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

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

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

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



The Turn 10 Ladies

Sell More Safes in 2010

Ask the Turn 10 Ladies for added Help or Ideas.
Easy Ways to Sell More Safes & Make More Money.

« IN-STORE Selling Tools
(Safe Tags, Banners, Flyers, Posters)

+ HOT Safe Sellers List
« SAFE Specials - Quantity Quote

PLUS New Dealer 1st Order “Reward”
(extra $50.00 -200.00 on your first order)

| FREE Freight Program

(30 States)

IN-sTocK ... AMSEC [Badall FireKing

HAYMAN (secure EEism
SCHWAB V/cror

g Call Angela, Kathy,
TU Rn 1@ Holly or Stephanie.
WHOLESALE SERVICE 800-848-9790

Get a mix of safes in to start off 2010... We will help You Sell More Safes.
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I PRESIDENTIAL VIEWPOINT I

COMMON GROUND

As ALOA President, I am often asked about how the locksmithing industry operates
in Europe. It is similar to the U.S. in that, with the exception of France, locksmith
associations can be found in all countries across Europe.

Additionally, 16 national locksmith associations—representing 1,600 companies,

10,500 locksmiths and 17 supporting manufacturers/distributors—have come together to form
the European Locksmith Federation (ELF). In addition to uniting European locksmiths, the
purpose of ELF is to promote the locksmith profession, represent locksmiths with manufacturers,
cooperate with government bodies for legislation, communicate with other security organizations
and provide educational opportunities for locksmiths.

Each year, ELF hosts an annual convention in different member countries with an

exhibition, education classes and social events. The next one is in Istanbul, Turkey on
“ May 28-30.

All are affected bY ELF also holds two board meetings per year. I recently attended one in Dublin, Ireland. Prior
the financial cpisis’ to the meeting, each country submitted a report detailing how locksmiths are doing in their

especia I Iy those in All are affected by the financial crisis, especially those in eastern and southern Europe, which
eastern and southern  nhave been hit harder than American locksmiths. Because of overall rising unemployment,
Euro pe, w hich have people are entering the locksmith industry to try to make a living. Their inexperience, however,

7

respective countries—a snapshot of what it is like to be a locksmith in Europe today.

. is problematic. While the Association of Locksmiths Of Ireland (ALOI) has been in negotiation
been hit harder than

Am B [‘i can Iﬂ C ks m | t h [ _” for some of the same reasons it has not been passed in all the states in the U.S.

With the similarities in the state of locksmithing in both Europe and America, I believe that

with the government for several years, licensing is not used in any of the European states, perhaps

|
ELF and ALOA can learn a lot from each other. For example, many classes could be exported/

imported to benefit both locksmiths in Europe and the U.S. In Norway, there are interesting
classes in documenting access control and alarm systems as well as the use of available software
and why it is so important for your future service to clients. ALOA offers an exceptional line-up
of courses at the Annual ALOA Convention & Security Expo this August in Orlando, Florida,
that would be applicable to our European counterparts.

And this is just one idea. In whatever ways we can work together to find common ground,
locksmiths on both sides of the Atlantic will benefit from increased education and professionalism,
which strengthens the industry overall. §

L.
Iy
{

Il ML

Hans Mejlshede, CML
President
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“While the situation is
a serious threat to the
traditional distribution
model, locksmiths can
compete with vertical

channels.”

WWW.ALDA.ORG

INTERNAL CONFLICT

The face of the physical security industry is changing. Vertical business models—
where there is a direct link between manufacturers’ products and end users—are on
the rise. As aresult, service centers are losing the opportunity for sales and are left with

only installation and service functions. And in some cases, service center arrangements are so
restrictive that dealers are not allowed to stock or sell competitive product lines.

Since there is a direct line from manufacturers to end users, distributors as well as dealers are
left out of the supply chain. Additionally, the vast majority of locksmiths are not part of these ver-
tical channels, so they are resigned to competing with the distributors (where they purchase their
supplies) as well as the vertical market service centers for a portion of the end users’ business.

While the situation is a serious threat to the traditional distribution model, locksmiths can
compete with vertical channels. Not only can they broaden the scope and delivery of those manu-
facturers’ products that are not sold directly to end users, but they can also form sales/service
alliances with their distributors.

Additionally, distributors are offering expedited shipping by allowing dealers to use whole-
salers as if they were private warehouses. Most distributors are also providing the benefits of
computerized inventory and ordering systems to dealers, and they have developed customized
retail marketing plans for their use as well.

Locksmiths have the advantage of professional skill, knowledge and direct contact with the
end users, and they must capitalize on it for continued success. Additionally, locksmiths can
network and partner with each other so that they are able to provide a wider geographical and
technological ranges of services without having to add the extra expense of additional service
vehicles, equipment and personnel.

