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IN TOUCH

GOODBYE 2020,  
AND HELLO 2021 …

LET’S HOPE WE CAN LOOK BACK AT 2020 AS AN EXTRAORDINARY, 
ONCE-IN-A-LIFETIME YEAR. DESPITE NOT REALLY GOING ANYWHERE 
OR DOING ANYTHING SPECIAL, THE YEAR FLEW BY. FORTUNATELY 
FOR MOST OF US, OUR BUSINESSES MADE IT THROUGH THE YEAR 
AND ARE STARTING 2021 IN PRETTY GOOD SHAPE – AND THAT 
INCLUDES YOUR DHI ORGANIZATION. 

Who could have imagined a year 
where we were hit with, and continue 
to struggle with, a global pandemic, 
survived a bitterly contested presidential 
election, introduced vaccines in 
record-breaking development times, 
experienced record-high stock market 
performances, and saw our economy 
break into thriving segments contrasted 
by devastated segments? Many of us 
became Zoom experts. 

DHI came through 2020 in good shape. 
Fortunately, previous Presidents Mark 
Berger, FDHI and Bill Trimble, AHC, 
FDHI; CEO Jerry Heppes, CAE; and 
the excellent DHI Board of Governors 
made several pivots that enabled DHI 
to survive a year without significant 
financial impact. 

DHI in both the United States and 
Canada had to cancel nearly all in-
person training programs. In-person 
training is one of the largest revenue 
generators for DHI, and the loss could 
have been crippling. Revenue from 
membership fees is the largest source of 
funds, and a big thank you goes out to 
all DHI members who stuck with us and 
generated nearly 85% of the prior year’s 
membership revenue (as of November 
2020). Many of our classes pivoted from 
in-person to online in short order and 
generated more revenue than expected. 

Here is what DHI accomplished in 2020:

• Increased efficiencies through 
SmithBucklin, which enabled 
stronger programs while lowering 
operating costs.

• Reached out to governors in all 50 
states to advocate that our industry 
is an “essential business.”

• Launched four online training 
programs that reached 200 
members and generated over 
$215,000 in revenue. 

• Participated in the first virtual DHI 
ConNextions conference.

• Created an Advocacy Committee 
comprised of industry influencers 
that developed school safety and 
security policy principles. 

• Advanced certification and 
education programs under the 
leadership of committee leaders 
Russ Hooker, DHT, AOC, DHC, 
CFDAI, and Stephen St Amour, AHC, 
CDT. 

• Successfully transitioned leadership 
from Jerry Heppes Sr., CAE, to 
Interim CEO Sharon Newport, CAE.

As I reach the halfway point in my 
presidency, I am very proud to have 
worked with the DHI team and the 
volunteers who comprise the Board of 
Governors and committees. I have a 
much better appreciation of the depth 
and talent of this organization. It is a 
great group who love what we do and 
take pride in providing safe and secure 
environments. And while I have become 
proficient with Zoom, I miss actual 
interaction with real people. Let’s hope 
we can get back to personal interaction 
in the coming year. +
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FACES

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

WHAT IS YOUR OCCUPATION? 
I am a spec writer for Hager Companies. 

WHAT WERE YOUR CHILDHOOD 
AMBITIONS?
I wanted to be a librarian. Nerd alert! 
In sixth grade, I helped re-catalog our 
school library. 

WHAT WAS YOUR FIRST JOB? 
My first job was working as a waitress 
behind the soda fountain counter at a 
Kresge department store.

WHAT LED YOU TO OUR 
INDUSTRY?
Chance. I was going to a commuter 
college, and I could not make up my 
mind what I wanted to do, so I decided 
to go back to work. I took a job at 
Rixson, and the rest is history.   

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
I suppose it’s not a moment, but I 
am proud that I have held all kinds of 
positions in our business. I’ve worked 
for distributors, manufacturers, rep 
agencies and owned my own spec 
writing business, all while being a wife 
and mother and running a household. 
It’s not as easy as it may appear. 

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE?
I was excited when I received a 
promotion to warehouse manager for 
a hollow metal manufacturer – until I 
realized I didn’t know a thing about 
running a shop and warehouse. With 
the help of the people who I worked 
with, and those who worked for me, I 
learned.    

WHAT’S YOUR GUILTY PLEASURE? 
I love drag shows! I can’t apologize for 
it, either. 

WHAT IS YOUR FAVORITE BOOK/
MOVIE?
I like everything John Irving writes, with 
“The Hotel New Hampshire” topping the 
list. One of my all-time favorite movies is 
“Remember the Titans.” 

WHO DO YOU CONSIDER A 
MENTOR OR HERO?
My biggest hero was my mother, the 
smartest, kindest, funniest and most 
hardworking person I ever knew. She 
was a teacher and a single mother with 
four kids.

WHAT IS THE BEST ADVICE YOU 
EVER RECEIVED?
Every job is an honorable job and worth 
doing. 

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED?
Nothing ever goes the way you planned 
it.

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER?
I have enjoyed being involved with DHI 
over the years and have served at both 
a local and a national level. It is a great 
way to network, and I have made some 
lifelong friendships. I took advantage of 
the DHI education programs and have 
taught a couple of the DHI classes on a 
local level.   

JODIE A. MEYERS, AHC/CDT 
HAGER COMPANIES  
DHI MEMBER SINCE 1987
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Four Reasons 
Why Commercial 
Construction Will 
Grow in 2021

Research conducted in 
late 2020 demonstrates 
some optimism about why 
construction can increase 
in 2021.
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BY IAN OXMAN, CO-OWNER, SOFTWARE FOR HARDWARE

As businesspeople, we strive to accurately plan for the future. But 
given an unpredictable 2020, planning for the future has become 
challenging. Numerous industry reports about 2021 predicted a 
dire economy and industry decline.

However, my conversations with door, 
frame and hardware distributors 
revealed a more optimistic perspective. 
Hence my company, Software for 
Hardware, embarked on a research 
project to examine the factors driving 
industry growth or decline in 2021. 
The data supports an optimistic 
outlook for 2021.

The Consensus Construction Forecast 
Panel of the American Institute of 
Architects (AIA) predicted commercial 
construction spending would decrease 
by 12% in 2020, and the industry 
slowdown will continue with a 5% 
additional decline in 2021.

Forecasters calculate these predictions 
using existing economic and 
mathematical models to extrapolate 
trends from current business 
data, coupled with historical data 
patterns. How does that work when 
the COVID-19 pandemic has had a 
catastrophic and immediate impact 
on our society and economy unlike 
anything previously experienced? 
Can trend curves and data patterns 
be accurate predictors for the unique 
circumstances ahead in 2021? 

Sobering forecasts may cause suppliers 
to the construction industry to take 
drastic measures in anticipation of a 
large industry slowdown. They might 
conduct preemptive layoffs, reduce 
expenses and reduce investment back 
into their business. But what if these 
forecasts are overstated? Could the 
experts simply be wrong? 

Our research used published 
economic data and primary industry 
interviews to forecast 2021 activity 
in the commercial construction 
industry. Rather than a decline, the 
analysis concluded that nonresidential 
construction spending will increase in 
2021, and for the foreseeable future. 

This optimistic forecast used economic 
data and statements from industry 
observers and door, frame and 
hardware distributors, gathered from 
August through October 2020. Four 
fundamental shifts in business and 
society support our prediction for 
growth in 2021 and beyond. 

1. Compliance – Businesses face 
new compliance requirements 
post-COVID-19 in nonresidential 
building design that will result in 
retrofits and renovations. 

2. Safety – Businesses will leave old 
buildings with outdated ventilation, 
narrow spaces and other virus-
safety issues to find newer, safer 
construction for employees and 
customers. 

3. Motivation – Businesses will seek 
newer, safer and more attractive 
workspace to encourage workers to 
return to the office and encourage 
customers to visit. 

4. Geography – People and businesses 
will leave high-density urban 
locations in favor of lower-density 
cities and suburbs, spawning the 
need for new construction.

New Compliance Requirements
The Society of Human Resource 
Management (SHRM) reported that 
approximately 7% of Americans 
worked from home in 2019. In June 
2020, SHRM reported that 64% of 
Americans worked from home. An 
entire workforce suddenly shifted 
location and workspace. 

Gallup Research reported that 59% of 
employees at home wish to continue 
working from home post-pandemic. 
Employees enjoy the flexibility and 
elimination of a time-consuming, 
stress-inducing commute. Employees 
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also state concern for health safety 
when returning to a workplace not 
designed to be compliant with COVID-
19-related safety measures. Employees’ 
health concerns present both liability 
and retention issues for employers 
who intend to have staff return to their 
workplace.

On the other hand, numerous 
workplace surveys reveal the 
overwhelming majority of employers 
prefer staff to work from a common 
location. The onus falls on the 
employer to take corrective actions to 
mitigate the reasons employees wish to 
stay at home. 

The desire for flexibility and a reduced 
commute can be easily accommodated 
by hybrid scheduling and other 
creative arrangements. But reducing 
concerns of an unsafe workplace will 
require more effort and expense. 
Expect Occupational Safety and Health 
Administration (OSHA) regulations, 
state and federal legislation, and 
employee demands to push employers 

into designing new COVID-19-
compliant workplaces.

What is a COVID-19-compliant 
workplace? It is a workspace that 
affords: 

• Socially distanced seating.

• Socially distanced walkways.

• Touchless door openers.

• Anti-microbial door and counter 
surfaces.

• Designated health stations (areas 
for personal protective equipment, 
sanitizing).

• New HVAC ventilation requirements 
for work areas.

• Higher HVAC ventilation 
requirements for eating areas.

• Larger and more eating areas.

• Partitions in public areas (between 
desks and counters).

• Partitions in restrooms.

• More closed workspaces.

Today, very few workplaces comply 
with the standards soon to be 
required for COVID-19 compliance. 
That is why the majority of Fortune 
500 companies have indicated an 
unwillingness to bring staff back to the 
office before mid-2021. That comfort 
and preparation requires a significant 
amount of COVID-19 compliance in 
terms of renovation and retrofitting. 
This construction represents an 
immediate opportunity to provide 
doors, hardware and partitions 
required by employers across America.

HKS Hardware in East Bend, North 
Carolina, has already created new jobs 
as a result of COVID-19 compliance. 
“We’re seeing new work around 
renovating office buildings. These 
renovation projects call for items like 
hands-free power operators, restroom 
doors and touchless accessories 
throughout office spaces,” says Joshua 
Hauser, President, HKS Hardware. 

COVID-19 compliance creates the 
need for wider walkways, more offices, 
more meeting spaces and more break 

areas, all requiring doors, frames and 
hardware.

Consider new requirements for the 
size of a meeting room. Centers for 
Disease Control and Prevention 
(CDC) guidelines recommend a 
minimum of 28 square feet of space 
per employee within a meeting room. 
Adding space to walk to and from the 
meeting table and enter the seating 
area requires nearly 60 square feet 
per occupant; a 10-person meeting 
room may require 600 square feet. 
This doubles the size requirement of 
a pre-COVID-19, 10-person meeting 
room. Consequently, companies will 
need to provide more meeting rooms 
with larger square footage, which 
will require new construction and 
reconfiguration. 

Another COVID-19 compliance change 
is no more “hoteling” employees – 
that’s rotating common space for 
employees not in the office full time. 
COVID-19 compliance now demands 
that each employee be assigned a 
specific desk and office to reduce 
virus transmission and enable contact 
tracing if needed. These compliance 
requirements will result in a significant 
increase in the square footage 
necessary for each employee, including 
employees not even in the office.

Companies will undoubtedly return 
fewer employees to the office than 
they housed in 2019, but the space 
requirements of those fewer employees 
may still be higher than prior to 
COVID-19. In fact, experts predict 
that businesses may need to acquire 
additional office space, even if only 
50% of staff return.

Moving to Safety
Immediate COVID-19 compliance 
requirements will drive demand for 
retrofitting workplaces. The need 
for new hardware such as touchless 
door access and other anti-bacterial 
surface items will benefit door, frame 
and hardware distributors. But many 
employers will discover that workplaces 
in older buildings may be unable to 
cost effectively retrofit to attain the 
necessary level of workplace safety.

Facing extremely 
costly and time-
consuming 
renovations, many 
employers will 
ultimately acquire new 
office space, either 
already COVID-19-
compliant or easily 
retrofitted for safety. 
The demand for new, 
safe commercial 
construction will 
increase.
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For example, older buildings 
may struggle to comply with new 
recommended CDC and OSHA 
HVAC ventilation requirements for 
workspaces, common areas, eating 
areas and health stations. New 
requirements call for enhanced zone-
based ductwork, increased air flow 
and much higher particle filtration 
rates. This may require complete 
renovation of ceiling spaces, wall 
configuration, room vents and other 
costly construction. 

The CDC published “Covid-19 
Office Building Guidelines” to assist 
employers in determining if their 
workspace is safe for returning 
employees. The guidelines suggest 
11 different actions, some extremely 
costly, just in the area of HVAC safety. 
For buildings that may not meet the 11 
prescribed safety protocols, the CDC 
recommends that employers invest 
in ultraviolet germicidal irradiation 
(UVGI) equipment to disinfect all 
workspaces daily.

Facing extremely costly and time-
consuming renovations, many 
employers will ultimately acquire new 
office space, either already COVID-
19-compliant or easily retrofitted 
for safety. The demand for new, 
safe commercial construction will 
increase.

Other CDC safety guidelines that 
fall beyond inexpensive retrofitting 
involve increased use of stairwells for 
primary vertical travel, or escalators, 
and reduced use of elevators. 
Elevators are considered high-risk 
zones given their small enclosed 
space, limited ventilation and public 
touch buttons. Employers must also 
provide more restrooms to avoid 
overcrowding and allow employees 

easy, quick access for frequent hand-
washing. A restroom must be located 
near elevators for employees to easily 
access following elevator use.

Compliance recommendations 
largely focus on areas that receive 
high traffic flow, especially from 
visitors. Companies are encouraged 
to create separate reception rooms 
for deliveries and visitors. These 
rooms keep nonemployees separated 
from employees. While some 
of these guidelines may appear 
excessive, employers will face no 
option but to comply. Operating an 
unsafe workplace, by OSHA or CDC 
standards, leaves the employer at risk 
of regulatory penalties, civil fines and 
employee discontent.

“This crisis is probably going to 
accelerate the need for modern, flexible 
office space with lots of services,” says 
Magnus Meyer, Managing Director, 
WSP, an international engineering 
and architecture firm. “The buildings 
that suffer will be the older ones that 
tenants just don’t want any more. 
They’re just the wrong product.”

Joe Broders, CEO of the Steve Broders 
Company, says, “From my discussions 
with local developers, architects and 
business owners, the return to work 
will come with changes in how the 
workforce engages with the workplace. 
All the options discussed require some 
form of retrofitting or new construction. 
This should translate to a busy and 
profitable 2021 for Broders Company.”

Motivation to Return to Offices
COVID-19 compliance and a safe 
workplace comprise the basic 
requirements for businesses to recall 
employees to the office. But most 
companies will find the need to create 

additional and new motivators to 
encourage employees to willingly 
return to the office. Nabs, a market 
research firm based in the United 
Kingdom, surveyed corporate 
employees about their willingness, and 
their reservations, regarding a return 
to the office. Nabs discovered that 76% 
of employees stated they currently miss 
social interaction and collaboration 
with fellow employees. Additionally, 
only 16% stated they never want to 
return to the office.

Consequently, social interaction 
remains a primary motivator that 
employers can leverage to encourage 
employees to return to the workplace. 
But how do you foster employee staff 
social interaction while renovating 
your office for COVID-19 compliance 
and health safety? The answer lies in 
new types of workspaces designed for 
social distancing while still enabling 
socializing. Just as socially distanced 
desks and walkways require more 
space, so will designated social 
gathering and meeting areas.

Many employers will discover their 
current office space lacks sufficient 
gathering space large enough to 
facilitate social distancing. As a result, 
employers will need to find new 
workspaces with extra large meeting 
areas for employees to collaborate and 
safely socialize. Promoting these new 
safe spaces will motivate employees to 
return to the office. 

Although offices have changed in some 
ways during the past decade, they 
may need to be entirely rethought 
and transformed for a post-COVID-19 
world. Research conducted by 
McKinsey & Company featured in the 
article, “Reimagining the Office and 
Workplace after COVID-19,” advises 
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large employers not to view post-
COVID-19 as merely an opportunity 
to reduce real estate costs. Rather, 
McKinsey suggests that, “Real estate 
groups should collaborate with the 
business and HR to redo the footprint 
entirely and develop fit-for-purpose 
space designs quickly – in some cases, 
by creating win-win approaches with 
landlords.”

Anna Peel advises employers in her 
September 2020 article, “The Secret 
to Motivating Employees Back to Work 
after COVID,” on the website Value 
Walk, to negotiate with landlords 
to acquire additional space for the 
express purpose to make returning 
employees feel more comfortable, safe 
and motivated to return to the office. 

The National Association of Realtors 
reported that views of commercial 
real estate listings spiked beyond 2019 
levels in August and September 2020 
as businesses nationwide searched for 
new office space with amenities such as 
improved HVAC, larger space, natural 
light and more parking.

Beyond office space, new space 
designs will be required to motivate 
customers to return to retail, dining 
and entertainment venues. Imagine 
the public reaction to an older, densely 
packed, low-ventilation movie theater 
versus a new, open-air theater designed 
for social distancing. Restaurant 
establishments may consider expanding 
dining rooms to provide increased table 
spacing and motivate customers to 
return. A safer dining room, shopping 
venue or workplace will all motivate 
people to feel more comfortable in a 
post-pandemic world. The public will 
ultimately vote with their pocketbook, 
and old spaces that cannot keep 
occupants safe from virus will not be 
favored by customers in 2021.

Businesses will seek new commercial 
space to create motivating reasons to 
encourage employees and customers  
to return.

Geographic Shift Away  
From Cities
The U.S. Census Bureau released data 
in 2017 that documented a clear trend 

spanning several decades of Americans 
moving away from rural/suburban 
areas back to the city. As a result, 
dozens of major U.S. cities experienced 
gentrification, and old decayed urban 
zones became attractive, redeveloped 
neighborhoods. 

Younger American adults seeking 
to live closer to work, reduce 
commuting, and increase social and 
cultural activities eagerly moved 
back to higher-density urban living. 
In total, the percentage of the U.S. 
adult population residing in an 
urban neighborhood increased 17.1% 
from 2000 to 2017, reversing the 
post-WW II trend of movement away 
from cities toward suburbs.

Accordingly, businesses followed the 
demographic trend and also returned 
to the city. Commercial construction 
exploded in urban centers to attract 
the growing urban workforce. David J. 
Collis, Professor Corporate Strategy, 
Harvard Business School, noted in 
2016, “Cities are more attractive places 
to live than they were 30 years ago 
and are more willing to provide tax 
incentives and young people want to 
live there.” 

In 2017, Stuart Lichter, President of 
IRG, a major commercial real estate 
developer, agreed. “Companies are 
migrating to the city because they 
perceive the need to attract talent.” As 
a result, major Fortune 500 companies 
like McDonalds, Weyerhaeuser, 
General Electric and dozens of others 
relocated millions of square feet of 

office space and tens of thousands of 
employees from suburban corporate 
campuses to new downtown office 
buildings.

So, what is the trend now? 

