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IN TOUCH

SUSTAINABILITY IN A 
POST-PANDEMIC WORLD

IN THE AFTERMATH OF THE PANDEMIC, MANUFACTURERS ARE 
STRUGGLING TO GET THE MATERIALS NEEDED TO PRODUCE THE 
PRODUCTS WE NEED. LEAD TIMES ARE LONGER, AND PRICES HAVE 
INCREASED ASTRONOMICALLY FOR WOOD, STEEL AND OTHER 
PRODUCTS.

As we navigate what we hope will be 
a short-term issue with supplies and 
pricing, it is a good time to refocus on 
sustainability issues, which are also more 
important than ever. Are the two issues 
related? Perhaps—economic forces 
drive innovation, and maybe we will 
see newer, “greener” building materials 
emerge in the future.

Sustainability in construction is typically 
defi ned as the practice of building using 
processes that are environmentally 
responsible and resource-effi cient 
throughout the life cycle of a building. 
Environmental product declarations 
(EPDs) are designed to share data 
to support this, including life cycle 
assessments.

Numerous sustainability-focused 
organizations look to this and other 
data to provide certifi cations for 
environmentally friendly products.

The feature article, “Measuring 
Sustainability by Product Life Cycle,” 
on page 8 describes how the process 
works. The article explains how most 
people involved with a building 
project focus on a product’s impact 
during its use phase, looking at the 
overall footprint of a building once it is 
occupied.

Since buildings account for 40% 
of energy use in the United States, 
according to energy.gov, there is strong 
interest around zero-energy plans for 
new buildings. 

While operational footprints are 
important to consider, project teams 

now also focus on embodied carbon—
the amount of energy used to extract raw 
materials, transport, manufacture and 
package a product. In short, all stages in 
a product’s life leading up to installation. 
This data is also contained in EPDs.

Many companies in our industry work 
hard to ensure that doors and hardware 
support the overall sustainability of client 
projects. Just a few are described in 
some of the case studies in this issue.

For example, the “Gothic Revival 
at Vanderbilt” case study on 
page 34 discusses how a new 
dormitory construction project 
earned a Leadership in Energy and 
Environmental Design (LEED) Gold 
certifi cation for one of its high-
performance, sustainable buildings.

The “Saving Energy at Indian Creek” 
case study on page 36 describes how 
the Indian Creek Nature Center in Cedar 
Rapids, Iowa, received the International 
Living Future Institute Living Building 
Challenge (LBC) Petal certifi cation.

Another case study, “Securing America’s 
Audio-Visual Heritage,” on page 38, 
highlights how blast-resistant doors were 
used in a project that recommissions a 
government storage facility to store and 
protect the largest archive of movie and 
music collections in the world. Sustaining 
culture is also important.

I hope you enjoy these and other articles 
in this issue, and thank you for reading 
Door Security + Safety magazine. +
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Banner Solutions is proud to welcome H.L. Flake to the 
Banner Solutions Team. Together, we’re going beyond 
expectations to deliver solutions for our customers.

From the latest ASSA ABLOY products, to complete system design, to
comprehensive, personalized training, Banner Solutions experts will upgrade 

your openings with the perfect solution for any job.

Redefine your expectations at: BannerSolutions.com

UPGRADE 
YOUR OPENINGS

Delivering End-to-End 
Upgrade Solutions

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? 
Brand Manager, Hardware Division, Al 
Moajil Co. Saudi Arabia (K.S.A).

WHAT WERE YOUR CHILDHOOD 
AMBITIONS? 
To become an international cricket 
player, play for my country, appear on 
television and see myself in Sports Star
magazine.

WHAT WAS YOUR FIRST JOB? 
After completing my Bachelor of 
Engineering, I worked as O&M 
Engineer in the Ministry of Interior’s 
telecom project on VHF/UHF radio 
communication sites.

WHAT LED YOU TO OUR 
INDUSTRY? 
My friend and adviser, Mr. Sunil, inspired 
me to join the hardware industry. I was 
given an opportunity by the Al Moajil 
company to work on projects. I worked 
hard and smart and won multimillion 
dollar projects successfully, which 
gave me more enthusiasm and zeal. I 
subsequently dedicated myself to this 
industry.

WHAT IS YOUR PROUDEST 
PROFESSIONAL MOMENT? 
My proudest moment was successfully 
completing the hardware for the 
Aramco Corporate Data Center project 
for my company.

WHAT HAS BEEN YOUR BIGGEST 
CHALLENGE? 
My biggest challenge and dream were 
to attain the Architectural Hardware 
Consultant (AHC) certifi cation.

WHAT’S YOUR GUILTY PLEASURE? 
Completing exams early so I can run 
around and play on school days.

WHAT IS YOUR FAVORITE BOOK/
MOVIE? 
Favorite book: “The Sealed Nectar.” 
Favorite movies: “Sholay” and “Fast & 
Furious.”

WHO DO YOU CONSIDER A 
MENTOR OR HERO? 
In my personal life, my parents and my 
wife. In my professional life, Laura Frye 
was my mentor who motivated me to 
achieve AHC certifi cation.

WHAT IS THE BEST ADVICE YOU 
EVER RECEIVED? 
Work smart rather than hard.

WHAT IS THE BEST ADVICE YOU 
NEVER RECEIVED? 
Always do your best and leave the rest 
to God; winning or losing shall not 
impact your personality/attitude.

HOW HAS YOUR INVOLVEMENT 
WITH DHI SUPPORTED YOUR 
CAREER? 
DHI supported my career a lot, 
expanding my knowledge of hardware 
immensely and providing me 
recognition in the industry. 

T. KHAJA MOINUDDIN 
AL MOAJIL CO. K.S.A
DHI MEMBER SINCE 2014
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Measuring 
Sustainability 

by Product 
Life Cycle
Documentation 
and tools to assess 
product sustainability 
have come a long 
way. Learn what 
free resources are 
available.
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Progressive manufacturers in the building products world strive to answer 
the call of a demanding industry. Some of these demands come from 
forward-thinking customers who are determined to meet strict building 
codes or green building certification program guidelines. 

With a greater emphasis on 
sustainability, there are more 
comprehensive methods and tools 
being used to evaluate a product’s 
known environmental impacts, in 
addition to its potential positive impact 
on a built environment. 

A common document called an 
environmental product declaration 
(EPD) is designed to share this data, 
allowing project teams to make better 
decisions and allowing manufacturers 
to improve upon existing products. 

The bulk of the data in an EPD 
contains the product’s life cycle 
assessment, or LCA. The LCA 
considers the product’s impact along 
its entire life—from extraction of raw 
materials all the way until end of life. 

The data within the LCA comes from 
the manufacturer, who will work 
with a program developer to issue the 
final EPD. Some of the more common 
information in the EPD are items such 
as global warming potential, ozone 
depletion and water pollution. 

Historically, most people involved 
with a building project or ownership 
focused on a product’s impact during 
its use phase, looking at the overall 
footprint of a building once it is 
occupied. Buildings account for 40% 
of energy use in the United States, 
according to energy.gov, which is why 
there is more interest around zero-
energy plans for new buildings. 

While operational footprints are 
important to consider, project 
teams now also focus on embodied 

carbon—the amount of energy used 
to extract raw materials, transport, 
manufacture and package a product. 
In short, all stages in a product’s life 
leading up to installation. Yet another 
benefit to EPDs—embodied carbon 
data—can be found in this document. 

The data can be confusing for 
many; luckily, there are tools in the 
industry to help explain EPD data. 
These tools are incredibly timely, as 
embodied carbon has become top of 
mind for architects, building owners, 
manufacturers and the like. 

When researching a specific type of 
material or product in a Construction 
Specifications Institute (CSI) division, 
the Embodied Carbon in Construction 
Calculator (EC3) tool may be a helpful 
option. 

Available at www.carbonleadership 
forum.org/what-we-do/initiatives/
ec3/, EC3 is a free and easy-to-use tool 
that allows benchmarking, assessment 
and reductions in embodied carbon, 
focused on the upfront supply chain 
emissions of construction material.

The tool can be used for both the 
design and procurement phases of 
a construction project to look at a 
project’s overall embodied carbon 
emissions, enabling the specification 
and procurement of the low carbon 
options. 

Another helpful resource is the 
“mindful MATERIALS” online 
database, available at www.
mindfulmaterials.com. This is a 
free platform that has consolidated 

manufacturers’ information on human 
health and environmental impacts for 
products from leading manufacturers, 
vetted by experts. Any user can 
review product data and transparency 
documents all in one place.  

Advancements in the building 
industry, their products, and the way 
we research and specify products have 
come as a result of many initiatives, 
especially from the innovative, 
demanding consumer. 

Customer empowerment, a popular 
notion that began in the 1980s, stands 
strong now, embodying the theme, 
“The educated consumer is the best 
customer.” By using sustainability 
data from manufacturers, customers 
have an opportunity to make the most 
educated decisions about the most 
responsible building products. +

AMY MUSANTI is 
Director of 
Sustainability, Door 
Security Solutions at 
ASSA ABLOY. Email: 
amy.musanti@
assaabloy.com. 

BY AMY MUSANTI
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THE 2021 WDMA 
U.S. MARKET 
STUDY SHOWS A 
POST-PANDEMIC 
REBOUND FOR 
ARCHITECTURAL 
WOOD DOORS.

Architectural 
Wood Door Market 
on the Riseon the Rise

THE 2021 WDMA 
U.S. MARKET 

on the Riseon the Rise
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Shipments of wood doors 
are rising in the wake of the 
pandemic and are projected 
to increase during the coming 
years, according to the 2021 
Window & Door Manufacturers 
Association (WDMA) U.S. 
Market Industry Study for 
Architectural Wood Doors.

Each June, WDMA releases this annual report, 
which provides data and insights needed to 
understand the industry’s performance, key 
trends and future direction.

The data in the study comes directly from 
architectural wood door manufacturers across 
the United States who provided information on 
the types of products and number of product 
shipments recorded for 2020.

The study was prepared, researched and 
analyzed by the Farnsworth Group, taking the 
raw data from the manufacturers and comparing 
the information to additional research by 
surveying professional contractors and primary 
channel retailers into the number of units 
shipped and installed. 

Year over year, the study is used to track 
the performance of the commercial interior 
architectural wood door market and boils down 
the raw data to determine the total units shipped 
by region, door type and the core material used 
for all products shipped in 2020.

The study compares these fi gures to the historic 
shipment information from 2018 to 2019, and 
forecasts data for 2021 through 2023 based 
on the economic outlook for the commercial 
construction sector.

BY STEVE ORLOWSKI COVID-19 Impact
To assess how the pandemic affected 
manufacturers and suppliers, the study survey 
was revised to capture more than the number 
of units shipped in 2020. The survey included 
questions to determine how the pandemic 
was affecting manufacturers, supply lines and 
logistics.

Some of the questions asked included:

• Were orders for architectural wood doors 
down, up or status quo?

• If there were delays with shipments, what 
were the root causes?

• What challenges did manufacturers face 
in 2020, and what do they perceive to be 
challenges in the recovery period?

When several local and state officials began 
to initiate quarantine orders that forced some 
parts of the industry to limit the number of 
workers who gather in the workplace, there 
were concerns that architectural wood door 
manufacturers would see a decline in demand. 
However, these sentiments soon began to 
change, particularly in the residential and 
commercial construction industry, which many 
state, local and federal leaders determined to 
be essential. 

Based on the continuation of construction, 
many manufacturers were allowed to reopen 
their facilities and get their workers back on 
production lines with surprisingly more work 
orders than before. According to the study, 26% 
of those surveyed saw a signifi cant increase 
in work orders, 42% saw a slight increase and 
another 5% stayed at the same level as the 
preceding year.

While orders increased, there were challenges 
that manufacturers had to overcome along 
the way. Multiple manufacturers experienced 
delays in the supply chain, and a reduction in 
labor put a strain on the shipments in 2020. 
According to those surveyed, these same 
challenges will hinder their ability to meet the 
expected demand in 2021.

11DOOR SECURITY + SAFETY  SEPTEMBER 2021



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.
Source: Window & 
Door Manufacturers 
Association

CHART 1. INTERIOR FLUSH DOOR LEAVES

2017 2018 2019 2020 F2021 F2022 F2023

3,200,000

3,100,000

3,000,000

2,900,000

2,800,000

2,700,000

2,600,000

6.3%
0.7%

-9.7%

1.7%

2.2%

2.9%

2020 Shipments by the Numbers
The 2021 U.S. Market Industry Study for 
Architectural Wood Doors reports the number 
of units shipped during 2020. Charts 1 and 
2 illustrate just a few high-level figures and 
statistics from the study.

Key findings include:

• Shipments of architectural interior flush 
doors significantly declined in 2020. 
According to the study, flush door shipments 
were 9.7% lower than the number of units 
shipped in 2019. Shipments are expected to 
increase over the next three years; however, 
these increases will not reach the pre-
pandemic levels until sometime after 2023. 

• In 2020, interior flush doors without a 
fire rating level made up 67% of last year’s 
shipments, while interior flush doors with a 
20-minute rating comprised 23%.

• Architectural interior stile and rail doors saw 
a 2.8% increase in the number of shipments 
for 2020, and projections for 2021 are 
expected to increase by 3.5%. Raised panels 
comprised 43% of the units shipped in 2020, 
and flat panels made up 23%.

• 93% of the raised panel doors shipped in 
2020 were non-fire rated, while 4.3% of the 
units shipped carried a 20-minute rating.

The study provides additional information on 
the type of materials used in the core for flush 
doors as well as the most dominant veneer 
materials. To obtain a copy of the 2021 U.S. 
Market Industry Study for Architectural Wood 
Doors, visit the WDMA website at www.wdma.
com/statistical-reports. +

STEVE ORLOWSKI is Senior 
Director, Standards & Technical 
Activities at the Window & Door 
Manufacturers Association.  
Email: sorlowski@wdma.com.  
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Architectural 
Interior Stile and 
Rail Doors: These 
leaves are non-fl at 
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 
(confi gured) skin 
construction, which 
are included in 
fl ush doors.
Source: Window & 
Door Manufacturers 
Association

CHART 2. INTERIOR STILE AND RAIL DOOR LEAVES 

2017 2018 2019 2020 F2021 F2022 F2023

540,000

520,000

500,000

480,000

460,000

440,000

420,000

400,000

1.8%

4.2%

2.9%
1.2%

2.0%
2.0%
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From an information 
technology (IT) 
perspective, many solid 
reasons favor migrating 
to the cloud. But, similarly, 
good reasons support 
remaining on the ground 
with an on-premises office 
server. 