Talk with other companies that have successfully survived vertical channel introduction in
their areas. Many small business owners who thought they were doomed have found salvation in
copying the survival techniques used by firms caught in similar situations in other markets.

ALOA also provides numerous resources to assist locksmiths in developing strong viable
businesses, including:

o Books in the ALOA store that provide business assistance

« A series of members’ only online Telephone Doctor® courses to improve communication

skills

« Business articles in Keynotes magazine and the ALOA Electronic Weekly Update

o Courses on business, financial and marketing topics at the ALOA Convention that

provide the basis for building a strong business model

Competition, in whatever form, will continue affecting our market. Be prepared by not only
staying informed and continuing your education but also by communicating with your custom-

ers so they know you truly care about their security needs.

IR

Executive Director
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INDUSTRY NEWS, ALOA NEWS AND HOT PICKS

Five-Finger Discount

With shoplifting on the rise, retailers need help from
security professionals to stop the losses.

he economy has hit all industries, and retailers are experiencing dual losses. Not
only have consumers reduced spending, but shoplifting is also on the rise. In fact,
total retail losses increased to $36.5 billion, up from $34.8 billion, according to
the National Retail Security Survey, a collaborative effort between the National
Retail Federation (NRF) and the University of Florida.

According to the survey, the majority of retail shrinkage was due to employee theft, at $15.9
billion, which represented almost half of losses (44 percent). The survey found that 14 percent
of those cases involved collusion with outsiders. Shoplifting accounted for $12.7 billion (35
percent) of losses. Other losses included administrative error ($5.4 billion and 15 percent of
shrinkage) and vendor fraud ($1.4 billion and four percent of shrinkage).

“While the economy plays a role in the amount of shoplifting around the country, these
crimes are mostly the case of greed instead of need,” says NRF senior asset protection advisor
Joe LaRocca. “People aren’t stealing to feed their families; they’re stealing iPods, handbags
and other discretionary items.”

And many of these criminals aren’t acting alone. Ninety-two percent of retailers said they
have been victims of organized retail crime, and nearly three-fourths (73 percent) say the
problem is worsening.

With more than 1.6 million U.S. retail establishments and sales topping $4.6 trillion, the
retail market offers great opportunity for security professionals with institutional locksmith-
ing expertise. With your help, retailers can reduce shrinkage, improving their bottom line—
and yours. &

Source: www.nrf.com
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IN MEMORIAM

B James Burnett

Galveston, Texas-based
Burnett Safe & Lock
ALOA Member since 1980.

B Kenneth Dunlap, RL

Red Bank, New Jersey-based
Dunlap Locksmith

Kenneth Dunlap, RL passed
away on February 17, 2010 after
alongiliness. A 39-year ALOA
Life Member, he served on the
ALOA Board of Directors from
1974 - 1981 and was ALOA
Northeast Vice President from
1979 - 1980. He was also

an ALOA instructor for many
years, teaching courses such
as “Locksmithing for Wives.”

Dunlap was a long time mem-
ber of Master Locksmith
Association of New Jersey
(MLANJ) and was awarded the
first Robert Bell Jr. (Man of the
Year) Award. From 1978 — 1980
he served as president, during
which he was influential in start-
ing the first MLANJ convention.

He was influential in getting
locksmiths recognized in New
Jersey, developing the initial
requirements for New Jersey
state civil service locksmith
employees. He also created and
administrated a qualifying exam
for New Jersey locksmith job
applicants.

B James R. Easter, CML

Melbourne, Florida-based
Action Safe & Lock
ALOA Member Since 1971
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ALOA NEWS

ALOA MEMBER BENEFIT OF THE MONTH

The Ultimate Guide For Security Professionals

With ALOA membership, you have access to an exclusive
search tool that provides instant access to supplier websites
culled from across the web: The Ultimate Guide For The Se-
curity Professional. This innovative site provides quick links

to security industry-specific products and businesses, minimizing search
time while maximizing results.

The Ultimate Guide is easily accessed from the bottom left side of the
www.aloa.org homepage, putting this desktop directory is right at your
fingertips.

The Desktop Search application does just that—it allows you to search the
internet for industry specific products, services and information, directly
from its small, noninvasive, dragable search window on your desktop.
Simply download the Ultimate Guide Desktop Search Tool located at the
top of the guide’s home page under “Tools.”

Easily removable at any time, the desktop search window loads no spy-
ware to your computer. After the quick, easy installation, you are always just

a click away from the richest industry supplier database in the world.