COVID-19 has reversed this migration 
once again; employees are now moving 
back to the suburbs. A demographic 
shift toward suburbs will result in 
businesses leaving urban locations and 
seeking new suburban locations.

Urban dwellers felt the stay-at-home 
orders and economic lockdowns 
especially hard. Smaller residential 
living space, greater scarcity of 
consumer goods and higher disease 
rates all combined to make city living 
more difficult during the pandemic. 
Many reconsidered their urban living 
choice, and people are once again 
leaving major cities and seeking 
suburban or rural residences. 

Plus, with mortgage rates at historic 
lows, urban renters now realize 
they can afford to be suburban 
homeowners. Real estate website 
Zillow reported in September 2020 
that rental listings were up 96% 
year-over-year in San Francisco, as 
residents terminated leases during 
the summer. Major cities across the 
nation report similar statistics with 
urban residential unoccupied inventory 
increasing, while sales of suburban 
residential units spike.

The COVID-19 pandemic 
unveiled a new reality of virtual, 

Cities are more attractive places to live 
than they were 30 years ago and are 
more willing to provide tax incentives and 
young people want to live there.
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work-from-home, remote access 
for employees. To the surprise of 
most employers, the new remote 
workforce seems to be working out 
quite well. Companies overwhelmingly 
report increases in both employee 
productivity and job satisfaction. This 
new realization confirms work-from-
home experimental trials conducted 
in 2019. 

For example, Trip.com conducted a 
2019 study to measure productivity 
of remote employees versus in-office 
staff. In a carefully constructed test, 
which was held over nine months 
and involved hundreds of employees, 
the work-at-home team performed 
at a 13% higher productivity. 
Employees stated two main reasons: 
1) fewer distractions at home and 2) 
willingness to work more minutes per 
shift because of no commute. 

Post-pandemic, industry forecasters 
expect employers to willingly provide 
workers more options to work from 
home, either full time or on hybrid 

schedules. This certainly supports the 
ability of employees to relocate away 
from the city.

History indicates that companies 
will follow the trends and take the 
opportunity to leave expensive urban 
office space in favor of lower-cost 
corporate offices in suburban areas. 
James Farrar, CEO of real estate 
investment trust City Office REIT, 
which owns 66 office buildings in 
several major cities, says, “I think you 
will see more and more tenants leave 
the city.”

Conclusion
The most recent data suggests that 
the demand for new commercial 
construction will actually increase in 
2021. This prediction stands counter 
to the negative forecasts published 
by many industry and economic 
forecasting organizations. The reasons 
for this optimistic 2021 forecast are 
fourfold:

1. Compliance with new COVID-19 
regulations will cause employers 
to significantly renovate and 
reconfigure existing commercial 
facilities. 

2. Implementing safety and health 
regulations may be cost-prohibitive 
for older facilities, forcing 
employers to seek new construction.

3. Employees and customers will need 
persuasion and motivation to return 
to commercial spaces. Businesses 
will respond by securing attractive 
and appealing new locations.

4. People and businesses will 
relocate from urban centers to new 
suburban locations. The demand 
for suburban commercial space will 
surpass the existing supply.

The fact remains that in 2021, fewer 
workers will occupy commercial space. 
A large percentage of people who 
previously worked in a traditional 
office may continue to work from home 
permanently. 

Many of the negative industry 
economic forecasts are based on the 
simple reduction of workers returning 
to the office. However, these negative 
economic forecasts fail to recognize 
that many of the workers who do 
return to the physical workplace 
cannot return to their same old 
workplace. The renovations and 
reconfigurations required for post-
COVID-19 compliance may not reduce 
workspace because of requirements 
for much higher square footage per 
employee.

All these factors point toward more 
commercial construction in 2021 and 
beyond. For door, frame and hardware 
distributors, a year of opportunity and 
growth awaits in 2021. 

Those businesses that plan for growth 
will be early to realize and monetize 
the opportunity. Growth-minded 
distributors should invest now in 
resources and processes to handle 
higher business demand. Mark 
Dement, Managing Partner for Stars 
& Stripes Specialty Doors in Conroe, 
Texas, says, “Our phone keeps ringing 
with customers planning to restart 
paused work and launch entirely new 
projects. For those who are prepared, I 
see amazing opportunities ahead, and 
I am very optimistic about 2021.” 

Those who properly prepare their 
businesses will realize the most 
gain. The advice of business futurist 
Alexander Graham Bell rings true at 
this potential tipping point in economic 
history, “Before anything else, 
preparation is the key to success.” +

IAN OXMAN is 
Co-Owner of 
Software for 
Hardware in 
Alpharetta, Georgia. 
Email: ian@software 
forhardware.com.
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FOLLOWING A 2020 
DOWNTURN OF 14%,  
DODGE DATA & 
ANALYTICS PREDICTS 
A 4% INCREASE IN 
CONSTRUCTION 
STARTS IN 2021.

The Dodge Data & Analytics 2021 
Construction Outlook, a mainstay in 
construction industry forecasting and 
business planning, predicts that total 
U.S. construction starts will increase 
4% in 2021, to $771 billion.

“The COVID-19 pandemic and 
recession has had a profound impact 
on the U.S. economy, leading to a 
deep drop-off in construction starts 
in the first half of 2020,” said Richard 
Branch, Chief Economist for Dodge 
Data & Analytics.

“While the recovery is underway, the 
road to full recovery will be long and 
fraught with potential potholes. After 
losing an estimated 14% in 2020 to 
$738 billion, total construction starts 
will regain just 4% in 2021.”

Branch delivered his analysis in the 
82nd annual Dodge Construction 
Outlook Conference, held virtually 
in November 2020 when the report 
was released. Cris deRitis, Deputy 
Chief Economist for Dodge Data & 
Analytics, also provided an overall 
economic outlook.

“Uncertainty surrounding the next 
wave of COVID-19 infections in the 
fall and winter and delayed fiscal 
stimulus will lead to a slow and 
jagged recovery in 2021,” Branch 
said. “Business and consumer 
confidence will improve over the year 
as further stimulus comes in early 
2021 and a vaccine is approved and 
becomes more widely distributed, 
but construction markets have 

Modest Increase  
in Construction  
Starts Forecast  
for 2021

BY AL RICKARD, CAE
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been deeply scarred and will take 
considerable time to fully recover.

“The dollar value of starts for 
residential buildings will increase 5% 
in 2021, nonresidential buildings will 
gain 3% and nonbuilding construction 
will improve 7%. Only the residential 
sector, however, will exceed its 2019 
level of starts thanks to historically 
low mortgage rates that boost single 
family housing.”

Construction Starts in  
Key Sectors
The pattern of construction starts for 
certain segments includes:

• The dollar value of commercial 
building starts will increase 5% in 

2021. Warehouse construction will 
be the clear winner as e-commerce 
giants continue to build out their 
logistics infrastructure. Office 
starts will also increase due to 
rising demand for data centers 
(included in the office category) 
as well as renovations to existing 
space. Retail and hotel activity will 
languish.

• In 2021, institutional construction 
starts will increase by a tepid 1% 
as state and local budget deficits 
impact public building construction. 
Education construction is expected 
to see further declines in 2021, 
while health care starts are 
predicted to rise as hospitals seek to 
improve in-patient bed counts.

Commercial construc�on sector fell 23% in 2020
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• The dollar value of manufacturing 
plant construction will remain flat 
in 2021. Declining petrochemical 
construction and weak domestic 
and global activity will dampen 
starts, while a small handful of 
expected project groundbreakings 
will level out the year.

• Electric utilities/gas plants will 
gain 35% in 2021, led by expected 
groundbreakings for several large 
LNG export facilities and an 
increasing number of wind farms.

• The dollar value of single-family 
housing starts will be up 7% in 
2021, and the number of units will 
grow 6% to 928,000. Historically 
low mortgage rates and a preference 
for less dense living during the 
pandemic are clearly overpowering 
short-term labor market and 
economic concerns.

• Multifamily construction, however, 
will pay the price for single 
family’s gain. The large overhang 
of high-end construction in large 
metro areas combined with 
declining rents will lead to a further 

pullback in 2021. Dollar value will 
drop 1% while the number of units 
started falls 2% to 484,000.

The Dodge report noted that 
commercial construction (stores, 
warehouses, offices, hotels and 
parking garages) lies at the heart of 
the private business economy and 
typically experiences large swings in 
activity as economic growth gains and 
loses steam.

Commercial construction was hard hit 
by the economic shutdowns imposed 
by U.S. reactions to COVID-19. The 
retail and hotel sectors were at the 
epicenter of the economic response, 
and both continue to experience 
extreme economic distress.

Further sector analysis is provided 
below, and a chart showing directional 
trends in each of these sectors is shown 
in the Impact column on page 66 of this 
issue of Door Security + Safety.

Stores and Shopping  
Centers Struggle
The recovery in construction for 
stores and shopping centers that 
followed the Great Recession fell far 
short of expectations. After peaking in 
2016, construction in this sector was 
already declining before the pandemic 
hit.

The downward trend in retail 
construction starts continued in 2020, 
with construction starts projected 
to drop another 25% to $12 billion 
as square footage slid 28% to just 55 
million square feet.

The Dodge report noted that 
COVID-19 could have long-lasting 
implications for the retail industry. 
While brick and mortar is unlikely to 
disappear entirely, online shopping 
became a much more ingrained part 
of consumer purchasing behavior due 
to stay-at-home orders.

Office Buildings Cycling  
Back Slightly
Dodge reported that office 
construction starts finished 2019 
with an 11% gain in square footage 
over 2018 to 152 million square feet. 
While a sizeable gain, this still left 
office construction 66 million square 

feet (30%) below its 2007 peak. This 
continued a lengthy trend of declining 
cyclical growth.

The pandemic has caused a significant 
shift in office usage. In the early days 
of the crisis, workers were shunted 
out of their offices into home-based 
workspaces, not knowing when or if 
they would return.

Dodge indicated that a slight boost in 
activity is expected for 2021. Square 
footage will rise 4% to 127 million 
square feet.

Once a vaccine reaches wide 
circulation, it is expected that most 
office workers will return, supporting 
office construction beyond 2021. 
However, even as the office market 
recovers, starts are expected to 
remain well below their pre-pandemic 
levels for the foreseeable future.

Hotel Construction on Hold
Even before the pandemic, hotel 
construction starts were on the 
decline. In the first nine months of 
2020, hotel construction starts were 
down by 48% in square footage.

Dodge said the outlook for 2021 will 
remain dim since business and leisure 
travel will be severely limited until a 
vaccine has been approved and widely 
adopted.

Once confidence about travel safety 
has improved, pent-up demand 
will likely lead to an initial surge in 
activity. Even as this develops, hotel 
owners and developers will need 
to dig themselves out of very deep 
financial holes before expansion and 
building can begin. That will leave 
2021 as another down year for hotel 
construction starts.

Education Starts Still Slow
Education starts are expected to slip 
3% in both dollar value and square 
footage during 2021.

Construction for public schools (the 
largest share of total education starts) 
will be plagued by state and local 
budget shortfalls that have resulted 
from lower tax revenues and high 
costs associated with responding to 
COVID-19.

BOND REFERENDUMS 
FUND NEW PROJECTS IN 
SCHOOLS, HEALTH CARE
Amid the fiscal challenges affecting 
state and local governments, some 
good financial news emerged from the 
fall 2020 election as voters approved 
bond referendums for new projects, 
many of them in schools. Some of 
the major projects and the financial 
resources approved include:

• Los Angeles – $7.0 billion for K-12 
renovation/modernization

• Dallas – $3.3 billion for K-12 
construction/renovation

• King County, Seattle, Washington 
– $1.7 billion to renovate/expand 
Harborview Medical Center

• San Antonio – $1.2 billion for K-12 
construction/renovation

• Oregon – $1.2 billion for school 
renovations

• Denver – $795 million for new high 
school buildings
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College and university construction 
(the second largest share of education 
starts) will be severely hampered 
by significant losses in revenue 
from tuition, room and board as 
enrollments have declined and fewer 
students are living on campus. 

For private colleges and universities, 
endowments are key to financing new 
construction. Endowments, however, 
are expected to be another weak link 
for education construction over the 
next few years.

State financial support for public 
colleges has been slowly waning in 
recent years, causing public colleges 
to rely more heavily on tuition, fees 
and revenues from room and board to 
meet costs, but those revenue sources 
have declined.

Other education sectors (daycare 
centers, libraries, museums, etc.) 
have been equally challenged by the 
COVID-19 pandemic.

Health Care Starts Uncertain
Health care construction starts began 
2020 on a high note with a 34% 
increase over 2019 in the first quarter.

However, as the virus spread, the 
health care sector was hit with more 
hospitalizations, which pushed costs 
higher just as revenue associated with 
lucrative elective procedures dried up. 

This created a large financial gap for 
hospitals.

Despite higher demand, construction 
starts slowed for the remainder of 
2020.

The outlook for 2021 is uncertain. 
Demographic demand is ramping up 
as aging baby boomers continue to 
require more health care services. 
Moreover, the COVID-19 pandemic 
has exposed the health care sector’s 
lack of surge capacity. In-patient bed 
counts have declined in many areas 
of the country as health care delivery 
has shifted to outpatient facilities. 
These two factors alone should lead 
to a significant pickup in health care 
construction in years to come.

Public Buildings Lack 
Resources
Public (government) building 
construction includes capitols and 
courthouses, police, fire, detention 
and other public administrative 
facilities. Government building starts 
began 2020 on a weak note with 
square footage slipping 12% during 
the first quarter. Construction slowed 
further from there as the pandemic 
took hold.

Public building construction will 
continue to struggle in 2021. The 
pandemic and recession hurt state and 

local budgets as revenues plunged at 
the same time costs associated with 
COVID-19 responses soared.

Five Factors to Watch
Each year Branch identifies five things 
to consider in assessing construction 
starts for the coming year. This year, 
his five key factors for 2021 are:

1. Risk of volatility

2. Shifting demographics

3. Increased planning times

4. Regional growth disparities

5. Market shifts/design shifts

The 2021 Dodge Construction 
Outlook was presented at the virtual 
82nd Annual Construction Outlook 
Conference held by Dodge Data 
& Analytics. Copies of the report, 
with additional details by building 
sector, can be ordered by contacting 
Kelli Gaglione at kelli.gaglione@
construction.com. +

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

DODGE MOMENTUM INDEX 
OFFERS INSIGHT INTO 
CONSTRUCTION SPENDING
The Dodge Momentum Index is a unique 
12-month leading indicator of construction 
spending for nonresidential building. The 
index is designed to specifically focus 
on patterns within the commercial and 
institutional segments of the industry and 
uses first-issued planning Dodge Report 
information on construction projects as a 
leading indicator of the future direction of 
construction spending.

Oct-20 Sep-20 %  Change 

Dodge Momentum Index 127. 5 129. 8 -1.8%

Commercial Building 148. 9 155. 8 -4.4%

Ins�tu�onal Building 100. 9 97. 7 3.3%

• Tracks ini�al report for non-residen�al projects in planning
• Leads Census construc�on spending by 12 months

Lorem ipsum
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ONE SOURCE. ONE ORDER. ONE SHIPMENT.

99.5% SAME-DAY SHIPPING 
leveraging four Distribution Centers  
(Pennsylvania, Missouri, Massachusetts, Nevada)

FULL SERVICE KEYING 
department including basic rekeying, masterkeying,  
and construction keying

ONLINE E-STORE  
offering multiple functions: order placement; review on-hand 
inventory; order and account status; shipping information

 BEST-IN-CLASS CUSTOMER SUPPORT  
providing technical support, project job quoting, and  
purchase order placement

EMAIL OR FAX ORDER CONFIRMATION  
on every order

DISTRIBUTION  
across The United States of America

WE KNOW SERVICE

Stay Connected with a Top Notch Online Account

•  Improved Product Search

•  View Your Account 
Details

•  Manufacturer Resources

•  Simple Shopping and 
Checkout

More than online shopping! 
Access your account anywhere, anytime. Request online access 
and view e-store training online at www.topnotchinc.com! 

Corbin Russwin  
CL3300 Series



TOP NOTCH IS YOUR  
TOP DESTINATION FOR  
TOUCHLESS SOLUTIONS
The transition to touchless is made easy with  
ASSA ABLOY low energy operators, including 
the Norton 6300 Series. Begin your touchless 
transition to help minimize high frequency 
touchpoints and reduce the spread of germs. 

Norton
6300 Series

Norton
5800 Series

Norton 6300 Series  
Low Energy Operator
•  Activated by push button, hands-free and RF devices

•  Push and pull side mounting

• Adjustable opening force

• Adjustable closing power

Reduce The Spread Of Germs In Your Facility.
We stock a complete assortment of commercial mechanical and electronic products from  

the brands your customers want. Order online at www.topnotchinc.com or call 800-233-4210.



COVID-19 
PANDEMIC 
TRENDS 
FROM 
2020 INTO 
2021
How did the pandemic’s effect 
on the door and hardware 
industry change from early 
2020 to late 2020? What lies 
ahead for 2021? Distributors, 
manufacturers, sales agents and 
others offer their views in a new 
DHI survey.
BY AL RICKARD, CAE
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In early April 2020, just 
a few weeks after the 
COVID-19 lockdown began, 
DHI surveyed the industry 
to learn how it was dealing 
with the pandemic in its 
early days.
At that time, 78% of distributors, manufacturers, 
sales agents and others had seen an immediate 
decline in business. Just over 40% of companies 
saw declines of less than 25%, but 19% were hit with 
declines of more than 50%.

Nearly 70% suspended a portion of their business 
due to slowdowns or shutdowns, 77% instituted new 
work procedures, 44% saw interruptions in the supply 
chain and 26% reduced their workforce with layoffs.

On the plus side, increased demand in hospitals 
and health care facilities created some new 
opportunities. Customers focused more on touchless 
opening solutions and antimicrobial products. Some 
companies reported that the crisis created an urgency 
that forced them to evaluate many business processes 
and improve their operations.

Fast forward to November 2020, when DHI again 
surveyed the industry to assess the ongoing impact 
since March 2020.

The positive trend: 53% of companies saw their level 
of business increase or stay the same. The 47% that 
experienced declines fared somewhat better than they 
did earlier in the pandemic. The chart, “Door and 
Hardware Business Impact From COVID-19,” on this 
page compares responses from November 2020 with 
April 2020.

“We are pleased that many member companies have  
rebounded from the toughest days early in the 
pandemic,” says DHI President David M. Sylvester, 

PHP. “DHI advocated to have our industry designated 
as an ‘essential’ industry, which was instrumental in 
helping our members navigate these challenging times.”

DHI quickly built a comprehensive website at  
www.dhi.org/COVIDSolutions to provide guidance 
from U.S. and global health organizations, on- 
demand webinars, DHI advocacy resources, news 
releases and other resources.

Voices of Optimism
Even though industry executives recognize the 
pandemic will continue far into 2021, most are 
optimistic about their business prospects in 2021.

More than 60% are optimistic, just under 30% are 
pessimistic and about 10% are unsure. The chart, 
“Door and Hardware Industry Optimism Index,” on 
page 24 shows the survey answers.

