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In Honor

PRESIDENTIAL PERSPECTIVE I

of Aaron Fish

ERE WE ARE IN NOVEMBER,
and 2020 doesn’t seem to
be getting much better.

We are all still suffering
from various parts of this pandemic. And
our industry keeps suffering irreplace-
able losses of late. Last month, we noted
the passing of Mark Miller of Lockmas-
ters and former ALOA Board Member
John Arnold. This month, we are mourn-
ing the loss of another industry legend,
Aaron Fish.

For those who don’t know, Aaron Fish
had a huge impact on our industry. From
inventions and patents to establishing
Unican and purchasing and developing
companies such as Simplex and Ilco, he
has left a lasting legacy. And one big part
of that legacy is his lifelong dedication to
education and his donation of time and
funding for the Aaron M. Fish Security
Training Center at ALOA headquarters
in Dallas.

This education center would not have
been possible without his vision, passion
and dedication. He was instrumental in
this project, and ALOA will be forever
grateful for this training center to help
make education more accessible to pro-
fessionals across the industry. Thank you
again to Aaron and the entire Fish family.

You can read longer tributes to Aaron
Fish and Mark Miller in this issue of
Keynotes. Please take the time to read
about the men they were and their last-
ing impressions on our industry.

WWW.ALOA.ORG

“Thank you for
bearing with us
through these
trying times,
and we are

hopeful 2021
will allow us
all to get back
to ‘normal’ a
bit more.”

Changes Keep Coming

ALOA operations keep on going as
usual, and we’ve continued to adjust
as needed during this new world or-
der. It’s about time for our fall ALOA
Board meeting, and things will look a
bit different this year. Instead of us all
traveling to Dallas, we will be saving
money (and our health!) by meeting
via video conference. We’ll have two
Zoom calls to discuss ALOA business
and plans for next year.

The board and staff have been work-
ing hard to keep ALOA strong and viable
through this pandemic. We have had to
make many changes, but because we've
been proactive, the association continues
to provide needed services and benefits
to members. Thank you for bearing with

us through these trying times, and we are
hopeful 2021 will allow us all to get back
to “normal” a bit more.

In the meantime, please take advan-
tage of all of the web-based benefits such
as webinars and reading this magazine
cover to cover. It’s so important to keep
patronizing the companies and organi-
zations that have continued to support
ALOA and our members. If you're in the
market for some new products or equip-
ment, please consider buying from our
associate members and advertisers.

I hope you all stay safe and healthy.
Have a wonderful Thanksgiving and start
to your holiday season, and best wishes
for an improved 2020 through the end
of the year.

Respectfully,

Jim Wiedman, CML
President

ALOA Security Professionals
Association, Inc.
president@aloa.org
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I EXECUTIVE PERSPECTIVE

Introducing
a New ALOA

Podcast

T’s NOVEMBER, AND THE

COVID-19 pandemic still

rages on. I hope that everyone

is taking care of themselves and

that all of your loved ones are
well. It’s also now flu season, so consider
getting a flu shot this year — we want to
see all of our members safe and healthy
into next year!

Despite the toll this pandemic has taken
on our nation’s people and economy, the
world goes on. ALOA board and staff have
been hard at work to minimize the impact
that this has all had on our organization
and, therefore, on our members. While
we’ve sadly had to cut staft and have suf-
fered the loss of convention income, we’ve
managed to keep your benefits in place.
We even plan to take the magazine back
to print production next year (though we’ll
keep the digital edition too!).

Not only have we kept benefits, we’ve
also been creating new ones and adapting
to this new world. In-person events have
been difficult this year due to health and
safety concerns, but ALOA has ramped
up its online education with a good num-
ber of new webinars. Hopefully, you've
been able to take advantage of a few of

6 KEYNOTES NOVEMBER 2020

those and earn some CEUs. If you haven't,
we are always hosting new ones. Take
a look at the calendar on ALOA.org to
find out more and register, or contact
education@aloa.org with your questions
and suggestions. Or perhaps you’d like to
teach a webinar!

You will also soon see the introduc-
tion of an ALOA podcast. Hosted by Bill
Lynk, this series will interview industry
experts on a range of topics relevant to
the security industry. It will be available
on many of the popular podcast content
apps, and we plan to regularly release new
episodes. Read a bit more about it in the
“What’s New” section of this issue, or
email education@aloa.org.

Renew Your Membership

By now, you've likely received your ALOA
membership renewal materials. Please be
sure to review and send in your renewals
by December 31 to keep your member-
ship active. You’ll also see that there are
add-ons available, including packages
for additional educational opportunities
such as webinars. You can renew online
at aloa.org, or you can send in the pa-
per forms if you’d prefer. If you have any

questions, please feel free to reach out

to us at membership@aloa.org. We are
always here to address your questions,
concerns and suggestions.

Included in your renewal packets are
reminders of some of the benefits you re-
ceive, from free professional bonding and
Keynotes magazine to discounts on edu-
cation and a FindALocksmith.com list-
ings. One item I’d like to highlight again
is access to health, vision, dental, life and
other insurance programs through LIG.
Right now, we are in the open enrollment
period, so please take advantage of this
affordable benefit! Read “What’s New”
in this issue to find out how to sign up.

Please continue to stay safe. We look
forward to seeing everyone as soon as it’s
safe to do so. We're so looking forward to
the 2021 conventions!

“INa a.on
t&» ‘
Mary A. May a?\

Executive Director
mary@aloa.org

WWW.ALOA.ORG
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Im Industry News, ALOA News, New Products and More

Get Excited for
SAFETECH 2021!

SAFEF™Y

AFETECH 2021 IS STILL A GO AS OF NOW, SO MARK YOUR CALENDARS! COME

Renovate Your Career in Reno, NV, April 12-17 with classes and networking.

We have a great lineup of classes this year, from safe deposit classes and fo-
rensics to manipulation and advanced safe drilling and defeat. There’s something for
everyone, from business owners and experienced safe techs to those just beginning
their careers. If you were looking forward to taking a class at the 2020 convention,
take a look at the lineup for this year!

SAFETECH 2021 will be held a bit away from the main strip at the Atlantis hotel.
Make your reservations now by calling (800) 723-6500 and mentioning “SAVTA” or
“SAFETECH.” Room rates are $139 per night Friday to Sunday and $109 per night
Monday to Thursday, with no resort fee.

Reno is a fun city by itself, but it’s also a gateway to a number of outdoor activi-
ties. Spend some time on nearby Lake Tahoe, or go hiking, rafting or golfing at one
of the area’s 45 golf courses.

The full registration brochure will be available in January so you can plan your
classes. For questions, please contact conventions@aloa.org. See you in Reno!

Enrollment Is
Here for ALOA
Members

F YOU WEREN'T AWARE, ALOA SPAI PROVIDES

access to affordable health insurance options as

amember benefit — and open enrollment is here!

As members, you can secure coverage for yourself,

your family and your employees through LIG Solutions.

Coverage options vary by state but include major

medical, Medicare/Medicare Advantage, short-term

health plans, vision, dental, disability, life insurance

and more. For those over 65, open enrollment is Oc-

tober 15 through December 7, and for those under 65,

it runs November 1 through December 15. For more

information, visit www.ligmembers.com/aloa or call
LIG at (888) 582-9813.
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)) Securitech was recognized in the 2020 Security Sales &
Integration Product Awards. For its AUTO-BOLT MAX.
The awards measure how manufacturers’ devices perform in
actual deployments in the field.
)) Representatives from the Wilson Bohannan Lock Com-
pany went to the White House October 5 for the Made
in America Product Showcase, where businesses from each
of the 50 states were invited to display their American-made
products. Wilson represented Ohio and displayed their brass
key padlocks. To be eligible for the showcase, the product must
be “all or virtually all” made in the United States, according to
the Federal Trade Commission.

John S. Dorsey, CML, CPS, passed away October 16. He

had been a member of ALOA since 1977 and a SAVTA
member since 1994. He was 76.

James Jacobs, RL, has passed away. He had been a

member of ALOA since 2000.

WWW.ALOA.ORG
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Stay Tuned
for the ALOA
Podcast Debut

ID YOU HEAR? ALOA HAS A PODCAST! CALLED

“Locksmith Talk With ALOA,” the podcast

will cover topics of importance to the indus-

try. Host William M. Lynk, CML, CPS, CMIL,
ICML, M.Ed., will interview security industry professionals
in each episode.

Episodes will be released soon, but you can go ahead and
subscribe on one of the various podcast directories such as
Spotify, Stitcher, Apple Podcasts or Google Podcasts. Simply
search for “Locksmith Talk With ALOA” and then subscribe
to be notified of new episodes. For more information or assis-
tance, contact education@aloa.org.

PRODUCT BRIEFS

Access Tools has introduced the Easy Off Twist Sock-
et Set, designed to aid in the removal of damaged
or locked lug nuts during roadside services without a key.
With our exclusive sure twist grip
technology locked wheel lugs
spin off with no effort.
Five socket sizes fit
most lock lug nuts
on the market. Siz-
esinclude 17 mm, 19
mm, 21 mm, 23 mm, and
26 mm.
)) In 2018, LockOne launched
the LKM10K Lock Series to address
Federal Specification FF-L-2890 revisions. The company
has released five new models to address SCIF security/
life safety requirements: Type | Push Pull Standalone Ac-
cess Control Model, Type Il Panic Bar Standalone Access
Control Model, Type VII Push Pull Lock Down Model, Type
IX Push Pull Exit Only Model and the Type X Panic Bar Exit
Only Model. For more information, contact Lockmasters at
(800) 654-0637 and press 2.

WHAT’'S NEW I

)) Lucky Line Products, Inc. has released the Touchless
Door Opener and Stylus. This multi-functional brass
door opener and stylus features a door hook to pull open
doors without touching door handles. The flat stylus tip can
push buttons on touchscreens, elevators, ATMs or gas sta-
tion pumps. Itincludes a key ring, and measures 4.1" x 1.5" x
16" Itis sold one per pouch and is available in packs of five.
>> IDN-Acme and IDN-Wilco have released a new
merged product catalog. New products include
hands-free, wave-to-open solutions, facial recognition,
electronic access control solutions, automotive fobs and
transponders, and more. In addition, new cross-reference
guides and additional resource guides are included. The
most current information can also be found on the online
catalog at www.idn-inc.com.

WWW.ALOA.ORG
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I WAV LR[S As of October 5, 2020

Tempe

» BrianT. Colby

» James D. Vonderhaar
A-1 Locksmith & Security Center
Inc.
Sponsor: Timothy R. Shaw, CML

Chico
> Christopher S. Sikora
Felton
» Christopher S Craig
A-Locksmith-Craig
Sponsor: Jerome T. Kruss, CPL
Loma Linda
» Etienne E. Kirkpatrick
Loma Linda University Shared
Services
Sacramento
» Matthew Doyle
Sacramento Valley Lockworks
South San Francisco
» Adam C. 0'Neill
Adam O’Neill Locksmith
Sponsor: Samuel Napier, CRL

(GEORGIA |
Atlanta
» Richard T. Colson

Saf-T-Lock Co.

Kuna
» Charles V. Toone
Key Tuning Mobile Locksmith LLC

Addison

» Demetrice Weathershy

Alsip

» Mark M. Crowley
EwertInc.

Aurora

» Steven W. Feltz
Alarm Detection Systems Inc.
Sponsor: Dean J. Sirek, CRL

Carterville

» William E. Dozier

[KANSAS |
Wichita
» Ben Mimon

KENTUCKY

Louisville

» Charles Kuhn
Cooks Locksmith Services
Sponsor: Dakota T. Cook, RL

Marrero
» John H. Mine Jr.
Orleans Parish Sheriff Office

Gulfport
» Michael S. Anderson

NEVADA

Las Vegas
» Victoria L. Rios
Sponsor: Jorge Mario Tinajero, RL
Yerington
» Armando Vasquez
Defence Base Services Inc.
Sponsor: Richard L. Baker, RL

Albany
» Sean B. Finley
Ye Ole Locksmith Shoppe Inc.
Sponsor: Philip M. Finley Jr., RL
Peekskill
» David A. Hale
Lockmasters Inc.
Sponsor: Leland K. Imm, RL

NORTH CAROLINA

China Grove

» Tommy Fields
Salisbury

» Andrew L. Stroud

Waynesville
» James A. Slaughter
Village Salvage

PENNSYLVANIA

Bensalem
» Timothy Robbins
Lancaster
» Bradley Eshelman
Neff's Integrated Security
» Steve Shaw, CRL
Neff's Integrated Security
Wellshoro
» Malachi J. Cunningham
Key Laboratory LLC
Wind Gap
» Jamie A. Behler
Affordable Locksmith- Slate Belt
Lock & Safe LLC.

Charleston
» William S. Reid
Coastal Lock & Safe

I For a complete calendar of events, visit www.aloa.org.

November 4-6

IML Security Expo
Orleans Hotel and Casino,
Las Vegas, NV

December 7-12

Six-Day Locksmithing
Fundamentals

ALOA Training Center, Dallas, TX
education@aloa.org or

(800) 532-2562, ext. 101
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April 12-17

SAFETECH

The Atlantis, Reno, NV
conventions@aloa.org or
(800) 532-2562

TENNESSEE

Hendersonville
» Parker S. Bailey
SmartKey LLC
Sponsor: Kenneth G. Belk, RL, CAL
Memphis
» Marshall A. Smith
Shelbyville
» Joe B. Justice Jr.
Trusted Locksmiths
Sponsor: Wayne Winton, ARL

NEW ZEALAND

Wellington
» Lance W. Leroux, RL
Lance the Locksmith

UNITED KINGDOM

Leeds
» Andrew Dunn
www.LemonLocksmith.co.uk

We Need Your Help

Attention, ALOA Members:
Help us eliminate the
industry scammer problem by
screening these applicants,
who are scheduled for
clearance as ALOA members,
to ensure they meet the
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ase Update

INALLY, THE PRESIDENTIAL ELECTION IS HERE, AND WE WILL
hopefully stop all this civil unrest in our great and beautiful country.
As forensic locksmiths, we follow the law as part of our daily work
ethic. Many of us have a law enforcement background, and I know I
thank God that I'm not out on the streets dealing with this upheaval.

AsTindicated in my last page, I have a case involving a sliding glass door lock that
locked upon closing, securing the door so the occupant was trapped on a fifth-floor
balcony with no access into the building.