Industry professionals using Mozilla’s Firefox web browser to search
the online buyer’s guide can also incorporate the guide’s search engine
into their browser’s tool bar. Simply click “Firefox Search Plugin” on the
“Tools” menu, and follow the straightforward prompts. This makes the
guide accessible anytime the Firefox browser is open, regardless of what
website the user may be visiting. &

Upcoming ALOA Events

APRIL KEYNOTES APRIL 1-JUNE 30 AUGUST1-8
Preview: 54" Annual ALOA 3 Annual Best Locksmith and Van 54t Annual ALOA Convention
Convention and Security Expo Best Locksmith Shop Contest Entries and Security Expo
1t Annual Best Locksmith Website Orlando, Florida
APRIL 9-11 Contest Entries
ALOA Spring Board Meeting
Roanoke, Virginia MAY KEYNOTES

2010 ALOA Election:
Candidates and Ballot
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CHAPTER & AFFILIATE NEWS

40 And Fabulous

OMLA celebrates its ruby anniversary in style.

ast month, Oklahoma Master

Locksmith Association (OMLA)

celebrated its 40" anniversary

with a black and white event held

at the Biltmore Hotel in Okla-
homa City. After Keynote Speaker Lieutenant
Governor Jari Askins finished her presenta-
tion, new officers took their oath and dinner
was served.

After dinner, the meeting continued with
awards given to those who had been mem-
bers for more than 20 years. Plaques were
also presented to the past president and vice
president for their service.

Mike McGrew received the 2009 Kenny

UPCOMING EVENTS

Lee Award for his involvement with the as-
sociation throughout the years, while the
2010 Kenny Lee Award honored Wilma Lee
(Kenny’s late wife) for supporting her hus-
band and the association.

OMLA was honored by ALOA for its
support of the organization and the educa-
tion process as an affiliate member. Then
OMLA presented a very special plaque to
Tim McMullen, JD, CAE, ALOA’s legislative
manager, for his hard work and dedication to
protecting the locksmith industry and our
licensing process.

The evening concluded with door prizes,

music and dancing. 8

VIRGINIA LOCKSMITH
ASSOCIATION (VLA)

2010 Class Schedule

® April 17: Impressioning
| July 17: TBD

® October 16: Mechanical

Safe Lock Servicing

THE ASSOCIATION OF ONTARIO
LOCKSMITHS

Annual Convention

® May 14-15

Holiday Inn Toronto West Airport
100 Britannia Road East

(401 and Hurontario Street)
Mississauga, ON, Canada
www.taol.net

Contact: va_locksmith@verizon.net; 703-203-8541

»

KEYNOTES MARCH 2010

For his involvement with OMLA throughout
the years, Mike McGrew received the 2009
Kenny Lee Award during OMLA'’s 40th An-
niversary Banquet held in Oklahoma City,
Oklahoma in February.

o PP
!

TG Y.
During the Oklahoma Master Locksmiths Association (OMLA) 40" Anniversary

Celebration, Tim McMullen, JD, CAE, ALOA’s legislative manager, received the
Outstanding Service Award from OMLA President Charles Hudecek.

SEE YOUR CHAPTER IN PRINT

What’s happening in your chapter or affiliate? From trade shows
and education seminars to networking events or special recognition,
Keynotes wants to know about it. Contact editor@aloa.org to submit
your chapter and affiliate news—and see yourself in print.

WWW.ALDA.ORG
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NEW PRODUCTS

igh definition video is in de-
mand. See clearly with the
new line of nine HD surveil-
lance cameras from SANYO
North America Corporation.
The integrated system features a complete
lineup of Full HD 1080p and full frame rate
compatible network cameras with multi-
streaming H.264 and MJPEG codes that in-
cludes four different form factors: box, dome,
zoom and PTZ.
Additional features include:
o Focus assist drive for easy focus
adjustment
« Video analytics
o SD card slot and USB support
o Full duplex audio, with an interactive
voice function
« PoE (Power over Ethernet)
o Auto IP setup utility for easy IP address
management
« 3D-DNR function for reduced noise level
« Flexible system configuration
o Alarmi/o ports
o Privacy masking
« Intelligent motion detection
« Face detection for automatically tuned
images
For more information, go to http://

us.sanyo.com/security.

IMPROVED PERFORMANCE
he Master Lock Company has
upgraded its Python™ 8491 disc
tumbler rekeying kit to now
include an assortment of Mas-
ter Lock® No. 1 keyway plug
assemblies, greatly expanding the servicing
options. Master Lock Python disc tumbler
cylinders are removable and rekeyable when
the product is unlocked. Should a customer
lose his or her key, however, the plug assem-
bly cannot be removed intact for rekeying due
to the lock’s high pick resistance. The new

WWW.ALDA.ORG

“opa et

plug assemblies in the updated 8491 kit can

be used as replacements in this situation.