A few distributors pointed to the uncertainty about 
the policies and performance of the new presidential 
administration as factors that make the future hard to 
predict.
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November 2020 April 2020

Increased or Stayed 
the Same 53% 22%

Decreased Less 
Than 10% 16% 16%

Decreased 10-25% 20% 25%

Decreased 25-50% 7% 18%

Decreased More 
Than 50% 4% 19%

DOOR AND HARDWARE BUSINESS IMPACT  
FROM COVID-19

Source: DHIFigure 1
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A manufacturer said, “Some products 
have seen an explosion of growth, while 
others have seen significant negative sales,” 
making any future predictions a mixed bag.

A sales agent who is not sure how 2021 will 
evolve noted, “It totally depends on how 
fast we get a vaccine into circulation and 
how reliable that vaccine proves to be.” 
(This answer was given in mid-November 
before the first vaccines were submitted to 
the U.S. Food and Drug Administration for 
emergency authorization.)

Permanent Business Changes
The pandemic has forced many changes 
to how companies do business, and most 

door and hardware professionals see 
these changes continuing even after the 
COVID-19 threat ends or is significantly 
diminished.

Heightened hygiene standards top the 
list, followed by remote meetings with 
customers and employees, increased or 
continued use of touchless access points 
and the wearing of masks. The chart, 
“Permanent Changes in the Door and 
Hardware Industry,” on this page shows the 
survey answers.

Nevertheless, one distributor cautioned, 
“The largest issue is uncertainty – we are 
having a tough time planning for what will 
be temporary and what will be permanent 
changes.”

Distributor Challenges
Many distributors surveyed in November 
2020 cited delayed and canceled projects 
and the subsequent drop in revenue as 
their major challenges.

They have also endured customers closing 
temporarily, problems delivering products 
to job sites and work delays in projects due 
to restricted movement of people.

“We lost hospitality projects, which is our 
largest sector of work,” one distributor said. 
Another cited the challenge of “not being 
able to visit with customers.” This was “a 
disruption to the normal work environment 
and customer experience,” one said.

Another cautioned, “For those of us who 
specialize in end-user work in occupied 
health care, COVID-19 has rewritten the 
book on how we operate, and health care 
facilities have little to no money going 
forward.”

Ironically, when customer demand did 
increase for distributors in certain sectors, 
they often faced supply chain delays in 
getting the products they needed.

“Long lead times and factory response 
times on inquiries” were a challenge noted 
by a distributor. Another said that vendor 
employees working from home resulted in 
longer information turnaround. 

DOOR AND HARDWARE INDUSTRY OPTIMISM INDEX

I am very optimistic

I am cautiously optimistic

I am somewhat pessimistic

I am very pessimistic

Not sure

Figure 2

11%

51%

24%

11%

3%

Source: DHI

PERMANENT CHANGES IN THE DOOR AND 
HARDWARE INDUSTRY

Heightened hygiene standards in your 
office and/or customer facilities

Increased remote 
meetings with customers

Increased remote work 
by employees

Increased or continued integration/
use of touchless access points

Continued use of PPE 
such as masks

Figure 3

74%

67%

62%

41%

58%

Source: DHI
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One distributor reported “communication 
problems with large companies that 
had phone lines forwarding all over the 
nation – lots of ‘all circuits are busy’ calls. 
Also, less consistency in getting the same 
customer service representative.”

Within companies, one distributor noted, 
“There is less of a pool of educated people 
out there for our industry. Technology only 
goes so far in communicating information; 
we need people.”

Maintaining employee focus and morale 
while many people worked from home 
remains a key challenge. Yet those surveyed 
recognize the importance of protecting 
employees from the virus. “Team safety 
versus production concerns as an employer” 
was cited as a tough balancing act.

“Maintaining company culture and 
employee engagement” was identified as 
a challenge by a distributor. Still another 
echoed that theme and observed, “We have 
little to no social interaction (fun) within 
our organization. Workers from home feel 
isolated and detached from those who 
report into our offices.”

“Staff absences related to quarantines were 
our biggest hurdle,” a distributor added. 
Another said “getting temporary labor” 
was a challenge when these situations 
arose. A Canadian distributor lamented, 
“As a Canadian company, the government 
is paying employees to stay home. We 
can’t work from home, so we are short 
employees.”

“Adjusting schedules to balance employees’ 
personal and professional needs,” 
was noted by one distributor. Another 
explained, “We are seeing increased costs 
for social distancing and sanitizing in 
our offices, factory and on job sites.” Still 
another said, “Getting everyone to wear a 
mask” was a challenge.

Manufacturer Challenges
Manufacturers faced a range of challenges, 
including project cancellations and 
postponements, travel restrictions, no face-
to-face contact with customers, uneven 

demand, unknown timing of projects and 
supply chain issues.

One manufacturer is concerned about 
“declining sales volume and disruption to 
our strategic business objectives.”

“The drop in demand created severe 
financial hardship,” a manufacturer said. 
Another observed, “There is a slowdown 
in new project development. We have 
concerns about pipeline projects for the 
second half of 2021.”

One asserted that a key challenge was “the 
inability to meet with end users, architects, 
specifiers, distributors and dealers to 
demonstrate products and develop solutions.”

Another manufacturer saw “a huge drop in 
orders in April and May followed by huge 
surge in orders in June, July and August,” 
prompting a supply chain challenge to keep 
up with demand.

“Inventory is a problem,” a manufacturer 
said. “We are unable to get supplies and 
parts needed to manufacture products.” 
One also noted, “Sub-assembly vendors for 
parts and processes have been closed for 
extended periods of time.”

Inside the company, a manufacturer said, 
“Gearing up to efficiently work remotely 
and keeping everyone as safe as possible 
in the factory” was a key challenge. 
“Alleviating employee health and safety 
concerns” was cited by another.

One also noted, “Recruiting and 
onboarding of employees are new 
challenges.”

Distributor Opportunities
Despite the challenges, some opportunities 
inevitably emerge from crises such as the 
pandemic.

“This pandemic has reinforced the need for 
all of us to be better communicators about 
our need to best do our job of providing 
safety, security and service,” a distributor 
declared. “It is more about the whole and 
less about the individual. Less ‘me’ and 
more ‘us.’” 
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Another was optimistic that “many 
businesses that received PPE monies used a 
portion for door and hardware replacement 
that had been neglected in the past.”

One distributor exclaimed, “We are 
essential! Work increased in schools due to 
their closing or starting online learning.” 
Another echoed that theme and noted “a 
surge of school renovations and repairs 
due to schools being closed early.” Others 
reported more work in hospitals and senior 
housing projects.

A distributor said an opportunity was 
“being able, because of our business model, 
to provide goods and services to front-line 
businesses such as hospitals, food stores and 
government offices as an essential service.” 
In this vein, another said, “It forced us to 
diversify our vertical market focus, which 
will strengthen us in the long run.”

One company began offering pre-
installation services and high energy 
auto operators; another branched out into 
lumber, hardware, building materials; and 
still another sold hand sanitizer.

One distributor reported that customers 
are “looking for more security and 
restricted openings,” and one noted that 
“touchless hardware and sliding exam 
doors” are in demand, among other access 
control solutions.

“It was an opportunity to talk about 
antimicrobial options to be included in 
touched hardware,” a distributor said.

One noted, “After the social unrest, we 
had some unplanned replacement business 
opportunities.”

Another said, “We won a few jobs that our 
competitors weren’t bidding on because of 
stay-at-home warnings.” One added, “Using 
all the government subsidies available we 
were able to stay open to serve customers 
when competitors closed.”

One distributor found “you can negotiate 
payment terms easier.”

For company operations, one noted that 
the pandemic has been an opportunity to 
retool company operations. These ranged 
from strategic shifts to practical changes 
such as building screens and windows 
at customer counters. Some reported 
increased productivity through employees 
working from home and internal process 
improvement opportunities.

“Our city lockdown gave us, as an essential 
business, time to adjust to remote office 
work and put our shop onto the long 
desired four-day/10-hour shift,” one 
distributor explained. “This allowed our 
shop employees to stagger their schedules 
so everyone gets a three-day weekend every 
week. Half our employees work Mondays 
and take off Fridays. The other half take off 
Mondays and work Fridays.”

A distributor counted “allowing employees 
to work from home” as an opportunity, “so 
they have the added benefits of less travel 
time, more time with family, etc.” Another 

This pandemic has reinforced the need for all 
of us to be better communicators about our 
need to best do our job of providing safety, 
security and service. It is more about the 
whole and less about the individual. Less ‘me’ 
and more ‘us.’
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found “our remote technologies have more 
utilities than we realized,” and still another 
reported “we realized working from home 
was sustainable.”

“We already had remote work teams, so 
our embrace of the concept was further 
encouraged,” one said. Another noted, “We 
discovered we do not need a large office 
presence.”

“The biggest opportunity was that our 
company remained both physically and 
financially healthy due to how many 
essential projects we were doing and 
working smart to protect our employees 
with PPE and an abundance of caution,”  
a distributor explained.

Another said the pandemic inspired his 
company to “implement procedures that 
will protect our staff in ways not thought 
of before. We added items to sell when it 
comes to hygiene and safety.”

One distributor said, “We had no layoffs, 
and our company even opened two new 
offices.” 

Another noted “the satisfaction that comes 
when you work twice as hard for half as 
much.”

Manufacturer Opportunities
As manufacturers found new ways of doing 
business, they identified new opportunities 
in online business, touchless automatic 
openers to meet reopening business 
guidelines, expanded health care markets 
(including renovations for handling 
COVID-19) and domestic sourcing of 
materials and manufacturing.

One saw “increased sales of back-door 
break-in protection multi-point deadbolt 
exit devices and shelter-in-place multi-
point locks.” Another took advantage of 
reduced steel prices.

In assessing opportunities related to 
company operations, one manufacturer 
captured the spirit of positively responding 
to a crisis: “It changed the level of trust 
within the organization. We really mean a 
commitment to all stakeholders, especially 
employees.”

Another echoed this theme and said, “We 
learned new practices and implemented our 
business strategies while not being able to 
be face-to-face internally and externally 
with our customers.” Still another 
saw “increased acceptance of digital 
communication and remote working.”

One manufacturer observed, “Virtual 
meetings and education are far more 
effective than we previously thought 
possible.” Another took the opportunity to 
“redefine our marketing efforts and restate 
our values.”

The Road Ahead
“Our industry has responded to the 
pandemic with resilience and creativity, 
and we need to continue to innovate and 
find new solutions to support our customers 
into 2021,” says DHI Incoming President 
Ron Couch, AHC, CFDAI. “I know the 
industry will rise to the challenge.”

DHI Interim CEO Sharon Newport, CAE, 
adds, “The DHI Board of Governors and 
volunteers provided critical strategic 
leadership and engagement that helped 
us respond in ways that protected the 
industry and gave members new tools and 
resources to help them through this crisis. 
We have learned a lot and will continue to 
be creative in our approach in 2021, as we 
work through this crisis together.” +

AL RICKARD, CAE, is 
Editor of Door Security + 
Safety. Email: arickard@
dhi.org.
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Market Trends 
for Architectural 
Wood Doors
BY STEVE ORLOWSKI
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A survey conducted during the pandemic by the Window 
& Door Manufacturers Association offers some insights; an 
upcoming 2021 survey will shed further light.

In June 2020, the Window 
& Door Manufacturers 
Association (WDMA) released 
the 2020 U.S. Market Industry 
Study for Architectural Wood 
Doors. This annual report 
provides data and insights 
needed to understand the 
industry's performance, key 
trends and future direction.

The data is based on extensive 
industry input for product shipments 
in 2019, and was prepared, researched 

and analyzed by The Farnsworth 
Group. In addition to analyzing the 
member surveys, The Farnsworth 
Group also conducted additional 
research by surveying professional 
contractors and primary channel 
retailers about the number of units 
shipped and installed. 

This report delivered timely 
information on commercial interior 
architectural wood door market trends 
and product relationships breaking 
down the total units shipped by region, 
door type, core material used, historic 
shipment information from 2017 
to 2018, and forecast data for 2020 
through 2022. For survey reporting 

purposes, all shipped units are counted 
based on number of slabs or door leaves 
(e.g., a double door counts as two).

Pandemic-Driven Market 
Changes
From the time this report was 
published and released, WDMA has 
tracked the market and monitored 
analysis from several sources. WDMA 
also received anecdotal information 
from its members, who were starting 
to become increasingly optimistic 
about the remainder of the year.

Early in the pandemic, the uncertainty 
surrounding COVID-19 had many of 
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the architectural door manufacturers 
concerned. However, as this article 
was written in November 2020, there 
appeared to be some semblance of calm 
on the horizon as pandemic-related 
regulations for manufacturers became 
more consistent from state to state.

Armed with better information from 
the health community, operators 
have a better understanding of how 
to protect their workforce, and supply 
chains that were previously disrupted 
showed some signs of recovering. 

Study Highlights (With 
Caveats)
With the resurgence of a second 
wave of COVID-19 cases last fall, it is 
uncertain how the market will evolve 
during the next two years.

Nevertheless, the highlights of the 
2020 U.S. Market Industry Study for 
Architectural Wood Doors provide 
a snapshot of statistics and industry 
projections as of May 2020 when 

some consequences of the pandemic 
were apparent.

Key facts and takeaways include:

• In 2019, the total number of 
commercial units shipped in the 
United States (architectural wood 
flush doors and architectural wood 
stile and rail) totaled just over 4.3 
million units, nearly identical to 
the 4.33 units shipped in 2018. 
Seven out of every 10 architectural 
wood doors shipped in the United 
States was a wood flush door.

• In 2019, particleboard was the most 
common type of flush door leaves 
shipped, capturing more than 
66% of the flush door market. For 
the first time, the industry report 
included information on STC-
rated core doors, which made up a 
small percentage of the total units 
shipped.

• For the near-term forecast, the 
COVID-19 pandemic is affecting the 

window and door industry through 
rising unemployment, diminished 
consumer and contractor 
confidence, and decreased housing 
starts, among many other factors.

• With COVID-19, there was an 
initial decline of residential new 
and existing project activity while 
commercial and multifamily 
sectors remained flat. As the 
pandemic continued, the residential 
market began to rebound strongly 
with increased demand for new 
and existing homes. However, 
investment in commercial projects 
was substantially lower in 2020 
compared to 2019, which indicated 
a potential slowdown in the 
nonresidential market.

Product Data and Attitudinal 
Drivers
Along with shipments and forecasting 
information, the study also presented 
top-line national and divisional data 
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GROW YOUR FIRE + EGRESS 
DOOR ASSEMBLY TEAM
DAI300 – Fire Door Assembly Inspection – 
Technician Level Course
In our continued commitment to advance the CFDAI program we have created a new course to help CFDAIs grow their inspection services 
and build an inspection team.

• 8-hour course taught in-house by the CFDAI/FDAI
• CFDAIs/FDAIs will train their employees to conduct in-fi eld inspection of fi re doors, under their supervision
• Students completing the course and passing the exam will receive their DAIT certifi cate of completion
• Students who pass the exam will receive a badge they may wear in the fi eld to signify their training in NFPA 80 inspection criteria

Learn more at www.dhi.org/dai300 or 
contact education@dhi.org. 

Take our free online 
  assessment test to see 
    if your team is prepared 
      to successfully complete 
        this course, of if they 
          need additional 
            knowledge to prepare 
              in advance.

WDMA Survey Terminology
• Architectural Interior Flush Doors: These leaves are flat (slab) doors containing 

a core material and door skin, including molded or sketch (configured) skin 
construction. They are intended for interior, commercial application.

• Architectural Interior Stile and Rail Doors: These leaves are non-flat frame 
and panel doors assembled from stile, rail and panel parts and intended 
primarily for interior, commercial application. This also includes routed doors. 
They do not include molded or sketch (configured) skin construction, which are 
included in flush doors. 

• Other Architectural Interior Door Leaves: These are architectural doors 
other than flush or stile and rail, intended primarily for interior, commercial 
application, and are not included in the any other architectural door totals.

and detailed product data for housing 
stock, new projects and nonresidential 
construction to enable insights into the 
industry.

New to 2020, the report also included 
an analysis of the attitudinal drivers 
of homeowners and contractors, key 
macro drivers in the residential and 
commercial markets, and an update 
on COVID-19 research related to new 
construction and the remodeling 
market.

Early projections based on the 
COVID-19 pandemic had a 
negative impact on the window 
and door industry through rising 
unemployment, diminished consumer 
and contractor confidence, among 
many other factors. At the time the 
report was compiled in May 2020, 
forecasts for 2020 shipments were 
expected to decline significantly, as 
shown in Chart 1 and Chart 2.

2021 Survey Coming Soon
WDMA is preparing survey 
questionnaires now to gather 
information for the WDMA 2021 U.S. 
Market Study, which will be circulated 
to architectural door manufacturers in 
the coming weeks. Any architectural 
door manufacturers interested in 
participating in the survey should 
contact Steve Orlowski at sorlowski@
wdma.com.

Copies of the 2020 U.S. Market 
Industry Study for Architectural 
Wood Doors are available for 
purchase on the WDMA website at 
www.wdma.com/store. +

STEVE ORLOWSKI 
is Senior Director, 
Standards & 
Technical Activities 
at the Window & 
Door Manufacturers 
Association.  
Email: sorlowski@
wdma.com.

CHART 1. INTERIOR FLUSH DOOR LEAVES 
(DATA AS OF MAY 2020)
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CHART 2. INTERIOR STILE AND RAIL DOOR LEAVES 
(DATA AS OF MAY 2020)
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GROW YOUR FIRE + EGRESS 
DOOR ASSEMBLY TEAM
DAI300 – Fire Door Assembly Inspection – 
Technician Level Course
In our continued commitment to advance the CFDAI program we have created a new course to help CFDAIs grow their inspection services 
and build an inspection team.

• 8-hour course taught in-house by the CFDAI/FDAI
• CFDAIs/FDAIs will train their employees to conduct in-fi eld inspection of fi re doors, under their supervision
• Students completing the course and passing the exam will receive their DAIT certifi cate of completion
• Students who pass the exam will receive a badge they may wear in the fi eld to signify their training in NFPA 80 inspection criteria

Learn more at www.dhi.org/dai300 or 
contact education@dhi.org. 

Take our free online 
  assessment test to see 
    if your team is prepared 
      to successfully complete 
        this course, of if they 
          need additional 
            knowledge to prepare 
              in advance.
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Access 
Control in 
2021 Be on the lookout for 

these trends during 
the coming year.
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In 2020, we saw businesses and institutions struggle 
to adapt to the challenges of balancing COVID-19 
guidance with building security, leveraging touchless 
access solutions and mobile credentials where possible. 
We saw commercial businesses implement more 
virtual work opportunities, challenging the traditional 
office workplace environment. 

We saw universities and K-12 schools adopt and 
implement costly remote learning options, impacting 
their spend on physical infrastructure. 

We saw urgent care facilities, temporary hospitals and 
telehealth medicine take center stage as the COVID-19 
pandemic changed the way people accessed health 
care services. 

And while new construction slowed overall, we 
saw security technology come to the forefront of 
construction, as businesses and institutions work to 
keep their employees, visitors and students safe.

From the Outside In

It makes sense that our exploration of 2021 access 
control trends begins at the perimeter. Historically, 
access control has referred primarily to perimeter 
security. It acts as the first line of defense for 
any commercial offices, multifamily residences, 
universities, schools and health care facilities. 

Over the last few years, we have seen an expansion 
of scope from the exterior of a building to include the 
interior. This makes sense as there are approximately 
10 to 15 times more interior openings to secure 
compared to exterior openings. On campus, this means 
student rooms in a residence hall; in commercial office 
buildings, offices need to be secured; and in health 
care facilities, it is lab spaces and specially authorized 
units. These interior openings present opportunities to 

create a superior user experience while also realizing 
operational efficiencies. 

