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CPB1 SFIC Pinning / Capping Block
CPB1 includes Ejecting Pin and Capping Tool. 
Ejecting Pin and Capping Tool also available separately. 

CBPUNCH – Ejecting Pin/Punch - $19.95
CBCAP – Capping Tool - $19.95

GREAT TOOLS FROM FRAMONGREAT TOOLS FROM FRAMON

$7995

NEW

suggested dealer price

Another great tool from Framon Manufacturing for locksmiths who use 
interchangeable core. The CPB1 comes with a pinning / capping block, 
ejecting pin and capping tool. Insert the core into the tool and eject the 
old pins quickly and easily. Flip the block over to load the chambers 
and cap the core. Made in the USA. 

Framon now offers both Kwikset and Schlage blades for the A1 
Quick Pull tool. These replacement blades will fit into the Quick 
Pull and are steel base material that has been hardened.

Quick Pull Replacement Blades 
QPKW – Kwikset Replacement Blade
QPSC – Schlage Replacement Blade

$1395Each

A best-seller from Framon that makes key impressioning easier than ever. This tool 
is self-contained; it needs no wrenches and has no screws to strip out. This tool 
holds practically any key blank; keys will not rock or slip. The firm hand grip provides 
complete control when impressioning keys.

$7995
Impressioning Tool 
Part# IMMS001

Tubular Lock Saw
Framon’s TLS1 Tubular Lock Saw allows you to quickly and easily open tubular 
locks when the key is lost. The TLS1 drills out the bottom pins, giving you the 
ability to simply insert a blank tubular key and open the lock. The TLS1 fits in 
any 3/8” or ½” drive drill. Call & order yours today!

$4295
suggested dealer price
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WWW.FRAMON.COM
sales@framon.com

Used by thousands of locksmiths 
around the world - EVERY DAY.
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PRESIDENTIAL PERSPECTIVE

I hope everyone is having a 
good start to the new year. 2020 
presented us all with many chal-
lenges and I’m sure that we will 
feel the effects for quite some 

time. I am especially saddened by how 
many industry leaders we lost, and I 
know some have lost precious family 
members as well. My heart goes out to 
those of you in that category. You are in 
my prayers.

I would like to share how things are 
going with the association amid the pan-
demic as well as some of the decisions 
that have been made to keep us in a strong 
position long after this mess is over! We 
took a big financial hit by not being able 
to hold our regular annual events. How-
ever, because of the hard work of the staff 
and board, we were able to offset quite 
a bit of our losses by cutting operating 
costs, reducing overhead and coming up 
with some new revenue streams such as 
web-based classes and our new podcast.

Some of the cost-cutting measures are 
temporary, while some others will be per-
manent. For example, Keynotes had to 
go digital for most of the second half of 
2020, but as you can see, we are now back 
to our printed edition! We plan to have 
both the digital and printed versions go-
ing forward. 

Obviously, the pandemic still lingers, 
and no one knows for certain what will 
happen. If we are forced into a position 
where we cannot hold our events again, 

sale in January. We have been looking in 
other areas around Dallas but will not seri-
ously consider purchasing until we have a 
contract on our current property.

If we find a buyer, we have put together 
a well-thought-out plan for the sale and 
acquisition of another property better 
suited to our needs. As our requirements 
and the industry change, it’s appropriate 
to reevaluate our space needs. The conse-
quences of the pandemic and the future 
uncertainty demand that we explore and 
capture every opportunity to avoid un-
necessary costs. The goal is to end up 
with a property better suited for us that 
is less expensive when it comes to taxes, 
utilities, insurance, etc. After purchase, 
we should have money left from the sale. 
It is a sound business decision and will 
continue to put our association in the 
strongest possible position. 

Respectfully,

Jim Wiedman, CML
President
ALOA Security Professionals 
Association, Inc.
president@aloa.org

Keeping Our 
Association 
Strong

we will continue to take appropriate mea-
sures, as necessary, to protect our organi-
zation. I do not like to even think about 
that, but we must stay vigilant to assure 
that we stay in the strongest possible po-
sition for our members. 

To that end, we have evaluated every 
aspect of how we operate the association, 
and it was an eye-opening exercise. We 
have found ways to be more efficient and 
effective, from a better and more cost-ef-
fective phone service to creative online 
classes and meetings and more. Like many 
businesses, we’ve had to make significant 
reductions to our staff while striving to 
continue delivering service and respon-
siveness to our membership. Many of you 
running businesses are all too familiar 
with trying to do more with less.

One thing that became painfully ob-
vious during our evaluations is that, de-
spite our best efforts, our building has 
been grossly under-utilized. Located in 
an expensive warehouse district that sits 
on a riverbed, the building will require 
ongoing repairs and upkeep because it is 
sinking. Several years back, we invested 
around $100k to level it and prevent it from 
sinking further. Despite that, it has begun 
to sink again (common in this area). The 
good news is that a real estate firm has 
evaluated it and believes we can sell the 
building for a decent profit as it is, since 
the location and the land itself are among 
the strongest selling points. The board and 
staff have decided it’s prudent to list it for 

mailto:president@aloa.org
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EXECUTIVE PERSPECTIVE

I hope you all had a wonder-
ful holiday season and that 
you’re excited to begin a new 
year of opportunities. After a 
difficult 2020, you might be 

looking at your business and trying to 
find ways to boost income. Be sure to 
take a look at Noel Flynn’s article in this 
issue on the traits of successful salespeo-
ple. Whether you’re in sales yourself or 
employ people who sell for you, this ar-
ticle is well worth reading. Here’s to good 
sales in 2021.

Member Renewals
And as we begin 2021, remember to re-
new your ALOA membership. If you 
haven’t taken a look at your membership 
renewal materials, be sure to check your 
mail or email for a reminder about all you 
receive. Your member benefits can help 
your business and your career through-
out the year — from access to technical 
information to professional bonding and 
customer lead referrals. If you have new 
employees or coworkers, talk to them 
about becoming ALOA members so they 
can join you in taking advantage of all of 
the discounts and classes.

Remember that memberships expire 
December 31 each year, so don’t let yours 
lapse. To renew your membership, visit 
www.aloamembers.org. If you have any 
questions about benefits or need assistance, 
please email membership@aloa.org. 

Keep in mind that members receive a 
discount on education offered by ALOA, 
including at our conventions, so be sure 
to renew before you sign up!

ALOA ID Cards
After you take care of your membership 
renewal, make sure that you have an up-
to-date ALOA photo ID card for 2021. 
These cards assure customers of your le-
gitimacy by showing your affiliation with 
an international professional organiza-
tion. Give customers peace of mind that 
they are working with true professionals.

We offer one free photo ID card to 
new members, and additional cards are 
only $15. Contact membership@aloa.
org to get your form to request a card, 
and we can also answer any questions 
that you have.

Upcoming Events
The annual SAFETECH convention is 
fast approaching, and registration will 
soon be open online at SAVTA.org. This 
year’s SAFETECH will be held in Reno, 
NV, at The Atlantis. This venue is a bit 
off of the main casino strip, so it’s a bit 
quieter but provides a fantastic location. 
Join us there April 12-17.

It was a great disappointment to not 
be able to hold our conventions last year 
due to the pandemic, so we are greatly 
looking forward to 2021 events. Take a 
look at the SAFETECH information on-

line to see how we are making this a safe 
event for you all to attend while receiving 
valuable education and networking op-
portunities. Browse the classes and see 
what interests you, and consider learning 
some new skills.

While planning SAFETECH, please 
also save the date for the 2021 ALOA 
Convention & Security Expo July 25-31 
in Orlando, FL. This year, we’ll be at the 
Caribe Royale, and we’re excited to be at 
this new-to-us venue while you “Imagine 
Your Future.” 

Be on the lookout for more informa-
tion about the convention soon. We’ll be 
keeping members updated in Keynotes 
and online at www.aloa.org via the ALOA 
Conventions tab.

Thank you, as always, for your support 
of ALOA through your membership and 
beyond. We’re all looking forward to an-
other year of working with you.

Mary A. May
Executive Director
mary@aloa.org

Don’t Miss 
Out on 2021 
Opportunities!

EXPERIENCE MORE WITH MEDECO 4.
MORE INNOVATION. 
MORE PROTECTION.
MORE COMBINATIONS.
MORE SECURITY.

Medeco 4 is the latest key system from the name that built  
High Security. With more security features than any key system 
we’ve ever made, and an innovative design that protects
against the latest threats, it’s a new day in High Security.  
Learn more at www.medeco.com/M4

It’s a 
new day 
in high

security
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What’s New Industry News, ALOA News, New Products and More

Register for SAFETECH!

Sargent & Greenleaf  
Introduces New I-Series Keypad 

SAFETECH registration is opening! Take a look at the full registration 
information at SAVTA.org to plan your classes and trip. Join us April 12-17 in fabulous 
Reno, NV, at The Atlantis. 

Get world-class education and browse the latest in products and tools at the trade-
show while making valuable connections with industry leaders. We’re looking forward to seeing 
everyone in person again! You won’t want to miss this year’s convention.

Reserve your hotel room now by calling (800) 723-6500 and using the group name “SAVTA” 
or “SAFETECH.” Browse and register for classes online at SAVTA.org. Questions? Email us at 
conventions@aloa.org or call (214) 819-9733.

Sargent & Greenleaf has unveiled the new I-Series Keypad, the 
industry’s first keypad offering secure, instant upgrades. The I-Series 
Keypad fits standard safe lock keypad footprints and features a brushed 
black aluminum casing that houses a biometric finger scan and LCD 

touchscreen that exceeds UL impact protocol. It supports three methods of entry: 
touchscreen keypad, biometric finger scan or touch-free mobile app. 

Features are customizable and include six lock body options; network and 
Bluetooth connectivity; a push-button cover removal for battery change; and 
installation that requires only a screwdriver (no drilling). Learn more by visiting 
iserieskeypad.com.

Longtime industry professional Gene Simon — a 
staple at ALOA Conventions for years — passed 

away in November.

IN MEMORIAM

For 2021, STRATTEC is offering new Acura, Mazda, 
Mitsubishi, BMW and Volkswagen remote keyless 

entry fobs and remote headed keys. They will also add 43 
fobs and keys to their existing lines. To see all the applica-
tions available, go to aftermarket.strattec.com, and take 
a look at the newly improved Vehicle Match for Acura, 
Mazda, Mitsubishi, BMW and Volkswagen needs.  

Lockmasters, Inc. has partnered with private equity 
investment firm Dominus Capital, L.P. to assist with ex-

pansion and technological advances. The company has named 
Steven Wolf as chief operating officer of Lockmasters, Inc. in 
Nicholasville, KY. Steven began his career in 1980 with IDN 
Armstrong’s, later joining Ilco-Unican and then Mas-Hamilton 
Group. He most recently served as president of Kaba Mas LLC.

Codelocks Inc. has promoted Matt Welty to vice 
president, Codelocks Americas. He joined Codelocks 

in June 2018 as general manager and was charged with U.S. 
market development and driving growth throughout North 
America. In his new role, Welty will be responsible for all 
day-to-day business operations, as well as continuing to 
implement growth strategies in the Americas.

PRODUCT BRIEFNEWS BRIEFS

Sargent & Greenleaf has released the 
new I-Series keypad.

mailto:conventions@aloa.org
http://www.savta.org/pages.php?pageid=2
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NEW APPLICANTSAs of December 4, 2020

APO, AE
 u Adrian W. Russell, CRL
FLUOR FEDERAL SOLUTIONS
Sponsor: Terry L. Loomis, CRL

COLORADO

Montrose
 u Austin T. Hohnke
Honk-Key Lock & Safe LLC

FLORIDA

Pensacola
 u Robert M. Owen
Pensacola Lock & Safe

Pinellas Park
 u Michael C. Goettsch
Sponsor: James T. Brickler, CML

INDIANA

South Bend
 u Chris Cass
The Flying Locksmiths - South 
Bend

KENTUCKY

Louisville
 u Joseph M. Colgate
Colgates Locksmith Service Inc.

MASSACHUSETTS

West Springfield
 u Bijoy Rai

MICHIGAN

Richland
 u Brandon Michael Norman

NEW HAMPHIRE

Elkins
 u Tod A. Ritacco

NEW JERSEY

Riverton
 u Timothy R. Fultano
CLC Locksmiths
Sponsor: Clifford L. Shafer, CML, 
CPS

TEXAS

Austin
 u Jodie Gary Strong

ALOA CERTIFICATIONS

CRL
 u Brandon Q. Vann, CRL, LSFDI
Chesapeake, VA

JANUARY

January 18-29
GSA Authorized Safe & Vault Tech-
nician and Inspector Training & 
Certification
Nicholasville, KY
www.LSIEducation.com

MARCH

March 10-12
IML Security Expo
Universal City, CA
www.imlss.com

APRIL

April 12-17
SAFETECH 2021
The Atlantis
Reno, NV
conventions@aloa.org or  
(800) 532-2562

JULY

July 25-31
2021 ALOA Convention &  
Security Expo
Caribe Royale, Orlando, FL
conventions@aloa.org or  
(800) 532-2562

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

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 
standards of ALOA’s Code 
of Ethics. Protests, if any, 
must be made within 30 
days of this Keynotes issue 
date, addressed to the ALOA 
membership department, 
signed and submitted via 
e-mail to membership@aloa.
org or via fax to 214-819-
9736. For questions, contact 
Kevin Wesley, membership 
manager, at Kevin@aloa.org 
or (214) 819-9733, ext. 219.

http://www.aloa.org
http://www.LSIEducation.com
http://www.imlss.com
mailto:conventions@aloa.org
mailto:Kevin@aloa.org
mailto:conventions@aloa.org
https://www.aloa.org/convention/convention-aloa.html
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INVESTIGATIVESPOTLIGHT

Get Published!
IAIL members: Submit your articles for 
the Investigative Spotlight department. 
Send your information to Ross Squire 
at ross@abcforensic.com. 

I will bet everyone is glad that 2020 is behind us now! Hopefully, 
with the distribution of the COVID-19 vaccines, we will soon be fin-
ished with the quarantine stuff that is killing small businesses around 
the world. 