The kit contains components to rekey the
patented Python disc tumbler cylinders with
a number of products, including:

« Python™ Adjustable Locking Cables (8413,
8401 and 8402)

« Automotive Receiver and Coupler Security
Products (1470DAT, 2847DAT, 2854DAT,
2878DAT, 739DAT, 2989DAT, 8287DAT
and 8289DAT)

« Key Cabinets (7122D, 7123D, 7124D,
7125D, 7126D, 7127D, 7128D, 7129, 7130
and 7103D)

These products can be keyed alike to other
Master Lock products with the Master Lock
No. 1 keyway: 1,2, 3,4, 5, 6, 11, 34, 35, 36, 37,
39, 40, 187, 190, 255, 311, 312, 315, 317, 377,
379, 430, 443, 475, 613 and 1317.

The kit has a convenient reference chart
provided on the inside cover, and refills can
easily be reordered separately to keep the kit
properly stocked.

For more information, go to www.master-

lock.com. &

START YOUR ENGINES

he Motorcycle Key Blank

Assortment from Jet Hard-

ware can start the engines

of today’s
most popular
bikes. It includes 14 new
keyways for BMW, Hon-
da, Harley-Davidson, Ka-
wasaki, Suzuki Triumph
and Yamaha brands. Each
is coined with a motor-
cycle image on the head
for easy identification and
are nickel-plated for that
OEM look. In addition,
the kit features the only
aftermarket version for the
2008 Kawasaki Ninja and
the specially modified ver-
sions of the Honda and Su-
zuki blanks, which no lon-
ger necessitate trimming
either the shoulders or the
head of the key blank to
achieve the proper fit.
For more information,

go to www.jetkeys.com.

 MAWASAKI MOTORCYCLE

ged

HARLEY-DAVIDSON
i
1

a
]
1
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-
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UPCOMING EVENTS

APRIL 2010

ALOA Spring Board Meeting
Roanoke, Virginia

www.aloa.org

Members are encouraged to attend.
RSVP to Joanne®@aloa.org.

ISC Brazil
Sao Paulo, Brazil
WWww.isc.com

ASIS International - 9™ European Security
Conference

Lisbon, Portugal

www.asisonline.org

SAFETECH 2010 Convention & Tradeshow
San Diego, California
www.savta.org

Security Canada East
Laval, Quebec
www.securitycanadaexpo.com

MAY 2010

Clark Security Products Eastern Regional Security
Expo and Educational Conference

Florence, Indiana

www.clarksecurity.com

Security Canada Alberta
Calgary, Alberta
www.securitycanadaexpo.com

The Association of Ontario Locksmiths Annual
Convention

Mississaugu, Ontario

www.taol.net

JUNE 2010

Clark Security Products Eastern Regional Security
Expo and Educational Conference

Burlingame, California

www.clarksecurity.com

Canada Security West
Richmond, British Columbia
www.canadasecurityexpo.com

IML Expo
Denver, Colorado
www.imlss.com

10
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AucusT 2010

54" Annual ALOA Convention &
Security Expo

Orlando, Florida
www.aloa.org/convention

IML Expo
Salt Lake City, Utah
www.imlss.com

SEPTEMBER 2010

DHI 35" Annual Conference & Exposition
Chicago, lllinois
www.dhi.org

Security Canada Atlantic
Moncon, New Brunswick
www.securitycanadaexpo.com

Greater Philadelphia Locksmith Association 2010
Convention & Tradeshow

Philadelphia, Pennsylvania

www.gpla.org

OcToBER 2010

World Market for Security and Fire Prevention
Essen, Germany
www.essentradeshows.com

Clark Security Products Southwest Regional
Security Expo and Educational Conference
Anaheim, California

www.clarksecurity.com

56" Annual ASIS Seminar and Exhibits
Dallas, Texas
www.asisonline.org/asis2010

Security Canada Central
Toronto, Canada
www.securitycanadaexpo.com

Yankee Security Conference & Tradeshow
Sturbridge, Massachusetts
www.yankeesecurity.org