When it comes to interior security, there are many 
wireless options that a building owner can implement 
to meet their security and budget needs. And as 
wireless adoption increases, there will be different 
architectures that do not require access control panels. 
This reduces the costs and removes obstacles that 
might have limited broader adoption of access control 
on exterior and interior openings.

Technology Evolution and Adoption

Creating seamless access experiences throughout a 
campus, hospital or building requires a business to 
expand its evaluation of the security technology it is 
considering. Ultimately, the business will move toward 
a more sophisticated form of access control like mobile 
credentials that deliver value beyond security alone. 

The evolution of mechanical physical keys and fobs to 
smart cards and mobile credentials is easily observed 
in the multifamily market. In the past, the multifamily 
industry was neglected when it came to technology. 
It was not uncommon to install provisional security 
solutions that were adopted from single family or 
hospitality applications. However, multifamily projects 
present a unique set of needs and challenges, and for 
multifamily buildings, the access control needs to 
be as seamless as possible. By implementing mobile 
credentials, the dream of seamless access becomes a 
resident’s reality. 

Residents already depend on their smartphones, 
watches and tablets to stay connected, order grocery 
deliveries and schedule pet sitters. Using a mobile 
credential is secure, effortless and convenient for 
them. Residents are not the only ones seeing a benefit 
from mobile access solutions. Property managers also 
benefit from the technology as mobile credentials 
are easier to distribute, eliminate rekeying costs and 
improve net operating income overall. 

The benefits of mobile access solutions extend into 
industries beyond multifamily. Mobile credentials 
are impacting the education market, particularly 
universities, in a big way. While independently 
operated mechanical security systems were 
commonplace in higher education 25 years ago, 
colleges like the University of Tennessee, Knoxville; 
the University of San Francisco; and the University 
of Vermont are embracing the digital transformation 
and delivering a more secure and convenient campus 
experience to students using mobile credentials. Mobile 
student IDs present many significant benefits to both 
the student and the university. And the need for them 
in 2021 will be ever more apparent. 

AS WE CLOSE OUT 2020 AND 
ENTER A NEW YEAR, IT IS TIME 
TO PAUSE AND REFLECT ON 
HOW THE PAST 12 MONTHS 
HAVE AFFECTED THE ACCESS 
CONTROL INDUSTRY AND 
NOTE THE DIRECTION OF 
GROWTH AND EVOLUTION. 
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Prioritizing Healthy Buildings

Holistic seamless access experiences are made better 
when they can also support a healthy environment. 
Safety and health used to be thought of separately 
by businesses, but are now considered to be under 
the same umbrella – security. While antimicrobial 
finishes and hands-free hardware are not new, they 
are being considered for new reasons. Additionally, 
while touchless access solutions were once viewed as 
a convenience option, they are now considered to be 
a security necessity. New challenges are necessitating 
creative solutions to promote the health, safety and 
security of building occupants. 

Touchless access solutions can help reduce contact 
transmission by decreasing the number of surfaces 
visitors come in contact with, thereby decreasing 
opportunities for exposure. While there are several 
ways to achieve a touchless access operation, pairing 
low-energy automatic operators with actuators or 
readers is the most common.

Additionally, some businesses may consider 
implementing products with an antimicrobial 
coating to improve the cleanliness of frequently 
touched hardware surfaces. Many of these products 
feature a silver ion antimicrobial coating or copper-
based alloy finish to inhibit the growth of bacteria 
and molds. This makes them ideal for high-traffic 
entries in public facilities, health care facilities, 
schools and restrooms.

Facilities might also consider hands-free mechanical 
hardware. There are a variety of products on the 
market, like foot pulls or elbow pulls, that allow the 
hands-free operation of a door. These products are 
inexpensive and can typically easily retrofit on any 
opening, such as public restrooms.

With 2020 in the rearview mirror, 2021 is sure to be 
the year of creative application of new technology and 
existing solutions to balance security and convenience 
with user lifestyle and experience. Future-proofing 
access control solutions will be critical in making 
technology evolutions both effective and simple for 
the business and end user. +

DEVIN LOVE is Director, Commercial 
Electronic Products at Allegion. Email: 
devin.love@allegion.com.

Because mobile credentials can be issued digitally, the 
remote distribution reduces the number of students 
who need to pick up their cards in person. Additionally, 
university operations can use mobile credentials to 
understand who is coming, who is going and where 
they have been. This alleviates some of the contact 
tracing and capacity planning issues that became 
more prevalent with the onset of COVID-19. And since 
mobile credentials are contactless, transactions and 
secure access can occur without an individual needing 
to swipe or hand over a physical card. The user just 
waves their mobile device in front of a reader, avoiding 
physical contact and potential germ transmission.

Open Architecture and Interoperability

It is no secret that mobile credentials can empower 
businesses to deliver frictionless access beyond 
just opening a door. However, it is the ecosystem of 
technology partnerships that unifies these individual 
actions into one experience, creating a holistic seamless 
access experience. When done correctly, users can 
access everything from the palm of their hand.

In evaluating a new access control system, 
interoperability is a critical factor to consider. It 
provides the customer with freedom of choice 
and the end user an uninterrupted experience. A 
fully interoperable solution works across multiple 
manufacturers’ product lines. By selecting an open 
architecture system, the business gains financial 
independence and future proofs their hardware 
upgrades. With proprietary technology limiting choices 
to a few select vendors, costs are controlled and 
potentially higher. A wider selection means a business 
can shop around to find an ideal solution at a cost it 
can afford, from the service partner of choice that best 
serves the business’ needs.
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2021 
Economic
Forecast
FOR CANADA
DHI Canada predicts a 
bumpy ride this year.

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

Economic trends moved at lightning speed this past 
year. Since we published our annual DHI Canada 
economic forecast in the January 2020 issue of Door 
Security + Safety, the COVID-19 pandemic changed 
everything. That prompted us to issue a mid-year 
forecast that was subsequently published in the 
August-September 2020 issue of this magazine.

We also produced a detailed analysis of the Bank of 
Canada Monetary Policy Report in October 2020, 
which is available at www.dhicanada.ca/news/
economic-news-and-forecasts.

This latest economic forecast presented here was 
written in mid-December 2020.

35DOOR SECURITY + SAFETY  JANUARY/FEBRUARY 2021



THE ELEPHANT IN THE ROOM
The major uncertainty in this forecast 
remains the future course of the 
COVID-19 pandemic. In mid-December 
2020, Canada approved the Pfizer/
BioNTech vaccine for administration 
and was on the verge of approving the 
Moderna vaccine.

At the same time, daily case counts 
were at record levels in most 
provinces, and a widespread rollout 
of the vaccines won’t be a reality until 
the summer/fall of 2021. While most 
provinces reopened in May and June 
2020, sparking good economic growth 
in late Q2 and early Q3 of 2020, a 
resurgence in cases derailed that, and 
many provincial governments imposed 
modified lockdowns in late 2020, at 
least in hot spot areas. 

On the positive side, the economic 
contraction in Q2 was “only” -38.1% 
annualized, compared with an average 
forecast from the five largest banks 
of -40.9%. The third quarter saw an 
annualized growth of 40.6%, well 
ahead of the average 34.2% predicted 
by the banks. Against that, however, 
the monthly growth rate declined in 
the June to September period from 
June’s high of 6.2% to only 0.8% in 
September, and that was before the 
resurgence of COVID-19 in October 
and the strengthened containment/
lockdown measures that began in 
November. This pointed to a much 
weaker Q4 than our last report, when 
the average of the forecasts of the 
five largest banks was an annualized 
growth rate of 14.4%.

Even a vaccine may not be a solution to 
our pandemic woes. A relatively slow 
rollout of the vaccine (Health Canada 
is saying sufficient doses of the vaccine 
for all Canadians may not be available 

until September 2021), coupled with 
fears that shortcuts may have been 
taken with safety protocols to get the 
vaccines approved, could mean that 
COVID-19 will drag on well into 2021 
and economic effects in certain sectors 
may still be felt into the first half of 
2022. In addition to this, current 
containment/lockdown measures may 
persist into early 2021.

A LUMP OF COAL FOR 
RETAILERS
One of the immediate effects in areas 
where lockdowns were implemented 
was a curtailing of retail operations. 
Some areas allowed retailers to remain 
open, but with reduced in-store 
capacity, while others restricted non-
essential retail to online ordering or 
curbside pickup only.

This resulted in downward pressure 
on retail sales in the last two months 
of 2020. Given that this period is when 
many retailers make most of their 
money, it further dampened economic 
growth in Q4, with a spillover effect 
into the first half of 2021. 

HALF A LUMP OF COAL FOR 
DOORS AND HARDWARE
For the door and hardware industry, 
the equation is a simple one: 
Decreased retail sales and demand 
means that there will be available 
production capacity, so manufacturers 
will be less likely to build new plants or 
undertake extensive modernization of 
existing ones, depressing growth in the 
industrial construction sector.

As economic growth slows, we will 
see an uptick in bankruptcies of 
commercial enterprises, meaning that 
some commercial space will become 
– and remain – vacant, slowing 
commercial construction. The outlook 

for the institutional sector is also 
bleak, since much of that business 
is driven by government spending 
and governments at all levels are 
facing record deficits. Taken together, 
we expect to see slow growth, with 
some periods of shrinkage, in the 
construction sector over the next year 
or so.

INTERNATIONAL TRENDS
Internationally, the situation is not 
much better. The Bank of Canada 
(BoC) forecast a worldwide decline in 
GDP of 4.0% for 2020, with growth of 
4.8% in 2021 and 4.3% in 2022, driven 
primarily by growth in China (8.2% 
in 2021 and 5.5% in 2022) and the oil-
importing emerging market economies 
(5.3% in 2021 and 6.0% in 2022). Both 
the U.S. and Eurozone economies will 
be slow to recover; BoC is forecasting 
economic growth in the United States 
of 3.1% in 2021 and 3.4% in 2022, 
while the Eurozone is expected to grow 
at 4.9% in 2021 and 2.4% in 2022.

This means Canadian exports, 
notwithstanding the recently 
concluded trade deal with the United 
Kingdom, will have fewer and smaller 
international markets for finished 
and semi-finished goods than we 
would have had pre-COVID-19. With 
continuing softness in the price of oil, 
this will exert downward pressure on 
the value of Canadian exports.

OTHER FACTORS
There are, of course, other 
considerations impacting the forecast:

Brexit Still Not Settled: As of this 
writing, we were still looking at 
a no-deal Brexit, although Prime 
Minister Boris Johnson was saying 
he has “plans” for a post-Brexit trade 
deal with the Eurozone countries. 
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This leaves uncertainty and, given 
that the United Kingdom has suffered 
more from pandemic-related economic 
contractions than some other EU 
countries, means that the benefit to 
Canada from the new U.K. trade deal 
will take some time to materialize – 
most likely in late 2021 or early 2022.

Canada/China Relations: Trade 
and diplomatic tensions with China 
continue to simmer. Neither the 
Chinese nor the Canadian government 
has made any moves to ease the 
situation regarding China’s detention 
of Michael Kovrig and Michael Spavor 
and Canada’s detention of Meng 
Wanzhou. There also has been no 
change in economic sanctions, and 
there is no sign whether, when or how 
quickly this situation will improve. 
In the meantime, the Chinese market 
remains closed to Canadian meat and 
canola products and Canada still faces 
restrictions on the sale of soybean 
products.

U.S./China Relations: While there 
has been no movement to build on the 
January 2020 Phase 1 trade deal, there 
has also been no further deterioration 
in either trade or diplomatic relations. 
It appears that the Chinese government 
is adopting a wait-and-see attitude 
regarding potential actions by U.S. 
President-elect Joe Biden.

Canada/U.S. Trade: Although there 
was talk in Fall 2020 of increased 
tariffs on Canadian steel and 
aluminum exports to the United States, 
with countervailing duties against a 
range of American imports, that has 
– at least for now – been taken off the 
table. It remains to be seen how U.S. 
President-elect Biden will respond to 
those who have pushed for tariffs on 
these and other products. However, 
in the short term at least, there is no 
prospect of action by either country.

Monetary Policy: Both the United 
States Federal Reserve Board and the 
BoC indicated that rates will remain 
at or near their present levels through 
2021 and possibly longer. The BoC 
has already said that rates are at 
their effective lower boundary; while 
there is unlikely to be any upward 
movement for a year or so, they appear 
unlikely to decrease rates in the event 
(now increasingly unlikely) that the 
economic situation worsens.

BOTTOM LINE
The general trend of predictions was 
for slowing growth in Q4 of 2020, 
followed by a ramping up of activity 
in the first half of 2021. As noted 
above, the damage in Q2 was slightly 
less than most forecasters had called 
for, while Q3 growth substantially 

exceeded expectations. At the end 
of Q3, though, the economy still 
remained down 5.3% compared with 
Q4 2019.

The chart on this page shows the 
projections of several banks and DHI 
Canada.

Our forecast for the Canadian dollar is 
higher than it was in June 2020, given 
the somewhat surprising strength it 
showed in Q4. Although we are not 
convinced that the current highs of 
almost US $0.78 are sustainable in the 
longer term, we believe it will trade in 
the US $0.74 to $0.76 range in 2021. +

DAVID PETRIE is 
Operations 
Manager at DHI 
Canada. Email: 
david@association 
concepts.ca.

    ECONOMIC PROJECTIONS OF CANADIAN GROSS DOMESTIC PRODUCT

2020 
Q4

2021 
Q1

2021 
Q2

2021 
Q3

2021 
Q4

2020 
Y/Y

2021 
Y/Y

2022 
Y/Y

Bank of Canada N/A N/A N/A N/A N/A -5.7% 4.2% 3.7%

Royal Bank of Canada 6.0% 4.0% 4.0% 5.0% 5.0% -6.0% 4.9% N/A

Canadian Imperial Bank of 
Commerce

2.4% 2.1% 2.5% 4.3% 6.2% -5.6% 4.0% 4.8%

TD Canada Trust 2.1% 2.6% 2.9% 4.0% 4.1% -5.6% 4.1% 3.2%

Bank of Nova Scotia N/A N/A N/A N/A N/A -5.7% 4.1% 3.1%

Bank of Montreal 2.3% 4.2% 6.5% 6.0% 5.0% -5.6% 5.5% N/A

Organization for Economic 
Cooperation and Development

N/A N/A N/A N/A N/A -5.8% 4.0% N/A

DHI Canada 2.5% 2.3% 3.5% 5.0% 5.2% -5.8% 4.0% 4.0%

Source: DHI Canada
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The three-year code 
development cycle is complete. 
Learn some of the details.

BY LORI GREENE, DAHC/CDC, FDAI, FDHI, CCPR

The 2021 Model Codes —

What’s New?

Most U.S. states have adopted one 
or more model codes published by 
the International Code Council (ICC) 
and/or the National Fire Protection 
Association (NFPA). The model 
codes are updated on a three-year 
code development cycle, and states 
or local jurisdictions may adopt 
new editions at any time, often 
with modifications to address local 
conditions. 

The 2021 code development cycle is complete, and although 
it may take some time for the new model codes to be 
adopted, it is important to know what changes to expect. 
While new requirements are not typically enforceable until 
the new codes are adopted, some changes clarify the code 
requirements and can be helpful in interpreting the codes 
even before adoption.

The Codes, Government and Industry Affairs Committee of 
the Builders Hardware Manufacturers Association (BHMA) 
works hard to ensure that the door and hardware industry is 
represented in the code development process. During each 
cycle, the committee submits dozens of change proposals 
as well as monitoring and shaping changes proposed by 
other organizations and individuals. By being proactive, we 
can propose code changes that address new technologies or 
recently identified threats, or that clarify requirements for 
more consistent interpretations in the field. 
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This article briefly summarizes some of the changes 
related to swinging doors that have been approved for 
the 2021 model codes. For more in-depth information on 
these changes, refer to the Decoded columns that address 
these changes individually. To simplify, I will refer to 
the International Building Code (IBC) and NFPA 101 – 
Life Safety Code, but keep in mind that there are other 
publications in these families of codes that have similar 
requirements.

Extraneous Labels on Fire Door Assemblies 
A paragraph in NFPA 101 requires life safety features (e.g., 
sprinkler systems) that are obvious to the public to be 
maintained or to be removed if they are not required. There 
has been some confusion about whether this requirement 
applies to fire door assemblies, as labeled fire doors are 
sometimes installed in locations that do not require a 

fire-resistance rating. Some Authorities Having Jurisdiction 
(AHJs) considered the labels on fire doors to be obvious to 
the public and required extraneous labels to be removed 
or the assemblies maintained per NFPA 80 - Standard for 
Fire Doors and Other Opening Protectives. A change has 
been made to the 2021 edition of NFPA 101 to clarify that if 
a labeled fire door assembly is not required for a particular 
location, the label can remain, and the assembly is not 
required to comply with NFPA 80.

Terminated Stops on Fire Door Assemblies 
Previous editions of the IBC did not address terminated 
stops on labeled frames, which are fairly common in health 
care facilities. Terminated stops were not prohibited, but 
there was sometimes an assumption that they could not 
be used because of the potential for smoke infiltration. 
“Terminated stop” is a term that is now defined in the 

Extraneous labels.

Terminated stops.
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IBC – including a limitation of 6 inches on the height of 
the missing section of stop. The 2021 IBC describes the 
locations where terminated stops on fire door assemblies 
are not permitted, meaning that they are permitted in 
other locations. The locations where terminated stops are 
prohibited are all related to elevator lobby doors – in some 
underground buildings, fire service access elevator lobbies 
and occupant evacuation elevator lobbies as well as some 
elevator hoistway doors. 

One Releasing Motion 
A change was made to the 2021 editions of both the IBC 
and NFPA 101, and the codes will now state that doors must 
unlatch with one releasing motion rather than one releasing 
operation. This might seem like an insignificant change, 
but there were misinterpretations in the field regarding 
how the door hardware had to operate to release the latch 
– particularly on classroom doors. The terms “motion” and 
“operation” are not defined in the model codes, but because 
an operation could consist of multiple motions, the intent is 
to clarify that only one releasing motion is allowed.

BHMA A156.41 is the Standard for Door 
Hardware Single Motion to Egress. 
Although this standard is not yet 
referenced by the model codes, it can 
be used to help identify door hardware 
that unlatches with a single motion. 
The standard includes definitions for 
the terms “single operation egress,” 
“unlatch” and “lockset” and clarifies 
that rotating a lever less than 90 
degrees must unlatch the door. For 
example, a lockset cannot require 110-
degree rotation of the lever, or multiple 
motions in different directions.

Second Releasing Motion – Classroom Doors in 
Existing Buildings 
This change applies to NFPA 101 only – the I-Codes 
require new and existing classroom doors to unlatch with 
one releasing motion. A change called Tentative Interim 
Amendment (TIA) 1437 was retroactively made to the 2018 
edition of NFPA 101. This change has been carried forward 
to the 2021 Life Safety Code and allows classroom doors in 
existing schools to have hardware that requires two non-
simultaneous releasing motions. The intent of this change 
is to allow schools to install a deadbolt in addition to an 
existing lockset or latchset; it is not intended to allow a 
separate deadbolt to be used on a door with panic hardware. 
The hardware must meet all of the criteria listed in this 
section of NFPA 101 – many of the retrofit security devices 
being marketed for classroom doors do not comply.

