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Alistate Agents see things the way you do. They understand that protecting
your business vehicles is not simply about keeping the work flowing today.

It's about growing your business tomorrow. Allstate Agents offer a broad /’@)
range of insurance and other tools to help meet your goals. &‘g,
You deserve an insurance agent who understands the needs of your business. A"state
That's Allstate’s Stand” You're in good hands.

FOR AN ALLSTATE AGENT EXPERIENCED IN BUSINESS INSURANCE, CALL 1-888-322-3078.

Insurance subject to availability and qualifications. Allstate Insurance Company and Allstate Indemnity Company, Northbrook, IL. Allstate County Mutual Insurance Company, Irving, TX.
Allstate New Jersey Insurance Company, Bridgewater, NJ. © 2009 Allstate Insurance Company, Northbrook, IL.



The Turn 10 Ladies

Gun Safe Banner... ., o

A
FREE with your next Gun Safe order ($75.00 Value)
Amsec or Gardall Gun Safes

o

® | arge 2 x 6 Foot with 6 Grommet Holes

® Heavy Vinyl with Sewn Edges

® Great Visual & Screened on Both Sides

Perfect for Indoor/Outdoor Use

Portable Use
SELL MORE SAFES

FREE Freight Program
o~ (30 States)

IN-sTOCK ... AMSEC [ardall FireKing

HAYMAN
SCHWAB V/Icror

© Call Angela, Kathy,
.I-U Rn 1@ Holly or Stephanie.

WHOLESALE SERVICE 800-848-9790

LoGIc

Call the Turn 10 Ladies... We will help You Sell More Safes!
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BETTER RECORDS =
MORE EFFICIENCY

In general, we locksmiths are quite good in documenting the facets of master
keying jobs, such as all keys and cylinders as well as who is authorized to order
more keys. But do you document installations? This is an area where most of us

must improve.
Each installation has many details pertinent to getting the job done correctly and quick-
ly. How much can you remember about the jobs you did this week? Last month? Last year?

You will save a lot of time by having proper documentation of your installations.

The same is true with safes. Several times in our company history, we didn’t document
w a safe opening job where we had a lot of trouble. Then two years later, we had to open a
Do you document similar safe and made the same time-consuming errors again. Don’t let this happen to you.
installations? This is an Documentation is essential in our business. Document the safes you have opened with pic-
h t of us tures and take copious notes about the procedures.
area where mos Electronic products offer their own set of challenges. Most locksmith companies started
must im prove .7 small with electronic products. You do not need a lot of records when selling a stand-alone
= digital lock or a remote release for a front door. But the moment you are into larger systems,
it is essential to document what you are making.

Today, there is now software available to show your wiring in a building. The Norwegian
Locksmith Association has even made its own standard of symbols for some of the most
common products—such as electric strike, card readers and motorized locks—used by
electronic locksmiths.

The better records we keep, the more efficient we become. And as our productivity in-
creases, so does the bottom line. Start documenting today. &

A\

Sl QML

Hans Mejlshede, CML
President
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“ALOA is introducing a
new Certified Fire Door

Inspector course and
has created the Certified
Fire Door Inspector
(CFDI) designation.”

WWW.ALDA.ORG

BECOME A CERTIFIED
FIRE DOOR INSPECTOR

As we ramp up preparation for the 54™ Annual ALOA Convention and Security
Expo in Orlando, Florida, I wanted to share with you an exciting new program that
enables you to expand your services and improve your professional image to cus-
tomers: ALOA is introducing a new Certified Fire Door Inspector course and has created the

Certified Fire Door Inspector (CFDI) designation.

In 2007, the National Fire Protection Association (NFPA) released a new version of the
NFPA-80, Fire Doors and Frames Code, which is being approved by state fire marshals
throughout the country. This new version includes a requirement that all building owners pro-
vide for annual inspection of all fire doors and frames of buildings. It specifies that an inspec-
tor only need be experienced in doors, frames and hardware. This is an excellent opportunity
to gain market share for ALOA members who are servicing locks and hardware on fire doors
as part of their regular work schedule.

The ALOA Certified Fire Door Inspector course, which also includes door survey training
and life safety codes, has been created in conjunction with International Fire Door Inspectors
Association (IFDIA) and is based upon its online course that is on available at www.ifdia.org.
A discount is given to ALOA members.

Additionally, ALOA has reached an agreement with the Door and Hardware Institute (DHI)
to offer its three-day Fire Door Assembly Inspection course to our members. Educational ses-
sions are held throughout the year; visit www.dhi.org for a complete schedule.

To achieve the ALOA Certified Fire Door Inspector (CFDI) designation, you must meet the
following criteria:

« Receive a certificate of completion from taking either the online Fire Door Inspector
course through IFDIA or the DHI three-day Fire Door Assembly Inspection course.

o Complete the half-day field door survey class with additional instruction regarding life
safety codes. See Upcoming Events on page 11 as well as www.aloa.org for the complete
class schedule.

o Pass the Life Safety Codes (L-07) PRP exam, which is scheduled throughout the year
and will be available in a computer-based testing format later this month.

Or during the ALOA Convention, you can simply complete the entire program, which
includes the Fire Door Inspector class, Fire Door Survey class with Life Safety Code review,
and the Life Safety Codes (L-07) PRP exam. To register, see the convention brochure that was
mailed with the April issue of Keynotes or visit www.aloa.org/convention.

Don’t miss this opportunity to grow your professional expertise, increase your business and

become an even more valuable resource to your customers. &

el ve e

David M. Lowell, CAE, CML
Executive Director
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INDUSTRY NEWS, ALOA NEwWS AND NEW PRODUCTS

New Officers,
Convention

Dates, For
ALOA Europe

>> ALOA’s European Chapter has
elected the following new officers:
CHAIRMAN: Rene Andreasen

Valhojs alle 175

DK2610 Rodovre, Denmark
rene@lock.dk

SECRETARY: Ron Cliff

46 Beechmount Avenue

Hanwell, London, W7 3AG. U.K.
recliff@aol.com

TREASURER: Dave Stokes

Dennis Security Centre

137-139 Wood Street

Walthamstow, London, E17 3LX. U.K.

val@dennissecurity.co.uk

Nason’s Lock & Security
Receives 2010 Best Of
Oxnard Award

or the second consecutive year, Nason’s Lock & Security has been selected for
the 2010 Best of Oxnard Award in the Full Service Professional Locksmiths,
Safes & Electronic Security category by the U.S. Commerce Association
(USCA). The USCA Best of Local Business Award Program recognizes
outstanding local businesses throughout the country.

Each year, the USCA identifies companies that it believes have achieved exceptional
marketing success in their local community and business category. These are local
companies that enhance the positive image of small business through service to their
customers and community.

Nationwide, only one in 70 (1.4 percent) of the 2009 Award recipients qualified as
two-time award winners. Various sources of information were gathered and analyzed
to choose the winners in each category. The 2010 USCA Award Program focuses on
quality, not quantity. Winners are determined based on the information gathered both
internally by the USCA and data provided by third parties.

Updated Motorcycle Key
Blank Reference Available
From Kaba llco Corp.

Additionally, the International Auto-
locksmiths Convention will be held No-
vember 5-7, 2010, at the Hilton Manchester
Airport Hotel in Manchester, U.K. The

event features an exhibition, training class-

aba Ilco Corp. has updated
its Motorcycle Key Blank

Reference. This updated key MOtOfCVCl e es and social program. For more informa-
blank reference is available Ke Blank tion, visit www.the-auto-convention.org.
as a pdf download from the Re erence
Kaba Ilco website www.kaba-ilco.com/ ke P
key_systems. The document is located > See Your
under “Literature & Support, Key .
Blanks, Automotive Key Blanks” under E h El|:| tE r In p rin t
the column titled “Reference Guide.” What’s happening in your chapter
The guide is provided free of charge or affiliate? From tradeshows and
and printed copies are available from education seminars to network-
your Kaba Ilco distributor. ing events or special recognition,
Keynotes wants to know about it.
Contact editor@aloa.org to submit
your chapter and affiliate news—
Sileo

and see yourself in print.

LT
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Give Back: Become An ALOA Ambassador

ow can you give back to the industry and support ALOA? By applying to be part of ALOA’s Ambassador Program. Introduced
at the 2009 Annual ALOA Convention and Security Expo, ALOA’s Ambassador Program was created as a way to expand
ALOAs ability to reach as many locksmith and security professionals as possible around the world.

What does an ALOA Ambassador do? An ambassador, by definition, is a representative; a person who promotes interest in a
program and encourages its rise in popularity. That’s exactly what you’ll do as an ALOA Ambassador.