NOVEMBER 2010

ISC East
New York, New York
www.isceast.com

IML Expo
Las Vegas, Nevada
www.imlss.com

WWW.ALDA.ORG




ACE/PRP SCHEDULE

DENVER, COLORADO

Safe Lock Servicing & Troubleshooting
Transponders A to Z

Principles of Combo Lock Manipulation
Auto Key Generation

Clark Security Products

Stephanie Parrott

859-425-3325
stephanie.parrott@clarksecurity.com
www.clarksecurity.com

SAN DIEGO, CALIFORNIA

2010 SAFETECH CONVENTION
ALOA Education

800-532-2562 x104
education@aloa.org
www.aloa.org/education

GRAND ISLAND, NEBRASKA

Tubular Key Lock Cylinder Servicing
w/L-12 PRP

Nebraska Locksmith Association
Elmer Howard

402-676-8973

safeman@cox.net
www.nebraska-locksmith.com

FLORENCE, INDIANA

Class TBD

Clark Security Products

Stephanie Parrott

859-425-3325
stephanie.parrott@clarksecurity.com
www.clarksecurity.com

DALLAS, TEXAS

Six-Day Basic Locksmithing Course
ALOA Training Center

ALOA Education

800-532-2562 x104
education@aloa.org
www.aloa.org/education

SAN FRANCISCO, CALIFORNIA

Class TBD

Clark Security Products

Stephanie Parrott

859-425-3325
stephanie.parrott@clarksecurity.com
www.clarksecurity.com
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TBD, MICHIGAN

Keyless Mechanical Locks w/L-20 PRP
Locksmith Security Association of
Michigan

Marc A. Dearing, CRL

810-603-4100
marcdearing@marxlocksmith.com
www.lsamichigan.org

FOLEY, ALABAMA

Comprehensive Access Control
w/L-40 PRP

Alabama Locksmiths Association
205-338-1150
locksmithala@gmail.com
www.locksmithala.org

NORFOLK, NEBRASKA

Safe Lock Servicing & Troubleshooting
Nebraska Locksmith Association
Elmer Howard

402-676-8973

safeman@cox.net
www.nebraska-locksmith.com

ORLANDO, FLORIDA

70 full-day and 40 half-day classes/
seminars

ALOA 53rd Annual Convention &
Security Expo

ALOA Education

800-532-2562 x104
education@aloa.org
www.aloa.org/education

DALLAS, TEXAS

Six-Day Basic Locksmithing Course
ALOA Training Center

ALOA Education

800-532-2562 x104
education@aloa.org
www.aloa.org/education

BIRMINGHAM, ALABAMA
Comprehensive Access Control
w/L-40 PRP

Alabama Locksmiths Association
205-338-1150
locksmithala@gmail.com
www.locksmithala.org

OMAHA, NEBRASKA

High Security Cylinder Servicing
w/L-08 PRP

Nebraska Locksmith Association
Elmer Howard

402-676-8973

safeman@cox.net
www.nebraska-locksmith.com

DALLAS, TEXAS

Six-Day Basic Locksmithing Course
ALOA Training Center

ALOA Education

800-532-2562 x104
education@aloa.org
www.aloa.org/education

PRP SCHEDULE

APRIL 10

SECAUCUS, NEW JERSEY

The Master Locksmiths Association
of New Jersey

Ken Vitty, CPL, CFL

732-237-0209

kvitfs@aol.com

www.mlanj.org
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NEW APPLICANTS

CALIFORNIA
CAMARILLO

Loren A. Fleming
Sponsor: Aaron Lasley, CRL

CHICO
Michael Meyer

RAMONA
Wayne Funk
Sponsor: Daniel P. Bozarth, CRL

FLORIDA

CLERMONT

Mark Weitsman

Sponsor: Timothy G. Dawson

JACKSONVILLE
Russell W. Beechly II
Sponsor: Brad Kistler

ORLANDO
David Indiveri
Sponsor: Thomas G. Tusing, CAL

RIVERVIEW
Kevin Jones

ILLINDIS
SWANSEA
Bernard J. Anderson, RL

MASSACHUSETTS
BELLINGHAM
Joseph A. Magri

MARYLAND
COLUMBIA

Howard A. Savage
Sponsor: Ken Steir

DISTRICT HEIGHTS
Deborah A. Boatwright
Sponsor: Kem C. Boatwright

APPLICANTS FOR MEMBERSHIP (AS OF JANUARY 14, 2010)

MICHIGAN

LAKE ODESSA

Glenn Good

Sponsor: Robert J. Reynolds, CPL, CPS,
CAL

TRAVERSE CITY
Garrett Jenks

MINNESOTA

COLUMBIA HEIGHTS

Ryan J. Warren

Sponsor: Richard C. Sievers

KANSAS CITY
Robert T. Knight
Sponsor: Beau Howerton

NEW YORK

MERRICK

Steven Talisman
Sponsor: Gary Talisman

NEW YORK CITY
Dennis Vargas

TEXAS

GRAND PRAIRIE

Jesse Aguirre, RL

Sponsor: James L. Hancock, CML, CPS

PLOVER
Timothy J. Tautges

WEST VIRGINIA
SAINT ALBANS
Ben Skeen

INTERNATIONAL

GREAT BRITAIN

EXMOUTH
Antony Herbert

HONG KONG
Grace Yau
Sponsor: Ying Wai Sin

JAPAN
0ITA
Yuzo Hiraoka

These applicants are scheduled for clearance as members of ALOA. The names are published for member review and for comment within 30 days of this