Operable Force for Hardware 
Prior editions of the IBC include a limit of 15 pounds to 
release the latching hardware on a door, but in the 2021 
edition, the operable force has been made consistent with 
ICC A117.1 – Accessible and Usable Buildings and Facilities. 
The maximum force to operate hardware with a pushing 
or pulling motion, like panic hardware, is 15 pounds. For 
hardware that is operated by a rotational motion – like a 
lever handle – the limit is 28 pounds. This creates a conflict 
with the 2010 ADA Standards for Accessible Design, which 
limit the force for operable parts – including door hardware 
– to 5 pounds. 

Egress From Exterior Spaces 
The 2021 IBC includes a new section that addresses doors 
serving as a means of egress for an exterior space (like a 
courtyard or roof terrace) where the egress path passes 
through the interior of the building. If the exterior space 
has an occupant load of 300 people or fewer, the door 
leading to the interior of the building can be locked on the 
exterior if certain criteria are met. The lock must be readily 
distinguishable as locked, and signage is required, stating: 
This door to remain unlocked when the outdoor area is 
occupied. A weatherproof phone or two-way communication 
system is required adjacent to at least one exit access door, 
with signage describing the use of the system. In addition, a 
clear window, sidelight or vision light at least 5 square feet 
in area must be provided at each of the exit access doors.

Doors Serving Balconies 
The IBC change related to egress from exterior spaces also 
addresses doors serving individual balconies for dwelling 
units or sleeping units and balconies for private office 
space where the exterior area is 250 square feet or less. 
These doors can be locked or lockable from the exterior, 
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and the lock indicator, signage, telephone and vision panel 
previously mentioned are not required by the code for these 
balconies.

Locations Requiring Panic Hardware 
In addition to doors that require panic hardware based on 
the occupancy type and occupant load, panic hardware is 
required for some rooms containing electrical equipment. 
The 2021 IBC has been modified to be more consistent 
with the National Electrical Code (NFPA 70); however, the 
requirements of the NEC vary depending on which edition 
has been adopted in a project’s jurisdiction. The 2021 IBC 
also requires panic hardware for doors serving refrigeration 
machinery rooms larger than 1,000 square feet. 

Mechanical Locking in Health Care Facilities 
There is a change to the 2021 IBC that allows mechanical 
locks to be used on the egress side of doors serving 
certain types of health care units – where patients require 
containment for their safety or security. A similar section 
was already included in NFPA 101. Staff must have the 
keys or credentials to operate the locks and must be able to 
unlock the doors at any time to facilitate the evacuation of 
patients. It remains to be seen how (and where) this section 
will be applied in the field.

Projections Into Clear Opening Height 
In previous editions of the IBC, “door closers and door 
stops” were allowed to project down into the required clear 
opening height of 80 inches as long as these items were a 
minimum of 78 inches above the floor. This is consistent 
with the accessibility standards. A change has been made 
to the 2021 edition of the IBC that clarifies which types 
of hardware may project down to 78 inches: door closers, 
overhead stops, automatic operators and electromagnetic 
locks. NFPA 101-2021 does not include a similar change.

Automatic Operators on Public Entrances 
Prior editions of the model codes and referenced standards 
did not require automatic operators in any specific locations. 
The 2021 IBC will now require public entrances for some 
buildings to have at least one automatic door – either a 
power-operated pedestrian door or a door with a low-energy 
automatic operator. These locations include certain assembly 
occupancies (use Groups A-1, A-2, A-3 and A-4) with an 
occupant load of more than 300 people as well as Business, 
Mercantile and R-1 Residential occupancies with an 
occupant load greater than 500 people. Because of changes 
made in the 2017 edition of ICC A117.1, we are likely to see 
more automatic operators on both the exterior and vestibule 
doors at these public entrances.

Conclusion
Additional changes have been made in the 2021 model 
codes, including those related to the maximum width of an 
egress door, the mounting height of hardware on doors and 
gates serving swimming pools, restroom privacy sets and 
the use of key-operated locks on entrance doors. 

In NFPA 101-2021, the Chapter 7 section called Locks, 
Latches and Alarm Devices has been reorganized, including 
the sections addressing Special Locking Arrangements. 
Some of these modifications are clarifications and can be 
used right away to help ensure consistent interpretation 
of the codes. Others are actual changes to the codes that 
will not apply until the 2021 editions have been adopted in 
a project’s jurisdiction. For more information, consult the 
adopted code or the AHJ. +

LORI GREENE, DAHC/CDC, FDAI, FDHI, 
CCPR, is Manager of Codes and Resources 
for Allegion. Email: lori.greene@allegion.com.

There is a change to the 2021 IBC that 
allows mechanical locks to be used on 
the egress side of doors serving certain 
types of health care units – where 
patients require containment for their 
safety or security.
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Mechanical lock. 
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The Door Security & Safety Foundation 
(DSSF) Scholarship Program awards funds 
to deserving individuals to attend courses 
offered by DHI.

Since 1997, DSSF has provided more 
than 220 scholarships. This scholarship 
program is designed for those seeking 
technical education from DHI or who plan 
to earn a DHI certification.

The 12 recipients of the 2020 scholarships 
are profiled on the following pages, and 
the named scholarship that each received 
is noted in their profile. DSSF and DHI 
offer their heartiest congratulations to this 
distinguished group.

“On behalf of the DHI Awards  
Committee, we applaud all our DSSF 
scholarship winners and thank the sponsors 
for their support,” says DHI Awards 
Committee Chair Laura A. Wacik, AHC, 
FDAI, FDHI. “Every year, this committee 
reviews more than 200 applications, with 
all personal information removed, in order 
to provide the fairest possible review 
process. It is so rewarding to support those 
committed to their professional growth 
and serving our industry well with this 
important DSSF program.”

BY SARAH MULLEN, DHI MEMBER SERVICES 
COORDINATOR

iS
TO

C
K 

 | 
 P

H
O

C
H

I

Meet the 2020  

Door Security &  
Safety Foundation  
Scholarship Recipients
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ALEXANDRA CRAWFORD
Junior Project Manager, Precision Doors & 
Hardware, Richmond, Virginia
SHARON ASHTON, AHC, FDAI, CDT TRIBUTE FUND 
FOR EDUCATION (OLD DOMINION CHAPTER)

Number of years in industry: 1.5 years 

How did you get started in the door and 
hardware industry?
Prior to joining the door and hardware industry, 
I was working at a brand-new contemporary art 
museum. I had the opportunity to interact with 
many construction professionals. I was drawn to the 
industry because of all the opportunities it afforded. 

What is the most rewarding aspect of your job?
The most rewarding part of my job is being part of 
an industry that is always evolving to meet people’s 
needs. It is incredibly rewarding to be a part of an 
industry that affects everyone's lives on a daily basis.

How do you de-stress?
My favorite way to de-stress is working in my garden 
at home. My husband and I purchased a farm five 
years ago, and our first project was to install a large 
kitchen garden with various vegetables, fruits, 
herbs and flowers. We have a small business called 
Pudnessa Farms, where we sell pickles, jams and 
preserves. 

If you weren’t a door security and safety 
professional, what would you be?
I would probably be working at a local nursery or 
greenhouse. Being part of an ever-evolving industry 
is one of the main reasons I love my job and, like 
doors and hardware, you can never know everything 
about gardening either. By continuously learning 
about how to successfully care for the plants in our 
garden, we have bountiful harvests, which means 
more vegetables and fruits to share with loved ones 
and to make into products we can sell.

What is your advice to someone considering 
taking DHI technical education? 
Go for it! One of the many things I’ve learned is that 
there is no way to know everything on your own, so 
seeking training opportunities is critical. Being part 
of an industry that encourages ongoing training, and 
having a resource like DHI, has been a critical part of 
my ongoing professional development. 

CANDACE CORKUM
Assistant Project Manager, Washington 
Architectural Hardware, Tacoma, Washington
PUGET SOUND SCHOLARSHIP IN HONOR OF H. 
STEPHEN BETTGE, DAHC, FDAI 

Number of years in industry: 2.5 years

How did you get started in the door and 
hardware industry?
Most recently, I spent six years working in the death 
care industry and was looking for a change. You 
could say that the door and hardware industry found 
me! I started as a project manager's assistant at 
Washington Architectural Hardware, and it was just 
the change I was looking for.

How do you de-stress?
I am a crafter! I enjoy all sorts of crafts, including 
painting, woodworking, home decor and most 
recently, designing and creating custom T-shirts.

Who is your mentor/hero?
My heroes would have to be my parents. My father 
has a very strong work ethic, a "get stuff done" type 
of attitude and is very patient. I feel lucky that he 
passed those traits on to me. My mother is one of 
the strongest women I know. She instilled in me at 
an early age that no matter what the world throws 
at you, you have to keep your head up and face 
challenges head-on.

What is the best advice you’ve ever received? 
"Set expectations and exceed them any chance 
you get." I learned early on that if you set clear 
and realistic expectations (whether it’s in personal 
or professional relationships) and do your best to 
exceed them, everyone wins! 

What does work-life balance mean to you?
Work-life balance is important to me on many levels 
and something I think we tend to overlook as adults. 
I've always been someone who tends to give more 
than I get in personal and professional situations. As 
I've aged, I've come to realize that you can still give 
100% to your professional life while not sacrificing 
anything in your personal life. It is definitely a 
balancing act at times, but it’s necessary to having a 
fulfilled life at home and at work.

COURTNEY L. TERRAL
Project Manager, Schiller Hardware,   
Smyrna, Tennessee
BHMA SCHOLARSHIP IN MEMORY OF ADON 
BROWNELL, DAHC

Number of years in industry: 5 years 

How did you get started in the door and 
hardware industry?
I actually transitioned from data infrastructure sales 
into a project coordinator role. I was looking to make 
a career change. I knew I wanted to be in an industry 
that gave me plenty of room to grow and learn, 
and I knew I wanted to work with contractors daily. 
Although new to the construction industry myself, 
my family have been builders for decades, so it was 
bound to happen. Coming to the door and hardware 
industry was my fate. 

What is the most rewarding aspect of your job?
The most rewarding aspect of my job is working with 
contractors. I enjoy speaking with them and helping 
them move projects forward. I also love the fact that 
there is always something new to learn. The more 
you learn, the more you understand just how much 
there is to learn, and that’s one of the things that 
makes this industry so exciting.

Who is your mentor/hero?
My hero and mentor is Jesus. I look to him every day 
for direction, and I’m constantly in awe of how great 
he is.

What is the best advice you’ve ever received?
This changes from time to time, but for now – 
Proverbs 28:26: Whoever trusts in his own mind is a 
fool, but he who walks in wisdom will be delivered.

What does work-life balance mean to you?
I’ve made a lot of life’s decisions attempting to find 
work-life balance. As far as I can tell, it ebbs and 
flows but can only be felt when you take time and 
stop to smell the roses. It’s difficult sometimes, 
but if I can slow down and find enjoyment and 
contentment in everyday things, I feel like I’m living.
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DERRICK WELLER
Project Manager, Precision Doors & Hardware, 
Frederick, Maryland
DANNY L. CAMPBELL MEMORIAL FUND

Number of years in industry: 3 years

What is the most rewarding aspect of your job? 
The most rewarding aspect of my job is being 
able to help others learn about the material – the 
products we are providing. This helps our customers 
understand the operation of their building and 
ensures life safety.

How do you de-stress?
I de-stress by enjoying my time with my family, fly 
fishing and riding motorcycles.

What is your advice to someone considering 
taking DHI technical education? 
I always recommend DHI technical education to 
everyone; knowledge is power in this industry!

What is the best advice you’ve ever received? 
“The past is behind, learn from it. The future is 
ahead, prepare for it. The present is here, live it.”

What does work-life balance mean to you? 
I enjoy working and putting the time in to become 
successful, but obviously my family is the most 
important thing in my life. You just have to find a 
happy medium and make it work for everyone.

ROSS WARREN BERRY
Shop Foreman, Architectural Supply Company Inc., 
Anchorage, Alaska
CECO DOOR/ASSA ABLOY SCHOLARSHIP IN HONOR 
OF JA BURBIDGE, AHC

Number of years in industry: 10 years 

What is the most rewarding aspect of your job? 
The most rewarding aspects of my job are my 
amazing co-workers and the satisfaction I get from 
happy customers.

How do you de-stress? 
Being outside in nature – fishing, camping, hiking, 
hunting, skiing.

What is your biggest pet peeve? 
Negativity and "can't do" attitudes.

If you weren’t a door security and safety 
professional, what would you be? 
Probably either an elevator technician or electrician.

What is the best advice you’ve ever received? 
If you do your job better than anyone else can do it, 
you will always have a job.

BRIAN CROWLEY
Estimating Department Manager,  
H&G/Shultz Door, Saint Louis, Missouri
COLORADO DOORWAYS SCHOLARSHIP IN MEMORY 
OF C.H. JOHNSON, DAHC

Number of years in industry: 10 years 

How did you get started in the door and 
hardware industry?
Out of college, I was working as a draftsman/
estimator for a residential architecture firm. During 
the economic downturn in 2008 and 2009, I began 
to look for a stable company with a strong history, 
great culture and a bright future. That search led 
me to H&G/Schultz Door, where there was an 
opportunity to join the estimating team. From there, 
I had my first phone interview with our company 
President Jay Manzo, and the rest is history.

How do you de-stress?
I've found the best way for me to de-stress is to be 
around my kids. I have a 2-year-old and a 5-year-old. 
You can usually find me looking through seek and 
finds, singing Disney songs, building Lego towers or 
reenacting the movie “Frozen.”

Guilty pleasure?
My guilty pleasure is what I call "exterior 
illumination." I like to get my inner Griswold out 
during the holiday season and go all out on the 
exterior lights.

If you weren’t a door security and safety 
professional, what would you be?
If I weren't in the commercial door world, I'd 
probably be back in computer drafting or in graphic 
design. I've been using both AutoCAD and graphic 
design programs since middle school. One of the 
perks of my current position is I still get to play with 
AutoCAD from time to time as well as designing 
different elements for the company.

What is your advice to someone considering 
taking DHI technical education?
I highly recommend it. The DHI education courses 
are a great way to not only connect with others, but 
to broaden your knowledge by learning from some 
of the best individuals in our field. This, in turn, 
allows you to take that knowledge home to better 
serve your customers and community.

The past is behind, 
learn from it. The 
future is ahead, 
prepare for it. The 
present is here, live it.
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STEVE WRAITH
Project Manager, jpw systems Inc., 
Komoka, Ontario, Canada
CORBIN RUSSWIN/ASSA ABLOY SCHOLARSHIP IN 
MEMORY OF SHIRLEY HENRY, AHC

Number of years in industry: 11 years

How did you get started in the door and 
hardware industry?
I was fortunate enough to be given an 
opportunity at jpw systems as a shipper/receiver. 
I had very little knowledge of the door hardware 
industry and quickly learned it is more complex 
than people may think.

How do you de-stress?
I de-stress by spending time with friends and family, 
which usually includes good food and cold drinks.

What is your biggest pet peeve? 
My biggest pet peeve is the mentality of "it's not my 
job." Working on a team means it is everyone’s job 
to ensure proper execution of a project – regardless 
of your role.

If you weren’t a door security and safety 
professional, what would you be?
If I wasn't working in the door hardware industry, I 
would likely be working as a correctional officer.

Who is your mentor/hero? 
It's difficult to choose one person, but I would have 
to say Paul Cumper. He was always there when I 
had questions. Although, rather than simply give 
me answers, he would often show me where to find 
the answers and then explain the reasons behind 
them. He was a true hero to our industry. He cared 
enough to make sure the new people entering the 
industry were well-trained and knowledgeable for 
the integrity of the entire industry.

MARINA LEHNER, DHT
Project Manager, CP Distributors, 
Edmonton, Alberta, Canada
HAGER COMPANIES SCHOLARSHIP

Number of years in industry: 5 years, 8 months 

How did you get started in the door and 
hardware industry?
Roller derby is the reason why I work in this industry. 
My friend Laura, who I used to play roller derby with, 
recommended me for a position. Funny enough, this 
is also how I got an interview at my previous job in a 
different industry. Turns out, roller derby is great for 
getting your foot in the door.

What is the most rewarding aspect of your job?
Learning new things. Taking on bigger projects. 
Becoming more of a mentor/role model for new 
employees. Solving problems.

Who is your mentor/hero?
My mentor in the door and hardware industry is our 
branch manager, Richard Beebe. He is a wealth of 
knowledge, has been in the industry basically since 
he was born (his father is CP Edmonton's original 
branch manager) and even though he has lots of 
other responsibilities, he is always available to help 
me and answer my questions.

What is the best advice you’ve ever received?
Never think you are too old to ask questions or know 
too much to learn something new.

What does work-life balance mean to you?
It means being able to limit the amount of work that 
you take home with you. It means leaving as much 
of the stress at the office as possible and focusing 
on spending time with friends and family, or doing 
other things you enjoy. Life also can't always be 
restricted to after-work hours; you need an employer 
who understands and allows you flexibility when 
required. I'm grateful to work for a company that 
understands the importance of a work-life balance.

JASON ANDERS, DHT
Project Manager, Negwer Door Systems, 
St. Louis, Missouri
JOSEPH G. LESNIAK, DAHC, MEMORIAL FUND

Number of years in industry: 12 years 

How did you get started in the door and 
hardware industry?
After college, I got a job with a hardware 
manufacturer as a service and install technician. I 
installed and serviced different types of mechanical 
and electrical hardware. After that, I got a job with a 
door distributor as a project manager.

What is the most rewarding aspect of your job?
One of the most rewarding aspects of my job is 
being able to visit the project after it is completed 
and see the finished product that you worked so 
hard on.

How do you de-stress?
When I'm not working, I enjoy spending time with 
my family. I also like to go camping and fishing.

If you weren’t a door security and safety 
professional, what would you be?
I would probably be doing something in the 
construction industry. My degree is in construction 
management, and  I have always been interested in 
the construction industry. 

What is your advice to someone considering 
taking DHI technical education? 
Do it! Being able to learn from some of the most 
experienced people in this line of work is invaluable 
and is hard to get anywhere else.
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DIANA M. PUELLO
Consultant, ProAble Hardware Specialties Inc., 
London, Ontario, Canada
TCH SCHOLARSHIP IN MEMORY OF GEORGE H. 
BOOMER SR.

Number of years in industry: 5.5 years 

How did you start in the door and hardware 
industry?
When I immigrated to London, United Kingdom, I 
was looking for a job where I could utilize my civil 
engineering background and apply the knowledge I 
have from 15 years of experience in the construction 
industry. In 2015, I began working as an office 
administrator at ProAble Hardware Specialties in 
the payroll department. The company knew my 
background, and when a position opened for a 
professional estimator, I applied and got the job. My 
potential was capitalized, which helped me to settle 
into my new career with confidence.

What is the most rewarding aspect of your job?
The most rewarding aspect of my job is developing 
my skills and helping to foster the growth of my 
team. In this industry, there is a countless amount to 
learn, and getting knowledgeable about products is 
a never-ending endeavor. Also, I like the challenge 
of completing a difficult project and ensuring that 
the end result is as good as possible. You could say I 
enjoy problem solving.

Guilty pleasure?
Various chocolates, good vintage wine and having an 
extra scoop of ice cream or slice of cake.

