
With same-day shipping, our combined network of 10 distribution centers 
serves over 90% of the US population with next-day delivery. There isn’t 

another wholesaler with a network as robust as Banner Solutions.

READY FOR 
DELIVERY:

YOUR
NEXT

SOLUTION

Redefine your expectations at: BannerSolutions.com

WE ARE NOW BANNER SOLUTIONS

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



FEATURES

6 COVID-19 PLUSES 
AND MINUSES FOR 
THE DOOR AND 
HARDWARE INDUSTRY
The COVID-19 crisis is 
affecting businesses across 
the board. The short-term 

optimism for late 2020 
and beyond is strong. 
Unexpected opportunities 
have also emerged.
BY AL RICKARD, CAE

12 THE CHALLENGES 
OF CONDUCTING 
FIRE AND EGRESS 
DOOR INSPECTIONS 
DURING COVID-19
Fire and egress door 

through the COVID-19 

opportunities.
BY HAL KELTON AHC/CDC, CFDAI, CDT, RCI

18 BUILDING A 
FOUNDATION TO 
UNDERSTAND 
CODES

accessibility standards and 
more are often a labyrinth 
of sometimes competing 

fundamental questions.
BY LORI GREENE, DAHC/CDC, FDAI, FDHI, CCPR

22 THE IMPORTANCE 
OF MENTORSHIP
Have you ever served as a 
mentor or been mentored 
by someone? One DHI 

both credits much of his 
success to his mentor.
BY DAVID R. BECKHAM, AHC, FDAI

26 THE ADVANTAGES 
OF MOBILE 
APPLICATIONS AND 
CREDENTIALS
The future of access is 

effective and touchless. 
BY NICK EALY

31 2020: A NEW 
DECADE FOR HIRING
Diversity and inclusion are 
essential elements in today’s 
hiring strategies. This article 

on this important topic.
BY SUSAN FLOWERS, DAHC/CDC, FDAI, FDHI

VIDEO  Transforming Expectations – Banner 
Solutions Delivers End-to-End Door Security 
Solutions

VIDEO  Banner Solutions Makes the Complex 
Simple – Services for Glass Storefront Door 
Hardware and Security Solutions

ABOUT THIS ISSUE

The year 2020 has been tumultuous and unpredictable for door 
security and safety professionals, their companies, customers, 
and suppliers. Door Security + Safety magazine chronicled many 
developments and continued to provide technical and business 
news, advice and resources to DHI members and stakeholders. 
This issue compiles the best articles of 2020 and presents them 
in this digital-only format. DHI thanks Banner Solutions for 
sponsoring this special “Best of 2020” issue.

BEST OF 2020   DOOR SECURITY + SAFETY 2



Media & Editorial Board
Chair
Ginny Powell,

Hager Companies 

Steve Adams, DHT
HMF Express

David Beckham, AHC,
FDAI, DHI Board of 
Governors, Cook & 
Boardman Group, LLC

Heather Butler, Allegion
Craig Chabot, AHC, CDC, 

CSI, Norwood Hardware 
and Supply Co.

Taylor Fischer,
Negwer Door Systems  

Ed Harris, AHC, CL, 
CDT, LEED-AP,  
dormakaba USA Inc.

Justin Hendricks, FDAI,
Intertek

Brendan Kamps, DHT, DHC, 
CFDAI, H. Stephen Jones 
and Associates

Karl Kretsch, Kelley Bros. 
Kerby Lecka, Westlake 

Marketing Works
Jonathan McKinney, DHT, 

DHC, Jeske Company
Bob Settle

Cook and Boardman
Maranda Thompson,

Securitech
Kenny Webb, ASSA ABLOY
Jacob Wexler, FDAI

Legacy Manufacturing LLC

©  Copyright 2020 Door and Hardware 
Institute. All rights reserved. Nothing 
may be reprinted without permission 
from the publisher.

Interim Chief Executive 

Vice-President of 

and Technical Activities

Director of Publications
Alexa Schlosser

Editor 

703.402.9713

Associate Editor
Alexandra Walsh

301.523.3318

Advertising Manager

202.367.1229

Design
tgdcom.com

DHI’S PUBLICATION FOR DOOR SECURITY + SAFETY PROFESSIONALS

Door Security + Safety (ISSN 2577-0128 (online) Copyright © 

367-1134 to subscribe. 
Editorial Policy:
of individuals and companies in the door and architectural 

The magazine cannot guarantee the validity or accuracy of any 

authoritative information on the subject matter covered. The 

publisher is not engaged in rendering legal or other expert 

of a competent professional should be sought.
Advertisements and product information do not constitute an 

publisher reserves the right to reject any advertising. Advertisers 
and their agencies assume liability for all advertising content 
and assume responsibility for any claims that may arise from 

suitable placement of advertising but assumes no responsibility 
in this regard.

to Door  Security + Safety

as unconditionally assigned for publication and copyright 
purposes and is subject to the editor’s unrestricted right to edit 
and comment editorially.

BEST OF 
2020 ISSUE

4   IN TOUCH
BRENDAN DEELY

44 DECODED
 LORI GREENE, DAHC/CDC, FDAI, FDHI, 
CCPR

48 INSIDE CONTRACT CLAUSES
 BILL TRIMBLE, AHC

50 BEST BUSINESS PRACTICES
 RICHARD VOREIS AND RICK LIDDELL

52 SHELF LIFE
 JASON BADER

58 CLOSING THOUGHTS
 MICHELE GAY, M.ED

COLUMNS

34 TAKING ACTION TO ENHANCE 
SCHOOL SAFETY

acted to improve safety and 
security in his district through 

BY TOM CZYZ

37 SEAMLESS SECURITY 
INTEGRATION FOR A NEW 
SCHOOL

special needs school to open this 
fall amidst pandemic challenges. 
BY ERIC SCHAEFFER

40 NEW INTEGRATED LEARNING 
SPACE AT NORTH CREEK HIGH 
SCHOOL 

BY TYSEN GANNON

42 FACIAL RECOGNITION AT MLK 
COMMUNITY HOSPITAL
3D facial authentication delivers 
frictionless access control.
BY VINCE GAYDARZHIEV

CASE STUDIES

51 INTERNATIONAL INSIGHTS
TIMOTHY JAMES PERRY

54 PROFIT IMPROVEMENT REPORT
 ALBERT D. BATES

56 REAL OPENINGS
MARK J. BERGER

DEPARTMENTS

3DOOR SECURITY + SAFETY  BEST OF 2020

56

31

40



BRENDAN DEELY is Chief Executive 

IN TOUCH

EVOLVING FROM ADAPTATION  
TO INNOVATION

THERE HAS BEEN NO SHORTAGE OF NEWS OUTLETS AND TALKING 
HEADS PONTIFICATING ABOUT THE IMPLICATIONS OF 2020 ON 
BUSINESS, SOCIETY AND THE WORLD AT LARGE. ANY ATTEMPT TO 
IMPART SOME BRAND-NEW PERSPECTIVE ON A YEAR THAT HAS 
HOSTED SO MANY MAJOR HEADLINES AND CHALLENGES WOULD 
JUST BE MORE NOISE.

context of our business and the door and 

Part One: Adapt to Survive. This 

to a single challenge is far easier than 

employee safety by implementing 

control our reaction to the situations 

the face of change. The strategy needs 
to be adaptable and leave room for us 
to seize opportunities that result from 
uncontrollable forces. 

Part Two: Innovate to Thrive. In a year 

innovation is not forced on any of us; 

Successful innovation marries customer 

something Banner Solutions explored 

Entrance.” While everyone in our 
industry must provide products that 
provide safer access and egress 

deliver frictionless solutions that provide 
better security intelligence and a better 
visitor experience (innovation).

different set of services around electronic 

the catalyst for innovation. The year 2020 
brought more attention from the general 

year before. As the collection of articles 
Door 

Security + Safety
let’s continue to pursue innovation 
beyond just adaptation to deliver safer 
and more convenient openings for all. +
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COVID-19 
PLUSES AND 
MINUSES 
FOR THE 
DOOR AND 
HARDWARE 
INDUSTRY
The COVID-19 crisis is affecting businesses across 

optimism for late 2020 and beyond is strong. 
Unexpected opportunities have also emerged.

BY AL RICKARD, CAE

The COVID-19 pandemic 
has had a strong impact 
on every company and 
individual in the door 
and hardware industry. 
DHI CEO Jerry Heppes, 
Sr., CAE, calls this “truly 
unprecedented times.”

DHI acted quickly to update members 
about the crisis and engage with 
policymakers to ensure that door 
and hardware businesses were 
deemed essential in legislation that 
now governs which businesses are 
permitted to operate during the crisis.

“It is times like these that our 
association can become an incredible 
resource for information, strategy, 
insight and comradery,” says Jason 
Bennett, president of Trimco Hardware 
and a member of the DHI Board 
of Governors. “DHI has access to 
information from many sources 

provided to members. Keeping our 
members safe, being a resource for 
understanding various government 
programs, and advocating for our 
industry to be essential helps members 
make the best decisions for their 
companies.”

DHI created a COVID-19 web page at 
www.dhi.org/COVIDSolutions that 
provides reference materials and 
links to help members make informed 
decisions. It is continually updated. 
DHI also conducted an industry survey 
in late March and gathered input from 
distributors, manufacturers, sales 
agents and others such as inspectors 
and locksmiths. Results are reported 
in this article.