It’s time that you asked yourself: “What really is the IAIL?” The In-
ternational Association of Investigative Locksmiths was established to follow 
the principles of forensic science in lock investigation. It was founded in 1999 
by retired Lieutenant James Glazier of the Montgomery County, MD, Police De-
partment and Don Shiles, chief instructor at the U.S. Army 902nd Military In-
telligence School in Ft. Meade, MD.

Each member, by their acceptance of membership in the International Association 
of Investigative Locksmiths, shall subscribe to the following code of ethics:

1. To pursue their professional work in the spirit of fairness to their clients, with 
fidelity to security in conformance with appropriateness and with high ideals of 
personal honor.

2. To properly and impartially analyze and examine all material which is entrusted 
to their custody.

3. To conduct themselves in a dignified manner at all times; to avoid using any im-
proper or questionable methods of soliciting professional work.

4. To refrain from associating themselves with or allowing the use of their name 
by any enterprise of questionable character, or in any manner countenancing 
misrepresentation. 

5. To cooperate with other investigate locksmiths through the interchange of general 
information and experience.

6. To cooperate with local law enforcement officials and insurance investigators in 
all matters relating to the cases that they are working on and to diligently pursue 
the education of the consumer in relation to their security.

7. To encourage and promote loyalty for the investigative locksmith profession and 
interest themselves in public welfare, always ready to apply their special knowledge, 
skill and training to enhance the security of the public.

8. To consistently abide by all applicable licensing and business regulations.

All members of IAIL must also follow must maintain current membership ALOA 
SPAI and abide by the ALOA SPAI code of ethics. 

The Certified Forensic Locksmith (CFL) exams have been rewritten and are now 
available to be taken by qualified personnel. You can hold multiple CFL certificates. 

Take the New 
CFL Exams

What’s available now are CFL-General 
Forensics, CFL-Safes and Vaults, CFL-
Automotive and CFL-Certified Foren-
sic Fire Door Assembly. There are two 
areas that attorneys look at for expert 
witnesses: credentials and certificates. 
More is better! Complete your ALOA 
PRP credentials and start on your CFL 
credential today. 

Mark your calendars for the IAIL Fo-
rensics class at SAFETECH in Reno, NV, 
this April. This is a great way to parlay 
your safe and vault experience into a cer-
tified safe and vault forensic locksmith. 

Start the year off with the forensic 
classes at SAFETECH and then move on 
to the ALOA Convention in Orlando, 
FL, in July for a larger offering of foren-
sic classes! 

If you have any questions or comments, 
please send me an email at IAILPresi-
dent@aloa.org. 

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

IAILPresident@aloa.org

mailto:IAILPresi-dent@aloa.org
mailto:IAILPresi-dent@aloa.org
mailto:IAILPresident@aloa.org
mailto:ross@abcforensic.com


WWW.ALOA.ORG JANUARY 2021 KEYNOTES 11

INSTITUTIONAL SPOTLIGHT

Welcome to 2021. I’m glad you made it! The fact that you 
are reading this article is proof you survived 2020. It was the 
perfect storm: COVID-19, race issues, major election cycle… 
If you were told in 2019 that there would be a culmination of 
pure world-class disrupting insanity, would you have believed 

it? We are still sorting out the changes, but looking forward to the future. What does 
2021 have in store for us as security professionals and institutional locksmiths?

Professional Changes
Whether you work remotely or are essential personnel, you experienced change 
in 2020 — and not everyone processes change the same way. It seems that most 
of the changes exposed existing weaknesses and made us better at protecting 
lives and property. Implementing new protocols or improving weaknesses in our 
abilities to secure assets are positive changes that may play a vital role in avoid-
ing future threats.                                                                                                          

Personal Effects
What about dealing with the changes imposed on us personally in 2020? At my 
facility, we recently went through a web-based mental health check that had simu-
lated animated scenarios relating to students and their mental health. This training 
educated staff and faculty members on how to identify signs of mental distress and 
when to direct students to the counseling center. I found it very curious that there 
was no mention of identifying signs of deteriorating mental health of staff or faculty 
and what should be done for them. Perhaps we were to do the same as we would for 
a student and refer or point them to our Employee Assistance Program.

Changes in Operations
I am essential personnel, as I guess most of you, and I’m going to work as usual. 
Work wise, the amount of access I give contractors at my facility has changed. Until 
our administration sorted out protective ways to deal with the pandemic, all build-
ings remained locked down. After the first few months of the pandemic, a decision 
was made to limit access to buildings based upon student and faculty needs. Regu-
lar daytime operations would operate like after hours. Currently, most normal class 
activity is delivered remotely.

Most of the campus remains in lock-
down. There has been an increase in ven-
dor badging, hence the increase of non-em-
ployees needing key and card access. With 
an increased volume of contracted workers, 
there’s a need for an efficient and effective 
protocols for vetting contracted vendors.

Who’s going to determine who has access 
to what, when and for how long? Who is 
vetting the visiting workers at your facility? 
Is it human resources, your police depart-
ment, project managers, your security team 
or someone else? It’s very important that we 
know who is handling this at our facility. 
What are the criteria you are basing vendor 
vetting on? Work history with their com-
pany, criminal background checks, credit 
checks? We ask these questions of our em-
ployees, so why would we not ask them of 
visitors? Don’t we have a mandate from our 
administration to protect life and property?

A Tool to Help
One of the tools I’ve relied heavily upon is 
an integrated system of electronic key man-
agement storage unit. This type of manage-
ment system is made by numerous compa-
nies, but our boxes are made by an ASSA 
ABLOY company called Traka, which is 
based in Orlando, FL, at a new location. 
Perhaps when you’re attending ALOA 2021 
in Orlando you can arrange a tour of their 
facility (hopefully this can be done if CO-
VID-19 is starting to be behind us).

Hello 2021! 
After a difficult 2020, remember that that 

which does not kill you will make you stronger. 
By Steve B. Fryman, CRL, CAI, CISM
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Hello 2021! INSTITUTIONAL

Our use of key management boxes has 
increased from the one box in 2010 to 15 
boxes across campus. Soon #16 will be 
online for a project our engineering group 
is doing to organize pooled work vehicles. 
The boxes are integrated into our work 
management system. If you can’t tell al-
ready, I am a big fan and take every oppor-
tunity to tell folks how the key manage-
ment boxes save me time and aggravation 
managing 450-plus buildings and a fleet 
of over 100 vehicles. I always have a demo 
for the Institutional Shop Managers class I 
teach during the ALOA convention.

The boxes I use for vendor manage-
ment are in the foyer of the key shop and 
are alarmed and viewed by camera. The 
two enormous Traka Model L cabinets 
that hold 180 keys each. The boxes are 
on a blind system, meaning only our staff 
knows which keys go to which buildings. 

Once the vendor is approved for access, 
we arrange card access and reveal the key 
location number in the box. Only the key 
that is to be loaned will light up green, un-
less there are multiple buildings involved. 
The vendor understands that the key must 
be returned before 4 p.m. that same day. 

“Our use of key 
management 

boxes has 
increased from 
the one box in 

2010 to 15  
boxes across 

campus.”

If it’s a long-term project, arrangements 
are made with the understanding that the 
keys issued will be returned at the end of 
the project. The long-term key loans are 
registered in our key management system. 
The vendor badging is a HID dual prox and 
mag stripe card, which is perfect for use 
with buildings and key management boxes.

This is a just a small snapshot of how 
2020 has affected change. Big thanks to 
all the frontline workers who kept every-
one safe and healthy during the strange 
and challenging past year. I look forward 
with optimism to the rest of 2021 and 
implementing what I’ve learned from the 
lessons of 2020. It’s with great hope that 
I look forward to seeing you in Orlando 
for ALOA 2021. 

Steve B. Fryman, CRL, 
CAI, CISM, has worked 
in the physical security 
f ield for more than 4 0 
years. Now working as 
the key shop manager at 

Florida State University, he previously 
served as an institutional locksmith at 
the University of Florida and in the private 
sector with his own locksmith business. 
He developed the first curriculum and 
testing for the Certified Institutional Shop 
Manager designation, making him the 
first recipient of this credential.

Figure 1. The author uses this type of key management box to stay organized.
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AUTOMOTIVE SPOTLIGHT

As we have just wrapped up the frustrating year that was 
2020, new challenges have been brought to all of us. COVID-19 has 
no doubt affected us all in many ways. As automotive locksmiths, 
we should be quite familiar with changes. The root of our industry 
changes constantly, whether it be the OEMs changing protocols or 

new equipment constantly being introduced to the market. To be successful as an 
automotive locksmith, it’s critical to keep up with and adapt to change. Not only has 
vehicle technology changed, our ways of obtaining information have also drastically 
changed over the past several years. 

Social media platforms have quickly turned into the fastest way to obtain in-
formation. If you aren’t a member of or following individual groups related to the 
equipment you own, you’re going to be behind. These forums have members who 
have likely asked about — or have experience with — the issue or problem you are 
experiencing in the field. These groups are searchable by keywords, most applicably 
by vehicle type. They are also active in real time. A participant has likely run into a 
problem you’re currently dealing with and can provide information within minutes. 
This information will then become searchable for future reference. 

Locksmith participants must be mindful of date stamps and the accuracy of such 
postings. Technology and programmers are constantly updating, so information 
from years back may or may not still be relevant. These are, for the most part, open 
forums. One must be able to vet and distinguish the useful troubleshooting informa-
tion from incorrect or outdated information. 

Where to Start
The equipment you own is the best place to start with research. This includes pro-
grammers, key machines, diagnostic equipment, etc. Reputable automotive pro-
grammer manufacturers are constantly updating their tools to keep up with or stay 
ahead of the competition. If you purchased a programmer in 2019 or prior and have 
only relied on the application chart or software version that came with the machine, 

you’re missing out on revenue opportuni-
ties. Update these tools regularly. I would 
suggest weekly. 

The second place to research or invest 
is in back-up equipment. Due to the cur-
rent pandemic, machine repair and tech-
nical support resources are at an all-time 
low. Social media is an excellent back-up 
plan for technical support, but it does 
little if your equipment needs profes-
sional repair. 

In the past, I could overnight a broken 
tool and expect a fast repair — I could 
likely have it returned in a few days or a 
week at most. For some repair centers, the 
turnaround time is now weeks or months. 
As an automotive locksmith, you cannot 
afford for your only key machine or pro-
grammer to suddenly be out for a month. 
Invest in back-ups. With research, you 
can likely expand on current capabilities 
at the same time. 

The above all ties into what I feel most 
automotive locksmiths likely do not 
spend enough time doing: research and 
development (R&D). It’s critical to the 
long-term success of an automotive lock-
smith to keep up with technology. R&D 
needs to be focused on vehicle presence 

Research 
Is Key

Automotive locksmiths must 
continuously research to be successful 

in this field. By Paul Sewall IV, CRL, CAI



14 KEYNOTES JANUARY 2021 WWW.ALOA.ORG

AUTOMOTIVE Research Is Key

in your specific market. This is especially 
true with high-end vehicles. An auto-
motive locksmith in Miami may need to 
be up to date with the latest tool to pro-
gram a Ferrari, but a locksmith in Mon-
tana might not need to invest time and 
money in that. 

On the other hand, we all are cur-
rently or will soon be dealing with 2021 
vehicles from the same OEMs we make 
keys for today. Which makes and mod-
els have remained the same, and which  
ones have changed? Can I make keys for 
these vehicles with my current equip-
ment? If not, does it make sense to invest 
in additional equipment? These are ques-
tions we should be answering annually at 
a minimum. 

In conclusion, development comes 
with costs and failures. Use research to 
minimize the cost and failures. Have a 

back-up plan if Plan A does not work. 
Prepare yourself to take a loss; the time 
and money is spent banking knowledge 
for next time. “But when will I have 
extra time to do this?” As professional 
locksmiths, we have already allocated a 
lot of our time to work. We all have days 
where we are slow during our scheduled 
workday. Use this “already work time” to 
focus on R&D. We can better ourselves 
today for a more successful tomorrow. 

Paul H. Sewall IV, CRL, is 
the co-owner and opera-
tor of Pop-A-Lock New Or-
leans and Baton Rouge. He 
was a practicing chemical 
engineer graduate until the 

oilfield declined in 2007. He chose to pursue a 
less volatile career, finding a home in the auto-
motive locksmith industry for the past 13 years. 

Automotive References
The following references would be 
useful to anyone in the automotive 
security field:

Year Make and Model References

www.autel.com/vehicle-coverage/
coverage2
mykeyspro.com
autoproapp.com
keypro.com

Social Media and Group Forums

Facebook Group: Locksmith Nation
Facebook Group: Locksmith Nation 
Automotive

Search for groups specific to your 
equipment.

Access hundreds of 
technical articles from 
Keynotes and Safe & 
Vault Technology, right 
at your fingertips.

 � Read technical articles  
dating back to 2010

 � Browse articles by  
category, keyword,  
author or title

 � Watch videos, read  
Technical Bulletins,  
and more

Download the free apps from your smartphone at: www.aloatechlink.com | www.savtatechlink.com

DOWNLOAD  
THE ALOA TECH LINK AND SAVTA TECH LINK 

MOBILE APPS

MaxiIM

KEYSTO YOUR
SUCCESS!