Who is your mentor/hero?
My mentor at work is our company president, Brian 
Landon, CFDAI. Brian has been working closely with 
me for the past five years to ensure that I take the 
right steps to develop potential future advancements 
in my career. Brian has directed me to take classes at 
DHI and get the industry certifications/qualifications 
to further my career.

What is the best advice you have ever received?
The best advice I have ever received was from my 
mother, who taught me to always face my fears 
straight on. Training my mind to expect the best 
possible positive outcome out of every situation has 
helped me to cope with how to handle dilemmas 
and overcome them throughout my professional and 
personal life.

LISA A. SIESS, FDAI
Senior Project Manager, Complete Door Systems, 
Chino, California
THE RICHARD M. LOCKMAN, AHC MEMORIAL 
SCHOLARSHIP

Number of years in industry: 15+ years 

How did you get started in the door and 
hardware industry?
I had an epiphany one day that the Yellow Pages 
industry just wasn't for me. I reached out to my 
brother to see if he knew of any opportunities. He 
suggested I come to his company's office to observe 
a day in the life of a "door person." I was hooked. 

What is the most rewarding aspect of your job?
Having the ability to share the knowledge I've 
acquired over the years tops the list. Using my 
knowledge to help our customers through some 
project difficulties, knowing they feel confident in 
having me as their project manager, is incredibly 
rewarding. When a contractor or architect reaches 
out to me for guidance, it really makes my day! Every 
time I drive by a building I worked on and know I 
had a part in its creation, it always gives me a good 
feeling inside. 

How do you de-stress? 
I will take a walk outside and think the situation 
through, or discuss the situation with others. Seeing 
my Shiba Inu’s tail wagging after work makes me 
forget about any stress.

If you weren’t a door security and safety 
professional, what would you be?
I would be doing something in the food or wine 
industry. I really enjoyed the architecture courses I 
took in college. I am a creative person, so perhaps I 
may have taken that route.

What is your advice to someone considering 
taking DHI technical education?
Take advantage of everything available to you! When 
I first started in the industry, our local chapter would 
host basic courses a few times a year; they were 
vital to my growth. They helped me realize that this 
industry was one where I could develop my skills 
and enjoy being a part of. I would not be where I am 
today without those courses!

STEVE CRAIG SEYLER, DHT
Project Manager, TCH, Omaha, Nebraska
THE CHARLES W. MULLINS, DAHC MEMORIAL 
SCHOLARSHIP

Number of years in industry: 6 years 

How did you get started in the door and 
hardware industry?
I got my start in the door industry when I was about 
7 or 8. My mom was a project manager at the time, 
and I started by helping her do take-offs for bids 
and detailing door swings on projects. When my 
parents opened their own company, I also helped in 
the warehouse by tagging hardware for deliveries. 
By the time I graduated high school, I got a job at a 
local distributor as an estimator. I’ve been in project 
management pretty consistently since then. 

What is the most rewarding aspect of your job? 
The most rewarding aspect for me is building 
relationships with my customers. I love getting the 
call where they want me to do their next project 
because I was an asset to their team. It’s a great 
feeling to be valued as a member of their team.

How do you de-stress?
My favorite way to de-stress is to do something with 
my hands. Spending all day at a desk, I like to get 
out into the wood shop and build something, or get 
out outside and do some waterfowl hunting. 

What is you biggest pet peeve? 
My biggest pet peeve is contractors always assuming 
problems are the fault of the door distributor; 99% 
of the time, they didn't frame per their own details, 
or the installer did not follow the manufacturer’s 
instructions. It’s always interesting to be able to walk 
people through how they are actually responsible for 
the issues but still help them with the best solution. 

What does work-life balance mean to you?
Work-life balance to me means being able to switch 
off. There are always going to be door projects that 
need attention, and problems will always come up at 
the worst time. If you aren’t able to unplug from the 
job, you’ll get burned out. My wife still reminds me 
that I was answering emails on my honeymoon. 
Shortly after that, I learned if you stay accessible, 
customers will want to access you. It’s important to 
block out time for yourself and your family, not just 
for working. 
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 AVAILABLE COURSES
TECHNICAL CURRICULUM:
COR117: Door, Frame, and Architectural Hardware Applications (32 hours)
COR123: Using Door, Frame and Hardware Standards (16 hours)
COR125: Takeoff and Estimating (16 hours)
COR140: Using Codes and Standards (24 hours)
COR147: Introduction to Specification Writing (24 hours)
COR153: Installation Coordination and Project Management (16 hours)
COR160: Material Purchasing Concepts (8 hours)
COR163: Developing Masterkey Systems (8 hours)

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

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

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

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

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

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

BRING  
INDUSTRY 
EDUCATION  
TO YOUR 
CHAPTER OR 
COMPANY

Education
Your Career, Our Commitment
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KNOW YOUR CODE FOR 
ELEVATOR LOBBIES

50
A STURDY POCKET FITS 
THE SLIDE

BY PATRICIA YULKOWSKI

Know Your Code for Elevator Lobbies
An integrated door system and education program is designed 
to educate architects, code officials and building managers and 
simplify compliance.
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SafeFrame 
is a fully 

integrated 
system with 

elevator 
doors.

Life safety and Americans with Disabilities 
Act (ADA) requirements are critically 
important, especially when it comes to 
elevator lobbies and corridors. Yet a 
significant portion of elevator lobbies in 
hotels and other high-rises are not up to 
code. 
Finding solutions to this quandary has become a career 
project for me. I came to manufacturing from a different 
place than many I meet in the industry. I am formally trained 
as an architect. That training emphasizes a structured and 
methodical process to problem solving. I brought those 
disciplines with me to Total Door Systems – a company my 
father, a prolific inventor, and mother founded in the 1970s. 

A SYSTEMATIC APPROACH 
Using that structured and process-oriented approach, 
my team and I first reengineered our manufacturing plant 
around a lean process – single-piece flow – still allowing 
the customization of our integrated door systems. Then we 
set about unraveling the complex problem around code 
compliance. 

No one sets out to flout life safety building codes. Codes 
can overlap and be inconsistent from one region and 
state to another. Communication across the chain is not 
consistent, oftentimes leaving gaps that leave too much left to 
interpretation and subjective meaning. Further exacerbating 
the issue is a looming code official shortage. Code 
professionals are getting older without a cadre of young code 
officials coming up through the ranks to replace them.
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The first-floor entry lounge and lobby features 
a new, visually porous entry made possible by 
a fire-rated curtain wall system and compatible 
fire-rated glass door system. 

We approached this problem with the systematic process 
we used to reengineer our plant. We wanted to achieve two 
goals. First, create a certified, tested and labeled integrated 
door system that met all life safety, ADA requirements 
and compartmentalization needs. And second, develop a 
communication program to clarify safety code requirements 
in a way that key stakeholders in our industry could easily 
understand and share with others. 

Our thought process was simple: We wanted to make it very 
easy and cost-efficient to be code compliant and inform 
industry stakeholders about life safety code in ways that, over 
time, would make it a top-of-mind priority in building products.

We, as the manufacturer, must do a better job of 
communicating what code the product complies with. When 
we engineer or update a product, we always update to the 
strictest code, because we want to make sure that the product 
is code compliant no matter where it is installed. Code 
officials, often taxed with being experts in nearly every facet 
of building construction and code, should simply be able to 
verify a product is compliant from the label without requiring 
extra training. 

COMPLIANCE EXPERTISE
In 2017, we created a new role and title at Total Door 
Systems – Development and Code Compliance Specialist – 
and brought industry veteran Jack Robbins, CSI, on board. 
In addition to business development duties, Robbins 
immediately set about informing our engineers and 
manufacturing managers about what the most recent codes 
require. He also created a smoke containment education class 
that we could take to architects and code officials. 

From that work came an architect continuing education 
course on smoke containment and code compliance, which 
became one of the most downloaded courses on AEC Daily 
– one of the largest providers of continuing education to the 
construction, architectural, interior design and engineering 
communities.

That course grew into an educational series that we call, 
“Know Your Code.” We use our social channels and our 
online reach, one-sheet handouts and a series of American 
Institute of Architects “Lunch and Learns” across the nation 
to educate architects, distributors, salespeople and code 
officials to create awareness of code requirements. We 
emphasize providing simple, visual examples to drive home 
why adhering to life safety codes is so vital. 

In July 2020, Robbins livestreamed this course on AEC Daily’s 
website. We were pleased to bring the course to an even 
broader audience through this channel. 

SPREADING THE WORD
We hope to connect with more code officials with our “Know 
Your Code” education program. Codes and references 
change, leaving officials to verify certifications that can be 
difficult to find. We want to ensure the tools they need are 
instantly and easily accessible. 

We recognize that face-to-face education is not as feasible 
now in our current physical distancing world. We have to get 
creative to continue our education efforts, further leveraging 
a series of webinars on AEC Daily and working to produce a 
series of training and informational videos available on our 
social and YouTube channels and on our website. 

FULLY INTEGRATED SYSTEM 
Furthering our education efforts, we created another product 
to ensure easy code compliance. We hold installation classes 
at our facility on a regular basis. These are not just a great 
opportunity for us to teach technicians about our product 
and how to install it, but it is also a chance to learn what they 
struggle with. 

One challenge that came up was elevator lobbies, and how 
time consuming it is to build a wall in front of the elevator 
shaft for the door frame. What could we do to facilitate the 
installation of a complete system, eliminating as much labor 
coordination and headache as possible?

We put our engineers and designers to work on a solution. 
What we came up with was our SafeFrame product that 
creates a fully integrated system already up to code. 

Our thought process was simple: We 
wanted to make it very easy and cost-
efficient to be code compliant and 
inform industry stakeholders about 
life safety code in ways that, over time, 
would make it a top-of-mind priority in 
building products.
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BY LAURIE MCCOWAN 

A Sturdy Pocket Fits  
the Slide
The California College of the Arts student 
apartment complex adds ADA-compliant 
sliding doors.

Over the last decade, the popularity of sliding door 
systems has significantly increased across a range of 
commercial projects. This is primarily driven by the 
increased cost of floor space and the efficiencies sliding 
doors offer to maximize space that might be otherwise 
unusable. 
The quality of sliding door hardware has 
improved over the years, and architects 
are increasingly confident specifying 
this hardware for their clients.

AN INNOVATION FOR 
IMPROVEMENT
The Cavity Slider Pocket Frame is an 
innovative product recently released 
to improve the performance of pocket 
doors. It provides better structural 
integrity plus quieter and smoother 
operation. 

The Cavity Slider Pocket Frame is 
constructed from aluminum extrusions, 
ensuring it remains robust and meets 
the requirements dictated by Type 1 
construction (no combustible material 
within the wall).

As it becomes more mainstream for 
architects and designers to choose 
pocket openings, manufacturers have to 
keep up with the demands of different 
project types and aesthetic details.

As an example, Cavity Sliders recently 
supplied the Cavity Slider Pocket Frame 
for a California College of the Arts 
(CCA) student apartment complex in 
San Francisco. Natoma Architects knew 

that to meet the spatial requirements 
of the floor plans, they would have to 
use pocket openings for all 500 student 
apartments. 

Initially, the building ownership had 
been skeptical about the use of pocket 
doors because of previous experiences 
as well as the heavy use the students 
would subject them to. But it became 
clear that Cavity Sliders could deliver on 
the requirements of the openings. 

“We needed a product that could 
withstand long-term abuse with minimal 
maintenance,” said the project manager 
of Natoma Architects. “The frame is 
sturdy, and the track hardware allows 
the door to be lifted up and out for easy 
replacement. We especially like the soft 
stop feature that limits impact noise and 
bruising on the receiving jamb.”

ROUGH OPENINGS AND SOFT 
CLOSES
The openings in the student apartments 
were required to be ADA adaptable, 
with soft-close functionality, no closing 
jamb detail with a 1 3/4-inch door in a 3 
5/8-inch stud framework and a rough-
opening width of 70 inches. For sliding 
openings, the ADA regulations specify 

The code for smoke infiltration 
specifically requires that you test the 
product as an assembly. A series of 
components individually tested and 
labeled and then assembled does not 
meet code because the components 
were not tested as a complete 
assembly as required.

Both in terms of aesthetics and code 
compliancy, our new SafeFrame is 
a fully integrated system with the 
doors. We manufacture and test it as a 
complete assembly.

This gives the contractor everything 
they need from a single source with 
single responsibility. It eliminates the 
need for constructing a wall and arrives 
complete, meeting all requirements. 
All that needs to be done is to surface 
mount the frame into the wall and install 
the door.

It has become our mission to educate 
with “Know Your Code” programs and 
provide code-compliant products. 
Going forward, we will continue to 
do everything we can to help bring 
buildings into compliance in a simple, 
efficient and affordable way.

We think a lot about our stakeholders 
– the architects, code officials and 
building managers. Their jobs get 
more complicated every year, and their 
responsibilities continue to expand. 

We are always searching for a way to 
make their lives easier. How can we 
provide better product and service to 
them? For us, that means taking care of 
life safety requirements and ensuring 
code compliance.

Who knows what is next in construction 
given everything going on? It is a 
cyclical business, but life safety does 
not go in or out of fashion. It is a 
requirement and a necessity and will be 
our continued focus as a company. +

PATRICIA 
YULKOWSKI is 
President and 
CEO, Total Door 
Systems. Email: 
patricia@
totaldoor.com.
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As a result, assembly and installation 
took only 15 minutes, as no on-site 
alteration was required by the installing 
subcontractor. 

On top of the spatial requirements, the 
openings were detailed with a flush 
drywall finish on the perpendicular 
wall the door closes against. This is 
a common trend in contemporary 
interiors in residential projects. The soft-
close function has become synonymous 
with pocket and barn door openings. 
It is used to provide quiet and safety 
but also prevents the drywall from any 
bruising. It also reduces the wear on the 
door over time. 

EASY CONVERSION
The openings were finished with 
Cavilock CL400 Magnetic handles. The 
standard housing units have a flush 
handle, while the ADA-compliant units 
have the ADA version. The standard and 
ADA handles have the same door prep. It 
was important for the building ownership 
to have the flexibility to change the ADA 
compliancy of the units in the future 
without replacing the doors. 

The patented magnetic striker of this 
lock sits flush with the drywall and 
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supports a clean aesthetic look without 
any protrusion into the opening. The 
Division 8 subcontractor responsible for 
installation used a wooden block fixed 
between the stud framework to anchor 
the striker beneath the drywall. 

It is the challenging requirements of 
openings like these in the student 
apartments, as well as progressive 
trends in our industry, that keep 
manufacturers on their toes. And it 
is often these challenges that inspire 
innovative new products that efficiently 
meet the most intricate details while 
fulfilling the intended aesthetic. +

LAURIE 
MCCOWAN is the 
Co-Founder and 
Vice President of 
Sales and Marketing 
of Cavity Sliders 
USA Inc. Cavity 
Sliders was 
established six 

years ago in the United States and 
originated in New Zealand and Australia 
where the company has been perfecting  
its pocket doors for 35 years. Phone: 310-
890-6970. Email: laurie.mccowan@
cavitysliders.com.

Left: The ADA-
compliant version of 
the CL400 Magnetic 
pocket door handle.

Right: The CL400 
Magnetic pocket 
door handle has a 
versatile design that 
can be changed to 
be ADA-compliant.  

Below: The CS 
Cavity Slider 
Pocket Frame is 
structurally robust, 
as it is constructed 
from aluminum 
extrusions.

a clear walkthrough of at least 32 inches 
and accessible handle hardware should 
allow 1 1/2 inches between the jamb 
and pull in both the open and closed 
position. This means the door should 
protrude a minimum 4 inches from the 
pocket in the open position.

Cavity Sliders custom-manufactured 
these frames with a shorter pocket 
basket than the opening to ensure they 
met the ADA requirements as well as 
the tight rough-opening dimensions. 
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THE YEAR 2020 WAS A TIME FOR MANY TYPES OF 
INNOVATIONS. COMPANIES IN THE DOOR AND 
HARDWARE INDUSTRY WERE HARD AT WORK 
BRINGING THE BEST SOLUTIONS TO MARKET. SOME 
OF THEIR INNOVATIONS ARE HIGHLIGHTED HERE.

A THE BEST 9K SERIES EASY TO THE CORE
The BEST 9K is easy to the core. The BEST 9K series is designed 
to be low maintenance, easy to install, durable and secure. With 
no assembly, drilling, or rekeying – because you can keep your 
existing cores – it’s the easiest upgrade you’ll ever make. Durable. 
Affordable. Adaptable. It doesn’t get better than BEST.
www.dormakaba.us/DHI-9K 
Dave Smith, Vice President, Sales Door Hardware 
DaveB.Smith@dormakaba.com

B SECURITY LOCK DISTRIBUTORS: THE 
POSSIBILITIES ARE ENDLESS
Security Lock Distributors is the master wholesale distributor 
of electrical and mechanical door hardware. We provide a 
comprehensive inventory of every product from premium 
manufacturers, unmatched logistics capabilities, innovative 
digital tools and an all-star technical sales team. Whatever you 
need – specific products, answers to tough questions, blind-label 
drop shipping, an easy to use website, or just about anything else 
– we deliver. With Security Lock Distributors, the possibilities are 
limitless.
www.seclock.com 
800-847-5625

C TOUCHLESS, HANDS-FREE HYGIENE
SDC’s Hands Free Door Solution™ is a common-sense answer to 
help businesses, schools and organizations to reopen or stay open 
during the pandemic crisis and provide peace of mind. A wave of 
the hand in front of the 474 Touchless Switch activates the Auto 
EntryControl™ Low Energy Swing Door Operator for access or 
egress. Never touch a door again on the way in or out of a facility 
or room
www.sdcsec.com/handsfreeopen 
sales@sdcsecurity.com 
800-413-8783

C
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D DORMAKABA EXIT DEVICE WITH INTRUDER 
FUNCTION
Strength. Durability. Security. Confidence. dormakaba’s Precision 
2110VI Exit Device with Intruder Function is designed to perform 
reliably in high-traffic exits by providing safe egress and fast 
school security lockdown. The 2110VI is strong and durable even 
in the most abusive situations including classrooms, auditoriums 
and gymnasiums. The Intruder Function takes safety and security 
further by allowing for efficient lockdown with an easy to see visual 
indicator, even in low light.
www.dormakaba.us/DHI-2110 
Dave Smith, Vice President, Sales Door Hardware 
DaveB.Smith@dormakaba.com

E FIREFRAMES® DESIGNER SERIES FIRE-RATED 
GLASS DOORS
Fireframes® Designer Series doors are full-lite, fire-rated glass 
doors with slender, extruded steel profiles that closely match the 
shape of aluminum storefront doors. A sleek alternative to typical 
hollow metal doors, they offer fire ratings up to 90 minutes, narrow 
sightlines, crisp edges and a tall bottom rail. Pre-hung, pre-finished 
and easy to install, Fireframes Designer Series doors complement 
adjacent non-fire-rated doors, boost visibility and create openness 
in areas with stringent fire-rated criteria.
www.fireglass.com 
sales@fireglass.com 
800-426-0279

F S4000E SERIES ELECTRIFIED COMMERCIAL EXIT 
DEVICES
There are many different brands of cost-effective commercial 
exit devices. The majority of them are mechanical only. Today’s 
market demands an Economical Commercial Exit Device with 
Electric Latch Retraction. Not only does SDC’s S4000E Series 
Electrified Commercial Exit Device satisfy both market needs for 
a cost-effective exit device with ELR, but the S4000E also comes 
standard with Request-to-Exit Monitoring, enabling access control 
compatibility. Application is as easy as Install - Power - Done.
www.sdcsec.com/S4000E 
sales@sdcsecurity.com 
800-413-8783

G ACOUSTICAL DOOR PANELS WITH A BULLET 
RESISTANT RATING 
Krieger doors enhance the building acoustics by exceeding the 
ANSI Standard S12.60-2002, and now they add safety during an 
active shooter event with an included bullet resistant rating UL 752. 
Plus, all Krieger doors are manufactured to the requested size, 
style and finish. 
www.KriegerProducts.com 
562-695-0645
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CERTIFIED FIRE + EGRESS DOOR ASSEMBLY INSPECTOR (CFDAI)
DHI has launched the CFDAI to help FDAIs elevate their profile to the end user and grow their inspection 
services. In addition to the opportunities of becoming certified and taking continuing education, CFDAIs 
receive a badge and digital seal as part of this new program. This provides identification in the field and the 
ability to digitally stamp inspection reports. 