Keynotes issue date, respectively, to ensure applicants meet the standards of ALOA’s Code of Ethics. Protests, if any, must be addressed to the ALOA

membership department, signed and submitted via e-mail to membership@aloa.org or via fax to 214-819-9736.
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Expert Advice

Ralph J. Forrest-Ball, MS, CML, owner
of Eugene, Oregon-based Emerald City
Locksmith, shares why he pursued the
CML designation and how his business
is better because of it.

By Lisa Horn, CAS

ursuing industry certification—Registered Locksmith (RL), Certified Profes-
sional Locksmith (CPL), Certified Master Locksmith (CML) or Certified Auto-
motive Locksmith (CAL)—has many benefits from increasing professionalism

to creating competitive advantage. But each journey through the certification

process is personal.
Keynotes Editor Lisa Horn, CAS, talked with Ralph J. Forrest-Ball, MS, CML, owner of Eu-
gene, Oregon-based Emerald City Locksmith, to find out why he pursued the CML designation

and how his business has become better because of it. Here’s what he said:

14 KEYNOTES MARCH 2010

“I looked at the CML
designation as a giant
puzzle, with literally
hundreds of different
pieces. | wanted the feel-
ing of accomplishment
from tackling such a

big challenge.”

LKH: Why was pursuing the CML
designation important to you?

RJF-B: “One reason I became a locksmith
is that I enjoy solving puzzles. I like figuring
things out and making them work. Ilooked at
the CML designation as a giant puzzle, with
literally hundreds of different pieces. I wanted
the feeling of accomplishment from tackling
such a big challenge.

“Also, it feels really nice to have those three
letters after my name. People take me more
seriously. I don’t have to work so hard to prove
that I know what I'm talking about.”

LKH: How has going through
the certification process
impacted your business?

RJF-B: “Potential customers are very im-
pressed when I tell them I'm the only Certified
Master Locksmith in town. Sometimes this
makes the difference in clinching a job where
the customer otherwise might have kept shop-
ping around.

“Additionally, I mention CML in all my ad-
vertising and the certificate is framed on the
wall above my desk. Every locksmith business
in town advertises that it is ‘licensed, bonded
and insured’ because Oregon law requires it to
be. CML identifies me as an expert and gives
me something to advertise that the competi-
tion doesn’t have.”

WWW.ALDA.ORG



LKH: What advice would you
give to other locksmiths who
are just starting on the cer-
tification journey?

RJF-B: “Approach the PRP exams as a
learning experience. Sometimes there are test
questions that cover topics you haven’t studied.
As soon as you leave the test, write down what
those topics were so you know what to study
for the next time. Don’t wait until the next day
or the next month because memories fade.

“Learn more about the test topics by reading
books or magazines, talking to an expert you
know or signing up for an ACE class. The lat-
ter option often has the added benefit that you
can take the PRP exam immediately after the
class while the information is still fresh in your
mind. Sometimes you pass and sometimes you
fail. Try not to let it get you down. Consider a
failing score as an opportunity to learn more
and take the test again.

SAEENECH

CONVENTION
Apwiil 19-24, 2010

LKH: With what you have
learned to achieve your CML,
what suggestions do you have
for Keynotes readers?

RJF-B: “Education is a lifelong process. No
one can possibly know everything about lock-
smithing; there is always more to learn. Take
advantage of classes that enhance your skills
or help you run your business. Keep thinking
about how you can be a better locksmith next
year than you were last year.

At least once a year, sit down and read the
ALOA Technical Standards and the ALOA
Code of Ethics. Remind yourself (and your
employees, if you have any) about the impor-
tance of ALOA’s Positive
ID Policy. Be proud to be a

professional.” &

Lisa Horn, CAS, is editor
of Keynotes.

BAHIA RESORT HOTEL-SAN DIEGO, CA 92109

Top-notch tradeshow
exhibition, featuring
new products, tools and
equipment

The Harry C. Miller
Manipulation Contest

> Certification: It’s
A Requirement

As a member of ALOA (if your join
date was after June 10, 2005) you
agreed to earn your ALOA certifica-
tion. All other members who were
active before this date are required
to maintain their certification or earn
theirs based on the bylaw changes
that were enacted on June 10, 2005.
(For complete details visit www.
aloa.org/education)

There’s plenty of time to earn your
certification or re-certification if you
start today. Check out the list of
upcoming PRP testing dates and
locations on page 11 to reserve the
date and location near you.