It’s easy. All you have to do is promote ALOA within your organization (and beyond) in any of the following ways:

o Promote ALOA membership by highlighting benefits to colleagues.

« Display the ALOA logo on your organization’s message board and include a hyperlink back to ALOA’s website.
« Distribute membership, convention and educational promotional fliers and brochures to common rooms.

o Include details of relevant conferences, ACE classes or PRP sittings on your organization’s calendar.

o Forward any ALOA convention e-mails to your colleagues.

o Use your own internal mechanisms of communication, such as newsletters or bulletins, to promote ALOA.

« Promote the ALOA weekly e-Newsletter as another source of keeping up to date on industry and ALOA news.

If you are already promoting ALOA, then you are an ideal candidate. Become part of this group of industry professionals who work to
advance the industry by promoting ALOA and its mission of enhancing the professionalism, education and ethics. As thanks for their hard
work, ALOA Ambassadors receive special recognition in Keynotes and are honored at the Annual ALOA Convention & Security Expo.

Becoming an ambassador is easy. Contact ALOA Headquarters by e-mailing mary@aloa.org or calling 214-819-9733 ext. 220 to request
the necessary Ambassador Program Application and to receive more details.

WWW.ALDA.ORBG JUNE 2010 KEYNOTES 7
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ALOA Expands Membership
Opportunities With New International
Association Membership Class

t the Special Bylaws Revision

Election Meeting, held in Dal-

las, Texas on March 11, 2010,

anew class of membership—

International Association
Membership—was adopted to provide an
opportunity for international organiza-
tions/associations who represent the lock-
smith/access control industry, to become
members of ALOA.

International organizations/associations
with 10 or more members who are actively
involved in the locksmith/access control
industry and are incorporated within
and/or nationally recognized in any
country other than the United States are
eligible to apply for membership under
this new category. Their membership and
renewal will be approved as determined
by the ALOA Board of Directors, and
the designated representative of the

international organization/association must

BENEFIT OF THE MONTH

be an active member of ALOA.

Those international organizations/
associations that qualify are eligible for
a one-time, introductory membership
dues rate of $200 (USD), plus a one-time
application fee of $75 (USD) and a dues
rate of $85 (USD) for every additional
association member that is enrolled. This
offer is available until December 31, 2010.

To apply for membership, each
International Association must submit
an enrollment form for each of its own
organization’s members to be enrolled
under its membership at the time of
application. All required applications, forms
and fees must be received at the time of
application for processing to begin. If there
are changes in enrolled members during
the fiscal year, an enrollment form and $20
(USD) administration fee will be required.

For more details on how to apply,

contact membership@aloa.org.

Upcoming
ALOA
Events

JUNE T

ALOA Special Board of Directors
Election Meeting

ALOA International Headquarters, 10 am
3500 Easy Street, Dallas, Texas 75247
Members are welcome to attend.

RSVP: joanne@aloa.org

www.aloa.org

AUGUST1-8
54" Annual ALOA Convention
& Security Expo

ACE/PRP: 70 full-day and 40
half-day classes/seminars
Orlando, Florida, ALOA Education
800-532-2562 x101
education@aloa.org
www.aloa.org/education
www.aloa.org/convention

FindALocksmith.com

qualified locksmiths located in their neighborhood.

Once the data entry is complete, click “submit” and you’re done.

If you have questions or need technical assistance, contact membership@aloa.org.

ALOA Member Benefit Of The Month:

Are you taking advantage of one of the most powerful marketing benefits of your ALOA membership?

FindALocksmith.com is a powerful online search tool designed to provide the public with instant search results of

The new design allows you to update your company information including a list of services you provide and your hours of opera-
tion. If your listing isn’t up-to-date or if you aren’t listed at all, you may be losing out on new business opportunities in your area.

To get started, log on to Find ALocksmith.com and click on the “Get Listed” link under the question, “Are you a locksmith?”
Next, log in with the individual e-mail address ALOA has on file. The password is your ALOA member number.

Follow the prompts to update your company information, add business hours and include business specialties. This is the infor-

mation consumers see about your business. If updating your address, ALOA will verify the new location before it is posted online.

8 KEYNOTES
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Door Opener

Developed specifically for the hotel
market, AElement allows hoteliers
to control the security of their en-
tire building, grant access privileges
to individual rooms and gather audit
trail data from every door—all without
leaving the front desk. The backbone of
the system is a series of gateways and
repeaters that act as antennas, collect-
ing and sending information from the
computer server directly to the wireless
locks. One gateway can manage several
electronic locks as well as repeaters,
minimizing infrastructure costs and
maximizing flexibility. It operates
on a 2.4GHz wireless network over
an 802.15.4 protocol and works with
mainstream RFID technology such as
Mifare and Desfire, the latest versions
of Mifare Plus and Desfire EV1, as well
as with standard low cost hotel guest
cards. It is available in two contempo-
rary colors, pearl black and ice white,
and can be combined with a wide range
of designer handles.

For more information, go to

www.saltosystems.com.

WWW.ALDA.ORG

Reverse Course

The Auto-Reverse 5 Series Mortise Lock from
Marks USA enables the lock handing to be reversed
without removing the lock cover and exposing the
internal components. The locksets are UL Listed,
BHMA/ANSI certified to Grade 1 and are backed by
a limited lifetime mechanical warranty. Addition-
ally, they are available in more than 40 functions,
all with thru-bolted trims for automatic trim-lock
alignment. Lever trims and lock bodies include
independent support springs and self-adjusting
spindles. Both standard and custom trims are avail-
able with knobs, levers, rosettes and escutcheon

plates to accommodate even the most challenging

customer’s needs.

For more information, go to www.marksusa.com.
T e e e e e e e e e e e e e e e e e e e e e e e e e e e e e e e e

Superior Upgrade

>> The Lori Mortise Cylinder Deadbolt by Ilco® has been upgraded to include built in
spacers to support the cylinder and roses in the bottom of the prep (2 1/8”). Additionally,
the bolt side rails have been strengthened, providing even further support. Two new finish-
es—permanent brass (03P) and stainless steel (32D)—are available and have a five-year fade
and tarnish warranty. It is offered with cylinders in 32 keyways and sizes from 15/16” to 2”
as well as without cylinders. And any standard mortise cylinder with an Adams Rite style
cam can be used with no modification required.

For more information, go to www.kaba-ilco.com. &

JUNE 2010 KEYNOTES 9
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APPLICANTS FOR MEMBERSHIP (As oF MAY 14, 2010)

ARIZONA

CHANDLER
Meredith A. Herbert Il
Sponsor: Todd Hogan

CALIFORNIA

DALY CITY
Dan Bagon
Sponsor: Yaron Erez

SANTA CLARA
Deckard Pham

COLORADO

PUEBLO
Randy Matuzak

VAIL

Michael L. Layman

Sponsor: Christopher B. Dangler,
CRL

FLORIDA

DANIA BEACH
Howard B. Teamkin

DELTONA
Rene Fernandez
Sponsor: Jose L. Cajigas

FLEMING ISLAND

David McCall

Sponsor: James L. Hancock, CML,
CPS

HOMESTEAD
Thomas M. Austen

NAPLES

Key Powell

Sponsor: William C. Boughman,
CPS

ORLANDO
Urban Cederblom

SAINT AUGUSTINE
David Burr
Sponsor: Jeffrey B. Oakley

SARASOTA
Thomas M. Handley

GEDRGIA

DULUTH
Kenn L. Stewart

KEYNOTES
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OTTUMWA

Travis Wilbanks
Sponsor: Luke J. Pieper

IDAHD
POST FALLS
Thurman D. Dunlow, Jr.

ILLINOIS
LAKE FOREST
Thomas J. Coulter

KENTUCKY
MAYSVILLE
David Reed

MOREHEAD
Ronald G. Sloan, CRL

OAK GROVE
Eric Ebeling
Sponsor: Robert Ayers

LOUISIANA

DAK GROVE

Andrew Teague

Sponsor: James L. Queen, CML

MARYLAND
CHESTERTOWN
Brian Truitt

FARMINGTON
Michael R. Haney

SAINT LOUIS

Steven A. Katz

Sponsor: Michael K. Yarberry,
CML, CPS

NORTH CAROLINA
JACKSONVILLE

Daniel O’Connor

Sponsor: Ezekiel Owens, Jr.