Nawras Alazzawi, DHT, CFDAI 
Allmar
Alvin L. Brown, CFDAI 
Georgetown University

Richard Cote, CFDAI 
The City of Edmonton
Kevin Litke, CFDAI

Nigel Williamson, CFDAI 
CP Distributors Ltd.

CONGRATULATIONS! The following door security + safety 
professionals recently received DHI 
credentials, certifications and certificates:(list current as of December 1, 2020)

ACHIEVEMENTS

ARCHITECTURAL HARDWARE CONSULTANT (AHC)
The Architectural Hardware Consultant has an advanced mechanical and electrified hardware product and 
code application knowledge and expertise. The AHC is a legacy certification that was established in 1940.

Patrick J. Szejna, DHT, AHC 
Allegion

+

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

Angela M. Plum, DHT, DHC, CDC 
Bunting Door and Hardware Co. Inc.

+

DOOR + HARDWARE TECHNICIAN (DHT)

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

Wallace Berry, DHT, AHC 
Doormerica
John Michael Danes, DHT 
Dormakaba
Joel Garcia, DHT
Sayed Vasi Jafari, DHT, AHC 
Middle East Metal and Wood 
Industries Co. Ltd.

Heather Kolbas, DHT 
McCarthy Inc.
Mark A. Kuhn, DHT, AHC, CFDAI 
Allegion
Marina Lehner, DHT 
CP Distributors Ltd.

Joshua Light, DHT 
CP Distributors Ltd.
Ramon S. Macalalad, DHT 
CP Distributors Ltd.
Thomas E. Seidel, DHT, AHC 
ASSA ABLOY Americas
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE:

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

Alex Aguiar 
ProAble Hardware Specialties Inc.
Joseph William Barbee 
Acoustical Material Services
Anne Beach 
Cook & Boardman Group LLC
Scott Benson 
Hull Supply Co. Inc.
Brian Boggs 
Mulhaupts
Justin Brandstein 
Exactitude Inc.
Sonya Buzynovskaya 
Shanahan’s Limited Partnership
Nicole L. Casa 
Door Services Corp.
Dylan Combs 
Schiller Hardware Inc.
Christopher John Eaton
Sonia Fita
Greg Folk 
Chown Hardware
Ray Fox 
Eggers Industries
Rick Gallant 
Apex Industries Inc.
Ryan Goodman 
Doors and Hardware Specialists
Hunter Greve 
D & M Industries Inc.

Brooke Grisafi 
Spokane Hardware Supply Inc.
John Grover 
Door Supply of NJ Inc.
Emma Gullborg
John Hagen 
ASSA ABLOY
Justin Herbus
John Ryan Hompoth
Graeme Hopkins
John Lemieux
Miroslaw Leziak 
Schuham Builder’s Supply Co. Inc.
Evan Little
Griffin Lowe 
Mulhaupts
Ryan Malec 
Quality Door and Hardware
Amanda McSpadden 
Comarco St. Louis Inc.
Connor Mediate 
Kelley Bros.
Beau Minnick 
LCN, An Allegion Brand
Curtis Nakamura 
Sugatsune America Inc.
Adam Newton 
Cook & Boardman Group LLC
Dyaln Nizolek

Lucas Peter 
CP Distributors Ltd.
Jeff Allen Reynolds 
Norwood Hardware and Supply 
Company
Sean Ripley 
LaForce Inc.
Vincent Rodely 
ProAble Hardware Specialties Inc.
David Rodríguez
Luke Rogerson
Tony Roseman
Christine Saylor
Alan Sisler 
Schuham Builder’s Supply Co. Inc.
Patrick Tully 
Mulhaupts
Gopal Harshadbhai Vyas 
Allegion Canada Inc
Mikayla Webster 
Apex Industries Inc. 

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

ACHIEVEMENTS
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INTERNATIONAL INSIGHTS

THAMER A. TAHAT, CFDAI, DHC, DHT, 
DIPFD, DIPGAI, MINSTAI, REG.AI, LEED® 
Green Associate™, is a Commercial 
Manager for Allegion in Doha, Qatar. 
He has been a DHI member since 2008 
and is also a member of the Guild of 
Architectural Ironmongers (GAI). Email: 
t_tahat@yahoo.com.

STANDARDS FLUENCY IN THE 
MIDDLE EAST 

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

THAMER A. TAHAT, CFDAI, DHC, DHT, DIPFD, DIPGAI, MINSTAI, RE-
GAI, LEED® GREEN ASSOCIATE™, HAS TRAVELED THE WORLD SINCE 
HE JOINED THE DOOR AND HARDWARE INDUSTRY IN 2004. THIS HAS 
PROVEN TO BE INVALUABLE EXPERIENCE AS TODAY HE WORKS IN 
THE MIDDLE EAST, WHICH REQUIRES FLUENCY IN BOTH AMERICAN 
AND EUROPEAN STANDARDS.

Tahat joined the door and hardware 
industry in 2004 as a sales 
representative for Middle East Metal 
and Wooden Industries (Metalco), 
one of the biggest hollow metal and 
wooden door manufacturers in Saudi 
Arabia. He then moved to Dubai, 
UAE, and joined ASSA ABLOY as a 
Regional Sales Manager OEM and, in 
2013, moved to Edmonton, in Alberta, 
Canada, to work for Trimtech Industries. 

Coming full circle, he returned to the 
Middle East in 2016 and joined Allegion 
as a Commercial Manager in Doha, 
Qatar. “The specification writers and 
experts not only help customers adhere 
to codes and standards – we help 
advocate for and raise those security 
standards in markets around the world.”

Tahat notes that in the Middle East, 
projects are divided between American 
specifications (ANSI), which use the 
NFPA codes and UL/ Warnock Hersey 
for fire testing and laboratories, and the 
European BSEN specifications, which 
follow Fire Tests BS476. “There are many 
reasons both specifications are used, 
but primarily it’s because there are 
many well-known architects from both 
Europe and North America working 
here,” he says.

Tahat explains there are a number of 
technical differences between the ANSI 
and BSEN Standards, starting with the 
severity of the fire-resistance testing 
(there is no hose test in the BSEN 
Standard), and including the hardware 
cycle test, the positive latch and the 
number of operations for egress locks 
to unlatch.

The biggest knowledge gap Tahat 
observes among end-user customers 
is that the majority depend on the 
architects and the designers to 
generate the door schedule and the 
hardware schedule. 

“The challenge we face is we need 
these schedules to comply with the 
security, fire rating and egress codes,” 
Tahat says. “In order to overcome 
this challenge, we need to act as a 
professional and knowledgeable 
consulting resource to the architectural 
community concerning all types of 
opening-related solutions and product 
recommendations.”

Tahat admits one of the best things 
about working in the Middle East, 
especially in the Doha office, is the 
great ambiance. 

“There are so many opportunities 
to meet professionals from different 
backgounds and cultures, and it’s so 
intresting how much you can learn from 
them,” Tahat says. “I’m also exposed 
to many hardware brands that comply 
with different standards, and I enjoy 
dealing with international architects and 
consultants.”+
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INTERNATIONAL INSIGHTS

CYCLE DIFFERENCES BETWEEN ANSI AND BSEN

NORTH AMERICA BSEN 

HINGE

Code/Standard Description Code/Standard Description

ANSI 156.1     
Durability

Grade 1: 2.5 Million Cycles
Grade 2: 1.5 Million Cycles
Grade 3: 350 K Cycles

BSEN 1935:2002

Two grades are identified for single 
axis-hinges for Door only 
Grade 4: 25,000 Test cycle for Light 
Duty
Grade 7: 200,000 Test cycle for 
Medium, Heavy and Severe Duty 
Grade 9: 1,000,000 Test Cycle (Highest) 

LOCKS AND LATCHES

ANSI 156.13 Mortise 
Locks   Durability

Grade 1: 1 Million Cycles 
with 44N Load                                                                                                              BSEN 12209 Highest Grade is Grade X: 200,000 Test 

cycles; 120N Load on latch bolt
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SHELF LIFE

DEALING WITH A TIME 
OF SCARCITY

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

IF I AM SUBJECTED TO THE PHRASE “THE NEW NORMAL” ONE MORE 
TIME, I THINK I MIGHT JUST HAVE TO LOSE MY LUNCH. THE TERM 
“UNPRECEDENTED” IS ALSO A STOMACH TURNER. I GUESS MY INNER 
CYNIC IS COMING OUT TO PLAY. 

I am growing weary of people trying to 
rationalize the very real experience of 
change, challenge and unpredictability. 
These are just situations we face when 
we own, or lead, a small business. 
The playbook is never written to 
cover all scenarios. Strategies break 
down, disruption occurs and creativity 
emerges. 

Is it really that simple? Is my consulting 
advice to you, “Just deal with it?” Yes 
and no. First, get comfortable with the 
nature of change; then, break out solid 
strategies to put us in the best position 
to thrive in the chaos. 

During the past several months, 
we have been introduced to a fairly 
new concept of scarcity in both our 
personal and professional lives. In 
the earliest days of the pandemic, we 
were exposed to empty shelves and 
a whole lot more space in traditional 
retail establishments. I remember a 
particularly creepy feeling when the 
frozen section of Trader Joe’s was 
practically empty. Here, in one of the 
most prosperous nations on earth, 
we could not buy frozen pork buns or 
mango chunks. Our paper hygiene 
products were being hoarded like gold. 
Personal scarcity is scary and causes 
irrational behavior. 

In our professional lives, we began to 
realize that “just in time” might just 
come to mean “just in trouble” when 
looking at the products on our shelves. 
Those in love with spinning inventory at 
the upper end of the spectrum learned 

that just because a purchase order 
is generated, it does not ensure that 
products will appear at the dock. Again, 
not something that most of us have ever 
experienced. Cut purchase order, load 
shelves, deliver to customer. We did not 
know how good we had it. 

Enough of the observations on what 
happened. Those of us who have been 
through a couple of business cycles 
understand that the ability to adapt 
comes from some lessons we learned 
while getting our teeth kicked in. 
These became core fundamentals to 
getting through difficult situations. I 
want to share a couple of focus areas 
for distributors to revisit as a means to 
help them deal with this lack of available 
product. 

BETTER COMMUNICATION  
WITH SUPPLIERS 
Doesn’t it feel like the answer to 
all of life’s challenges is better 
communication? I think I could make 
an argument that it is, but I would 
rather get more specific in the way 
we communicate with our suppliers. 
Sometimes distributors have difficulty 
communicating their expectations to 
their suppliers. This is especially true in 
inventory replenishment and product 
availability. In our distribution software 
packages, we have the ability to make 
educated guesses on the quantities 
our customers will consume over the 
next six months. I am not suggesting 
that these predictions will be perfect, 
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but we can get pretty close. If we can 
do this, why don’t we share it with 
the companies that are going to be 
supplying the product? 

Take control of your inventory flow. 
Share your usage predictions with 
your key suppliers and help make their 
crystal ball a little less hazy. Some 
distributors will even issue purchase 
orders with specific release dates to 
better ensure their inventory flow. This 
will come as a news flash to some and 
old hat to others. 

UNDERSTAND CUSTOMER 
EXPECTATIONS 
If you agree with the notion that we put 
inventory on the shelves to satisfy the 
needs of our customers, then why do 
we not take the time to understand what 
products are most popular with our 
customer base? 

Over the years, many of you have read 
about ranking your inventory by hits 
versus cost of goods sold. In times 
of uncertain availability of product, 
we need to get back to the basics of 
ensuring that our most popular products 
are going to be on the shelf when the 
customer comes calling. Now is not 
the time to let fear prevent you from 
doubling down on the top-ranking 
products. If you have not done this 
before, go back and rank your items 
by the number of transactions over a 

12-month period. Just to clarify, an order 
quantity of 100 has the same weight 
as an order quantity of 1,000. Each is 
recorded as one hit. You will find that a 
vast majority of hits occur on a relatively 
small percentage of your overall stocked 
items. Do not run out of these items, 
period. Know what is important in the 
eyes of your customer and get those 
products on the shelf. Barren shelves in a 
wholesale warehouse are just as scary as 
in your favorite grocery store. 

KNOW YOUR BEST CUSTOMERS 
When it comes to our love for certain 
customers, we often have differing 
opinions on who the best ones are. 
Some like big customers loaded with 
potential. Others prefer customers who 
buy in several product categories and 
carry a strong average gross margin 
percentage. 

I happen to like the customers who pay 
on time and do not place orders five 
minutes before the close of the day, but 
that is just me. Regardless of the various 
peccadillos, we all love customers who 
are profitable. When I say profitable, I 
am suggesting that they contribute to 
our bottom line in a positive manner. 
Determining the profitability of each 
customer is an exercise that I encourage 
every distributor to engage in. It is 
not fun, it is not glamourous, but it 
is important to the health of your 
organization. 

As many of you have discovered, 
product allocation is a real thing. We 
do not always get what we want from 
our suppliers in the quantity we want 
it. Product allocation, from a supplier 
standpoint, means making decisions to 
ship inventory to customers they value 
most. These suppliers made decisions 
about whom they like best, and you 
might be on the outside looking in. 
Fair does not apply when allocating 
product. It is time for distributors 
to start adopting the same tough 
standards when allocating scarce 
products. We do not have to abide by 
the back-order fill protocol of oldest 
orders first. Let us start rewarding 
our most profitable customers by 
filling their orders ahead of those 
who develop alligator arms when 
our invoices come due. Those who 
contribute to our bottom line are just 
better – treat them as such. 

I suspect that we will get back to the 
days of abundance in the next six to 
eight months, and I hope the lessons 
of scarcity remain fresh in our minds. 
Treat your operation as if scarcity was 
right around the corner. We call these 
strategies “fundamentals” because they 
will allow you to thrive in any economic 
climate. 

Now go make some changes while I put 
on my mask and wait in line to buy my 
Trader Joe’s pork buns. Good luck. +

Those who contribute to 
our bottom line are just 
better – treat them as such.
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COLUMN

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

BE CAREFUL USING CONTRACTOR 
EQUIPMENT — EVEN IF YOU DON’T

IN MY INTRODUCTION TO THIS SERIES OF COLUMNS, I DISCUSSED 
HOW SOME OF US (OUR COMPANY INCLUDED) HAVE SIGNED 
CONTRACTS WITH THE MINDSET THAT THE CONTRACT WON’T 
MATTER AS LONG AS WE MAKE SURE NOTHING GOES WRONG.  
THIS IS A RISKY STRATEGY, BUT AT LEAST WE FEEL IT IS UNDER  
OUR CONTROL.

In this article, I am going to point out a 
contract clause that – if agreed to – takes 
matters out of your control and could 
cost you money no matter how careful 
you are.

I previously discussed indemnification 
and how you can be held fully liable if 
you are found even partially responsible. 
But recently, I read two contracts in which 
you could be held completely liable even 
if your employees had nothing to do with 
an accident. They don’t even have to be 
on-site. The provision relates to usage of 
contractors’ equipment.

The clause in one of these contracts 
starts like you would expect. It says that 
you indemnify and hold the contractor 
harmless for any claims or accidents 
while you are operating their equipment. 
This seems perfectly reasonable – if 
you have an accident while using their 
equipment, you are held liable. However, 
it goes on to say that the subcontractor 
also indemnifies the contractor if the 
tools or equipment are being used for 
“the subcontractor’s benefit, irrespective 
of who actually operates the tools and 
equipment.” The clause in the second 
contract I read was similarly worded. 
You indemnify the contractor for use of 
their tools and equipment “regardless of 
whether [the] contractor operated such 
tools and equipment …”

Based on the language in these clauses, 
if the contractor’s employee is operating 
the contractor’s own equipment, but 
they can argue that what they are 
doing is for your “benefit,” then you 
– the subcontractor – are liable for 
any accident, damage or claim that 

may occur while they are using the 
equipment. This can occur even if you are 
not present on the job site.

Here is an example: You have a pallet of 
doors staged on a floor that you plan to 
begin installing the next day. It is late in 
the afternoon, and all your installers have 
left the job site. The electrician would 
like to access an electrical plug behind 
your pallet of doors. You are gone, 
so the electrician asks the contractor 
to move the doors. The contactor’s 
superintendent agrees to move the 
doors and uses the contractor’s forklift. 
While moving the pallet of doors, the 
contractor’s employee drives recklessly. 
He runs into the wall, damaging the wall, 
the doors, and injuring himself. Since 
the contractor could make the argument 
that he was moving these doors for 
“your benefit,” you could be held 
financially liable for any claims made by 
the driver, as well as the cost to replace 
the doors and fix the wall. Remember 
that indemnification includes taking 
responsibility for all claims of any kind, 
including injury and property damage.

We like to think that if we are careful 
and diligent, we can prevent situations 
in which we are liable, but in this 
example, we are liable even though 
we weren’t even present. The best 
chance to manage this liability was 
to try to negotiate it on the front 
end. This clause, requiring you to be 
responsible for another company’s 
employee, recklessly operating their own 
equipment, is just another reason that I 
strongly recommend you read all of your 
contracts and understand what you are 
agreeing to. +

INSIDE CONTRACT 
CLAUSES

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

DHI does not make any representations or warranties with 
respect to this article or its contents. To the fullest extent 
permitted by all applicable laws, DHI and its members, 
officers, directors, employees and volunteers shall not be 
liable for any losses, expenses or damages of any nature, 
including, without limitation, special, incidental, punitive, 
direct, indirect or consequential damages or lost income 
or profits, resulting from or arising out of a company’s, 
individual’s or other user’s use of this article, whether 
arising in tort, contact, statute, or otherwise, even if 
advised of the possibility of such damages.
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JERRY HEPPES SR., CAE, is Managing 
Principal of the Consulting Collaborative 
office in Charlottesville, Virginia. Phone: 
703-899-9067. Email: jheppes@consulting-
collaborative.com.

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

THE IMPORTANCE OF CHANGE 
JERRY HEPPES SR., CAE, THE FORMER CHIEF EXECUTIVE OFFICER OF 
DHI, JOINED OUR FIRM IN NOVEMBER AS MANAGING PRINCIPAL OF 
THE CONSULTING COLLABORATIVE OFFICE IN CHARLOTTESVILLE, 
VIRGINIA. HE IS NOW A CO-AUTHOR OF THIS REGULAR BEST 
BUSINESS PRACTICES COLUMN, AND WE LOOK FORWARD TO 
WORKING WITH HIM AND SHARING SOME OF HIS EXPERTISE.