This article reviews the impact of 
COVID-19 on the door and hardware 
industry, including results of the 
DHI survey.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE MAY 2020 ISSUE.

BEST OF 2020   DOOR SECURITY + SAFETY 6



There is also an email hotline at 
covidsolutions@dhi.org where 
members can send COVID-19-related 
questions and/or concerns. See the 
sidebar, “DHI Posts Critical COVID-19 
Resources,” on page 13.

CONSTRUCTION 
INDUSTRY IMPACT
Many news reports in the DHI 
Industry Watch e-newsletter have 

construction projects across North 
America.

Dodge Data and Analytics Chief 
Economist Richard Branch led 
a webinar on April 9, 2020 that 
reported updated Gross Domestic 
Product (GDP) projections, delivered 
results of a construction industry 
survey conducted in late March, 

construction starts in 2020 and 2021.

The Dodge GDP forecast for 2020 
is -2.5% in Q1, -18.3 in Q2, +11.0 in 
Q3, and +2.4% in Q4, reported in 

He cited four factors impacting the 
construction industry:

1. Virus impact on workforce.
2. Local bans/pauses on 

construction activity
3. Economic impacts
4. Supply chain impacts

“March was a tale of two months,” 
Branch observed, noting the 
consistent early March activity 
followed by the late March downturn 
as the crisis kicked in. “Second 
quarter project starts will be down 
but in Q3 and Q4 and into 2021 they 

Recent and projected construction starts 
in several key sectors of comm-ercial 
buildings and institutions are reported 
in the Impact column on page 58 of this 
issue of Door Security + Safety.

Sixty-seven percent of contractors 
surveyed by Dodge in late March 
said their companies are experi-
encing delays due to COVID-19. 
Forty-eight percent report chall-
enges in getting onsite workers and 
38 percent have difficulty obtaining 
materials.

As Figure 1, “Impact of COVID-19 on 
Construction Contractors,” shows, 
high percentages of contractors see 
COVID-19 have some level of impact 
on their businesses now, three 
months from now, and six months 
from now.

IMPACT ON DOORS 
AND HARDWARE
The industry survey DHI conducted 
in late March included input from 
distributors (48 percent of respondents), 
manufacturers (25 percent), sales 
agents (10 percent) and others such as 
inspectors and locksmiths (17 percent).

As Figure 2, “Business Impact From 
COVID-19” shows, between 15-21 percent 
of respondents saw no decline or less 
than a 10 percent decline. The largest 
group of respondents (28 percent) noted 
a 10-25 percent decline. 

Little to no Moderate High or 
very high

Currently 34% 27% 39%

In three months 12% 38% 47%

In six months 36% 26% 29%

IMPACT OF COVID-19 ON CONSTRUCTION CONTRACTORS
COVID

Contractor responses 3/19–3/31

Source: Dodge Data & Analytics.Figure 1

BUSINESS IMPACT FROM COVID-19

7%

12%

18%

26%

16%

22%

More than 75%

50-75%

25-50%

10-25%

Less than 10%

Not Declined

Figure 2 Source: DHI
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As shown in Figure 3, “Business 
Actions From COVID-19,” actions 
taken by customers to suspend 
business and/or institute new 
procedures for working on projects 

respondents. Seventy-six precent of 
respondents saw customers instituting 
new procedures for working on 
products and 69 percent noted their 
customers were suspending business, 
but not cancelling business. Notably, 
only 12 percent suspended projects 
because of the risk of contracting or 
spreading COVID-19.

Survey respondents were asked to 
comment about the COVID-19 crisis 
and what it has meant for their 
business. Their comments and insights 
are reported below.

DISTRIBUTORS SHARE INSIGHTS
Approaching what is usually the busy 
summer season for new construction, 
the timing of this slowdown is another 
disrupting factor. 

“As a distributor, we are caught in the 
middle of the cash cycle, so this will 
impact us greatly,” one respondent 
said. “Quoting has not slowed down, 
but orders have virtually stopped. Our 
backlog is healthy but our resources 
to keep our workforce whole are 
evaporating quickly. We are in survival 
mode until new construction resumes.”

However, one distributor saw an 
increase in business, saying, “Our 
business has ramped up since the 
shutdown. We are bidding more 
projects, closing more work and 
releasing more materials into 
production full speed ahead, ironically 

in the New York market. We are still 

Other distributor comments included:

 Several bid opportunities have either 
cancelled or been delayed. We can 

impact has not been felt yet.

 Fear in the market is slowing down 
the number of projects bidding in 
the short term.

 Ninety percent projects are put 
on hold – no new projects in last 
two weeks.

are on hold and people just aren't 
spending money unless they 
absolutely have too.

Another distributor said, “A large 
portion of our business is driven by 
the hospitality and entertainment 
industries, which have been decimated 
by this pandemic. We have incurred a 

and other initiatives that were in 
development.”

DISTRIBUTORS SEE DROP 
IN AFTERMARKET BUSINESS
While certain sectors of the market 
remain relatively strong, others have 

“The construction business is still 
strong,” a distributor said. “Calls for 
aftermarket projects have slowed.”

Another observed, “It’s very early 
in the game, but we see a significant 
reduction in short-term shipments/
billings due to jobsite disruptions. 
Also, our aftermarket incoming 
business has dropped off 33 percent 
or so.”

Distributors also depend on a reliable 
supply of products to serve their 

in some cases.

“Contract work is hindered by 
material price increases and a lack of 
material,” a distributor commented.

“There is a lack of consistency 
in state/provincial governments' 

that are leading to additional supply 
chain challenges,” another distributor 
explained.

BUSINESS ACTIONS FROM COVID-19

69%

77%

44%

12%

26%

Suspending business due 
to slowdowns or shutdowns

Instituting new procedures 
for working on projects

Seen an interruption in our supply 
chain for necessary products

Suspended projects because 
of the risk of contracting or 

spreading the virus

Reduced workforce with 
layoffs or other actions

Figure 3 Source: DHI
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DISTRIBUTORS GO REMOTE
Several distributors reported increased 
levels of remote operations.

“We are trying to keep people 
healthy by working from home where 
possible and keeping them busy with 
quote follow up and an emphasis on 
receivables,” one said.

Another noted a challenge in this area: 
“We have had to work remotely, which 

to keep track that everyone is on top of 

for a manager to tell if his/her team has 
anxiety over these new work directives.”

to limit contact,” another explained.

One distributor said the crisis “allowed 

opportunity and work out some of the 
challenges that need to take place.”

MANUFACTURERS 
OPEN FOR BUSINESS
“We are open for business,” one 
manufacturer said in the DHI survey. 
“Each day brings new challenges and 
changes.”

Another related, “We are in full 
manufacturing mode. Overtime 

employees working remotely from 
home. We had one major OEM account 
suspend shipments until further notice. 
I anticipate orders from our contract 
hardware and wholesale accounts will 
start to decline. How rapid a downturn 
I cannot predict at this time. I 
anticipate our accounts receivable will 
dramatically be extended to 90 days+ 
as some customers either cannot pay or 

One manufacturer observed, “The 
cadence of work across the country 

days to allow management to generate 
protocols and labor plans.”

A manufacturer said, “We 

our workforce. We are able to keep the 
others employed through this. We are 

to work from home one week at a time. 
That way we always have someone in 

needed paperwork. We have talked 
with our manufacturing team on 
numerous occasions, stressing to them 
the importance of hand washing, social 
distancing, and protecting each other 
so we all stay healthy.”

CRISIS OPPORTUNITIES
DHI survey respondents were also 
asked if the crisis created any new 
opportunities for their businesses 
due to changes in health care and 
security needs or other factors. Several 
reported positive stories.

DISTRIBUTORS 
FIND NEW BUSINESS
“We are providing doors to the local 

areas,” a distributor said. “These have 
not been huge orders, but we have been 
able to provide the needed support 
to the hospitals as we are considered 
essential in Maryland.”

Another remarked, “We have been 
contacted by numerous facilities for 

frame with glass with a speaker hole 
and letter slot we have been able to 
provide service in a new way.”

DHI POSTS 
CRITICAL 
COVID-19 
RESOURCES
DHI created a 
COVID-19 web page 
at www.dhi.org/
COVIDSolutions that 
provides reference 
materials and links to 
help members make 
informed decisions. It 
is continually updated. 
Some important 
resources include:

 World Health 
Organization (WHO) 
and Center for Disease 
Control and Prevention 

legislative updates 
from organizations 
such as the U.S. 

U.S. Department of 

 Human resources advice 

 Upcoming and 

 Status of upcoming 
DHI events
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Other comments from distributors 
regarding health care facility work 
include:

 Hospitals are ordering frames, 
doors and hardware to set-up triage 
areas.

 In healthcare projects we have been 
asked to deliver product sooner 
than originally scheduled.

 In our area the hospitals have 
slowed and/or put on hold some of 
the upcoming renovations, while 
business at some of the outpatient 
clinics have increased.

 We have addressed some immediate 
health care facility needs and some 
work on temporary structures.

 Hospitals and medical facilities as 
well as other places are upgrading 
security.