NEW JERSEY

MANVILLE

Hassan Crumby

Sponsor: Michael LaBar, CAL

PENNINGTON
William Rodriguez
Sponsor: Daniel Hogan

NEW MEXICD

FARMINGTON

Jeffery Peck

Sponsor: Georgia G. Bright, CRL

NEW YORK
BRONX
David J. Miller

DEER PARK
Brian Koltzau

IRONDIQUOIT
Gary S. Ruggles

MONROEVILLE
Robert A. Smith

PENNSYLVANIA
MEDIA
Leo E. Kreinberg, RL

RHODE ISLAND
BRISTOL
Ann Strong

TEXAS
AUSTIN
Stephen Monroe

ODESSA
Michel A. Clemmer
Sponsor: Katherine Brown

WASHINGTON
OLGA
Thomas Tillman

WASHINGTON DC
WASHINGTON

Biniyam Geremew

Sponsor: Philip A. Rovenolt, CPL

INTERNATIONAL

BAHAMAS
NASSAU N P
Robert F. Pearce
Eric P. Whitely

KOREA

CHUN CHEON-SI GANG WONDO
Jong Seok Kang

WWW.ALDA.ORG
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APPLICANTS FOR MEMBERSHIP (As oF MAY 14, 2010)

KOREA CONTINUED...

DAEJEON-SI GYEONGGI NAMDONG-KU

Jae Won Lee Gyeong Seop Weon Song Bok Kwon
GEONGGI-DO JEONJU-SI SEGUI-SI JEJU-DO

Yeong Hwan Yeong Myeong Gyu Lee Sang Hwan Hyun

GYEONG JU-SI GYEONG SANG JZONBOOK YANG SAN-S| GEONG NAM
Han Seop Choi Yong Nam Kim Byeung Ho Kim

These applicants are scheduled for clearance as members of ALOA. The names are published for member review and for comment within 30 days of this
Keynotes issue date, respectively, to ensure applicants meet the standards of ALOA’s Code of Ethics. Protests, if any, must be addressed to the ALOA
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Stephanie Parrott, 859-425-3325 23 IML Expo
stephanie.parrott@clarksecurity.com —_— Denver, Colorado
www.clarksecurity.com 25 www.imlss.com
1 ALOA Special Membership Meeting: 24 PRP
Board of Directors Election Intermountain Lock & Security Supply
Dallas, Texas, Members are welcome to attend. Lakewood, Colorado
RSVP: joanne@aloa.org, www.aloa.org Gino Brienzi
303-698-1898
gino.brienzi@imlss.com
12 ACE: Keyless Mechanical Locks
s PRP: L-20 2B ACE: Comprehensive Access Control
E Locksmith Security Association of Michigan . p
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marcdearing@marxlocksmith.com Iockg’mithala@ ’mail com
www.Isamichigan.org 29 y
www.locksmithala.org
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North Jersey Master Locksmiths Association
Secaucus, New Jersey
Ken Vitty, CPL, CFL
732-237.0209 Juy200
kvitfs@aol. , .njmla. -
vitisaol.com, www.njmia.org 17 A ACE: Safe Lock Servicing &
Troubleshooting
Nebraska Locksmith Association
13 North Jersey Master Locksmiths Association Norfolk, Nebraska
16* Annual Flea Market Ryan Andersen, CRL, 402-499-3195
Garfield, New Jersey randers75@yahoo.com
ww.njmla.org www.nebraska-locksmith.com

For a complete Calendar of Events, visit www.aloa.org.
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Economic Prospects

While not immediately hit by the recession, the door and hardware

industry is weathering the storm of an unpredictable future.
By Jerry S. Heppes, Sr., CAE

rom newspapers and magazines to blogs and the evening news, the recession and stayed informed on the direction of this
its aftermath on the U.S. economy are still making headlines. While some indus- downturn and its potential impact on
try segments have experienced relief, the door and hardware industry continues our industry.
feeling the pain.
While I am neither an economist nor a financial expert, I do have some per- SETTING THE STAGE: A
spective on where the commercial door and hardware industry is headed. As a 23-year HISTORICAL PERSPECTIVE
employee of the Door and Hardware Institute, I have watched the industry evolve and have The residential market downturn started

12 KEYNOTES JUNE 2010 WWW.ALODA.ORG



in 2007, and by September 2008, the U.S.
financial markets began hemorrhaging.
The federal government assumed control of
the mortgage giants Freddie Mac and Fan-
nie Mae, investment bank Lehman Broth-
ers went bankrupt, AIG received an $85
billion cash infusion, credit markets locked

up and stock markets began to fall.

“It takes longer

to complete most
commercial projects—
from funding to final
construction—than
residential. This

enabled the industry
time to prepare for a
downturn.”
|

At this time, the door and hardware
industry was still surviving off of a healthy
backlog. This carried many through the
first two quarters of 2009, which is when
the stock market became volatile and hit its
low. There are several reasons our industry
didn’t feel the immediate hit.

Fortunately, commercial construction is
not as immediately volatile as residential
construction. It takes longer to complete
most commercial projects—from funding
to final construction—than residential.
This enabled the industry time to prepare
for a downturn.

WWW.ALDA.ORG

Additionally, it is much easier to put res-
idential construction on hold in reaction
to a decrease in demand in comparison to
commercial construction, which is not as
directly tied to immediate demand for the
property. For example, a slower economy is
not going to stop a school from being built
if the need has been determined and fund-
ing has been granted.

Of course, demand eventually impacts
commercial projects, but when compared
to residential construction, it is not as im-
mediate. This phenomenon allows those
in the commercial construction channel
plenty of time to recognize warning
signals—such as a smaller backlog and
fewer projects to bid—of an eminent
downturn. Thus, businesses have sufficient
time to prepare for survival.

Another factor giving our industry time
to heed warning signals in advance of
actual decreases is that door and hardware
products are delivered during the final
stages of construction projects. In talking
with both distributors and manufacturers
throughout late 2008/early 2009, a consis-
tent message was heard: “Our business is
still good.” “We look to finish off a strong
fiscal year (2008).” “Backlogs throughout
the first quarter of 2009 are solid, and we

»

are still seeing encouraging bidding activ-
ity” “We believe the first two quarters

of 2009 will be fine but anticipate future
change at some point.”

McGraw Hill Construction’s Outlook
2009 Industry Forecast and Trends pre-
dicted less of a decrease compared to the
last two years. However, full recovery was

another matter.

Door and Hardware Institute

What Is The
Door and
Hardware
Institute?

) Members of the Door and
Hardware Institute (DHI) are
engaged in the manufacturing
and distribution of doors and
hardware, access control, fire
door inspection and correction,
primarily in the commercial
building industry. They supply
solutions and the appropriate

products for all types of buildings:

healthcare centers, educational
campuses, office spaces, sports
complexes, multi-dwelling units
and religious facilities.

The DHI and its members are
active in writing the majority of
the specifications for the design
industry on the commercial
architectural opening. To support
the industry, DHI is aggressive

in developing and managing
many codes and standards, and
it conducts lobbying activities
on Capitol Hill to advance the
key role the industry’s solutions
and products play in life safety in
every building every day.

For more information, visit
www.dhi.org.
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Many economists believe the early signs
of recovery will begin in the residential
housing market and, at the time, were
targeting mid- to late-2010 before a healthy
residential construction market appears.
Unfortunately, we’re not there yet.

While the government began identify-
ing and implementing strategies to return
consumer confidence and health, many
have not had an immediate and successful
impact. For example, the $700 billion res-
cue package to acquire risky mortgages in

the lending community has not produced

)

JUNE 2010

the desired result: improved consumer
confidence and increased lending, which
leads to more consumer purchasing.
Rather than lend, however, many fi-
nancial institutions have held onto the
available funds to maintain liquidity. The
lower interest rates offered by the govern-
ment have not generated more lending for
items such as automobiles. Unemployment
has stayed above 10 percent (for reference,
it reached 25 percent during the Great
Depression). This type of news has been

devastating on consumer confidence.

The construction industry has been
severely impacted by the current recession.
In fact, construction spending declined by
$137 billion last year and now is the low-
est in six years, according to Stephen E.
Sandherr, CEO of the Associated General
Contractors of America, as reported in
the January 20, 2010, edition of
Construction NEWS.

The forecast for 2010 nonresidential
construction is just as bleak. Figures
from the American Institute of Archi-
tects (AIA) Non-Residential Construction
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“Many economists
believe the early signs
of recovery will begin in
the residential housing
market and, at the time,
were targeting mid-

to late-2010 before

a healthy residential
construction market
appears. Unfortunately,
we're not there yet.”
|

Forecast from January 14, 2010, which
includes a Consensus Forecast comprised
of data from Global Insight, McGraw Hill,
Moody’s Economy, Portland Cement Asso-
ciation and Reed Construction Data, show
significant decline. McGraw Hill estimates
a 3.1 percent decrease; Reed Construction
Data estimates an 8.5 percent loss; and

the AIA Consensus estimates 13.4

percent decline.