For more information,visit
www.savta.org

You. SAVTA.
The Right Combination.
www.savta.org.
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Business
Builder

Expand on the power of your LinkedIn
profile to get the most out of the highly
effective—and free—marketing tool
you should be using right now.

By Lisa Horn, CAS

ast month’s Technology Spotlight introduced LinkedIn—the highly popular
interconnected network of experienced professionals that allows you to find, be
introduced to, and collaborate with qualified professionals you need to know to
accomplish your goals—and gave seven tips to creating your online profile. But
this is just the first step in using LinkedIn.

To get the most from your profile and harness the power within LinkedIn, follow these

five tips:

1. BUILD YOUR NETWORK
The power of LinkedIn lies in its ability to help you build your network by connecting with

professionals you know and with whom you have a relationship: colleagues, classmates, cli-
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ents and friends.

Expanding your network is an ongoing ef-
fort, so give it the attention it deserves. When
you meet a potential new contact, send the
invitation quickly while the initial conversa-
tion is still fresh. And rather than relying on
the default “I’'d like to add you to my profes-
sional network on LinkedIn,” create a per-
sonalized message with your invitation that
recaps how you know each other and what
value you bring to the connection.

And when you receive invitations to con-
nect with others, send a thank you note when
you accept. Not only is this polite but it gives
you a chance to start a dialogue.

2. GIVE AND REQUEST
RECOMMENDATIONS

Recommendations are a powerful part of
your LinkedIn profile section, so don’t ignore
them. The purpose is to recommend one’s
work performance at a specific job. The more
recommendations you have, the more cred-
ible you look. So, strive to get a minimum of
five to 15 recommendations from a variety
of people for each of the positions listed in
your profile to give visitors a comprehensive
view of your capabilities.

But it’s not only about getting recom-
mendations from others; you should give
recommendations to others with whom you
feel confident in their abilities. Not only does
this support others within your network but
italso puts your information on their profile
with a link back from them to you.

To recommend someone, go to his or her
profile and click on the text link to the right
of the photo. You can also make a recom-
mendation from the managing recommen-
dations section, found in the right column of
your profile page. This is also where you can
request a recommendation from another.

When requesting a recommendation,
LinkedIn provides the following text: “I'm
sending this to ask you for a brief recom-

mendation of my work that I can include in
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my LinkedIn profile. If you have any ques-
tions, let me know.” While convenient, this
text is so generic that it doesn’t motivate the
recipient to take the time to write a recom-
mendation for you. And, frankly, why should
he or she? You didn’t take the time to write
a personalized request. Instead, write your
own recommendation request and make
mention of why you are asking this person
and remind him or her of the projects you
worked on together. This also helps guide
the direction you’d like the recommendation

comments to go.

“The power of LinkedIn
lies in its ability to

help you build your
network by connecting
with professionals you
know and with whom

you have a relationship:
colleagues, classmates,
clients and friends.”
|

3. JOIN GROUPS

One way LinkedIn helps you meet new
people and expand your network is through
joining groups. Also, groups give those new
to using social media a place to get started.

So, start with what you know. There are a
number of groups for the locksmith industry,
including one for ALOA. To find them, just
type in the keyword of interest, ALOA or
locksmith for example, in the search bar at
the top and select “groups” from the drop-
down menu. From the search results, click
on groups of interest to learn more about
them and to join.

Once you get comfortable using groups,
look at other interests, from publications

WWW.ALDA.ORG
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you read to industries where you have
client connections, as places where you can
join discussions and introduce yourself to
others.

A word of warning, however. When con-
tacting someone from a group that you
haven’t met in person, it is extremely impor-
tant that your invitation to connect explains
who you are and why you want to connect.
If only five people indicate they don’t know
you, LinkedIn may suspend your account

for spamming.

4. ASK AND ANSWER
RUESTIONS

Information sharing is a big part of social
networking, and LinkedIn’s functionality
includes a forum to ask and answer ques-
tions. In the “Answer” tab across the top,
youll find questions from your network of
contacts, a section to ask your own question
and a tab to browse all open questions in
the system. Participating in these exchanges
helps build an online reputation for you and
your company. As a result, you may pick up
some additional business from customers
that didn’t know about all your capabilities
until you either asked or answered a question

in a forum of interest.

5. STAY VISIBLE; UPDATE
YOUR STATUS

LinkedIn is not meant to be static. It is de-
signed to showcase your capabilities, which
grow with every customer served and job

completed. While the summary and experi-

ence sections give the professional big picture
of your skills, the status section allows you
to post everyday tasks and accomplishments.
Status updates are powerful, as they not only
show that you are actively working but also
give customers ideas about your capabilities
they may not have considered otherwise—
and this can lead to new business.