Software for Hardware researched the 
pros and cons of moving to the cloud 
from the practical perspective of a 
door, frame and hardware distributor 
(DFH). While the research supports 
migrating to the cloud environment, 
the decision must also include what 
best fits your staff, your customers 
and, of course, your budget. Shifting 
from a local in-office server to a cloud-
hosted environment can provide door 
distributors dramatic benefits in terms 
of staff access, system reliability, data 
security and long-term operating cost.
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Elevate Your Business 
With Cloud Computing
The biggest IT question facing most small 
business owners today is whether to migrate 
data and software to the cloud.
BY IAN OXMAN

Get to Know the Cloud
Cloud, cloud, cloud—you hear “cloud” 
everywhere. People stream music and 
movies from the cloud as well as store 
their photos and videos in the cloud. 
Businesses house their data and 
access software in the cloud. But what 
does cloud really mean? According 
to Wikipedia, “Cloud computing 
is the on-demand availability of 
computer resources, data storage 
and computing power, without direct 
active management by the user.” 
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Think of the cloud as a huge hard 
disk, not in your computer, but rather 
located via the internet at a cloud 
server facility.

Cloud Providers
According to industry research firm 
Canalys, Amazon AWS, Microsoft 
Azure and Google Cloud host over 60% 
of global cloud activity. The largest 
provider, Amazon AWS, reported in 
its 2020 Earnings Statement that AWS 
generated $45.3 billion of Amazon’s 
total revenue and generated 63% 
of Amazon’s total company profit. 
Consumers certainly know Amazon 
as the dominant online retailer, 
but domination of the world’s cloud 
technology market truly drives 
Amazon profit. 

Gartner Research reported in 2020 
that cloud services grew 33% to $142 
billion and projected to continue at 
20% annual growth over the next few 
years. These numbers suggest the 
business community has embraced 
cloud migration. No surprise that the 
three largest tech companies in the 
world, Amazon, Microsoft and Google, 
also lead the cloud industry. 

DFH Late Adopters
The majority of door, frame and 
hardware distributors remain tied to 
their local in-house server. Due to cost 
concerns, DFH companies historically 
lag most industries in adopting new 
technology. DFH business managers 
prefer a prudent approach to 
technology investment. 

However, the research indicates that 
with cloud services, the right cloud 
partner can help the typical DFH 
business reduce IT operating costs.

Benefits of Migrating 
Many DFH companies in 2020 
suffered cyber and ransomware attacks 
due to outdated or non-installed 
security software. 

“I saw far too many catastrophic IT 
issues in 2020 due to both hardware 
failures and security failures,” 
says Michael Schecter, IT Manager 
with Software for Hardware. 

“Small businesses often believe 
that cybercriminals only attack big 
companies with deep pockets; actually, 
it’s the reverse. Cyber criminals target 
small companies because they make 
easy targets with little or no real 
security systems in place.” 

Maintaining your data and software 
in the cloud dramatically reduces the 
risk of system downtime or a security 
breach. 

Ransomware remains the most 
common and destructive cyberattack 
today, according to cyber 
research firm BlackFog. 
Startlingly, in 2020, 57% of all 
ransomware attacks worldwide 
targeted small businesses; 46% 
of small businesses have been 
targeted for a ransomware 
attack; and 75% eventually 
paid the ransom. According to 
Informa Tech, every 11 seconds, 
a U.S. business falls victim to a 
ransomware attack and 43% pay 
$10,000-$50,000; 13% pay over 
$100,000 ransom. 

The average cost of a 
ransomware attack is 
approximately $130,000. The 
ransom represents a small 
portion of that total. Most of the 
expense is from lost business, 
cyber security, legal costs and 
consultant fees. 

Fortunately, proper security 
software thwarts many attempts.

Ransomware Times Two
Locker ransomware locks 
users out of their devices. This 
simple form of ransomware 
can sometimes be restored by 
cybersecurity experts. 

Crypto ransomware encrypts 
data—a sophisticated attack 
requiring a unique decryption 
key to restore access and data. 

When ransomware launches, a 
ransom demand message from 
the hackers to restore access 
to your files and data usually 
appears. Often the message 
contains a threat to publish 

sensitive data or share customer 
information with your competitors. 
Ransom demands usually request 
payment in bitcoin or another 
cryptocurrency.

Preventive Measures
The industry think tank Financial 
Services Information Sharing and 
Analysis Center recommends these 
practices to help prevent ransomware 
attacks: 

• Educate employees to maintain 
awareness and report any issues. 

Elevate Your Business 
With Cloud Computing
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• Provide examples and repercussions 
of successful ransomware exploits. 

• Perform regular phishing tests to 
assess your employees’ readiness. 

• Include ransomware protocols 
in your incident response and 
continuity plan. 

• Include steps to isolate or power off 
affected devices that have not been 
completely corrupted. 

In addition to cyber threats, many 
small businesses migrate to the cloud 
simply to enhance their operations and 
become more efficient and competitive. 

Consider Ease of Access
Nearly every business today 
understands the need to provide 
remote, work-at-home access for 
employees. For businesses relying upon 
on-premises servers, providing remote 
access can become an entire IT project. 

In a cloud environment, every 
employee possesses immediate 24/7 
access via standard internet access, 
whether working from the office, home 
or while traveling. Ease of access 
for staff directly improves business 
productivity and agility.

Measuring Costs
Interestingly, door, frame and 
hardware companies report cost as 
the main reason they avoid technology 
upgrades. However, migrating to the 
cloud actually reduces cost over time. 

According to Inbound Logistics, 
businesses experience “a 16% average 
reduction in operational costs, a 

15% reduction in IT spending and a 
nearly 17% reduction in average IT 
maintenance costs” after migrating 
to the cloud. Cloud eliminates the 
purchase and upgrade of server 
hardware and security software. Plus, 
for small businesses that outsource 
IT support, the hourly IT costs also 
decrease as systems support moves to 
the cloud provider. 

In addition, the cloud reduces 
staff downtime and increases staff 
productivity. For example, the cloud 
eliminates the surprise hardware 
failure that takes down the office 
server and all staff production. 
Eliminating surprise expenses creates 
a predictable monthly expense 
schedule.

Space Considerations
On-premises servers provide users 
workspace relative to the size of 
the server. Today, typical work files 
involve images, video, audio and other 
content requiring huge amounts of 
storage. As a result, companies using 
on-premises servers regularly incur 
hardware upgrade costs to keep pace 
with file storage needs. 

The cloud enables businesses to store 
large amounts of data and increase 
storage requirements easily and 
immediately. There is no need to 
purchase hardware, call an IT tech or 
suffer downtime during the upgrade. 
This ability to quickly resize server 
space capacity increases business 
productivity and agility.

Innovation Opportunities
Advancement in technology creates 
opportunities for innovation in work 
processes and customer services. The 
cloud provides immediate access to 
information from suppliers, vendors 
and customers. It enables forward-
thinking companies to leverage new 
technology devices, such as mobile 
devices, to create new methods to 
interact with customers. It becomes 
far easier to improve methods 
to monitor jobs, order products 
or communicate changes when 
companies store and provide access to 
data via the cloud.

Enhanced Productivity
Ease of access and space flexibility 
lead to increased productivity. 
Artificial Intelligence and 
Neuroscience reported in a 2020 
study that the cloud helps small 
businesses assist customers faster 
through easy data access and enables 
higher employee productivity. 
Ultimately, productivity relates to 
efficient customer service and higher 
profitability.

Risks of Migrating 
If you maintain tight governance 
over your IT environment and prefer 
to know exactly the tools, software 
and procedures used to secure your 
infrastructure, then the cloud may not 
be for you. 

In a cloud infrastructure, you 
transfer control of your security, 
backup procedures and software 
updates to your cloud provider. 
Most businesses gladly hand over 
these responsibilities, but relying on 
another party may not be comfortable 
for managers who demand total 
control.

The entire concept of cloud depends 
on maintaining reliable and speedy 
internet access. A slow or unreliable 
internet connection cripples the cloud 
model, reduces productivity and 
increases staff frustration. 

Before shifting to cloud, check with 
your current internet provider to 
obtain the best quality connection 
service possible. Upgrading your 
internet provider service involves low 
cost but will create high payback.

As previously noted, cost is a benefit, 
but it is also a risk. Critics point 
to the cellular telecommunications 
industry as an example of an initially 
low-cost service becoming expensive 
over time. According to Statistica 
Research, while cell service prices 
escalated from 1997 through 2009, 
the introduction of new low-cost 
competitors stabilized and lowered 
average prices through 2020. Cloud 
service may follow a similar roller 
coaster price path.

Ease of access 
for staff directly 
improves business 
productivity and 
agility.
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Conclusion
Based on the latest research and data, 
cloud computing offers door, frame 
and hardware distributors numerous 
benefi ts. While DFH companies often 
lag in adopting new technology, the 
cloud presents six clear and immediate 
benefi ts: security, access, cost, space, 
innovation and productivity. 

Unfortunately, every business today 
must plan and protect against 
cyberattacks. Small businesses 
everywhere are determining that 
on-premises servers may no longer be 
a long-term viable strategy to protect 
sensitive business information. 

Beyond security concerns, industry 
experts recommend implementing 
a cloud IT environment to directly 
support business growth and staff 
productivity. 

Benefi ts come at a cost, and the 
advantage of cloud lies in a predictable, 
stable, monthly expense. Research 

indicates the cloud saves money long 
term as opposed to the irregular 
and escalating costs to maintain and 
protect in-house server equipment. 
Either way, wise business owners 
should plan to budget for increased 
service and support to provide and 
protect their IT infrastructure. In the 
words of Nobel Prize economist Milton 
Friedman, “There is no such thing as a 
free lunch.” +

IAN OXMAN is 
Co-Owner of 
Software for 
Hardware®. Email: 
ian@software for
hardware.com.
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SERVING DOOR, FRAME, & HARDWARE DISTRIBUTORS
s o f t w a r e f o r h a r d w a r e . c o m

Contact us to discuss if SFH CloudTM

might benefit you and your business.
info@softwareforhardware.com  |   770-945-2463 x3

Less Complexity
Eliminate IT issues and hassles

Less Risk
Latest cyber security & daily back-up

Less Cost
Reduces IT expenses & labor

MORE staff productivity
MORE business profitability

Less is more.

softwareforhardware.com/cloud-casestudy

SFH CloudTMSFH Cloud

Read our latest case study 
and determine if cloud is 
right for you.
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With the latest 
hardware, barn 
doors can perform 
like swing doors. 
BY QIANYAN CHENG

7
IN BARN DOOR 
HARDWARE

INNOVATIONS 
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Example of a surface-mounted privacy 
lock with a strike installed inside the barn 

door; no built-out frame required.

A few years ago, I was drinking 
in that combined cocktail of 
exhilaration and exhaustion that 
always follows the end of the DHI 
conNextions trade show when 
I found myself with extra time 
to think as the fl ight home was 
delayed. 

Our booth had seen a great deal of 
interest in sliding and barn door lock 
innovations that solved alignment and 
binding issues, and I wondered why 
essential BHMA functions on swing 
doors did not carry over to sliding and 
barn door applications. 

I began listing the benefi ts that barn 
doors could bring if they had locks 
capable of performing the same 
functions as swinging door locks. 
Before I realized it, the plane was 
landing, and I had sketches for six core 
BHMA commercial lock functions for 
sliding barn doors. I could hardly wait 
for prototyping and testing to begin.

Why is it important to create hardware 
that gives architects and designers the 
option to use modern barn doors in 
classic swing door applications? Barn 
doors have become an intricate part 
of homes, hotels, retail spaces, offi ces, 
hospitals and schools because they are 
a simple and effective approach for 
devising effective doorway systems. 

Barn doors create additional usable 
space for rooms and corridors and 
support wider passageways and 
streamlined paths of travel in an 
open fl oor plan. Simple and faster 
installations are highly desirable in 
today’s construction, and barn doors 
provide prefabricated headers and 
jamb extrusions that create modular 
systems with greater fl exibility. 
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In my experience, a barn door is a 
sliding door that is installed over the 
surface of a wall instead of within a 
wall. Headers and jambs are optional, 
such as in the completely frameless 
decorative barn doors that are popular 
in residential and hospitality use. 

New barn door applications, including 
patient exam rooms in health care 
facilities or a school administrator’s 
offi ce, are driving hardware innovations 
around privacy, safety and security. 

Here are seven innovations to watch 
for in barn door locks and hardware.

1. Mechanical Auto-Latching 
and Auto-Locking
When a sliding door is closed, the 
latch typically remains in a disengaged 
position until it is manually engaged. 
A self-latching sliding door lock 
automatically engages the deadbolt into 

the strike every time the door is closed. 
The latest innovations use a built-in 
actuator that triggers the deadbolt to 
project. This enables auto-locking as an 
option for keyed functions and supports 
self-latching for non-keyed functions. 

Older self-latching locking mechanisms 
often require force and impact to move 
the deadbolt into the strike, which 
presents a higher risk of damaging 
both the lock and the doorframe. Newly 
designed self-latching locks, however, 
use an actuator button that activates 
a controlled latch activation. Deadbolt 
hooks are never exposed during an 
open position. These features provide 
better performance and longevity. 

2. Sliding Door and Barn Door 
Mortise Guidelines 
Currently, there is no dedicated 
chapter in ANSI/BHMA A156 for 
commercial grade sliding door or 

barn door mortise locks. Only ANSI/
BHMA A156.25 provides some 
baseline performance and strength 
test guidelines.

Since commercial doorways with 
swing door locks are clearly defi ned 
with distinctive functions, ANSI/
BHMA will need to create consistency 
in this area by creating guidelines for 
commercial grade sliding door or barn 
door mortise locks.