I went to the site yesterday and removed the existing lock for forensic examina-
tion and now have it in secure storage until an order is given on next steps. There
is talk of X-raying the lock body for hidden obstructions or just disassembling and
photographing each component. The advantage of X-raying is that it will show ob-
stacles or blockages in the lock body. What it will not show is wear of internal parts.
Photographing and measuring these parts will check for tolerances and undue wear.

Because this is an active case, I cannot share details, photographs, opinions and/or
conclusions at this time. I have had cases in the past on padlocks, door closers, doors and
frames, glazing in doors, safes, fire code violations and lock malfunctions. As I indicated,
I do not do automotive forensic investigations because that is a field within itself, and I
will be the first to tell you that I am not an expert in automotive locks. We have many CFL
automotive experts in IAIL to whom I am more than happy to refer this type of work.

New Credential and Logo

Last month, I mentioned that our new CFL-Architectural is now Certified Forensic
Fire Door Inspector (CFFDI) and that we will be releasing a new logo to go along
with it. Let me know if you have any questions.

The reason for this change is that fire door forensic inspection is the pinnacle of
knowledge, and a CFLs who are also certified as a LSFDI or CFDI can be awarded
the CFFDI credential if they have passed the CFL Architectural exam and either of
the LSFDI or CFDI exams. There seems to be more demand for this level of inspec-
tions today. Building and fire codes along with doors, frames and hardware is an in-
credible amount of knowledge, and putting this all into one credential will give the
hiring entity a sense of relief that they have hired the right person.

To be a member of IAIL, you must also be a member of ALOA/SAVTA. Our ad-
ditional dues are $50 a year, and our membership is open to any ALOA/SAVTA
member. We hope to start offering our courses online soon, but we’re not there yet.
Hopefully, next year will bring our annual conventions back with on-site education
so you can enjoy your forensic classes once again.
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“Hopefully, next
yvear will bring
our annual
conventions
back with

on-site
education so you
can enjoy your
forensic classes
once again.”

If you have any comments, suggestions
or questions, please contact me at iail-
president@aloa.org or reach out to one
of our directors near you. &

Tom Resciniti Demont,
AHC, CAI, CFDI, CFL, CMIL,
CML, CMST, ICML, IFDI,
LSFDI, ARL. President, In-
ternational Association of
Investigative Locksmiths.
[AlLPresident@aloa.org

|

Get Published!

IAIL members: Submit your articles for
the Investigative Spotlight department.
Send your information to Ross Squire
at ross@abcforensic.com.
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Take a look back at the life and accomplishments
of this industry legend. By Tom Demont

ARON MAX FISH, SEPTEMBER 14, 1932, TO OCTOBER 1, 2020, WAS

known throughout our industry as the locksmiths’ locksmith and

was beyond a legend in the world of locksmithing! Growing up in

Montreal, Quebec, Canada, his passion was locks and keys, and his

early experience was hanging out, helping his father and Uncle Nusi
in the S. Fish general repair shop. He learned how to duplicate keys and do general
lock repair, and by the time Aaron was 11, he was making house calls to make repairs
and open locks for homes and cars.
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His family attended the dedication of the Aaron M. Fish Security Training Center at ALOA headquarters.

Uncle Nusi left the repair shop and
went to work for Dominion Lock as an
outside salesman, calling on locksmiths
and shoe repair shops. When Uncle Nusi
was in the Montreal area, Aaron would
travel with him from time to time, learn-
ing the sales side of locks and keys.

Around age 17, Aaron opened A. M.
Fish Wholesale Lock Supplies. He bought
from Uncle Nusi and resold to locksmiths.

Aaron and Uncle Nusi became a power-
tul force that threatened Dominion Lock,
and Uncle Nusi was terminated along
with Aaron’s sales agreement with them.
Aaron swore that, one day, he would put
them out of business.

He grew his wholesale business by de-
veloping more manufacturers to help
them compete with DL in Canada. This
led to Aaron developing the Canadian
Key & Lock Supply (CKLS) brand of key
blanks and padlocks to help boost busi-
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ness. Some of you old-timers might re-
member that MD Kramer carried this
line of products.

Founding Unican

By the 1960s, Aaron worked diligently to
develop a push-button mechanical access
control lock, as there was demand from
Bell Canada. Finding a small cabinet lock
manufacturer in New York called Simplex
gave him the basis for the newly patented
push-button mortise door lock.

Unican was formed, and by 1965, it was
off to a great start with contracts from
Bell Canada and various U.S. govern-
ment agencies.

It was time to expand into a new era
with an initial public offering of Unican
Security Systems Ltd. Stock was offered
at $2.25 per share Canadian. Though a
scary time for Aaron and his team, the
offering was a success and launched Uni-

can as a major player in the security hard-
ware industry.

By 1971, Unican had its eyes on Ilco as
part of its expansion into the U.S. market.
There was pressure from the U.S. govern-
ment to only buy American-made prod-
ucts, and future sales of Unican products
were in jeopardy. To secure its right in the
U.S., Unican purchased Simplex Securi-
ty Systems Inc., the manufacturer of its
main component to the push-button door
lock. It then created an assembly plant in
the U.S. to assemble these components.

By early 1972, the sale of Ilco to Unican
was complete. With a vast holding in the
U.S. after buying Simplex, Ilco and Kiel in
a short time, Unican become the domi-
nant player in the security hardware mar-
ket. In early 1980, Sager fell to Unican,
making it the largest key-cutting machine
manufacturer in the Americas. Then, in
1984, Dominion Lock fell to Aaron after
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Aaron Fish was an industry legend whose accomplishments will

leave a lasting legacy for years to come.

years of negotiating, and the convergence
from DL to Ilco began.

The next series of acquisitions was rapid
with Orion (a key blank and key machine
manufacturer in Italy), Taylor Lock (a key
blank and key machine manufacturer in
Philadelphia), Bassick-Sack (a furniture
hardware manufacturer in North Caro-
lina), the Locksmith Ledger, PPL (Jimmy
Taylor’s safe lock and safe deposit lock
manufacturing company in Kentucky)
and Mas-Hamilton in Kentucky.

In 2001, Aaron sold the Unican group
of companies to the Kaba Group, which
was absorbed by the Dorma Group and is
now known as dormakaba. Aaron estab-
lished the Aaron M. Fish Family Foun-
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dation, which contributes to the Royal
Victoria Hospital, Jewish Children’s Hos-
pital, an engineering scholarship fund
and the Lock Museum and Education
Center in Montreal.

A Lasting Education Legacy
In 2014, Aaron reached out to ALOA to help
his fellow member locksmiths build a new
educational center. As the president at the
time, I was honored to work with Aaron
and his dear friend Virl Mullins to develop
a program and build this new center.

The Aaron M. Fish Security Training
Center — built as part of ALOA’s head-
quarters in Dallas — was dedicated in
the fall of 2015. More than $340,000 was

Aaron Fish spoke at the dedication of the new ALOA education
center in Dallas, which was named for him in honor of his gener-
ous donation and dedication to education.

raised to build this impressive state-of-
the-art training facility for locksmiths and
security professionals. Joining Aaron in
this effort were IDN, Security Lock, ASSA
ABLOY, Allegion, ClearStar Security Net-
work, Duncan & Duncan and many lock-
smith companies around the world.

On a personal note, I worked for Aaron
as an independent sales representative for
his Ilco and Unican-Simplex companies
in the mid 1990s. I was impressed with his
foresight and drive for perfection, but I re-
ally never understood it fully until I met
and worked closely with him on the educa-
tion center project. I can honestly say that
he was an inspiration to work with, and we
became friends. I will miss him greatly. &
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BECOME AN EXPERT.

SIGN UP FOR TRAINING

Visit detex.com/webinars3
or call 800-729-3839.

Lockdown Security Door Hardware
November 10, 10:30-11am
November 12, 3-3:30pm

Weatherized Outdoor Gate Products
November 10, 3-3:30pm
November 12,10:30-11am

Low Energy Door Operator
December 1,3-3:30pm
December 3,10:30-11am

How to Orders
November 5,10:30-11am
December 15,10:30-11am

Loss Prevention Security Locks
November 19, 10:30-11am
November 24,10:30-11am

Online Training from
Detex

Grab your virtual screwdriver and sign on to
get into some of the industry’s most innovative
safety and security hardware at a Detex online

training session.

Benefit from learning experiences that’ll make
you an expert in our advanced products and
see for yourself how easy it is to make facilities

maore Secure.
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SPOTLIGHT BUSINESS
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Exit Strategy
Basics

Consider your options for funding your retirement

and transitioning out of your business. By Noel Flynn

N THIS 15TH ARTICLE IN THE “TOOLS FOR MANAGING YOUR BUSINESS”

series, we’ll discuss preparing for and executing your exit strategy and

what to expect when transitioning out of your business. There are many

aspects of an exit strategy that should be tailored for your business and

situation. Thus, readers should seek specific guidance from their business,
tax, insurance and legal advisers.

As mentioned in a previous article, according to the U.S. Bureau of Census, about
90% of businesses in North America are family-owned or -controlled. Data also in-
dicates that 60 to 80 percent of small business sales include owner/seller financing.
You’ll want to keep this data in mind as you contemplate your exit strategy.

Youthful Invincibility Has a Shelf Life

After much procrastination, you are finally interviewing candidates for a position in

your business, and you proudly mention your company’s 401(k) retirement plan. But
you witness a recurring lack of interest by younger applicants and conclude that all they
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care about is how much money they will
make today. Disappointed, you ask your-
self, “Why don’t they realize how impor-
tant a retirement plan is?” Perhaps it’s the
same reason that years ago, in your youth,
you would have reacted in similar fashion.
But now you have different priorities, sim-
ply because you are: 1) older and 2) wiser.
We can only wonder whether your spouse
would agree with the second part.
While this analogy is a bit off target,
the underlying message is relevant. Re-
tirement may not be top of mind for you
today, but it will be here before you know
it. Suffice it to say that, as a business
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owner, it’s best to begin planning your
exit strategy sooner rather than later.

When to Begin

Many experts suggest that business own-
ers begin planning their exit strategy al-
most immediately after startup. This re-
minds me of when financial planners tell
younger people that they should save at
least 15 percent of their income in a quali-
fied retirement plan. Although sound ad-
vice, the reality is that you’ll likely have
your hands full just trying to launch and
ensure business survival in the early stag-
es. Yes, you should focus on growing your
business, but don’t wait too long to begin
thinking about your end game.

Keep in mind that your circumstances
will likely change over time. We can all
expect to age (some gracefully and oth-
ers, not so much), and one of the more
common occurrences is deterioration of
the business owner’s health. Life has been
known to throw us sudden curveballs,
and sometimes these can happen while
we're still relatively young.

The point is that we may not always
be in control and might be unexpectedly
forced to sell or liquidate our businesses.
The good news is that many of the steps
for growing our business will also help to
increase its perceived value, marketability
and appeal to a potential buyer.

Building a solid, successful business is con-
sistent with the notion of enhancing options
for our ultimate exit. A well-run, financial-
ly sound business with appropriate infra-
structure will tend to be more successful
and appealing to virtually any suitor.

Exploring Your

Exit Options

There’s nothing inherently wrong with
planning a WUID exit plan. You know
the one: “Work Until I Drop.” Indeed, for
many “type A” personality entrepreneurs,
this one is very common, primarily because
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their business is also their passion. “What
would I do with myself if I was not running
my business?” Sound familiar?

But here’s the catch: None of us knows
our “expiration date” (I've looked all over
my body for one), so avoid the common
trap that risks leaving your kids and/or
spouse in a financial mess.

Let’s be a bit more direct and ask:
“What happens if you unexpectedly drop
dead or become incapacitated?” So much
for your bulletproof WUID exit strategy!

Yes, you might be able to just cease
operations and liquidate when the time
comes, but let’s think about that for a
moment! This approach requires navi-
gating and coordinating the various tim-
ing issues and related land mines. You’d
probably have some vehicle, equipment
or building leases. You’d likely then try to
sell your inventory, equipment, supplies,
tools and any other hard assets.

But what’s that stuff really worth, espe-
cially under such “fire sale” circumstanc-
es, assuming you can even find a buyer?
Having liquidated entire companies, I
can surmise that you probably have more
worthless crap (“one man’s trash is anoth-
er man’s treasure”) than you are willing to
admit and will likely be very disappointed
in your sale proceeds. Think garage sales!

One other familiar potential exit lane
looks like this: “My plan is to sell the
business to my kids.” This option is very
common, but it begs the question of how
and when (also if) you will actually get
paid. Do you really believe that your kids
will have the money to buy your business?
Will they require a source of funding and,
if so, will they (and the business) qualify
for a loan? Can the business’s cash flow
handle debt service for aloan? Will your
kids even want to take over your busi-
ness? You are the one who wanted them
to get a good education so they would
have attractive career choices!

Remember how hard you worked all

those years to suppress the business’s
profit (on paper) so you could pay less
in taxes? Are the kids really qualified to
run your business without you, or will
they run it into the ground? Statistically
speaking, each subsequent generation of
owners increases the risk of failure.

You could do a hybrid exit model where
you gradually back off, working fewer
days per week but remaining available to
“keep an eye on things and protect your
flank.” Here again, your implicit assump-
tion is that you’ll not have been prema-
turely called back to the mother ship and
will be healthy enough to function in a
leadership or managerial role.

Some Sensible
Steps to Take
Obviously, the younger you are and the
more people who depend upon you and
your income, the more vulnerable you
will be. Even if you have not yet developed
a clear exit strategy, there are some things
you can do to improve your situation.
One step is to have your business buy
life insurance on you. It’'s common for
companies to purchase what’s called “key
man” (you can call it “key woman” or
“key person”) insurance, and some lend-
ers will insist on such coverage as part of
a risk hedge. It’s a bit like a home mort-
gage lender requiring PMI (private mort-
gage insurance). Typically, if you have a
conventional mortgage loan and your
down payment is less than the traditional
20% requirement, you’ll need to carry
and pay for PMI, at least until you develop
adequate equity. This reduces the lender’s
risk, and the borrower is paying for it. If
you’re the lender, what’s not to like?
This reminds me of long ago when I
held a mortgage brokers license, which
was required when transacting business
deals (finance of startups, mergers, ac-
quisitions and business recapitalizations)
where assets included real estate.
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Although there’s no such thing as a free
lunch, when you're sufficiently profitable,
you can reduce your tax liability and
protect your business and loved ones
at the same time. Would you rather pay
more taxes on your profits or use some of
that money to carry insurance? Premiums
for key man insurance coverage are a
deductible business expense, and the
proceeds from such coverage are typically
paid to the company upon the demise or
incapacitation of the insured. Depending
on the structure and ownership of the
business (and your beneficiaries), this
could be a worthwhile consideration,
but consider that such coverage may end
prior to your death.

