile credentials can be reused. 
This means that when four people 
move out of a building and those 
credentials are cancelled, they can be 
reissued to four new people with no 
additional fees to the system owner. 

“Being aware and asking the right 
questions regarding credential costs 
will ensure you get the right access 
control system for the building with 
no future surprises,” advises Stokes.

MOBILE CREDENTIALS IN 
VERTICALS
Mobile credentials have a place in 
multiple vertical markets, but this 
growing trend has affected five 
vertical markets in particular (see 
table above).

LONG-TERM BENEFITS 
To know if mobile credentials make 
sense for a client, they need to be 
asked, before hardware is specified, if 
they intend to use mobile credentials 
now or at any point in the future. If 
the answer is probably or yes, it is 
more cost-effective to invest in locks 
that accept mobile credentials at the 
outset then face replacement costs 
down the road. 

“The beauty of both cloud-based and 
server-based platforms is that even if 
the end user isn’t ready to switch over 
to mobile credentials entirely, both 
provide the option of using a card/fob 
or the smartphone app,” Stokes points 
out. “It’s simply a matter of having 
the foresight to put the components 
in place now, so it’s ready to go when 
they’re ready to upgrade.” +

NICK EALY is 
Technical Sales 
Specialist - Access 
Control at Hager 
Companies. Email 
nealy@hagerco.com.

VERTICAL KEY ADVANTAGE

Multi-Family Tenants won’t lose cards or fobs, less replacement costs

Heathcare Doctors can access sleep rooms quicker and easier

Higher Education Students won’t misplace or lose their cards/fobs

Office Allows for a minimal to touchless experience

Hospitality Cuts down on guest check-in and check-out time
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Learn the critical components of openings that 
provide life safety and security to building users

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

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

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

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

TO PURCHASE, VISIT:  
DHI.ORG/DHIA

PRICE: $225



COVID-19 
Dictates Access 
Control Changes 
at Campuses
Schools, universities and healthcare facilities face 
rapidly evolving safety challenges driven by the 
pandemic. A survey by Campus Safety magazine 
reports what they are saying and how they are 
responding with new access control solutions.
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This fall has seen virtually every school and 
university face challenges in offering (or not 
offering) in-person classes. Many began the 
fall semester with in-person classes but were 
quickly forced to close and switch to online-
only classes.

By the time you read this article, the situation that 
existed when it was written in mid-September has 
likely changed significantly again.

What does this mean for access control and the safety 
and security of students, teachers, and other school and 
university personnel? Healthcare facilities have similar 
concerns for patients, visitors, doctors, nurses, and 
their staff.

Each year, Campus Safety magazine conducts a 
Campus Safety Access Control, Lock and Lockdown 
Survey. This year the survey was conducted in June, 
when the nation was emerging from a restrictive 
environment designed to slow the spread of COVID-19.

Much has changed since then, but the survey results 
still provide valuable insights into how the education 

sector has dealt with access control issues during this 
unique and challenging time. Campus Safety magazine 
agreed to share some of the results with Door Security 
+ Safety magazine.

“This survey and the resulting special report we 
published in September is a deep dive into how 
campuses are dealing with access control challenges,” 
says Campus Safety Editor-in-Chief Robin Hattersley. 
“We found that campus leaders are using all the tools 
at their disposal to combat COVID-19. However, 
at the same time the report identified areas where 
further improvement in access control is needed, 
both immediately and for the long term, even after 
COVID-19 dissipates.”

New Technologies Drive Solutions
Before the pandemic, a significant number of hospital, 
higher education, and school survey respondents had 
already adopted many new technologies, including 
intercoms, proximity cards, visitor management 
software, locks with anti-microbial coatings/surfaces, 
and smart cards. (See Figure 1, “Access Control 
Solutions Used to Slow COVID-19,” for details.)

Source: Campus Safety magazine

ACCESS CONTROL SOLUTIONS USED TO SLOW COVID-19

Figure 1

17%7%13%   Hands-free door pulls
Has your organization adopted or 

considered adopting the following 
locks, door hardware, visitor 

management or access control 
solutions to stem the spread of 
COVID-19 and other infectious 

diseases? (Check all that apply.)

14%6%12%   Touchless door openings

14%6%28%   Automatic doors

13%8%5%   Locks with anti-microbial coatings/surfaces

7%5%49%   Proximity cards

15%5%26%   Smart cards

17%6%5%   Mobile phone credentials (NFC and/or BLE)

14%6%8%   Facial recognition via video surveillance cameras

2%, 1%, 6% Iris scan

8%5%4%   Other biometrics that don’t require physical touching

9%6%50%
    Intercom system to “buzz-in” a visitor, 
employee, student or parent

19%9%30%   Visitor management software

  Adopted pre-COVID-19

  Newly adopted or soon to add

  Considering
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These responses showed that the pandemic is an 
opportunity for campuses with these systems to expand 
their uses and increase the return on their technology 
investments.

Nine percent of respondents say they recently adopted 
or will soon add visitor management software, while 
7 percent say they just bought or will soon buy hands-
free door pulls. Six percent say they have recently 
adopted or will soon add touchless door openings, 
automatic doors, mobile phone credentials, facial 
recognition and intercoms, while 5 percent have just 
obtained or will soon get proximity card, smart card or 
biometric access control.

About half these systems have been or are being 
adopted in response to the pandemic. Visitor 
management software is being considered by 19 percent 
of respondents, while 17 percent are considering the 
adoption of mobile phone credentials and hands-free 
door pulls. Fifteen percent are considering smart 
card access control, while 14 percent are considering 
touchless door openings and facial recognition via 
video surveillance cameras.

Source: Campus Safety magazine

Figure 2

How is visitor identity verified before allowing 
access to the campus? (Check all that apply.) All K-12 Higher Ed Healthcare

Police/security officer or staff 44% 44% 43% 45%

Visitor identity is not checked before someone 
enters 33% 14% 46% 43%

Video intercom 24% 49% 4% 15%

Audio intercom 18% 32% 5% 9%

Other: Write-in 16% 15% 16% 17%

Telephone 8% 9% 8% 4%

The pandemic is an 
opportunity for campuses 
with these systems to 
expand their uses and 
increase the return on their 
technology investments.
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LOCKDOWN HARDWARE EFFECTIVENESS

Figure 3

Source: Campus Safety magazine

Is your lockdown hardware fast enough to protect against threats?

All K-12 Higher Ed Healthcare

Yes 41% 53% 42% 38%

No 32% 20% 32% 32%

Not sure 19% 16% 23% 26%

N/A 8% 12% 3% 4% 

Visitor Management, Lockdown  
Hardware Issues Persist
In addition to COVID-19 concerns, the survey 
generated insight into other topics that apply now  
and will continue after the pandemic.

Visitor identification is one of these topics. It turns 
out that 46 percent of higher education respondents 
and 43 percent of healthcare respondents say their 
organizations don’t check visitor identification before  
a guest is allowed entry.

K-12 school districts, however, are much more vigilant 
when it comes to visitor management – only 14 percent 
don’t check guest identification. (See Figure 2, “Visitor 
Identity Verification on Campuses,” for details.)

For those campuses that do verify visitor identity, 
police/security officers or staff are most likely to be 
assigned this responsibility. Video intercoms are 
particularly popular with schools and districts, and 
about one in three use audio intercoms for visitor 
identification verification.

Another topic always of interest to schools, universities 
and hospitals is lockdowns. Unfortunately, a 
disturbingly low portion of survey respondents (53 
percent of schools, 42 percent of colleges and 38 
percent of healthcare facilities) say their lockdown 
hardware is fast enough to protect against threats. 
About one in five overall aren’t sure. (See Figure 3, 
“Lockdown Hardware Effectiveness,” for details.)

Although campuses are currently focusing on issues 
caused by the coronavirus, visitor management and 
lockdown hardware issues will most likely continue 
long after the pandemic ends or is significantly 
diminished.

Download a free copy of the 2020 Campus Safety 
Access Control, Lock and Lockdown Survey at www.
campussafetymagazine.com/download/access-control-
lock-and-lockdown-special-report/. +
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IN THE COVID-19 ERA 

MEETING
BY LISA CORTE

NEW BUILDING  STANDARDS 



The door and hardware industry has always 
played a critical role in protecting people 
and places. This important responsibility 
requires that companies quickly adapt to 
changing needs of customers to create safe 
and healthy spaces for working, learning, 
and gathering.  

Amidst the COVID-19 pandemic, the industry is 
navigating a new complex landscape that requires 
rethinking space utilization and door opening 
touchpoints to allow people to move seamlessly 
through a facility.

Though this has been a challenging time, it is 
driving us to find creative solutions that help our 
industry build safer, healthier and more secure 
environments that will become the new standard 
for high performance buildings. 

In addition to finding ways to reduce touchpoints 
and maintain cleanliness, it is essential to ensure 
that facilities are properly secured. The challenge 
we face is finding the right balance of safety, 

security and convenience to properly address 
today’s dynamic environment. 

Supporting Capacity Limits and  
Social Distancing
Extending access control beyond the perimeter of a 
facility has always offered many benefits. Creative 
use of this existing infrastructure can improve 
safety by managing traffic flow, limiting the number 
of people in a given area, and quickly changing how 
a particular space is used.

It can also support contact tracing and restrict 
access to areas if decontamination is required. 
Wireless technologies make it easier and more 
affordable to expand access control deeper into 
a facility and use it in more situations, allowing 
facilities to take advantage of these capabilities.

Wireless technologies can also facilitate social 
distancing on job sites. By reducing the complexity 
of installations, it saves time and reduces the 
number of people required to complete an 
installation.  

Multi-factor authentication supports changing 
requirements for space utilization, security, touchless 
access, social distancing, and more.
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Remote access also helps meet an increasing 
need to manage remote workforces and control 
access to unmanned infrastructure. The ability to 
issue access rights remotely eliminates the need 
for key holders to go to an office environment to 
have keys programmed, reducing the potential for 
germ transmission, and enables better control and 
auditability of who is accessing various locations.  

Reducing Touchpoints to Minimize  
the Spread of Germs
Doors and door hardware are some of the most 
frequently touched elements in a facility. The 
front entrance, restrooms, conference rooms, and 
other common areas all provide an opportunity to 
spread germs.

Many COVID-19 protocols recommend reducing the 
number of touchpoints in buildings in conjunction 
with additional cleaning and sanitizing procedures. 
There are many ways to reduce touchpoints at the 
door opening, with a range of options to address the 
specific needs of any facility.

From low-touch mechanical solutions that allow 
doors to be opened with minimal contact to fully 
automated solutions that completely eliminate 
the need for contact, these solutions can be 
implemented quickly to improve the health and 
safety of a facility without compromising security. 

Achieving Heightened Security
Multi-factor authentication requires more than 
one validation method to grant access – something 
you have (such as a key card), something you know 

Automatic opening 
solutions allow doors 
to operate in a hands-
free or touchless 
manner. Touchless door 
hardware solutions 
coupled with proper 
hardware cleaning 
techniques improve 
facility safety by 
mitigating the spread 
of germs through high 
frequency touch points 
within a building.