Until then, ANSI/BHMA A156.13 
provides comparable swing door 
mortise lock function guidelines that 
can guide the mapping of sliding door 
and barn door innovations.

KEYED ENTRANCE (Comparable 
to BHMA A156.13 F20 Function)

A sliding door mortise lock allows 
the user to unlock the door for access 
by key from the outside, while an 
inside thumb turn locks and unlocks 

The actuator button 
underneath the 
latchbolt engages with 
the strike to auto-latch 
or auto-lock the door.
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the outside trim. When the door is 
closed, the deadbolt is self-latched, 
and the outside trim is locked. The 
outside trim is then unlocked by key 
from outside or thumb turn inside, 
and the inside lever always retracts 
the deadbolt for emergency egress. 
This function is ideal for rooms 
where security is more important 
than convenience. Passage mode can 
be set temporarily and disabled by 
closing the door.

INNER ENTRY/OFFICE 
FUNCTION (Comparable to BHMA 
A156.13 F04 Function)

For this function, a sliding door 
mortise lock allows the user to 
unlock the door for access by key 
from the outside, while an inside 
thumb turn locks and unlocks the 
outside trim. When the door is 
closed, the deadbolt is self-latched, 
and the outside lever is unlocked. 

The outside trim can be locked by 
key from outside or by the thumb 
turn inside, while the inside lever 
always retracts the deadbolt for 
emergency egress. This function 
provides security as well as the 
convenience of leaving the door in 
passage mode until the user locks it 
intentionally by key or thumb turn.

STOREROOM FUNCTION
(Comparable to BHMA A156.13 F07 
Function)

For storerooms, a sliding door 
mortise lock allows access only 
when a key unlocks the deadbolt 
from the outside. Closing the door 
will auto-lock the deadbolt. The 
outside lever is only active when the 
key is engaged, and the key can be 
removed only when the deadbolt 
is in a locked position. There is 
no thumb turn on the inside, but 
the inside lever is always free for 

An example of a mortise lock with actuator, illustrating 
how the latch is triggered when it meets the strike plate. 
This is an innovative alternative to mechanisms that use 
force and impact to engage the deadbolt.
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emergency egress. This function is 
suitable to prevent unauthorized 
access and avoids leaving a door 
unlocked by accident.

CLASSROOM FUNCTION 
(Comparable to BHMA A156.13 F05 
Function)

This type of sliding door mortise lock 
allows access after a key unlocks the 
deadbolt from the outside. Closing the 
door auto-latches the door lock, but 
the lock remains in passage mode. 
The outside lever retracts the deadbolt 
unless it is locked by key from the 
outside. There is no thumb turn on the 
inside, and the inside lever is always 
free for emergency egress. This function 

is suitable for spaces that require free 
access or passage during certain times 
but must remain locked at other times.

PRIVACY WITH INDICATOR 
FUNCTION (Comparable to BHMA 
A156.13 F22 Function)

The privacy with indicator function 
serves sliding door mortise locks 
that allow access without a key. The 
lock is self-latching, and the outside 
lever is locked once the inside thumb 
turn is set to privacy position. A 
rosette with a coin-turn slot provides 
emergency release, and a red or 
white indicator shows when the door 
is locked. The inside lever is always 
free for emergency egress and resets 

the inside thumb turn and outside 
access. This is a perfect function 
for restrooms or other spaces where 
privacy is required.

SELF-LATCHING PASSAGE 
FUNCTION (Comparable to BHMA 
A156.13 F01 Function)

This is a sliding door mortise lock that 
allows access without a key. The lock 
is self-latching so the outside lever can 
retract the deadbolt at any time. The 
inside lever is always free for egress. 

3. Motor-Driven Electrified 
Sliding Barn Door Locks
Today’s access control systems employ 
many identification, recognition 

An electrified mortise 
sliding door lock with the 

power transfer through the 
strike has the capability to 

easily integrate with access 
control monitoring switches.
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and verification technologies from 
a simple digital keypad to mobile 
phones to biometric scanning. Data 
communication is also evolving with 
available protocols such as low energy 
Bluetooth, encrypted radio-frequency 
identification (RFID), Zigbee or ZWave 
mesh technologies.

Nevertheless, the heart of access 
control for a sliding barn door lies in 
the mechanism that connects the door 
to the frame and locks. These hardware 
innovations are the first step toward 
an industry game-changer: a touchless 
electronic locking and unlocking device. 

A motor-driven electrified sliding barn 
door lock engages and retracts without 
a user needing to touch the lever and 
maintains a secure connection even 
when power is out.

4. Sliding Door Mortise Locks 
with Built-In Power Contacts
Transferring power between sliding 
doors is not as large of an issue as 
many have previously thought. An 
external power contact can be installed 
on the edge of the door and frame, and 
latest innovations have power contacts 
incorporated into the faceplate and 
strike of the lock, eliminating the need 
to create channels inside the door for 
the power leads. 

5. Electronic Auto-Latching  
or Auto-Locking
Auto-latching and auto-locking 
electronic systems detect that the door 
is in a closed position and the deadbolt 
is latched or locked automatically. A 
new generation of sliding and barn 

door locks incorporate a built-in door 
position switch (DPS) connected to a 
standard request-to-exit (REX) relay, 
making this another simplified access 
control solution.

6. Monitoring Switches
Access monitoring enhances safety and 
security, so do not miss the chance to 
add capabilities such as a DPS, REX, 
deadbolt monitoring switch (DBM) or 
a lever movement switch to a sliding 
barn door.

7. Multifamily Frameless  
Barn Doors 
A “lock-inside-jamb” system is a 
simple yet elegant privacy bolt that 
breaks from the conventional lock-
inside-the-door concept through its 

Installing the lock inside the jamb with 
the strike in the sliding door reverses 
how privacy locks have always worked, 
providing a simple yet elegant option 
where none existed before.
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unconventional design approach. A 
concealed or surface-mounted lock 
with a strike is installed inside the 
door, and an emergency release is 
available through a pinhole from the 
outside to combine privacy and safety.

Surface-mounted wall strikes 
with a concealed vandal-resistant 
anchored bracket allow a fl oating 
barn door with a sliding door lock to 
be secured. It is a clean, modern and 
cost-effective solution as compared 
to installing built-out frames. The 
built-in adjustability accommodates 
an alignment between the lock and 
the strike. 

It’s important to note that privacy, 
safety and security are also 
driving extensive sliding door 
hardware innovation in the areas 

of rollers, soft-close mechanisms, 
soundproofi ng, auto-operators, 
smart access controls and glass door 
applications. 

The demand for manufacturers that 
are capable and willing to partner 
with customers to develop custom 
solutions means new product 
innovation is happening quickly in 
order to be introduced to the market 
at record speeds. +

QIANYAN CHENG is 
Co-Founder and Vice 
President of Product 
Development of 
INOX™ hardware. 
Email: qcheng@
unisonhardware.com.

Example of a surface-
mounted strike with 

concealed vandal-resistant 
anchored bracket, enhanced 

security for a barn door.

www.KriegerProducts.com

Special Purpose 
Hybrids for 

Unique Projects

Acoustical & SCIF

Blast & Pressure

Bullet & Forced Entry

Radio Frequency

Tornado & Hurricane

Oversized 

Hybrid

All Krieger doors are custom 
manufactured to the requested 

specifications—including 
multiple performance 

requirements and finish. 
So, if you are looking for 1 

unique door or 100, contact 
us to discuss your project. 

STC 50, 200 PSF rated, UL 752 
Level 3, and 3-hour fire rated
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Composite 
Wood Veneers 
Offer Options
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If you have projects like mine, you may 
have encountered some wood door 
veneer concerns or misunderstandings. 

Trouble in Court
In 1994, I worked on a federal courthouse interior 
remodel that involved approximately 70 wood 
doors. The doors were defi ned in what was then 
CSI Section 08210 in the project manual as plain-
sliced red oak/book and run assembly, and pre-
fi nished with a custom stain. 

I was provided with an owner’s sample of the 
desired stain. Based on this stain, our door 
manufacturer produced four 8-by-11-inch custom 
samples to match, which we submitted. 

I was familiar with the in-house General Services 
Administration architect but was not prepared for 
her comments when the samples were returned. 
She rejected three of the samples because of some 
cathedraling and approved the fourth, noting that 
she liked the grain pattern. 

I explained that the veneer defi nition allowed 
all the variation shown by the samples and that 
she had to approve all of them. She eventually 
approved the sample set, but it was a time-
consuming exercise. 

Composite Alternative
When a veneer such as rift or quartered white 
oak is specifi ed and defi ned as A or even AA 
grade, often there is an expectation that natural 
characteristics such as pin knots and mineral 
streaks will not be present. All of these and many 
other natural characteristics are permissible. 
Some may be limited by grade but still allowed. 
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Veneers can provide 
an eco-friendly and 
inexpensive alternative 
to exotic wood.
BY CRAIG CHABOT

Composite Veneer

Composite veneer brings together eco 
friendly manufacturing, technologies 
and our natural resources. This 
enables us to produce real wood 
veneer looks or create new geometric 
patterns. This is done at a more 
affordable price than the natural 
veneer and without putting any specie 
in danger. These veneers are made 
through the use of fast-growing woods 
that come from areas of sustainable 
timber resources. 

This process begins by rotary slicing 
the logs, which only takes minutes and 
produces the highest yield. 

Next, the sheets get clipped to a 
certain width. 

The veneer is then dyed for color by 
soaking in nontoxic water-based dyes 
that are formulated for each pattern. 
This is done in a dying vat. The veneer 
is given the precise amount of soaking 
time to ensure complete penetration 
of the dye. The veneers are then dried 
and inspected. 

Next, a combination of dyed veneers 
are glued together in a certain order 
to create the specifi ed pattern. There 
is a layer of glue between each 
veneer, which gives hold to the layers  
but also helps defi ne the wood grain 
effect. Now, the veneers are put into 
a high pressure press to ensure bond, 
creating a large block. 

The pattern is also defi ned by the 
shape of this large block. The block is 
placed into a mold that has a top and 
bottom, which shapes the veneer for 
the desired pattern and cut. 

Last, the block is sliced into veneer 
leaves. We now have composite 
veneers ready for use. This process 
is very eco friendly, as there is little 
waste and is done without polluting 
the external environment. 
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800-423-1174  
select-hinges.com/SL12

Installing or retrofitting hinges on your EFCO® or Kawneer®

entrances is now easier with SELECT’s SL12 or SL11
concealed geared continuous hinges.

Pair the SL12 with any EFCO entrance.* 
This newest, built-to-last SELECT hinge fits rabbeted doors perfectly. 
It also costs up to 25% less than other brands compatible with EFCO 
door and frame combinations including its thermally broken doors.

Pair the SL11 with Kawneer.* 
Flush mount to the door and frame and eliminate 

hinge replacements for good.

FOR AN EASY FIT, CALL TODAY.

*SELECT Products Limited and SELECT Hinges products have no affiliation 
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The costs to sort the natural fl itches can be 
extremely prohibitive with no guarantee of 
achieving the desired result. With natural 
veneers, even after a prohibitive amount of time 
spent sorting, the expected level of perfection 
still may be unreachable. It may be time for an 
alternative.

Time would have been saved if the design 
professional had been aware there was an 
alternative and specifi ed composite veneer. 
Composite or reconstituted veneers are real wood 
and provide many positive characteristics not 
limited to consistency. 

Composite veneers are fabricated from wood 
produced by plantation-grown, fast-maturing 
African poplars. One of the most common 
applications of composite veneers is as an 
alternative to endangered or very expensive exotic 
veneers such as Macassar ebony, zebrawood or 
rosewood. 

Sustainability
Composite veneers are an environmentally 
friendly alternative and are usually FSC Chain-
of-Custody certifi ed. When used in lieu of exotic 
woods, they allow for rare species to be left 
unharmed for future generations. As an added 
benefi t, the composite veneers are much less 
expensive compared to the exotics.

Availability
There are four Italian composite veneer 
manufacturers that catalog and inventory 
many options through their U.S. distributors. 
Using composite veneers mitigates many 
delays associated with natural exotics, such as 
customs transfers. All options include a color 
and grain consistency available through the 
cataloged model. 

This comparison shows real Brazilian rosewood on the left and the 
“recon” FC Brazilian rosewood on the right.Composite or reconstituted 

veneers are real wood and provide 
many positive characteristics not 
limited to consistency. 

Production Process
Once the African poplars are harvested, the 
logs are rotary-sliced into 20-inch-wide veneer 
pieces. These pieces are then color-dyed, dried 
and stacked, glued and pressed into a layered 
block. The block is then re-sliced producing the 
veneer leaves. 

Pros and Cons 
Advantages of using composite wood veneers are:

• No staining required, as the color is the 
pattern

• Finished only with clear seal and topcoats

• Less expensive than natural exotics like ebony, 
teak and sapele/mahogany

• No need to sequence match panels with doors, 
as there is consistent grain and color across 
every veneer face

Disadvantages of composite wood veneers are:

• More expensive compared to birch or 
maple natural veneers, but color and grain 
consistency remains

• Not always friendly for shop or fi eld rework

We all strive for project management that results 
in satisfi ed clients, including building owners and 
design professionals. Composite veneers for wood 
doors can often provide a viable option. +

CRAIG CHABOT is Owner of 
Norwood Hardware. Email: 
cchabot@norwoodhardware.com.
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Lack of knowledge leads 
to an abundance of 
noncompliant projects.

Door and Hardware 
Challenges in the 
Middle East 

For the last 15 years, I have 
been involved in hundreds of 
projects in the Middle East 
involving doors and hardware. 
A huge number of these 
projects did not comply with 
fi re and life safety regulations, 
particularly in terms of doors 
and hardware.

The biggest challenge is educating 
design and architectural fi rms about 
the suitability and compliance of 
all types of applications. Most of 
them consider it a secondary item 
and do not allow suffi cient time to 
write compliant specifi cations, so 
they are often copied and pasted. 

For example, I encounter Division 8 
projects specifi ed with National Fire 
Protection Association (NFPA)/UL 
doors and BS EN door hardware or 
vice versa. It’s not that one standard 
or code is better than another; rather, 
specifi c codes and standards should 
not be mixed on a project, or at least 
for a division or scope of work.