A U T E L . C O M / U L T R A  I  8 5 5 . 2 8 8 . 3 5 8 7

@ A U T E L T O O L S   
© 2 0 2 0   A U T E L  U . S .  I N C . ,  A L L  R I G H T S  R E S E R V E D

XP400PRO
ADVANCED ALL-IN-ONE
KEY PROGRAMMER
ALSO SOLD
SEPERATELY

IMKPA
EXPANDED KEY
PROGRAMMING
ACCESSORIES
*MUST BE USED WITH XP400PRO

ALSO SOLD
SEPERATELY

BENZ
• ONE-TAP KEY PROGRAMMING VIA OBD

• 3RD GENERATION IMMO CAN-LINE/
 K-LINE ADD KEY, ALL KEY LOST

BMW
• SMART IMMO PROGRAMMING (SUP-

PORT EWS3/4, CAS 1/2/3/4, FEM/BDC)

• ADD KEY/ALL KEY LOST

VOLKSWAGEN/AUDI
• ONE-TAP ONLINE PROGRAMMING

• ADD KEY/ALL KEY LOST VIA OBD FOR 
2013 - 2020 MODELS GM

• READ IMMO PASSWORD, ADD KEY/ALL 
KEY LOST UP TO 2020

FORD
• ADD KEY/ALL KEY LOST (NO PIN
 NEEDED) UP TO 2020

MAZDA
• ADD KEY/ALL KEY LOST (NO PIN
 NEEDED) UP TO 2020 FCA

• READ IMMO PASSWORD, ADD
 KEY/ALL KEY LOST UP TO 2020

RENAULT
• ADD KEY/ALL KEY LOST (NO PIN
 NEEDED) UP TO 2020

LANDROVER/JAGUAR
• ADD KEY/ALL KEY LOST UP TO 2019

VOLVO
• SEMI-SMART KEY LEARNING VIA OBD 

UP TO 2018

• SMART/BLADE/FOBIK KEY
 LEARNING VIA DUMP

V E H I C L E  C O V E R A G E 
I N C L U D E S :

ADD TO  YOUR CURRENT 
IM608  OR  IM508

• IM608 10” TOUCHSCREEN ANDROID
 TABLET, ADVANCED XP400 PRO, MAXIFLASH
 JVCI & KEY PROGRAMMER ADAPTER KIT

• STREAMLINED SMART AND EXPERT
 KEY PROGRAMMING AND IMMO

• INCLUDES 1-YEAR SOFTWARE
 UPDATES AND WARRANTY

IM608PROKPA  ADVANCED IMMO & KEY PROGRAMMING BUNDLE

EXPANDEEPROMFUNCTIONINCLUDING2000 COMPONENTTYPES

http://www.autel.com/vehicle-coverage/
http://www.aloatechlink.com
http://www.savtatechlink.com
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BUSINESSSPOTLIGHT

Anatomy of 
A Successful 
Salesperson 
Learn about the habits and practices that lead 
to sales success. By Noel Flynn

Salespeople must be aware of and willing to adapt to es-
tablished professional best practices and techniques for their 
particular company environment. This article seeks to iden-
tify, explore and review real-world sales activities that, if 
practiced properly, can enhance results and help grow the 
business profitably. 

Before we move down the sales path, here’s a bit of friendly 
advice: If you’re getting ready to make serious sales calls but 
aren’t properly prepared, I suggest that you first read Custer’s 
Last Stand, Charge of the Light Brigade and The Battle of Dien 
Bien Phu. Why? Because you’re probably going to have a lot 
in common with the massacred characters in these fine books 
and poem.

In this 17th article in the “Tools for Managing 
Your Business” series, we will discuss the anatomy of 
a successful salesperson.

Let’s address the age-old question: “Are good sales-
people born or made?” In my opinion, the answer is 

definitely (wait for it): yes. Now that I’ve, hopefully, gotten your 
attention, I’ll explain. Some people just seem naturally gifted and 
well suited for sales careers, but using the right techniques and 
best practices can move the performance needle from medium 
to high. This means that those who aren’t necessarily natural 
salespeople can nonetheless elevate their effectiveness. Try to re-
cruit the naturals for sales positions, but even if you can’t, there 
are still things you can do to improve your chances for success.
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The Difference Between 
Expense and Investment
Full-time salespeople represent a significant expense for any 
company, but the key is to turn this cost into more of an 
investment. Yes, I know, semantics… but the distinction is 
important. 

Salary plus benefits and especially travel (and possibly, en-
tertainment) expenses can quickly accumulate to $100K an-
nually or more, which is substantial, especially for a smaller 
business. Think about how much incremental business you 
need to generate, at acceptable margins, to recover your cost. 
You obviously need to do better than to just break even on 
this investment, although probably not in the embryonic stage 
of the game. Time on the road must be well spent, efficient 
and productive. Let’s discuss how salespeople can function 
more efficiently.

Where to Begin: Existing Customers
You find yourself in a new arena (company, industry or service/
products or geography) and are wondering where to begin. 
Whether you’re an experienced sales professional or a rookie, 
a great place to begin is with existing customer accounts. Start 
by looking at active customers, their purchasing history, cus-
tomer profile information and website. 

If you can, it’s a good idea to chat with someone in your 
company who’s familiar with that particular account. Then, 
contact selected active customers by phone, introducing 
yourself and thanking them for their business. At the risk 
of sounding obvious, for now, it’s probably best to avoid se-
lecting customers who are actively engaged in disputes or 
collection issues.

One of your colleagues (who is familiar with a particular 
customer and contact) might be able to provide an account 
briefing and make the introduction for you with a phone call 
handoff. This “thanking them for their business” approach will 
usually have a disarming effect and produce a more favorable 
response than opening with some kind of sales pitch. The idea 
here is to learn by asking questions, and established custom-
ers are often welcoming, forgiving and more patient with their 
suppliers’ new employees. 

Lower-Hanging Fruit: Inactive Customers
Having successfully completed your onboarding and initial 
training, supplemented with knowledge from contacting active 
customers (perhaps followed by some research), you’re ready to 
enter the land of potentially low-hanging fruit. No, sorry, but 
this has nothing to do with nudist colonies or Adam and Eve! 

Can we pause just for a moment to clothe those images in your 
head and get your mind back on track? OK then...

A very good place to find such low-hanging fruit opportu-
nities is often the inactive customer files. Companies should 
review their inactive customer files semi-annually, or at least 
annually; even more frequently for larger customers.

It’s amazing how many otherwise good marketing companies 
don’t routinely engage in such a practice. What’s perhaps even 
more astonishing is how productive such a review of inactive 
customers can be. Even customers that you may have ticked 
off years ago can become prospects again, and there may even 
be new employees who don’t have elephant memories of your 
past sins and alleged egregious deeds. Hint: If you’re the one 
who personally locked horns with this defector, have someone 
else on your team make the call.

Even if all you learn is that your former customer has gone 
over to the dark side (competitor), such information has real 
value. Don’t assume anything. Just call and find out! If nothing 
else, find out who the current players are, let them know that 
you are here should their existing service provider be unable 
to offer solutions for them. Update your records — including 
your customer relationship management (CRM) software’s 
customer profile — and follow up accordingly. You’ll want to 
be top of mind should the competitor drop the ball. Such for-
tuitous timing can be everything!

Planning
Plan your day and week. Don’t go on the road without a plan, 
and start by being organized. You can do this by identifying 
each market segment and the top 20 to 30 target locations. Map 
them, make an appointment and plan your route to see each. If 
you want to take one morning or afternoon a month to hit some 
spots, such as perhaps a new construction site you saw in your 
travels, do so. Visit customers along the way and ask for leads.

Market segments can be identified through general knowledge 
of territory and area and, more specifically, through research 
of companies and websites, business journals and directories. 
With a company subscription to a source of such potential leads, 
you’re better able to narrow down prospective targets by factors 
like business type, size, number of employees, dollar volume, 
square footage, building owned or leased, etc. 

Even in our age of incredible online resources, it’s astound-
ing what you can learn from a friendly and helpful librarian. 
Explain what you’re trying to do and ask for help identifying 
resources such as appropriate business directories. This is a 
good way to evaluate which (if any) publication subscriptions 
may be worth investing in.
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Anatomy of a Successful SalespersonBUSINESS

Don’t miss the investor relations section of larger public 
companies’ websites. Just about all company websites contain 
useful information for a salesperson. This can include bios of 
company leadership, as well as contact information. It will also 
help to familiarize yourself with that company, should you ever 
meet. Your research will be noticed and will definitely separate 
you from most of your competition.

Efficient Route Planning
Since a salesperson’s travel expenses can be so high, it’s im-
perative to plan, be well organized and practice efficient time 
management. In addition to their other more obvious benefits, 
modern sales management or CRM applications (such as ACT, 
Goldmine or Salesforce) also include mapping features. When 
you set up a lead, prospect or customer record in those systems 
(all these programs are really just user-friendly databases), 
the program provides a mapped location. This feature can be 
enormously helpful when planning your route for sales calls. 

If you don’t have access to such software, you can use online 
programs such as MapQuest or Google Maps to enter your 
locations and then arrange them in an efficient geographical 
order. Of course, depending upon your local traffic patterns, 
it may be more productive to drive to your furthest point early 
enough to beat rush-hour traffic and then work your way back. 
Many times, the best way is to create a loop, starting and end-
ing at your home base.

Today’s GPS devices are incredibly useful, but I promise 
that you will have a very bad day when (not if) your GPS stops 
working if you don’t have your customer or prospect informa-
tion backed up. A variety of smartphone mapping and naviga-
tion programs such as Google Maps, Apple Maps, Waze and 
others can also help you find locations and assemble efficient 
routes for sales calls. 

Try to plan out your preferred route and then make appoint-
ments accordingly. Otherwise, people will have you zigging 
and zagging all over the place, burning gas and losing valu-
able time. Although this approach won’t always work out, it’s 
often better to tell people that you will be in their area on xxx 
day. Would they be available at around xx o’clock? Nail down 
your most important call targets first, and then — once you 
have appointments confirmed — build the rest of your route 
around these primary stops. 

Unfortunately, in the real world, people will cancel appoint-
ments last minute, forget or not even tell you they can’t see you 
until you arrive. It’s a good idea to identify a few stops along 
your planned route so you can fill in, even if you don’t have an 
appointment. These are examples of things that an experienced, 

successful sales professional should already know, whereas a 
rookie will waste time and money, learning at your expense. 
Train your salesperson on your product and/or service but let 
someone else pay for their training and experience as a profes-
sional salesperson. Highly successful salespeople are usually 
well organized and engage in planning their week in advance, 
although there are many ways to do this. 

Time Management
Organizing your time starts with getting on the road — being 
aware of weather and traffic delays and ensuring you arrive a 
bit early for your appointment. Any down time from early ar-
rivals or lunch hour(s) can be used for administrative purposes, 
increasing product or service knowledge or reviewing notes for 
an upcoming appointment. Emails can be sent in between stops, 
particularly at lunch while no one is in the customer’s office. 
Follow-up calls can be made between stops, and you should 
strive to have some flexibility so you can catch up in returning 
customers’ troubleshooting calls.

You won’t always hit all the planned stops listed in your ini-
tial schedule, but you can and should roll over any misses to 
the next trip in that area. Late afternoons are a great time to 
send emails, since most are in their office, ready to leave for the 
day. People tend to be more relaxed heading into the weekend. 
Fridays are great for actually speaking with someone versus 
Monday mornings’ obvious inherent timing issues.

Plugging in administrative or clerical time (reports, call notes, 
trying to recall conversations, etc.) during the workday can save 
you from extra hours of paperwork at home. It’s a great feeling, 
just knowing that you only have a few residual notes to catch 
up on from your day, rather than starting from the beginning. 
This approach also provides an opportunity to review notes for 
the next day. Your stops and routes should have already been 
planned during the prior week, although some adjustments may 
be required. Remember, this should only be a cursory review 
of tomorrow’s schedule.

If calling on Class A office buildings, be aware that most are 
managed by property management companies and you are 
most likely better off to target them as a discreet market seg-
ment. However, in that same building, there may be a company 
that handles other potential opportunities (such as off-campus 
housing), so this becomes part of your lead-generation and 
market-targeting planning.

Cold Calling
Many otherwise good salespeople are simply not comfortable 
— and therefore not really good at — cold calling. Keep this 
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in mind when recruiting and look for this type of experience 
and comfort level if cold calling is a primary requirement of 
your plan. This is an area where technicians who are disguised 
as salespeople usually have the most difficulty. Why? It’s often 
because, although they may be very capable technicians, they 
are simply not extroverts, and their DNA doesn’t include the 
natural drive to meet people. It’s generally easier to make a cold 
call when you have an introduction or can refer to a customer 
you’ve just met with, or already have a customer nearby. 

When cold calling, be prepared and appreciate that most 
don’t know you, did not expect you and really have no interest 
in talking with you (and this was pre-COVID). Cold calling 
requires a personality that is able to accept high rates of rejec-
tion and indifference! Did your mom have to bribe the other 
kids just to get them to play with you? Were you always the last 
picked for a team? But even the nastiest gatekeeper can provide 
some information! 

On your cold calls, set a minimum expectation of acquiring 
a name and number, and maybe the email address of a contact 
that you need. In some instances, the gatekeeper will actually 
call the contact to see if they have time to meet with you. Ob-
viously, you can build upon this if you’re fortunate enough to 
actually meet with someone.

When entering premises, ask simple, straightforward ques-
tions; most people like to help. Ask (literally) if they can help 
you, as you’re trying to find out who oversees whatever you 

sell. Tell the gatekeeper that you would like to follow up, intro-
duce yourself and company. Hint: If you don’t carry a bunch of 
brochures, you won’t be mistaken for a salesperson. Although 
this may sound silly, some folks are trained to automatically 
repulse salespeople by invoking the dreaded, armor-piercing 
“no soliciting here” defense mechanism. Your odds are better 
if you can engage in a brief, ice-breaking chat with a gatekeeper 
before they know why you’re there. 

Be observant and aware of your surroundings. Notice and 
admire the office holiday decorations or whatever else may help 
lower the Death Star’s force field. If you get a contact, you can 
always follow up later with an electronic version of your “pro-
paganda,” which many prefer anyway. You can also mention 
that you were next door/nearby with a customer and wanted 
to share how you have helped that person or company. Who 
knows? They may even know each other. 

In a prior life of consumer products, it was my pleasure to 
work with Obi-Wan-Kenobi (ok, so his name was Irv), who I 
suspect, to this day, may have been a Jedi master. He seemed 
to be able to harness The Force, to get receptionists and gate-
keeper strangers to nearly love him. He was able to turn cold 
calling into an art form and, as you can imagine, was extremely 
successful. No, he never mentioned knowing Yoda! I’m sure I 
would remember that.