A distributor explained, “Some 
government funds are being released 
as stimulus for rehabilitation or 
maintenance projects.”

Another said, “We anticipate increased 
infrastructure spending to assist with 
economic recovery.”

Heightened sensitivity to good health 
may mean other opportunities ahead. 
A distributor explained, “We are more 
aggressively promoting the use of 

the past, there was agreement from 
facility manager that it was a good 
thing. However, many objected to the 
additional costs. We hope objections 
will be less going forward.”

Two manufacturers also weighed 
in on this topic, saying, “Customers 
are looking more at antimicrobial 
products,” and, “Opportunities to 
specify copper alloy products will 
arise.”

One distributor saw this positive 
development in the crisis: “One 
opportunity it created is the ability to 
strengthen the relationships with our 
customers.”

MANUFACTURERS 
SEE SOME BOOSTS
“We're working at a fast pace on a 
special opening for a mobile pop-up 
hospital,” one manufacturer reported.

Another said, “Break-ins are on the 
rise, so we see growth in forced entry 
products.”

Still another commented, “We see 
some new opportunities to leverage 
technology.”

LEADERSHIP AND 
UNITY A SILVER LINING
Some manufacturers see a silver lining 
with increased leadership and unity 

“It's created an urgency,” one 
manufacturer said. “We're seeing 
leaders at all levels step up. It's 
showing the values and character of 
our company in a positive and caring 
light.”

Another reported, “We are fortunate 
to have a great team that has rallied 
around the crisis and quickly adapted 
to the challenges of COVID-19.”

Still another commented, “There is 
an increased sense of unity among 
employees.”

A distributor said, “Everyone in our 
business has stepped up is and doing 
their part to protect themselves and 
those around them. The challenge 
is like nothing any of us have ever 
seen and we must all do our part to 

CONSTRUCTION A 
LEADING INDICATOR
In looking toward construction 
as a leading indicator, one door 
and hardware distributor said, 

delays will provide a vision 
downstream so we can prepare for a 
slowdown rather than have to react 

response.”

BENCHMARKING 
IN THE COVID-19 
CRISIS

entered March riding the 

expansion that began in 2009. 

and the coronavirus pandemic 

depression.

distributors to participate 
in the annual DHI Financial 

times some companies 
survive better than others. 
The present-day environment 

persist compared to those that 
struggle.

is impacted in 2020. Some 

times better than others.

To participate in the annual 

Members can login at DHI.org 
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Interestingly, Dodge Data & Analytics 
reported that the number of non-
residential building projects entering 
early planning stages in late March 

compared to the same late March 

this drop was perhaps less than 
expected given the shutdown of most of 
the economy during that 2020 window.

contractors to remember as the 
construction industry endures an 
unusual 2020 business cycle:

1. Be prepared for a painful Q2.
2. Quarterly patterns matter.
3. 2021 will be better than 2020.
4. 2022 will be better than 2021.
5. There are lots of projects in the 

pipeline. Be aggressive, be creative!

BUSINESS LESSONS 
TO CONSIDER
John Mackay, managing partner at 
Mackay Research Group, a company 

for distributor companies and is a 
partner of DHI, observes, “In 2009 
price cutting was rampant. When 

instinctively resort to reducing prices 

if they are going poorly.”

But he explains that in a down market, 
cutting prices only makes things more 
challenging. “For every $1 million in sales, 

a 1 percent gross margin reduction means 

Mackay notes the current crisis is not 
caused by a lack of demand as was 
the case in 2009. Rather, it is caused 
by a pandemic.

He also cautions, “Don’t lower the 
investment in Inventory. You can’t sell 
what you don’t have. When demand 
does re-emerge, you need to have an 
adequate in-stock position.”

A distributor who responded to the 
DHI survey also said, “This reminds 
us in a big way the need to maintain a 

the best of times.”

A sales agent commented in the DHI 
survey, “Factory shutdowns, even 
when temporary, have reminded me 
that we as a society and industry 
are accustomed to quick service 
and answers. Delays in response, or 
inaccessibility to technical support 
and technical information, can create 
dramatic interruption. Being used to 
quick service is both a blessing and a 
curse, for both provider and recipient.”

DOORS AND HARDWARE 
MAKE A DIFFERENCE
A door and hardware distributor 

midst of the crisis:

“This is an opportunity to remind 
the industry and the world how 
important we are to slowing the 

spread of the virus. Among other 
things, our industry is here to provide 
support in times of crisis. Labs are 
conducting their pharmaceutical tests 
behind the very doors the industry 

and installed. Properly functioning 
automatic operators are also essential 
in stemming the virus.” 

Heppes noted, “The coming weeks and 
months will be challenging for DHI and 
the industry, but collectively we are all 
doing what we can to mitigate the crisis 
and take advantage of the economic 
rebound that we know is ahead.” +

AL RICKARD, CAE
is editor of Door 
Security + Safety 
magazine. Email: 

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

— A door and hardware distributor
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The Challenges of 
Conducting Fire and 
Egress Door Inspections 
During Covid-19

BY HAL KELTON AHC/CDC, CFDAI, CDT, RCI

Fire and egress door inspectors 

COVID-19 pandemic, including 
new opportunities.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE NOV/DEC 2020 ISSUE.
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began to grow as expected.

Centers for Medicare & Medicaid 
Services (CMS) and The Joint 
Commission began enforcing annual 

ambulatory care facilities in January 
2018. Regulatory communities in 
many states, counties and cities also 

commercial construction projects.

In Canada, most provinces have 
adopted a version of NFPA 80, 2007 
or newer. When it comes to NFPA 
101, a handful are still on an earlier 
version than 2012. The enforcement of 

and inspections in new construction is 
left to local municipalities.

The COVID-19 Challenge
Who would have ever predicted the 
unprecedented challenges we were 
going to face in 2020 and going 
forward? COVID-19 impacted our 
lives and livelihoods in a way not 
experienced for at least a century.

For me, working from home was 
nothing new. I’ve done this for the last 
25 years in my roles as regional sales 

door inspector and software developer. 
While I was quite comfortable in my 

on the road and face-to-face in a cus-

in a health care facility.

When schools and businesses 
began to shut down in March and 

door inspections came to a complete 

at home were a welcome break from 
feverishly attempting to source toilet 
paper, the uncertainty of what was 
happening was quite overwhelming.

In the days that followed as we all 
slowly adjusted to the “new normal,” 
I was surprised to hear that my state, 
California, had quickly deemed what 
I do as “essential.” Don’t get me 
wrong – I feel our industry is crucial 
to the infrastructure of this nation’s 
built, secure and safe environment. 
But to see it in writing, during such 
a historic time, was something else. 
DHI lobbied hard in the early months 
of the pandemic, helping ensure 
the designation of our industry as 
“essential.”

It was time to get back to work, but 
what would that look like? How could 
we all do our jobs and what restrictions 
would be in place to help ensure a safe 
work environment for everyone?

Sean Hayes, AHC, CFDAI, Branch 
Manager at Allmar, recalled how his 
operation “adapted quickly, creating 
a contactless drive-through” to 

their distribution center in Regina, 
Saskatchewan, Canada.

was in early April and it began with a 
long questionnaire via email. I had to 

respond to the email with my signature 
at the end and it had to be reviewed 
and approved before I would be 
allowed on-site. The questions ranged 
from my general health condition, 
to people I live with, any travel I did 
during the last six months, etc.

Signs such as these with COVID-19 information are 
common in hospitals.
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There was also a list of new rules 
to follow and temperature checks 
before accessing the building. 
Facemasks and social distancing 
were mandatory, no more than three 
people were allowed in an elevator, 
and only a certain amount of people 

Tighter Rules in Healthcare
The healthcare market had a much 

workers. It would be months into 
the pandemic before non-medical 
personnel were allowed back on most 
campuses.

One exception I found was for facilities 
that were near completion and on 
the fast track for occupancy or the 
re-occupancy of recently closed 
facilities as states and hospitals were 
evaluating all potential sites for 

It wasn’t until I went back to conduct 
one of my regular hospital inspections 
that COVID-19 appeared front-and-
center like never before. There were a 
handful of openings to wrap up a nice-

“COVID-19 Patient” ward of this facility.

As I approached the temporary secured 
entry, I was greeted by a nurse who 
asked me detailed questions. She 
also presented the facility disclosure 
statement for how many patients with 
COVID-19 were currently on-site.

an N95 mask and an isolation gown. 
At that moment I recalled the other 
questionnaires from other projects 
I have conducted since April. I also 
looked ahead at my increasingly 
growing list of pending inspections.

Almost always one of the questions to 
gain entry into a building was related 
to “knowingly having been around 
someone who has/had COVID-19.” If I 
stepped into this area of this COVID-19 
care facility it would essentially 
preclude me from doing any work for 
the next 14 days at a minimum as I 
self-quarantined.