School construction is also estimated
to decrease. Reed Construction Data es-
timates 3.4 percent decline; McGraw Hill
believes it will be 5.4 percent decrease; and
the ATA Consensus predicts a 5.6
percent decline.

The recession has also impacted jobs.
While the construction industry comprises
only five percent of the U.S. workforce,
construction workers shouldered 20 per-
cent of non-farm layoffs last year, accord-
ing to Sandherr’s remarks in the afore
mentioned Construction NEWS article.

He goes on to say that the latest federal
figures make it clear that the depression-
like conditions in the construction indus-
try are one of the main factors dragging

overall employment.
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LOOKING FORWARD:
PLAN ACCORDINGLY

While the Commerce Department
claims the U.S. economy grew at a 5.6
percent pace in the final quarter of 2009,
commercial construction dropped 18 per-
cent, according to the article “Construc-
tion Spending in the U.S. Decreases to
Seven Year Low” in the April 6, 2010, issue
of Business Week. The article also says that,
“Construction spending in the U.S. fell in
February to the lowest level in seven years,
signaling this part of the economy remains
in a recession.” At this point, the prospect
of a turnaround in commercial construc-
tion and for distributors of doors and hard-
ware looks bleak for 2010.

But the future is of greater concern.
Commercial construction is financed in
two ways: state and federal government
projects and private funding. While com-
mercial construction costs are at a low
point, which should provide an incentive
to those considering building, the funding
is not readily available to take advantage of
these low costs.

State tax revenues to be released this
summer will show substantial decreases,
with some states estimating more than a
50 percent reduction. And with the federal
deficit and federal tax revenue decreases,
the same will most likely be experienced
at the federal level. This results in budget
cuts, new construction delays or stops and
renovation money decreases for infrastruc-
ture, such as schools, government housing
and government buildings. Until tax rev-
enues increase, there will be record budget
cuts at the state and federal level.

From the private sector perspective,
developers borrow money from banks
to fund construction projects for office
buildings, multi-dwelling units and ho-
tels. When the TARP money went to the
banks last year, two things unfortunately
occurred. First, the banks held onto the

money to firm up their reserves. Second,

JUNE 2010

the banks, at the direction of the federal
government, tightened up their lending re-
quirements because of the risky loans that
caused many of the problems.

Now, the amount of equity required by a
borrower is substantially higher than in the
past. Developers do not like to invest their
money in such a manner and, accordingly,
loans to developers are not in the pipe-
line. This is a real concern for the future of
commercial construction, and when it will
change is uncertain.

Finally, the architectural community has
experienced numerous layoffs as well as
decimations (meaning they are not design-
ing projects). Again, until this changes, I
believe the poor economy will continue.

If I had to make a prediction, I believe
the recession will last until then end of
2011—at the very least. Of course, as
economists and weather reporters know, it
is ok to be wrong most of the time. While
great at telling us what happened in the
past, economists and weather reporters are
often lousy at predicting what will happen
in the future. The best advice: prepare for
the worst and hope for the best. §

Jerry S. Heppes, Sr.,
CAE, joined the Door and
Hardware Institute in 1987
as assistant to the vice
president and has been
the chief executive officer
since December 1994. He
is a special consultant to
the Door Security & Safety Foundation and
serves on the Door Safety Council as well
as the Industry Advisory Council of the Inter-
national Code Council. An appointee to the
Underwriters Laboratories Security Council,
Heppes also sits on the Board of the Small
Business Legislative Council, a Washington,
DC-based federation of small businesses
dedicated to protecting the rights of such
entities.
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Growth Opportunities

Forensic inspection
of fire door
assemblies an
emerging market for
locksmiths.

By Tom Demont, CML, AHC, CFDI, CFL, CMIL

hat do television crime dra-
mas and locksmithing have
in common? Forensics. As
a Certified Forensic Lock-

smith, I use forensic skills
in all of my inspections. Just like the famous
CSIand NCSI TV shows, every inspection is
treated as a crime scene. Using this principle,
I first photograph every angle of the scene.
Next I document all noticeable violations, and
then I test each component of the complete
assembly to determine if there is any failure.
Additionally, once you go onto the scene to
investigate, review everything in the vicinity
of the inspection area. This includes check-
ing for any violation of the Uniform Build-
ing and Fire Codes voted into law in the state
where the incident occurred. Although it
may or may not have anything to do with the
incident in question, all violations must be
reported. All information gathered may help
attorneys settle a civil suite or it may build a
stronger argument for the prosecution in a

criminal case.

FOLLOW THE RULES
When inspecting fire door assemblies, fol-
low these simple door and hardware specifi-
cation writing guideline rules from the Door
and Hardware Institute:
Door Hanging
o Is the door hung properly using the correct
hinges/pivots?
o Are the screws tight and the hinge/pivots

snug with no movement?
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o Isthere 1/8 inch uniform clearance on the two styles (sides) and top rail of the

door to frame?

o On a pair of doors that meet in the center, does the gap not exceed 1/8 of an inch
(+/- 1/16-inch)?

o Is the undercut (bottom) gap of the door to floor less than the %-inch maximum?

o Isthe door and frame label present? Are they covered with paint? (Wood label doors
the label may be stapled on the top edge of the door. Missing labels or painted labels
fail inspection.)

Door Control
o Is the door-closing device installed properly?

o Isit the correct closing device for the assembly?

o Isitloose and/or is fluid visible at the device?

To answer the above questions, first open the door and let it close from 70 degrees.
The door must close smoothly and no faster then three seconds until it arrives three
inches from closing, at which point the latching speed takes over and pulls the door
closed until it latches. All fire door assemblies must have positive latching.

Using a gage (O-Ring plunger type is suitable), test the pressure for releasing the
latch. It should be no more than 15 pounds. Practice using the gage so the motion is
smooth; you should be guiding, not pushing, the door to the open position.

Next, check the force to get the door in motion by pushing the door at the lock area
to three inches. The gauge should not exceed 30 pounds at this point. Then, determine
the opening force from three to 90 inches; the standard for interior doors is
five pounds.

If the door does not meet the five-pound regulation, the door fails inspection and
the report must indicate that the spring tension may need to be turned down. While
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you are not allowed to make the adjust-
ment, the facility representative assigned to
you can make a quick change while you are
evaluating something else. Then you can
recheck the device and update the report
as necessary.
Door Latching
o Is the latching device working properly?
o Isitloose?
o Are all of the visible screws present?
« With the door latched, did it meet the
15-pound requirement to unlatch
the door?
« Does the latch have the “F” or “UL”
mark on it?
o Is the latch secure with both
screws tight?
o Isthe strike plate (keeper) tight with all
screws in place?
Door Protection
o Isthere a stop to protect the door from
hitting the wall or structure?
o Isthere a built in or surface
applied stop?
o Ifyes, are all of the screws in place and
the device tight?
o Are there protective plates on the door?
« Ifany exceed 16 inches from the bottom
of the door, are they labeled?

CONSIDER HISTORY

The above rules are simple, and it may
seem like any competent locksmith or
hardware person could conduct forensic
inspections. However, there is more to the
process than inspecting the openings.

Of course you must understand today’s
standards, but you also must know past
criteria and conduct the inspection to the
standards in place when the building was
built. Using current rules, there are some
apparent violations that would jump out
during inspection. For example, a fusible
link closer on a labeled door is considered
a violation, right? Not if the building was
built prior to 1980. What about fail safe

electric strikes on stairwell door assem-
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blies? If the building was built prior to
1989 and the electric strikes are original
equipment, they are not in violation of the
uniform building code at the time. But for
life safety reasons, they have been banned
since 1990 and should be noted on the
final report.

COMPLETE DOCUMENTATION

The on-site inspection of the door may
take about 45 minutes to complete, but
there’s more work to be done. The finished
written report must be complete with pic-
tures and direct code references. So, you’ll
have a couple of hours of research to do in
your office and online to gather the facts.

To make sure you have the necessary
documentation, photograph the build-
ing plans and the door schedule where the
incident occurred using a high megapixel
camera. Include a high-resolution, 8x10
photo of the location with the incident area
circled. Include any close-ups necessary to
see detail.

Additionally, keep subjective opinions
to yourself; the report must only contain
facts. In the event you are asked to testify
in court, act as an expert witness and
only state facts. While you may be asked
for your opinion either on the stand or
privately with counsel, the answer you give
must be based on the facts as outlined in

the report—nothing else.

EMBRACE THE OPPORTUNITIES

Fire door assembly inspections will be-
come the law in most states very soon. The
International Code Congress introduced
this new requirement in its 2009 edition
of the International Fire Code and the Fire
Door Assembly Inspection, Chapter 10:
Means of Egress. In 2007, the National Fire
Protection Association (NFPA) released a
new version of the NFPA 80 Fire Doors and
Frames Code and has recently updated it
with a NFPA 80 2010 version.