There are some businesses that you simply cannot just walk 
into, even prior to COVID. This also applies to certain posi-
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tions. While a chief engineer may be accessible if you go to 
a maintenance shop at a hospital, you will not walk in and 
meet with a CFO, or even enter the front door of a hospital, 
like you could pre-pandemic. Even prior to COVID, hospital 
purchasing managers had been consolidating through con-
sortiums, and you need to be registered. This also generally 
applies to many, but not all, nursing homes and hotels. The 
point is that you need to proactively think about your target 
audience and how to gain access.

Remember to touch base in person with purchasing agents 
from municipalities. Almost all offer online vendor registra-
tion, but few competitors stop by while in the area and actu-
ally introduce themselves. Such personal introductions help 
for future reference and for any questions on bids, etc. Now, 
you’re not only registered, they will remember you came in and 
introduced yourself and company. 

Be Observant
When cold calling and even when specifically in an area for an 
appointment, look at what else you’re passing. While you may 
not have time to stop, make a note for your next trip in that area, 
and add to your list for prospecting. Give yourself time after an 
appointment to cloverleaf that area and maybe make a quick 
stop, if time permits. Leave a card, get contact information, etc. 
Obviously, don’t engage in distractive practices while driving.

Follow Up
Always follow up any appointment with an email to thank them 
for their time. It is a golden opportunity to add something new, 
not just rehashing the previous appointment, and it’s also a 
great chance to move the ball down the field. You should have 
already asked about their budget and time frame to guide you 
on next steps.

If you’re calling a prospect from a cold call visit and you get 
them on the phone, don’t ask them how they’re doing. Instead, 
get to the point in a 20-second overview of your call’s purpose. 

You can dazzle them with niceties and personality if they lead, 
but typically, save that stuff for the actual appointment. Spe-
cifically: “Hello Mr./Mrs., I am with XYZ Company. I work 
with (nearby business, similar-type customer, etc.) and wanted 
an opportunity to meet with you to share what I have done to 
help them.” But don’t reveal any proprietary information. Be 
prepared, just in case the company you are so proud of helping 
turns out to be the archenemy of this prospect. You can refine 
and perfect this introduction as your experience increases, and 
certainly, one size does not fit all.

Know Your Service/Product
Know your products, services and competition. You will likely 
forget to mention something or won’t have sufficient time to 
cover all of your points, but in most situations, you will know 
more than the customer/prospect. You are the expert, and you 
are better prepared when knowledgeable. This should make you 
more comfortable, and you can always add something new to 
an email follow-up — an absolute must do! 

Be Professional
When meeting with your prospect, don’t disparage a competitor, 
even if it feels comfortable or if your prospect initiates the nega-
tives. Yes, it’s tempting to engage in a bit of the old- fashioned 
blood lust chat, but don’t take the bait! Show professionalism 
and take the high road by conveying your understanding of 
their concerns and how glad you are to have an opportunity to 
share why you and your company are here. Mention how your 
products and/or services are better than the competition’s (an-
other reason to know your products and competition).

Be Prepared for Objections and Questions
Don’t bring a knife to a gunfight or go completely unarmed. 
Every salesperson needs to anticipate likely questions and ob-
jections. Your answers and responses must be skillfully devel-
oped before you start selling. Remember, you won’t get a second 
chance to make a first impression! Talk to your customer service 
colleagues and other company salespeople and make sure this is 
part of your indoctrination as a new employee. Same thing with 
knowing your competition, their strengths and weaknesses: If 
you choose to engage in opposition research, it’s probably best 
not to seek help from the Russian or Chinese governments.

Building Relationships
In one of my past lives, I worked for a very smart boss who liked 
to say, “Whatever business you may think you’re in, remember, 
you’re really in the ‘people’ business!” Sometimes we become 

“Full-time salespeople 
represent a significant 

expense for any company, 
but the key is to turn 

this cost into more 
of an investment.”
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so focused on what we’re selling or how we stack up against 
competition that we forget that we are calling on people. Sure, 
we’ll encounter many who are different in a variety of ways, but 
fundamentally we tend to have much more in common than 
it may first appear. Most of the time, they’re just trying to do 
their job and support themselves and possibly, their family — 
just like you.

This is why it’s so important to establish a rapport with 
the prospect on a personal or human level. Be especially 
vigilant for signs that your prospect may not be feeling well, 
might be having a bad day (personally or professionally) or 
could be mentally distracted by some other pressing issue. 
When this happens (and it will), it’s essential that you rec-
ognize the telltale signs early in the conversation — thus, 
the importance of listening and being alert. If you’re doing 
all of the talking, you’re likely to miss signs. Initially, ask-
ing thoughtful questions is often far more important than 
providing information.

When you encounter a difficult situation, shift to being sin-
cerely empathetic and carefully create an opportunity for the 
prospect to open up and share what’s going on without being 
intrusive. Skillfully transition into gathering information, es-
tablishing interest and scheduling a follow-up appointment (or 
at least a call) at a time that will, hopefully, be more conducive 
to exploring business opportunities. Be sure to make notes of 
whatever you learn.

However, should you determine that it’s common for pros-
pects to seek psychiatric therapy after your visits, you may 
want to try a different approach… or possibly a different career.

Theories of Selling
One of the many prevailing theories of selling is AIDAS. Each 
letter in this behavioral theory represents a psychological stage 
that a buyer’s mind will pass through during a sale:

 � Securing  Attention
 � Gaining Interest
 � Kindling  Desire
 � Inducing  Action
 � Building  Satisfaction

Although space limitations of this article don’t permit delv-
ing into this process, I wanted to at least mention it. Interested 
readers can research this (been around forever) and other sell-
ing theories that have been taught in sales training classes. Yes, 
personality traits tend to be in our DNA, whereas selling tech-
niques can be learned. There are many courses and seminars 

available. If you take a sales training class, I’d highly recom-
mend that you seek an instructor with actual experience selling 
something similar to whatever you’ll be selling.

Protecting Our Flank
While there’s no denying the importance of generating business 
from new customers, don’t fall into the trap of taking existing 
customers for granted. In many ways, it’s at least as important 
to make sure that our existing customer base becomes and 
remains “the gift that keeps on giving.” Monitor customers’ 
monthly volumes closely!

A second common trap is to permit our sales representative 
to become the only meaningful relationship between our com-
pany and the customer. Don’t let your company’s customers ef-
fectively become the salesperson’s customers! Owners should 
establish and maintain contact with our customers, ideally at 
the owner level. This can be especially important if the salesper-
son leaves the company’s employment and subsequently tries 
to pirate customer accounts that he/she called on. Consider a 
reasonable non-compete agreement (NCA), and be aware that 
most judges will not enforce provisions of a NCA that effectively 
prevent a salesperson from making a living.

Job Description: Technical 
Sales Representative (TSR)
Here are some ideas to consider incorporating into your sales-
person’s job description. Of course, amend and adjust these to 
match your particular requirements and business environment.

General position information
The job description covers the basic functions, qualifications, 
requirements, working conditions, performance and skills nec-
essary for successful fulfillment of this position, in accordance 
with the company’s standards, which may be changed at the 
company’s sole discretion.

Overall role and responsibility 
Reporting to the ___________, the TSR’s primary role is to 
engage in prescribed, prospecting, selling, support, quotations, 
training and business development activities that are ulti-
mately intended to efficiently and effectively increase profitable 
sales volume. The TSR is responsible for selling the company’s 
___________ products, services, through a combination of 
company -provided and self-generated leads and achieving or 
surpassing company quotas or targets.

Using his/her skill set, the TSR strives to encourage profitable 
sales growth, servicing existing customers while also finding and 
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capturing new customer opportunities. He/she will typically 
engage in all activities related to prospecting, selling, quotations, 
training, technical support and sales related clerical duties. Such 
activities will also involve participation in and support of industry 
events, including but not limited to, trade shows and product/
service training. Periodic long-distance and/or overnight travel 
and some nights and weekend work will be required.

Minimum Job Specifications/Qualifications Required
Education/training (or equivalent)

 � High School or two-year college degree, etc. or equivalent
 � Successful completion of the company’s training program(s) 

and related systems

Experience
 � Three years of direct relevant work experience in B-to-B field 

sales, prospecting and business development
 � Solid experience in successful account development, clos-

ing sales and time/documentation management. Successful 
completion of an accredited sales training course is a plus.

Working environment
 � Generally, works in an office environment. Filed travel in 

support of prospecting, lead qualification, demonstrations, 
quotations, sales or training meetings, customer site visits 
and/or industry events such as trade shows, as required

Technical or administrative knowledge
 � Intermediate-level computer experience with Microsoft Office 

applications, specifically Outlook and Word (and company’s 
in-house software system, if applicable)

 � Ability to operate office equipment such as copiers, fax, print-
ers, phone/voicemail systems

 � Ability to accurately complete and process job-related forms, 

documents and contracts in a timely manner

Special skills and/or abilities:
 � Strong organizational skills and attention to detail
 � Exceptional verbal and written communication and presen-

tation skills
 � Ability to build and maintain lasting relationships with 

customers
 � Ability to work independently with minimal supervision 

and as part of a team

Specific roles, duties and responsibilities
The TSR will (in accordance with the company’s prevailing poli-
cies, procedures, guidelines and best practices) engage in and 
deliver the following services separately and/or in combination:

 � Qualify and follow up on self-generated sales leads and close 
sales when possible

 � Qualify and follow up on company-provided sales leads and 
close sales when possible

 � Master and consistently utilize and apply the “xxxxx sales 
method” and practices

 � Schedule and deliver sales presentations, demonstrations and 
other sales activities

 � Enter new customer data and changes to existing accounts 
in the company database in a timely manner

 � Follow up with leads/customers via phone calls, meetings 
and e-mail in a timely and consistent manner

 � Consistently document all communication (both successful 
and attempted) with leads/customers in Sales or CRM data-
base and/or other designated data repository

 � Plan and organize daily work, and travel efficiently and 
effectively

 � Promptly investigate and troubleshoot customer service is-
sues to a satisfactory conclusion
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 � Provide sales activity and status summaries and reports, as 
required and specified

 � Generate and submit complete and accurate proposals 
and contracts in a timely manner and maintain regular 
communication with customer/prospect owner or respon-
sible party

 � Provide all necessary documentation required to submit/
process contracts or quotations in accordance with compa-
ny and/or departmental policies, procedures and processes

 � Practice safe driving habits and maintain a clean driving 
record

 � Competently diagnose and appropriately document product 
or service issues

 � Competently provide appropriate solutions for customer or 
end user problems and/or issues

 � Comprehend and master product or service technical 
information

 � Enthusiastically support company’s marketing efforts
 � Responsibly use company credit cards and promptly submit 

expense reports/receipts
 � Travel throughout the territory as necessary (possibly some 

long-distance or overnight stays)
 � Attend periodic sales training events and/or complete courses 

as required
 � Be aware of, and report to management, any relevant com-

petitive information acquired
 � Be aware of, and report to management, trends, patterns or 

feedback related to lost jobs/bids
 � Recommend best practices and/or improvements in pricing, 

policies or procedures
 � Advise management of any inhibitors to sales and business 

development growth in a timely manner
 � Provide sales forecast information, as required
 � Comply with all provisions of the company handbook
 � Comply with all applicable laws, regulations and workplace 

safety requirements

Conclusion
As we think about which habits and practices will lead to suc-
cess for our salespeople, keep these considerations in mind:

 � Understand that all salespeople are not alike.
 � Recruit a sales professional with the type of basic experience 

that you need.
 � Appreciate that professional salespeople should more than 

pay for themselves.
 � Don’t migrate a technician into a sales position. 

 � Establish reasonable targets or quotas.
 � Be familiar with which characteristics and practices gener-

ate successful sales. 
 � Provide modern tools (such as CRM software) to your sales force.
 � Understand and learn how to use those salespeople’s tools 

yourself.
 � Have a job description for your salespeople.
 � Insist that salespeople generate paperwork completely and 

on a timely basis.
 � Provide appropriate product and service training.
 � Don’t rush new salespeople into the field without appropri-

ate preparation.
 � Ensure that your salesperson does not effectively “own” your 

company’s customers.
 � Have a prescribed sales process with discrete steps.
 � Ensure that your salespeople are well organized and track 

their activities.
 � Know what’s in your sales funnel or pipeline.
 � Understand why you lost accounts or jobs.
 � Be willing to change elements of your value proposition and/

or sales strategy.
 � Welcome input, but don’t let your salespeople establish 

pricing.
 � Pay successful salespeople well, and don’t begrudge doing so.
 � Be willing to pay for high-quality leads, but evaluate your 

return on investment.
 � Schedule time to go into the field with your salespeople.
 � Surprise your salespeople with occasional ad hoc funnel re-

views and field visits.
 � Place follow up calls to customers after your salesperson 

visits them.

The topic for our next article in this series will be dashboard 
reports. We will discuss what this tool is and how to use it. Inci-
dentally, this topic was requested by our readers in a survey. 

Noel Flynn is a degreed business management 
consultant with global senior leadership experi-
ence, including more than 20 years in manufac-
turing, wholesale distribution and consulting 
sectors of the security industry. Noel has been 
a senior executive, officer, board director and 

adviser to not-for-profit and for-profit companies in numer-
ous industries worldwide. This includes being an ALOA SPAI 
board member since 2011, and he is also an ACE instructor, 
developing and teaching business management. Contact him 
at nflynn@aloa.org.

mailto:nflynn@aloa.org


Registration 

available now  

at SAVTA.org

http://www.savta.org/pages.php?pageid=2


26 KEYNOTES JANUARY 2021 WWW.ALOA.ORG

I
magine being stuck in a cubical all day doing the same mundane 
tasks over and over. No way. That would not be a job I would ever be in-
terested in. The thing that I enjoy most about our profession is that every 
single day is different. As ALOA security professionals, we provide a wide 
variety of physical security services. We may be called to open a locked-out 

safe, install a deadbolt, develop a master key system, rekey locks or remove a broken 
key from a lock cylinder. 