FIGURE 1. INSPECTION BUSINESS EFFECT SINCE MARCH 2020

Source: DHI Survey of Credentialed Fire and Egress Door Inspectors

Increased 
more than 50%

Increased 
more than 25%

Increased 
10-25%

Increased less 
than 10%

No change

Decreased less 
than 10%

Decreased 
10-25%

Decreased 
more than 25%

Decreased 
more than 50%

2% 2% 2%
4%

31%

2%

22%
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FIGURE 2. SAFETY REQUIREMENTS DURING INSPECTIONS

Source: DHI Survey of Credentialed Fire and Egress Door Inspectors
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Also not knowing if I was actually 
part of an at-risk demographic, the 

this day I decided not to go in. I would 
reschedule when the facility no longer 
had COVID-19 patients. I’ve talked to 
colleagues who have taken on these 
risks from day one.

repair specialists who have remained 
at healthcare and commercial 
campuses throughout this epidemic, 
providing the services needed to 
help these facilities maintain their 
life-safety requirements. I stand and 
applaud their courage, commitment to 
their craft and their customers.

For example, as Paul Goldense, 
FDAI, put it, “We’ve never left.” 
Paul’s company, Goldense Building 

egress doors at its healthcare clients 

remain compliant throughout this 
pandemic. Their presence was so vital 
to the hospitals daily operation they 
were asked to continue working while 
taking the same daily PPE precautions 

Inspection and repair companies 
are such an integral part of the daily 
operation of healthcare facilities; the 
thought of not having them around can 
be daunting to many.

What Inspectors Are Seeing
The business of inspections has 
been severely impacted by COVID-
19. More than half of inspectors 
responding to a DHI survey reported 
a decrease in inspection business and 
28 percent said more than half their 
inspection business disappeared 
or was postponed. Conversely, only 
10% said their inspection business 
increased.

One survey question asked, “What 

business from COVID-19?”

Answers ran the gamut and provided 
insight into market forces and shifting 
customer demands.

“Our business is 75 percent end-user 
health care maintenance and we were 
locked out of hospitals for three to 
four months,” one inspector said.

plant-ons in hospitals.”

in business – no one has money to 
spend,” and “Inspections have dried 
up for both health care and budget 
reasons.”
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Expanding the Inspection Market
With CMS and The Joint Commission’s 
enforcement of NFPA 80, 2010, it 
makes sense that the DHI survey of 
inspectors showed 30% reported most 
of their work was in healthcare. 

What can inspectors do to broaden 
their reach? The answer is to take 
this opportunity to expand into new 
markets.

It’s clear that there are as many 
potential outcomes as there are 
ways of viewing what has transpired 

inspections and job site consultations 
I conducted in April were completed 
with trepidation, I was not going to 
miss opportunities to get out and 
conduct any inspections. 

Perhaps there are opportunities amid 
this chaos. With university campuses 
essentially empty, is it time to revisit 

inspections along with a host of other 
building maintenance work. It is often 

the year, let alone in the summer or the 
beginning of the school year.

What other types of facilities can take 
advantage of their temporary empty 
spaces? How about large sporting 

to the public?

Convention centers are another great 
opportunity that scheduling is often 

comply. How about education’s K-12 
market? Many of these facilities 
are entering some type of hybrid-

some access not normally available 
during the school year. Businesses that 
occupy large commercial buildings and 
high-rises have probably implemented 
an optional work-at-home schedule, 

to buildings with minimal tenant 
disruption.

Other types of work can often replace 
lost inspection business.

“We have done no inspections since 
the start of COVID-19, but our access 
control and automatic operator 
business has increased,” a survey 
respondent said.

Adapting to the “New Normal”
As more time elapses, the multiple 
daily temperature checks, health 
questionnaires, including address and 

more routine. As shelter-in-place 
orders are lifted, job sites get a little 
more crowded and regulations become 

As we continue to adapt to our “new 
normal,” there will be an ever-growing 
list of questions for those who want 

even more so for those who want to 

noncompliant openings.

Are you willing to be, or have an 
employee exposed to COVID-19 
through patient or co-worker contact? 
Are you or your employees part of a 
demographic group with a higher risk 
of contracting COVID-19? What is 
your company’s policy for supplying 
and/or reimbursing employees for the 
PPE necessary to do their work? Can 

environment and quarantining 
required to ensure your clients that 

your employees are not infected? These 
are questions that must be answered.

door inspections and how we do our 

pandemic, there’s no time like the 
present to evaluate your business and 
marketing plans.

Hopefully inspectors will never be 
tested again on the strength of their 
plans like we are right now. I’m 
proud to be a part of an industry 

colleagues like Paul and Sean are 
leading the way.

Now is the time to evaluate your 
market focus, pivot if it makes sense, 
create the next great product or 

compliance and double down on your 
DHI education, including local building 

educate those around you. Most of all, 
be safe. +

HAL KELTON 

President of 
DOORDATA 

Sales Group. 

doordata.com.
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BUILDING A 
FOUNDATION TO 

UNDERSTAND CODES 

THIS ARTICLE ORIGINALLY APPEARED 
IN THE FEBRUARY 2020 ISSUE.
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Most of the code questions that arise on a 

panic hardware? Is the electromagnetic lock in 
Hardware Set 4 required to be listed to UL 294? 
Is gasketing mandated for the patient room 
doors in the memory care wing? 
Before these questions can be answered, 
however, it’s important to understand 
the fundamentals of codes – a solid 
foundation upon which to build. 

This article addresses three topics that 
are crucial for anyone who works with 

and accessibility requirements.

Which set of code requirements 
must be followed? Which code 
supersedes the others? 

code issue is to identify which code 
publication – and which edition of that 
document – has been adopted in the 
project’s jurisdiction. When should the 
International Building Code (IBC) be 
referenced, or the International Fire 
Code (IFC), NFPA 101 – Life Safety 

have varying requirements, and what 

and referenced standards?

If the building is in the design or 
construction phase, or undergoing a 
renovation, the applicable code would 
typically be the building code that was 

issued. If it’s an existing building, the 

possibly the existing building code, 
depending on the project and the 
jurisdiction. 

Most states adopt a building code and a 

If a state does not adopt a building code 

that state may adopt these codes. In 
some cases, cities will make their own 

adopted a code for use statewide.

Many states also adopt accessibility 
standards, which could be part of 
the state building code, or might be a 
separate publication. The Americans 
with Disabilities Act (ADA) is a 
federal law, so the ADA Standards for 
Accessible Design could be enforced 
across the country. To complicate 
matters further, some buildings must 

from the codes that have been adopted 
by the state. Often those projects will 
have to comply with the most stringent 
requirements of each applicable code.

Let’s use Massachusetts as an example.

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

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

For new and existing buildings in 

search for “Massachusetts State Fire 
Code” leads to a state government 
page that notes as of January 1, 2018, 
Massachusetts adopted the 2015 
edition of NFPA 1 – Fire Code, with 
some Massachusetts amendments. 
NFPA 1 references NFPA 101 – Life 
Safety Code for means of egress 

Building codes, 

accessibility 

sometimes 
competing 

BY LORI GREENE, 
DAHC/CDC, FDAI, FDHI, CCPR
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sets of requirements.

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

These state standards are similar to the 
national accessibility standards – the 
ADA Standards for Accessible Design, 

Buildings and Facilities. However, 

these publications. For example, the 
national standards require operable 
hardware to be mounted between 34 

but the Massachusetts standards 
require operable hardware to be 
mounted between 36 inches and 48 

As mentioned, sometimes a code may 

adopted by a state or jurisdiction. 
When Massachusetts health care 
facilities are surveyed by the Joint 
Commission (or another accrediting 

for Medicare and Medicaid Services 
(CMS), the 2012 edition of NFPA 101 
is currently enforced, even though the 

are based on other codes/editions. 

There are additional codes and 
standards used in Massachusetts 

including the electrical code, the 

all of the standards referenced by the 
codes listed above. So, the question 
is … which code is the code? Which 
requirements apply? 

changes to the 2015 IBC, and the 
state accessibility standards add 
another layer of mandates. There are 
requirements of the 2015 edition of 

IBC. For example, NFPA 101 allows 
mechanical locks on the stair side of 
some stair doors – the IBC does not. 

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

Who is the Authority 
Having Jurisdiction (AHJ)? 

When researching the codes and stand-
ards, it’s not uncommon to see references 
to the Authority Having Jurisdiction, 
or the AHJ. For instance, the term 

Fire Protection Association (NFPA) 
as, “acceptable to the authority having 
jurisdiction.” This means that whenever 
NFPA 101 – Life Safety Code refers to an 
“approved automatic sprinkler system” 
it is referencing a system that has been 
approved by the AHJ. 

In the NFPA codes and standards, the 

enforcing the requirements of a code or 
standard, or for approving equipment, 
materials, an installation, or a 
procedure.” 

Annex A of NFPA 101 and NFPA 80 
both contain a paragraph further 

The explanatory information in the 

approval agencies vary, so the term 
is used broadly in NFPA documents. 
The AHJ may be a federal, state, local, 
or regional department or individual. 

labor or health department, building 
inspector, electrical inspector, insurance 
inspector, or others having statutory 
authority. In some instances, the 
property owner may assume the role of 
the AHJ, and in government buildings, 
the AHJ is often the commanding 

The IBC and the IFC use the term AHJ 
less frequently, but that is because 

which authority is enforcing the 
applicable code. 