Educating industry professionals—
including architects and mechanical, 
electrical and civil engineers—is 
crucial to getting the local industry 
on the correct path, despite how 
challenging and diffi cult that might 
be. These professionals should 
understand that fi re and life safety 
is not only about fi re sprinklers, 
fi re pumps, fi re alarms and all the 
active fi re protection systems. It is 
also about passive fi re protection 
systems, including the protective 
openings. In the end, fi re protection 
is holistic in design, with each aspect 
complementing and supporting 
the whole to provide life safety to 
inhabitants and to protect property. IS
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BY BILAL SAAD, MECH.ENG., MBA, 
PMP, LEED GREEN ASSOCIATE, 
ACP, CHRS, CFPS, DHT, DHC 
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Hardware manufacturers and 
suppliers are also accountable for 
the design. The criteria specifying 
a project should not be limited to 
selling their own product but should 
ensure that the complete door 
assembly is compliant to both codes 
and project specifi cations.

Five main code defi ciencies can be 
found on most of the projects:

Mixing Codes and Standards 
One of the easiest defi ciencies to spot 
is mixing different fi re codes for the 
same scope of work. Particularly 
common is using fi re-rated BS EN 
doors with ANSI fi re-rated hardware. 
The main problem is wood and 
steel door factories fi re-test their 
doors using BS EN, and a few test 
according to NFPA 252. There are 
some laboratories that can test both 
at the same time, such as UL. But 
it seems NFPA certifi cation is more 
diffi cult and costlier to achieve and 
is often ignored. The local authority 

having jurisdiction (AHJ) has a list 
of approved laboratories, but they do 
not enter details about the type of 
test and which code was applied as 
long as the door is fi re-tested by an 
approved lab.

The Middle Eastern market is ready 
to receive any type of door hardware 
regardless of which standard is 
followed. It is noteworthy that 
commercial projects that require 
heavy-duty hardware are accepting 
ANSI-certifi ed hardware. However, 
the hardware is installed on fi re-
rated BS EN doors, which is a 
major defi ciency, as the door does 
not carry the suitable label for fi re 
and was not tested according to 
the proper standard. The fi re codes 
adopted locally are either NFPA or 
local codes translated from NFPA 
to local language. Therefore, using 
a fi re-rated assembly means having 
to be completely compliant to one 
code and one standard, including 
hardware, with no mixing of codes 
or standards.

Aluminum Door Issues
Another defi ciency found in projects 
are aluminum doors equipped with 
fi xed astragal and double panic 
devices. These are mainly external 
and airlock doors that are part of 
the means of egress and lead to the 
outside. Imagine a situation where 
the last doors providing escape to the 
outside safety of a building are steel 
and wood and equipped with the 
proper hardware. However, one of 
the leaves is partially blocked, as it is 
noncompliant with the code and one 
leaf is overlapping the other, making 
one leaf of the pair inoperable.  

The applicable code is clear:

NFPA 80 – 2016

6.4.7 Astragals

6.4.7.1 Doors swinging in pairs, 
where located within a means of 
egress, shall not be equipped with 
astragals that inhibit the free use of 
either leaf.

Door and Hardware 
Challenges in the 
Middle East 
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NFPA 101 – 2012

Where pairs of door leaves are 
required in the means of egress, one 
of the following criteria shall be met:

Each of the pair shall be provided 
with a releasing device that does 
not depend on the release of one leaf 
before the other

Many solutions can avoid this issue. 
A split astragal could be installed 
on both leaves or automatic 
fl ushbolts and a coordinator with 
self-closing device on the inactive 
leaf. This will prevent people 
f leeing a fire from becoming 
confused or using the wrong 
opening leaf, as they will tend to 
push on the leaf with the panic 
device and not the fl ush one. 
Consider the possibility of this type 
of application by calculating the 
occupant load.

Non-Compliant Minimum 
Door Leaf Width
NFPA 101

7.2.1.2.3.2 (1)

Door openings in means of egress 
shall be not less than 32 inches in 
clear width.

Where a pair of door leaves is 
provided, one door leaf shall 
provide not less than 32 inches in 
clear width opening.

IBC

1008.1.1 size of doors

The minimum width of each door 
opening shall be suffi  cient for the 
occupant load thereof and shall 
provide a clear width of 32 inches.

The code above should be applied to 
all the doors in the means of egress, 
including external doors, which is 
not the case for many projects in 
the region.

Incorrect Application of 
Electromagnetic Locks
Many door hardware installers and 
specifi ers misunderstand the use of 
electromagnetic locks. The issue 
is not about compliance with fire-
testing but rather the application 
of this type of lock on doors in the 
means of egress and whether all the 
criteria is met as outlined in the code:

NFPA 101 2015  – 7.2.1.6.2. Access-
Controlled Egress Door Assemblies. 
Where permitted in Chapters 11 
through 43, door assemblies in the 
means of egress shall be permitted 
to be equipped with electrical lock 
hardware that prevents egress, 
provided that all of the following 
criteria are met:

(1)  A sensor shall be provided on the 
egress side, arranged to unlock 
the door leaf in the direction 
of egress upon detection of an 
approaching occupant.

(2)  Door leaves shall automatically 
unlock in the direction of egress 
upon loss of power to the sensor 
or to the part of the access 
control system that locks the 
door leaves.

(3)  Door locks shall be arranged to 
unlock in the direction of egress 
from a manual release device 
complying with all the following 
criteria:

(a)  The manual release device 
shall be located on the egress 
side, 40 inches to 48 inches 
(1015 mm to 1220 mm) 
vertically above the fl oor, and 
within 60 inches (1525 mm) of 
the secured door openings.

(b)  The manual release device 
shall be readily accessible 
and clearly identifi ed by a 
sign that reads as follows: 
PUSH TO EXIT.

(c)  When operated, the manual 
release device shall result in 
direct interruption of power 
to the lock—independent 
of the locking system 
electronics—and the lock shall 
remain unlocked for not less 
than 30 seconds.

(4)  Activation of the building fi re-
protective signaling system, if 
provided, shall automatically 
unlock the door leaves in the 
direction of egress, and the door 
leaves shall remain unlocked 
until the fi re-protective signaling 
system has been manually reset.

(5)  The activation of manual fi re 
alarm boxes that activate the 
building fi re-protective signaling 
system specifi ed in 7.2.1.6.2(4) 
shall not be required to unlock 
the door leaves.

(6)  Activation of the building 
automatic sprinkler or fi re 
detection system, if provided, 
shall automatically unlock the 
door leaves in the direction of 
egress, and the door leaves shall 
remain unlocked until the fi re-
protective signaling system has 
been manually reset.

(7)  The egress side of access-
controlled egress doors, other 
than existing access-controlled 
egress doors, shall be provided 
with emergency lighting in 
accordance with Section 7.9.

Electromagnetic Door Holders
Fire codes such as NFPA or the 
International Building Code 
(IBC) do not require using an 
electromagnetic door holder, 
particularly in corridors. However, 
we fi nd many buildings with doors 
that are held open manually by a 
“kickdown,” a wooden or plastic 
shim that violates the code by 
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eliminating an important aspect 
of fi re and life safety, which is 
compartmentation, especially in 
large facilities like hospitals, malls 
and hotels.

For safety and convenience, hold-
open devices should be applied in 
corridor doors that are linked to the 
fi re and smoke alarm system that 
will release the device, allowing the 
door to close and latch.

All construction partners in a 
project, especially the contractors, 
should understand that this is not a 
luxury or unnecessary item, but an 
important part of the fi re and life 
safety system in any building that 
helps prevent the spread of fi re from 
one compartment to another.

NFPA 101 2015 – 7.2.1.8 Self closing 
devices

7.2.1.8.1 A door leaf normally 
required to be kept closed shall not 
be secured in the open position at 
any time and shall be self-closing or 
automatic closing.

7.2.1.8.2 (3) The automatic releasing 
mechanism or medium is activated 
by the operation of approved smoke 
detectors installed in accordance 
with the requirements for smoke 
detectors for door leaf release 
service in NFPA 72 and (4) upon 
loss of power to the hold-open 
device, the hold open mechanism is 
released and the door leaf becomes 
self-closing.

The code defi ciencies described are 
just a few of many and should be 
properly addressed by designers 
and hardware suppliers. Nobody 
wants to see breaking news about 
a building fi re resulting in injuries 
and death. In the end, it is not only 
a matter of professionalism, but of 
integrity. +

BILAL SAAD, 
MECH.ENG., MBA, 
PMP, LEED GREEN 
ASSOCIATE, ACP, 
CHRS, CFPS, DHT, 
DHC, is Technical 
and Project 
Manager at Simac 
International for 

General Building Construction. Email: 
bilalsaad83@gmail.com.
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CASE STUDIES

In the summer of 2016, Vanderbilt University in 
Nashville, Tennessee, began a three-phase, $600 
million construction project that would demolish two 
older dormitories and replace them with a single 
205,000-square-foot facility. 

The new Barnard Hall dorm is designed 
to house 340 upperclassmen. The 
living-learning facility-style concept of 
the dorm adheres to the recent trend 
in education that focus on complete 
immersion and community building. It 
features dining halls, meeting rooms, 
study spaces, shared kitchens and 
laundry facilities. 

For the Division 8 portion of the 
project, McCarthy, Jones & Woodward 
(MJW), a division of The Cook & 
Boardman Group LLC, was tasked with 
supplying and installing the doors, 
frames and hardware. 

“The design and inspiration was 
derived from Ivy League universities in 
the Northeast,” says Brice Anderson, 
Senior Project Manager at MJW. “This 
project was a starting point for the 
university to improve and expand the 
student housing to accommodate the 
number of students entering college in 
recent years.”  

 The complexity of the sophisticated 
design created a result that is 
aesthetically pleasing and unique. 

“The project was quite ornate, with 
four different wood veneer species 
on doors, not to mention the sheer 
volume of mill and stonework around 
the door openings,” Anderson says. “It 
was as elegant as anything I’ve worked 
on in my 16 years of experience.” 

MILLWORK AND MAHOGANY
For the custom millwork wooden 
doors, MJW brought in Exactitude, 
another Cook & Boardman division. 
Jason Ring, the Senior Project Manager 
at Exactitude, described the pre-
installation necessary for their piece of 
the project. 

“Due to the configuration of the door 
layout, the wire harness had to be 
installed in-house before glazing the 
glass and shipping the door to the 
customer,” says Ring. “It would have 
been impossible to fish the harness 
around multiple 90-degree corners 
on-site to reach the lockset. Installation 
teams appreciate the fact that the plug 
is there and ready when they install the 
mortise lockset.”
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Gothic Revival at 
Vanderbilt 
New dorm’s elegant doors feature 
custom millwork and African mahogany.
BY BRYAN MCMAKIN

Exactitude pre-machined the doors to 
receive the mortise exit device, pivot 
hinges, floor closer and door contacts 
on-site. With coordination between 
MJW and Exactitude, the gothic frames 
were delivered to Exactitude so the 
gothic top radius could be confirmed 
and the uniform sizing around the 
gothic frame opening ensured.

Exactitude provided doors for 16 
openings across Barnard Hall, all 
custom milled from African mahogany. 
Many of the doors stay true to the 
gothic architectural theme that is a 
hallmark of the Vanderbilt campus. “As 
an example, the faculty entrance door 
is made of FSC-certified mahogany and 
is a Gothic top stile and rail style with 
custom glass lite layout and custom 
stained finish,” Ring says.

THE RIGHT FRAME
Steelcraft manufactured the F-Series 
three-sided flush frames installed by 
MJW. Known for their durability and 
long-term commercial functionality, 
each frame features die-mitered corner 

A set of finished custom-milled mahogany doors 
ready to ship from Exactitude’s location in Maine to 
the job site in Tennessee. 
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connections at the head and jamb; universal 
hinge preparations that allow for easy field 
conversions; adjustable base anchors; and 
factory-applied, baked-on, rust-inhibiting 
primer. The overall frame construction, 
hardware preparations and reinforcements 
meet the requirement for ANSI A250.8-
2014 and the broadest fire rating and safety 
requirements for neutral pressure testing 
and positive pressure standards.   

SECURING THE DOOR
When it comes to security, Anderson says 
that the university carefully chose the 
security options it needed. “They were in 
tune with the security aspect of ensuring 
the safety of their students and staff via 
access control and surveillance cameras,” 
he says. Among the pieces installed 
were Von Duprin latch bolt and push pad 
monitor switches, quiet electric latch 
retraction, and other electrical options 
like Von Duprin’s 98/99 series RX Request 
to Exit, LX Latchbolt Monitoring and SS 
Emergency Exit Signal Switches. The 
locking systems include ASSA ABLOY’s  
Fail-Secure Mortise locks and Integrated 
Door Position switches. 

Barnard Hall was completed in the 
summer of 2018 and was awarded LEED 
Gold certification for high-performance, 
sustainable building. Upon completion, 
Vanderbilt Chancellor and Provost Susan 
Wente expressed her gratitude for a 
beautiful facility and expectations for 
a bright future. “I congratulate [those] 
whose vision and talents have created this 
remarkable residential college, which will 
provide sustainable living and learning 
spaces for generations of students to 
come.” +

BRYAN MCMAKIN is 
Regional Vice President of 
the Mid-Atlantic and 
Northeast for The Cook & 
Boardman Group. Email: 
bmcmakin@cookand 
boardman.com. 

Above: The gothic-style faculty entrance door during pre-installation at the manufacturer. Top right: The 
8-foot-4-inch faculty entrance door after final installation. Bottom right: One of the many student entrances to 
the living-learning style dormitory, Barnard Hall.
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The “Amazing Space” building at Indian 
Creek Nature Center in Cedar Rapids, Iowa, 
earned an equally amazing designation 
when it received the International Living 
Future Institute Living Building Challenge 
(LBC) Petal certification. Amazing Space 
opened in September 2016 and achieved 
LBC certification in 2019.
The LBC and corresponding Living Product Challenge are 
considered the world’s most advanced and transparent third-
party verification programs, encouraging manufacturers to 
create products that are healthy, inspirational and give back 
to the environment across their life cycles. 