Alternatively, you could carry and di-
rectly pay for personal life insurance cov-
erage, with the proceeds payable to whom-
ever you designate, and this coverage could
prevail at the time of your death. Either
way, life insurance can offer protection
for those left behind, especially if your
departure is unexpected and when you
are younger. Of course, discuss this with
your accountant, attorney and licensed
insurance agent. Sure, having life insur-
ance is somewhat obvious, but you would
be amazed at how many business owners
just never get around to actually doing it.
Talking about it is not good enough, and
it’s too late when you suddenly wake up
on the wrong side of the dirt!

Incidentally, life insurance is not gen-
erally considered to be a good invest-
ment, although there are so many differ-
ent types of coverage that you may have
access to a policy that offers accumulation
of cash values. The policy may even earn
interest, which can sometimes partially
offset the premiums. Consider life insur-
ance primarily as a defensive strategy
rather than an investment. Again, seek
guidance from your licensed insurance
agent, financial planner, accountant and/
or other relevant adviser.
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Retirement Planning
and Investments
One common exit strategy is to use the
profits from your business to fund your
personal retirement investments. This ap-
proach is appealing for at least two rea-
sons. First, you will possibly reduce your
business and personal tax liability, de-
pending upon your business structure.
You could effectively have the business
(directly or indirectly) fund your retire-
ment investments such as 401(k)s or IRAs,
using profits that would otherwise be used
to pay taxes. Look at the after-tax impact
of various options and avoid or defer tax
liabilities until your tax rates may be lower.
The second reason this approach is ap-
pealing is that you are building your re-
tirement fund separately and, thus, insu-
lating it from your business. For those who
don’t want to have their retirement depen-
dent on the ultimate successful sale of their
business, this can be a desirable option.
In many instances, personal retirement
accounts are protected (exempt) from
lawsuits, bankruptcy and certain other
liability risks. This can be an effective
way to protect some of your personal as-
sets and retirement savings, but check
with your legal adviser for liability issues.
Another common approach (if your
business has a retail and/or warehouse
location) is to buy your building(s) per-
sonally and then lease/rent the premises
back to your business entity. Under this
scenario, the business is indirectly paying
the mortgage (which is a tax-deductible
expense for the business) for your person-
al investment in a building. The expecta-
tion is that your building is likely to be
worth more when the time comes to sell
it, perhaps as part of, or even the founda-
tion of, your retirement and exit strategy.
Your lease would typically also require
the business to pay for maintenance and
repairs. Frankly, especially if you own a
building over decades, don’t be surprised

if your building can be sold more easily
and profitably than your business.

This reminds me of when I would ask
small business owners who sold their
business at retirement (and also sold their
building) the rhetorical question, “What
business were you in?” As expected, they
would typically reply, “The XYZ business
or industry.” But more often than not,
the numbers would suggest that their
primary business was actually real estate
investment, which was funded by their
XYZ business!

Think about banks, gas stations, fast-
food restaurants, drug stores and other
businesses that own well-located build-
ings. The cash flow from the business
pays the mortgage on the building, which
increases in value over time. Such build-
ings are often held by a separate real es-
tate holding entity that may be owned
or controlled by owner individuals and
may be leased back to the operating com-
pany. The building owners may be able
to avail of the accelerated depreciation of
the building (creating a phantom loss for
tax purposes) and, thus, offset some or
all of their personal income tax liability.
Remember, depreciation is a deductible
business expense, but nobody ever writes
a check to pay for it!

Back in the late 1980s, I was execu-
tive vice president of a real estate syn-
dication firm whose portfolio included
thousands of apartments and dozens of
shopping centers (in eight states), which
were owned by more than 100 limited
partnerships. These financial instruments
were sophisticated, regulated securities
that offered higher-income investors tax
shelters of up to as much as a five-to-one
write off for every dollar they invested.

This was accomplished largely by ap-
portioning the accelerated depreciation
(which resulted in an on-paper income
loss) from the limited partnership’s
owned real estate. Thus, a doctor with a
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high income could use his/her share of
the loss from one or more limited part-
nerships to reduce or entirely offset their
personal income tax liability.

Indeed, it was not uncommon for some
wealthy investors to actually receive a
check from the IRS, whereas they would
have otherwise had a personal income
tax liability of several hundred thousand
dollars for that tax year. This may be too
much information, but the point is that
investors have been using accelerated de-
preciation of real estate as a legal income
tax shelter mechanism for decades. Al-
though some of the laws and tax regula-
tions have changed over time, if you own
a building, you can use the same funda-
mental method.

How to Enhance the
Perceived Value of
Your Business
Reflecting on the more than a dozen ar-
ticles in the “Tools for Managing Your
Business” series, there have been numer-
ous suggestions and techniques about
how to make your business successful.
Although the term “successful” is often
narrowly interpreted to mean profitable,
that’s a one-dimensional description. A
business should be profitable and have
positive cash flow, but a solid infrastruc-
ture can offer the owner more time for
quality-of-life endeavors and make the
business appealing to a prospective buyer.
Sure, sometimes businesses have been
purchased despite their poor financial
performance — or even because of it.
Very profitable companies with strong
cash positions sometimes purchase un-
successful firms primarily for their NOLs
(net operating losses). The underperform-
ing company’s NOL can be carried for-
ward to reduce or offset the acquiring
company’s current and future taxable
income liability. Although this subject
is far beyond the scope of our article,
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“One common
exit strategy
is to use the
profits from

your business

to fund your
personal
retirement
investments.”

this concept is germane to exit strategies
and understanding a particular type of
buyer’s motivation.

Competitive, strategic and tax consid-
erations can and do form compelling ra-
tionales for acquisition and sometimes
merger. But, generally speaking, it can
be risky to overly depend on such fortu-
itous opportunities as your exclusive exit
strategy. Remember, you also want to get
the best possible price, terms and timing,
if/when you sell your business. Ideally,
position your business so it appeals to a
broad range of potential buyers.

Think about a particular business
that might be an attractive acquisition
for your own business. Assuming that
you had an opportunity to buy it, what
would make it more appealing (oth-
er than price)? Ideally, it would have a
steady cadre of established and success-
ful clients/accounts that are growing and
punctually pay their bills, with none rep-
resenting more than 10 to 15 percent of
your total sales volume.

But as a prospective buyer (even more
$0, as a passive investor), you'd also prefer
an established entity with solid organiza-
tional structure, experienced and profes-
sional staff, appropriate tools and equip-
ment and in-place procedures, processes

and best practices. In other words, a busi-
ness that is reasonably autonomous and
did not require extensive reconfiguration,
investment, handholding and microman-
agement. With all this in mind, let’s do
some reverse engineering.

Make your own list of desirable acqui-
sition attributes and then see whether
your existing business would pass such a
sniff test. Now do it again, but this time,
remove yourself from the equation. With-
out you, does your business resemble the
scene from The Wizard of Oz when the
curtain was pulled back to reveal the true
identity of the wizard? Can your business
withstand the kind of scrutiny anticipat-
ed from a potential buyer’s due diligence?

If we cut through the BS, one good in-
dicator is if youre able to take an occa-
sional day off without manning the cri-
sis hotline every minute. Be honest: Can
you really take one or a few days off and
have the business run without you? No, it
does not have to run as well without you.
But does your absence cause a disaster?
If so, what does this suggest about the
value of your business if/when you aren’t
present? No, cloning is not yet a solution,
and in your case, society at large might
object to a second you! Do your employ-
ees welcome and even pray for you to
take a day off?

What'’s My Business Worth?
There are many books about how to es-
timate your business’s value. But, ul-
timately, any business or asset is only
worth what a buyer is prepared to pay for
it when not under duress to conduct the
transaction. This article does not attempt
to suggest formulas or other methods of
determining the value of your business.
But let’s take a look at real-world factors
that influence the relative value.

Yes, you can consider the hard assets
that the business owns (inventory, tools,
equipment, vehicles, buildings, etc.), and
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it’s easier to estimate the value of this part.
Beyond that, there are many variables that
tend to influence the perceived value. Prof-
itability and cash flow are among the most
important elements of value. You can chat
about buyers and value with a business
broker in your area, but remember: They
are motivated to complete a sale and thus
collect their commission, which is typi-
cally 10% of selling price.

Far too often, business owners convince
themselves (even without the aid of mari-
juana, opioids or liquor), that their busi-
ness is worth some astronomically high
value. With that in mind, this is probably
agood time to reveal that the Easter Bunny
is not real! Go ahead and take a reflective
moment before moving on.

I've played key roles in both large and
small company acquisitions, and my ex-
perience has been that standard formulas
(which can be somewhat useful) are often
not the driving force in establishing pur-
chase price. In the real world, we need to
think about who the buyers are and why
they are interested in buying the business.

Are they planning to merge or absorb
your business into their existing compa-
ny? Is the buyer a passive investor look-
ing to be an absentee owner and expect-
ing the business to essentially run itself?
Of course, a primary determining factor
of price is why the company is “on the
block.” Who initiated the discussion and
why? How many potential qualified buy-
ers are there?

There are always at least two prices: cash
and terms. If you're expecting to receive
a check with full payment and just walk
away, you will no doubt receive a relatively
lower price for your business. You will also
likely face some tax consequences associ-
ated with a sudden and large slug (lump
sum) of income for that particular income
tax year. Needless to say, requiring a cash
deal will also severely narrow your popu-
lation of potential buyers.
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Of course, in a cash sale, you won’t have
to strap on the risk associated with get-
ting paid in the future, and this risk is
very real.

Once upon a time, a small business
owner asked my opinion regarding the
offered price of an unsolicited cash offer
for her successful business. Upon con-
sidering all of the known elements, my
recommendation was to accept the price.

The seller did the deal but initially felt
they received less than a fair price for the
business. However, when the new buyer/
owner subsequently drove the business
into the ground in less than one year and
had the state chasing them for sales taxes,
suddenly that lower cash price didn’t look
so bad after all! Strange things can happen.

Payment terms almost always result in
a higher price than an all-cash deal but
definitely carry greater risk. But if your
buyer company fails or files bankruptcy,
your chances of getting paid any balance
due could evaporate or greatly dimin-
ish. You can possibly negotiate a hybrid
model with a substantial down payment
and the balance financed over typically
three, five or seven years.

Other Terms and
Conditions

Sometimes, transaction terms include the
seller remaining available (or actively on
the payroll as a consultant) for a transi-
tional period.

Some types of deals are structured so
that the ultimate sale price is somewhat
dependent on the performance of the
business after the sale. This is known as
an “earn out.” The idea is to mitigate the
possibility of the business falling apart
(possibly because of primary customer
accounts being lost) shortly after the sale.
Such arrangements provide a smoother
transition while the new ownership takes
control. Unless there are binding con-
tracts for continued work with customers,

what assurances does a buyer really have
that these customers will remain loyal?
Probably none!

Buyer’'s Due Diligence
Although this article is about exit strate-
gies, you might one day find yourself in
the role of a buyer. Or, part of your exit
strategy could include a merger as an in-
terim step or end game.

Under such scenarios, you’ll proba-
bly have a vested interest in learning as
much as possible about your intended
seller or partner firm. Indeed, part of
your exit strategy may be to look at ac-
quisition candidates to hone your skills
in this area long before you’re expecting
to sell your business.

You can expect to sign an NDA (non-
disclosure agreement) in which you
pledge to protect confidential informa-
tion about the seller company that is dis-
closed during your due diligence process
as prospective buyer. Some companies
(more than you might suspect) do this
as a guise for competitive market re-
search. I leave it to you to sort out the
ethical issues!

You might not know the Latin phrase
caveat emptor, but you are likely to be
familiar with the English translation:
“buyer beware.” Perhaps nowhere is this
concept more important than in a poten-
tial buyer’s due diligence process.

Due diligence means the research, in-
spection and assessment process that a
buyer engages in prior to a purchase.
Some would call it “kicking the tires,”
“looking under the hood” or “doing
your homework.”

Take the example from one of my past
lives where I was asked to help a buy-
er structure an offer to acquire a well
known, branded, 100-plus-year-old con-
sumer products manufacturer. The buyer
was an experienced and a savvy business-
man but had never been directly involved
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in acquiring a business without the assis-
tance of a professional team.

In short, my contribution was suc-
cessful, the lawyers drafted the agree-
ment and the deal was done. The buy-
er was very familiar with the acquired
company but nonetheless engaged in
some appropriate due diligence prior
to the sale. Some of this relied heavily
on a few individuals employed by the
acquired company who were going to
become members of the new owner’s
management team.

However, after the sale, the buyer
learned that virtually all of the materi-
als used in his manufacturing process
were on the company’s books at seriously
understated costs. Apparently, the com-
pany’s accounting standard cost infor-
mation had not been updated, and gross
margins were seriously inflated.

Conclusion
Asyou think about an exit strategy, here
are some considerations:

= [t’s never too soon to begin identify-
ing your options and engaging in exit
planning.

= Even if your plan is sound, you may not
be in complete control of your destiny.

= Contemplate buying insurance as a
method of protecting those who de-
pend on you.

= If the business includes a building,
evaluate buying it personally and leas-
ing it back to the business.

= Identify ways to reduce your business
tax liability while funding your retire-
ment plan.

= Decide how much your retirement
should depend on the successful and
timely sale of your business.

= Inject yourself with frequent doses of
reality truth serum when it comes to
estimating the probable real-world val-
ue of your business.
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“Although
there’s no
such thing as
a free lunch,
when you're
sufficiently
profitable, you

can reduce your

tax liability and
protect your
business and
loved ones at

the same time.”

= Don’t be a neophyte when it comes to
buying and selling a business. Educate
yourself and ideally get some experi-
ence before you try to sell your business

= No, I was not kidding when I said that
the Easter Bunny is not real!