Intelligent WiFi locks are available with keypads to make it easy and 
cost-effective to bring multi-factor authentication to any opening.
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(such as a password), or something you are (such 
as your fingerprint) and is becoming increasingly 
important to provide an additional layer of security.

In high security applications where biometric 
identifiers are required, using mobile devices may 
be preferred over traditional biometric readers to 
reduce touchpoints. 

Keypads offer another option for multi-factor 
authentication when they are integrated into an 
intelligent access control lock. Though it may seem 
counterintuitive during a time when we are working 
to reduce touchpoints in high traffic areas, the 
reality is that keypads offer a versatile and cost-
effective option that is ideal for increasing security 
in other applications. Here are some examples to 
consider: 

1. On campus: Locks with integrated keypads 
can be used in schools, learning centers, or other 
educational facilities to restrict access to higher 
security areas such as labs or offices. After 
gaining entry with a credential and PIN, users 
can use the privacy button to provide shelter-in-
place to occupants or temporarily prevent entry 
into that space.

2. Multi-tenant, gated communities and 
residential housing: Consider those 
customers with common areas such as 
recreation rooms, fitness centers, or package 
delivery centers who need to issue a temporary 
personal identification number for access during 
specific times or days. Locks with keypads can 
support PIN-only users for one-time use, or 
provide dual-authentication credentialing with 
cards and fobs when two-factor identification is 
required. 

3. Healthcare, labs and patient records: With 
privacy regulations such as HIPAA, ADA, GDPR 
and other mandates, adding access control locks 
with keypads to labs, healthcare technology 
rooms, pharmaceutical dispensaries and 
locations where access needs to be monitored is 
a win-win for the user. Not only does this secure 
the area and enable two-factor authentication 
by leveraging multiple credential types, it 

supports thousands of users and provides event 
transaction history and audit trails so users have 
real-time data for their records.

4. Hospitality and retail: Luggage rooms, 
food and liquor storage, supplies, cash areas, 
and many other hospitality and retail locations 
are great candidates for the addition of locks 
with keypads. These areas can be secured 
while providing an audit trail and other 
documentation for compliance and regulatory 
requirements or asset tracking. 

5. High-security locations: With the ability to 
support PIN-only use or dual authentication, 
locks with keypads can be used to secure data 
centers and server rooms or records storage 
areas. With 128-bit AES encryption and 
the ability to support Bluetooth for mobile 
access, as well as 13.56 MHz and 125 kHz 
proximity credentials, heightened security is 
available in different form factors that may be 
needed, satisfying PIV/PIV-I and other federal 
government identification regulations.

An Evolving Approach to Security
As the demands for protecting a building and 
its occupants grow and change, there are many 
factors to consider. A multi-faceted, multi-layered 
system of security measures offers a comprehensive 
approach that addresses physical security, cyber 
security, energy efficiency, and health and wellness.

Though 2020 has presented many challenges, there 
are creative and innovative ways to create safer, 
more secure environments. +

LISA CORTE is Director of Project 
Management for Electromechanical 
and Electronic Access and Egress 
Hardware at ASSA ABLOY. Email 
lisa.corte@assaabloy.com.
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Hardware selection  
and code compliance  
for glass doors.
BY MICHELLE WITHERBY AND PAUL WITHERBY
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Great looking hardware on the perfect 
glass door can be a powerful and 
aesthetically pleasing combination and 
can make an impression. The doors must 
also perform and operate in a fashion 
that is appropriate for the situation and 
environment.

There are many variables that go into selecting 
the right hardware for glass doors. 

Door Functionality
Before selecting hardware, it is important to 
understand the functionality of the door – will it 
slide, pivot or swing? For example, high-security 
or egress doors must be free-swinging. These 
types of doors cannot function with any hold-
open feature.

It is also essential that Americans with Disabilities 
Act (ADA) accessible doors have hardware that is 
code-compliant. To learn more about ADA glass 

T H E

F O R  G L A S S

Perfect 
Pick
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door requirements, see the article, “Breaking 
Down Barriers: Demystifying ADA Requirements 
for Glass Doors,” in the August-September 2020 
issue of Door Security + Safety.

Door Aesthetics
After determining the functionality of the 
door, the next variable is whether the door 
will be framed or frameless. The decision 
regarding framed or frameless doors will make a 
considerable difference in overall aesthetics. For 
example, frameless glass door systems provide a 
very minimalist design approach. On the other 
hand, framed systems add more hardware to the 
design but can provide acoustical properties. 

The size of the door and the thickness of  
the glass also play a significant role in your 
final product. Weight and weight limitations 
are critical factors and will govern and 
determine the best path forward in your 
hardware selection. 

Handle Selection
Handle selection is a dramatic part of 
choosing hardware. Determine if the door 
requires a locking handle. If a non-locking 
handle is required, the process is relatively 
straightforward. The quickest and easiest option 
is a non-locking handle, whether passage-set 
or ladder pull. In addition, the orientation of 
the door handle is critical. Options include 
mounting the handle vertically (ladder pull) or 
horizontally. If mounted horizontally, either a 
passage-set or patch lockset handle is partnered 
with a receiver/strike to operate.

Locking Cylinders
If you need clarity on lock/core or cylinder 
specifications, consider a universal rim housing 
designed ladder pull (URHD). Opting for this 
design can protect you from selecting the wrong 
lock. This pick also provides functionality to 
every lock manufacturer’s core specifications 

Opposite page: ADA-
compliant, bottom-
locking Universal Rim 
Housing Design (URHD) 
ladder pull in matte 
black finish (US19).

Above left: Flexa 
Lockset in matte black 
finish – glass to frame.

Above middle: ADA-
compliant, bottom-
locking Universal Rim 
Housing Design (URHD) 
ladder pull in matte 
black finish (US19).

Above right: Custom 
locking ladder pull set 
for 1 3/4 inch wood 
substrate in brushed 
stainless steel (US32D).
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currently on the market. It allows a locking ladder 
pull to be purchased ahead of time, without the 
need for the lock/core specification, saving time 
and money. 

Other hardware considerations such as whether 
to select a removable core are important. Small 
format interchangeable core (SFIC) or large 
format interchangeable core (LFIC) specification 
options must be evaluated. Removable core 
options offer greater convenience and flexibility. 
However, they open up additional challenges. 
For example, a LFIC is designed to specific 
configurations with each lock manufacturer.

At the time of order, the exact LFIC lock 
specification must be identified to ensure the lock 
housing integrated into the handle is created to 
properly fit and partner with the lock/core. LFIC 
cores offer the best security because of their 
uniqueness to the internal components with each 
manufacturer and the keying configuration. 

Job Site Variables
Additional locking considerations are often 
overlooked, such as whether the lock needs 
to lock into the floor. If it does, it must be 
determined if there are locking restrictions in the 
floor at the job site. 

A top-locking configuration may be a superior 
selection in many situations. Consider whether 
it will be an ADA-accessible door. For example, 
some states require only top-locking design 
configurations as a compliant solution, while 
other states will accept a bottom-locking 
staggered design ladder pull. But for any top-
locking ladder pull specification, additional 
information is required related to soffit and 
ceiling/header conditions.

The opening height of the door will also 
determine the design of the ladder pull’s overall 
length and will also affect its functionality. Be 
sure to consider ADA compliance criteria for the 
location of the lock to the finished floor.

When selecting door hardware for a glass door, 
space constraints should be factored in. For  
a swing condition, for example, whether the  
door swings into the room (interior) or out to  
the hallway (corridor) or entrance area must  
be determined. 

If a sliding glass door is selected, the header 
track can be installed at the ceiling or wall 

Top: PG330 
Sliding System.

Bottom: Forty-
eight inch non-
locking ladder 
pull with Auto-
Patch Hydraulic 
Patch Pivot in 
BSS finish.
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Readers4 Doors ControllerKeycard Programmer

Electronic Cylindrical LockElectronic Interconnect Electronic Deadbolt

Electronic Exit Device TrimElectronic Mortise Lock

Elevator ControllerDoor Lock Programmer

mounted above the door opening. These are two 
very different options and will require different 
installation procedures.

Determining swing operation depends on 
preferred functionality. A free-swinging door 
requires hardware that operates with hinges 
including an internal mechanism that utilizes 
spring operation. The door will be able to freely 
swing open and closed, and in either direction 
(bi-directional) in some cases, but it will not 
operate with a control-close feature. 

Space constraints are not limited to door 
placement. It is important to evaluate what is 
adjacent to the glass door such as sidelights or 
glass walls.

Door Swing Operation
Door swing operation can be controlled with 
oil-dynamic or hydraulic valve technology 
contained within the hinge. A hinge with oil-
dynamic or hydraulic valve technology allows 

users considerable control to adjust closing, and 
in some cases, latching speeds. This way, the door 
has a level of self-operation. 

Hinged doors can usually be held open at 90 to 
180 degrees. Controlled swing or hinge options 
can be installed off the floor and mounted 
directly onto the glass for a modern appearance. 
This feature also provides the advantage of 
creating distance between the swing hardware 
and the floor. 

Handle Decisions
Handle options, such as a passage or lockset, 
raise other issues. Selecting options such as a 
frameless glass door to a frameless glass wall, 
framed glass door to framed glass wall, or 
frameless glass door to frame requires matching 
the right strike plate or receiver plate so that the 
handle can close properly.

The same condition variables also apply to a few 
hydraulic valve technology hinges in the market 
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today. Whether frame-to-glass, glass-to-glass, etc. 
Understanding your project conditions will help 
you ask the right questions of your supplier. 

Pivot Style Operations
Pivot style operation represents another option. 
Patch pivot specifications make it possible to 
install the door hardware directly to the floor by 
using a base-mount design. Through this elegant 
design, the common box style closer has been 
eliminated and the pivot hardware utilizes a 
hydraulic patch-fitting mechanism. The hydraulic 
mechanism can control speed and affords a range 
of hold-open options. A partnering patch pivot 
at the header completes the streamlined and 
modern design. This option is only available for 
frameless glass door designs. 

There are pivot-style operation options for ADA-
accessible doors, such as the auto-patch hydraulic 
rail. This option integrates the oil-dynamic 

function and operation of a smaller patch pivot 
but runs the length of the top and bottom of the 
glass door and meets compliance code 404.2.10.

Finalizing Decisions
Selecting sliding door hardware comes  
with a range of choices such as a single or  
double slider, bypassing, synchronized or 
telescopic. Other factors to consider when 
selecting a door hardware package include 
budget, site constraints, weight restrictions  
and conditions as well as architect and client 
input and preferences.

Hardware finish is a key aspect of determining 
the overall design aesthetic. Brushed stainless 
(BSS/US32D) and matte black (MBLK/US19) are 
a few of the finishes most frequently specified and 
readily available. However, for a unique and more 
dramatic design effect, it is exciting to consider 
mixing up finishes as well. 

Slim Wall framing, 
hydraulic and non-
hydraulic hinges, Pull 
Sets: 8-inch non-locking 
pull with rectangular 
geometric tubing.
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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. 