The mission of Indian Creek Nature Center is to promote 
a sustainable future by nurturing individuals through 
environmental education, providing leadership in land 
protection and restoration, and encouraging responsible 
interaction with nature. 

The Amazing Space achieved six of the seven available 
LBC Petals (certifications), including the Energy Petal for 
producing more on-site energy than the building consumes, 
known as net-zero energy. To attain this certification, the 
building was designed to be 52% more efficient than if built to 
standard energy code.

“When we set out to build Amazing Space, it became 
apparent that we needed to continue this legacy of forward-
thinking sustainability practices,” says ICNC Executive 
Director John Myers. “After initially considering LEED building 
certification, we quickly realized the need for a program that 
is more robust and approaches the building as a regenerative 
part of the environment.”

As a large number of the building’s interior doorways were 
hardwired for electronic access control, special consideration 
was given to the doors’ locks and hardware. ASSA ABLOY 
products, including electromechanical mortise locks and exit 
devices from Sargent, were chosen for the project in large 
part because of their embedded EcoFlex Technology that 
dramatically reduces power consumption by up to 96%, as 
certified by GreenCircle. 
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Saving Energy at Indian Creek
Sustainable products help nature center achieve 
net-zero energy.  
BY BILL SHAUGHNESSY  

The Norton 6000 Series low energy operator with wave-to-open switch used in 
the facility also has a Declare Label.
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The product 
transparency 
Declare Label for 
the SARGENT 
8200 Series 
electrifi ed 
mortise lock 
with EcoFlex® 
Technology. 

POWER SAVER
The SARGENT 8200 Series Electrifi ed Mortise Lock with 
EcoFlex® Technology has achieved LBC certifi cation. That 
means it satisfi ed stringent compliance criteria to receive the 
Declare Label, a product transparency disclosure that identifi es 
where a product comes from, what it is made of and where 
it goes at the end of its life. It can also meet green building 
project specifi cations with this higher level of certifi cation.

“This product refl ects the move to sustainability in com-
mercial and institutional building products as project teams 
work toward a more effi cient, healthier and equitable building 
footprint,” says Amy Musanti, Director of Sustainability for 
Door Security Solutions at ASSA ABLOY. “This is a signifi cant 
achievement in the building materials industry, as certifi cation 
and labeling are becoming more commonplace for the 
industry overall, even for doors and hardware, which tend to 
be complex.”

The EcoFlex electrifi ed mortise lock met core attributes to 
achieve several certifi cations. The product also completed a 
Red List Compliant Declare Label for use in projects pursuing 
LBC, LEED or WELL (certifi cation by the International Well 

Building Institute). A comprehensive life cycle assessment was 
also performed on the product to achieve this status. 

Other ASSA ABLOY products are used throughout the 
building including CURRIES hollow metal door frames, 
HES electric strikes, Norton door closers and low energy 
operators; McKinney Red List-free hinges; Pemko Red List-
free gasketing and accessories; Rockwood pulls, kickplates, 
door stops and accessories; and Rixson door stops and 
holders. These products have Declare Labels and other 
transparency documentation. 

“We knew we were trying to be a Petal-certifi ed project,” says 
Project Architect Darci Lorensen, AIA, NCARB, with Solum 
Lang Architects. “You have to prove what you are going to do 
and go through an audit process. It was a whole design team 
effort and required a lot of upfront cooperation and research.”

COLLABORATION IS KEY
Collaboration during LBC projects like the Indian Creek 
Nature Center is imperative. Musanti shares some collective 
lessons learned from the team, including: 

• Dedicate time to understanding the implications of 
each imperative. Be realistic about the timeline and the 
amount of resources needed.

• There will be data and material utilized for this certi-
fi cation that may not have existed previously. It is 
important to manage this information as well as a 
detailed documentation checklist outlining requirements 
and responsible parties.

• Guidance and support from outside the organization was 
key to completion.

• “Be like water.” The team understood that it would, in 
some cases, need to change or update the scope of the 
imperatives.

“Designing and constructing today’s sustainable buildings 
means taking into account their overall impact on human 
health and the environment,” Musanti says. “ASSA ABLOY is 
committed to sustainability through our material ingredient 
reporting initiatives, product energy effi ciency improvements, 
manufacturing transparency and corporate responsibility 
practices, and to help facilities achieve their sustainability 
goals.” +

BILL SHAUGHNESSY is Marketing 
Communications Manager, Solutions, for 
ASSA ABLOY Door Security Solutions. 
Email: Bill.Shaughnessy@assaabloy.com.

SARGENT 8200 
Series electrifi ed 
mortise lock 
with EcoFlex® 
Technology is 
Living Building 
Challenge 
certifi ed. 

37DOOR SECURITY + SAFETY  SEPTEMBER 2021



Securing America’s  
AV Heritage 
A Cold War bunker buried in a mountain 
is repurposed with blast-resistant doors.  
BY BOB MCCLUNEY

Tucked deep into a mountainside, a former Federal 
Reserve facility located inside Mount Pony, near 
Culpeper, Virginia, has been resurrected as the new 
National Audio-Visual Conservation Center (NAVCC)  
for the Library of Congress. 
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of the existing facility and construct 
an extraordinary addition. DPR 
Construction, responsible for the 
completion of the transformation, was 
even able to preserve the original Greek 
style design of the facility.

The plan to convert the Cold War relic 
to a high-tech storage facility was 
broken into two phases comprised 
of four building components. Phase 
I involved repurposing the original 
structure built in 1960 into the 
Collections Building. 

KEEPING COOL AND DRY
Phase II is the new 258,500-square-foot 
addition constructed of traditional cast-
in-place concrete and steel metal stud 
framing. 

Among the buildings housed in 
the addition is the Nitrate Vault, 
consisting of two storage pods with a 
total of 124 vaults. Because cellulose 
nitrate film is flammable and highly 
explosive, it must be kept at a constant 
temperature of 50 degrees Fahrenheit 
and 6.0 grains of moisture. To ensure 
proper preservation and safety, the 
construction of the vaults was one of the 
most crucial aspects of the facility.

Contracted by DPR Construction, 
commercial and industrial door 
hardware specialist JS Archer hired 
Krieger Specialty Products for the very 
precise work required on the doors to 
the Nitrate Vault. 

PRECISE PROTECTION
Krieger custom manufactured 124 
interior blast-resistant doors with a 
1.0 PSI rating, a 3-hour fire resistance 
rating and prime paint. Because the 
blast doors and frames were custom 
designed to fit into existing openings, 
the project had a low tolerance for 
measurement differentials and required 
the design precision. 

As part of their service, Krieger remained 
on hand as the project progressed to 
assure proper installation and provide 
informational support as needed.

Purposefully positioned to face away 
from Washington, D.C., the campus was 
a high-security Cold War-era storage 
facility to protect the nation’s coin and 
currency in the event of a nuclear attack. 
Decommissioned by the government in 
the 1990s, the former currency storage 
facility has been transformed into the 
largest archive of movie and music 
collections in the world.

AV PRESERVATION
The Library of Congress Motion 
Picture, Broadcasting and Recorded 
Sound Division (MBRS) holds not 

only the world’s largest and most 
comprehensive collection of film, 
television, radio and recorded 
sound, but it is also responsible 
for the preservation of over half of 
America’s audio-visual heritage. It was 
constructed through a partnership 
with the Packard Humanities Institute, 
a nonprofit dedicated to archaeology, 
music, film preservation and historic 
conservation, and construction costs 
total approximately $120 million.

To create this state-of-the-art facility, 
the architectural firm Smith Group 
was selected to lead the renovation 

The Library of Congress’ 
National Audio-Visual 
Conservation Center (NAVCC).
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The nation’s audio and visual collections 
were housed in seven facilities in four 
states and the District of Columbia; 
however, none of those facilities are 
designed to meet the state-of-the-art 
environmental standards that exist at 
the NAVCC. +

 
16

Left: All 124 doors have the same 
specifi cations.

Below: The blast-resistant doors 
feature a 1.0 PSI rating, a 3-hour 
fi re rating and prime paint.

BOB MCCLUNEY is 
President of Krieger 
Specialty Products. 
Email: bmccluney@
kriegerproducts.com
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A home is “smart” when it can help with day-to-day 
life experiences by automating technology for security, 
convenience, comfort and entertainment. In the 
multihousing industry, smart technology embedded 
within the right access control system enhances the 
resident experience and gives a property an added 
advantage. 

Hillwood Development Company 
of Fort Worth, Texas, is setting the 
standard for smart living by integrating 
security, service and amenities into 
modern, convenient technology 
solutions at its Tacara Village property. 
The company has integrated the 
Dwelo smart home platform with 
dormakaba’s Saffi re LX Series 
electronic locks featuring Bluetooth® 
Low Energy (BLE) technology. This 

combination gives mobile-minded 
residents the convenience of using 
a smart device to simplify access 
throughout the property. 

“The dormakaba integration with 
Dwelo is a differentiator for us,” says 
Cara Glover, Director of Multifamily 
Operations at Hillwood. “We’re the 
fi rst to offer smart home features in 
our area. Residents can unlock their 
doors, control their thermostats so 

Smart Living at Tacara 
Village 
Mobile access specifi cally designed 
for multifamily properties delivers 
connectivity and convenience. 
BY BOBBY WELLIVER, CTS, SME

they stay nice and cool in the Texas 
heat, and control their lights right from 
their phone.”

According to Glover, Tacara residents 
are eager for new and modern 
technology.

“It’s imperative that we’re forward 
thinking and offer modern, convenient 
amenities for our residents that they 
enjoy,” Glover says. “They’re eager 
for it, and they love the convenience 
of unlocking their apartment door for 
guests or dog walkers when not at 
home.”

CONNECTIVITY IS KEY
dormakaba worked alongside Dwelo 
to integrate Saffi re smart locks into 
the Dwelo app. The Saffi re LX Series 
features sophisticated radio-frequency 
identifi cation (RFID) technology in a 

Top: The Tacara Village property use of a smart 
device integrates security, service and amenities 
and simplifi es access throughout the property.

Inset: The Saffi re LX Series features RFID technology 
in a contemporary design designed specifi cally for 
multihousing properties.
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contemporary design. Easy-to-use, 
fl exible and secure, these locks were 
designed specifi cally for multihousing 
properties and can be retrofi tted into 
any environment for a high performance 
and seamless look throughout a 
property. 

Saffi re is managed by dormakaba’s 
web-based Community™ access 
management software. Integrating 
dormakaba with Dwelo provides 
intuitive access management of 
residences, amenities, common areas 
and perimeters from a single platform. 
It also offers the convenience of both 
RFID credentials, such as fobs or key 
cards, and BLE mobile access keys for a 
seamless experience with no need for 
additional software. 

“The integration has been particularly 
convenient for our maintenance team,” 
Glover says. “Training on Community 
software and Saffi re locks took just one 
day. The technology is intuitive, robust 
and easy to use. Our team can come in 
in the morning and program access to 

several units at a time, complete their 
work, and know who’s coming and 
going and at what time.”

Chris Price, Senior Development 
Manager for Hillwood Multifamily, 
concurs that the partnership between 
Hillwood, Dwelo and dormakaba has 
been a benefi t for residents and for 
Hillwood.

“Tacara is a 322-unit, Class A multifamily 
property,” Price says. “It was developed 
with the intention of including smart 
home technology. We wanted to 
be touch-free on the property from 
common area doors all the way to the 
unit door, and that’s enabled by the 
Dwelo app.”

Price adds that dormakaba’s Saffi re 
electronic lock also offers options for 
retrofi tting properties that are not 
enabled to be smart apartments. Adding 
Saffi re can often decrease costs for 
property management and increase net 
operating income by an additional 2%. 

“Saffi re doesn’t have to work with 
the Dwelo app,” Price says. “It also 
works using dormakaba’s BlueSky 
app, so residents and staff in mature 
properties can still enjoy the benefi ts and 
convenience of mobile electronic access.”

“In terms of holistic solutions, the 
hospitality market is ahead of 
multifamily, but we’re catching up,” 
Price says. “From the moment a resident 
enters our property, their experience 
begins. Connectivity and smart 
apartments are changing the landscape 
of the resident experience in positive 
ways. It’s engagement reimagined.” +

BOBBY WELLIVER, 
CTS, SME, is the 
National Sales 
Manager for 
Multihousing North 
America at dorma-
kaba. Email: pr.amer@
dormakaba.com.

Taylor Entrance Systems™ steel and fiberglass exterior doors are 
customized to fit your spec, including sized to fit hollow metal 
frames and prepped to accept virtually any locking hardware. 
Choose Taylor’s custom door solutions for your next multi-family 
or commercial project. Explore our doors at taylordoor.com.

WE DON’T JUST BUILD DOORS,  
WE CUSTOMIZE THEM.

Taylor_DHI_AD_0921.indd   1Taylor_DHI_AD_0921.indd   1 7/27/21   10:59 AM7/27/21   10:59 AM
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CODE DEVELOPMENT FOR THE U.S. MODEL CODES IS BASED ON A 
CONSENSUS PROCESS WHERE CODE CHANGE PROPOSALS CAN BE 
SUBMITTED BY ANY INDIVIDUAL OR ORGANIZATION. THE CHANGES 
ARE DISCUSSED—OFTEN AT LENGTH AND ON MULTIPLE OCCASIONS—IN 
A SERIES OF HEARINGS. A TECHNICAL COMMITTEE RESPONSIBLE FOR 
THAT PARTICULAR CODE OR SECTION WILL THEN DECIDE WHETHER TO 
INCLUDE THE CHANGE IN THE NEXT EDITION OF THE CODE.

One of the challenges of this code 
development process is that the next 
cycle is beginning just as the previous 
edition is being published. For example, 
proposals for the 2024 model codes 
were due in the fi rst half of 2021, when 

few if any states had adopted the 
2021 editions. This means if there is a 
problem with the new code, or there is 
an unclear requirement, it is unlikely to 
be noticed in time to address it in the 
following edition.