Another job that locksmiths are often asked to do is to install locks on cabinets. 
I have certainly done my share of this type of job throughout the years. As you all 
know, cabinets come either in a single-door or double-door configuration. While the 
door with the lock often seems like the primary focus of the job, it is also important 
to consider how best to secure the inactive door (the door without the lock). In this 
article, I will give an option to do that. 

The Elbow Option
When it comes to double-door cabinets, 
my usual choice has always been to secure 
the inactive door with an elbow catch (see 
Figure 1). The best way for me to explain 
what an elbow catch is would be to use 
the definition of “elbow catch” from the 
ALOA Professional Locksmith Diction-
ary: “n. an ‘L’ shaped latching mechanism 
typically mounted to the inside of the 
inactive leaf of a pair of cabinet doors.” 

Traditionally, when locking a set of 
double cabinet doors, an elbow catch is 

Richard Karas explains how the CompX 

Timberline Double Door Latch Kit can 

replace the elbow catch on cabinet jobs.
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installed on the door opposite the door 
with the lock and is used to make the 
door non-movable (inactive).

Figure 2 shows a typical elbow catch 
engaged into the L-shaped strike plate (in 
the latched position), keeping the cabi-
net door from opening. Figure 2 shows 
an elbow catch that is not engaged into 
the L-shaped strike plate (in the un-
latched position), allowing the door to 
open. The elbow catch is spring-loaded 
and automatically engages the L-shaped 
strike plate when released, and the door 
is closed.

 Elbow catches work fine and are a reli-
able way to secure the inactive leaf on a 
pair of cabinet doors. However, there are 
a couple of things to keep in mind when 
using an elbow catch. 

Stuck Shut?
One important consideration is that the 
person who will be using the cabinet must 
be told about the elbow catch and how to 
release it when it is installed on a cabinet 
door and engaged in the locked position. 
If your customer doesn’t know that the 

elbow catch exists, it is possible that he 
or she may not know how to open the 
door. Yes, this does happen. I have had 
to explain to clients in the past what it is, 
where it is and how it works. 

Once, I received a call from a client tell-
ing me that her cabinet door was “stuck 
shut.” I asked, “What is stuck shut?” She 
said, “The cabinet door.” I asked her if she 
meant the door without the lock and she 
said, “Yes.” Then I informed her about the 
elbow catch on the inside of the door. The 
lesson here is that you should always, al-
ways, always, show your client what you 
have done and how everything works be-
fore you leave the job site.

Mind the Gap
Another important consideration is to 
determine whether there is a gap between 
the two doors. Sometimes, there is no vis-
ible gap, but in other cases, there may be. 
If the cabinet doors have a gap between 
them, as seen in Figure 3, then an unau-
thorized person could use a bent wire, 
such as a coat hanger (which is usually 
very accessible) to trip the elbow catch 

Figure 1. An elbow catch is a common choice for securing the 
inactive doors of double-door cabinets. 

Figure 3. The cabinet doors have a gap    
between them, and an unauthorized 
person could use a bent wire to trip the 
elbow catch and open the door. 

Figure 2. A typical elbow catch is engaged into the L-shaped strike 
plate in the latched position, keeping the door from opening. 
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and open the cabinet door. This is a secu-
rity problem that, in my opinion, must be 
addressed with the client prior to install-
ing an elbow catch. There are a couple of 
options available to address such a secu-
rity concern. 

One option is to install the elbow catch 
further down the door so that it would 
be slightly more difficult to reach with a 
bent wire. “Slightly” is the key word here; 
it can still be done. This also requires a 
person to reach further into the cabinet 
and reaching further in the door to un-
lock the elbow catch can sometimes be-
come a challenge. 

Another option is to install an astragal 
strip on the active door to make the gap 
go away. This is a decent solution, but 
finding an astragal that matches the mo-
tif of the cabinet is not always easy, espe-
cially in newer offices with custom-made 
cabinets. This can turn into a time-con-
suming project that may require you to 
do research for your customer. 

A Better Option
There is a third option, and it is the one 
that I prefer to help alleviate the afore-
mentioned issues. A few years ago, 
CompX Timberline came out with a 
product called the Double Door Latch 
Kit (which I will abbreviate as DDLK for 
the remainder of this article). The pack-
age of the DDLK can be seen in Figure 4. 

There are three components that make 
up the DDLK: the latch (Figure 5), the ac-
tivator (Figure 6) and the catch (Figure 7). 
The latch, activator and catch are shown 
together in Figure 8. 

The DDLK is especially nice because 
you don’t have to teach or show your 
client how it works. The DDLK works 
without any special knowledge of how to 
operate it. As a matter of fact, a person 
usually does not even have to know it is 
there. There is no need to reach into the 
cabinet to unlock the other door because 

Figure 4. CompX Timberline came out 
with the Double Door Latch Kit a few 
years ago. 

Figure 6. The second component is the activator.

Figure 5. The latch is one component of 
the DDLK. 
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the DDLK takes care of it. 
The DDLK can be installed at either 

the top or the bottom of the cabinet. 
The manufacturer recommends that if 
the cabinet is greater than 48 inches, 
a DDLK is installed at the top and the 
bottom of the cabinet. The cabinets pic-
tured in this article were less than 48 
inches, so I only installed the DDLK 
at the top. 

I decided to reach out to CompX to 
get a little more information and histo-
ry behind the product. Tim Peters from 
CompX was very responsive and told me 
the following: “The Double Door Latch 
was released late August 2014. The gen-
esis of the product was the office furni-
ture industry looking for an inexpensive, 
robust and easy-to-install mechanism for 
locking double-door wardrobe cabinets. 
CompX also knew that the typical elbow 
catch offered little security, so we went 
down the path of designing the product 
so it would be a solution to both issues.” 

Thank you, Tim. I really appreciated 
the information.

Selecting DDLK Parts
There are four different DDLKs and part 
numbers. You will need to know three 
basic things when you order the DDLK:
1. Will your installation be at the top or 

bottom of the cabinet, or both?
2. What color will you need? (They only 

come in two color choices: black and 
white.)

3. Will the lock be installed on the right 
door or the left door?
Although there are four different part 

numbers to choose from, each part num-
ber has two configurations, resulting in 
a total of eight different configurations 
of the DDLK:

 � Part Number DL-200: Top mount, 
black finish, lock on the right door 
OR bottom mount, black finish, lock 
on the left door

 � Part Number DL-200-W (what I used, 

see Figure 5): Top mount, white fin-
ish, lock on the right door OR bottom 
mount, white finish, lock on the left 
door 

 � Part Number DL-300: Top mount, 
black finish, lock on the left door OR 
bottom mount, black finish, lock on 
the right door 

 � Part Number DL-300-W: Top mount, 
white finish, lock on the left door OR 
bottom mount, white finish, lock on 
the right door 
I would like to see CompX identify, 

on each individual packet, the two con-
figurations that the part permits, as I 
have suggested in Figure 9. This would 
help reduce the chance that the installer 
(probably me!) might accidently grab the 
wrong kit for the job. 

Installing the DDLK
The following process explains how I in-
stall the DDLK accurately, efficiently and 
professionally. 

Figure 7. The final DDLK component is the catch. 

Figure 9. The author suggests that CompX identify the two configurations that each part permits on the packaging.  

Figure 8. The entire kit is shown. 
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1. Before starting, measure the thickness 
of the cabinet (Figure 10). You will need 
this measurement when you pre-drill 
for your mounting screws so you do not 
accidentally drill through the cabinet. 
I would suggest using a drill stop to 
make sure that you don’t drill too far 
through the cabinet and leave a hole. 
In case you have never used or seen a 
drill stop, Figure 11 shows a package of 
drill stops. They come in many sizes. 

If you don’t have a drill stop, you can 
use a piece of tape as a visual marker 
for where to stop. I have done this in 
the past and have used electrical tape 
(which is what I happened to have had 
on hand). However, I am not a big fan 
of doing this because the tape can move 
up the drill bit as you drill, giving you 
a false stopping point. Remember that 
the tape is not a stop; it is only a visual 
indicator of where to stop. You don’t 

always have every tool that you may 
need, so if you have to use this method 
make sure the tape does not move. 

2. Close both doors, find the exact center 
between both of the doors and mark it 
with a pencil. Figure 12 shows where I 
marked the center of the door at the 
top of the cabinet. If you are install-
ing a DDLK at the bottom, mark the 
bottom as well.

3. Mount the latch in the exact center of 

Figure 10. Before starting the install of 
the DDLK, measure the thickness of the 
cabinet.  

Figure 13. Mount the latch on the exact 
center of the mark that you made.  

Figure 11. Drill stops come in many sizes.

Figure 14. When the door is closed, the 
activator pushes the bolt through to the 
catch side.  

Figure 12. Here, you can see where the 
author marked the center of the door at 
the top of the cabinet.  

Figure 15. The catch, shown here, should 
be installed on the door without a lock. 
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the mark that you have just made (Fig-
ure 13).

4. Mount the activator on the same side of 
the cabinet as the lock. I installed the 
locks on the right door, so I installed 
the activator on the right door as well. 
When the door is closed, the activator 
pushes the bolt through to the catch 
side. It is a very simple process. (Fig-
ure 14).

5. Install the catch on the door without 
the lock. This will be the inactive leaf/
door. Unfortunately, I do not have a 
picture to show the catch as mounted. 
Figure 15 shows what the catch looks 
like. 

6. Test the doors and show your client 
how everything works. 

7. Pat yourself on the back for a job well 
done — but make sure you put all your 
tools down first, otherwise you might 
hurt yourself!

Useful Tips and Tricks
1. Prior to drilling the mounting holes, I 

like to use a glue dots (available at any 
craft store) to temporarily mount the 
activator, latch and catch to the cabi-
net. This allows you to make any nec-

essary adjustments before you drill the 
mounting holes (Figures 16 and 17).

2. If the cabinet door has a rubber 
bumper, silencer or rubber stop on the 
top and bottom of the door, measure 
the thickness of the rubber bumper, 
silencer or rubber stop (Figure 18). 
This is the distance that you will need 

to move the latch out toward you. 
Doing this will remove any excessive 
play in the doors. This means that the 
latch will no longer be flush with the 
cabinet. It will be extended out the 
same distance of the bumper, silencer 
or rubber stop. You don’t necessarily 
need to do this. However, it does make 

Figures 16 and 17. Using glue dots to temporarily mount the activator, latch and catch to the cabinet allows you to make any necessary 
adjustments before drilling mounting holes. 

Figure 18. Measure the thickness of the rubber bumper, silencer or rubber stop if the 
cabinet has one.
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for a nicer installation and provide for 
a tighter tolerance so that there will not 
be excessive play in the doors.

3. Caution/Important: When mounting 
the DDLK at the top and the bottom of 
the same door, make sure that you are 
using the correct handing of DDLK. 
If you don’t, you could accidently lock 
the cabinet shut without being able to 
open it. 

4. Pre-drill your holes and use a hand 
screwdriver to install the DDLK to 

reduce any possibility of damaging the 
DDLK. I have had a lot of experience 
installing surface-mounted alarm 
contacts, and in the past, when I have 
installed alarm contacts with a power 
tool, they would sometimes break if 
tightened down too tight. 
Figure 19 shows the manufacturer’s 

instructions, which can also be found 
at compx.com/instructions. I would 
recommend visiting the site if you have 
a chance.  

Rick Karas, RL started in 
the locksmith industry in 
1983. A licensed locksmith, 
he has experience with 
many physical security 
discipl ines, including 

access control systems, intrusion detection 
systems and video monitoring systems. 
He works in both a commercial and 
institutional settings. Rick owns Phil-Rich 
Lock, which serves the Washington, D.C., 
metropolitan area.

Figure 19. The manufacturer’s instructions can also be found at compx.com/instructions.  
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Schlage Everest 29 SL

Every once in a while, a new product or    
system comes along that provides us with exactly 
what we need: simplicity in a technically compli-
cated world. Remember the wonder products of 
the 1950s where the futuristic designs of clumsy, 

commonplace devices were reinvented to make our lives easier? 
Well, the future has arrived. 

Schlage has introduced a cylinder that allows existing Schlage 
Everest SFIC systems to integrate into full-size cylinders, such 
as KIK, KIL, rim and mortise. Quite an advance.

Where Did It Come From?
How did the name “SL” come about? I assumed, at first it, was 
a melding of “SFIC” and Large KIL Shell,” but Monte Salway, 
CML, Schlage product manager for Commercial Key Systems, 
said it was actually named from the combination of Security 
and L-Pin. Whether SL means standard length, St. Lucia or 
Security and L-Pin, the concept is very cool.

The Concept
Schlage created the SL cylinder to allow the end users to in-
tegrate their SFIC Everest 29 7-pin A2 system with a full-size 
cylinder format. It’s unique in that only a single pin is used in 
each chamber and will align with a sidebar when the correct 
key combination is used. These “L pins,” so called because of 

their dimensional shape, can be used in non-master-keyed or 
master-keyed systems. 

Let’s take a look an exploded view of the SL cylinder in Fig-
ure 65 to get a visual of how this cylinder is put together. You 
will quickly see that the SL is unlike a traditional SFIC in that 
it contains only one pin per chamber. Also, only two main 
components are in the plug in each chamber — the L-pin and 
the spring — aside from the sidebar, its springs and the plug 
cover. Anti-drill pins are strategically placed within the plug 
face, and the Everest check pin and spring are located near the 
keyway entrance. The body holds the SL in place, though the 
bible atop the cylinder has no real function other than to al-
low for compatibility within the various full-sized housings.

Compatibility, Integration and Application
The SL cylinder will not only work with an existing Schlage 
Everest A2 small format system, but also with the Schlage 
KIL, KIK, mortise and rim modular cylinders, as well as other 
manufacturers’ brands of cylinders, such as Sargent, Corbin 
Russwin and Yale. SL is also compatible with new or existing 
Everest 29 or Primus XP cylinders that use Everest 29 R and 
Everest B keyways. Additionally, integrating SL cylinders into 
existing Schlage master-keyed systems will create no adverse 
affects on the systems’ expansion. One advantage of SL is that 
buildings on multiple key systems can now be brought into the 
same restricted key system at a much lower cost than replac-
ing installed cylindrical lock hardware. Also, existing SFIC 

In this fourth and final installment, William M. 
Lynk, CML, CPS, ICML, CMIL, M.Ed., discusses 
popular systems designed for institutions.
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system owners can achieve geographic exclusivity with Everest 
29 SL Primus XP. And, an optional UL 437 listing is available. 
Amazingly, the SL cylinder can provide over 97,000 changes 
in a factory-managed system. 