While the code does not require that

JUNE 2010

Fire Door Assembly Inspectors be certi-
fied—only knowledgeable in doors, frames,
and hardware—certification is extremely
valuable if you are pursuing this aspect of
the business. ALOA has partnered with
the Door and Hardware Institute (DHI)
and International Fire Door Inspectors As-
sociation (IFDIA) to develop a curriculum
addressing the needs of fire door inspec-
tors. Additionally, ALOA is introducing
the Certified Fire Door Inspector (CFDI)
designation at the 54 Annual ALOA
Convention and Security Expo in August.
For details, see “Executive Perspective” on
page five.

If you would like to go a step further,
you can become an expert in architectural
forensics and offer your services to testify
as an expert in this field. Blue Bell, Penn-
sylvania-based Technical Advisory Service
for Attorneys (TASA) has a program that
matches attorneys with an expert witness
in a specific field. While there is a small
charge for the enrollment, the average
hourly rate for a TASA expert is approxi-
mately $200 per hour, plus expenses.

Most locksmiths have a good working
knowledge of building and fire codes and
are proficient in fire door assembles, and
thus make good inspectors. To get started
in this highly lucrative and rewarding field,
sign up for courses in life safety codes, fire
door hardware and the fire door assem-
blies. Explore getting certified. This market
may be just the spark your business needs
to get to the next level. §

By Tom Demont, CML, AHC, CFDI, CFL,
CMIL, is a consultant for McMurray,
Pennsylvania-based Technical Services,
Inc. A 50-year locksmith
veteran, he also ac-
tively teaches and helps
companies worldwide

achieve their goals.
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Strategic Exit

Working on your exit strategy today can net higher returns

when you’re ready to sell.
By Tom Demont, CML, AHC, CFDI, CFL, CMIL

ow much is your business worth? As a business owner, you have a gut feeling
about how much you would want for your business if you sold it. But is this

figure realistic? /
Once you have an initial amount in mind, consider buying a competitor that / sho p
is identical to you in equipment and income. Would you buy this business for manageme 1]

TWELTH IN A SERIES

what you want for your company?

If the answer is “probably not,” then determine what you would be willing to pay. This /
exercise helps you come back to reality, determine how much you want your business to be x /
worth and then work toward it.

In 1980, a competitor who was interested in purchasing my company approached me.

We met, signed the nondisclosure forms and discussed what my company was worth. As it
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turned out, what I believed to be my com-
pany’s worth and what they were willing
to pay were two different things. However,
this experience showed me what I needed
to do to increase my company’s worth and
get the dollars I desired.

Start working on your exit strategy now.
This doesn’t mean that you must sell the
company once you have it all figured out.
Just the opposite. Having an exit strategy
in place puts you in the driver’s seat for

future negotiations.

GETTING DOWN TO BUSINESS

First, start running the company like a
business, which means getting out of the
truck as fast as possible so you can effec-
tively manage the business. Don’t get me
wrong; driving a truck is a nice life. You
receive the call slips in the morning, and
the day is spent going from job to job. At
one time, I had eight service trucks and
one safe delivery truck, and the last thing I
wanted to do was give it up.

For a shop to run smoothly, however, it
needs you. Your employees cannot direct
your service truck locksmiths like you

can, and often the shop ends up in total
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upheaval. Additionally, your locksmiths
can get more work done because you are
directing them.

Next, rearrange the shop so it runs
smoother. I enclosed the dispatching area
so the operator could talk on the phone
without all the noise from key machines in
the background. I also set up a parts room
and worked on a minimum and maximum
supply level, which allowed me to order
better from my wholesalers and take ad-

vantage of deeper discounts.

KEEPING IT IN THE FAMILY

Whether you sell to an employee or
groom a family member to take over the
business, you must be organized and know
where your retirement money is going to
come from without bankrupting the busi-
ness. Most owners believe they need to sell
the business before they can retire. Not
true. You can retire and still own control-
ling interest in the company.

However, avoid cutting your salary to
the point where you have no income. Pay
yourself a fair salary even while you find
your replacement. Once you have hand-

ed over the reins to your successor, the
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“Start working on

your exit strategy now.
Having an exit strategy
in place puts you in the
driver’s seat for future
negotiations.”
|

company should still continue to operate
and grow while paying your salary, health
insurance and other benefits.

Of course, how much you draw is your
decision, but don’t think that you shouldn’t
draw a salary if you're not bringing in any
income. In lieu of a straight salary, you
could receive more benefits, such as a com-
pany car or expense account, as these items
are deductable to the company but not to
you as an individual.

If your family is taking over the
business, use the above strategy for setting
up a new head of the company while you
go into an advisory role. If you sell the
company to an employee, the same

design applies.

LOOKING AT INVESTORS

Just like you don’t need to know how
to make pizzas to manage a pizzeria,
you don’t have to be a locksmith to run a
locksmith business. The key is managing
people. There may be investors who want
to buy your business and manage it, but
only if you have the company set up where
they have something to manage.

If you sell the company outright, what
should you expect? Many people say you
should receive three times your annual
sales. From my experience, you would be
lucky to get twice your annual sales—and
that would be payments over time. If you
want a check at closing, be prepared for
less than your annual gross sales.

When I sold my company for $3 million,
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Itook a 15-year payout. Why? I was only
40 years old and had a lot of options. But
if I were in my 60s, I would have taken
another approach because my needs would
have been different.

CREATING ASSETS

I recommend owning the building where
your locksmith shop is located, as this
gives you rental income after the sale of
the business. Recently, a friend and I ate
at a local diner. I met the former owner, a
man in his late 70s who sold the business
to his son-in-law.

We chatted over breakfast, and I asked
him was he still getting payments on the
business. The purchase agreement was a
10-year buyout, and his son-in-law paid
him off a couple of years ago. However,
he still lives comfortably from the rental
income because the property is worth so
much more today.

The same principle applies to a lock-
smith business that is sold. By owning the
building and leasing it back to the new
owners, you’ll continue earning income
throughout retirement.

DOING THE MATH

To determine exactly what you company
is worth, do the math. Take an inventory of
all equipment, vehicles, parts, supplies and
accounts receivable. This number is exact-
ly what your company is worth to someone
buying assets. Unfortunately, your good
will means nothing to the buyer because it
cannot be depreciated.

Once you know the value of your busi-
ness and have an exit strategy, don’t be in a
big hurry to get out of the business. Think
about how you want to see your future life
after retirement, and plan your exit strat-
egy well so that you are protected in your
twilight years. &

“Most owners believe
they need to sell the
business before they
can retire. Not true. You
can retire and still own
controlling interest in
the company.”

Tom Demont, CML, AHC,
CFL, CMIL, is a consultant
for McMurray, Pennsyl-
vania-based Technical
Services, Inc. A 50-year
locksmith veteran, he also
actively teaches and helps
companies worldwide
achieve their goals.
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ALOA OPEN

PAR-Tee at the Falcon’s Fire Golf Club
Wednesday, August 4, 2010

LF
Tourney

REGISTRATION FORM

NAME

ADDRESS

CITY/STATE/ZIP

PHONE EMAIL

FOURSOME PLAYERS:

Proceeds Benefit the ALOA Scholarship Foundation NAVE HANDICAP  SHIRT SIZE
$150.00 registration fee includes transportation,
green/cart fees for 18 hole scramble, range balls, NAME HANDICAP  SHIRT SIZE
lunch/2 drink tickets and prizes. The bus departs
for the course at 6:30 am and returns at 3:00 pm.  NAME HANDICAP  SHIRT SIZE
Fax registration form to 214-819-9736 or register
online at www.aloa.org/convention AN FANDIGAR SHIRT SIEE

A SECURE FUTURE?
It's A Lock.

For 24 years the ALOA Scholarship Foundation (ASF) has been
dedicated to one mission: securing the future of the locksmith/security
industry. By providing scholarships and financial assistance to current
and aspiring locksmiths/security technicians, ASF works to ensure our

industry is powered by motivated, educated trade professionals.

GIVE: ASF is funded through convention fundraisers, charity golf
tournaments, individual and business donations and new this year,
an online auction, which will feature collectibles, products and

equipment. Auction donations, as well as financial contributions
are now being accepted.

RECEIVE: Over the years, ASF has awarded over 300
scholarships to industry professionals seeking to advance
their careers through continuing education opportunities.
Information and applications are available at
www.securityscholarship.org.

Submit completed forms to scholarship@aloa.org.