As you consider each of the items in
this list, ask yourself what the common
thread is that runs through all of them.
Certainly, one obvious and inescapable
observation is that under virtually any
scenario, a truly successful business pro-
vides more viable options for your even-
tual exit. Moreover, a well-run company
(one with a solid infrastructure that’s not
overly dependent on you) will enhance
the appeal and perceived value of your
business to just about any potential buyer.

If you prefer to be less dependent on sell-
ing your business as your main exit strat-
egy, you may be more comfortable paying
yourself a higher level of compensation
and using that to fund your personal re-
tirement plan savings. This would help
build a more protective barrier between

your business and personal retirement
savings while deferring taxes until later
on — when you will likely be subject to
lower income tax rates.

Keep in mind that you don’t have to
fully embrace either end of the spectrum
for your exit strategy. You may prefer to
hedge your reliance on the successful sale
of your business by building a personal
retirement investment account such as a
401(k) or IRA. These approaches are not
mutually exclusive.

Hopefully, at least some of the informa-
tion in this article has been informative
and useful. Think about what’s important
to you and how that might change as you
get older and approach retirement. Don’t
get hung up on doomsday scenarios, but
consider that you may not always be able
to call the shots in your business or per-
sonal life. Good health must not be taken
for granted. Leave room for a safety net
to help protect those who depend on you
and erect a firewall between your business
and retirement savings account.

The next topic in this series is “Man-
aging Your Sales Force,” where we will
discuss how to build, organize and direct
your sales team. Incidentally, members
requested this topic in a recent survey. &

Noel Flynn is a degreed
business management
consultant with global
senior leadership experi-
ence, including more than
20 years in manufactur-
ing, wholesale distribution and consulting
sectors of the security industry. Noel has
been a senior executive, officer, board di-
rector and adviser to not-for-profit and for-
profit companies in numerous industries
worldwide. This includes being an ALOA
SPAIl board member since 2011, and he is
also an ACE instructor, developing and
teaching business management. Contact
him at nflynn@aloa.org.
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Scott Said of Lockmasters pays
tribute to this industry legend.

N SEPTEMBER 21, 2020, THE SECURITY INDUSTRY LOST ONE OF THE
great ones, Mark C. Miller. He was born on January 30, 1963, in
Rochester, NY, but Nicholasville, KY, was his home for the last 45
years. As a fourth-generation safe technician, Mark grew up in the
security industry. He worked at Sargent & Greenleaf and LA GARD
before beginning his 34-year career at Lockmasters. Mark became president in 1998
and the owner and CEO of Lockmasters Inc. in 2005. He was the third-generation
owner of Lockmasters, which was founded by his grandfather, Harry C. Miller, in 1955.
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Mark C. Miller, owner and CEO of
Lockmasters Inc., passed away
September 21.

Mark worked at Sargent & Greenleaf and
LA GARD before beginning his 34-year
career at Lockmasters.

Mark and the Lockmasters team held an LS| open house during the 2019 SAFETECH
Convention.

Mark was an accomplished technician
in his own right. He was one of the first
Certified Professional Safe Technicians,
a SAVTA Hall of Fame inductee and a
Philadelphia Award recipient. Mark prid-
ed himself on promoting the industry
through education, product innovation,
salesmanship and giving back to his em-
ployees and community.

Lockmasters founded SAVTA in 1986
and donated it to ALOA in 1993, but
Mark still wanted to contribute. He es-
tablished the Friends of SAVTA Live Auc-
tion, which he personally hosted every
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year through 2019. His efforts helped
raise over $500,000 for education. If you
ever attended the auction, you witnessed
his fun-loving and giving nature. The
last year he hosted the auction, he hap-
pily matched all other SAVTA members’
donations. Anyone who knew Mark was
never surprised by his generous nature.

Dedicated to Education

and Innovation

Mark knew the importance of continu-
ing education. Early in his career, he
traveled the world holding training

courses. So it was no surprise when he
purchased Lockmasters Security Insti-
tute (LSI) in 2013 from his father and
built a beautiful new state-of-the-art
training facility. It’s a facility like no
other in the world and is home to his
grandfather’s industry-famous lock col-
lection. SAVTA members may remem-
ber visiting the LSI open house during
the 2019 SAFETECH Convention. Mark
continued to add to the collection over
the years. During his travels, he never
missed an opportunity to check out an-
tique shops or search the internet for
unique locks and safes. He took delight
in sharing stories of the locks and safes
that line the halls of LSI.

Mark was an immense advocate for the
security industry. In 2001, during a time
of national emergency, Lockmasters and
Mark helped developed the first life safe-
ty, high-security pedestrian door lock.
Today, the second-generation LockOne
LKM10K has secured thousands of doors
in government and military facilities.
The Lockmasters’ team is grateful that
Mark’s legacy will continue as new Lock-
One models continue to be developed.

There was no better salesman than
Mark Miller, and he had a special way of
making people feel important — because
they were. He enjoyed interacting with
customers at tradeshows, on sales calls
or in the classroom. He made every event
special, no matter how small. He was a
“hands-on” guy, whether he was showing
a drill rig to a student or setting up safes
in a customer’s shop. He worked with
people when they needed help, because
he valued them (Figure 6).

The industry knew Mark as an inventor,
salesman and successful entrepreneur,
while those of us lucky enough to have
worked with him can reminisce about
all the great times we shared with him.
He took joy in hosting “over-the-top”
employee events and hand delivering
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Mark enjoyed interacting with customers at tradeshows, on sales calls or in the

classroom.

Mark is shown with his wife, Stephanie and two daughters,
Madeline and McKenzie.

commemorative coin sets during the
holidays. Mark treated his employees
like family, and family was a priority to
him. He loved and cherished his wife,
Stephanie, and two daughters, Madeline
and McKenzie. He was the definition
of a girl dad, always showing love and
kindness. No matter how busy he was,
his family always came first.
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The community where he lived will
remember him for his overwhelming
generosity, especially at Thanksgiving
and Christmas. Lockmasters provided
400 Thanksgiving meals to Nicholasville
residents and Christmas gifts to over 100
families’ children. This loss will be felt
by many.

If you met Mark once, he gave you his

s s |
Mark was a “hands-on” guy with students
and customers.

He had a contagious smile and brought light to any room.

time and attention. If you knew him for a
short time, you knew he cared about you
and your family. If you were fortunate
enough to call him a friend, there was no
one better to have in your corner. If you
called him husband or father, you were
blessed. We will all miss his contagious
smile. He brought light to any room, and
he will forever be missed. &
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IGNITION FAILURE

Andrew Taylor walks you
through removal and repair.

’M GOING TO DISCUSS A DODGE PROMASTER WITH AN IGNITION THAT sUD-  because I really didn’t know the design
denly wouldn’t turn. The interesting part of this truck is that the locks are  yet, as shipping issues made the wait time

now on the Fiat SIP22 keyway rather than the familiar Chrysler keyway that  for a replacement cylinder unbearable for

we all know and recognize. These ignitions use a set of sidewinder tumblers  the customer. I would have preferred to

to work a sidebar. study a replacement before attempting

In this vehicle, enough debris had collected in the ignition that the sidebar would it, but instead, I was asked to try my luck
not sit down into the slots to allow it to turn. As it uses an active retainer, you must ~— and luck was with me, as a couple of
be able to turn it to the on position to remove it and affect repairs, and there area  snaps with the Vise-Grips got it to turn.
few ways to achieve that. If you can get it to turn one more time,
One would be to drill an access hole through the housing to add pressure to the  you don’t need to remove the column cov-
sidebar while the key is inserted. Another method is to cut a fresh blade and add  ers because there is an access hole to hit
turning pressure with Vise-Grips to force it to turn. I chose that method this time  the retainer. But if you do need to bring
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Figure 2. The sidebar does not have ) .
Figure 1. The tumbler has a tab that rides exposed springs behind tabs like most Figure 3. Vise-Grips are used on a freshly
in the cuts, and you can see the notch for sidebar designs; it's not an easy part to cut blade to force the ignition over without
the sidebar to set into. remove. damaging the original key.

Figure 5. The blue circle points out the access hole for the
retainer when the covers are still in place.

Figure 4. The author is accessing the active retainer after the cov- Figure 6. Using an Allen wrench, the author is removing the first
ers are removed. of four screws holding the lower column cover in place.
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Figure 7. The third and fourth screws for the lower cover are Figure 8. This photo shows one of the two screws for the upper
further down, but still reachable. column covers near the steering wheel.

the drill, you’ll find a total of seven screws
holding the covers in place. The first two
for the lower cover are fairly easy to reach
with an Allen wrench, but the second two
are much further down the column and
awkward to reach because of a shelf that
runs under the column. Once that’s out
of the way, you’ll find the first two screws
for the upper cover close to the steering
wheel and the last one in the lower right
corner, all from underneath.

Once you have the covers out of the way,
you can locate your drill point to create
that access hole. On the side away from
the retainer, at right angle to the keyway,
you want to drill a small hole %" back from
the face of the lock. Remember that you’ll
be drilling through two layers of metal
before you reach the sidebar, so you want
to pay attention to the “feel” of the drill

: as it cuts through each layer. You want to
Figure 10. The angle of your drill shotis at  ;ccess the sidebar, not drill through it! If

Figure 9. The third screw for the upper the red arrow (it's not an easy shot with 5 f ble with the drill
column cover is in the lower right corner, the dashboard in the way). Here is where you aren't comfortable with the drill, you
keeping it from sliding off. the sidebar sits. might want to stick to the method I used.
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Repairs After Removal

Once you have the cylinder out, repair
gets interesting — it’s not a simple lock
to disassemble. After removing the clip
on the back side of the cylinder, you
have to turn the core to the left toward
an invisible accessory position, which is
blocked by a spring-loaded bar. To push
this bar, you have to pop off the chrome
ring around the face.

Once turned in the right position, a
point on this slide piece in the rear of the
core can line up with the slot in the cas-
ing... but wait, there’s more! That slide
piece gets extended by the tip of the key
you are using to turn the lock, so it’s
blocked from coming out anyway. You
have to turn the core without the tip of
the key pushing on that slide piece!
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Figure 11. This is the spring-loaded bar behind the chrome ring
that must be pushed to allow the core to turn to the left.

core.

My solution was to cut %" off the tip
of the key so it could line up the tum-
blers for the sidebar without moving
that slide piece. That made it a bit of
work to insert the key, as the tip needed
a high cut.

But the other option of picking it with
my Lishi while holding pressure on the
sidebar and moving the spring-loaded bar
I mentioned earlier all at the same time
seemed quite difficult.

After disassembly, you can finally
service this beast and clean out the de-
bris. As you can see by the pictures, the
sidebar is actually loaded from inside
the cylinder, unlike most other designs,
so you have to remove the face to re-
move the sidebar. Certainly something
to avoid!

Figure 12. In the red circle, you can see the slide piece that has
a point that must line up with a slot in the casing to remove the

It’s easy to see that the designers of this
lock had no plans for servicing in the field
other than directly replacing. If you try
to order a replacement, you’ll find it only
as a set that includes matching door locks
because they had no plans on you ever
rekeying this thing. Of course, determi-
nation can see the job through. &

Andrew Taylor, 57, has
® heen locksmithing since
1983 and self employed
since 1989. He originally
apprenticed under Tom
¥ Sprouse in New Jersey
and is the owner of Taylor Locksmith in
Virginia Beach. He does commercial, resi-
dential and automotive work but prefers
automotive for the variety.
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SERVICING AND REPLACING
AN IGNITION LOCK ON A

..‘..:
m
:

Sal Dulcamaro walks you through
this job where the car has a tilt and
telescopic steering column.

LTHOUGH | SPENT THE LAST SIX YEARS AS AN INSTITUTIONAL LOCKSMITH,

I started out as a commercial locksmith in the mid-1970s. I started as a

one-man shop, worked with my brother for a few years and then went

back to being a one-man shop again. I did a bit of everything: residential,

commercial and automotive locksmithing. I dabbled a bit in safe work,
but mostly just safe lock combination changes rather than safe lockouts. I did quite
a bit of automotive lock work ranging from lockouts to fitting keys and various lock-
related repairs.

Automotive locksmithing has changed dramatically through the years. In the early
1990s, many cars started to have electronic ignition locking systems that involved
transponder keys that required programming — often with specialized and expen-
sive equipment. Many of my fellow locksmiths at the time decided to sell or dump
most of their automotive locksmithing tools and parts and get out of that segment.

I saw that trend but decided to stick with working on auto locks on the premise
that many older-generation used cars were still on the road and needed keys fit and
other services. I didn’t do a high enough volume of auto lock work to make it worth
investing in all the new equipment and products to service all or most auto lock tasks.

As the years passed, more and more new cars required key programming, and
fewer cars with old lock technology remained on the road. My level of involvement
in auto locksmithing diminished. The investment required to stay deep in auto
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locksmithing became very expensive,
and there was a trend for locksmiths who
worked solo to either become automo-
tive locksmith specialists or to stick with
just residential, commercial and maybe
safe lock work.

In the new millennium, I started turn-
ing down most auto lock service calls and
referred them to the automotive specialist
locksmiths I knew.

Iinvested in a few serious auto lock ref-
erence guides that identified what kind of
locking system applied to specific makes
and models of cars. I'd look up any car
that a potential customer needed serviced
to see if I could work on it with my old-
school tools and equipment. If I heard it
was a car from the 1960s or 1970s, I didn’t
even have to think twice. Year by year, I
worked on fewer cars.
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Figure 3. A closer view of the horn pad
also shows the locking lever that releases
the column to telescope downward or
upward.

I did have one customer (you could call
him a commercial customer) who ran a
custom Corvette restoration company. He
restored Corvettes, and in many cases, he
needed work done on the car locks. That
was one of my few consistent avenues of
auto locksmithing. I still occasionally got
calls from him after I became an institu-
tional locksmith.

Servicing a 1970s Corvette

I’'m going to show the servicing and re-
placement of an ignition lock for a 1970s
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Figure 4. The horn contact is lifted off the
steering wheel.

Corvette. A 1975 Corvette (see Figure I)
is a General Motors car with a tilt and
telescopic steering column. Many GM
cars had tilt steering columns, but the
tilt and telescopic column was primarily
limited to more deluxe models such as
Corvettes and various models of Cadil-
lac. This style of tilt/telescopic steering
column was not uncommon on other
high-end GM cars from 1969 into the
1980s when the first GM steering col-
umn ignition locks were introduced.
The horn pad for the Corvette has

Figure 2. The horn pad for the Corvette
has already been removed.