TO VIEW MORE PROJECTS VISIT:
americandirectco.com/projects

|  913.677.5588
by American Direct

The proper selection of glass 
door hardware has many aspects; 
however, when optimal choices are 
made, the results can yield a glass 
door that is visually stunning and 
achieves impressive and consistent 
performance. It becomes the essence  
of your space. 

Variables include the size of the door, 
thickness of the glass and whether 
the door slides, pivots or is hinged. 
Handle hardware, lock and cylinder 
specifications, whether a door locks 
into the floor or ceiling/header, 
hardware finish, and space constraints 
are all key elements that can optimize 
glass doors. ADA accessibility needs 
to be addressed in every aspect of the 
hardware selection process. And, of 
course, code compliance should remain 
of paramount importance.

Ultimately, every choice will make a 
difference in the form and function 
of the final product. A glass door is 
an elegant creation, but to achieve 
optimal aesthetics, functionality 
and code compliance, every distinct 
element must receive the appropriate 
level of care and attention. +

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

Seamless Security 
Integration for a  
New School
Expert security integration allows special 
needs school to open this fall amidst 
pandemic challenges.

BY ERIC SCHAEFFER

The newly completed 
Sussex Consortium is 
a public school facility 
that serves special 
needs students on Cape 
Henlopen in Sussex 
County, Delaware, and 
surrounding areas. It was 
completely funded by 
the state and opened in 
September 2020.

The $44 million project was designed 
by Fearn-Clendaniel Architects, Inc. and 
construction management was provided 
by Richard Y. Johnson & Son, Inc.

The school serves more than 360 
students, ranging in age from 3 to 21, 
through its special needs programs 
and the Sussex County chapter of 
the Delaware Autism Program. With 
additional services offered such as 
speech therapy, occupational therapy 
and adaptive physical education, the 
Consortium’s programs and training 
techniques have been studied by, and 
used as models for, schools throughout 
the area. 

Before moving to its new home, 
the Consortium was a district-wide 
program with select intensive learning 
centers embedded in individual schools 
and a separate 100-year-old building 
for the most intense programs for 
students unable to attend school in 
mainstream settings.

With exponential growth from previous 
years and increasing concern over the 
unique security and safety protocols 
required for the students, the State of 
Delaware granted funds to construct 
a new special needs-specific facility 
designed specifically for the needs of 
the students. 
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The main entrance to Sussex Consortium, a public school facility that serves special needs 
students on Cape Henlopen in Sussex County, Delaware, and surrounding areas.
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Original plans called for a 
67,000-square-foot building with 28 
classrooms. Construction began in 
May 2018, but the original timetable 
was extended after the state awarded 
additional funding in August 2018, 
allowing for a swimming pool, 18 
additional classrooms, and a second 
gym bringing the total square footage 
to nearly 100,000. 

SPECIAL PLANNING
Constructing a highly specified, 
nontraditional special needs school 
takes additional planning, advanced 
technology, and heightened security 
measures. To ensure success, 
collaboration between administration, 
teachers, therapists, medical 

professionals, parents, architects and 
construction contractors was necessary. 
Acoustics, aesthetics, biophilic designs, 
special equipment, specific furniture, 
unique layouts and building security are 
just some of the considerations. 

The design and operation of the 
school’s access control and physical 
security systems were particularly 
critical to the success of the project. 
In addition to video coverage at all 
entrances, for example, blind spots 
had to be eliminated in all hallways 
and common areas of the facility. 
When it came time to select a vendor 
for the school’s physical security and 
emergency communication needs, 
administrators awarded the work to 
Dover-based Advantech. 

“Choosing vendors who had stellar 
past performance in similar jobs was 
important to our school board and 
administrators,” says Brian Bassett, 
Director of Capital Projects, Cape 
Henlopen Schools. “We’ve worked with 
Advantech on several other projects. 
From our experiences with them, 
we know that they’re competent in 
designing communication and security 
solutions specific to educational facilities 
and are experts in security integration.” 

THE SECURITY SYSTEM
Advantech’s expertise in specifying 
and installing electronic door hardware 
was extremely important as the security 
management system controls nearly 
150 doors.

Top: The back of a server rack where Cat 6 cable 
has been “punched down” – a good example of 
structured cabling termination.

Bottom: A beautifully wired Honeywell access control 
panel that supports both wired and wireless ASSA 
ABLOY Aperio doors within the space. 

Left: Honeywell access control devices and Intrusion 
door contacts were installed at each of Sussex 
Consortium’s entry points, allowing for perimeter 
security monitoring and complete control of all doors. 
For visitor assistance notification, a Morpho biometric 
reader was installed at an intake point to facilitate 
coordination for students needing entry assistance.
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Advantech’s Eric Schaeffer worked 
with the school to educate officials 
on varying resolutions. Ultimately, an 
integrated solution was selected to tie 
into the district’s pre-existing technology 
platforms seamlessly and provide the 
Sussex Consortium a higher, and more 
immediate, level of security. 

Technology integrated within the 
Consortium includes surveillance 
cameras, access control, intrusion 
detection, panic/lockdown buttons, 
intercom/amplification systems, fire 
alarms/emergency communication and 
visitor management systems. 

Advantech considered multiple factors in 
the solution design, keeping the sensitiv- 
ity of the student population in mind. 

To ensure complete coverage of the 
facility and surrounding school grounds, 
interior and exterior Internet Protocol 
(IP)-based Axis Communications 
surveillance cameras were strategically 
installed across campus.

Honeywell access control and intrusion 
devices with HID credentials and 
Morpho biometric readers were 
installed at each entry – providing 

the opportunity to easily and 
simultaneously control all doors. 
Stentofon IP-based intercoms were also 
added to main entries so administration 
can easily verify and admit visitors. 

In case of emergency, Advantech also 
integrated in a Honeywell Notifier 
fire alarm system and bi-directional 
amplification system. For quick 
communication and correspondence, 
panic/lockdown buttons and a Bogen 
public address system were included. 

The integrated system can be 
monitored and controlled via a 
graphical mapping tool that allows 
administrators to quickly identify alarm 
locations and view corresponding 
cameras. This intuitive tool provides 
a graphical display of the facility via 
extremely reliable programmable logic 
controller integration of the Milestone 
video system, security systems and 
emergency communications system.

OVERCOMING  
PANDEMIC OBSTACLES
Despite the global COVID-19 pandemic, 
where most contractors were either 

slowed or stopped, Advantech 
continued to work with the Richard 
Y. Johnson & Son construction 
management team to coordinate 
installation with the Division 8 contractor 
and complete the project on time. 

“This project has been more 
challenging than any we’ve taken on 
before. Every week, it felt like we were 
running into brick wall after brick wall,” 
Bassett notes. “But, we always reminded 
ourselves that these kids are worth 
running through brick walls for.” 

Dean Johnson, Chief Executive Officer 
of Richard Y. Johnson & Son, agrees and 
adds, “We’re thrilled to be part of such a 
ground-breaking program!”

ERIC SCHAEFFER  
is an Outside Sales 
Representative for 
Advantech, a 
division of A3 
Communications 
and The Cook  
& Boardman  
Group. Email:  

eric.schaeffer@advantechsecurity.net.   

Above: One of six IDF/MDF closets in the Consortium contain components that support the 
facility’s access, camera, and paging solutions, including Honeywell access control panels, 
Altronix power supply enclosures, and low-voltage structured cabling.

Right: In case of emergency, Advantech integrated a Honeywell Notifier fire alarm system and 
bi-directional amplification system. For quick communication and correspondence, panic/
lockdown buttons and a Bogen public address system were included. 
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Sorority 
members use 
the mobile app 
on their phones 
to gain access to 
the house.

BY STEVE BURK

Safe House 
for Alpha Phi 
Sorority sisters 
at the University 
of Nebraska 
stay secure with 
electronic access. 
The historic Alpha Phi 
sorority house at the 
University of Nebraska-
Lincoln (UNL) underwent a 
major remodeling project 
in 2015, which involved 
the foyer, study room, 
the upstairs living room 
and both downstairs 
living rooms. All upstairs 
bedrooms were refurnished, 
painted and carpeted a few 
years before. 
In 2018, sorority leadership committed 
to an upgrade in security as well, 
choosing to replace their existing 
keypad system with SALTO XS4 
electronic locks managed via the 
 SALTO KS cloud-based platform.

UPGRADING CONTROL
After completing major redesign 
projects for the historic Alpha Phi 
sorority house at UNL, the sorority 
chapter’s Corporation Board sought to 
upgrade access control security.

Corporation Board President Kim 
Straub said they wanted to upgrade to 
a solution that would be reliable, easy 
to manage, and provide additional 
security over the existing keypad 
system they had on all doors.
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Because the residents of Alpha Phi are 
technologically savvy college students 
at UNL, the system also had to provide 
the latest in technology – including 
the ability to gain access via mobile 
smartphones. 

Engineered Controls, a leading 
Nebraska building control technology 
contractor, recommended SALTO 
electronic locks for the doors and its 
cloud-based system – SALTO KS – to 
manage the system.

THE ACCESS CONTROL SOLUTION
“Alpha Phi at UNL needed an access 
control system with the functionality of 
card access, but was also affordable, 
and didn’t require additional 
infrastructure investment like a server 
or other network equipment,” says 
Rusty Hanley, Lead Security Technician, 
Engineered Controls.

Engineered Controls chose SALTO XS4 
electronic locks for all house entrances. 
The XS4 electronic escutcheon sets 
need no hard wiring and provide a 
totally wire-free networked electronic 
locking solution with a range of features 
and technology.

SALTO’s XS4 electronic lock is easy to 
install on any type of door and is available 
with mechanical cylinder cut outs for key 
override. The lock can always be opened 
from the inside. The ID technologies 
in the SALTO XS4 include MIFARE, 
Bluetooth SMART, NFC and more. 

The SALTO XS4 locks are managed 
by SALTO KS – a flexible, cloud-based 
access control system. All that is 
needed is an online device with an 
Internet connection. SALTO’s XS4 
locks communicate with SALTO KS via 
hubs that connect to the Internet. If 
the Internet connection is lost, doors 
can open via access cards or other 
credentials like key fobs or wearables. 

FREQUENT ACCESS 
The UNL Alpha Phi sorority house is 
accessed by more than 100 residents 
and a number of additional SALTO 
KS users including Board members, 
maintenance, custodial and kitchen staff.

Since sorority members rely heavily on 
smartphones and similar technology, 
they use the SALTO KS Mobile App as 
a key to unlock entrance doors. The 
SALTO KS app allows users keyless 
entry, as well as remote management 
and monitoring of lock and user activity. 

Several house members and staff have 
key fobs to use in case Internet access 
is down and SALTO KS is unavailable 
and there is always someone present 
at the Alpha Phi house with an access 
credential. The sorority house also has 
video doorbells on exterior doors so 
visitors can be identified. 

“The SALTO KS system is much better 
than the keypad system it replaced, 
and it has added additional security to 
the house,” notes Straub. “With the old 
system, we had no way to monitor who 
was coming and going throughout the 
day, and SALTO KS allows us to see who 
has entered the house each time.”