System Overview

The SL cylinder incorporates the use of the Schlage L-pins that 
interact with a sidebar when the Everest SFIC key is inserted 
into the cylinder. Figure 66 illustrates the design of the L-pin 
and how the notches are placed at a slight angle horizontally. 
Their locations are spaced at intervals of .0125", but are used 
every other step (.025") since A2 is a two-step system. You can 
see the hollowed area onto which the spring rests.

Technical Data

The cylinder was designed by Schlage, aligning it to a “driver-
less pin tumbler lock” similar in concept to the Medeco 60 Se-
ries cam locks or BiLock. In any of these cylinders, there exists 
only one pin in each of the cylinder’s chambers, topped with a 
spring. Everything is self-contained within the plug itself. The 
depth of the Schlage SL key cut will either align or not align the 
L-pin with the corresponding notch in the sidebar. Some L-pins 
have more than one notch to provide master keying capabilities. 

Figure 65. An exploded view of the SL cylinder is provided.

Figure 66. This illustration shows the design of the L-pin and its 
horizontal “notches.”
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Figure 67. The Schlage Everest SL Cylinder is compared to the Medeco 60 Series cam lock and the New Generation BiLock cylinder.
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Figure 67 compares the Schlage Everest SL Cylinder to that of 
the Medeco 60 Series cam lock and the New Generation BiLock 
cylinder. Note that, for comparison purposes, the Medeco 60 
Series single step (.030") is listed. One should realize that these 
locks have more similarities than dissimilarities.

For those who care to see a visual of the Medeco and BiLock 
driverless pin tumblers, they are offered in Figures 68 and 69.

One for Four?
When can one pin take the place of four? In an SL cylinder, of 
course! Figure 70 provides a quick visual of pinning for a single 
chamber of a Schlage Everest SFIC and that same chamber in 
the SL cylinder. The same key will operate both.

TMK = 7
CK = 3

CTRL = 5 (Irrelevant to SL Cylinder Pinning)

With an SL cylinder, we have to stop visualizing what hap-
pens inside an SFIC cylinder. Its focus is on the sidebar, and 
the SL pins are “all about the cuts!”

Figure 71 illustrates how the pins, sidebar and key work 
together in beautiful harmony. For those who are still having 
trouble wrapping their minds around the SL cylinder and 
its SFIC attributes, it’s helpful to see what something is not 
as compared to what it is. The chart in Figure 72 should help 
with that.

Figure 68 and 69. A visual of the Medeco and BiLock driverless pin tumblers is shown.

Figure 70. This image compares SL pins vs. SFIC pins.
Figure 71. This simple graphic shows how the SL pins, sidebar 
and key all work together.

Figure 68 Figure 69
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For the remaining non-believers, Figure 73 shows a random 
core within a sample SFIC system and its bittings and pinning. 
Then you’ll see the same for the SL cylinder in Figure 74. Notice 
the difference — or should I say, simplicity?

Control Key Lost Its Control?
Someone is thinking, “What will happen if I use the control key 
in the SL cylinder?” Well, nothing. Since most SFIC systems are 
created with the control key as a bitting excluded from the system 
and since there is no control shear line in an SL cylinder (it’s not an 
interchangeable core), the control key will not turn the plug. Sadly, 
it has lost its control. Within the Land of SL, you are free to cry out 
to that bewildered control key, “Be gone. You have no power here!”

Keying and Combinating the SL
The key specs for the SL key are exactly the same as with the 
Schlage Everest SFIC system. Spacing from cut center to center 
is still .150", the cut angle is 90 degrees, and the cut depths are 
the same as in the standard SFIC A2 system: zero through nine.

What’s even more exciting is that there’s no need for math 
calculations to pin up the SL cylinder! Simply match the TMK 
cut with the necessary change key cut and, voila! You have the 
single pin for that chamber, as shown in Figure 75. This chart 
was created by Gordon Malczewski and Roger Yost at Schlage 
— another simple yet valuable SL tool. By the way, if the cylin-
der is non-master-keyed, then it’s even easier: Just use the pin 
of that depth (red color on the chart).

Figure 72. This matrix shows what the SL cylinder is and is not.
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Rekeying the SL
Rekeying the SL cylinder is also a cinch. These instructions 
were also crafted by Gordon Malczewski and Roger Yost and 
are found in the Schlage Everest 29 SL Service Manual.

In brief, remove the cap and tailpiece, as you’d ordinarily 
do with the KIK cylinder. Then remove the retaining clip with 
a small screwdriver. Use a key to hold in the check pin and 
spring. Don’t worry; there are no top pins to fall out, as the 
plug is self-contained. 

The plug will slide out without any rotation needed... wow! 
Be sure, though, to hold on to the locking sidebar to keep it 
in place. Place the plug carefully into the plug fixture and 
remove the plug cover for access to the springs and L-pins. 
When done, use a new plug cover by using the special crimp-
ing tool (part number 40-296). Then reassemble the cylinder 
and you are done. 

Conclusions
From strange and new to simple and fun — that’s the learn-
ing progression of the Schlage Everest 29 SL cylinder. We 
needn’t be afraid of something new, especially if we under-
stand it and have a chance to touch and appreciate it. In 

Figure 73. This chart provides the bitting for a standard Schlage SFIC.

Figure 74. This chart shows the bitting for the Schlage SL cylinder.

Figure 75. The SL pin selection is provided in this chart.
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actuality, it’s easy as pie. And, if you have a Schlage Everest 
system in place, what the heck are you waiting for?! Go out 
and get some SL cylinders and the L-pins and go to town! 
You won’t be sorry. The fun and satisfaction will linger long 
after the job is done. Enjoy.

ASSA Maximum+

ASSA was established in 1881 by the blacksmith August 
Stenman after he bought a small hinge manufacturer in the town 
of Eskilstuna, Sweden (Figure 76). One day, his wife embroidered 
a pillowslip with his name forward and backward: “August 
Stenman, Stenman August,” and so ASSA became the name 
of the new company. 

In 1981, ASSA celebrated its 100th anniversary as a company 
with the release of the ASSA Twin 6000 system, a new cylinder 
concept using the dual locking mechanisms of today’s ASSA 
cylinders (Figure 77). 

Today, the ASSA Maximum+ is its newest high security 
product on the market. It’s patent-protected to 2029 and 
features the ASSA trademarked Security Ridge on the key. 
Maximum+ is backward compatible to the Twin Maximum 
system, allowing Maximum+ keys to operate both cylin-
ders (Figure 78). And to add to the mix, ASSA Maximum+ 
SFIC is here!

System Overview

The ASSA fixed cylinder and the LFICs are also well suited for 
institutional use. It’s important to remember that when using 
a high security cylinder, the hardware adjoining it and the im-
mediate adjacent area should support the high security picture. 
In other words, if the door is wooden with a large glass window, 
the use of a high security cylinder may be asynchronous to its 
surroundings. Some may call it overkill. 

Many of ASSA’s products are patented and will ensure stron-
ger key control potential. Their LFIC is UL 437 listed and offers 
excellent key control capabilities (Figure 79). 

Since many businesses worry about key duplication, it’s ad-
visable to obtain a patented product (Figure 80). Patent pro-
tection means that anyone fabricating that key by any means 
is a possible patent infringement and may be punishable by 
federal law. Also, it’s advisable to purchase a patent-protected 
product where the patent extends as far into the future as pos-
sible. Once a patent expires, any aftermarket key blank manu-
facturer (or anyone) has full legal rights to manufacture that 
key blank. Keep in mind that a company will manufacture a 
key blank only if there’s a large enough purchasing market, as 
broaching keyways is extremely expensive. One manufacturer 
considers 10,000 potentially sold blanks before it will commit 
to the manufacture of that blank. 

Figure 76. ASSA’s founder was August 
Stenman. Figure 77. There is a wide array of ASSA products.
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ASSA, along with many other lock manufacturers, offers ways 
to prohibit key duplication. Some methods include:

 � Keys only being cut at the factory
 � Key blanks only sent to the end user
 � Key blanks signed for and sent only to an authorized user
 � Locksmith programs (buy-ins) where geography or other 

criteria is considered
 � Keyways by geographic locations
 � Exclusive keyways for customers 

A key stamped “DO NOT DUPLICATE” has minimal val-
ue when true key control is required. As one example, BEST 
changed its standard stamp from “It is Unlawful to Duplicate 
This Key” to “Duplication Prohibited” as the result of a lawsuit.

Also, keep in mind that the ASSA key has both top cuts for 
the tumblers and a side cut pattern for the side bar. Thus, a dual-
action cylinder. ASSA keys are read tip to bow, as are SFIC keys. 
They are made from nickel-silver material and designed with 
a larger bow for easy identification and for handicapped use. 

Each key has a side milling precut at the factory to corre-
spond with the internal side bar, factory controlled on a geo-
graphic basis for a high level of patented key control. A bitting 
of a #1 cut is the deepest, and a #9 cut is the shallowest (much 
more on that later). MACS is 5, and the cut depth is measured 
as root depth from the back of the key to the bottom of the 
cut. ASSA uses a single-step progression for master-keyed sys-
tems. The keys are patent-protected by U.S. patents #274,302, 
#278,880, #5,067,335 and #5,640,865. Figure 81 shows some 
of these specifications.

Figure 78. This image illustrates a cutaway of an ASSA cylinder.

Figure 81. Some of the ASSA key cut specifications are provided.

Figure 79. The ASSA LFIC is pictured with 
its key.

Figure 80. In these two ASSA keys, note 
the side cuts.
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Technical Data

ASSA bottom pins are numbered from largest to smallest by us-
ing the smaller numbers for the larger pins and graduating to the 
smaller numbers for the larger pins (Figure 82). This is opposite 
of conventional bottom pin numerical assignments and tends 
to cause arithmetic errors if not properly taken into account. 

The deepest cut on a Twin series key is a #1, and the shal-
lowest is a #9. This makes the #1 pin the longest and the #9 pin 
the shortest. Again, this inverse arrangement poses a small 
problem when calculating pin stack totals, but the issue is ad-
dressed later in this article. The bottom pins are constructed 
from nickel silver, and all pins are .114" in diameter. A single-
step increment is used in master-keyed systems. The step incre-
ment is approximately .024".

The bottom pins for ASSA Twin cylinders do not taper to a 
ball nose radius similar to most pin tumbler pins, but rather 
have a flat tip that is .020" in diameter. According to ASSA, this 
provides a more reliable contact between pin tumbler and key. 
The bottom pin lengths are shown in Figure 83.

Master Pins
Master pins follow the conventional numbering sequence 

(Figure  84). The ASSA master pins are engineered for single-
step master keying, creating one of the largest master key ca-
pabilities of pin tumbler locks in production. The master pin 
lengths are shown in Figure 85.

Side Pins
The purpose of the side pins is to compare the code milled into 
the side of the key with the side bar in the cylinder. There are 
3,125 different side codes possible, with 2,508 available. Side 
codes are assigned to dealers, distributors and end-users on a 
restricted geographical basis.

The ASSA cylinder side bars are reversible. Each side bar is 
assigned with two matching key blanks: the obverse and the 
reverse side codes. 

Pin Kits and Key Machines
ASSA ICs can be pinned with the ASSA IC version PK-IC or 
the Master Pin Kit MPK (but not the Standard Pin Kit PK-1 or 
PK-4). These kits again are:

 � ASSA Standard PK-1 Pin Kit [Standard Kit for Twin]
 � ASSA Standard PK-4 Mini Pin Kit [Standard Mini Kit for 

Twin]

Figure 82. The inverse ASSA bottom pins are shown.
Figure 83. The bottom pin 
lengths are noted.

Figure 85. The master pin 
lengths are shown.Figure 84. The ASSA master pins are provided.
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 � ASSA Pin Kit PK-IC [IC Kit - Upgrade]
 � ASSA MPK Pin Kit [Master Kit for ASSA cylinders & IC]
 � ASSA SFIC Pin Kit PK-SFIC [SFIC Kit]

The kit seen in Figure 86 is the ASSA MPK Pin Kit [Master 
Kit]. It will combinate most of ASSA’s products, including the 
LFICs. SFICs have a separate pin kit because of the smaller-
diameter pins.

As mentioned earlier, ASSA has now created its SFIC. It is 
a 6-pin core that uses the single-step increment of .0235" and 
can generate over 117,000 useable bittings. It’s perhaps a nice 
addition to your facilities restricted key system (Figure 87).

Simple Rekey
In the unfortunate event of a lost or stolen top master key, the 
entire system can be rekeyed by simply inverting the sidebars 
without changing the tumbler pins and creating a new set of 
keys with the altered sidebar pattern. ASSA may provide these 
precut keys for this situation. The side code is stamped on each 
key following the key section.

Conclusion
It’s clear that ASSA has carved a niche in the industry mar-
ket. Just look at all of the massive intuitional, commercial 
and government properties that use only ASSA systems… 
it’s staggering! 

High security, strict key control coupled with outstanding 
quality is a winning combination in anyone’s book. And, with 
today’s’ heightened security consciousness, ASSA’s future re-
mains only promising.

ABLOY PROTEC2

The ABLOY cylinder may certainly be confusing to those who 
are used to combinating traditional pin tumbler cylinders. But, 
even considering the 21 moving discs and washers, with a bit 
of quality instruction and guidance, it’s a snap. Consider it for 
sensitive areas within your institution, if not used in its entirety.

Historical Background
Many locksmiths believe the ABLOY cylinder was created in 
Canada, but this unique rotating disc cylinder was invented in 
1907 by Emil Henrikkson in Finland and is now used in over 
80 countries worldwide (Figure 88). 