Figure 5. The locking lever is attached to
the “star” screw by two small screws.

already been removed in Figure 2,
exposing the screws that hold the
upper horn contact in place. A much
closer view (Figure 3) shows it in better
detail along with the locking lever
that releases the column to telescope
downward or upward. After the three
screws are loosened and removed,
the horn contact can be lifted off the
steering wheel (Figure 4).

The locking lever is attached to the
“star” screw (Figure 5) by two small screws
opposite each other. Moving the locking
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Figure 6. The locking lever is in the locked
position.

Figure 7. The author made scribe marks
where the two screws were previously
to ensure all was returned to the same
position upon reassembly.

Figure 8. The combination of star screw,
telescoping lock lever and spacer is lifted
off as a group.

Figure 9. There is a nut holding the
steering wheel on the column.

lever tightens or loosens the star screw,
which frees up and allows adjustment of
the steering column’s telescopic position.

The locking lever, when rotated clock-
wise, locks the steering column height. If
you turn it counterclockwise, you can lift
the column upward or push it downward.
Once you reach the height you prefer, turn
it clockwise to lock it back into place again.
It’s in the clockwise locked position (Figure
6) with one of the two screws removed from
the star screw. After the second screw was
removed (Figure 7), I made scribe marks
where the two screws previously were so I
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Figure 10. The author used a %6” socket to
loosen the steering wheel nut.

could ensure all was returned to the same
position upon reassembly.

After the star screw is loosened, the
combination of star screw, telescoping
lock lever and spacer is lifted off as a
group (Figure 8). There is a nut hold-
ing the steering wheel on the column
(Figure 9). I believe I used a %16" socket
(Figure 10) to loosen the steering wheel
nut. After removing the steering wheel
nut (Figure 11), I could see the match-
ing scribed marks on the post and the
steering wheel to indicate the position
for reinstalling the steering wheel.

Figure 11. The steering wheel nut is
removed.

Pulling the Steering Wheel
The next step is pulling the steering wheel
since it’s pressed in place and won't just
pull off after the nut is removed. Since
the star screw was removed, the column
height is not secured. It will move up and
down to various heights. I used a screw
with threads that matched that of the
star screw (Figure 12). 1 started the screw
into the threaded opening (Figure 13) and
used an Allen wrench to drive it into the
threaded hole (Figure 14) until it was deep
enough to lock the column in place so it
wouldn’t telescope up and down.
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Figure 12. The author used a screw with
threads that matched that of the star
screw.

Figure 15. The wheel puller is shown.

I attached my wheel puller (Figure 15)
and tightened the center bolt until it re-
leased the steering wheel from its pressed
fit. The steering wheel is still in place (Fig-
ure 16) but can now be lifted off with rela-
tive ease (Figure 17). The steering wheel is
tully oft in Figure 18, and the spring-load-
ed locking pin can be seen projected into
the locking plate between the 10 and 11
o’clock positions on the locking plate. A
straight-on look (Figure 19) gives a much
more detailed view. That is what locks the
steering wheel from turning when the
key isn’t in use.

The horn contact carrier retainer
looked perfectly intact in Figure 19, but
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Figure 18. The steering wheel is fully off.

Figure 14

Figures 13 and 14. The author started the screw into the threaded opening (Figure 13)
and used an Allen wrench to drive it into the threaded hole (Figure 14).

Figure 17

Figures 16 and 17. The steering wheel is still in place (Figure 16) but can now be lifted off
with relative ease (Figure 17).

Figure 19. A straight-on look gives a much
more detailed view of the spring-loaded
locking pin.
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Figure 20. The horn contact carrier
retainer is starting to break apart.

Figure 22

Figures 21 and 22. The author started to lift off the bushing (Figure 21) until he had it

completely removed (Figure 22).

Figure 23. There is a “C” clip that holds
the lock plate in place under considerable
pressure.

when I tried to lift it off (Figure 20) you
can see that it’s starting to break apart.
You’ll see later that I replaced that bro-
ken part with a new one. I started to lift
off the bushing (Figure 21) until I had it
completely removed (Figure 22). Thereis a
“C” clip that holds the lock plate in place
(Figure 23), but it’s held under consider-
able pressure. You can’t just slide the “C”

WWW.ALOA.ORG

Figure 24. You can’t slide the “C” clip
off without assistance from a lock plate
compressor.

clip off without assistance from a lock
plate compressor (Figure 24).

I actually had a more specialized ver-
sion of a lock plate compressor just for
the tilt/telescopic columns. I was able
to use this one because I tightened that
screw in place of the star screw to hold the
telescopic column firm without moving
up and down uncontrollably. My other

Figure 25. The lock plate compressor has
the lock plate partially compressed.

lock plate compressor had a screw with
the matching threads of the star screw to
lock the column in place while compress-
ing the lock plate. Since I already had a
screw securing the column, I didn’t have
to be concerned with that.

The lock plate compressor has the lock
plate partially compressed in Figure 25,
but not yet enough to release the “C” clip.
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Figure 26. The lock plate was compressed
enough to allow the “C” clip to slide out of
position.

i

Figure 27. The author removed the “C”
clip.

Figure 28. The lock plate is removed.

Figure 29. The turn signal switch is
preventing access to the ignition lock.

After a few more turns deeper, the lock
plate was compressed enough to allow
the “C” clip to slide out of position (Fig-
ure 26). I was then able to remove the “C”
clip (Figure 27).

After loosening the nut on the lock
plate compressor, I could relieve the ten-
sion on the lock plate and removed the
lock plate compressor from the threaded
shaft of the steering column. With that
tool removed, I was able to remove the
lock plate (Figure 28).

The turn signal switch (Figure 29)
was then the only thing directly in my
path preventing access to the ignition
lock. Depending on the version you are

36 KEYNOTES NOVEMBER 2020

Figure 30. The author removed the screw
to the turn signal lever.

working on, you may have a few differ-
ent levers attached to the turn signal
switch assembly (Figure 29). I removed
the screw to the turn signal lever (Figure
30). Other than those possible screws,
there are three screws that hold the turn
signal switch in place. I often use a mag-
netic grabber tool (Figure 31) to avoid
dropping screws down the steering col-
umn as I remove them.

I started to loosen one of those three
screws (Figure 32), and after it was loose
enough, I used the magnet to pull the
screw out without dropping it (Figure 33).
You can see that the magnet holds the
screw rather securely (Figure 34).

Figure 31. A magnetic grabber tool is
shown.

Figure 32. The author started to loosen
one of the three screws.
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Figure 33. The author used the magnet to
pull the screw out without dropping it.

Figure 36

Figure 34. The magnet holds the screw
securely.

Figure 37

Figures 36 and 37. With all screws removed, you can pull out the turn signal switch
(Figure 36) to expose access to the ignition lock (Figure 37).

The emergency flasher switch (Figure
35) is slightly below the ignition switch.
I loosened the screw and started to re-
move the part.

With all screws removed, you can pull
out the turn signal switch (Figure 36) to
expose access to the ignition lock (Figure
37). There is a key warning buzzer switch
located in a slot under the ignition lock,
and I have an angled hook tool grabbing
part of it to pull it out in Figure 38. A
closer view of it with it removed from that
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slot (Figure 39) shows where I hooked it
to pull it out.

There is a spring-loaded tab on the igni-
tion lock that holds it in place in the col-
umn. There is a slot in line with the lock
toward its back end (Figure 40). A later
version of the lock had a screw retainer.
This column is actually equipped to ac-
cept that style of lock. There is an empty
screw hole just above the screw roughly
in the middle of the photo and just below
the lock itself. There is probably a special

Figure 35. The emergency flasher switch
is slightly below the ignition switch.

Figure 38. An angled hook tool is grabbing
part of the key warning buzzer switch.

narrow-tipped tool for compressing the
spring-loaded tab, but many years ago, I
just took a grinder to the shaft of a slot-
ted screwdriver to make it narrow enough
to fit into the slot (Figure 41). A piece of
spring steel might accomplish the same
task if you applied sufficient pressure to
compress the tab. In Figure 42, ’'m using
my tool to press the tab to release the ig-
nition lock. Pull outward on the ignition
lock while you’re compressing the retainer
until it releases and comes out.
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Figure 40. There is a slot in line with the Figure 41. The author used a grinder on
Figure 39. This image provides a closer lock toward the back end of the spring- the shaft of a slotted screwdriver to make
look at the key warning buzzer switch. loaded tab. it narrow enough to fit into the slot.

Figure 42. The author is using his tool to press the tab to release
the ignition lock. Figure 43. The old lock is shown.
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The Lock Is Released

The old lock is shown in Figure 43. You
can see the retainer tab toward the tail
end of the lock and the code number
stamped on the circumference of the lock.
I don’t recall if the lock was just bad and
had to be replaced or if the customer just
wanted it to work on a different key. The
new replacement lock (Figure 44) is ready
to be installed in its place.

That style of ignition lock just snaps
back into place. Slide it into the opening
where the old lock was and the retainer
will catch into the slot that I pressed
inward with my tool to release the old
lock initially.

The key warning buzzer switch goes
back next. There is a small plastic part
toward the back of the ignition lock that
protrudes when you insert your key.
That’s what engages the buzzer switch
and creates the alert that you left your
key in the ignition. You pretty much re-
verse the disassembly procedure and to
put everything back. The turn signal as-
sembly has to be repositioned and the
screws reattached. The warning buzzer
switch goes back and then the various
lever arms, if they were removed.

The lock plate goes back over the top of
the turn signal switch, and the lock plate
compressor is reattached to compress the
lock plate far enough to allow the “C” clip
to go back in place. Once the “C” clip is
fully engaged, the lock plate compressor
can be removed.

This is where we deal with the horn
contact carrier retainer. If you recall,
that part fell apart from being so old.
When you have plastic parts that have
been in place for more than 30 years,
it’s not unusual for them to corrode and
come apart. Fortunately, my customer
was a company that restored Corvettes
and carried all kinds of parts. The new
part (Figure 45) was almost black but
otherwise identical to the original white
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Figure 44. The new replacement lock is
ready to be installed.

Figure 45. The new part was nearly
identical to the original white plastic part.
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Figure 46

Figures 46 and 47. The author lined up the part to the correct position (Figure 46) and
then placed it over the shaft and the “C” clip (Figure 47).

plastic part. I lined up the part to the
correct position (Figure 46) and then
placed it over the shaft and the “C” clip
(Figure 47). It snapped into place (Figure
48) and fit perfectly.

Finishing Up

After sliding the bushing back in place
over the shaft, I reattached the steering
wheel, making sure the alignment marks
lined up, and then pressed it downward
part way. After I pressed the steering
wheel as far as I could with hand pres-
sure, I reattached the nut and tightened it
down with my ratchet wrench and socket.
Once the steering wheel was in place, I
removed the screw that I put in the place
of the star screw to hold the telescopic
column in place.

The last task was to put back the tele-
scopic locking lever and star screw and
make sure everything was aligned prop-
erly. I had scribe marks so I could place
the two screws back in the correct spots
in relation to the star screw.

Once it was all attached, I made sure
that the locking lever properly released
and locked the telescopic column and
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“l ACTUALLY
HAD A MORE
SPECIALIZED
VERSION OF
A LOCH PLATE

COMPRESSOR
JUST FOR THE
TILT/TELESCOPIC
coLumns.”

everything was held in place proper-
ly. Finally, I replaced the horn pad and
tested it to make sure everything func-
tioned properly.

I did get a few extra horn contact
carrier retainers to keep in my tool Kkit.
The next telescopic steering column that
I work on wouldn’t necessarily be for
someone who had spare parts. When
working on older cars, it’s not unusual
for the plastic parts to fall apart and
require replacement.

Figure 48. The part snapped into place
and fit perfectly.

Back in the day (when they were rela-
tively new), I'd rarely have to deal with
extra parts that were normally functional
and intact. If T had worked on a Corvette
tilt/telescopic column for a private own-
er, there’s a good chance I wouldn’t have
had the extra parts, as I don’t typically
need to replace them with that kind of
auto lock job.

Sometimes you can anticipate those
kinds of things, but sometimes, you find
yourself up a creek without a paddle. Ex-
perience can prepare you for unforeseen
problems, but sometimes you just have to
go with the flow and work out the prob-
lem as best you can. &

) Sal Dulcamaro started in
locksmithing in 1975 at age
17. He practiced as a com-
mercial locksmith before
becoming an institutional
locksmithin 2014 for alarge
hospital. He has been a technical writer for
more than 30 years, with more than 300 maga-
zine articles published. He previously served
as a contributing editor and a technical editor
for Reed’s Security Reporter.
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In this multi-part series, William M. Lynk, CML
CPS, ICML, CMIL, M.Ed., discusses 10 popular

systems designed for institutions.

Medeco?®

EDECO HAS A RICH HISTORY IN THE SECURITY FIELD THAT DATES
back to the late 1960s. The unique rotating angled pins have helped
keep many facilities safe and secure over the decades. The current
Medeco M3 is patented until 2021 and offers both excellent key
control and high security. Even though the Biaxial bottom pins

have only six depths, the angled pins help to allow millions of useable combinations
within a single system!

System Overview
Most institutions use a variety of fixed and IC cylinders (see Figure 26). This brief list
is provided to show how interchangeable cores in general fit into the picture:

= Original Product 3100/3200 ICs - sidebar and rotating bottom pins; BHMA/ANSI
A156.5 and A156.30

m Biaxial™ 3100 Series LFIC (Yale Retrofit); not UL437

= Bjaxial™ 3200 Series LFIC; UL437; BHMA Grade 1

m Medeco3 3200 Series LFIC; UL437; BHMA Grade 1

= Medeco Hotel Function LFIC; UL437

= Medeco Classic KeyMark and Medeco x4 LFIC; non-UL437; angled keyway to
vertical keyway; retrofits LFIC Sargent, CorbinRusswin, Schlage and Yale; stan-
dard SFIC pinning

= KeyMark SFIC; non-UL437; angled keyway to vertical keyway; SFIC pinning

Of all the lock manufacturers, none exemplifies “the breaking of paradigms” quite
like Medeco. Throughout its history, Medeco’s leadership in the lock manufacturing
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arena has been evident to almost every-
one. Even the general public sees it today
on television via drama series, news spe-
cials and movies. With a focus on high
security and top-quality products, this
“different way of thinking” has elevated
Medeco to one of the major high security
lock manufactures in the world.