Straub adds that the ability to set locks 
on timers and in an open status will be a 
great feature to use during social events 
or on move in and move out days when 
they have a large number of visitors 
going in and out of the property. 

“The SALTO KS system is a good system 
for us because members can use the 
mobile app on their phones to gain 
access to the house. It also allows the 
Board to provide more security for the 

members by managing access to the 
house more efficiently,” says Straub.

They have not had to use the SALTO 
KS feature that immediately disables 
access to a user in the event they are 
no longer allowed on the property, but 
Straub notes it is a nice feature to have 
to ensure that only approved individuals 
have access. 

“There is no worry about a key getting 
lost and you don’t have to worry 
about an access card falling into the 
wrong hands,” says Hanley. “If you set 
up property access with a phone, it 
requires a phone and a passcode to 
unlock the phone, so it’s essentially 
a two-factor authentication. Even if 
someone has your phone, that doesn’t 
mean they can get in your front door.”

Now that they are secured by the SALTO 
electronic access control system, 
Hanley says they call it the Alpha Phi 
“Safe House.”

STEVE BURK is 
marketing director  
at SALTO Systems. 
Email: s.burk@
saltosystems.com.
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If you set up property access with a phone,  
it requires a phone and a passcode to unlock 
the phone, so it’s essentially a two-factor 
authentication. Even if someone has your 
phone, that doesn’t mean they can get in 
your front door.

— Rusty Hanley, Lead Security Technician,  
Engineered Controls
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BY VINCE GAYDARZHIEV 

Facial Recognition at  
MLK Community Hospital
3D facial authentication delivers frictionless access control.
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MLK Hospital employees do 
not need to present a credential 
to enter this secure door. 
The Alcatraz Rock uses facial 
recognition to grant access just 
like on a smartphone.

Located in Los Angeles, 
Martin Luther King, Jr. 
Community Hospital 
(MLKCH) has one of 
the busiest emergency 
departments in Los 
Angeles County. It opened 
in 2015 and is one of 
only three hospitals in 
Los Angeles to receive a 
HealthCare’s Most Wired 
Award in recognition of 
the hospital’s optimal use 
of information technology. 
The commitment of MLKCH 
to IT and security is strong.

THE CHALLENGE
MLKCH leadership sought biometrics to 
supplement their existing access control 
solution provided by AMAG Technology 
Symmetry Access Control. Mark Reed, 
MLKCH director of support services, 
says he and his team were considering 
incorporating biometric card readers 
to provide additional security and 
verification. In researching biometric 
solutions, they came across the Alcatraz 
AI Rock 3D Facial Authentication 
Platform for access control.

MLKCH leadership first wanted to use 
the Alcatraz Rock to provide frictionless 
access for employees to the hospital’s 
security center. The hospital has more 
than 2,000 employees with over more 
than 70 dedicated to the security 
department. It is these 70 employees that 
were initially enrolled into the biometric 
access control program at MLKCH.
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“The security department was a natural place to start with 
coverage from the Alcatraz Rock and facial recognition access 
control,” Reed notes. “Our security department obviously 
has a huge role in maintaining a safe and secure hospital 
environment for patients, staff and guests and therefore 
houses important employees and information. 

“Controlling access to this security area is key and we wanted 
to ensure that only those individuals that are supposed to be 
coming and going are the ones that are actually coming and 
going. What better way is there to verify identity than with 
facial recognition?” 

THE SOLUTION
The Alcatraz Rock is a 3D facial authentication product that 
creates a frictionless and secure environment at facilities 
that care about their physical security. Developed by former 
Apple engineers involved in the FaceID project, the Alcatraz 
Rock uses facial authentication to replace or augment 
badges (single and dual-factor) while sensing for tailgating – 
solving one of the biggest problems in the industry.

The Rock uses artificial intelligence to self-enroll 
employees, as well as passively detect people who did 
not authenticate,to identify tailgating. It integrates into 
any existing access control infrastructure, badge reader 
and badge type making it easy to deploy while providing 
security that otherwise is achieved with more costly 
turnstiles or guards. Its integration with AMAG Technology’s 
Symmetry Access Control platform at MLKCH has provided a 
seamless transition from using badges to employee faces as 
credentials. 

Reed says the MLKCH team has been exceptionally happy 
with the face recognition platform’s performance and results, 
and adds that transitioning employees has been seamless 
primarily due to the easy enrollment feature.

“You can either enroll someone’s face or you can set it up 
to automatically learn an employee’s face as they use their 
badge, Reed explains. “We expected it might take a while 
to learn each employee’s face and to transition to facial 
recognition only, but by the second day it learned who I 
was. As I was walking up to the door, the face authentication 
reader detected my face, recognized me and permitted me 
to pass through without using my badge, 

Reed says they even tried to fool it with fake pictures and 
other ways, and it passed every test they put it through with 
flying colors.

He explains they originally planned to use the Rock as a two-
factor authentication where employees use their badge and 
face to gain access, but the solution has proven so reliable, that 
they only use a single factor – facial ID –  for frictionless access.

“It’s been 100 percent effective – there have been no issues 
whatsoever,” Reed says.

WHAT’S NEXT?
Reed said MLKCH wants to add a dozen more Alcatraz Rocks in 
the first half of 2020 to expand coverage to the hospital’s high 
security and critical access areas. This will include IT spaces 
and data centers that contain ultra-sensitive patient data.

“We have won several technology awards due to our 
emphasis in marketing ourselves as a hospital of the future,” 
Reed points out. “By incorporating facial recognition and 
frictionless biometric access control with the Alcatraz Rock, 
it’s an example of our continuous commitment to security, 
technology, and to being one of the most technologically-
advanced hospitals in Los Angeles and California.” 

VINCE GAYDARZHIEV is the CEO of  
Alcatraz AI. Email: vince@alcatraz.ai. 

At JLM Wholesale, we prioritize 
our customers’ satisfaction. It is 
of the utmost 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. 
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BY JULIETTE B. BRADLEY 

Three Under One at Clark and Grand
Providing and installing three different types of hotel guestroom 
doors in three hotels under one roof presented some unique 
challenges.

The lobby of one of 
the Clark and Grand 
Hotels in downtown 
Chicago.

PH
O

TO
 C

O
U

RT
ES

Y 
O

F 
A

M
ER

IC
A

N
 D

IR
EC

T

Commonly referred to as Clark and Grand Hotels, a 
trio of properties that include Aloft (Starwood), Hyatt 
Place (Hyatt), and Fairfield Inn and Suites (Marriott) 
sit at the intersection of Clark and Grand Streets in 
downtown Chicago.
Each has its own unique brand stand-
ards but are all under the same roof. 

The buildout of these hotels was one 
process rather than three separate 
projects undertaken by the individual 
hotels. Freidman Properties, Ltd. 
partnered with White Lodging Services 
and commissioned HOK and Lend 
Lease to design and construct the three 
distinct hotels.

“We were able to accomplish this 
challenging build based on the team’s 
ability to incorporate the brand 
standards into the design documents 
during preconstruction,” says Lend 
Lease Project Executive Kinjal Patel. “We 
built the typical guestroom floors and 

amenity areas of each hotel concurrently, 
rather than by each hotel brand.”

American Direct was awarded the 
procurement of both Division 8 and 
Division 10 product for the project. 
Accommodating the three different 
brand standards was definitely unique.

One brand required plastic laminate 
doors, the second required painted 
doors, and the third brand incorporated 
a “barn door” style. To be sure that all 
the finishes were correct, two mock-up 
rooms for each hotel brand were built 
onsite so that finishes could be reviewed 
and approved in advance.

As if the three-hotels-in-one challenge 
was not enough, their downtown 

location complete with commuter 
trains, tight curves and overpasses 
posed strict limitations for transit, 
making product delivery challenging. 

A typical job would have utilized 
standard over-the-road trucks. However, 
because of location, all deliveries for the 
job were limited to a 30-foot maximum 
truck size. The smaller trucks may have 
been easier to accommodate, but 
smaller trucks meant smaller volume in 
the delivery, so more frequent deliveries 
were required than on a typical job. +

JULIETTE B. 
BRADLEY owns 
bradley.project, a 
graphic design/
production  
company that 
produces and 
publishes Total 
Access, the 

marketing magazine for American Direct. 
Email: juliette@bradleyproject.net.
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Healthier Openings with Touchless Solutions

Community views and expectations about health and 
hygiene have drastically changed.  The impact of these 
changes will influence the selection of products and  
operational practices for public buildings going forward.

Door hardware products are some of the most touched  
surfaces in any building.  Keeping these items safe and 
clean is important for all building occupants.  There are  
multiple options for ensuring that door hardware operation 
minimizes health risks including implementing products 
with touchless door systems and proper cleaning protocols.

Touchless access solutions reduce touchpoints throughout a 
facility and the spread of germs by hand-to-door contact. 
Touchless access solutions are suitable with retrofit or new 
construction projects. They offer convenient, unimpeded 
access into buildings, transforming manual opening doors 
into automatic openings.

dormakaba’s touchless solutions portfolio include:
• Low energy swing door operators 
• Touchless switches 
• Automatic sliding doors
• Mobile Access Solutions

dormakaba Mobile Access Solutions transform smart 
devices into authorized credentials providing simple and 
secure controlled access.  Mobile Access Solutions eliminate 
physical keys and key cards to minimize touchpoints 
throughout your buildings.

dormakaba is the industry leader for safe, healthy and 
secure access solutions. 

touchfreeaccess.com

Touchless Solutions.
Safe. Healthy. Secure.

Hand-free convenience Touchless solutions Mobile Access Solutions

Advertisement
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A VIRTUAL EXPERIENCE
Join us for an exceptional virtual event featuring the 
latest information, tools, technologies and strategies 
in door security and safety. DHI CEP-certified 
educational sessions with live Q&A, panel discussions, 
multiple networking opportunities and exhibit hall are 
all included in this immersive experience. 

PARTICIPATING VIRTUAL EXHIBITORS AS OF SEPTEMBER 8, 2020
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WHAT TO EXPECT AT  
DHI CONNEXTIONS VIRTUAL:  Two days of virtual education featuring 25+ education sessions and workshops across 4 topic tracks.

 On-Demand is now included with your purchase of a 2-day All-Access pass. All sessions presented during  
the virtual event will be recorded and available to view after the conference.

 Most sessions will be DHI-accredited and provide an opportunity to earn a total of 17 CEPs.

 If you can’t attend a specific session, no problem. On-Demand content will be available within 24 hours after the virtual event has 
concluded and you will have access to the content for 3 months after the virtual event concludes.

 Attend the Virtual Exhibit Hall to visit and chat one-on-one with top suppliers and manufacturers in the industry.

 With no hotel or travel costs, you can access DHI conNextions Virtual from anywhere in the world –  
all you need is internet connection and a laptop or desktop!

REGISTER NOW AT DHICONNEXTIONS.COM

TWO 
REGISTRATION 

OPTIONS
All-Access Pass: $179

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

Aaron Jerome, CFDAI 
Custom Glass, Inc.
Jonathan K. Karacozoff, CFDAI 
Capitol Builders Hardware, Inc.