- » LEGISLATION

A LDOK AT PROPDOSED REGULATIONS THAT AFFECT YOU

In The
Knaw

Get the legislative
information you
need at the 54th
Annual ALOA
Convention &
Security Expo.

By Tim McMullen, JD, CAE

here are many reasons to at-

tend the 54" Annual ALOA

Convention & Security Expo,

August 1-8 in Orlando, Flor-

ida: Find out the latest happenings at your state capitol. Learn about ALOA’s
efforts against locksmith scams. Attend the State of the States Roundtable. And this is just
some of what you can expect this year from the ALOA Legislative Department. Here are the
highlights:

LEGISLATIVE BOOTH AT THE SECURITY EXPO

Thursday, August 5 - Saturday, August 7

Find out the latest happenings in your state. Stop by the ALOA Legislative Booth to
receive information on all bills affecting our industry. Plus, you can pick up a copy of Lock-
smith Lobbying for Licensing: A Guide for Influencing Your State Legislature and Governor.
And if you join the Legislative Action Network Council ($100+ donation required), you’ll
receive free convention merchandise.

STATE OF THE STATES ROUNDTABLE
Saturday, August 7,2 - 5 pm

This meeting is designed as a forum for

ALOA chapters and local/state regional
locksmith associations to share informa-
tion about the state of locksmithing in
their region. It’s a dynamic way to share
ideas. While primarily for the chairman,
president and legislative representative
from each organization, all locksmiths
are encouraged to participate. This is the
perfect opportunity to learn about what’s
going on in the industry across the nation.
Light refreshments will be served.

To learn more about the 54" Annual
ALOA Convention & Security Expo, visit

www.aloa.org/convention. &

LEGISLATIVE UPDATE

>> click on “Weekly Legislative Report.”

For the latest happenings in your state, go to www.aloa.org/legislation and

KEYNOTES JUNE 2010
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Member Benefits

Forty-two ALOA members have joined the Legislative Action Network

Council. You, too, can become a LAN Council member—today.
By Tim McMullen, JD, CAE

ith the significant amount of legislation in the works that affects your business, being a member of the Legislative Action
Network (LAN) Council has never been more important. The Council is an important instrument in raising the standards
of the locksmith profession through the legislative process because it ensures locksmiths have the final say in how our

industry is run.

LAN COUNCIL MEMBERS
RECEIVE:

membership in the Legislative Action Network Council since the last ALOA conven- o The quarterly Legislative Action
tion by contributing $100 or more to the Legislative Fund: (list as of April 22, 2010)

Thank you to the following 42 ALOA members who have joined or renewed their

Network Update alerting you to

Lior Biton

Mark E. Blum, CML, CPS
Harry Boyd, CRL

Terry Bradshaw

Timothy Braun

Kenneth W. Briggs, CRL
Ray Clark

Austin Curry Il, CML, CPS
R. Terry Earll

Dan Floeck

Gary W. Ford, CRL

Daniel M. Graffeo CRL, CMST, Ph.D.

Kenneth A. Griffin, CML, CPS
Jim Hetchler, CAL

John K. Hubel, CML

Arnold John, CML

Kevin Jones

Paul M. Justen

David A. Kennan, CRL

Brian Kessler, CRL

Thomas E. King

Ken Kupferman, CML, CPS, CAL
Sam K. Landers

Brain Leffingwell

William M. Lorenz

Karen Maples

Jerry Martin

Dennis D. McLeod

Daniel L. Meggison, CRL

James F. Parker Sr.

Juan F. Pujol

James L. Queen, CML

Rolando Rivera

Sid E. Rose

Richard Rowan, CPL

Michael J. Scheivert

John W. Soderland, CML, CMST
Rodney E. Thompson, CML
Edward R. Woods, CML, CPS, CAL
Steven S. Wyman, CPL

Roy Yetter, RL

Glenn R. Younger, CML

Join these 42 individuals in supporting Legislative Action Network Council.

Becoming a member—or renewing your membership is easy: simply contribute

$100 or more to the Legislative Action Fund either through your annual dues in-

voice or securely online. (Note: Donations made to the Legislative Action Fund are

not tax deductible as business expenses under IRS Regulations.)

WWW.ALDA.ORG

important legislation in your state
and around the country
Invitation to LAN Council Only

Conference Calls

« A comprehensive guide to lobbying
in your state capital, so you can be the
voice of ALOA to legislators

« Alapel pin designating you as a special
ALOA LAN Council member

» Recognition in Keynotes magazine

Invitation to exclusive functions at

the annual ALOA convention
« Complimentary Legislative Convention
gift (for those in attendance)
Go to the ALOA Store at www.aloa.org/
store. If this is your first visit to the ALOA

Store you must set up a username and pass-

word different from what you use to enter the

members only section of the ALOA website.

Click on “Legislative Funds.” From there, you

can join at one of the four donor levels. Add

the level of choice to your shopping basket
and check out. &

Tim McMullen, JD, CAE, is
ALOA’s legislative manager.

Contact him at tim@aloa.org.
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(As oF MAY 14, 2010)

DISTRIBUTORS

RMR EMPIRE DISTRIBUTION
LLC

15T IN HARDWARE, INC.

Phone: 410-646-9900
Fax: 410-646-0045
www.1stinhardware.com

ACCULDCK INC.

Phone: 817-866-3918
Fax: 817-866-3497
www.acculock.com

ACCREDITED LOCK SUPPLY
Co.

Phone: 800-652-2835
Fax: 201-865-2435
www.acclock.com

CHINROSE INTERNATIONAL

Phone: 503-357-7553
Fax: 503-357-5522
www.chinrose.com

CLARK SECURITY PRODUCTS

Phone: 858-974-6740
Fax: 858-974-6720
www.clarksecurity.com

COMMERCIAL VAN INTERIORS
Phone: 314-423-7477
Fax: 314-426-7872
www.commercialvan.
com

CoOK’S BUILDING
SPECIALTIES

Phone: 505-883-5701
Fax: 505-883-5704

CREATIVE VISION
ELECTRONICS

Phone: 201-905-9211
Fax: 201-461-8556
www.cveamericas.com

DIRE’S LDCK & KEY
COMPANY

Phone: 303-294-0176
Fax: 303-294-0198

DIRECT SECURITY SUPPLY,
INC.

Phone: 800-252-5757
Fax: 800-452-8600

DISPENSER KEYS.COM

Phone: 866-979-5397
Fax: 708-258-3783
www.dispenserkeys.com

24
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DoYLE SECURITY PRODUCTS
Phone: 800-333-6953
Fax: 612-521-0166
www.doylesecurity.com

DUGMORE AND DUNCAN,
INC.

Phone: 888-384-6673
Fax: 888-329-3846

E.L. REINHARDT CoO., INC.
Phone: 800-328-1311
Fax: 651-481-0166

www.elreinhardt.com

EVVA HIGH SECURITY LOCKS
PuErTO Rico

Phone: 787-766-5500
Fax: 787-765-9300
Www.apsis.com

H.L. FLAKE Co.
Phone: 800-231-4105

Fax: 713-926-3399
www.hlflake.com

HANS JOHNSEN COMPANY

Phone: 214-879-1550
Fax: 214-879-1530
www.hjc.com

HARDWARE AGENCIES, LTD.

Phone: 416-462-1921
Fax: 416-462-1922
www.hardwareagencies.

o
o
3

IDN INCORPORATED

Phone: 817-421-5470
Fax: 817-421-5468
www.idn-inc.com

IKEYLESS LLC

Phone: 502-451-5555
x108

Fax: 866-529-4990
www.ikeyless.com

INTERMOUNTAIN LOCK &
SECURITY SUPPLY
Phone: 800-453-5386
Fax: 801-485-7205
www.imlss.com

JLM WHOLESALE, INC.
Phone: 800-522-2940
Fax: 800-782-1160
www.jlmwholesale.com

JUNE 2010

JOVAN DISTRIBUTORS, INC.
Phone: 416-288-6306
Fax: 416-752-8371
www.jovanlock.com

KEYLESSRIDE

Phone: 877-619-3136
Fax: 409-216-5058
www.keylessride.com

LV SALES, INC.

Phone: 323-661-4746
Fax: 323-661-1314
www.lvsales.com

LDCKMASTERS, INC.

Phone: 859-885-6041
Fax: 859-885-1731
www.lockmasters.com

Locks COMPANY

Phone: 800-288-0801
Fax: 305-949-3619

LOCKSMITH LEDGER
INTERNATIONAL

Phone: 847-454-2700
Fax: 847-454-2759
www.lledger.com

MBA USA, INC.