Medeco is often called “The Father of
Retrofitting,” so let’s look at how and why
this creative ingenuity has catapulted the
company into its illustrious place in history.

This revolutionary concept, first pat-
ented in 1985 by Medeco, introduced the
system of angled key cuts to fit special
chiseled, angled cylinder pins (Figure 27).
The tumblers are elevated and rotated to
find the correct seated position in the
key grooves within the chamber. This
happens because of the unique cuts on
the keys, as well as the special offset tips
on the pins.

Note that recent patents are far differ-
ent from the original patent of the 1960s.
It covers both the keys and the cylinders.
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Figure 26. The Medeco 3200 LFIC is
pictured.

Figure 28. The left, center and right
Original Product bottom pin orientations
are shown.

Cylinder Operating Principles

Medeco locks operate under the principles of a standard pin
tumbler. This can be called single-locking action. But a Medeco
lock also incorporates a sidebar that protrudes into the shell,
thus creating a dual-locking action.

Along one side of the pins is a slot that must align (via rota-
tion by key insertion) with the legs of the sidebar. The chisel-
pinned tips of the bottom pins allow them to be rotated by the
key as it is inserted into the plug, to be finally seated within
the corresponding angle cuts of the key. The bottom pins are
not only rotated, but are simultaneously elevated to the correct
shear line so the plug is permitted to turn.

With the addition of a slider mechanism in the Medeco3
cylinders, a third locking mechanism has been added. The
slider mechanism aligns with the sidebar, based on a key-side
milling that is cut at the factory. The exacting tolerances of the
Medeco cylinder coupled with the triple-locking action pro-
vide a highly pick-resistant lock. Drill-resistant inserts, rods
and ball bearings protect both the shear line and the sidebar
within the cylinders, making the Medeco locks quite resistant
to many common forms of attack.

In addition, Medeco cylinders are also less susceptible to
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Figure 27. This image provides an exploded view of a Medeco key-in-knob cylinder.
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Figure 29. Here, you can see the six orientations of the Biaxial bottom pins.

common wear and tear on the bottom pins. This is because the
chiseled tip of the bottom pins never comes in direct contact
with the bottom of the key root. The pins rest on the sides of
the cut, providing excellent wear resistance. With this consid-
eration in mind, one can see that the wear on the sides of the
pins will not affect cylinder operation — a huge contrast to pins
in traditional tumbler cylinders.

Technical Data

Original Product Pin Specs

Pictured in Figure 28 are Original Product bottom pins. With
pins of three different angles — combined with six different
depths ata .30" increment within a 6-pin cylinder — 34 million
theoretical key combinations exist. Notice that the side groove
does not run the full length of the pin, as it does in some of the
Biaxial pins. Some of the Series 10 pins do, however, run the
length of the pin.

Biaxial Pins

The Biaxial pins (Figure 29), as well as Original pins, have a
diameter of .135", and the bottom pins of both types have a tip

WWW.ALOA.ORG



Locator tab

Slot for sidebar leg

False slot

Off-set chisel point

L

Centerline

Fore Pin

Figure 30. This image shows an analysis of a rotating Medeco Biaxial bottom pin.

angle of 85°. The bottom pins are made from brass with nickel
plating, providing additional wear resistance. Silver-colored
wafer pins are manufactured from hardened steel and are
nickel-plated for rust resistance. The groove located at the top
of the bottom pin was designed for pick resistance. Left- and
right-angle pins also contain a false slot for pick resistance,
though the center pins do not.

At the top of each pin is a locator tab (a tiny protrusion) that
is used to limit the pins’ rotation in the chamber. It rides in the
locator tab slot along the pin chamber wall. They work in uni-
son to limit pin rotation motion from 40° to 50°.

Biaxial Pin Orientations
Within six depth values lie six different pin orientations, or
directions. They are:

Left—Front Center = Front Right—Front
(Fore—FL) (Fore —FC) (Fore —FR)
Left—Back Center — Back Right—Back
(Aft—AL) (Aft—AC) (Aft—AR)

Those of us who are good sailors recognize the alternate terms
used for “front” and “back.” Few, however, know that many a

WWW.ALOA.ORG

frigate has sailed to the doors of Medeco delivering raw mate-
rials for pins, springs, locks and hardware, thus the adoption
of the seafaring terms for its pins.

Take a look at Figure 30 to see exactly what a Biaxial bottom
pin looks like, as well as its parts.

Creation of the Biaxial Bottom Pin Letters
Despite what some may think, Medeco did not arbitrarily cre-
ate the bottom pin letters, nor are they derived from the first
names of the tech department staff members. There was a sys-
tematic method to the nomenclature.

Original Product has bottom pins that are oriented three ways:

Left — Center — Right

The engineers took the first letter of each of these orientations
to create the basis for the additional orientations made possible by
the Biaxial system. Since “fore” means “before” and “aft” means
“after,” that is exactly how the letter designations were used. Thus,
you have all six of the Biaxial bottom pin orientations.

Some relate it to the 1968 Stanley Kubrick movie 2001: A
Space Odyssey where the computer HAL was one letter away
in each position from IBM. (Arthur C. Clarke, co-screen-
writer, claimed this was unintentional, and stated that if he
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Medeco Biaxial Pin Directions
K,B,Q,M,D,S

= Fore (think "Before")
= Aft (think: "After")

Now, use the alphabet:

kLM 0Rs

Fore Left AR Fore Right Aft

BCD

Fore Center Aft

C2005 Willam M, Lynk, CML, CFS # www.ICLSglobal com

Figure 31. This chart explains the directions (orientations) of the
Biaxial bottom pins.

Figure 32. BEST is
virtually synonymous
with the “small format
interchangeable core.”

Figure 33. Pictured is an SFIC key-in-
lever lock, one of the many types SFIC
hardware that accepts BEST cores.
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had noticed it before it was too late, he would have changed
it. HAL stands for Heuristic ALgorithmic Computer.) Be
that as it may (or may not), the chart in Figure 31 will help

make this clearer.

Keyways and Key Control
There are seven levels of systematic key control offered. They
include:

= Level One: Commercial keyway — available to locksmiths
as a stock keyway.

= Level Two: Card-controlled keyway — more controlled access,
but still available to locksmiths. Key-cutting capability is only
allowed at the distributor level or at Medeco; locksmiths are
not permitted to cut keys.

m Level Three: Contract controlled; restricted keyways — fac-
tory-controlled only.

= Level Four: Factory-controlled; Omega keyway — most con-
trolled; no key blanks available and no provisions for mak-
ing duplicates.

= Level Five: Biaxial line — card-controlled and contract-restricted.

= Level Six: Biaxial line — end user programs.

= Level Seven: Factory-restricted.

Conclusions

What does the future hold for Medeco? With a company as
innovative as this, one would expect the future to be astonish-
ingly bright. And it may be. Even in the face of so many merg-
ers, creativity still needs to thrive within a company whose
middle name is “Security.”

Pin cylinders that rotate above the plug and change constantly
like a lottery spinner? Automotive interchangeable cores... what
a market! Only within the walls of Medeco are these kinds of
secrets being developed. A wedding of ingenuity and market-
ability —that’s what Medeco seems to be about. And the future
may already be here... behind those closed doors.

BEST Cormax

BEST, the oldest and first interchangeable core company in the
world, is virtually synonymous with the “small format inter-
changeable core,” or SFIC (Figure 32). Best Access Systems, now
a part of dormakaba, offers several systems that can be con-
sidered high security within its expansive hardware line (Fig-
ure 33). Its standard cores and keys — which include the eight
Premium W Series cores, previously patented — by themselves
are not high security. The Classic Best Peaks line is currently
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Figure 34. The Cormax core shows the mall slider pin at the right
back of core.

HOW CORMAX WORKS

Special slot at
tip of the key to
actuate side pin

Figure 36. This graphic shows how Cormax works.

out of patent, but the blanks have not yet been manufactured
aftermarket. However, Cormax (previously MX8) fills the bill.

System Overview

BEST’s newest product, Cormax, is under patent and offers
exceptional key-control potential. Cormax keyways J, K, L
and M can retrofit to cores in those standard keyways (even
aftermarket), but because of a thinner milled key blade, the
standard keys in those keyways will not fit into or operate a
Cormax core of the same keyway. This reverse compatibility
feature is similar to various Schlage and Kaba Peaks products
on the market.

The operating principle of the Cormax core is based on a
small slider pin at the rear of the core (Figure 34) that corre-
lates with a cutout near the tip of the key (Figure 35). There
are eight positions for each J through M keyway. There is also
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Patented side pin slides out to
disengage from the body and
sleeve when the proper
CORMAX key is inserted.

Figure 35. The Cormax key blank has a cutout at the tip for the
slider pin.

.S, Patent et BESTMX8 5615566
10—

FIC.16. ’ “:ﬂ

q

Patented side pin engages slotin —3

core body and sleeve, preventing | [m—

rotation unless the proper | —
CORMAX key is present.

—

Figure 37. Pictured is the original patent
drawing for Cormax when it was MX8.

another set of proprietary keyways that are new and can be
obtained based on geography and other factors. They do not
retrofit any exiting BEST keyways and are milled thicker in
blade width (Figure 36).

More specifically, the Cormax System is available in two series
of keyways: the M Series and the X Series. Each series offers a
different blend of features. For example, Cormax can provide
geographic exclusivity to the customer to help maximize con-
venience while optimizing security. The patent (No. 7,681,425)
is valid until May 2027 (Figure 37).

Technical Data

The keyways tell the story of how Cormax might be integrated
into your facility, especially if you already have an SFIC system,
and they include any of the J, K, L or M keyways.

NOVEMBER 2020 KEYNOTES a7



Figure 38. The BEST 5C core and related housings are shown.
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A Long Blade

Figure 39. The long blade blanks are shown alongside standard-
length SFIC blanks.

M Series Keyway Features

= Patented keys operate both Cormax and Standard BEST
cores (backward compatibility) with existing BEST keyway.

= (J,K,Land M only) Standard keys do not operate Cormax cores.

= Available in large-bow, long-blade and long-nose key blanks
to work with special applications.

= Available in core designs for use in special application locks,
such as high security mortise, hotel cylinders and glass dis-
play-case locks.
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= Uses the same combinating kits and key-cutting equipment
as the Standard BEST keyways.

= M Series keys operate Cormax cores and Standard (non-
patented) BEST cores. Standard key blanks do not operate
Cormax cores.

X Series Keyway Features

= Distinctive key design includes thicker key blanks with larger
bow for added strength and easier handling.

= Keyways are unique to Cormax, offering even higher key
duplication protection.

= Cormax keyways use the standard combinating kit, mini-
mizing the expense of system changeover.

= X Series keys operate Cormax cores only.

Pin Kits and Tools

Cormax was based on an existing patent that was purchased
by BEST well into its life. One of the reasons BEST liked this
patented concept was that it did not involve having to alter
any SFIC housing (a big “no-no” for BEST) for the core to
fit in. Housing modification for existing hardware is nec-
essary for products such as Scorpion SFIC, Sargent XC, Ar-
row Plus, etc. because of the added sidebar and other small
security devices.

An additional bonus is that existing BEST pin kits, capping
blocks, capping presses and key combinators (punches) could
all still be used without modification. And the core could be
combinated and sealed as with any previous BEST core — a
win-win for BEST and its end users.

But, there still exists one type of high security cylinder that
could also be used — not new, but an adjunct for many institu-
tional locksmiths. It has been called the “Protected Mortise” by
some, or the 1E7]J4 Mortise by BEST aficionados in conjunction
with the modified 5C core.

BEST High Security Core

and Mortise Cylinder

Filling the need for a cylinder that was UL 437 listed, BEST created
a special protected mortise cylinder housing and matching core
that can withstand quite a brutal attack (Figure 38).

Known as 1E7]4, the cylinder is manufactured from a
stainless steel casing that’s highly polished and quite strong.
The 5C core is not UL 437, is manufactured slightly differ-
ently than most small format cores and is recessed into the
housing by a little more than 1". The core itself has a cutout
on the control lug so it will fit into the special mortise hous-
ing. It also has two small recessed indentations on either of

WWW.ALOA.ORG



PRODUCTSS' SERVICES GUIDE

TECHNICAL SERVICES, INC.
ASSA FIX OEM Ruko

ASSAABLOY

Master ASSA & Ruko Service Center
here to assist all Distributors and Dealers with
ASSA, FIX, OEM and Ruko Products -
especially hard to find items

724-969-2595

sales@assatechnicalservicesinc.com
www.assatechnicalservicesinc.com

Borescope Sale

2.7mm 4 Piece Set
2.7mm x 7” x 0° Scope

4mm 4 Piece Set
4mm x 7” x 0° Scope
2.7mm x 7” x 30° Scope 4mm x 7” x 30° Scope

2.7mm x 7” x 70° Scope
LED Light Source
4 Piece Set $1195.00

4mm x 7”7 x 70° Scope
LED Light Source
4 Piece Set $995.00

ScopePlus Labs LLC
2308 Hibiscus Drive Suite A Edgewater, FL 32141
Ph 386 427 2462 mark@scopelab.us

COMPLETE

PARTS INVENTORY

SECURITY

LOCK DISTRIBUTORS
INFORMED. IN STOCK. IN DEPTH.

VON DUPRIN
seclock.com | 800-847-5625

WWW.ALOA.ORG

S Bullseye

SD LOCKS LLC

Bullseye® Safe Handle #1

Direct Replacement for the
Discontinued llco Unican/
Precision Products Safe Handle

Satin Chrome

Finish with
‘ .~ BSHOO1

1/2" or 5/8"
Arbor Hole

Set screw
included

800-364-4899 | bullseyesdlocks.com

BIG RED

Our New 2018 CDL -3 Lock Series
Most Durable Mechanical Safe
Lock Ever Made Fully Documented
531,232 cycle
openings in
35 days.

hE HLFLAKE

(877) 423-8073  www.bigredsafelocks.com

For information
about advertising
in the Products &

(817) 908-7827.

YOUR
AD
HERE!
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5C Core - Left Side View

Figure 40. A side view of the 5C core is given.
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cylinder

Loading the 5C core for the 1E7K4 cylinder

Figure 41. The pins used within the 5C core and its housings are
shown.
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the upper sides of the core near its faceplate. To maintain
the UL listing, this core must be combinated at the factory.