In the IBC, the term “approved” is 
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building inspector would normally be 
enforcing the IBC. 

and includes many references to the 

or individual that is responsible for 
enforcing a code. It is common to have 
more than one AHJ on a project, and 

For example, during the construction 
phase of a new hospital, the building 
inspector would typically be the AHJ 
and would enforce the adopted building 

also be an AHJ and would enforce the 

and throughout the life of the building. 
If the facility receives funding from 
the Center for Medicare and Medicaid 
Services (CMS), the Joint Commission 
is often an AHJ, certifying that the 
facility is compliant with the standards 
adopted by CMS.

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

the adoption of this edition of the Code 
by the agency or jurisdiction.”

For example, the adoption of NFPA 
101-2012 by the Centers for Medicare 
and Medicaid Services (CMS) was 

announcing the adoption stated, 

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

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

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

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

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

An example of this would be if an 
existing building was required 
to have corridors with a 1-hour 

building did not require the rated 
corridors, but this change was due to 
increased requirements for sprinkler 
systems. The corridor rating could 
not be reduced unless the sprinkler 
requirements were met.

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

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

CONCLUSION
Codes can seem complicated, but 

the process of interpreting the codes. 
Find out which codes apply to the 
project and understand how each of 
the publications addresses the issue in 
question. Follow the most restrictive of 
these requirements. 

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

The standards referenced by a code 
normally include more detailed 

building component or application. 

or city will often incorporate changes to 
address issues particular to that area. 

When questions arise, some codes 
and standards have a commentary 
or handbook version available with 
additional information, and many topics 
have been addressed on iDigHardware.
com and in past “Decoded” columns in 

tions, consult the AHJ(s). +

LORI GREENE, 
DAHC/CDC, FDAI, 
FDHI, CCPR, is the 
manager of codes 
and resources for 
Allegion. She can be 
reached at Lori.
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THE 

Importance 
OF 

Mentorship
BY DAVID R. BECKHAM, AHC, FDAI

Have you ever served as a 
mentor or been mentored 
by someone? One DHI 

both credits much of his 
success to his mentor.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE FEBRUARY 2020 ISSUE.
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What is a mentor?

simply, “An experienced and trusted 
advisor.” Another source describes 
mentorship as, “A relationship in which 
a more experienced or more know-
ledgeable person helps to guide a less 
experienced or knowledgeable person.”

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

Some of us in the door and hardware 
industry have heard this statement at 

10 years to be dangerous, and at about 
year 15 you are experienced.” But I had 
an advantage; I had a great mentor and 
here I am, years later, telling my story.

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

I started as a warehouse and shop 

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

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

As all good mentors do, he started to talk 
to me about a career, not just a job. He 
encouraged me to attend DHI schools 
and chapter meetings. He shared his 
knowledge with me. He helped me avoid 
mistakes by spending countless hours 
with me. It didn’t take long before I 

My mentor put me on a path that forever 
changed my life.

23DOOR SECURITY + SAFETY  BEST OF 2020



Eventually I earned the AHC 

received my letter that all I wanted to do 

him. The look of pride on his face was all 
I wanted to see.

Soon I became involved with chapter 
leadership. Later I became a DHI 

Eventually I was elected by my peers to 
the DHI Board of Governors and many 
other boards and committees for our 
industry. 

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

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

Our industry is so very complex and 

mentor. Building codes, screaming 
customers, changing products and new 
products, applications, engineered items 
… the list goes on. With so much technical 

data to absorb, it can become a bit 
overwhelming. But it’s not frightening if 
you have someone you can ask for advice, 
as well as trust.

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

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

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

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

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

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

instructor who really made an impact. 
Reach out to the person and ask. Just 

to be coached and you must be open to 
hearing feedback. Take the criticism and 
apply it. Ask for help when you need it 
and be a good listener. It may take time, 

of having a mentor. Just be patient 
and you will eventually see the positive 
improvement. 

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

important mentor who is the inspiration 

Though I’ve had other mentors since, 
he laid the foundation that the rest built 
upon. 

Thanks for paying it forward, Jim! +

DAVID R. BECKHAM, 
AHC, FDAI is 
operations manager 

Boardman Group. 
With over 20 years of 

he is First Vice 
President on the DHI 

Board of Governors. He also serves on the 

Committee and Audit Committee and is 
 

He has also served in multiple  
roles in chapter leadership  
and as a DHI instructor.  

 

“To any 
young person 
in need of 
a mentor, 
DHI is full 
of members 
willing to 
help.”
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The Advantages of 
Mobile Applications 
and Credentials BY NICK EALY

THIS ARTICLE ORIGINALLY APPEARED 
IN THE OCTOBER 2020 ISSUE.
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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 

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 

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.

The future of access is secure, convenient, 
cost-effective and touchless. 
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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 

battery-operated locking devices – all 
managed under one software system. 

Wired locking devices are typically 

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. 

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 

properties and assets by enabling 

experience across multiple sites 

While physical credentials, such as 
cards, can be lost, stolen or used 

credential provides additional layers 
of security. Most smartphone users 
set up authentication, such as a PIN, 

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, 

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 

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 
to ease of use and convenience, so 

for access are quite desirable. 
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Mobile credentials can be a recurring 
revenue generator for owners of buildings 
such as multi-family complexes. Many 
people are attracted to ease of use and 
convenience, so buildings that offer mobile 
credentials for access are quite desirable. 
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Facilities can use this to their 
advantage in two ways:

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

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, 

does not expire – which is ideal for 

companies with low turnover and 

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 

vertical markets in particular (see 
table above).

LONG-TERM BENEFITS
To know if mobile credentials make 
sense for a client, they need to be 

they intend to use mobile credentials 
now or at any point in the future. If 
the answer is probably or yes, it is 

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 

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

Allows for a minimal to touchless experience

Hospitality Cuts down on guest check-in and check-out time
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2020:
A NEW 
DECADE 
FOR HIRING

BY SUSAN POE FLOWERS, DAHC/CDC, FDHI

Diversity and 
inclusion are essential 
elements in today’s 
hiring strategies. This 

four-part series on this 
important topic.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE FEBRUARY 2020 ISSUE.
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Nationally, the shortage of workers in construction, 
including in the door and hardware industry, has 
caused problems in getting projects completed. Like 
the rest of the construction industry, many longtime 
AHCs are aging out, making the search or employees 
even more acute.

door and hardware industry has looked like for years. 
Long dominated by Caucasian males, our industry 
will need to have a major swing toward diversity and 
inclusion to succeed.

diversity and inclusion. The three articles to come will 
focus on:

Diversity and inclusion in age – 
hiring millennials

Diversity and inclusion in gender –
 women in the industry

Diversity and inclusion racial, 
ethnic, and religious and beyond

What Is Diversity and Inclusion?

which it operates. There are some standard categories 
we commonly think of, such as race, gender and age, 
but there is a larger range of categories that may also 
come into play in helping

Consider the Non-Discrimination Statement and Policy 

in employment on the basis of race, color, religion, sex 
(including pregnancy and gender identity), national 

status, disability, genetic information, age, membership 

status, military service, or other non-merit factor.” 

Millennials also consider what a Deloitte survey has 
termed “Cognitive Diversity,” which includes a mix of 
viewpoints, experiences and how they are valued in the 
workplace. 

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

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

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

Why Is Diversity and Inclusion Necessary?
In a period of low unemployment, work candidates 
are more likely to see themselves as consumers of jobs 
rather than candidates. They have the opportunity to be 
more selective with more competition for their services. 

Nearly one third of the workforce is made up of people 
of color. More than one half of the workforce is women. 

workforce from your candidate pool? 

The proportion of people of color participating in 

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

For example, there are 2 million skilled, work-

higher that are unemployed or seriously underemployed 

barriers they face in getting back to professional 

own country. Do you really want to pass him up as a 
potential candidate? 

Additionally, millennials, who will represent 75 percent 
of the workforce within the next 10 years, place a 
very high value on working for a company they view 
as diverse and inclusive. A recent study showed that 

Great news! Business is booming 
for the door and hardware 
industry nationwide. Even 
with growth projected to slow, 
chances are you still have some 
hiring to do. 
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millennials would on average take a $7,600 reduction 
in salary for an “improved quality of work life” 
including diversity and inclusion. They are also almost 
twice as likely to notice bias in the workplace than 

in raising and discussing the issue. 

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

Change is hard and this change will require real work 
and carefully thought-out strategies. But the good news 

of diversity and inclusion as increased creativity, 
higher innovation rate, faster problem-solving, better 
decision-making results, higher employee engagement, 
reduced employee turnover, better company 
reputation, improved hiring results and increased 

McKinsey and Company conducted a multi-year study 

their report:

 Companies in the top quartile for racial and 
ethnic diversity are 35 percent more likely to have 

industry medians.

 Companies in the top quartile for gender diversity 

above their respective national industry medians.

 Companies in the bottom quartile both for gender 
and for ethnicity and race are statistically less like 

average companies in the data set (that is, bottom 
quartile companies are lagging rather than merely 
not leading).

between racial and ethnic diversity and better 

in racial and ethnic diversity on the senior-
executive team, earnings before interest and taxes 
(EBIT) rise 0.8 percent. 