Tyler Morgan, CFDAI 
Custom Glass, Inc.
Hayley Piro, AHC, CFDAI 
CMS Interiors

Mark A. Woleslagle, CFDAI 
Lezzer Commercial Doors of 
Williamsport, Inc.

CONGRATULATIONS! The following door security + safety 
professionals recently received DHI 
credentials, certifications and certificates:(list current as of August 31, 2020)

ACHIEVEMENTS

+

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

Troy E. Hyde, DHT, DHC 
Sun Door and Trim, Inc.

+

DOOR + HARDWARE TECHNICIAN (DHT)

The Level Two DHT is earned by demonstrating the competence to provide product and code application, 
detailing, estimating, and project management skills on projects with an intermediate level of complexity of 
occupancy type.

Troy E. Hyde, DHT, DHC 
Sun Door and Trim, Inc.
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE

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

Maria N. Abbott 
Twin City Hardware Co.
Doreen Ackerson 
D & M Industries, Inc. 
Kyle Bittner
Sara  Cantu 
Design Supply, Inc.
Mark Clancy 
CJAP
Elmer Gustavo Cornier 
KDH Doors & Hardware, Inc.
Rob Csenar
Vlad Dmytruk 
WSI Doors, Ltd.
Luciano Duque 
Complete Custom Service, Inc.
Romulo Emiliani 
DH Pace University
Davis Evans 
Walshdoor
David Grande 
Ken Watson Corp.
Grant Graves
James Hanson 
Twin City Hardware Co.

Audry Hasan 
Allegion
Will Hicks 
Lynden Door, Inc.
Jeff Himmelrich
Cherie House 
Cook & Boardman Group, LLC
Charles W. Huber
Zaher Jabal
Kurt Kisling 
BEST Access Solutions, Inc.
Vincent L. Kubish 
Doortech Ltd
Chris Lukenbach 
D & M Industries, Inc. 
Jeremy Lyons
Sean Maday
Alec D. McGuffey
Richard Mendez 
Wagstaff Taylor & Associates
Yaroslav Muliar
Jon Nettles
Kim Parry

Dylan Penny 
Twin City Hardware Co.
Wendy Pfeiffer, DHT 
Allegion
Rocio Pineda 
Banner Solutions
Noah Karl Populorum 
Twin City Hardware Co.
Rekha Shrestha 
Consort Middle East LLC
Matt Smith 
Talbert Building Supply 
Jacob Stevenson 
The Door Shop
Mark Sullivan 
Pasek Security/dhpace
Domenic Vita 
Allmar
Andrew Wicks 
Builders Hardware and  
Supply Co., Inc.

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

ACHIEVEMENTS
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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

ELECTRIFIED LOCKING SYSTEMS – 
WHICH CODE SECTIONS APPLY WHERE?
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FOR THOSE OF US WHO WORK IN THE DOOR AND HARDWARE 
INDUSTRY, ELECTRIFIED HARDWARE HAS BECOME PART OF OUR 
DAILY LIFE. WE THROW AROUND TERMS LIKE FAIL SAFE/FAIL SECURE, 
DELAYED EGRESS/CONTROLLED EGRESS AND ELECTROMECHANICAL 
LOCK / ELECTROMAGNETIC LOCK, WITHOUT THINKING TWICE 
ABOUT WHAT THEY MEAN – WE JUST KNOW. 

The same can be said of mechanical 
hardware … when we discuss lock 
functions, types of panic hardware or 
closer mountings, it often sounds like 
another language to those outside of 
the industry.

With that said, there are many people 
who do not work with electrified 
hardware every day but need to 
understand it on some level. Architects, 
end users and code officials must know 
how each door in an access control 
system will function and which section 
of the model codes applies to that 
application. A lack of understanding 
can lead to inconsistent interpretations, 
project delays and unnecessary 
changes in the field. 

Special Locking Arrangements are 
electrified locking systems that affect 
egress, such as delayed egress or 
controlled egress. Although there are 
quite a few code sections that apply 
to these applications, the majority 
of doors with access control readers 
are not considered special locking 
arrangements. This is because the 
hardware allows free and immediate 
egress – independent of the access 
control system. These systems 
are considered “normal locking 
arrangements” and are subject to the 
same egress requirements as doors 
with standard mechanical hardware. 

The model codes that we most 
often refer to for information related 
to access control systems are the 
International Building Code (IBC), 
International Fire Code (IFC) and 
NFPA 101 – Life Safety Code. The 

requirements of the i-Codes and the 
NFPA codes are similar, although 
they are not exactly the same. There 
may also be state-specific code 
modifications that apply to these 
systems. Detailed information about 
the requirements can be found by 
referring directly to the codes, and 
the following questions will help to 
determine which model code section 
applies to each application.  

   TYPE 1
Does the electrified hardware 
DELAY EGRESS for 15 seconds (or 
30 seconds) to deter unauthorized 
use of the door? 

If yes, this is a delayed egress locking 
system. Under normal operation, this 
hardware delays egress for 15 seconds, 
or 30 seconds where approved by the 
Authority Having Jurisdiction (AHJ). 
This hardware is most commonly used 
to deter unauthorized use of an exit, 
helping to prevent theft or elopement. 
The 15-second timer is actuated by 
an attempt to exit, when a force of not 
more than 15 pounds is applied for 
up to 3 seconds. Immediate egress is 
required (no delay) upon activation of 
the fire alarm or sprinkler system and 
upon power failure.

For detailed requirements on hardware 
that delays egress for 15 seconds (or 
30 seconds where approved by the 
AHJ), refer to IBC/IFC-2018: 1010.1.9.8 
- Delayed Egress / NFPA 101-2018: 
7.2.1.6.1 - Delayed Egress Electrical 
Locking Systems.



If an access control reader is used to 
control access, but the door hardware 
allows free egress, the application is 
not subject to the code requirements 
for special locking arrangements.

   TYPE 2
Is the electrified hardware used to control 
egress indefinitely in a memory care  
facility or other HEALTH CARE UNIT where 
patients require containment for their  
security or safety? 

This application is called a controlled egress 
lock, which is only allowed in health care units 
where the clinical needs of patients require their 
containment to prevent them from leaving the 
facility unaccompanied; it is not allowed by the 
model codes in other types of occupancies. In 
health care units where controlled egress locks 
are installed, all clinical staff must carry the keys, 
codes, or other credentials required to operate the 
locks, and the unlocking procedures must be part 
of the facility’s emergency plan. The model codes 
include automatic release requirements that apply 
to some occupancy types.

For detailed requirements on electrified hardware 
that prevents egress from a health care facility 
until evacuation is needed, refer to IBC/IFC-2018: 
1010.1.9.7 Controlled Egress Doors in Groups I-1 
and I-2 / NFPA 101-2018: 18/19.2.2.2.5 (New and 
Existing Health Care), also refer to 20/21.1.3.6 (New 
and Existing Ambulatory Health Care).

   TYPE 3
Is the lock an ELECTROMAGNETIC LOCK, 
RELEASED BY A SENSOR above the door? 

There are two code sections that apply to 
electromagnetic locks, depending on the type 
of release devices installed (see also Type 4). An 
electromagnetic lock consists of an electromagnet 
in a housing mounted on the door frame and a 
steel armature mounted on the door. When power 
is applied, the magnet bonds to the armature 
and locks the door. Without the release devices 
mandated by the model codes, these locks would 
not allow egress when they are powered, so it is 
crucial to understand what is required by each of 
the two applicable code sections. 

One method of releasing a mag-lock is with a 
sensor above the door on the egress side that 
detects an approaching occupant and unlocks 
the lock. In past editions of the model codes, the 
section addressing this application was called 
Access Controlled Egress Doors, leading some to 
believe that this section was applicable to every 
door equipped with an access control reader. That 
was not the intent of the codes, so the section titles 
were changed to indicate that the sections apply 
only to locks released by a sensor – not to every 
door with access control. 

Note that some sensors mounted above the door 
are used by the security system to signal that 
someone has exited and may have nothing to do 
with the locking or unlocking of the door (this code 
section does not apply here).

For detailed requirements on electromagnetic 
locks released by a sensor, refer to IBC/IFC-2018: 
1010.1.9.9 Sensor Release of Electrically Locked 
Egress Doors / NFPA 101-2018: 7.2.1.6.2 – Sensor-
Release of Electrical Locking Systems.

   TYPE 4
Is the lock an ELECTROMAGNETIC LOCK, 
RELEASED BY A SWITCH in the door-mounted 
hardware? 

Another method for releasing an electromagnetic 
lock is via a switch in the door-mounted hardware. 
Instead of a sensor above the door, these systems 
use an electronic switch in the lever handle, panic 
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hardware or electronic touch-sensor bar to release 
the mag-lock for egress. This switch is often called 
a request-to-exit switch or RX/REX switch. 

This section would not apply to a door with an 
access control reader where the mechanical 
lockset or panic hardware allows free egress. It is 
only applicable to systems where a switch in the 
door-mounted hardware releases an electrified 
lock – typically a mag-lock.

For detailed requirements on electromagnetic locks 
released by a switch in the door-mounted hardware, 
refer to IBC/IFC-2018: 1010.1.9.10 - Door Hardware 
Release of Electrically Locked Egress Doors / NFPA 
101-2018: 7.2.1.5.6 – Door Hardware Release of 
Electrically Locked Egress Door Assemblies.

   TYPE 5
Does the door serve an ELEVATOR LOBBY 
that does not have direct access to an exit 
stairwell? 

The Life Safety Code permits electrified locking 
of elevator lobby doors if all of the criteria 
stated in the code are met. The lock must unlock 
automatically upon actuation of the sprinkler 
system or fire alarm system (except when the 
system is initiated by a manual fire alarm box) and 
upon loss of power to the lock. 

A two-way communication system must be 
installed in the elevator lobby to allow a building 
occupant to call for help. 

The IBC and IFC require elevator lobbies to have 
at least one door that leads to an exit. These codes 
do not currently include sections that would allow 
elevator lobby egress doors to be locked, although 
some states and cities have modified the I-Codes 
to allow an application similar to what is described 
in NFPA 101. 

For detailed requirements on egress doors serving 
elevator lobbies, refer to IBC-2018: 3006.4 – Means 
of Egress / NFPA 101-2018: 7.2.1.6.3 – Elevator 
Lobby Exit Access Door Assemblies Locking.

   TYPE 6
Is the door an interior fire door assembly 
leading to a STAIRWELL, where the lever 
handle on the stair side of the door is 
typically locked? 

In buildings where stairwell doors are locked on 
the stair side, the stairwell reentry requirements 

address the means of allowing reentry back 
into the building if the stairwell becomes 
compromised during a fire. This ensures that 
building occupants can leave the stairwell and 
find another exit, or shelter in place and wait 
for rescue. The unlocked stair doors also allow 
firefighters to access each floor. 

NFPA 101 and the I-Codes differ in how stairwell 
reentry is addressed. While the Life Safety Code 
allows some stairwell doors to be mechanically 
locked on the stair side, the IBC and IFC require 
all interior stairwell doors to be capable of remote 
unlocking from a switch at the fire command center 
or other approved location. 