There’s also a large coverlet over the face of the mortise
so the core is completely secluded and incognito. The col-
lar is made of stainless steel and specially designed. This is
why the %" blanks are necessary to completely access the
core inside. This was introduced to deter picking attempts
(Figure 39).

When the control key operates the core, the core with the
special thick coverlet face is removed together. The core can
then be extracted by sliding it downward, outside of the mor-
tise collar. The hardware (as a unit) meets UL 437 requirements
but is only manufactured for use in mortise locksets (though
padlocks were once manufactured for the same special 5C
core) (Figure 40). If the locksmith chooses to combinate the
core at the facility, it will not have the UL 437 listing, as the
factory uses special spool pins along with stainless steel pins
for increased picking and drilling deterrence. It is then or-
dered as a 1E7K4 (Figure 41).

Conclusions

Aside from BEST being the creator of the small format in-
terchangeable core over a century ago, the company has
shaped its destiny in many ways. Once a company owned
by a tight-knit family, following a staunch “end-user-only”
distribution method, it is now owned by a major conglom-
erate and follows the standard distribution format. BEST
continues to hold steadfast to the original idea of a superior
product that still truly ‘interchanges’ within its realm though
others have veered from that conceptual path. Even though
its price point may be substantially higher than most of its
competitors, its quality has not been forsaken. Perhaps with
no large parades down Main Street USA, we can only guess
what the next patent ‘event’ will be like. Sound the trum-
pets...it’s coming soon. @

\ William M. Lynk, CML, CPS, M.Ed., has been a
locksmith since 1975 and is the owner of www.
ICLSglobal.com. Billis an IC specialist, an industry
author, the subject matter expert on IC for ALOA,
and an ALOA ACE instructor, teaching classes on
interchangeable cores and master keying across
the country. He has originated SFIC Technical Manuals for both
national and international lock manufacturers, and maintains a
working relationship with the major lock and security manufactur-
ers throughout the world. In 2013 and 2015, he was named Keynotes
Author of the Year.
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I BACK TO BASICS

The Lockdown
and the Retrofit

Learn how to remove a concealed vertical rod
under a low ceiling without having to take down
the door. By Tony Wiersielis, CPL, CFDI

AST NIGHT, | WAS WORKING IN A SCHOOL AT

the southern tip of New Jersey, and I came upon

what you see in Figures 1-4. This device provides

a way to secure a door from the inside during

a lockdown without going into the hall to do
it. Figures 1 and 2 show how it’s mounted when not in use.
Figure 3 shows it deployed, and Figure 4 provides a close-up
view of how it attaches to the wall. Apparently, the end user
adjusts that cable clamp for length. This item is sold by no-
surrender.com.

I tried this out, and I noticed that the door could open
partially. From the inside, I noticed there was a lot of pres-
sure exerted against that eyebolt, and it seemed to me that
it might pull out of the wall if you leaned into the door. I
don’t know if a better installation of the eyebolt would im-
prove security or not.

Figure 1

Figures 1 and 2. You can see how the device is mounted.
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To me, it was an overly complicated, cumbersome way of secur-
ing the door that might be easy to defeat, but I don’t have any other
experience with it. I converted two doors from cylindrical levers
to panic bars. Because there was no lever or knob to hook the loop
end of the cable onto, this device was unusable on those doors.

I also noticed the ubiquitous use of those magnet strips you
see in schools — the ones that cover the strike so the latch can’t
go into the hole. For the uninitiated, the lock is often a store-
room function, locked all the time. To lock down, the door is
opened slightly from the inside and the magnet is slid up or
removed so the latch goes into the hole.

I don’t know. The natural state of a latch is extended, not com-
pressed, as it is with the door closed and the magnet in place.
I wonder if, eventually, the springs behind the latch will fail
when they are needed most. If there’s a fire and possible panic,
will anybody remember to remove the magnet?

Figure 3. The device is deployed.
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Figure 4. This photo provides a close-up
view of how it attaches to the wall.

Figure 7. The head of the bar was quite narrow.

Another Retrofit

This is another situation where I real-
ized that I could write an article about
what I was doing when I was already
partway through the process. This one
is mostly about a method of removing a
concealed vertical rod under a low ceil-
ing without having to take down the
door. This is handy to know how to do
if you’re working alone or don’t like re-
moving and replacing doors.

WWW.ALOA.ORG

There’s also the horrendous chop job
the first installer did to the doors and
how we covered up the mess. I learned a
nifty way of cutting an aluminum push
plate in the process as well. Here goes.

We were converting electric concealed
vertical rod devices, top rod only, to PHI
MLR surface vertical rods, also top latch
only. MLR is short for motorized latch
retraction, which is much quieter than
solenoid operated bars, and it doesn’t

Figure 8. The screw and finish washer held one half of the outside
trim in place.

require a huge inrush of current to work.

It’s been a while, so I don’t remember
if the old bars were Corbin or Yale. The
doors were extremely “busy” and con-
stantly getting hit with beds, gurneys and
carts, so there were a number of devices
protecting the old bars (Figures 5 and
6). The head of the bar was quite narrow
(Figure 7), and Figure 8 shows the screw
and finish washer that held one half of
the outside trim in place. Note from the

NOVEMBER 2020 KEYNOTES 53



I BACK TO BASICS The Lockdown and the Retrofit

Figure 10

Figures 9 and 10. Figure 9 shows what the author was up against on the inside, and
Figure 10 shows the outside.

paint lines that this was hidden by the
cover on the head of the bar.

Figure 9 shows what we were up against
on the inside, and Figure 10 was the out-
side. We were kind of screwed until I re-
membered that I had a stash of really
wide aluminum push plates in my truck.
The issue was cutting them cleanly. Pat
(the guy I was working with) taught me
something new that day. Ordinarily, I
might use a Dremel to cut one of these,
but I'm never happy with the edge. Pat
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Figure 12. The author is holding the plate and checking for fit.

[

used a straightedge and multiple passes
with a utility knife to score the plate. Fig-
ure 11 shows him bending it at the line;
it broke cleanly, requiring a little bit of
filing to clean it up. Genius!

Figure 12 shows me holding the plate
and checking for fit. Note the top right
screw is just below a piece of glass, com-
monly known as a “light” in a door. That
situation tends to give me agitation; glass
tends to be unforgiving and dangerous.

It all worked out. In Figure 13, Pat is

Figure 11. Pat is bending the plate at the
scored line.

Figure 13. Pat is punching for the holes.

punching for the holes; we drilled and
riveted the plates on, also visible in Figure
13. 1 feel that rivets are cleaner-looking
than screws in this instance, and nobody
is unscrewing them. If you have a situa-
tion in which part of your lock is going
to rest on top of a screw on a push plate,
rivets don’t stick out as much. I might go
into detail about rivets and rivet guns in
a future article. There are some dos and
don’ts about using them that you’ll want
to know.
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Figure 15

Figures 14 and 15. These images show the finished product on a door with and without

the stainless guard.

Figure 17. The author is pulling the rod assembly up into the
ceiling.

Figures 14 and 15 show the finished
product on a door with and without
the stainless guard. Looks pretty clean
to me.

This last pictures show how to get the
concealed rod out of the door. Obvious-
ly, I did this when we removed the old
bars. The ceiling was close to the top of
the door (Figure 16), and Figure 17 shows
me pulling the rod assembly up into the
ceiling. I didn’t get far because of some
ductwork. You want to be cautious when
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Figure 16. The ceiling was close to the top
of the door.

Figure 18. The author is using locking pliers to clamp the rod.

you do this; you don’t know if some fool
left a live wire up there, and you’d rather
not get shocked off the ladder. Tip: Use
the back of your hand to lift and move
ceiling tiles instead of your fingers — no
fingerprints.

In Figure 18, 'm using locking pliers
to clamp the rod as far up as I can get it,
and I'm using Pat’s Milwaukee 12-volt
mini bandsaw to cut it. Note that I'm
not holding the pliers; they are resting
on top of the door.

Don’t let go of the rod while you're
pulling it up and reclamping it, because
you will sorely regret it if you have to
retrieve it from inside the door. I have a
DeWalt bandsaw that I use to cut mul-
lions and panic bars and I love it, but it’s
too big and heavy for this kind of thing.
Since I also use 12- and 18-volt Milwau-
kee tools, I am absolutely buying this
soon. It’s a joy to use.

I kept pulling the rod up and then ran
into a cotter pin that didn’t want to come
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I BACK TO BASICS

Figure 19. The author pulled the rod up
and ran into a cotter pin that didn’t want
to come out.

Figure 22. The author had to cover this
cleaned-up hole.
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The Lockdown and the Retrofit

Figure 20. The author used a Milwaukee
3" cutoff tool to remove the cotter pin.

out (Figure 19). I used my Milwaukee 3"
cutoff tool to remove it (Figure 20). I could
have used this tool to cut the rods as well,
but it gives off some dust in the cutting
process that the bandsaw doesn’t. Smoke
alarms going off in hospitals is extremely
bad karma.

Figure 21 shows the pieces left after I
cut the rod into sections. If you don’t have
either of the tools I used, you can use a
hacksaw to do what I did. Not a lot of fun,
but it’s better than dropping the door.

Something to remember: When you
put on a push plate to cover holes or
damage, youre also providing a clean,
flat surface to install your lock. That
being said, you need to be sure that a
thin plate is not the only thing you’re
screwing into. You need to be screw-
ing through or into plate and door for
a strong install. Through-bolting is al-

Figure 21. These pieces were left after the
rod was cut.

most always stronger than screwing into
something, if you can do it.

Last thought: Figure 22 shows a
cleaned-up hole I had to cover. The pre-
vious installer apparently used a hole
saw to drill from one side of the door. It
caused a ragged edge on the hole when it
came out the other side. The push plate
couldn’t lie flat on top of it, so I used my
cut-off grinder to remove the burrs. You

don’t want a wavy surface under your
hardware. &

Tony Wiersielis, CPL,
CFDI, has more than 30
years of experience and
has worked in most phas-
es of the trade throughout
the New York metropolitan
area. He was named Keynotes Author of the
Year for 2016.
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DISTRIBUTORS

Access Hardware Supply
Phone: 800-348-2263
Fax:510-435-8233
www.accesshardware.com

Accredited Lock Supply Co.
Phone: 800-652-2835

Fax: 201-865-2435
www.acclock.com

American Key Supply

Phone: 800-692-1898

Fax: 650-351-5973
www.americankeysupply.com

Anixter
Phone: 859-425-3316
www.anixter.com

Banner Solutions
Phone: 888-362-0750
www.bannersolutions.com

Capitol Industries

Phone: 514-273-0451

Fax: 514-273-2928
www.capitolindustries.com

Car And Truck Remotes.Com
Phone: 678-528-1700

Fax: 844-457-8948
www.carandtruckremotes.com

Direct Security Supply, Inc.
Phone: 800-252-5757

Fax: 800-452-8600
www.directsecuritysupply.com

Dugmore and Duncan, Inc.
Phone: 888-384-6673

Fax: 888-329-3846
www.dugmore.com

Fried Brothers Inc.
Phone: 800-523-2924
Fax: 215-627-2676
www.fhisecurity.com

Hans Johnsen Company
Phone: 214-879-1550
Fax: 214-879-1520
www.hjc.com

H L Flake Co.

Phone: 800-231-4105
Fax: 713-926-3399
www.hlflake.com
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IDN Incorporated
Phone: 817-421-5470
Fax: 817-421-5468
www.idn-inc.com

Intermountain Lock
& Security Supply

Phone: 800-453-5386
Fax:801-485-7205
www.imlss.com

Jovan Distributors Inc.
Phone: 416-288-6306
Fax: 416-752-8371
www.jovanlock.com

Key4, Inc.

Phone: 213-788-5394
Fax: 213-788-5444
www.key4.com

Keyless Entry Remote, Inc.
Phone: 402-671-5100
Fax:402-671-5100
www.keylessentryremotefob.com

Keyless Ride

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

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

Locksmith Ledger International
Phone: 847-454-2700

Fax: 847-454-2759
www.locksmithledger.com

Locksmith Resource

Phone: 312-789-5333

Fax: 925-666-3671
www.locksmithresource.com

Midwest Keyless

Phone: 815-675-0404

Fax: 815-675-6484
www.midwestkeylessremote.com

MTS International Limted Co.
Phone: 281-920-4747

Fax: 281-920-4748
www.mts-locks.com

Security Lock Distributors
Phone: 800-847-5625

Fax: 800-878-6400
www.seclock.com

ASSOCIATE MEMBERS I

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
www.stoneandberg.com

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

Transponder Island

Phone: 440-835-1411

Fax: 216-252-5352
www.transponderisland.com

Turn 10 Wholesale
Phone: 800-848-9790
Fax: 800-391-4553
www.turnten.com

UHS Hardware
Phone: 954-866-2300
www.uhs-hardware.com

U.S. Lock Corp.
Phone: 800-925-5000
Fax: 800-338-5625
www.uslock.com

MANUFACTURERS

ABUS KG

Phone: 492-335-634151
Fax: 233-563-4130
www.abus.com

ABUS USA

Phone: 623-516-9933
Fax: 623-516-9934
www.abus.com

ACS s.r.l.