Diversity and inclusion will require change but will 

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

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

SUSAN POE FLOWERS

“Diversity and inclusion will require change but will reap 

take more than just changes in our hiring practices. We 
will need to rethink our company cultures and indeed 
our industry culture. We will need to be authentic in our 
desires. This is as much about the Golden Rule as it is 
about the bottom line. ”

33DOOR SECURITY + SAFETY  BEST OF 2020



CASE STUDIES

34
TAKING ACTION TO
ENHANCE SCHOOL  
SAFETY

37
SEAMLESS SECURITY 
INTEGRATION FOR A  
NEW SCHOOL

40
NEW INTEGRATED  
LEARNING SPACE AT  
NORTH CREEK HIGH SCHOOL

42
FACIAL RECOGNITION  
AT MLK COMMUNITY 
HOSPITAL

BY TOM CZYZ 

Enhance School Safety
How one school superintendent acted 
to improve safety and security in his 
district through training and shooter 

In 2012, Matthew McDonald 
was the deputy superintendent 
for Baldwinsville Central 
Schools in Baldwinsville, New 
York. He remembers vividly 
watching the events unfold at 
Sandy Hook Elementary where 
an attacker killed 20 small 
children and six staff members 
in just under three minutes. 
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THIS ARTICLE ORIGINALLY APPEARED 
IN THE MAY 2020 ISSUE.
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Active shooter incidents in the United States have continued to 
be a challenging issue for leaders across many industries. The 
highest number of active shooter incidents in the history of this 

continue to threaten the security of the general public. 

According to an ongoing study by the Center for Homeland 

increasingly important for leaders to consider their options in 

GETTING STARTED

faculty and staff. 

my community. It’s very important to me that my students 
and staff come to school in an environment that is safe and 
conducive to learning. I put together a committee and as a 
part of that committee I reached out to Armoured One to see 

Armoured One’s mission is to provide solutions to leaders 

enforcement more time to respond to an incident and 

McDonald met Armoured One Co-Founder and CEO Tom 
Czyz in 2016. Czyz is a former homicide detective and SWAT 

children not returning home from school because they had 

to enact change and save lives.

INITIAL INVESTMENT

One to complete security assessments for each of his eight 
school buildings. Subject matter experts in physical security 

building.

of its buildings. These assessments are based on in-depth 
perspectives from active shooter subject matter experts from 
both local and federal agencies.

Armoured One for active shooter training for his faculty 

challenge.

safety at heart.” 

the majority of incidents have been carried out by current or 
former students or employees. 

Armoured One’s training focuses on the Run-Hide-Barricade-

TAKING IT FURTHER

McDonald. 

price tag on safety because God forbid something happens 

Opposite page: Armoured One’s Training team provides a Level II interactive 
training specialized for the cafeteria at Baldwinsville’s Palmer Elementary School.

Series Attack Resistant Door System after being shot and attacked.
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our buildings and provide the training and professional 
development necessary to protect all of us.” 

installed in a number of his buildings to ensure that if an 

PARTNERING TO DELIVER SOLUTIONS

product can be customized and used in any building type.

patented adhesive technology.

THE RIGHT CHOICE FOR SCHOOLS

community’s concerns about safety and security in its schools 

as safety in their lives.”

by implementing changes based on the assessments and by 
+

TOM CZYZ is founder and CEO of Armoured 

Armoured One’s training team provides specialized breakouts for the classroom at Baldwinsville’s Palmer Elementary School
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Seamless Security 
Integration for a  

Expert security integration allows special 
needs school to open this fall amidst 
pandemic challenges.
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.

BY ERIC SCHAEFFER

The school serves more than 360 

through its special needs programs 
and the Sussex County chapter of 

additional services offered such as 

Consortium’s programs and training 

the area. 

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.

years and increasing concern over the 
unique security and safety protocols 

the students. 

Original plans called for a 

classrooms. Construction began in 

gym bringing the total square footage 

SPECIAL PLANNING

nontraditional special needs school 

THIS ARTICLE ORIGINALLY APPEARED 
IN THE OCTOBER 2020 ISSUE.
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unique layouts and building security are 
just some of the considerations. 

The design and operation of the 
school’s access control and physical 

critical to the success of the project. 
In addition to video coverage at all 

and common areas of the facility. 

When it came time to select a vendor 
for the school’s physical security and 

Dover-based Advantech. 

important to our school board and 

designing communication and security 

and are experts in security integration.” 

THE SECURITY SYSTEM
Advantech’s expertise in specifying 

management system controls nearly 
150 doors.

into the district’s pre-existing technology 
platforms seamlessly and provide the 

Consortium includes surveillance 

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 

biometric reader was installed at an intake point to 
facilitate coordination for students needing entry 
assistance.
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visitor management systems. 

Advantech considered multiple factors in 
 

ity of the student population in mind. 

To ensure complete coverage of the 

interior and exterior Internet Protocol 
(IP)-based Axis Communications 

installed across campus.

the opportunity to easily and 
simultaneously control all doors. 

added to main entries so administration 
can easily verify and admit visitors. 

The integrated system can be 
monitored and controlled via a 

cameras. This intuitive tool provides 
a graphical display of the facility via 
extremely reliable programmable logic 
controller integration of the Milestone 

emergency communications system.

OVERCOMING  
PANDEMIC OBSTACLES

management team to coordinate 

and complete the project on time. 

+

ERIC SCHAEFFER  
is a Project 
Consultant for 

division of A3 
Communications 

 
& Boardman  
Group. Email:  

  

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.

lockdown buttons and a Bogen public address system were included. 
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BY TYSEN GANNON 

 
Learning Space at  
Sliding doors are key to creating 
“collaboration cubes” that foster new 
learning environments.
Open and collaborative spaces are a common sight in 
many of today’s corporate buildings. But the schools 
that teach tomorrow’s professionals have historically 
been designed around the individual classroom, leaving 
assembly areas only for school-wide gatherings. This 
layout has left a gap in students’ ability to work across 
teams and groups. 

Engineering and Math (STEM). This 
desire to foster collaboration and create 
more engaging learning environments is 
beginning to carry over to the design of 
the physical learning spaces. 

-

and shared learning spaces that mirror the 

demand innovative and high-performance 

LEARNING THE  
COLLABORATION LESSON 

Northshore School District experienced 

(NCHS) to serve as a learning hub for its 

The sliding doors of the collaboration spaces in 
North Creek High School keep the hallways clear and 

open and make the spaces available to any 
accessibility level. The doors also free up an addit- THIS ARTICLE ORIGINALLY APPEARED 

IN THE JUNE 2020 ISSUE.
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The developers brought a vision of an adaptable space that 
incorporated a focus on STEM learning and sustainability. But 

challenge to integrate multiple disciplines.

to create a modern learning space and foster a community-
oriented approach to education. 

Traditional school construction has long relied on designs 

students to learn together. 

THE SOLUTION SLIDES INTO PLACE
The project design team built multiple features into the 

or as formal teams as part of class projects. Each cube is 

academic buildings. 

leaf sliding doors for each of the cubes to open up the small 

aside to visually enlarge the space.

in bringing the collaborative concept to life.” 

AD Systems’ single-leaf sliding doors are also used in four 

CONNECTING TEACHERS AND STUDENTS

camaraderie for educators using the planning rooms. 

on special assignment (TOSA) in the school district. 

The collaboration areas serve a secondary purpose in 
bringing together students and teachers. Students can drop 

buildings. 

different projects at the same time.” 

students and teachers to spread out in a comfortable setting. 

Stevens says.

helps to connect the spaces together.

Single leaf sliding doors foster a culture of collaboration at North Creek High 
School (NCHS) in Bothell, Washington.
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OPENING THE DOOR TO MORE 

natural light. The collaboration cubes function as an extension 

in daylighting helps connect the learning spaces and increases 

can improve group learning. 

GREEN LEARNING

energy harvesting and rain collection.

A QUIET SEAL

four sides for optimum privacy. 

Isolation Class (NIC) values up to 39. Both Sherman and Stevens 
touched on sound attenuation as an important component of 

student-counselor meetings.

This modern solution to the shifting needs of today’s students has 

and Stevens noted that the collaboration cubes are used all the 

inside of it are proving to be popular among students and staff. +

TYSEN GANNON,  
of business development for AD Systems. 
Gannon has more than 15 years of experience 

 

BY VINCE GAYDARZHIEV 

Facial Recognition 

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.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE OCTOBER 2020 ISSUE.
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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

their existing access control solution provided by AMAG 

considering incorporating biometric card readers to provide 

Authentication Platform for access control.

provide frictionless access for employees to the hospital’s 

has a huge role in maintaining a safe and secure hospital 

houses important employees and information. 

to ensure that only those individuals that are supposed to be 
coming and going are the ones that are actually coming and 

facial recognition?” 

THE SOLUTION

creates a frictionless and secure environment at facilities 
that care about their physical security. Developed by former 

solving one of the biggest problems in the industry.

seamless transition from using badges to employee faces as 
credentials. 

and adds that transitioning employees has been seamless 
primarily due to the easy enrollment feature.

to automatically learn an employee’s face as they use their 

to learn each employee’s face and to transition to facial 

WHAT’S NEXT?

and data centers that contain ultra-sensitive patient data.

advanced hospitals in Los Angeles and California.” +

VINCE GAYDARZHIEV is the CEO of  
. 
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COLUMN

THIS ARTICLE ORIGINALLY APPEARED 
IN THE JULY 2020 ISSUE.

LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR, is the manager of codes 
and resources for Allegion. She can be 

DECODED

TOUCHLESS SOLUTIONS FOR 
HEALTHY ENVIRONMENTS

WITH THE INCREASED FOCUS ON HOW TO LIMIT THE SPREAD OF 
GERMS, MANY FACILITY MANAGERS ARE CONSIDERING THEIR 
OPTIONS FOR “HANDS-FREE” OPERATION OF DOORS. ALTHOUGH 
THE MODEL CODES DO NOT CURRENTLY INCLUDE REQUIREMENTS 
THAT SPECIFICALLY ADDRESS TOUCHLESS SOLUTIONS, THERE ARE 
MANY SECTIONS OF THE CODES AND STANDARDS THAT IMPACT THE 
SELECTION AND INSTALLATION OF THESE PRODUCTS. 

OPERABLE HARDWARE
FOREARM OR ELBOW PULLS

recently been put into production 
that may be operated using a forearm 

typically be installed in addition to 
the existing door pull. Others are 
replacement pulls similar to the hospital 

When considering the code compliance 

potential pitfall is the projection of the 

of objects on circulation paths to 
4 inches. This applies to objects 

inches and 80 inches above the 

as applicable to door pulls and other 

Forearm pull.

BEST OF 2020   DOOR SECURITY + SAFETY 44



PH
O

TO
S 

C
O

U
RT

ES
Y 

O
F 

A
LL

EG
IO

N

an egress path. When a door is fully 

7 inches into the required egress 

on the push side of the door from this 

mounted on the pull side of the 

door in the open position and the 
overall measurement of the door’s 
encroachment into the means of 
egress.

FOOT PULLS

operated by the user’s foot may be 
added near the bottom of the door to 
facilitate hands-free operation. If the foot 
pull is the only means of opening the 

acceptable.

LEVER MODIFICATIONS 

several manufacturers have introduced 

a building occupant to use their forearm 
to turn the lever handle. Care must be 

In addition to the potential for damaging 

manufacturer prior to their installation.

ELECTRIC STRIKES

to retract the latch. The lever can still be 

code consideration is that if the door 

actuation of the system.

Elbow pull. Foot pull.

an electric strike is 
that once the strike 
keeper is released 
using a sensor 
or access control 
reader, the lock is 
no longer latched, 
and the door can 
be opened without 
using the lever to 
retract the latch.
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COATINGS 
Many manufacturers are exploring 
options for base materials and coatings 
that reduce the amount of time that 
viruses and bacteria can survive on 
surfaces. Changes to manufacturing 

addressed by the manufacturer’s 

installation.

ACCESS CONTROL READERS

secure technologies available that 
are encrypted and less vulnerable 
to security breaches. Some facilities 
are considering a move to mobile 

user’s phone to be used as an access 
control credential. This reduces 
the opportunities for exposure by 
substituting the phone for a card or fob. 
Mobile credentials can also be deployed 

they are encrypted for added security. 
Because multi-technology readers can 

mobile credentials. When implementing 

code requirements for egress.

AUTOMATIC OPERATORS

optimal hands-free operation. While it 

operators using sensors that detect the 
presence of a building occupant and 

as: “Any conscious action with the 
expected result of opening a door. This 
includes but is not limited to: wall or 
jamb-mounted contact or non-contact 
switches such as push plates; the action 
of manual opening (pushing or pulling) 
a door; and controlled access devices 
such as keypads, card readers, wireless 
transmitters and keyswitches.”

Doors. This standard requires guide 

must be monitored to ensure that they 

Automatic operator.

Contactless access control reader.

BEST OF 2020   DOOR SECURITY + SAFETY 46



There are several other considerations 

TOUCHLESS ACTUATORS AND 
WIRELESS TRANSMITTERS
Touchless actuators that can be 

but the detection range (the distance 

should be no more than 12 inches. In the 

automatic operator to help ensure that 
other building occupants are not in the 
path of the moving door.

TIMING 
The BHMA standards include minimum 
times for the opening and closing 

the A156.19 standard that states these 

SIGNAGE 
Every automatic door is required to 

occupants that the doors may be 
operated automatically. The BHMA 
standards include requirements for 
signage that vary depending on the type 

the door is actuated. 

STANDBY POWER

not subject to the same maneuvering-
clearance requirements as manually 

does not have the required clearance 

an emergency. 

that doesn’t have the proper clearance 
on the egress side because the operator 

is sounding.

POWER-ASSIST 

operators and the requirements of the 

assist door has an operator that reduces 
the opening force but requires the door 

operator opens the door automatically 
and is the type of operator most 
commonly installed for the purpose of 
hands-free operation.

CONCLUSION
When transitioning to touchless solu-

important to consider all the require-
ments of the codes and standards that 
may impact product selection. Consult 
the codes that have been adopted in 
the project’s jurisdiction and verify that 

protection or accessibility. Discuss any 

-
tion about cleaning and sanitizing door 

recommendations. +

Touchless actuator for an automatic operator.
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BILL TRIMBLE, 
Past President of DHI and President of 

EXAMINING CONTRACTS 
FOR YOUR PROTECTION

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

The progression of receiving an order 
has certainly changed over the years. In 

received a simple one-page purchase 
order from the contractor. This 

terms and a signature.

become more involved in installation 

terms and conditions. Usually singled 

many of those terms and conditions. 

need to read the terms and conditions?

of them to me. I began to read these 

that evolved in later years related to 

payment terms in 30 days or payment 

began to see terms stating that the 

more in a later article.)

passed more and more of the liability 
from the general contractor to suppliers 

received any payment. These terms can 
literally put you out of business.

When I have conversations about these 

often have these unfavorable clauses 

hire another company to assist us at our 
expense.

INSIDE CONTRACT 
CLAUSES

THIS ARTICLE ORIGINALLY APPEARED 
IN THE AUG/SEPT 2020 ISSUE.

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, 

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 

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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issue. The other factor is that most of us 

project managers for years. The project 
managers tell us that they aren’t going to 

they are sincere. These relationships and 

not going to help us if there is a major 

have control.

of the liability you may assume includes 
the cost of damage or injury caused by 

litigation cost to defend the contractor 

and the cost of non-payment if the 

discuss this too in a future article.

contract clauses that transfer an unfair 

results could be devastating.

I see three options. We can sign the 

better terms. While the direction each 
company chooses is ultimately their 

suggestions.

1. Read your contracts. Don’t just sign 

2. Review the ConsensusDocs. 
ConsensusDocs are a set 
of contracts developed in 

General Contractors of America 

supported by many organizations 

equitable by contractor associations 

strive for.

3. Negotiate. All contracts are 
negotiable. Some contracts state that 

and researching I have learned the true 
impact for many of these terms.

Door Security + Safety magazine to 
present and discuss the true implication 

of a clause in each issue. Through this 

some alternatives so that you are better 
informed as you evaluate and negotiate 
the contracts you earn. +

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

RICHARD VOREIS is founder and CEO  
of Consulting Collaborative.  

consulting-collaborative.com. Website: 
.

RICK LIDDELL 

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 

Planning (company goals) and doing 
(employee objectives) are basic essentials 

Successful companies are developing 

generate results from the goals.

• What = Company Goals for Focus

Results

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

• Do your employees have 
objectives that are time framed 

company goals?

needs to change.

does not have an annual priority plan. 

prepared to maximize on opportunities.

Door Security + Safety Magazine
stressed the importance of priority 

the company.

are the company priorities and that means 

Some of these priorities may not be as 
important as others to achieving success. 

achieve success:

sure you do not establish so many 
you cannot focus. Don’t exceed a 
limited number of goals.

achieving the goals by establishing 
employee objectives supporting the 

timeframes.
3. Monitor the results periodically 

throughout the year.

and employee objectives.

ahead is getting started.” 
Did your company start 2020 the same 

the message.
If you don’t have company goals at 

annual company goals supported by 
employee objectives.

+

BEST BUSINESS 
PRACTICES

THIS ARTICLE ORIGINALLY APPEARED 
IN THE OCTOBER 2020 ISSUE.
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PROFIT IMPROVEMENT REPORTINTERNATIONAL INSIGHTS

TIMOTHY JAMES PERRY, AHC, CSI, DIP 
GAI, MINSTAI, REG. AI, is a Registered 
Architectural Ironmonger and AHC at 

Royal Institute of British Architects and 
a Member of the Executive Committee 
and Education Committee of the Guild of 
Architectural Ironmongers.

THE WORLDLY 
IRONMONGER

This 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 

States and Canada, where most DHI 
members operate, will offer a deep-
er understanding of the industry.

TIMOTHY JAMES PERRY, AHC, 
CSI, DIP GAI, MINSTAI, REG. AI, 
HAS DEMONSTRATED HOW MUL-
TIPLE SKILL SETS AND KNOWL-
EDGE OF INTERNATIONAL  
CODES CAN SERVE CLIENTS 
AROUND THE WORLD.

He is a Registered Architectural Ironmon-
ger of the Guild of Architectural Ironmon-

-
pean and Singapore Standards and the 
International Building Code (IBC) on the 
company’s global projects.

He began his ironmongery career in 1995 

-

gave me a good opportunity to learn 

four-year education program and earned 

very proud moment.”