LORI GREENE, DAHC/CDC, FDAI, 
FDHI, CCPR, is Manager of Codes 
and Resources at Allegion. She can be 
reached at Lori.Greene@allegion.com or 
iDigHardware.com.

DECODED

THE CODE TO KEY-OPERATED LOCKS
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It’s important to be aware of these 
issues, because if you are reading the 
code without knowing the history of 
what has occurred, that may affect 
how you interpret the requirements. A 
perfect example of this is related to key-
operated locks on the main entrance 
doors serving a building or tenant 
space. A change was made to the 2015 
International Building Code (IBC) and, 
years later, we are still trying to modify 
the code to clarify the intent.

When most of us think about doors in 
a means of egress, we automatically 
assume that the doors must provide 
free egress at all times. There are very 
few exceptions to this rule, but both 
the IBC and NFPA 101: Life Safety 
Code allow key-operated locks under 
certain circumstances. The idea is that 
a double-cylinder deadbolt installed 
on the main entrance door will have to 
be unlocked in order for the building 
to be occupied, and the door will allow 
egress. If employees are present in the 
building when main door is locked, they 
will have access to other exits.

Prior to the 2015 edition of the IBC, the 
code specified that locks that are key 
operated on the egress side could be 
installed on a building’s main exterior 
door or doors if the following criteria 
were met:

• The use group must be one of the 
following:

	» 	 Assembly occupancy with an 
occupant load of 300 people or 
fewer

	» 	 Business, factory, mercantile or 
storage occupancy

	» 	 A place of religious worship

• The locking device must be readily 
distinguishable as locked—typically, 
the lock will have an indicator that 
reads “open” or “locked.”

• Signage on the egress side of the 
door or adjacent to the door must 
state, “THIS DOOR TO REMAIN 
UNLOCKED WHEN BUILDING IS 
OCCUPIED.” The letters on the 
sign must be at least 1-inch high 
on a contrasting background. 
This signage serves as a reminder 
to employees but also advises 
the public that the door must be 
unlocked when they are present.

• A building official may revoke the 
use of a key-operated lock for due 
cause.

In the 2015 edition of the IBC, the 
word “exterior” was removed from 
this section, and a slight change was 
made to the text of the signage (the 
other criteria did not change). The 
signage must now state, “THIS DOOR 
TO REMAIN UNLOCKED WHEN THIS 
SPACE IS OCCUPIED.” The intent of 
this change was to allow the use of 
double-cylinder locks, meeting the 
criteria specified in the code, on the 
main entrance to a tenant space such 
as a retail store in a mall. Because these 
doors are often interior doors leading 
from the mall to the store, the code 
change proposal removed the word 
exterior in order to make it applicable to 
interior doors as well.

The impact of this change was not 
discovered until the 2015 code was 
adopted and interpretations of the 
revised section began to be made. With 
the code referencing the main door 
or doors to a space, some architects, 
end users and others began to specify 
or install double-cylinder deadbolts 
on doors that were not the main 
entrance to the building or the main 
entrance to the tenant space. Without 
clarifying language in the code, it 
could be interpreted to mean that the 
key-operated lock could be used on 
the main entrance door to any room 
within a building. Clearly, that would not 
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A change was 
made to the 2015 
International 
Building Code (IBC) 
and, years later, we 
are still trying to 
modify the code to 
clarify the intent.
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DECODED

meet the intent of the code, which is to 
facilitate safe egress. A proposal has 
been made for the 2024 IBC in hopes of 
clarifying the intent of this section. 

NFPA 101 – Life Safety Code includes 
slightly different requirements for key-
operated locks that more accurately 
reflect the intent of the model codes:

• Key-operated locks on the egress 
side of a door are limited to exterior 
door assemblies and interior door 
assemblies to an individual tenant 
space or to a single tenant space, 
where allowed by the occupancy 
chapters (consult the applicable 
occupancy chapter to see whether a 
key-operated lock is acceptable).

• When a key-operated lock is 
installed, a readily visible, durable 

sign must be located on or adjacent 
to the door, reading: “THIS DOOR 
TO REMAIN UNLOCKED WHEN THE 
BUILDING IS OCCUPIED” or “THIS 
DOOR TO REMAIN UNLOCKED 
WHEN THE SPACE IS OCCUPIED.” 
The letters on the sign must be at 
least 1-inch high on a contrasting 
background.

• The lock must be readily 
distinguishable as locked—typically 
with an indicator that reads “open” 
or “locked.”

• A key must be readily available to all 
occupants inside the building when 
it is locked.

• An authority having jurisdiction 
(AHJ) may revoke these provisions 
for cause.

• As stated in Annex A, if the entrance 
consists of a vestibule, the key-
operated lock may be installed on 
either the exterior or interior door of 
the vestibule.

As always, local code requirements may 
vary from the model codes referenced 
here, and the AHJ has the final say. 
Note that a section has been added to 
the 2021 IBC that allows key-operated 
locks on egress doors serving exterior 
spaces, such as courtyards and roof 
terraces, if certain criteria are met. 

Refer to the article, “Egress From 
Exterior Spaces,” that appeared in the 
August/September 2020 issue of Door 
Security + Safety, for more information 
on this application. +
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JERRY HEPPES SR., CAE, is Managing 
Principal of the Consulting Collaborative 
offi ce 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.

BEST BUSINESS 
PRACTICES

GOAL SETTING CAN ACHIEVE MANY DIFFERENT OBJECTIVES. IT CAN 
EMBRACE HOW A COMPANY SUCCEEDS; IT CAN ADDRESS HOW A 
PERSON ACHIEVES A LIFELONG DREAM; IT CAN ACCESS MAJOR 
ENVIRONMENTAL SHIFTS IN THE MARKETPLACE. WHATEVER THE 
FORM, GOAL SETTING IS KEY TO SUCCESS.

With respect to business, there 
should always be a goal addressing 
sales. In fact, since everything starts 
with the sale, it should be the No. 1 
goal followed by a goal addressing 
profi tability. Sales and profi tability 
should always be the main targets.

A young woman who climbed Mount 
Everest a few years go said we all have 
an Everest, and we all must do what 
it takes to get to the top. How did she 
make it to the top of Mount Everest and 
then back home safely? She set goals.

Here is a brief summary of her goal-
setting process:

• Defi ne your dream and outline a 
plan.

• Set a timeline in your plan.

• Think of what it takes to make it a 
reality.

• Focus and stay positive.

Let’s take another look at goal setting in 
business. Goals should be:

• Specifi c—Create specifi c and 
concise goals. Generalities do not 
get the message across to your 
employees. Make sure your goals 
are easily understood, because 
nothing is so simple that it cannot be 
misunderstood.

• Measurable—Goals must be 
quantifi ed and evaluated to 
determine if progress is being 
made. What gets measured gets 
accomplished. 

• Focused—Establishing too 
many annual goals detracts 

from accomplishing your goals. 
Experience has shown three or four 
annual goals are the ideal number, 
and any more than fi ve goals most 
likely cannot be accomplished or will 
mean that all the goals reach less 
than the desired results.

We always recommend to total opening 
distributors that annual goals do not 
exceed one typewritten page. We call it 
the one-page “Priority Plan” that holds 
everyone in the company accountable 
for success. 

As we have seen, the climber set four 
goals, and we are sure she established 
some additional subgoals or objectives 
that said exactly “how” she was going to 
achieve her goals. 

For your company, we recommend 
three to fi ve annual goals with employee 
objectives supporting each of the goals. 
Remember, you as the owner do not set 
the goals; it is a team effort. 

SETTING SALES GOALS
As a reminder, make sure you include a 
goal addressing sales. For example:

• Generate total annual sales of $12.5 
million with a focus on external and 
internal customer satisfaction.

In case you are not familiar with the term 
“internal” customers, they are the various 
departments in your company and the 
employees serving each other. Serving 
internal customers well makes it much 
easier to serve external customers well. +

GOAL SETTING TO INCREASE 
SALES AND PROFITS
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COLUMN

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.

Jordan Smith, AHC 
Penner Doors and Hardware

CONGRATULATIONS!
The following door security + safety professionals recently  
received DHI credentials, certifications and certificates:

(List current as of August 2, 2021)

ACHIEVEMENTS

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. 

Dale Simmons, CFDAI 
Gryffon, LLC

ELECTRIFIED HARDWARE CONSULTANT (EHC)

The Electrified Hardware Consultant has advanced mechanical and electrified hardware product and 
code application knowledge and expertise with an understanding of small electronic access control 
systems. EHCs specialize in the coordination of architectural door openings with the increased security 
needs of public buildings in today’s society. They are experts at interfacing electrified architectural 
hardware products into access control monitoring and fire alarm systems while maintaining compliance 
with fire, life safety, accessibility and building code requirements.

John Perdue, AHC, CFDAI, EHC 
Security Lock and Key Inc.
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DOOR + HARDWARE INDUSTRY ASSOCIATE (DHIA) CERTIFICATE

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

Alexandria Amato 
Oregon Door Consultants, LLC
Christopher Ammon
Patrick Joseph Barry 
McGregor & Thompson Hardware, 
Ltd.
Jon Bethards 
Reese Enterprises Inc.
Katie Bigelow 
Allegion
Tracey L. Carruthers
S Michelle Clemens 
Dormakaba
Kayleigh Cousineau
Dalton Lee Davis 
Schiller Hardware Inc.

Aj Dickson 
Ryzer Door Control Inc.
Bryan Fligg 
Standard Metal Hardware Mfg. Ltd.
Chase R. Haltom 
PDQ Manufacturing
Nick Johnson 
Atlantic Windoor
Bill La Ha, Jr. 
Elite Door Co
Matthew Lansing 
Health Choice Enterprises, LLC
Christian McCarvel 
ISEC Inc

Jerry Leonard O’Neil 
Total Hardware Inc.
Alexis Pettes 
Colorado Doorways Inc.
Shawn Reaves 
Dunbarton Corporation
Taylor Retter 
American Direct Inc.
Brian Aaron Slusher 
Schiller Hardware Inc.
Austin Vang
Chris Wotherspoon
Matthew Wujcik 
Allegheny Millwork-Commercial 
Door Division

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

ACHIEVEMENTS

+

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.

Matthew Biermann, DHT
Mark Dietzel, DHT
Michael Fox, Jr., DHT 
Allegion
Donald E. Harrington, DHT 
Allegion
Joshua Isaiah Kerr, DHT 
Commercial Contractors Inc.
Peter Maxwell, DHT 
Allegion

Greg Patterson, DHT 
ASSA ABLOY Americas
Hannah Reed, DHT 
Allegion
Martin N. Similuk, DHT
Amber Winters, DHT 
Jim’s Locksmithing
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OCTOBER 3-10, 2021 • TECHNICAL SCHOOL • LANSDOWNE, VA
SUNDAY  

10/3
SUNDAY 
10/1010/4 10/5 10/6 10/7 10/8 10/9

MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY 

COR117
Door, Frame and Architectural Hardware Applications   

COR146
Introduction to Detailing Doors, Frames and Hardware

COR140
Using Codes and Standards Fire and Egress Door Assembly Inspection + Exam

DAI600

DHSC310
Writing Door and Frame Specifications

Advanced Detailing Doors, Frames and Hardware

DHT120
DHT Exam Prep + Exam

DHC307 DHC210 (NEW)
Mastering the
Key Meeting

DHSC315
Writing Hardware Specifications

Introduction to Specification Writing

Electrified Architectural Hardware

AHC220
AHC Exam Prep

COR147
Intermediate Detailing Doors, Frames and Hardware

DHC205

COR133 Exam Testing

COR123 COR125
Take-off and Estimating

COR160
Material Purchasing

ConceptsUsing Door, Frame and Hardware Standards
COR153

Installation, Coordination and Project Management

EHC433
Advanced Electrified Architectural Hardware

EHC420
EHC Prep

Join us at a DHI Technical School, where DHI technical and business practice education is 
delivered in a traditional classroom format. It will be the best investment you can make in 
your future as a door security and safety professional!

DHI 2021 FALL  
TECHNICAL SCHOOL Education

Your Career, Our Commitment

REGISTRATION DEADLINE: September 10, 2021

FOR MORE INFORMATION AND TO REGISTER, PLEASE EMAIL SCHOOLS@DHI.ORG.

DHI 2021 FALL TECHNICAL SCHOOL SCHEDULE A LOOK AHEAD FOR DHI CANADA

*After September 10, you must contact DHI directly to register, based upon class availability. 

Thank You to Our DHI Education Partners!

SUMMA CUM LAUDE PARTNER:

HONOR ROLL PARTNERS:

While things are finally getting back to normal, DHI 
Canada has been busy planning a number of exciting 
programs. Here's a sneak preview….
Tuesday, September 14, 2021
Alberta Rose Golf Tournament
Alberta Springs Golf Course

Friday, September 24, 2021
Annual General Meeting
Delta City Centre Hotel
Ottawa, ON

Monday, September 27 - Friday, October 1, 2021
Fall Eastern Technical School
Delta City Centre Hotel
Ottawa, ON

Wednesday, October 20, 2021
Canada Night Celebration
Hilton New Orleans Riverside
New Orleans, LA

Monday, November 15 - Friday, November 19, 2021
Fall Western Technical School
Sheraton Cavalier Hotel
Calgary, AB

Wednesday, June 1 - Saturday, June 4, 2022
Canada Conference
Delta Hotel
Kelowna, BC

It's all coming together for a year of celebration, education and reconnecting
with friends and colleagues.  Stay tuned…..more details coming soon. 

“All of the DHI Tech Schools have been very 
helpful in my growth in the industry”. 

– Gilbert Lopez, DHT, DHC
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Calgary, AB

Wednesday, June 1 - Saturday, June 4, 2022
Canada Conference
Delta Hotel
Kelowna, BC

It's all coming together for a year of celebration, education and reconnecting
with friends and colleagues.  Stay tuned…..more details coming soon. 

“All of the DHI Tech Schools have been very 
helpful in my growth in the industry”. 

– Gilbert Lopez, DHT, DHC



JASON BADER is Principal of The 
Distribution Team. He is a wholistic 
distribution adviser who is passionate 
about helping business owners solve 
challenges, generate wealth and 
achieve personal goals. His podcast, 
“Distribution Talk,” can be found at www.
distributiontalk.com and through most 
podcast applications. Phone: 503-282-
2333. Email: jason@distributionteam.com. 
Website: www.thedistributionteam.com.