Phone: 052-291-2013
Fax: 052-291-2014
WWwWw.acs.re.it

Allegion

Phone: 317-810-3230
Fax: 317-810-3989
www.allegion.com

Altronix

Phone: 718-567-8181
Fax: 718-567-9056
www.altronix.com

American Security Products
Phone: 800-421-6142

Fax: 909-685-9685
Www.amsecusa.com

ASSA, Inc.
Phone: 800-235-7482
www.assalock.com

Autel US Inc.
Phone: 855-288-3587
www.autel.com

Big Red Safe Locks

Phone: 541-533-2403

Fax: 541-533-2404
www.bigredsafelocks.com

Bulldog Fasteners LLC
Phone: 843-547-1065
www.bulldog-fasteners.com

Bullseye S.D. Locks LLC
Phone: 859-224-4898

Fax: 859-224-1199
www.bullseyesdlocks.com

CompX Security Products
Phone: 864-297-6655

Fax: 864-297-9987
WWW.COMpX.com

DETEX Corp

Phone: 800-729-3839
Fax: 800-653-3839
www.detex.com

Digipas Technologies, Inc.
Phone: 949-558-0160

Fax: 949-271-5701
www.egeetouch.com

Don-Jo Manufacturing, Inc.
Phone: 978-422-3377

Fax: 978-422-3467
www.don-jo.com

Door Closer Service Co.
Phone: 301-277-5030
Fax: 301-277-5080
www.doorcloser.com

Door Controls International
Phone: 800-742-3634

Fax: 800-742-0410
www.doorcontrols.com

dormakaba Best
Phone: 317-810-1000
www.dormakaba.com

NOVEMBER 2020 KEYNOTES 57


http://www.accesshardware.com
http://www.acclock.com
http://www.americankeysupply.com
http://www.anixter.com
http://www.bannersolutions.com
http://www.capitolindustries.com
http://www.carandtruckremotes.com
http://www.directsecuritysupply.com
http://www.dugmore.com
http://www.fbisecurity.com
http://www.hjc.com
http://www.hlflake.com
http://www.idn-inc.com
http://www.imlss.com
http://www.jovanlock.com
http://www.key4.com
http://www.keylessentryremotefob.com
http://www.keylessride.com
http://www.lockmasters.com
http://www.locksmithledger.com
http://www.locksmithresource.com
http://www.midwestkeylessremote.com
http://www.mts-locks.com
http://www.seclock.com
http://www.southernlock.com
http://www.stoneandberg.com
http://www.time-master.com
http://www.transponderisland.com
http://www.turnten.com
http://www.uhs-hardware.com
http://www.uslock.com
http://www.abus.com
http://www.abus.com
http://www.acs.re.it
http://www.allegion.com
http://www.altronix.com
http://www.amsecusa.com
http://www.assalock.com
http://www.autel.com
http://www.bigredsafelocks.com
http://www.bulldog-fasteners.com
http://www.bullseyesdlocks.com
http://www.compx.com
http://www.detex.com
http://www.egeetouch.com
http://www.don-jo.com
http://www.doorcloser.com
http://www.doorcontrols.com
http://www.dormakaba.com

I ASSOCIATE MEMBERS

Everlock, Inc.
Phone: 562-666-6066
www.everlockus.com

FireKing Security Group
Phone: 800-342-3033
Fax:708-371-3326
www.fireking.com

FJM Security Products
Phone: 800-654-1786
Fax: 206-350-1186
www.fimsecurity.com

Framon Manufacturing
Company Inc.

Phone: 989-354-5623
Fax: 989-354-4238
www.framon.com

General Lock

Phone: 858-974-5220
Fax: 858-974-5297
www.generallock.com

Global Tecspro, Ltd.
Phone: 86 1522033 2799
www.gtl.tw

Hollon Safe

Phone: 888-455-2337
Fax: 866-408-7303
www.hollonsafe.com

HPC/Hudson Lock
Phone: 800-323-3295
Fax: 978-562-9859
www.hudsonlock.com

IKEYLESS LLC.
Phone: 502-442-2380
www.ikeyless.com

International Key Supply
Phone: 631-433-3932
internationalkeysupply.com

Jet Hardware Mfg. Co.
Phone: 718-257-9600
Fax: 718-257-0973
www.jetkeys.com

JMA USA

Phone: 817-385-0515
Fax: 817-701-2365
WWwWw.jmausa.com

KABAILCO Corp.
Phone: 252-446-3321
Fax: 252-446-4702
www.kaba-ilco.com

KEY-BAK/West Coast Chain Mfg
Phone: 909-923-7800

Fax: 909-923-0024
www.keybak.com

Keyincode, LLC
Phone: 978-207-0269
https://keyincode.com

Keyline USA

Phone: 800-891-2118

Fax: 216-803-0202
www.bianchi1770usa.com

KSP-Killeen Security Products
Phone: 800-577-5397
Fax:508-753-2183
www.iccore.com

Locinox USA
Phone: 877-562-4669
www.locinoxusa.com

Lock Labs, Inc.
Phone: 855-562-5522
www.locklabs.com

Lock Net LLC

Phone: 800-887-4307
Fax: 877-887-4958
www.locknet.com

LockPicks.Com By BROCKHAGE
Phone: 408-437-0505

Fax: 408-516-0505
www.lockpicks.com

Locksmith Services s.r.o.
Phone: 420-604-226550
www.locksmith.ca

Lucky Line Products, Inc.
Phone: 858-549-6699
Fax: 858-549-0949
www.luckyline.com

Master Lock Company LLC
Phone: 800-558-5528

Fax: 414-444-0322
www.masterlock.com

Medeco Security Locks
Phone: 540-380-5000
Fax:540-380-1768
www.medeco.com
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National Auto Lock Service Inc.
Phone: 650-875-0125

Fax: 650-875-0123
www.laserkey.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

PDQ Manufacturing
Phone: 717-656-5355
Fax: 717-656-6892

www.pdglocks.com

Philadelphia Hardware Group
Phone: 858-642-0450

Fax: 858-642-0454
philihardware.com

Premier Lock

Phone: 908-964-3427
Fax: 877-600-4747
www.griptighttools.com

RemoteLock Pro
Phone: 877-254-5625
www.remotelockpro.com

Sargent and Greenleaf, Inc.
Phone: 859-885-9411

Fax: 859-885-3063
www.sargentandgreenleaf.com

SECO-LARM USA INC.
Phone: 949-261-2999
Fax: 949-261-7326
WWW.seco-larm.com

SecuRam Systems, Inc.
Phone: 805-988-8088
WWW.securamsys.com

Secure- T- Agency (STA)
Phone: 514-963-3701
Fax: 514-447-1024
www.secure-t.ca

Securitech Group Inc.
Phone: 718-392-9000
Fax: 718-392-8944
www.securitech.com

Security Door Controls
Phone: 805-494-0622
Fax: 866-611-4784
www.sdcsecurity.com

Select Hinges

Phone: 269-910-1988
Fax: 269-323-3815
www.selecthinges.com

Stanley Security Solutions Inc.
Phone: 317-572-1934

Fax: 317-578-4909
wwuwv.stanleysecuritysolutions.com

STRATTEC Security Corp.
Phone: 414-247-3333

Fax: 414-247-3564
http://aftermarket.strattec.com

Vanderbilt Industries

Phone: 973-316-3900

Fax: 973-316-3999
www.vanderbiltindustries.com

OH ‘1 ATIO

ASSA Technical Services Inc.
Phone: 724-969-2595
wwuwv.assatechnicalservicesinc.com

FieldEdge, formerly deSCO
Phone: 888-614-0184
www . fieldedge.com

Lang Labs Inc.
Phone: 780-978-1309
www.langlabs.ca

Workiz Inc.
Phone: 855-790-7363
www.workiz.com

WWW.ALOA.ORG


http://www.everlockus.com
http://www.fireking.com
http://www.fjmsecurity.com
http://www.framon.com
http://www.generallock.com
http://www.gtl.tw
http://www.hollonsafe.com
http://www.hudsonlock.com
http://www.ikeyless.com
http://www.jetkeys.com
http://www.jmausa.com
http://www.kaba-ilco.com
http://www.keybak.com
https://keyincode.com
http://www.bianchi1770usa.com
http://www.iccore.com
http://www.locinoxusa.com
http://www.locklabs.com
http://www.locknet.com
http://www.lockpicks.com
http://www.locksmith.ca
http://www.luckyline.com
http://www.masterlock.com
http://www.medeco.com
http://www.laserkey.com
http://www.olympus-lock.com
http://www.paclock.com
http://www.pdqlocks.com
http://www.griptighttools.com
http://www.remotelockpro.com
http://www.sargentandgreenleaf.com
http://www.seco-larm.com
http://www.securamsys.com
http://www.secure-t.ca
http://www.securitech.com
http://www.sdcsecurity.com
http://www.selecthinges.com
http://www.stanleysecuritysolutions.com
http://aftermarket.strattec.com
http://www.vanderbiltindustries.com
http://www.assatechnicalservicesinc.com
http://www.fieldedge.com
http://www.langlabs.ca
http://www.workiz.com
www.internationalkeysupply.com
www.philihardware.com

IN SEARCH OF

Looking for an ad that appeared in the Locksmith Ledger circa
late 1940s-1956 for a Best model B spring powered bell exit
alarm or a Detex equivalent. Ad stated “now you can legally lock
fire doors!” Need it for article I'm writing.

I'm also looking for Locksmith Ledgers from 1949-1956 and
45-46. Preferably full years of each. Call or email Tony at
aewb59@juno.com or 201-965-7146 <11/20>

Classified
Advertising Policy

Classified advertising space is provided
free of charge to ALOA members and

for a fee of $3 per word with a $100
minimum for nonmembers. Classified
ads may be used to advertise used
merchandise and overstocked items for
sale, “wanted to buy” items, business
opportunities, employment opportunities/
positions wanted and the like. Members
or nonmembers wishing to advertise
services or new merchandise for sale may
purchase a “Commercial Classified Ad”
for a fee of $4 per word with a minimum
of $100.

Each ad will run for three consecutive
issues. For blind boxes, there is a $10
charge for members and nonmembers.
All ads must be submitted in a word
document format and emails to adsales@
aloa.org by the 15th of the month

two months prior to issue date. ALOA
reserves the right to refuse any classified
advertisement that it deems inappropriate
according to the stated purpose of the
classified advertising section.

WWW.ALOA.ORG

MARKETPLACE I

ClearStar

SECURITY NETWORK
Online Answers 24/7

100s
of PDF
adobe DOCUMenNts
The #1 online choice of

professional locksmiths and
safe techs remains...

Discounts to P
members of Seeing is
ey believing!

= Free trial

memberships

Since 1995

ClearStar.com

SUCCESS

We have the perfect audience
ready and waiting — all you
have to do is reach out to them.

KEYNOTES

Visit www.keynotesads.com
or email adsales@aloa.org
for details

NOVEMBER 2020 KEYNOTES
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http://www.keynotesads.com
mailto:adsales@aloa.org
mailto:aew59@juno.com
www.clearstar.com

I AD INDEX

Phone Number

Advertiser Ad Location Website

ASSA-Ruko/Technical Services page 49 www.assatechnicalservicesinc.com (724) 969-2595
Autel page 33 www.autel.com (855) 288-3587
Big Red page 49 www.higredsafelocks.com (877) 423-8073
Bullseye S.D. Locks page 49 www.bullseyesdlocks.com (800) 364-4899
ClearStar Security Network page 59 www.clearstar.com (360) 379-2494
Detex page 15 www.detex.com

Framon page 1 www.framon.com (989) 354-5623

Jet Hardware Mfg. Co. page 7, back cover www.jetkeys.com (718) 257-9600

KABAILCO inside back cover www.adusa.us/smartpro
ScopePlus Labs page 49 www.scopelab.us (386) 427-2462
Security Door Controls page 39 www.sdcsecurity.com (800) 413-8783

Security Lock Distributors inside front cover www.seclock.com (800) 847-5625

Turn 10 Wholesale page 3 www.turnten.com (800) 848-9790

UHS Hardware page 19 www.uhs-hardware.com (954) 317-0997

ALOA has added an incredible number of webinars to its education schedule.
I ALOA EDUCATION WEBINARS Click on the webinar titles below for more information and to register.

Basics of Picking and Raking
Nov.5,4p.m.—=5p.m.

MK with Computers
Nov. 9,6 p.m.—7 p.m.

Simplex Overview
Nov. 10,7:30 a.m.—-8:30a.m

E-Plex Overview
Nov. 11,7:30 a.m.—8:30a.m

Residential & Commercial Lishi Tools
Nov. 11,4 p.m.—7 p.m.

Rotating Constant 3 level
Nov. 12,6 p.m.—7 p.m.

BMW Programming with ACDP
Nov. 14,10 a.m.—2 p.m.

60 KEYNOTES NOVEMBER 2020

Expanding Exhausted MK
Nov. 16,6 p.m.—7 p.m.

Installing Access Control
Nov. 17,4 p.m.—7 p.m.

Safe Deposit Basics Part 1
Nov. 17,6 p.m.—7 p.m.

Intro to Safe Work
Nov. 18,3 p.m.—7 p.m.

Mercedes Programming with Abrites
Nov. 18,4 p.m.—8p.m.

Safe Deposit Basics Part 2
Nov. 18,6 p.m.—8 p.m.

VAG Key Programming
Nov.21,10a.m.—2p.m.

2020 STRATTEC Automotive Pinning
and Update
Dec.1,9a.m.—noon

Basic Low Voltage Part 1
Dec.1,5p.m.—8 p.m.

Basic Low Voltage Part 2
Dec.3,Dec.1,5p.m.—8 p.m.

DL Windows Software
Dec.8,10a.m—-2p.m.

Basic Networx Connectivity
Dec.9,10a.m.—11:30 a.m.

Advanced Networx Connectivity
Dec.10,10a.m.—noon
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http://www.assatechnicalservicesinc.com
http://www.autel.com
http://www.bigredsafelocks.com
http://www.bullseyesdlocks.com
http://www.clearstar.com
http://www.detex.com
http://www.framon.com
http://www.jetkeys.com
http://www.adusa.us/smartpro
http://www.scopelab.us
http://www.sdcsecurity.com
http://www.seclock.com
http://www.turnten.com
http://www.uhs-hardware.com
https://www.aloa.org/aloa-calendar.html

URGENT!

AUTO LOCKSMITHS

Not able to program as many vehicles as you expected?
Updates coming to you slow or not at all?

Well look no further...

From the Worldwide Leader in Software

Al viiosiE™

N

SMART Pro”

Here are just a few of the advantages with going
Smart Pro over your current prescription:

"30% More

Programming Capability
versus the leading Competitors

First to Market

Software Updates

First in Class
Tech Support / US Based

4

The Worldwide Leader in Software

adusa.us / www.adusa.us/smartpro

Why Suffer?

ACT NOW!

Contact your

AD Distributor

for details

A AOVINCED  ~
DINGNOSTICS

- Worldwide Leader |
e in Software v
SMART Pro” 3 |

Use For:
*Increase Programming Ability ‘



http://www.adusa.us/smartpro
http://www.adusa.us/smartpro

The Best s here,
the restis up to you.

Jet Hardware leads the industry in replacement keys because
we know you depend on our quality and high standards.

jetkeys.com or Toll Free 855-COOL-KEY



www.jetkeys.com
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