Because the ABLOY cylinder operates with “rotating discs,” 
similar to the inner workings of a safe (Figure 89), it’s an ex-
cellent choice when weather-resistant technology is necessary. 

ABLOY also claims there is no 3D key duplication possible. 
And, only ABLOY-controlled key machines cut ABLOY keys. 
Additionally, they assert that rotating detainer disc cylinder 
locks are more secure than conventional pin-based locks. So, 
where would the ABLOY PROTEC2 cylinder most likely be 
used? Excellent question.

Cylinder Uses
We all know that risks from organized crime, corporate espio-
nage and terrorism are growing in sophistication. This means 
security must do the same, especially with regard to critical in-
frastructure. Wherever high security is a requirement, ABLOY 
PROTEC2 may be used, especially in applications that are 
located in exposed locations or within sensitive applications. 

Figure 86. The ASSA Master Pin Kit is part #MPK. Figure 87. The new ASSA SFIC is pictured.
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Keep in mind that many utilities, public institutions, in-
dustrial enterprises and businesses must deliver their services 
24/7. Any break or interruption to this service can cause a se-
vere challenge to security, a costly loss of revenue, a break in 
health and safety and a ruined reputation. This includes col-
leges, universities, hospitals, government, utilities, defense 
industries, transportation, oil and gas, nuclear power plants, 
gaming venues, chemical factories and vending applications. 

Not only must the cylinder provide physical security, but 
in numerous cases, it must continually withstand the harsh-
est of elements without a decline in performance or reliability, 
ensuring lasting security in the heat and the cold, in wet envi-
ronments and anywhere else a facility and its requisite equip-
ment are located.

ABLOY PROTEC2 is available in most lock formats, in-
cluding mortise, rim, KIL, KIL, cam, padlock, deadbolt, in-
terchangeable core retrofits for Yale and Schlage, cabinet, 
switch, safety deposit, coin operated, auxiliary, electronic and 
CLIQ. Let’s take a look at the construction and operation of 
the ABLOY PROTEC2 cylinder for a clearer understanding 
of the components and how they work together.

System Overview

Basic Operating Principle
Within an ABLOY PROTEC2 cylinder, the key meets virtu-
ally no resistance when inserted into the keyway. There are no 
spring-loaded parts to wear out. Only the correct key, rotated a 
¼ turn (clockwise or counter clockwise), will align the locking 
bar gates on all the discs. Once the discs are aligned into the cor-
rect position — allowing the locking bar to fall into the groove 
and disengage the drum from the cylinder housing — the key 
and cylinder can be turned further to open the lock. Then, the 

key can be turned back to the starting position and removed 
from the keyway. The combination is automatically scrambled 
by the two return bars. Unless this scrambling occurs, the key 
cannot be removed. This feature ensures the cylinder doesn’t 
remain unlocked after the key is removed. 

There it is in a nutshell. But the construction of this unique 
cylinder needs further investigation, so let’s dig right in.

Technical Data

Construction 
The exploded view (Figure 90) shows the cylinder structure 
and the components in an ABLOY PROTEC2 cylinder. It will 
make much more sense for the reader to examine the lock 
components first before a more detailed description of how 
the cylinder and key operate together. Let’s focus for now on 
the discs, return bars and the disc controller. 

Discs
The true guts of the ABLOY PROTEC2 cylinder consist of the 
11 discs. There are two types: code discs and zero discs. As an 
aside, there are also 10 spacers (aka washers) divided into two 
types: a nickel washer/spacer and a bronze washer/spacer. Figure 
91 shows the six code disks, also known as combination discs.

There two zero discs in each cylinder (Figure 92). Their purpose 
is to move the two return bars. One is the non-profiled middle 
zero disc, and the other is the profiled bottom zero disc. There are 
also master discs that allow for large master-keying possibilities.

Return Bars – Disc Blocking System
The purpose of the return bars is to block attempts to manipulate 
the lock. This is also known as the disk blocking system (Figure 
93). The two zero discs help prevent manipulation. They also as-

Figure 88. This original ABLOY Disc cylinder is from the early 
1900s.

Figure 89. This archive image shows how the ABLOY disc system 
operates with its key.
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sist with the important task of scrambling the discs prior to key 
removal. As stated earlier, when removing the key, the combi-
nation of the lock is automatically scrambled by the two return 
bars. Unless this scrambling occurs, the key cannot be removed. 
This feature assures that the cylinder doesn’t remain unlocked 
after the key removal. Very important!

Disc Controller
One of the premier components within any ABLOY PROTEC2 
cylinder is the disc controller. It’s the “king” component of the 
cylinder, so to speak. It serves three vital functions.

First, the disc controller helps guide the key smoothly into the 
keyway and prevents the key from turning prematurely. Thus, 
it must be fully inserted before cylinder operation. Another 
function of the disc controller is to keep the zero discs in a set 

position within the disc controller body, ensuring that all discs 
are turned back to the home position before key removal. As an 
added protection, the disc controller is designed to dismantle 
if the key is removed when the disc controller is turned 90 .̊ If 
this occurs, the disc controller can no longer be used and must 
be replaced. Finally, the inner shape of the groove in the disc 
controller must match with the long profile groove of the key 
(Figure 94). This prevents anything other than the correct key 
profile from fitting into the cylinder. Thus, there is a different 
disc controller for each key profile.

Bump This
Many locks can be bumped at night, or anytime of the day. But 
not the PROTEC2 cylinder. Many manufacturers claim “bump 
resistant,” but PROTEC2 can claim “bump-proof.” Why? Since 

Figure 90. The Abloy Disc cylinder structure is shown.

Figure 91. There are six code discs. Figure 92. Two zero discs are pictured here.
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bumping requires gravity, tumbler pins and springs within a 
horizontal axis, the PROTEC2 lock uses a different method of 
cylinder operation. Discs spin to eventually align, allowing a 
locking tab to enter the gates. Gravity, tumbler pins and gravity 
don’t play a part in this operation. Thus, bumping is a moot point.

Master Keying Capabilities
Unlike most pin tumbler locks, the ABLOY PROTEC2 doesn’t 
rely on placing additional discs into the cylinder. Instead, we 
use master discs that are “multi-gated” (Figure 95). This means 
that additional gates are added to these master discs to allow a 
number of possible ways that the locking bar can drop into the 
disc. That translates into more than one key operating a cylinder. 
Master discs are available with 2, 3, 4, 5 or 6 locking bar gates 
on the discs. Most cylinders use only three to four master discs 
within a single cylinder. There are a total of 57 master discs to 
choose from. This is why there are 1.9 billion possible change 
keys available in any one ABLOY PROTEC2 system.

LFIC Retrofits
As of this writing, there are two interchangeable core retrofits 
for the ABLOY PROTEC2 cylinder: the Yale retrofit (CY416T in 
Figure 21) and the Schlage retrofit (CY419T). They can be eas-
ily identified by looking to the rear of the LFIC. If it contains a 
small disk-cam as the control lug, it’s the ABLOY Yale retrofit. 
If it contains the small button as the control lug, it’s the ABLOY 
Schlage retrofit. Separate housings for both are available. Figure 
96 illustrates the — yes, you guessed it — Yale retrofit. 

The control keys will operate the device in the back of each 
core by the extended prongs, as seen in Figure 97. The topmost 
key is the control key, and the key beneath it is the operating key. 

Combinating the PROTEC2 Cylinder
There is an easy 18-step procedure for combinating the PROTEC2 
cylinder. For those wishing to pursue this system, you may wish 
to study the ABLOY PROTEC2 Tech Manual for this purpose. 
Figure 97 shows the ABLOY PROTEC2 worksheet. This excellent 
companion sheet also shows the components as one combinates 
the cylinder.

Conclusions
It all started with a Finnish inventor in the early 1900s and 
developed into the sophisticated rotating disc tumbler system 
we know today. For those applications requiring an elevated 
level of high security, the ABLOY PROTEC2 cylinders may 
be the answer. 

Even though we’re dealing with 21 discs and 13 additional 
parts, the cylinder can be easily combinated… if you know 
how. But, then again, isn’t that true of most locks? Look into 
ABLOY, even if you may not be comfortable with a divergent 
pinning system. As has been said, “It’s as easy as loading a Pez 
dispenser!” Since the institutional locksmith is usually busy 
with 12,578 other things at the same time, isn’t that thought 
refreshing? 

Final Thoughts
Now you’ve seen 10 of the top high security systems available 
in the USA, it might be advisable to reflect on this plethora of 
information. Are any if these systems compatible with your in-
stitutional framework? Are the price points amiable to you and 
your budget? Can you integrate any of this into your existing 
systems? Are you willing to further investigate some of these 
systems that might be viable to you?

Figure 93. The Abloy Disc Blocking 
System is illustrated with the key inserted.

Figure 94. The disc controller is in 
operation.

Figure 95. This image provides an 
example of a master disc.
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These are questions you need to answer. The information is 
there, but it’s you who needs to put the pieces of the puzzle to-
gether to benefit you and your facility. Thanks for the journey!

Once again, to conclude this multi-part article, my thank yous 
are warmly extended to the people who have helped make this 
major article possible. They include: Marty Day, ABLOY; 
Ray Marquis, ABLOY; Tom Demont, ASSA; Lance Berger, 
ASSA; Monte Salway, SCHLAGE; Rami Almosnino, MUL-T-
LOCK; Rob Shanley, SARGENT; Lori Brown, YALE/CORBIN-
RUSSWIN; John Ulaszek, ULTRA SECURITY/BEST; Clyde 
Roberson, MEDECO; Peter Field, MEDECO; Mike Phillips, 
KABA-ILCO; Lynn Best, KABA-ILCO; Tom DiVito, BILOCK; 
Chris Martell, BILOCK; Billy Edwards, YALE/MEDECO/

MASTER; Jerome Andrews, KABA/CORBIN-RUSSWIN/
DORMA; John Hubel, KEEJON KEYS. Very appreciated! 

William M. Lynk, CML, CPS, M.Ed., has been 
a locksmith since 1975 and is the owner of  
www.ICLSglobal.com. Bill is 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 Manu-
als for both national and international lock manufacturers, and 
maintains a working relationship with the major lock and security 
manufacturers throughout the world. In 2013 and 2015, he was 
named Keynotes Author of the Year.

Figure 96. The Abloy Protec2 Yale LFIC retrofit is shown.

Figure 98. This worksheet is helpful when combinating the Protec2 cylinders.

Figure 97. Pictured here is a control key (top) along with its 
operating key (beneath it). Notice the two prongs at the tip of the 
control key.

http://www.ICLSglobal.com
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BACK TO BASICS

Back in the November 2020 issue, I showed 
you two battery-driven tools being used to re-
move a concealed vertical rod from a door un-
der a low ceiling. Before I get into the rest of 
the article, I thought I’d show you some clearer 

pictures of them. Both are Milwaukee 12-volt tools.
Figure 1 shows the 3" cutoff tool, which I use quite a bit. It 

comes with several blades, including one for grout removal, but 
I almost exclusively use the fiber cutoff wheels that are similar 
to the type you’d use with your Dremel tool. 

This tool makes short work of cutting screws, bolts and 
pretty much anything. In the aforementioned article, I used 

Tools, Mullions and  
Other Tidbits
Tony Wiersielis, CPL, CFDI, provides tips on mullion 
installations and a few thoughts on tools.

it to cut off an uncooperative cotter pin. The one caveat 
is that Home Depot, where I got mine, doesn’t sell the re-
placement cutoff wheels even though it sells the tool. This 
makes me want to scream. You can use another brand or 
order them online.

Figure 2 shows the sub-compact band saw. In the article, the 
one I used was borrowed from the guy I was working with, but 
shortly after, I bought my own. I have a much larger DeWalt 
band saw I use to cut panic bars and mullions. I love it, but it’s 
too heavy to use as I did in the article. The sub-compact saw is 
lightweight and is excellent for cutting vertical rods, conduit, 
threaded rods and wire mold.

Figure 1. Milwaukee’s 3' cutoff tool comes with several blades. Figure 2. A sub-compact band saw is shown.
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For the newbies and those who might 
wonder why I have both DeWalt and Mil-
waukee power tools, it actually goes fur-
ther than that. I’ve got a Skilsaw, a Hilti 
hammer drill, a rebuilt Bosch SDS demo/
hammer drill, a Craftsman plunge router, 
a Ridgid corded tool with interchangeable 
heads and a Makita electric plane plus the 
usual assortment of corded tools.

Why, you might ask? A lot of people 
stick with one brand, right? There’s noth-
ing wrong with that. For me, part of it’s 
a matter of personal preference. Tools 
are like shoes: They need to fit properly. 
I liked the feel of the corded Craftsman 
router better than a different brand, so I 
got that one, for example. 

Another factor is what the smart move 
was at the time. When I worked for the 
company that owned DeWalt, I needed to 
replace some burned-out Milwaukee 18-
volt batteries. My boss got me a DeWalt 

drill/impact set with two batteries for 
less money than two batteries by them-
selves because of our employee store. I 
was looking for a large band saw as well. 
I liked the DeWalt saw, the discount was 
fantastic, and I already had two batteries 
from the drills. So, it made sense to buy 
the DeWalt, which came with one large 
capacity battery and another charger.

In my case, there’s another benefit: 
Some of the corded tools, like my Mil-
waukee 1/2" drill, became backups for the 
corresponding battery-driven tools and 
vice versa.

The Mullion and Header Job
This job was removing electrified surface 
vertical rod panic devices on two pairs of 
outside doors at a school in northern New 
Jersey. We were replacing them with rim 
panic bars and removable mullions. In 
this case, only one door in each pair was 

electrified, which made things a bit easier.
I’m not going through the entire in-

stallation, as most of it was run-of-the 
mill stuff. I’m focusing on two parts of 
the mullion installation and, later on, I’ll 
tell you about something that you need to 
look out for on this kind of job.

Whenever possible, we like to cut out 
the saddle and bolt the base of the mul-
lion directly to the floor rather than on 
top of the saddle. We’ve found this to be 
a stronger installation, especially if the 
existing saddle has a gap under its high-
est point (Figure 3). 