THE ROLE OF THE PURCHASING MANAGER, OR INVENTORY 
INVESTOR IF YOU LIKE MODERN TITLES, HAS CHANGED 
DRAMATICALLY OVER THE PAST YEAR. THERE WAS A TIME WHEN THE 
ITEMS YOU ORDERED ACTUALLY SHOWED UP WITH A PREDICTABLE 
LEAD TIME. NOW SUPPLY CHAIN DISRUPTION HAS CAUSED 
FREQUENT SCARCITY AND SIGNIFICANT DELAYS IN INVENTORY 
REPLENISHMENT. 

There are attempts to explain the 
current supply chain crisis and trace 
it back to Toyota “autonomation” 
and the birth of JIT (just in time) 
inventory management. Although a 
lot of my advice is geared toward the 
conventional wisdom of lean inventory 
and driving inventory turns, we can 
all recognize that these practices are 
severely challenged during disruptions 
in the supply flow.

Over my consulting career, I have 
seen purchasing teams become more 
specialized in their roles. Traditionally, 
the purchasing agent managed a set 
of buy lines and made sure to find a 
balance between high customer service 
percentages (order lines shipped 
complete) and not having too much 
inventory on the shelves (inventory 
turns). 

In the modern inventory investment 
team, I have seen companies create 
product managers. With this twist, 
the product manager manages the 
inventory replenishment of a line but 
then takes it a step further to establish 
margin goals and recommend pricing 
strategy. This is really taking on the 
responsibility for the gross margin 
return on investment on a buy line. 

In other organizations, I have seen 
the role of inventory analyst emerge 
as crucial to the team. This person 
doesn’t have direct responsibility 
for any buy line, but they can make 
recommendations on how to improve 
the performance of all of them.

This is a report-heavy function suitable 
for those who live in the world of 
Excel and other business intelligence 
programs. They are looking for 
products that have fallen out of favor 
with the customer base, are rising in 
popularity and, in some cases, products 
for which we should be changing the 
buying strategy to take advantage of 
deeper discounts. It is not difficult to 
see how this role pays for itself very 
quickly. 

Recently a purchasing manager shared 
that his company was creating a new 
role—the “expediter”—primarily to 
deal with the current supply chain 
challenges. This new role will serve 
as a backup to all the members of the 
team. The expediter will focus on filling 
the gaps created by lead time delays, 
product scarcity and allocation issues. 
Like any good solution, this role is 
designed to mitigate the current pain 
points in the procurement process. 

If you ask anyone in purchasing, one 
of their biggest pain points is tracking 
down open purchase orders and 
updating the expected arrival dates. 
In this new role, the expediter will take 
over this function and follow up with 
suppliers to get a better handle on 
delivery expectations. Furthermore, 
this person will have the authority to 
request releases of certain line items 
when those become available. 

There are several instances where an 
entire purchase order is held up because 
the manufacturer is waiting to ship the 

A NEW ROLE IN PURCHASING:  
THE EXPEDITER

SHELF LIFE
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complete order. The supplier should 
be able to recognize this situation and 
adjust to shipping a partial order. But 
they are scrambling just as much as the 
distributor these days, and this doesn’t 
always happen. What may have been a 
purchase order meeting a discount level 
or freight consideration is now breaking 
those parameters. This is where the 
expediter can focus on finding solutions, 
breaking up logjams and updating 
expected availability in the system. 

Another opportunity for this person to 
thrive is in sourcing alternate suppliers. 
Most distributors have been comfortable 
with their traditional replenishment 
sources and have not had to become 
agile in their process. Today, those 
supply lines may be compromised.

The expediter has the time to research 
and locate alternate ways to source 
product. Inventory can be hiding 
in many different places, such as 
master distributors, manufacturer 
rep agencies and even competitors 
outside the geographic region. Several 
manufacturers have alternate channels, 
such as home centers or distribution 
verticals. These are all areas to source 
product. 

Finding the most economical source has 
taken a back seat to product availability. 
Customers are handcuffed by a lack of 
available product. I am certain that they 
would be willing to pay a bit more to get 
back to work. 

One of the other benefits of this role is 
the training. Think about the time spent 
training a new person in the art and 
science of inventory replenishment. 
Ideally, they will have had some 
exposure to your software package, but 
the inventory management module is 
probably foreign territory. 

Think about the expediter as an 
inventory investor in training. What 
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better set of activities could we lay out 
to prepare someone for the challenges 
of replenishment? Just like any team 
in the organization, purchasing has a 
difficult time justifying the expense of a 
trainee. This one pays for itself. 

How long this supply chain disruption 
will be with us is anyone’s guess. I 
suspect that it will be here longer than 
the normal business cycle. There are 
many things out of our control. There 
are labor shortages at the ports and 
in the trucking industry. Wages are 
not keeping up with inflation and the 
cost of living. Shipping containers are 
piling up on the wrong side the ocean. 
And finally, we are having to unlearn 
some of the core tenants of inventory 
management. 

This is going to take some time to sort 
out. If you decide to take the leap and 
create this new role, I suspect that it will 
pay dividend for many years to come. +

The expediter will 
focus on filling the 
gaps created by 
lead time delays, 
product scarcity and 
allocation issues.
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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.

DEFAULT: MORE POSSIBLE 
THAN YOU MIGHT THINK

MOST OF US WORK ON OUR PROJECTS WITHOUT EVEN 
CONSIDERING DEFAULT AN OPTION. WE KNOW THERE MAY BE A 
FEW PROBLEMS ON THE PROJECT, BUT WE ARE CONFIDENT THAT 
WE CAN GET THEM RESOLVED IN A REASONABLE MANNER.

We usually believe that default 
only happens to those distributors/
subcontractors who don’t know what 
they are doing or are in financial 
trouble. While statistics show a very low 
rate of defaults nationally, defaulting 
per the language in most contracts 
today is easier than you might think, and 
the impact can be devastating. 

Many of us think that in order to 
default, we must get way behind on 
a job or make an egregious mistake, 
but the actual requirements can be 
much less extreme. Most contracts say 
something similar to this: “Should the 
Subcontractor at any time fail to supply 
a sufficient number of skilled workers 
or a sufficient quantity of materials of 
proper quality, or fail to perform any of 
the obligations herein contained, the 
contractor in its option may declare the 
Subcontractor in default.” 

While the requirements appear 
reasonable, they are usually very 
subjective. For example, how many 
skilled workers are “sufficient”? I have 
seen other contracts that are even more 
subjective. Here is the first part of an 
actual contract: “Subcontractor agrees 
that if, in Contractor’s sole discretion, 
Subcontractor refuses or for any 
reason fails diligently to prosecute the 
Subcontract Work to completion in an 
efficient, timely, workmanlike, skillful, 
cooperative, safe, or careful manner …” 

This language in the previous 
paragraph is even more subjective, 
and if you remember a previous article 
on sole discretion, you will know that 
this phrase gives full power to the 
contractor’s opinion. They do not 
have to substantiate their decision or 

opinion. Based on the above language, 
how difficult would it be for a contractor 
to declare “in their sole discretion” that 
one of your employees wasn’t working 
in a “careful” or “efficient” manner? 
Based on this one declaration, they 
could then initiate the consequences of 
the default, which I will discuss further 
down.

Due to the use of subjective 
requirements along with the decision 
being the contractor’s opinion or sole 
discretion, it provides the contractor 
wide powers in declaring you in default. 
This threat—along with the serious 
implications of default—provides 
significant leverage in the favor of the 
contractor if there is a dispute that 
develops between the contractor and 
subcontractor. 

In order to mitigate this, I recommend 
that you try to make the requirement 
for default more specific. Reduce some 
of the subjective language and use 
something more easily defined. Instead 
of “if the contractor fails to provide 
sufficient workers,” propose “if the 
subcontractor falls two weeks behind 
the published schedule.” Subjective 
language in the contract favors the 
contractor, as they can decide what is 
“sufficient,” but comparing progress 
versus the schedule is easier to define. 

Some contracts already include this, but 
I also recommend requesting a “notice 
to cure” requirement. This means they 
must give you a specific amount of 
time, such as 48 or 72 hours, to address 
any issues that they are referencing. 
In this case, at least you have a chance 
to “make it right” before default is 
declared.

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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As previously mentioned, the result 
of default can be significant. Most of 
the contracts I read say something 
very similar to this actual example: 
“Contractor may terminate this 
Subcontract, take possession of all 
materials, wherever located, supplies, 
equipment and tools pertaining to the 
project, whether on the Project site, 
in the Subcontractor’s premises, or in 
transit, and may make independent 
arrangements for the completion of 
Work. The amount of completion cost, 
as well as damages and expenses, 
including legal fees will be charged 
back to the subcontractor.” 

As you look at this, there is a lot to 
unpack here. First, they can take 
possession of all materials that have 
been ordered to complete this project, 
whether or not they have already paid 
for it. Next, the contractor can also 
take possession of your “tools and 
equipment.” Yes, this means they can 
appropriate any of your lifts, drills, hand 
tools, carts, vehicles or other specialty 
equipment that the contractor believes 
may be required for them to complete 
the project. Many contracts limit this 

ability to only material, tools and 
equipment on the job site, but as you 
can see in this example, they can take 
possession of this equipment anywhere, 
even from your own warehouse. 

After taking the material and 
equipment, they can then hire another 
company to complete the work or 
complete it themselves. Once the work 
is completed, you, the subcontractor, 
will be responsible for all cost incurred 
by the contractor to complete the 
project. In addition to the material 
and labor required to finish, it would 
also include any legal fees, penalties 
and damages that were a result of the 
default. On top of that, most contracts 
require that you pay the contractor 
their profit and overhead for all of 
these expenses. As you can see, the 
potential cost is unlimited and could be 
devastating.

Admittedly, the likelihood of a 
contractor declaring default on you 
without extensive justification is very 
low. Most contractors want to work 
with you to finish the project in a 
mutually beneficial manner; however, 

it is important for you to understand 
the leverage that this contract clause 
provides them. 

If you are in dispute about an item and 
can’t see eye-to-eye, they can come 
back and threaten to declare you in 
default. That threat may make it difficult 
not to back down in a smaller dispute. 
You can mitigate this possibility by 
requesting some minor modifications to 
make the default consequences a little 
more palatable. 

For example, accept the contractor 
taking possession of the material but 
only if it has been previously paid 
for, and don’t allow them to take your 
tools and equipment even if on the 
job site. This is just an example, as 
each company needs to decide what is 
acceptable to them. In my opinion, it is 
most important to understand what the 
contract says. Knowing what you are 
contractually bound to will allow you to 
make better decisions as you attempt to 
manage your risk and liability. +

INSIDE CON�
TRACT CLAUSES
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 DSSF CONTRIBUTORS 

THANK YOU TO OUR PREMIER 
CONTRIBUTORS!
The following contributors are committed to making a difference. 
(List current as of August 2, 2021)

ARCHITECTURAL

DIAMOND LEVEL
MANUFACTURER 
($35,000+)

DISTRIBUTOR 
($10,000+)

Twin City Hardware
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 DSSF CONTRIBUTORS 

For more information on becoming a contributor, 
visit www.doorsecuritysafety.org

BRONZE LEVEL
MANUFACTURER ($2,500)
Securitech Group, Inc.

DISTRIBUTOR ($500)
S. A. Morman & Co.

INDIVIDUAL ($100)
Callahan, Stacey M. 
Ferraro, Mark  
Frazier, G. Paul, AHC
Hynds, Joseph J., AHC
McNeese, Debra Jones, AHC
Newport, Sharon, CAE
Pekoc, Thomas A., AHC, CDT, CSI 
Rickard, Al, CAE

SUPPORTER LEVEL
MANUFACTURER (UP TO $2,500)
Accurate Lock & Hardware
JL Jones Group
Security Door Controls

INDIVIDUAL (<$100)
Wear, Brian, DHT, DHC

AFFILIATED ORGANIZATIONS
($5,000)
Steel Door Institute

(UP TO $2,000)
DHI Iowa Chapter
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PLATINUM LEVEL
DISTRIBUTOR ($5,000)
Beacon Commercial Door & Lock
CIH
Contract Hardware, Inc.
Kelley Bros.

SALES AGENCY/ 
CONSULTANT ($2,500)
Door + Hardware Consultants, Inc.

INDIVIDUAL ($1,000+)
Dupuis, David R., AHC, FDAI, FDHI
Flowers, Susan P., DAHC/CDC, FDAI, FDHI 
(In Honor of Donald and Carol Poe)
Hager, Ralph J.
Hooker, Russell , DHT, AOC, DHC, CFDAI
Maas, Robert D., FDHI
Smith, Foster , FDAI
Smith, Lewis , CFDAI
Wacik, Laura A., AHC, FDAI, FDHI

GOLD LEVEL
MANUFACTURER ($10,000)
ABH Manufacturing, 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
Gaddis, Mark F.
Lineberger, Mark E., DAHC/EHC, FDAI, 
FDHI
Riches, K. Chad
Strauss, Charles J.
Sylvester, David M., PSP
Tartre, James R., CDC, FDHI
Vigren, Mark D.

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

DISTRIBUTOR ($1,000)
E. M. Hundley Hardware Co.

SALES AGENCY/ 
CONSULTANT ($500)
Baines Builders Products, Inc.
Donald A Loss Associates
Revelation Door Inspections

INDIVIDUAL ($250)
Beckham, David R., AHC, FDAI
Liddell, Rick, FDHI
St. Amour, Stephen F., AHC, CDT, CSI



PROFIT IMPROVEMENT REPORT

The economy appears to be slowly 
but steadily digging its way out of 
the recession. Experience from past 
recessions strongly suggests that 
profits will rise as sales increase. That 
will happen almost automatically, 
even if firms do nothing to change 
their business model.

That same experience, though, 
suggests that the increase in profit will 
not be as robust as it could be with 
planning. In short, far too many firms 
allow a portion of potential profit to go 
to waste. 