Note that some stairwell doors may have hardware 
providing reentry on the stair side, in combination 
with another type of electrified hardware, such as 
delayed egress or controlled egress, on the egress 
side. These doors must meet the requirements of 
all applicable sections.

For detailed requirements on the reentry 
requirements for locks on the stair side of stairwell 
doors, refer to IBC/IFC-2018: 1010.1.9.12 - Stairway 
Doors and 403.5.3 – Stairway Door Operation / 
NFPA 101-2018: 7.2.1.5.8.

   TYPE 7
Is there an access control reader on the 
outside, that controls access while the  
door hardware provides FREE EGRESS AT  
ALL TIMES?

If yes, it is likely that the doors in question are 
not considered one of the “special locking 
arrangements.” The most common type of access 
control system includes a reader that controls 
access only – and does not impede egress in any 
way. The lever handle or panic hardware on the 
egress side allows egress the same way a door with 
standard mechanical hardware would. 

Currently, there is not a separate section in the 
model codes that is specific to access control 
systems that control access but do not affect 
egress. Because these systems are not considered 
special locking arrangements, they must comply 
with the code requirements for “normal locking 
arrangements” – the same sections that would 
apply to doors with mechanical hardware. 

These doors must be operable for egress with no 
key, tool, special knowledge or effort, and with no 
tight grasping, pinching or twisting of the wrist. 



Operable hardware must be mounted between 34 
and 48 inches above the floor, and one releasing 
operation must unlatch the door (with a few 
exceptions). Hardware for these systems is not 
required by the model codes to be listed to UL 294 
– Standard for Access Control System Units. 

The IBC/IFC Commentaries and the NFPA 101 
Handbook include information that clarifies that 
the sections on special locking arrangements do 
not apply to electrified hardware that allows free 
egress at all times – independent of the access 
control system.

For detailed requirements on egress through 
doors with “normal locking arrangements,” refer to 
IBC/IFC-2018: 1010.1.9 – Door Operations / NFPA 
101-2018: 7.2.1 – Door Openings.

CONCLUSION
When considering which code requirements must 
be followed, first identify which category the 
hardware falls into and then refer to the applicable 
code section(s). 

This summary is not intended to provide complete 
information about the types of electrified hardware 
referenced. More information can be found in the 
code sections listed with each application.

Keep in mind that state or local requirements may 
differ from those of the IBC/IFC or NFPA 101, so 
it is important to be aware of the codes in your 
project’s jurisdiction. Refer to the adopted codes 
for the detailed code requirements, and consult 
the Authority Having Jurisdiction if you need 
assistance. +

DHI offers a host of go-to digital sources for door security + safety professionals. Take your pick and be sure to
bundle with print to make the most of your industry exposure:

IndustryWatch E-newsletter: Delivers bi-weekly

IndustryWatch News Feed: 24/7 Industry News

DHI.org: The Industry Web Homepage

Product Focus: Multi-Sponsored Email 

InfoSpotlight: Dedicated Email 

E-Book: Custom Themed E-Booklet 

LEARN MORE! CONTACT KSVEEN@DHI.ORG
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your DS+S  
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ENGAGE YOUR AUDIENCE 
WITH DIGITAL ADVERTISING
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CHAPTER EVENTS

The DHI Buckeye Chapter was able 
to host its annual golf outing. It  
was a gorgeous day in July to tee 
off at the Bent Tree Golf Course in 
central Ohio.

With more than 85 participants, 
competition was fierce. With help from 
returning Chairman Marty Nicholas, the 
chapter saw another record-breaking 
year in member attendance.

In the end, the winning foursome 
included Erich Schroeder, Nathan 
Patton, Andy Jones and Caleb 
Pritchard. Dave Zampelli and John 
Strainer won closest to the pin 
competitions, Caleb Pritchard had the 
longest drive and Joe Mocella was 
the champion of the putting contest. 
Congratulations to all. 

 In addition to the participation by those 
on the greens, a number of sponsors 
stepped up, including 3SE Corp. LLC, 
ACSI, Allegion, Architectural Door 

Systems, Baldwin/Kwikset Spectrum Br, 
Banner Solutions, Barrett Goup, Bekon 
Group, Buckeye Sales, Cleveland Vicon, 
Dormakaba USA, Firehouse Tavern 
of Sunbury, IDN H Hoffman, Interior 
Supply, LaForce Inc, MPI, North Shore 
ASSA, Opportunity Knocks, Pritchard 
Sales Cons, SOS, Steelcraft, TND, and 
Trimco Hardware.

To escape the heat and celebrate, 
the chapter held a dinner reception 
afterwards led by Chapter President 
Gary Link. DHI President David M. 
Sylvester, PSP of 3SECorp joined 
the day of activities and received a 
Certificate of Appreciation. Others 
awarded included Libby Krupinski, 
recognized for her years of dedication 
in helping the chapter and for her many 
years teaching local courses for the 
Buckeye Chapter.

For information or to get involved with 
the Buckeye Chapter, contact Gary Link 
at link.gary@yahoo.com. +

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.

Buckeye Chapter Tees 
Off With DHI President 

DHI President David M. Slyvester, PSP, displays 
the Certificate of Appreciation he received.

Luke Monter, Ron Tenney, Joe Mocella,  
and Dan McQuate.
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Caleb Pritchard, Andy Jones, Nate Patton, 
and Erich Schroeder.

Front cart: Jon Strainer and Tony Starvaggi.
Back cart: Mike Vavro and Cliff Short.

Kara Love, Jodi Vermaaten, Sarah Edwards, 
and Ryan Wilson.

Chick Beckman, Jim Moss, Rich Beckman, 
Ralph Vosseberg, Dave Moss, and Greg Porta.

Mark Kuhn of Allegion, Jeff Tock of Allegion, Caleb Bandy  
of OHM Architects, and Adam Corwin of OHM Architects.

Josh Priest, George Krauss, James McClusky, 
and Fred Phillips, all with Interior Supply Inc.

DHI Buckeye Chapter President Gary Link recognizes 
Libby Krupinski for her years of dedication in teaching 
local courses for the Buckeye Chapter.
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COLUMNSHELF LIFE

MONEYBALL FOR 
DISTRIBUTORS 

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.

A FEW WEEKS AGO, I WAS ON A COACHING CALL WITH ONE OF MY 
CLIENTS AND WE STUMBLED ACROSS AN INTERESTING ANALOGY. 
WE WERE TALKING ABOUT HOW DATA ANALYSIS COULD RESHAPE 
THE WAY HIS SALES TEAM GOES AFTER CUSTOMER SEGMENTS 
AND EVEN PROSPECTS. HE SAID, “DID YOU EVER SEE THE MOVIE 
MONEYBALL?” 

Moneyball is a great baseball story 
about how the general manager of the 
Oakland Athletics uses an economic 
algorithm of player statistics, rather than 
the purely emotion-based “look good” 
evaluations from seasoned scouts, to 
create a winning ball club. 

After the end of the season, the general 
manager is invited to sit down with the 
owner of the Boston Red Sox. The owner 
says “I mean, anybody who’s not tearing 
their team down right now and rebuilding 
it using your model, they’re dinosaurs.” 

The quote from the owner of the Red 
Sox is what really stuck with me. If you 
don’t change, you will go extinct. 

As distributors, we are not going after 
a title or pennant, but we are striving 
to gain market share and win the battle 
of profitability. The analogy is crystal 
clear in my mind. Data is the answer. 
If we are not tearing down our sales 
process and rebuilding it using business 
intelligence, we will go the way of the 
dinosaurs, and we will not get to rebuild 
our companies. 

The way our sales teams pound the 
pavement, day in and day out, must 
change. With the pandemic, the change 
was forced upon us. This disruption of 
the status quo has given us the shove 
that will allow us to stop and say, “Is 
there a better way to drive sales?” 

I think there is. 

For years, selling organizations have 
viewed their employees in one of two 
ways: hunters or farmers. Hunters are 
thought to be salespeople who go after 
big orders and tend to look for the 
next big opportunity rather than work 
an account. The farmer is an account 
cultivator. They do not tend to make a 
big splash with an account, but work on 
building a long-term relationship with 
their customer base. The farmer tends 
to have a steady flow of smaller orders 
and does not usually go after the big 
opportunity like the hunter. 

Do we really have to be so predictable? 
Is there room for improvement to the 
traditional roles?

I constantly look for ways that data 
can help an organization become 
more efficient and serve to drive new 
opportunities. I use data analysis to 
discover new opportunities for existing 
customers. The opportunities report, 
as I like to call it, highlights category 
participation (purchases) by individual 
customers. Using this data, we can 
direct our salespeople to strategically 
ask for opportunities in product 
categories where there are little to no 
transactions. 

If I were to look at this approach using 
our traditional labels, I could say this is 
a “data-driven farmer.” Again, they work 
with their existing relationships and 
use data to find ways to strengthen that 
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relationship. Not fancy or flashy, just a 
smarter farmer. 

Where I find business intelligence 
to be interesting is working with the 
hunter. The hunter tends to be better 
at opening new relationships and 
discovering big opportunities. How 
can we apply data to this approach? By 
zeroing in on a specific customer type 
and building a profile of the types of 
products they were most likely to buy, 
our hunter is now armed with relevant 
information to close a new prospect. 

Product data is just one way to attack 
this challenge. Can we extract service 
data or even educational data? It all 
depends on what we capture up front. 

Our sales teams cannot conduct 
business the same way they did in the 
past. Come into the call prepared. Show 
the customer you know something 
about their business. Dig deeper than 
the next peddler who knocks on their 
door. This is where the new sales battles 
are won. By combining solid sales 
tactics with tangible transactional data, 
distributors can be one step closer to a 
winning season.

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

INDEMNITY – WHAT 
DOES IT REALLY MEAN?

THIS IS THE FIRST ARTICLE AFTER THE INTRODUCTION IN MY SERIES 
ABOUT CONTRACT CLAUSES. MY INTENT IS TO TALK ABOUT SOME 
OF THE MORE SUBTLE AND LESSER KNOWN CLAUSES THAT CAN 
HAVE A MAJOR IMPACT ON YOUR BUSINESS, BUT FOR THIS FIRST 
ONE, I WILL FOCUS ON A BIG ONE, INDEMNITY CLAUSES.

When I started reading contracts 
on a regular basis, I thought I knew 
what “indemnity” meant, but I did 
not understand the full extent of its 
implications. According to the dictionary, 
it is “a contractual obligation of one 
party to compensate the loss incurred 
to the other party due to the acts of the 
indemnitor or any other party.”

That may not be clear, so I like to use 
this example from our industry. Let’s 
say you get a call from an outside 
installer who is installing doors on one 
of your jobs. He tells you that one of 
your wood doors has an 86E prep with 
no function holes. He tells you that he 
is willing to cut the function holes at no 
charge to you, but he doesn’t want to be 
responsible if he makes an error.

You might say to him, “No problem, go 
ahead and do it and I won’t hold you 
responsible. If anything goes wrong, 
I will pay for it.” In effect, you have 
indemnified the installer in this situation. 
If he messes up that door in any way, 
even though it is his “fault,” you agree 
to cover the costs. This indemnification 
requirement, to some degree or another, 
is in every contract you sign.