Years ago, I was taught that it was a 
good idea to fill that gap on a concrete 
floor. We would test-fit a new saddle, 
drill holes for the anchors and draw a 
pencil line the length of the saddle on 
both sides. We picked up the saddle and 
mixed a bucket of quick-setting cement, 
also known as hydraulic cement. We 

Figure 3. The existing saddle had a gap under its highest point.
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Figure 4. This image shows the outline of the foot-piece.

Figure 6. This photo shows what was under the saddle.

Figure 5. All the cutting was done by these three tools.

Figure 7. The bracket is in place.
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used a bricklayer’s trowel to lay a gen-
erous bead of cement about an inch in 
from the pencil lines and the full length 
of the saddle. Because we worked fast, 
we weren’t concerned about cement in 
the anchors.

When we replaced the saddle, we im-
mediately screwed it down tight, com-
pressing the cement and filling the void. 
Sometimes the cement oozed out from 
under the saddle, and we used wet rags 
to clean it up. We didn’t walk on it for at 
least a half an hour. 

Filling the void gave us a strong 
installation and a saddle that wouldn’t 
f lex when weight was put on it. The 
cement also hardened around the screws, 
which tended to prevent them from 
coming loose for a long time. All of this 
is wonderful, but the reality is that not 

everybody does what we did. This was the 
case with this job, and we weren’t happy 
screwing the base plate into a relatively 
thin saddle alone.

Figure 4 shows the outline of the foot-
piece. At this point, practically all of the 
cutting is done, but take a look at the 
two small holes; these were drilled first. 
What I was doing there was feeling for a 
void (which there was), then for what the 
floor was made of (which was concrete). 
This was done slowly to avoid the “break-
through lunge.”

You might have noticed that the cuts 
are straight and don’t match the outline at 
the bottom of the picture. This is because 
all the cutting, which is tedious at best, 
was done by the three tools in Figure 5. 
The blades they use are wider than the 
cuts needed to follow the outline, and 

there’s a chance of slipping and damaging 
the finished floor. That aside, it’s also a 
needless waste of time.

Figure 6 shows what was under the sad-
dle. In spite of what it looks like, it was flat 
and solid. Figure 7 shows the bracket in 
place, and Figure 8 shows it in relation to 
the finished floor and saddle. It was easy 
to bolt into place.

The top of the frame, or head jamb, was 
an issue as well, as you can see in Figure 
9. Part of the top bracket for the mullion 
wound up over that cutout, leaving sev-
eral mounting screws unusable. In addi-
tion, the frame all around the cutout was 
riddled with holes. We couldn’t install it 
that way, so we needed to cover the mess 
with a plate, and it needed to be consid-
erably thicker than a push plate. Both 
openings needed it.

Figure 8. The bracket is shown in relation to the finished floor 
and saddle. 

Figure 9. Part of the top bracket for the mullion wound up over 
that cutout.
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Figure 10. The author is cutting a 1/4" aluminum plate with his 
Sawzall.

Figures 12 and 13. Gimlets were used to quickly drill pilot holes back when there were no power tools. Figure 13 provides a close-up 
view of the tip.

Figure 11. The author is holding the plate up to mark the edges on 
the head frame. 

Figure 12 Figure 13
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It so happened that my buddy Bill had 
received some 1/4" aluminum plate from 
one of our coworkers who just retired. 
Figure 10 shows me cutting it with my 
Sawzall as he stands on it to hold it down. 
This turned out to be a time-consuming 
operation as well as being tedious and 
loud. Since we were doing one we decid-
ed to do the other as well so we’d have it 
ready for the second pair of doors. 

In Figure 11, we’re holding the plate 
up so we can mark the edges on the head 
frame. We drilled and countersunk four 
holes in the plate and attached it to the 
frame. Once we spotted the top bracket 
holes, we drilled and tapped 1/4-20 holes 
through the plate and frame where we 
could, and plate only where we couldn’t.

Once these two tasks were accom-
plished, the rest of the job — which in-
cluded installing push-plates over the 
old trim holes — was pretty standard 
work. Except for one small problem: We 
assumed the folks who looked at the job 
had taken everything into account when 
they had, in fact, missed something.

We were dealing with f ive-foot 
openings, which gave us two doors per 

opening that were about 291/2" wide. 
When we opened one of panic bar boxes, 
I noticed each was marked as being 
for a 3'0" or 36" wide door. Somebody 
hadn’t bothered to measure the existing 
doors and order shorter panic bars. I’m 
assuming they guessed.

We used the template and snap-
punched for the holes. We took one of 
the bars and lined the head of it up with 
our snapped holes with the door open so 
we could mark how much of the tail end 
we needed to cut off the bar. It turned out 
that we wound up cutting so much off 
that we were about 1/8" shy of interfering 
with the dogging device. That was close, 
and we were able to make it work, but it 
took time that we shouldn’t have had to 
spend. And by the way, on the second and 
last day of the job, it rained continuously 
the entire day. We thought we were going 
to grow gills.

An Itty Bitty Blast 
From the Past
I was walking on 13th street in Manhat-
tan a couple of weeks ago when I noticed 
the tool in Figure 12 lying on the street 

behind my truck. I recognized it because 
they sell a set of these in the Garret Wade, 
catalogs and I’ve always been tempted to 
buy them.

This is called a gimlet. It was a tool used 
to quickly drill pilot holes, back when 
there were no power tools. Figure 13 pro-
vides a close-up view of the tip. Once you 
get it started, it pulls itself in. According 
to the Wade catalog, these are quicker 
than setting up a drill.

Figures 14 and 15 are the result of me 
testing this sucker out on a handy two-
by-four. The tool is fun to use, though I 
doubt I’d ever use it like I did in the pic-
tures. I always envisioned myself using 
one to start holes for latches, strikes and 
mortise cases. I think I’m going to order 
a set since they’re fairly cheap. I’ll let you 
know how they work out. 

Tony Wiersielis, CPL, CFDI, 
Tony Wiersielis, CPL, CFDI, 
has more than a quarter 
century of experience, hav-
ing worked in most phases 
of the trade throughout the 

New York metropolitan area. 

Figures 14 and 15. The author tested the gimlet on a two-by-four. 

Figure 14 Figure 15



56 KEYNOTES JANUARY 2021 WWW.ALOA.ORG

EDUCATION

As we roll into 2021 with hopes that all the craziness of 
2020 is behind us, one good thing that came from this unique 
situation was having time to evaluate and enhance some of the 
offerings from ALOA Education and Certification. With no in-
classroom training being offered since March 2020, ALOA Edu-

cation — along with many of its longtime education partners such as HL Flake, 
dormakaba, ASSA ABLOY and others — developed a sizable catalog of webinar 
training sessions to fill the void. Many are lecture-based, and a good portion of-
fer hands-on video to add to the experience. A good portion of these web classes 
have been geared toward institutional locksmiths, as they have been very “brand 
specific” for those who operate a facility equipped with a single manufacturer’s 
brand but have also had generic “how-tos” on product families like cylinders, exit 
devices and door closers. There also have been several webinars that cover a spe-
cific need, such as the Fire Door Inspector trainings, life safety code, master key-
ing and SFIC, to name a few. 

Possibly the best thing about these sessions is they are priced to accommodate most 
every budget. Additionally, the offerings have been on various days of the week and 
times of the day to reach as many as possible.

Certification Expansion
Along with the training, the AIL certification testing has expanded to include may 
more electives pertinent to the institutional world but can also be used by the retail 
locksmith as part of the PRP testing. Like the webinars, many of these are brand 
specific, but some are general knowledge. We are working very hard to add a “hands-
on” component to the testing that we believe would help legitimize the credentials 
more… stay tuned.

We’re all very hopeful that the health crisis and restrictions of 2020 will be a non-
issue as 2021 unfolds. We all look forward to things getting back to normal (although 

ALOA Institutional 
Locksmith (AIL) 
Webinars and Testing
Changes in ALOA Education have benefitted institutional  
locksmiths’ professional development. By Jim Hancock, CML, CMST

a possible altered normal), and returning 
to live training both at our annual con-
ventions and around the country. But the 
webinars will be a part of ALOA Educa-
tion regardless and will offer insightful 
training and blended learning opportu-
nities leading into live classes. 

Jim Hancock, CML, CMST, 
is ALOA’s education man-
ager. You can reach him 
at jim@aloa.org or (214) 
819-9733.

“Possibly the 
best thing 

about these 
sessions is they 

are priced to 
accommodate 

most every 
budget.”

mailto:jim@aloa.org
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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.fbisecurity.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

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

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
www.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
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http://www.acclock.com
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http://www.jovanlock.com
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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
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http://www.doorcontrols.com
http://www.dormakaba.com
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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.fjmsecurity.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: 86 152 2033 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
www.jmausa.com

KABA ILCO 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

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.pdqlocks.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
www.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

SERVICE 
ORGANIZATIONS

ASSA Technical Services Inc.
Phone: 724-969-2595
www.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
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http://www.pdqlocks.com
http://www.griptighttools.com
http://www.remotelockpro.com
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http://www.securamsys.com
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http://www.sdcsecurity.com
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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.philihardware.com
www.internationalkeysupply.com
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MARKETPLACE

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.

HELP WANTED

Employer: North Carolina State University
Working Title: Locksmith II
Anticipated Hiring Range: $40,000 - $42,000
Work Schedule: M-F, 7:00 a.m. – 3:30 p.m.
Job Location: Raleigh, NC
Department: Grounds & Building Services

Link to job posting: https://jobs.ncsu.edu/postings/137577

Primary job responsibilities for the Locksmith II position include, but 
are not limited to:
• Servicing, repairing and installing all door hardware, including fire rated 

exit devices, closers, mortise, and cylindrical locking hardware;
• Understanding and knowledge of hardware manufacturer installation 

specifications and guidelines
• Understanding of NFPA 101 and NFPA 80 life safety and fire codes, and 

the ability to locate and research needed materials associated with job 
from vendor source.

• Monitoring and tracking all orders for timely completion.
• Handling project management tasks, and having a working knowledge of 

processes and time lines.
• Providing cost estimates and proposals.
• Working knowledge in key bittings array for small format master keying, 

pinning of cores, ability to research and collect information pertaining to 
customer needs.

• Communicating with customer scope of work needed
• This position has been designated as mandatory personnel for the 

University and may be required to report to work during adverse weather 
conditions even though the University may be operating on an alternate 
schedule. This position may assist with snow and ice removal under the 
direction of a supervisor.

Other job responsibilities include, but are not limited to:
• Assisting other trades as required.
• Checking and re-checking work of others considering accuracy with 

respect to standards and code compliance.
• Maintaining on-call status; Mandatory on-call service rotation will be to 

provide after-hours emergency service when paged.
• Responsible for continuing education and license renewal requirements.

Minimum Experience/Education:
• High school diploma or equivalency; or demonstrated possession of the 

competencies necessary to perform the work.

Optional Guidelines: Experience in the Trade(s) areas related to the area of 
assignment may be substituted on a year-for-year basis.

• Must be able to communicate effectively verbally with supervisors and 
the general public and understand verbal and written instructions and 
other communications regarding work assignments and other matters.

• Knowledge and skills necessary that relates to keying a building, paper-
work and documentation associated with rekeys and the ability to 
coordinate key meetings, pinning cores, cutting keys, and installation of 
hardware.

• Must be able to lift up to 30 pounds frequently, with or without reason-
able accommodations.

Preferred Qualifications:
• 3+ years locksmith experience
• Proficient in Microsoft Office products, i.e., Word, Excel.
• Experience in AiM work order system is preferable, but not contingent 

for position.
• Institutional Locksmith Association and/or Associated
• Institutional locksmith Association membership.
• Certified Journey Level certification and/or Fire Door Inspector 

certification, but not contingent for position.

Required Licensing and Certifications: 
• Valid Driver’s license required. Must be able to obtain a valid NC driver’s 

license within 60 days of hire and it must be maintained.
• Current locksmith license required. <02/21>

ClearStar
SECURITY NETWORK

CSN
ClearStar.com

Online Answers 24/7

Since 1995

The #1 online choice of  
professional locksmiths and 

safe techs remains...
Discounts to  
members of Seeing is 

believing!
Free trial

memberships

100s  
of PDF
Documents

HELP WANTED

South of Atlanta GA, opening for an experienced locksmith.
Must be able to pass background and drug test. Good driving 
record.

Commercial, residential and heavy on automotive.
Must be willing to work weekends. No night calls.

Send resume to keyfred@bellsouth.net. <02/21>

mailto:keyfred@bellsouth.net
mailto:adsales@aloa.org
https://jobs.ncsu.edu/postings/137577
www.clearstar.com
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AD INDEX

Advertiser Ad Location Website Phone Number

ASSA ABLOY pages 7, 35 www.medeco.com

ASSA-Ruko/Technical Services page 35 www.assatechnicalservicesinc.com (724) 969-2595

Autel page 15 www.autel.com (855) 288-3587

Big Red page 35 www.bigredsafelocks.com  (877) 423-8073

Bullseye S.D. Locks page 35  www.bullseyesdlocks.com (800) 364-4899

ClearStar Security Network page 59 www.clearstar.com (360) 379-2494

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

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

John Koons page 60 

North American Bancard page 19 www.nynab.com (866) 481-4604

Security Lock Distributors inside front cover, 35 www.seclock.com   (800) 847-5625

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

UHS Hardware inside back cover www.uhs-hardware.com (954) 317-0997

Listen to ALOA’s New Podcast!
Have you heard? ALOA has a new podcast! Listen in to Locksmith 
Talk With ALOA each week as host William M. Lynk, CML, CPS, 
CMIL, ICML, M.Ed., interviews the brightest minds involved with 
the locksmith industry. Click here to listen to the first episode on 
workplace communication with guest Guy Robinson, PSP, CPL.

Fax:1.239.939.58691.800.282.8458

info@koonslocksmiths.com

3635 Fowler Street, Fort Myers, FL, 33901

Work With Us
Join our staff at 

John Koons Locksmiths

Please call or Email for information relating to 
employment with our firm.
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• Safe Technicians

• Safe Movers
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