Phone: 859-887-0496
Fax: 859-887-9491
www.mbausa.com

McDONALD DASH
LOCKSMITH SUPPLY, INC.
Phone: 800-238-7541
Fax: 901-366-0005
www.mcdonalddash.com

NLS LOCK SuPPLY, DBA
NEVADA LOCK SUPPLY

Phone: 702-737-0500
Fax: 702-737-7134

OMAHA WHOLESALE
HARDWARE

Phone: 800-238-4566
Fax: 402-444-1664
www.omahawh.com

PHOENIX SAFE
INTERNATIONAL LLC
Phone: 765-483-0954
Fax: 765-483-0962
www.phoenixsafeusa.
com

Phone: 888-256-0586
Fax: 212-505-8702
Www.rmrempire.com

SOUTHERN LOCK AND
SuppLY Co.
Phone: 727-541-5536

Fax: 727-544-8278
www.southernlock.com

STONE & BERG WHOLESALE

Phone: 800-225-7405
Fax: 800-535-5625

THE LOCKSMITH STORE, INC.

Phone: 847-364-5111
Fax: 847-364-5125
www.locksmithstore.com

TIMEMASTER, INC

Phone: 859-259-1878
Fax: 859-255-0298
www.time-master.com

ToP NOTCH
DISTRIBUTORS, INC.
Phone: 570-253-5625

Fax: 570-253-6765
www.topnotch.bz

TURN 10 WHOLESALE

Phone: 800-848-9790
Fax: 800-391-4553
ww.turnten.com

U.S. Lock CORP.

Phone: 800-925-5000
Fax: 800-338-5625
www.uslock.com

Phone: 614-228-3507
Fax: 614-228-6320
www.zipflockco.com

WWW.ALDA.ORG
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MANUFACTURERS
A & B SAFE CORPORATION BLACK & DECKER HHI JET HARDWARE MFE., CO.
Phone: 800-253-1267 Phone: 949-672-4000 Phone: 860-582-4761 Phone: 718-257-9600
Fax: 856-863-1208 Fax: 949-672-4842 Fax: 860-585-0338 Fax: 718-257-0973
www.a-bsafecorp.com www.kwikset.com www.dynalock.com www.jetkeys.com

www.k2commercial

ABUS KB Cv?/:l'awvs‘eries'gﬁ?ck com FRAMON MANUFACTURING KABA ILCO CORP.
' : COMPANY, INC.

Phone: +49 (0) Phone: 252-446-3321

2335/634-0 Phone: 989-354-5623 Fax: 252-446-4702
Fax: +49 (0) 2335/634- CCL SECURITY PRODUCTS Fax: 989-354-4238 www.kaba-ilco.com
300 Phone: 800-733-8588 www.framon.com
www.abus.com Fax: 847-537-1800 KEY-BAK/WEST COAST
ABUS LOCK COMPANY CRL oo | Phone: 847-671-6280 Phone: 909-923-7800
Phone: 800-352-2287 Fax: 847-671-6343 Fax: 909-923-0024
Fax: 602-516-9934 Phone: 800-421-6144 www.hpcworld.com www.keybak.com
www.abus.com Fax: 800-262-3299
— i rlaurence.com HY-KD PRGDUCTS Co.
BLOY AMERICAS

[ AS5A ABLOY AMERICAS | Phone: 330-467-7446 Phone: 516-576-9090
Phone: 203-624-5225 COMPX SECURITYPROBUGTS Fax: 330-467-7442 x312
www.assaabloy.com Phone: 864-297-6655 Fax: 516-576-0100

Fax: 864-297-9987 A www.kenstan.com

ASSA HIGH SECURITY VWO DECOM INDUSTRIES, INC.
S Phone: 805-658-9922

Phone: 800-235-7482 D&D TECHNOLOGIES Fax: 805-658-8833 Phone: 408-435-8400
Fax: 800-892-3256 USA, INC. www.gearkeeper.com Fax: 408-577-1792

www.assalock.com Phone: 714-677-1300 www.kerisys.com
Fax: 714-677-1299
HAYMAN SAFE
Rt COMPANY, INC.
Phone: 800-677-2726 Phone: 407-365-5434 Phone: 916-368-5397
Fax: 517-265-5834 DETEX CORP. Fax: 888-320-2212 www.keycraze.com
www.adriansteel.com Phone: 800-729-3839 www.haymansafe.com
e
wuwdetex.com Phone: 800-537-5397
Phone: 650-876-2020 Phone: 888-455-2337 Fax: 800-235-4728
Fax: 650-876-2022 Fax: 866-408-7303 www.kustomkey.com
www.autokeys.com Phone: 217-824-9441 www.hollonsafe.com
Fax: 217-824-3349 LAB SECURITY
ALL FIVE TooL INGERSOLL RAND SECURITY Phone: 800-243-8242
COMPANY, INC. TECHNOLOGIES Fax: 860-583-7838
Phone: 860-583-1691 MANUFACTURING, INC. Phone: 317-810-3230 www.labpins.com

Fax: 860-583-4516 Phone: 978-422-3377 Fax: 317-810-3989
www.all5tool.com Fax: 978-4}22-3467 www.schlage.com LockPicks.CoMm/
www.don-jo.com BROCKHAGE TOOLS
RODUCTS 0OR CONTROLS - C - Fax: 408-516-9642

Phone: 800-421-6142 Fax: 817-701-2365

Fax: 909-685-9685 Phone: 800-742-3634 www.jmausa.com
www.amsecusa.com Fax: 800-742-0410 ;32?35'&'?"

v doorcontrols.com Phone: 989-773-2363
BIANCHI USA, INC. e —— Phone: 877-394-8338 Fax: 989-772-1936
Phone: 800-891-2118 _ : Fax: 800-888-6855 www.lockeyusa.com
Fax: 216-803-0202 Phone: 800-826-7493 www.jacksonexit.com
www.bianchil770usa. Fax: 310-641-1586 Lucky LINE PRODUCTS. INC
com www.doorking.com =

Phone: 858-549-6699

Fax: 858-549-0949
HARDWARE
Phone: 717-336-3881

Fax: 717-336-2106
www.dorma-usa.com
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(As oF MAY 14, 2010)

SERVICE
MANUFACTURERS ORGANIZATIONS

ROFU INTERNATIONAL

M.A.G. MANUFACTURING
Phone: 714-891-5100
Fax: 714-892-6845
www.magmanufacturing.
com

MiL-CoMM PRoDUCTS CO.,
INC.

Phone: 201-935-8561
Fax: 201-935-6059

MIWA Lock Co., LTD.

Phone: 630-365-4261
Fax: 630-365-4278
www.miwalock.com

MPT INDUSTRIES

Phone: 973-989-9220
Fax: 973-989-9234
www.mptindustries.com

MUL-T-LOCK USA, INC.
Phone: 800-562-3511

Fax: 973-778-4007
www.mul-t-lockusa.com

MAKELDCKS MANUFACTURER
Co., LTD.

Phone: +86-21-
62196785

Fax: +86-21-62196736
www.makelocks.com

MEDECO SECURITY LOCKS

Phone: 540-380-5000
Fax: 540-380-5010
www.medeco.com

OLYMPUS LOCK, INC.

Phone: 206-362-3290
Fax: 206-362-3569
www.olympus-lock.com

PACIFIC LOCK COMPANY

Phone: 888-562-5565
Fax: 661-294-3097
www.paclock.com

PETERSON MANUFACTURING

Phone: 585-264-1199
Fax: 585-586-0425

RA-Lock COMPANY

Phone: 800-777-6310
Fax: 972-775-6316
www.ralock.com

KEYNOTES

ROPER Lock Box LLC

Phone: 800-466-9312
Fax: 330-650-6814
roperlock.com

SUNNECT, INC.
SARGENT
MANUFACTURING CO.
SCHWAB CORP.

SECURAM SYSTEMS, INC.

SECURIFORT, INC.

SECURITRON MAGNALDCK
CORP.

SECURITY SOLUTIONS

Phone: 405-376-1600
Fax: 405-376-6870
www.securitysolutions-
usa.com

SELECT ENGINEERED
SYSTEMS

Phone: 305-823-5410
Fax: 305-823-5215
www.selectses.com

SMART KEY INC.

Phone: 905-820-2404
Fax: 905-820-0301

CORP.

Phone: 800-255-7638
Fax: 888-840-7272
www.rofu.com

RUTHERFORD CONTROLS
INT’L Co.

Phone: 519-621-7651
Fax: 519-621-7939
www.rutherfordcontrols.

com STACK-ON PRODUCTS CO.
Phone: 847-526-1611
STRATTEC SECURITY CORP. Fax: 847-526-6599

www.stack-on.com

THE MODERN SAFE
COMPANY
Phone: 866-507-2337

www.themodernsafe.
com

TOWNSTEEL, INC.