There are three things to consider in 
each indemnification clause:

1. Who you agree to indemnify.

2. What you indemnify them for.

3. To what extent you will indemnify 
them.

Let’s discuss each of these.

WHO YOU INDEMNIFY
Most contracts are pretty consistent 
on the “who” and I don’t think it’s too 
controversial. Generally, the contract 
requires that you indemnify the owner, 
the architect/engineer, the contractor 
and all their agents and employees. In 
other words, everyone upstream of you 
on the project.

WHAT YOU INDEMNIFY
The next thing usually listed is what 
you agree to indemnify them for. 
This can vary, but there are a few 
things to watch for. The language 
from ConsensusDocs and the 
American Institute of Architects (AIA) 
were the norm for a long time, but 
recently contractors have started to 
increase the scope of this section. 
ConsensusDocs, for example, state 
that you indemnify the indemnitees (i.e. 
owner, architect, and contractor) for “all 
claims for bodily injury and property 
damage other than to the Work itself 
that may arise from the performance of 
the subcontractor’s work.”

The AIA family of agreements offer 
similar language, requiring you to 
indemnify these same parties “against 
claims, damages, losses, and expenses, 
including but not limited to attorneys’ 
fees, arising out of or resulting from 
performance of the Work, provided 
such claim, damage, loss, or expense is 
attributable to bodily injury, sickness, 
death, or to the destruction of tangible 
property (other than the Work itself).”

INSIDE CONTRACT 
CLAUSES

This informational article is provided by the Door and 
Hardware Institute (DHI) for informational purposes 
only. Determination of whether and/or how to use all or 
any portion of this article (or its contents) is to be made 
in your sole and absolute discretion. No part of this 
document constitutes legal advice. Prior to using this 
document, you should review it, along with applicable 
laws and regulations, with your own legal counsel. Use of 
this article and information is voluntary.

DHI does not make any representations or warranties with 
respect to this article or its contents. To the fullest extent 
permitted by all applicable laws, DHI and its members, 
officers, directors, employees and volunteers shall not be 
liable for any losses, expenses or damages of any nature, 
including, without limitation, special, incidental, punitive, 
direct, indirect or consequential damages or lost income 
or profits, resulting from or arising out of a company’s, 
individual’s or other user’s use of this article, whether 
arising in tort, contact, statute, or otherwise, even if 
advised of the possibility of such damages.
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The key similarity is the indemnity is 
limited to both injury and property 
damage. These are included for two 
reasons. First, these are the two most 
common claims, and second, both of 
these “damages” will likely be covered 
under your commercial general liability 
insurance policy. Limiting what you 
agree to indemnify to items covered by 
insurance provides you some financial 
protection.

For a long time this was the norm; but 
now we are seeing things that increase 
that scope significantly. For example, 
a contract may ask you to indemnify 
designated parties for “claims, damages, 
losses, and expenses but not limited 
to those attributable to bodily injury or 
destruction of tangible property.”

Another example that is even more 
expansive is “any and all claims, 
allegations, demands, damages, costs, 
expenses, penalties, work stoppage, 
attorney fees, and/or liabilities of any 
type or kind.” As you can see, these 
open your liability up to damages that 
may not be covered by insurance. 
For example, this could include loss 
of revenue for a hospital that can’t 
open, and as you will see in the next 
paragraph, you could be liable for 
all the lost revenue even if you were 
insignificantly responsible for the delay.

EXTENT OF INDEMNIFICATION
The last item is to what extent you agree 
to indemnify the indemnitee. Again, 
let’s look to AIA and ConsensusDocs 
because they use similar language, and I 
believe the language is reasonable. Their 
recommended language states that you 

agree to indemnify them (indemnitees) 
“but only to the extent caused by the 
negligent acts or omissions of the 
subcontractor or anyone for whose acts 
they may be liable.” This is fairly simple; 
to the extent I am responsible, I am liable.

However, this is not what is included by 
most contractors. The most common 
language is that you “indemnify the 
indemnitees for all damages including 
damages caused by the active or passive 
negligence of the indemnitees; however 
the indemnitor shall not be obligated to 
indemnify the indemnitee for their ‘sole’ 
negligence.”

Let me try to unpack this a little. 
Originally some contractors tried to 
include this without the final phrase. 
Without the final phrase the contractor 
is asking you to indemnify them for 
everything even if it is entirely the 
contractor’s own fault and negligence. 
The courts found this unacceptable 
and unenforceable, but by adding the 
words “the indemnitor is not obligated to 
indemnify the indemnitee for their sole 
negligence,” they made this enforceable 
in many states.

What this expanded language now 
says is, if and only if the contractor 
(indemnitee) is 100 percent responsible, 
is the contractor also liable. If the 
contractor (indemnitee) is not “solely” 
responsible, then they are 0 percent 
liable, and you (the indemnitor) are 
100 percent liable. So yes, this means if 
the contractor (indemnitee) can justify 
to a judge or arbitrator that you are 1 
percent responsible for any claim, then 
you are 100 percent financially liable for 
that claim. I found this hard to believe 

when it was first explained to me, but it 
is common language in most contractor-
to-subcontractor contracts.

As written, these indemnity clauses 
can be catastrophic to a company 
if something bad happens and an 
indemnitee can pin any culpability on 
you, no matter how small your role in the 
situation. A few things to consider:

1. Attempt to limit the type of liability 
to “expenses attributable to 
bodily injury, sickness, death, or to 
destruction of tangible property.” 
These are the damages for which 
you have insurance coverage. Also, 
both AIA and Consensus Docs use 
this language, so it has credibility and 
should be considered “fair” to all.

2. Watch out for indemnity to all but the 
contractor’s “sole negligence.” Try 
to include the language “but only to 
the extent caused by the negligent 
acts or omissions of the subcontrac-
tor….” This is also called “comparative 
indemnity,” which basically means that 
you are liable proportionately to the 
percentage that you are at fault. This 
language is also included in Consen-
susDocs, which should be a logical 
baseline for an agreement. Remember 
that several contractor associations 
helped develop these documents, 
including the Associated General 
Contractors (AGC) and the Associated 
Builders and Contractors (ABC).

The word “Indemnity” doesn’t sound like 
much, but it can be a true company killer. 
Working hard to negotiate and improve 
the indemnity language in your contracts 
might one day save you more money 
than any job you’ve ever won. +
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PROFIT IMPROVEMENT REPORT

Well, how else to describe 2020? Hasn’t everything about this year been random? 
Any logic to what’s going on? That’s the inspiration for this month’s column. 
Usually there’s an organized theme. Not this time. 

RANDOM
BY MARK J. BERGER, FDHI

A

REAL OPENINGS

A EXACTLY WHAT?
Neither the turnpiece nor the lever are horizontal. How does one see through 
the door skin to see if the lock is horizontal? What does any of this mean?

B INGENUITY 
Nice frosted pane on the door on the right. The door on the left had one too, 
until the wind grabbed the door and shattered glass all over the sidewalk. 
The storefront service person replaced the glass but told the manager there 
wasn’t anything he could do to adjust the door closer. So to overcome the wind, 
which stopped the door from fully closing, a bungee cord was tied around the 
5-gallon jug. Worked like a charm!

C MOST CHAIRS BLOCKING AN EXIT
I’ve lost track of how many photos we’ve had in this 
column over the years showing chairs blocking 
an exit (probably tied with slide bolts for the most 
images), but this one is the all-time winner. Not only 
are there stacks of chairs blocking the pair of exit 
doors, there are chairs blocking those chairs!

B

C
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D AT LEAST THERE’S NO DOOR
Museums. Always good for a violation 
or two. Rooms get closed off to update 
exhibits and the next thing you know…a 
blocked exit.

E NOT THAT RESTRICTED
This one made me smile. I love 
“Restricted Area” signs on exit doors 
and this one just beckoned me to see 
what was behind it. I didn’t see an alarm 
and there wasn’t a slide bolt, so I felt 
comfortable taking a peek. Then, as 
I approached, I realized I didn’t even 
have to press the panic bar to swing the 
door open. It’s not like the strike was 
ever there – no holes on the frame. End 
of story – nothing of interest behind the 
door. No clue why it was restricted, other 
than to see how many people like me 
would take the bait and have a look.

F ALMOST 
Plenty of innovative and creative products 
have been brought to market now that 
touching a lever or a pull is frowned upon. 
However, you need to make sure the 
solution matches the situation. Sure, I can 
pretend I’m as adept as Messi, Beckham 
or Pelè with my feet, but how exactly am I 
going to retract that latch?

G LAST WORTHLESS EVENING
What does an Eagles song from 
the Hotel California album have 
to do with a blocked opening? 
Back when we could still attend 
a public performance in an 
arena, I had the privilege of 
seeing the Eagles perform Hotel 
California live at Madison Square 
Garden. Dinner before the show had 
me in a restaurant with an eagle-eyed 
view of this exit.

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

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

D

E

F

G
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COLUMN

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.

PLANNING AND PRIORITIES 
WHILE THE BUILDING CONSTRUCTION ECONOMY IS IMPROVING 
IN MOST PARTS OF THE COUNTRY, THERE ARE NEW CHALLENGES 
RESULTING FROM THE COVID-19 PANDEMIC.

Is your company prepared to maximize on 
the opportunities of the new economy? 
Planning (company goals) and doing 
(employee objectives) are basic essentials 
for any company. However, there is a right 
and wrong way to do both.

Successful companies are developing 
company goals – what they want to 
accomplish, how to support them 
with employee objectives, and how 
management and employees will 
generate results from the goals.

• What = Company Goals for Focus
• How = Employee Objectives for 

Results
• What + How = Annual Priority Plan
It really works.

Consider these two questions:

• Does your company have annual 
goals that are time framed and 
measurable?

• Do your employees have 
objectives that are time framed 
and measurable, supporting the 
company goals?

If you answered “no” to either or both 
of these questions, your company 
needs to change.
As we talk to door and hardware 
distributors, many say their company 
does not have an annual priority plan. 
That’s a red flag in terms of not being 
prepared to maximize on opportunities.
In many of the articles we’ve written for 
Door Security + Safety Magazine, we’ve 
stressed the importance of priority 
planning and how it really improves 
results. Without a priority plan, the 
owner of the company is the only person 
who is accountable for the success of 
the company.

The employees establish what they feel 
are the company priorities and that means 
too many priorities are being worked on. 
Some of these priorities may not be as 
important as others to achieving success. 
In other words, the team is not focused.
Here are a few ideas to help you 
achieve success:
1. Set specific and measurable 

priorities (goals) for next year. Make 
sure you do not establish so many 
you cannot focus. Don’t exceed a 
limited number of goals.

2. Make all employees accountable for 
achieving the goals by establishing 
employee objectives supporting the 
goals and make sure they are specific 
and measurable with defined 
timeframes.

3. Monitor the results periodically 
throughout the year.

4. Link your performance appraisals, 
as well as salary and incentive 
compensation, to company goals 
and employee objectives.