This report examines the sales growth 
versus profit growth dilemma from two 
different perspectives:

1. The small changes challenge – an 
exploration of the two key factors 
underlying the lag in profitability. 

2. Managing the sales-to-profit 
relationship – an identification of 
specific actions that firms must take 
to optimize profit growth from sales 
growth.

SMALL CHANGES CHALLENGE
The profitability challenges identified 
after past recessions were pressures 
on the gross margin percentage and 
accelerating payroll costs. To be clear, 
distributors did not suffer any major 
problems in these areas. However, 
even the small changes had a large 
cumulative effect on profit.

Table 1 demonstrates the impact of 
sales growth on profit for the typical 
DHI distributor based upon the latest 
DHI Industry Financial Benchmarking 
Report. As can be seen in the first 
column, the firm generates $20.0 million 
in sales, operates on a gross margin 
of 32.5% of sales, and produces a 
bottom-line profit of 5.5% of sales, or 
$1,100,000.

Three different scenarios are presented 
in the exhibit that all represent sales 
growth of 10%. The differences in the 
scenarios are related to what happens 
to gross margin and payroll expense as 
a result of the sales growth. 

The “Business as Usual” scenario 
assumes sales, gross margin and payroll 
expenses all increase at the same 10% 
rate. The only leveraging of the sales 
growth is that non-payroll expenses 
(labeled “All Other Expenses”) increase 
in aggregate only with inflation. In 
the exhibit, that is a 2% increase in 
each scenario. The result is dollar 
profit increases by 20.2%, and the firm 
declares victory.

The second scenario, “Unplanned 
Performance,” reflects the profit 
challenges that face distributors after 
every recession. These changes are 
subtle but insidious. 

In this scenario, gross margin dollars 
increase by only 9%, while sales 
increase by 10%. Second, payroll 
expenses increase by 11% during the 
same period. 

With these minor variations, profit only 
increases to $1,217,000. That is still a 
10.6% increase, but a large part of the 
sales increase has been wasted. 

Even small, seemingly insignificant 
changes in gross margin and payroll 
expense are not all that insignificant. 
The sad reality is these are the sort 
of minor changes that arise during 
recovery.

The final scenario, “Planned 
Performance,” reverses the profit 
challenges. It demonstrates the effect 
of an 11% increase in gross margin and 
only a 9% increase in payroll. The profit 
impact, however, is not simply a mirror 
image of the “Unplanned Performance” 
results. The impact is dramatic with 
profit rising to $1,427,000, an increase 
of 29.7%.

Sales growth is nice; however, the 
factors underlying the sales growth 
are decidedly more important than 
the sales growth itself. The potential 
deterioration in gross margin and 
payroll expense performance must be 
averted. If that can be achieved, the 
typical DHI member is in position for the 
strongest possible profit results.

MANAGING THE SALES-TO-
PROFIT RELATIONSHIP
The profit challenges facing 
distributors today are nothing more 
than a repetition of the challenges 
that have followed every period of 
economic sluggishness and recovery. 
The euphoria of sales growth causes 
managers to forget most of the 
painful lessons learned in the previous 
recession and recovery periods. 

As demonstrated in Table 1, those 
lessons are centered on gross margin 
and payroll expense. While both factors 
are important, gross margin is the real 
profit driver.

SALES GROWTH IS GREAT 
UNTIL IT ISN’T

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.
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PROFIT IMPROVEMENT REPORT

TABLE 1  THE IMPACT FROM PLANNED VERSUS UNPLANNED PERFORMANCE FOR THE TYPICAL DHI MEMBER

10.0% Sales Increase

Financial Profile – $
Current  
Results

Business  
As Usual

Unplanned 
Performance

Planned 
Performance

Net Sales $20,000,000 $22,000,000 $22,000,000 $22,000,000

Cost of Goods Sold 13,500,000 14,850,000 14,175,000 14,785,000

Gross Margin 6,500,000 7,150,000 7,085,000 7,215,000

Payroll and Fringe Benefits 4,000,000 4,400,000 4,440,000 4,360,000

All Other Expenses 1,400,000 1,428,000 1,428,000 1,428,000

Total Expenses 5,400,000 5,828,000 5,868,000 5,788,000

Profit Before Taxes $1,100,000 $1,322,000 $1,217,000 $1,427,000

Financial Profile – % of Sales

Net Sales 100.0 100.0 100.0 100.0

Cost of Goods Sold 67.5 67.5 64.4 67.2

Gross Margin 32.5 32.5 32.2 32.8

Payroll and Fringe Benefits 20.0 20.0 20.2 19.8

All Other Expenses 7.0 6.5 6.5 6.5

Total Expenses 27.0 26.5 26.7 26.3

Profit Before Taxes 5.5 6.0 5.5 6.5

Gross Margin – Experience from 
prior periods of strong recovery 
suggests gross margin walks out the 
door when strong sales growth walks 
in — this is human nature. The sales 
focus diminishes the margin focus. 
Getting the margin focus back requires 
communication and analysis.

The communication issue requires 
reinforcing the importance of price 
integrity throughout the firm, but 
especially to the sales team. Without 
constant pricing reminders, gross 
margin slippage occurs almost 
automatically.

The analysis component involves 
finding hidden opportunities to improve 
gross margin. In both good times and 
bad, firms continue to underprice 

their slowest selling items and special-
order merchandise. The improvement 
potential is more substantial than most 
firms believe.

Payroll Control – The keys to payroll 
control also are twofold. The first is 
euphoria. The second is infrastructure 
bias.

The euphoria problem arises because 
there is an understandable tendency to 
want to help employees “catch up” on 
payroll increases that may have been 
deferred during the down economy. 
It is essential to ensure the increase in 
payroll follows rather than leads the 
increase in sales volume.

The infrastructure bias comes into play 
because now that sales are up, the 

firm would like to generate even more 
growth. The thought process is that if 
the firm increased its infrastructure, 
then sales growth would be spectacular. 
The timing of such increases, in terms 
of additional sales staff, must be related 
directly to real sales potential.

MOVING FORWARD
If DHI members are going to reach 
higher levels of profitability, it is 
essential they develop improvement 
plans in two areas: gross margin and 
payroll expense leveraging. In addition, 
they must ensure every employee 
understands how individual actions will 
help make the improvements a reality. +
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SUMMER 
SIGHTINGS

BY MARK J. BERGER, FDHI

REAL OPENINGS

I hope you had a chance to get out and about this summer. Based on 
the airport and highway traffic, it seemed like this summer many of us 
were discovering America. You can count me in that group, as I flew 
cross-country to rent a car and tour some wonderful national parks. 
Flights were full, as were hotels and the parks. We also did some 
wonderful drives right here in New York state.

But no matter where we went, I encountered some exit doors that 
beckoned me to pause the vacay and snap a shot or two. Here’s this 
month’s theme—none of these exits have items on the doors that 
impede exiting. However, there are some obstacles or signage that 
could cause confusion during an emergency.

A DOUBLE TROUBLE
It’s a clear path to the first door, but it swings in. The next door, which 
leads to an exit corridor, has a knob in place of an exit device, and a few 
of the usual inconveniently placed items to overcome. 

B EASY-TO-READ SIGN
I saw the lovely brass cross bar while walking on the street. There was 
beautifully lettered signage displaying the store’s hours and directing 
me to the main entrance around the corner. I walked inside to see if 
there was signage above the door indicating it was truly an exit and, 
sure enough, it was there.

A

B
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REAL OPENINGS

C POLITENESS
This is another example of trying to restrict authorized exiting. At least 
the sign and stand are relatively small. 

D OLYMPIC HURDLE 
Besides the normal exit path blockage by a product display, here we 
have a very clear example of a decision to restrict access to exit doors. 
The exit is located far away from the cashiers, so this is clearly an area 
where the store is trying to eliminate grab-and-run exiting. Judging by 
all the scuff marks on the plywood, it’s clear this has been blocked for 
quite a while.

E INTERLOCKING BARRIERS (1 & 2)
I learned there are multiple names for these, but my favorite would be 
Jersey barriers. According to Wikipedia, “They are named after the U.S. 
state of New Jersey which first started using the barriers as separators 
between lanes of a highway in the 1950s.” 

As you can see, there’s no highway here, only banks of exit doors. There 
wasn’t an active construction project that I could see, but there was 
definitely active blocking that could trap people behind the door.

C

D E
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MARK J. BERGER, FDHI, is the President and Chief 
Product Officer of Securitech Group, and a Past President 
of DHI and Chair of the Builders Hardware Manufacturers 
Association Codes & Government Affairs Committee. 
All “Real Openings” photos were 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. To submit a photo for this 
column, email mberger@securitech.com.

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

F WINDY EXCUSE
Sometimes doors are hard to open because of environmental 
conditions. I could actually open the door, despite what the sign says, 
but I’d be happier with an exit device in place of the thumbturn.

G REVERSED SWING
Yup, I tried to lower the levers. Nope, they were locked, and the access 
control reader on the wall to the right is active. Perhaps these are fail-
safe and tied into the fire alarm system, but we all know that there’s no 
such thing as a “part-time” emergency exit.

GF
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ARCHITECTURE BILLINGS INDEX 
ROBUST GROWTH CONTINUES
Architecture firms reported increasing 
demand for design services in June 
according to a report from The American 
Institute of Architects (AIA).

AIA’s Architecture Billings Index (ABI) 
score for June remained at an elevated 
level of 57.1 in June (any score above 50 
indicates an increase in billings). During 
June, the new design contracts score also 
remained positive at 58.9 but was not 
quite as strong as the 63.2 reading in May. 
New project inquiries logged another 
near-record high score at 71.8 in June, 
compared to 69.2 in May.                

“With the current pace of billings growth 
near the highest levels ever seen in the 
history of the index, we’re expecting a 
sharp upturn in nonresidential building 
activity later this year and into 2022,” said 
AIA Chief Economist Kermit Baker, Hon. 
AIA, Ph.D.

SOURCE: AMERICAN INSTITUTE OF ARCHITECTS

AIA ARCHITECTURE BILLINGS INDEX SCORES IN JUNE
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THOUGHTS

REGULATORY COMPLIANCE IS A CHALLENGE FOR ALL INDUSTRIES. 
AS REGULATIONS CHANGE, THEY CAN INCREASE THE COMPLIANCE 
BURDEN AND BE DIFFICULT TO INTERPRET. UPDATES TO THE BUY 
AMERICAN ACT (BAA) THAT WENT INTO EFFECT IN FEBRUARY 2021 
CREATED SIGNIFICANT CONFUSION, AS THESE ARE THE FIRST 
REVISIONS TO THE BAA IN 67 YEARS. THIS OVERVIEW WILL HELP YOU 
UNDERSTAND THE BAA.

THE BEGINNING
The purpose of the BAA is to provide 
detailed guidance regarding domestic 
procurement requirements for both 
construction and supply acquisitions 
for most of the U.S. federal government 
and many states. It’s up to the Federal 
Acquisition Regulatory Council to 
execute the goals and enforce the BAA.

The original BAA was enacted in 1933 
by President Herbert Hoover, and the 
last version was enacted in 1954 by 
President Eisenhower. Under the 1954 
BAA, products supplied to the federal 
government were to be manufactured in 
the U.S. and either the cost of domestic 
components must exceed 50% of the 
cost of all components or the product 
must be commercial-off-the-shelf 
(COTS, or standard products offered 
by commercial companies). On July 15, 
2019, President Donald Trump signed 
Executive Order (EO) 13881 to modify 
legacy BAA regulations to increase the 
use of American-made goods. Following 
commission reviews and public 
comments, these new regulations went 
into effect in February 2021. 

UNDERSTANDING THE NEW 
REGULATIONS
EO 13881 states that products must still 
be “manufactured” in the United States, 
but the previous COTS requirement/
exemption has been removed, almost 
in its entirety, except for the use of 
foreign-made fasteners. In its place is the 
following language: “If a product’s overall 
content (based on cost of components) is 

considered to be greater than 50% iron 
or steel, then foreign iron or steel must be 
less than 5% of the cost of all components 
(excluding fasteners).”

President Joe Biden’s additions to these 
American-centric buying provisions 
includes the creation of a new Made 
in America Offi ce (under the White 
House Offi ce of Management and 
Budget). Celeste Drake, Director of this 
organization, and her team will assess 
waiver requests to the BAA regulations 
and determine whether foreign product 
waivers should be allowed.

In a global economy, with complex 
products sourced and manufactured 
worldwide, virtually all businesses are 
affected by this legislation, especially 
the door and hardware industry. 
Construction-related businesses will be 
forced to consider the sales and market 
share impacts of compliance. Supply 
chain managers will have to balance 
the pressures to reduce costs with the 
demands of domestic supply to the 
world’s largest customer: U.S. federal and 
state governments.

As this plays out in the door and hardware 
industry—whether it’s domestic, global or 
dual sourcing for manufacturers—the fact 
remains that the new BAA protections 
on U.S. iron and steel are likely to remain 
for the foreseeable future. While the 
regulatory changes are dense and 
complex, the positive outcome is the 
White House’s reinforced commitment to 
higher U.S. sourced and manufactured 
content in construction and the unity of 
the federal government to follow through 
on U.S. manufacturing protections. +

UNDERSTANDING NEW BUY 
AMERICAN ACT REGULATIONS

STEVE ATKINSON is Business 
Development Manager – Government, 
ASSA ABLOY Opening Solutions Americas. 
Email: steve.atkinson@assaabloy.com.

Verifying facial database

Learn more about our low-contact and no-contact access 
solutions today. www.klacci.com

ANSI Grade 1

Touchless Smart Lock

Touchless
The personal device functions as your digital keys, allowing touchless and convenient way to unlock 
doors. This low-contact solution minimizes contact points to deliver a sense of well-being.

Dual Authentication
The iF Series Touchless Smart Lock utilizes the device’s built-in cameras or biometric 
interface with the Smartlink’s in-app passcode entry. You are now securing your 
property access with something you are and something you know.

Mobile Biometrics Access Control
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This path gets you the 
solutions you need, now.
Your customers count on you to get 
things done. So we make it simple to 
find the solutions you need, and ship 
them out same day.

800.847.5625info@seclock.com seclock.com
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