Phone: 626-858-5080
Fax: 626-858-3393
www.townsteel.com

TRINE ACCESS TECHNOLOGY

Phone: 718-829-2332
Fax: 718-829-6405
www.trineonline.com

UCA, INC.

Phone: 972-437-4696
Fax: 972-692-7056
www.ibuttonlock.com

ULTRA LIFT CORPORATION

Phone: 800-346-3057
Fax: 408-297-1199
www.ultralift.com

WMW INNOVATION COMPANY

Phone: 888-474-2341
Fax: 888-474-2341
www.sure-strike.com

WIKK INDUSTRIES, INC.

Phone: 414-421-9490
Fax: 414-421-3158
www.wikk.com

Phone: 414-247-3333
Fax: 414-247-3564
www.aftermarket.strat-
tec.com

Phone: 703-440-5010
Fax: 757-299-9957
www.sunnectlock.com

Phone: 800-727-5477
Fax: 888-863-5054
www.sargentlock.com

Phone: 765-447-9470
Fax: 765-447-8278
www.schwabcorp.com

Phone: 805-388-2058
Fax: 805-383-1728
WWW.Ssecuramsys.com

Phone: 819-359-2226
Fax: 819-359-2218
www.securifort.com

Phone: 775-355-5625
Fax: 775-355-5636
www.securitron.com

SECURITY DOOR CONTROLS

Phone: 805-494-0622
Fax: 805-494-8861
www.sdcsecurity.com

JUNE 2010

ALLSTATE INSURANCE
COMPANY
Phone: 847-551-2181

Fax: 847-551-2732
www.allstate.com

MONITRONICS
INTERNATIONAL
Phone: 800-490-0333

Fax: 972-620-5530
www.monitronics.com

SENTRYNET

Phone: 850-434-0087
Fax: 850-434-0034
www.sentrynet.com

KEYNOTES
ADVERTISING
OPPORTUNITIES

Don’t miss
out on
available
publishing
discounts!
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IN-STOCK... MORE SAFES
FREE Freight Program

(30 States)

adesco AMSEC
Gadall HAYMAN

FireKing MEILINK
SCHWAB  V/icror

TURN 1£)

WHOLESALE SERVICE

800-848-9790

4 )
You need it When?

How about now!? :-)

ClearStar
Security

Network

Another Special
Value-added Benefit to your

ALOA Membership!
Click here...

5

( www.clearstar.com/ALOA ]
\_ Y,

WWW.ALDA.ORG

EMPLOYMENT

Seasoned Locksmith Wanted: Pop-A-Lock of Riverside, California, a
licensed California locksmith firm, is seeking a highly motivated, seasoned
locksmith who enjoys the trade but doesn’t enjoy the burdens of running
the entire business themselves. Successful candidate will possess good
people skills, be a strong team player and be proficient in all phases of
commercial, residential and automotive locksmithing. Vehicle and tools
provided. Pay is negotiable based on experience and level of perfor-
mance. Clean background, driving record and drug test required. E-mail
resume to: riversideca@popalock.com. Contac: 951-992-1096 <8/10>

FOR SALE

Locksmith And Safe Business: Established in 1913. Three genera-
tion family owned business for sale in Providence, Rhode Island. The
90-year old owner wants to retire. A large showroom of new and used
safes including an established customer base of commercial and resi-
dential accounts. A huge opportunity for the ambitious person to fur-
ther advance an already successful business. Contact Mr. Wolferseder:
401-331-3013 <08/10>

Used Key Machines: HPC 1200 Punch, like new: $ 625 ¢ HPC
Speedex: $ 400 ¢ Curtis Model 2000 Automatic: $ 250 ® Foley Model
200: $ 175 o Kwikset Complete Lock Installation Jig Set: $ 175

All'are in fine shape. Photos available upon request.

Contact: 608-513-3169 or lodilocksmith@yahoo.com <08/10>

Sectional Key Blanks: Yale and Sargent original sectional key blanks,
5 and 6 pin. Many sections available; too many to list. $40 per box of
50. Call for availability. Retail locksmiths only. Contact M-F 9-4 EDT:
313-530 6661 or mikeyslock@comcast.net <8/10>

FOR PURCHASE

Wanted: Old style original domestic auto key blanks, application manu-
als, locks, cylinders, handles, etc. (keyed or not keyed) by any manufac-
turer including Briggs, Yale, lico, Hurd, etc. Also buying key machines,
auto lock parts for 1900 to 1970 domestic autos. Contact M-F 9-4 EDT:
313-530 6661 or mikeyslock@comcast.net <8/10>

ADVERTISER INDEX

AllState ....covvieieie e INSIDE FRONT COVER
Turn 10 Wholesale .........ccoiiiiiiiiinieeeeecee e 1&27
ClearStar Security NetwWork........coccveieeeienneeeeeee e, 27
Jet Hardware Manufacturing Corp......... INSIDE BACK COVER
H.L. FIaKE c.eeieiieeeeeee e BACK COVER
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Got An App For That?

With My Locksmith Locator, a locksmith is only one touch away.

By Lisa Horn, CAS

ith more than 15,000 iPhone applications and nearly a billion downloads, it
seems like there is an app for everything. And if you’re wondering about an
app for the locksmith market, yes, there’s one for that.

My Locksmith Locator was developed to locate a user’s exact position

and send those coordinates to a professional locksmith to assist with prob-
lems such as lost key replacements, dealer electronic keys, residential and commercial lock
changes, high-security locks and keys, and installation, repair and service of virtually any

locking system 24-hours a day.

Created by SystemForward America, Inc., franchisor for the Pop-A-Lock® system, My
Locksmith Locator features latitude, longitude and altitude with accuracy of your current
location, all of which are updated in real time. There are also three different view modes:
street map, satellite and hybrid.

While the app directs customers to a PopALock franchisor, it will direct users to Find-
ALocksmith.com if they are outside the PopALock service area.

KEYNOTES JUNE 2010

My Locksmith Locator is currently
only available for the iPhone, but Robert J.
Reynolds CPL, CPS, director of operations
for SystemForward America Inc., says
the company is developing Blackberry,
Droid and Windows based platforms as
well. What a great way for customers to
be able to access your
services—with only one
touch. &

Lisa Horn, CAS, is editor of
Keynotes.

WWW.ALDA.ORG



FOR THE MASTER LOCKSMITH

Precision key blanks made of nickel silver have superior
physical and mechanical properties with high tensile

FAMILY GUY  FAMILY OUY  FaMILY GUY FAMILY GUY  FAMIY GUY  FAMILY GUY strength. This type of key blank has a stronger resistance
KWIAL-BRIAN  KWIAT-CHRIS  KWirmi-Lois  KWIALMEG  KWIAT-PETER  KWIM1-STEWIE to corrosion and wear, and presents an attractive appearance
SCN-BRIAN SC1-CHRIS SC1-L0IS SC1-MIG SCI-PETER SE1-STEWIE with its fine silver polish.

Tran spon der We've Got Your j_*‘U)' Covered!

Technology ,
* SOLID 5r1t\ ) KEYSIN

VIBRANT SPLASHES OF COLOR!
* LONG LASTING DURABLE FINISH
* WILL NOT CLOG YOUR CUTTERS!
. PRDUDI.?; MADE IN THE UsSA!
A LA

*SMART CLONE and CRYPTO SOFTWARE

*SMART CLONE CRYPTO BLANKS

*CLONEABLE TRANSPONDER BLANKS

* NGS-MACH Il FORD TRANSPONDER PROGRAMMER
* NG5-PCFORD TRANSPONDER PROGRAMMER

* SMART CLONE / IBM COMPUTER COMBO

» N

Available in
KW
SC1 blanks

JET HARDWARE MANUFACTURING CORP
800 Hinsdale Street, Brooklyn MY 11207
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Security - N » ,
GER /MERIC i [
Norton 5=+ ‘A1)
ISERETTTER = VAN CED
_ _ DIAGNOSTICS
i HARDWARE BT
TRINE | =z
Find out what other e
Locksmiths already know! ke
sl H.L. Flake has great PRO-L GRS
' i prices every day! e CRytas
ACCESS See you at these shows and Events: =
CONTROL Safetech AU
p— 2010 Convention & Tradeshow Wedgeco= |
| April 19-24, 2010
TS Just Cars Newburgh 2010 OASP

Newburgh Auto Auction
Newburgh, NY
May 7-8, 2010

ALOA

2010 Security Exp
August 1-8, 2010

@ea

EH.L.FLAKE

SECURITY HARDWARE

| |
TOOLS [

Wedgeco=| | =B/ 1 10 '

1.800.231.4105 www.hlflake.com