Do not be surprised if you encounter 
some resistance to change within your 
company. Some management and staff 
members may feel things have been 
done the same way for years and think 
that is OK.

The fact is, continuing to do business 
the same way as the company has done 
for years is not suitable in a constantly 
changing business environment. You 
need to continually emphasize that 
change is good and necessary. As you 
implement change, focus on making 
your company a place where the best 
people want to work, a place where the 
best customers and vendors want to do 
business, and retain your outstanding 
employees and keep your valued 
customers.

Remember what Benjamin Franklin said, 
“When you’re finished changing, you’re 
finished.”

On a related matter, employee 
empowerment is important in today’s 
challenging business environment, 
but without accountability within the 
organization, the company president or 
owner ends up being the only one held 
accountable. We don’t think this is the 
right way to run a company. 

Most employees want the company to 
succeed, but we often find employees 
have difficulty expressing what the 
company wants and what they are 
expected to do to contribute to 
the success of the company. This 
is a symptom of lacking clearly 
communicated company goals and not 
establishing employee accountability 
for reaching the goals. Employee focus, 

empowerment and accountability 
must be established to drive, as well as 
sustain, results and company success. 

The lack of clearly defined company 
goals is often a major problem with 
many companies in this industry. If we 
came to your company and interviewed 
a representative number of your 
employees, what would they say with 
respect to the following question?

What are the company’s top priorities 
for this year? When we ask that question 
at companies, the management and 
staff often mention different priorities, 
most responses are not specific and 
others are just disappointing such 
as, “I don’t know.” These employees 
base their responses on personal 
assumptions rather than what they have 
been told.

Additionally, most employees do not 
mention any measurable priorities. For 
example, measurable priorities would 
be to increase sales or profits by a 
specific dollar amount or percentage 
increase.

Ideally, employee action plans 
(objectives) should be specific, 
measurable, time framed, in writing 
and indicate how employees will 
contribute to the achievement of the 
company top priorities. Action plans 
drive accountability and generate great 
results.

Are your employees accountable? If the 
responses are similar to what we just 
shared with you, your company needs 
to change. +

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

SALES AGENCY/ 
CONSULTANT ($2,500)

Life Safety Hardware Consultants, Ltd.
Door + Hardware Consultants, Inc.

INDIVIDUAL ($1,000+)
Anderson, Darrin W. 
Flowers, Susan P., DAHC/CDC,FDAI, FDHI
Hager, Ralph J.
Hallgren, Mark S., AHC, FDHI
Hooker, Russell , DHT, AOC, DHC, CFDAI
LeGrand, Mark S.
Maas, Robert D., FDHI
Petersen, Tim , FDHI, LEED AP
Shah, Ankit K.
Smith, Foster , FDAI
Smith, Lewis , CFDAI
Theby, Matthew  
Wacik, Laura A., AHC, FDAI, FDHI
Walsh, Martin J. 

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

DISTRIBUTOR ($2,500)
Anderson Lock Co., Ltd.
Cleveland Vicon Company, Inc.
Dallas Door and Supply Company
H&G/Schultz Door
William S. Trimble Co., Inc.

SALES AGENCY/ 
CONSULTANT ($1,000)

D.L. Neuner Co., Inc.

INDIVIDUAL ($500)
Couch, Ron, AHC, CFDAI
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PROFIT IMPROVEMENT REPORT

The North American economy is 
slowly, but systematically, gaining 
momentum. The challenge in moving 
forward is to ensure that firms do not 
let their exuberance to regain sales 
volume prevent them from making 
profit-based decisions. 

Firms have five Critical Profit Variables 
(CPVs) at their disposal: sales growth, 
gross margin, expenses, inventory and 
accounts receivable. In managing the 
CPVs, there are always ongoing trade-
offs. For example, increased sales will 
probably necessitate more accounts 
receivable. Managing the trade-offs 
well is the key to success.

This report will provide a reminder of 
the interaction among the different 
CPVs. It will do so from two distinct 
perspectives:

++ The profit impact of the CPVs – an 
analysis of which CPVs drive higher 
profit higher and faster. 

++ Developing trade-off strategies – an 
approach to combining the CPVs in 
a way that maximizes profit for the 
firm.

PROFIT IMPACT OF CPVS
Prior to the economic downturn, the 
typical DHI member had the following 
financial profile.

Most of the line items in the financial 
profile are self-explanatory. However, 
sometimes the breakout between 

TAKING THE RIGHT ROAD BACK 

DR. ALBERT D. BATES is founder and 
principal of the Distribution Performance 
Project, a distribution research firm 
headquartered in Boulder, Colorado.

©2021 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.

THE PROFIT IMPACT OF CPVs

Financial Profile
Current  
Results Percent of Sales

Net Sales $20,000,000 100.0

Cost of Goods Sold 13,500,000 67.5

Gross Margin 6,500,000 32.5

Variable Expenses (5%) 1,000,000 5.0

Fixed Expenses 4,400,000 22.0

Total Expenses 5,400,000 27.0

Profit Before Taxes $1,100,000 5.5

Inventory $175,000

Accounts Receivable $4,500,000

fixed and variable expenses is not fully 
appreciated. 

Fixed expenses are overhead expenses 
that are relatively constant in the short 
run, even if sales rise or fall. Variable 
expenses are those that will change 
automatically along with sales during 
the year. Expenses such as sales 
commissions and bad debts fall into this 
category. They tend to be a relatively 
consistent percentage of sales.

Fixed expenses for this typical firm 
are assumed to be $4,400,000, while 
variable expenses are $1,000,000 
at 5% of sales. While these are only 
estimates, they represent a serviceable 
approximation for the typical DHI 
member.

Exhibit 1 takes the information for the 
typical firm and demonstrates the 
impact on Profit Before Taxes (PBT) that 
improvements in each of the five CPVs 
would have. As can be seen on the left 
side of the graph, PBT starts at 5.5% of 

sales. The five lines indicate how much 
PBT would improve if each CPV were 
improved anywhere up to 10%.

The steepest line belongs to gross 
margin. The line indicates the change 
in PBT if gross margin dollars were 
increased on current sales. That is, if 
current sales could produce 10% more 
margin dollars – a large change – the 
firm’s PBT rises to 8.8%.

The second most dynamic driver of 
profitability is reducing the firm’s total 
expenses without experiencing a sales 
decline. At the 10% improvement level, 
the PBT increases from the current 5.5% 
to 8.2%.

Increasing sales also has a pronounced 
impact on PBT. However, the line is 
much flatter than the lines for either 
gross margin or expenses. That is 
because as sales increase, the firm 
automatically incurs additional variable 
expenses.

JANUARY/FEBRUARY 2021   DOOR SECURITY + SAFETY 64



Similarly, the same 5% increase in 
margin would also offset a 5% decline 
in sales and result in a higher PBT. Since 
slopes of the lines are not dramatically 
different, the improvement in PBT 
would be modest.

At present, most distributors are 
concentrating on how to reinvigorate 
sales. Clearly, additional investments in 
inventory or accounts receivable that 
increase sales would sharply increase 
PBT. Conversely, increasing sales with 
an offsetting reduction in gross margin 
dollars produced should be approached 
carefully. Increasing sales with an 
increase in expenses is also problematic. 
Both could possibly reduce PBT.

This does not mean that in the battle to 
regain sales volume, small, short-term 
reductions in gross margin, or increases 
in expenses, cannot be justified. It 
does mean that such moves need to be 
thought through carefully. The lessons 
in Exhibit 1 must be considered in every 
decision.

Ultimately, the trade-off challenge is 
not simply pitting one variable against 
another; it may be one variable versus 
several. What if margin increases, 
but expenses decrease and sales fall 
somewhat? Then the graph loses its 
effectiveness.

The Distribution Performance Project 
provides a free Excel template to help 
managers work through a variety of 
scenarios involving multiple CPVs. Go 
to distperf.com and select the Programs 
tab. Scroll down to Hands-on Tools and 
select “What if Analysis.”

MOVING FORWARD
In trying to recover financially, it is 
essential for firms to understand the 
real economics of their business. Exhibit 
1 and the “What if” template can make 
this easier. +

EXHIBIT 1  THE IMPACT ON PBT FROM CHANGES IN THE CPVS

At the bottom of the exhibit, reducing 
either inventory or accounts receivable 
– without reducing sales – has almost 
no impact on PBT. This is because the 
reduction only causes a few expenses to 
decline, most notably interest.

The reductions in inventory and 
accounts receivable would have an 
important positive, short-term impact 
on the firm’s cash position. Over time, 
such reductions would do almost 
nothing for the firm’s PBT. 

Note that many distributors have 
implemented major programs in recent 
years to reduce both inventory and 
accounts receivable. Further cuts may 
have the potential to begin to impact 
sales negatively.

DEVELOPING TRADE-OFF 
STRATEGIES
For all its power, Exhibit 1 only examines 
the CPVs individually and indicates 

which have the greatest potential to 
improve profitability. Life, of course, 
is always about trade-offs. Each of 
the CPVs needs to be thought of as a 
matrix of different profit-improvement 
strategies, where one CPV may improve 
and another regress.

Despite its one-variable-at-a-time 
format, Exhibit 1 can provide some 
valuable insights into how the trade-
offs would work most effectively. These 
insights can be inferred from the slope 
of the various lines in the exhibit.

Any change in a steep line CPV, such 
as a 5% improvement, would increase 
the firm’s PBT as long as another CPV 
declined by the same exact 5%. For 
example, a 5% increase in gross margin 
would more than offset a 5% negative 
change in inventory (that is an increase 
in inventory) as the slope of the margin 
line is much steeper than that of the 
inventory line.
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PROFIT IMPROVEMENT REPORT

We are all familiar with the hallmark changes in the 
name of safety during the COVID-19 era: Working 
from home, personal protective equipment, hand 
sanitizer, hand washing, maintaining at least 6 feet of 
distance and so forth.

I hope and pray that you and your loved ones are safe. 
We may see the light at the end of the tunnel, but we 
must remain ever vigilant until we receive the “all clear” 
signal.

I have the utmost respect for retailers who are 
trying their best to keep things going during these 
very difficult times. Suddenly managers have been 
transformed into 24/7 safety leaders. Employees are 
tested upon coming to work, certain states require 
temperature tests for all those entering indoor spaces, 
and there are contact tracing requirements – way more 
than anyone has been trained for.

Some of the actions have been great, while others 
have come at the expense of tried and true life safety 
protocols. While occupancy in most locations has 
been temporarily reduced, I haven’t heard of a single 
jurisdiction that has relaxed exit requirements.

I visited a large outlet center last fall. I was pleased at 
the nearly universal mask wearing outdoors and full 
mask compliance indoors. As others shopped, you can 
imagine what drew my interest. This column illustrates 
a series of issues I discovered in one store. This 
national retailer has a decent-size footprint, and they 
did everything right upon entering: they counted the 
number of people in the store, watched as everyone 
sanitized their hands upon entry and kept an eye out 
for mask use while inside.

But when it came to maintaining the exits …

IN THE NAME OF SAFETY
BY MARK J. BERGER, FDHI

1. SAFETY SIGNAGE
The first thing I noticed while approaching was the store’s attention to detail with the 
posted signage. It not only posted a large mask reminder, it listed all the rules for 
entry and what to do while in the store. One of the four main points was a request 
that if you weren’t feeling well, please don’t come in. 

There was a large occupancy sign and a reminder that it was following all Centers for 
Disease Control and Prevention guidelines.

I also noticed the “Please Use Other Door” sign, which alerted me to what I might 
find inside.

REAL OPENINGS
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REAL OPENINGS

2. SECONDARY MAIN ENTRANCE 
The store had a “V” type entrance, which is not uncommon for a larger storefront 
in an open-air mall. The outdoor queue for entry ran along the side of the building 
past one of the entrances, and all traffic was through one set of double doors. Other 
locations might use one set for entry and another for exiting, but with reduced 
occupancy, one set of doors is fine for the lower traffic level. And it is probably safer 
not to have people who are exiting bumping into people in the queue.

That is not, however, carte blanche to violate the building’s certificate of occupancy 
and local safety laws. The view below is what you see upon entering if you look 
to your right. Not a pretty sight, with boxes and a used display rack with hangers 
blocking the door. The view at the right is what you would see if you were in the 
store and headed to the exit. The signage clearly states why the door should not be 
blocked.
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MARK J. BERGER, FDHI, is the President and Chief 
Product Officer of Securitech Group, and the Past 
President of DHI and Chair of the Builders Hardware 
Manufacturers Association Codes & Government Affairs 
Committee. All “Real Openings” photos have been 
taken in public spaces with the goal of highlighting the 
prevalence of code violations and the need for vigilance 
to save lives. If you see something, say something.

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

3. REAR EXIT 
Closed fitting rooms are another sign of the 
times and completely understandable. Here 
the area is cordoned off by an unused display 
gondola but, unfortunately, this blocks the exit 
path. Even worse, as shown in the photo at the 
far right, behind the empty display is a rack 
with clothing, which also blocks the exits. The 
only good news is the slide bolt is in the open 
position, even though a slide bolt is not to be 
used on an exit door.

4. SIDE ENTRANCE 
I mentioned earlier that this store has a large footprint. It is not uncommon in a retail 
setting for a store to take over an adjoining space. The renovation usually does not 
include removing the old entrance, so the exit sign and the occupancy sign above 
the door remain intact even though they may no longer be needed, as other exits 
may satisfy the number of exits per square foot.

Nevertheless, if a sign remains in place, the exit rules must be followed. This is a case 
where, because this used to be a main entrance, there isn’t an exit device on the 
door. This means the door must remain unlocked while occupied, which, as you can 
see, is clearly not the case.
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IMPACT

The challenges facing the construction industry described in the article, “Modest 
Increase in Construction Starts Forecast for 2021,” on page 16 of this issue of Door 
Security + Safety show why 2021 has some potential for growth in construction starts.

This data, gathered from the Dodge Data & Analytics 2021 Construction Outlook, is a 
useful guide to track major industry trends.

The Dodge report also examines data in key sectors and projects 2021 trends.

Three-Year Construction Trends 
in Key Market Sectors

Construction Start Trends by Sector

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

IndustryWatch E-newsletter: Delivers bi-weekly

IndustryWatch News Feed: 24/7 Industry News

DHI.org: The Industry Web Homepage

Product Focus: Multi-Sponsored Email 

InfoSpotlight: Dedicated Email 

E-Book: Custom Themed E-Booklet 

LEARN MORE! CONTACT HBROWN@DHI.ORG

EXPAND  
your reach

GROW  
your message  

frequency

INCREASE 
brand awareness

REINFORCE 
your DS+S  

print campaign

ENGAGE YOUR AUDIENCE 
WITH DIGITAL ADVERTISING
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COLUMN
CLOSING 
THOUGHTS

HAPPY NEW YEAR! I HOPE EVERYONE ENJOYED THE HOLIDAYS. 
AS HAPPY AS I WAS TO SAY GOODBYE TO 2020, I RECOGNIZE 2021 
MAY BE EQUALLY CHALLENGING.

I am honored to serve this year as 
Chair of the DHI Media + Editorial 
Board, which provides strategic advice 
from the member/reader perspective 
to Door Security + Safety magazine. 
The Board is comprised of 16 DHI 
members representing distributors, 
manufacturers and others who 
meet by Zoom six times per year. 
Accomplishments of the Board during 
this past year include:

• Selected the recipients of the Robert 
G. Ryan Editorial Award.

• Selected feature articles for the 
“Best of 2020” special digital issue.

• Provided input for the development 
of the editorial themes of the 
magazine.

• Offered advice and counsel about 
highlighting how-to articles, column 
development and other magazine 
content.

• Wrote articles for the magazine and 
recommended sources for magazine 
articles.

Like the rest of our industry, Board 
members stepped up to meet the 
challenges of 2020. Safety took on a 
new meaning as we shifted to learning 
how our industry could help decrease 
the spread of bacteria and germs with 
touchless door hardware solutions. 
Several Board members and other 
volunteer authors addressed the 
challenges and solutions our industry 
experienced due to the pandemic.

For me, one of the highlights as a Board 
member is to help select the recipients 
of the Robert G. Ryan Editorial Awards. I 
always learn something new with every 
article I read in the Door Security + 
Safety, and it is a pleasure to salute my 

peers for their achievements in writing 
fresh and enlightening business and 
technical articles.

We celebrated the outstanding content 
delivered during 2020 with a digital 
“Best of” issue of the magazine for the 
first time in December 2020. The Best 
of 2020 included several feature articles 
that were voted on by the Media + 
Editorial Board as the best content of 
the year. If you have not yet read this 
issue, please visit www.tinyurl.com/DSS-
Best-of-2020 to read it. Special thanks 
go to Banner Solutions for sponsoring 
this special issue.

This year we will publish three 
combined issues, including this 
January/February 2021 issue that you 
are now reading. Other combined 
issues will be published in June/July 
2021 and November/December 2021. 
Our editorial calendar also includes 
new issue themes covering the military 
and government sector, Division 10 
specialty hardware, and the assembly 
occupancies sector, including arenas, 
nightclubs, theaters, restaurants, 
museums, casinos and more.

We always look for new ways to cover 
our industry more effectively and 
welcome suggestions for new topics, 
ideas and writers. If you want to get 
involved, the opportunity to apply to 
be a Board member will come in June 
2021 with the DHI Call for Volunteers. 
Meanwhile, if you want to submit an 
article, the DHI editorial team can assist 
you. It is a great way to share your 
knowledge. Feel free to reach out to 
me at gipowell@hagerco.com or the 
magazine editor, Al Rickard, CAE, at 
arickard@dhi.org.

I wish you a successful and safe 2021! +

DHI MEDIA + EDITORIAL BOARD 
DELIVERS EXCELLENT CONTENT

GINNY POWELL is Product Marketing 
Specialist at Hager Companies and Chair 
of the DHI Media + Editorial Board. Email: 
gipowell@hagerco.com.
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Durable. Affordable. Adaptable.
The BEST 9K Series is designed to be low maintenance, easy to install, durable, and secure.  Upgrading to 
the BEST 9K Series ensures premium performance, while keeping your existing cores. 
• No assembly

• No drilling

• No re-keying

Out of the box and onto the door, the 

BEST 9K offers an easy installation. 

And with 11 durable finish options, it’s the 

easiest upgrade you’ll ever make.

It doesn’t get better than BEST
dormakaba.us/DHI-9K

BEST 9K:
PREMIUM PERFORMANCE

Choosing the 
BEST is easy



800-847-5625info@seclock.com seclock.com

THIS IS HOW
IT WORKS

Why do you work with us?

Sure, we stock a massive inventory, but you also 
need solutions onsite, in hand and ready to go — 
fast. That’s why we ship most orders the same 
day, with 1–2 day delivery across the country.

This is what it means to work with 
Security Lock Distributors.



2
0

2
1

 FO
R

E
C

A
S

T A
N

D
 TR

E
N

D
S P

LU
S C

O
D

E
S

D
O

O
R SEC

U
RITY + SA

FETY 
   JAN

/FEB  2021  |  VO
L 85 N

O
 1

D
H

I’S PU
BLICATIO

N
 FO

R D
O

O
R SEC

U
RITY + SAFETY PRO

FESSIO
N

ALS