From there he became an on-the-road 

Spec Center in Germany. From there he 

including starting the Hafele Internation-

-
-

ects throughout the Middle East and Asia. 
Perry rejoined FSB in 2019.

training opportunities and in 2018 passed 

-

I learned from GAI and DHI education 

-

the British NBS P21 and CSI 87100 docu-

to incorporate architects’ project design 
intent. I also provide online consultation 
for architects and their clients.

specify products not supplied by FSB. 

the other manufacturers.”

a more economical alternative to Amer-
ican National Standards Institute (ANSI) 

standards.

-
mongers have an opportunity to educate 
architects through the American Institute 
of Architects and the Royal Institute of 

standards to use for a project and the 
types of quality of materials. When archi-
tects understand the landscape of indus-

the best outcomes for end users.” +
THIS ARTICLE ORIGINALLY APPEARED 
IN THE NOV/DEC 2020 ISSUE.
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SHELF LIFE

MANAGING THE 
REMOTE WORK TEAM

JASON BADER is the principal of The 

executive coaching services to private 
clients and sharing thoughts in industry 
publications. Phone: 503-282-2333.  

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

mode of operation. Covid-19 changed 

our management strategy to maintain 

thrust into this remote environment. 

As the mandatory closure restrictions 

several different opinions and standards 

other. 

One of the more interesting discussions 

but this really is a question for those 

What if the person is constantly on the 

don’t perform above the minimum. 

performance continue to disappoint? 

Without clear standards of 

evaluation based on personal bias. If the 

must create clear and consistent 
measurement for these positions.

Top performers tend to self-manage. 

out. Lesser performers tend to need 
THIS ARTICLE ORIGINALLY APPEARED 
IN THE AUG/SEPT 2020 ISSUE.
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more guidance in the form of coaching 

remotely is causing heartburn among 
most managers. My discussion group 
came to the consensus that poor 

it is important to set expectations. 

shared that his company had to put out 

Zoom meetings. It seems that people 

group leader shared some thoughts on 

three important areas: 

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

home can become blurred in a remote 
situation and these agreements help 
both sides become more comfortable. 

One of the other interesting 

team interaction. When your team is 

become strained. It is important to have 
scheduled meetings over some form 

their face. Team members need to be 
present. One group member shared 

give people an opportunity to connect. 

maintaining your company culture. 

comfortable in this environment. 
Although the employee is not physically 

isolated or disconnected. This is a sure-

pastures. 

+
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PROFIT IMPROVEMENT REPORT

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

modes continue or if business reverts 
to a more traditional manner of 

the same manner as before. Providing 

essential.

This report analyzes the interaction 

customer service and the CPVs from 

++ What Customers Really Want

provided. 

++ The Economics of Customer 
Service – 

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

more than 50 years. In good economic 

rise to the top. They are as close to 
absolutes as anything in distribution.

is not one of them. If these four can 

secondary factor.

Fill Rate (Service Level) – The most 
important service to customers is to 

an on-going challenge. In the absence 

increase its investment in inventory.

Depth of Assortment – The desire 
for a one-stop shopping experience 
is related to the procurement cost 

suppliers. This also suggests it may be 
overstated that buyers spend time in 

supplier to another. Meeting this need 
may also require additional inventory.

Speed of Delivery – Most distributors 
have improved performance in this. 

common in most industries because 
customers typically do not plan ahead. 

next-day delivery nearly impossible.

Order Accuracy – Even if suppliers have 

operating systems issue.

Note that none of the customer needs 

it is provided.

ECONOMICS OF  
CUSTOMER SERVICE
Improving the most important services 
has the potential to generate higher 
sales. The argument can also be made 

negatively.

Exhibit 1 examines the economics of 
using inventory availability to drive 
higher sales. Results are for the typical 
DHI distributor based upon the latest 
DHI Financial Performance Report. 

on a gross margin of 32 percent of sales 

percent of sales or $1 million.

components. Fixed expenses are 
overhead expenses that are relatively 

rise or fall. 

during the year. Items such as sales 
commissions and bad debts fall into 
this category and tend to be a relatively 
consistent percentage of sales.

variable expenses are 5 percent of 
sales. These estimates represent 
an approximation of the typical DHI 
member. 

The New Financial Normal  
May Be the Old Normal

DR. ALBERT D. BATES is founder and 
principal of the Distribution Performance 

©2020 Distribution Performance Project and Benchmarking 
Analytics. DHI has unlimited duplication rights for this 
manuscript. Further, members may duplicate this report 
for their internal use in any way desired. Duplication by any 
other organization in any manner is strictly prohibited.

THIS ARTICLE ORIGINALLY APPEARED 
IN THE AUG/SEPT 2020 ISSUE.
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EXHIBIT 1  THE PROFIT IMPACT OF A SALES TO INVENTORY TRADE-OFF FOR THE TYPICAL DHI MEMBER

Dollars Current Results Sales to Inventory Trade-Off

Net Sales

Cost of Goods Sold

Gross Margin

Variable Expenses (5%)

Fixed Expenses

Total Expenses

27.0

Percent of Sales

Net Sales 100.0 100.0

Cost of Goods Sold 68.0 68.0

Gross Margin 32.0 32.0

Variable Expenses (5%) 5.0 5.0

Fixed Expenses 22.0 21.0

Total Expenses 27.0 26.0

5.0 6.0

Inventory

Carrying Cost (10%)

Increase In Inventory--% 135.0

the same gross margin percentage. 
It is assumed that the increase arises 
from better inventory control that does 
not necessitate a larger investment in 
inventory. Refocusing the inventory to 

million to $1.27 million. This is a very 

in inventory to support the added 
sales and the inventory carrying cost 

examines the inventory investment the 

that is the cost of carrying the inventory 

probably no more than 10 percent. This 

The last column at the bottom examines 

the 5 percent sales increase. This part 
of the exhibit assumes that the entire 

up by additional inventory carrying 
costs. The carrying costs increase 

from the 5 percent sales increase. As 

a 135 percent increase in inventory to 

generate 5 percent more sales from 

a broader depth of assortment should 
be attainable. The economics are 

MOVING FORWARD
Managers in distribution are under 
pressure to hold the line or possibly 
even o reduce the investment in 

that may necessitate more investment. 
The trade-off of increasing inventory to 

positive. +
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PROFIT IMPROVEMENT REPORT

SPECIAL COVID-19 EDITION
BY MARK J. BERGER, FDHI

A MESSAGE SAYS IT ALL

B CVS

door after letting people in or out

C BROOKLYN BAGEL

A

This column comes at an extraordinary time. I’m typing from the 

loved ones are safe and untouched by this global tragedy.

retailers are communicating via their door signs. Usually our 

B

C

A

REAL OPENINGS THIS ARTICLE ORIGINALLY APPEARED 
IN THE MAY 2020 ISSUE.
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E

D LE PAIN
This is a pretty common approach among 

E LIFE THYME
We expected nothing less from our local organic  
and health food paradise. They have  

 

D

F

G

F NEW MUSEUM

Mission and the free meals they provide.

G NUTELLA

has chosen to stay closed and post an uplifting message. 

for the day they (and our neighborhood) can reopen.
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COLUMNCLOSING 
THOUGHTS

WHAT A DIFFERENCE A FEW WEEKS CAN MAKE.

I HOPE ALL OF YOU ARE SAFE AS WE ENDURE A LONG PERIOD OF 
SOCIAL DISTANCING THAT HAS DRAMATICALLY AFFECTED SCHOOLS, 
BUSINESSES, AND OUR ENTIRE SOCIETY.

The entire COVID-19 crisis has 

to have fact-based education and 

that Safe and Sound Schools delivers to 
many audiences.

are critical to this communication 
about school safety. People in the 

also important.

separated for a time doesn’t mean the 

Consider this an opportunity to 

to focus on the safety their physical 

national conversation about safety has 

The pressure facing administrators and 

increase.

Security + Safety Foundation (DSSF) 

Security and Safety: Continuing the 
Conversation” that included experts 

and DHI. (See the bottom of this page 

a prominent place in school safety 

culture in our schools and communities.

Appropriate education and training and 

to safety is vital. Teaching safety-based 

schools and communities.

other about shared solutions and 

improve safety.

+

BUILDING A CULTURE 
OF SCHOOL SAFETY

MICHELE GAY, M.ED, is founder and 
executive director of Safe and Sound 

School tragedy. Safe and Sound Schools 

and community members and its mission 
is: To better protect our schools. To 

our children and educators. And to help 
others do the same in their communities. 

DSSF recently delivered a webinar 
with Safe and Sound Schools called 
“Door Security & Safety: Continuing 
the Conversation.” This roundtable 
discussion with experts, parents, and 
school leaders offered insights, best 
practices, and key resources to help 
us all successfully work together to 
solve security and safety issues in 
our schools. 

To view the webinar, visit  
www.doorsecuritysafety.org 
and click on “Advocacy.”

SCHOOL SECURITY  
WEBINAR

THIS ARTICLE ORIGINALLY APPEARED 
IN THE MAY 2020 ISSUE.
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With a hardware solution for every problem, Banner Solutions has 
you covered with every major brand in commercial, residential and 

electronic access control hardware in stock and ready to ship.

Redefine your expectations at: BannerSolutions.com

WE ARE NOW BANNER SOLUTIONS

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

SOLUTIONS
STACKED ON

SOLUTIONS