You’ll be amazed how sales and profits 
dramatically improve. You will control 
costs much better as well.
We’ll leave you with a quote from Mark 
Twain, who said, “The secret of getting 
ahead is getting started.” 
Did your company start 2020 the same 
way it started 2019 or 2017? You get 
the message.
If you don’t have company goals at 
the start of the year, or they are not 
reviewed and updated on an annual 
basis, then it is the same every year. 
Best of class companies always have 
annual company goals supported by 
employee objectives.
How about your company? +

BEST BUSINESS 
PRACTICES
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DAVID GRAY, AHC, DIPGAI, MINSTAI, 
REGAI, is Operations Manager at  
Consort Architectural Hardware. Email: 
david@consortme.com.

BUILDING BIG IN MENA

This new column in Door Security + 
Safety magazine features interest-
ing insights from door and hard-
ware professionals from around the 
world. Their unique perspectives on 
how construction practices, access 
control systems, hardware, and 
certifications differ from the United 
States and Canada, where most DHI 
members operate, will offer a deep-
er understanding of the industry.

DAVID GRAY, AHC, DIPGAI, MINSTAI, REGAI, OPERATIONS MANAGER 
AT CONSORT ARCHITECTURAL HARDWARE, HAS WORKED IN THE 
DOOR AND HARDWARE INDUSTRY FOR 35 YEARS. 

Based in the United Arab Emirates (UAE), 
he works on projects across the Middle 
East/North Africa (MENA) region. 

“The immense scale of some of our 
projects is inspiring,” Gray reports.

From luxury hotels where design 
intent, look and feel is paramount, to 
international airports which require 
robust hardware with high security 
demands, his company has written 
specifications and supplied hardware 
in sectors including government 
buildings, hospitals, residential towers 
and developments, commercial 
projects,  retail and leisure, education, 
arenas, and galleries.

He recently earned his Architectural 
Hardware Consultant (AHC) after 
attending DHI technical schools.

“Coming from a European background, 
my knowledge of the industry in North 
America was relatively low when I started 
on this journey,” Gray explains. “I felt 
that the best way to gain proficient 
understanding of the industry was to 
attend the DHI schools, where I found 
the instructors friendly, helpful, and 
knowledgeable. With their expertise and 
guidance, I was able to attain my AHC 
qualification which was a proud moment 
in my career.”

The company he works for, Consort, is 
based in Birmingham, United Kingdom, 
and has offices in the UAE, South Africa, 
Qatar, Saudi Arabia, India, Philippines, 
United States, Pakistan and Hong Kong.

“We work closely with architects offering 
both North American and British/
European hardware solutions, with 
options for customized products to meet 
design requirements for niche projects,” 

Gray says. Many countries in the region 
adopt a mixture of international codes 
and standards.

“The region accepts both UL and 
European Norm (EN) door assemblies 
along with American National Standards 
Institute (ANSI) or British Standard/
European Norm (BSEN) tested 
hardware,” he reports. “For example, 
NFPA 101 is referenced in Chapter 3 
of the UAE Fire Life & Safety Code, 
so it is most important that you have 
an understanding of the country’s 
building codes and both ANSI and BSEN 
hardware in order to specify and provide 
a code-compliant solution.”

Communicating the differences in 
hardware to clients can be challenging.

“Our biggest task across the region 
is ensuring people understand the 
differences between North American 
and British/European hardware,” Gray 
explains. “This can quite often be a 
tricky task as stakeholders will prioritize 
different things, whether it is design, 
safety, or performance. Understanding 
the relevant code with a knowledge of 
product, application, performance, and 
fire requirements is critical as it enables 
us to provide code-compliant solutions 
for each opening.”

He notes that the best part of working 
in the MENA region is interacting 
with forward thinking architects and 
designers and collaborating to create 
customized hardware to bring their ideas 
to life.

“The pace at which projects move in the 
region through the build cycle is unique 
and offers the chance to see end results 
quickly,” he says. +
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IMPACT

The COVID-19 pandemic has slowed the 
access control business. In early 2020, 
DHI surveyed the industry and found 
strong growth driven primarily by new 
construction and security upgrades to 
existing systems.

The percentage of companies reporting 
more than 10 percent growth fell from 66 
percent in January 2020 to 29 percent in 
August. Those reporting that business 
is flat increased from 11 percent to 35 
percent, and 18 percent reported a 
business decrease.

On the positive side, 76 percent of 
companies report selling more touchless 
electrified hardware systems such as 
touchless actuators, automatic operators, 
and electrified door hardware.

Access Control Business Slows  
During Pandemic; Touchless Electrified 
Hardware Sales Increase

Access Control Business Growth Rates

(Percent reporting increased sales of these products)

How Distributors Build 
Collaboration Among 
Multiple Stakeholders 
on Projects

JANUARY 2020

AUGUST 2020

Grew More Than 
10 Percent

Grew Less Than  
10 Percent 

Business Flat 

66%

29%

 23%
18%

11%

35%

18%

Business 
Decreased 

Product Sales on the Rise 

“Insist on meeting with 
all of the stakeholders 

to receive input 
while working on the 

specifications.”

“Too many 
stakeholders can 

overwhelm a simple 
project. We go to the 
top and work down.”

“Know who is in front of  
you and communicate 

within their area and level of 
expertise. Teaching around 

questions that you raise helps 
both parties.”

Touchless 
Mechanical 
Hardware 
(Door Pulls)

Touchless 
Electrified 
Hardware 
Systems

Anti-
microbial 
Surfaces or 
Coatings

47% 76% 42%
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Access control systems can be 
deployed in almost any type of 
facility and with a varying range 

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

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

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

ACCESS CONTROL
SCALABLE SECURITY SOLUTIONS

AMERICAN DIRECT 29

BANNER SOLUTIONS 7

DORMAKABA 8–9, 39

GUARDIAN FIRE TESTING LAB 55

HAGER COMPANIES 63

JLM WHOLESALE 37

KRIEGER SPECIALTY PRODUCTS 13

SECURITY LOCK DISTRIBUTORS INSIDE FRONT COVER, 
 BACK COVER

TOP NOTCH DISTRIBUTORS, INC. INSIDE BACK COVER

TOWNSTEEL, INC. 27

SELECT HINGES 5

DHI ADS 

DHI CONNEXTIONS 40–43

DOOR AND HARDWARE INDUSTRY ASSOCIATE 
CERTIFICATE 15

DOOR SECURITY & SAFETY  
FOUNDATION CAMPAIGN 1

DOOR SECURITY & SAFETY  
FOUNDATION CONTRIBUTORS 52–53

EARN YOUR DHT 30

ENGAGE YOUR AUDIENCE WITH  
DIGITAL ADVERTISING 49
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COLUMN
CLOSING 
THOUGHTS

THE EFFECTS OF THE COVID-19 PANDEMIC ON BUSINESSES ARE 
DRAMATIC. NATURALLY, BUSINESS LEADERS WANT TO KNOW 
IF THEIR BUSINESS INSURANCE POLICIES CAN HELP IN THESE 
UNPRECEDENTED TIMES.

WORKERS COMPENSATION
Can COVID-19 cases be covered under 
workers compensation?  

This is a complicated question. 
Generally, for an accident or injury 
to be considered or covered under a 
workers compensation insurance plan, 
it must be within the course and scope 
of employment. Of course, this could be 
triggered if the affected workers could 
pinpoint that they were exposed at the 
work site, or in the course of performing 
their work activities, such as entering an 
infected customer’s premises, or on a 
business trip. 
However, for an illness to qualify under 
workers compensation, as opposed to 
an injury, it usually has to be caused by 
something specific or peculiar to that job 
– think black lung disease for miners. 
To complicate matters, each state 
has its own interpretation of “course 
and scope” of work that defines their 
statutes. It is not likely that COVID-19 
or any other pandemic occurring in a 
highly populated, wide geographic 
area would be considered a workers 
compensation claim. 
Realistically, time will tell. 

BUSINESS INCOME/EXPENSES
Could a business incur income loss or 
extra expenses because of COVID-19?  
Of course, but it would probably not be 
covered by insurance.
In general, business income and extra 
expenses insurance coverage is tied to 
direct physical damage. The coverage 
is for expenses and business losses that 
would not have occurred but for the 
direct physical damage.

If the local or federal government ordered 
a business closed, then “Interruption 
by Civil Authority” coverage could 
apply. This would extend coverage for 
earnings and extra expenses to include 
loss sustained while access to “covered 
locations” or a “dependent location” is 
specifically denied by an order of civil 
authority. However, this order must be a 
result of direct physical loss of, or damage 
to, property and COVID-19 does not 
cause property damage.

Even if a business owner argued that 
they were “dependent” on equipment 
suppliers for their business to function, 
the coverage says, “Coverage for 
earnings and/or extra expense is 
extended to loss of earnings or extra 
expenses that ‘you’ incur during the 
‘restoration period’ when ‘your’ ‘business’ 
is interrupted by direct physical loss or 
damage caused by a covered peril.” 
Again, physical damage is required.

Certainly, some lawyers will argue post-
COVID-19 that business income/extra 
expenses should be covered, but without 
direct physical damage, these coverages 
are not afforded under current policies. 

While each state has different statutes 
and rules and each insurance carrier 
writes a different policy, the information 
outlined here is generally accepted by 
most major insurance companies as an 
accurate interpretation of the policy 
language. 
Always check with your employment 
lawyer on the guidelines specific to the 
states in which you have employees. 

For more information or resources, 
contact Todd Miller at  
Todd@m-minsurance.com. +

INSURANCE AND COVID-19

TODD MILLER is Senior Vice President at 
Telcom Insurance Services Corporation 
(TISC)/M&M Insurance Associates. Email 
todd@m-minsurance.com. DHI has 
endorsed TISC to administer an insurance 
program for DHI members that includes 
coverage for property and casualty, 
directors and officers, employment 
practices liability, and professional liability. 
For more information visit www.dhi.org/
DHI/DHI/Membership/TISC.aspx.
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ONE SOURCE. 
ONE ORDER. 
ONE SHIPMENT.

Schlage HL Series

Making where we heal, learn, work and eat safer.
Top Notch now carries a variety of Allegion products with antimicrobial finish.  

Contact your Top Notch Sales Representative to learn more! 

Call 800.233.4210 today or visit www.topnotchinc.com

Antimicrobial Solutions
High traffic, public use areas are ideally  
suited to antimicrobial coated door 
hardware. With hundreds or thousands of 
people accessing these areas every day, 
safety should be top of mind. Adding door 
hardware with an antimicrobial coating can 
make a big difference by inhibiting the growth 
of bacteria on these high-touch surfaces.

Note: Antimicrobial coatings are not a substitute for good hygiene such as hand washing 
and regular cleaning of the products. Allegion makes no representations or guarantees, 
express or implied, as to the efficacy of the antimicrobial coating.

Follow Top Notch Distributors On Social Media



SECLOCK.COM   |   800-847-5625

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

YOU NEED 
the Power Supply.

YOU NEED  
the Electric Strike.

YOU NEED  
the Stocking Door 
Hardware Expert.
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