6. BE CONSISTENT

As with any other marketing endeavor,
consistency is key. Set goals—update your
status weekly, ask or answer a question
twice per month, send 10 new invitations
to connect every 30 days—to help keep you
active.

Track your network building progress like
you would any other marketing message.
Create a spreadsheet with the invitation date,
subject line, message content and acceptance

date so you can review effectiveness.

7. BE COURTEOUS

Most importantly, don’t forget about eti-
quette. Be courteous. Say please in your
requests and thank those who provide rec-
ommendations or introductions. Be a “giver”
and not a “taker.” LinkedIn is social net-
working and appropriate social manners
are expected.

Combine last month’s guide for setting
up your LinkedIn profile correctly with this
month’s suggestions for building your busi-
ness using LinkedIn, and you have 14 tips
for making the most out of this highly effec-
tive—and free—marketing tool. Start using

it today and watch your business grow. &

Lisa Horn, CAS, is editor
of Keynotes.

View her profile at
www.linkedin.com/in/
28 lisakhorn
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Hands On

Follow these steps to successfully make keys to a safe lock—

no machinery required.

By Craig Bernasconi

aking a key to a safe lock is common when keys have been lost, stolen or
become very worn. But it’s not every day when you get the call to open a
Churchill Underfloor safe (Figures 1 and 2). Under normal circumstances,

I would just replace the lock. However, this rare lock is difficult to replace,

so I returned to the workshop and made a key to the lock so that the safe
could be put back into use.

While using a machine speeds up the key cutting process, it’s not necessary. For anyone
without a suitable key machine, the following steps detail how to make the key by hand—no

machinery required.

KEYNOTES MARCH 2010

GETTING STARTED

The first step is to strip down the safe lid
to remove the lock (Figure 3). Next, select a
suitable key blank, a.k.a. uncut key. This is a
most crucial stage, as starting with a wrong
blank results in the final key is not working
smoothly or consistently.

Be sure to check the safe from which the

key came. If the new key is too short to go
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Figure 1

through the safe door, you’ll be quite disap-
pointed later on.

Check the gauge of the lock keyhole; a
snug—but not tight—fit is needed. For the
Churchill Underfloor example, the hole in
the lock case is six gauge, so I selected a
standard six gauge safe key blank.

Testing the height of the key blade, the
metal that will be cut to make the key steps,
is also important to make sure the key bit is
properly sized for the highest lever step on
the key. Once the correct key blank is con-
firmed, proceed.

Leave the lock cap, or top, in position and
mark the blade of the key roughly the height
of the keyhole, (Figure 4). It’s pointless to un-
necessarily cut through lots of metal to trim
the blade for every key step, so saw off the
key bit to approximately the correct height.
Adjust the height carefully with a second cut
file until the key blade just goes into the lock
case (Figures 5 and 5a).

At this point, the back of the key blade

WWW.ALDA.ORG

will stick out of the top of lock case. Mark
the blade that sticks out and saw off the ex-
cess. Again, adjust the key blade with a file
until it goes fully into the lock case and will
turn slightly—without being too tight or too
loose—to create a snug fit.

Once the key blade is roughly the correct
size to turn inside the lock case, begin mak-
ing a key to fit this lock.

MAKING THE KEY

Remove the lock cap and the levers from
thelock, placing them one by one in order at
the side of the lock. This leaves only the bolt
of the lock inside. Now, push the lock bolt
out to its fullest extent and hold it in position
while simultaneously inserting then turning
the key until it touches the lock bolt talon
(the cut out in the lock bolt).

At this stage, it is crucial that the key is
kept at exactly 90 degrees to the lock case.
If even slightly off, the final key will be

misaligned and not operate when the lock
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Figure 2

Figure 3

is reassembled and the key is automatically
held at 90 degrees.

Taking notice of approximately how much
the key blade is too high, remove the key and
file the blade carefully a little at a time until
it turns the lock bolt in and out smoothly
without being too tight (Figure 6). Be careful
here because if the key blade is too low, it will
not throw out the lock bolt far enough for the
levers to drop and lock properly.

Additionally, in most safe locks, the bolt
thrower part of the key (the portion of the
key blade that actually throws or pushes out
the lock bolt) is the same as, or higher than,
the highest key step. A low key blade means
that, later in the cutting process, the key will
be too low to operate a high lift lever.

Hopefully, all is well at this stage and it is
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Figure 4

time to put back the lock cap or top and test
the new key to see if it turns smoothly and

operates the lock bolt.

CHOOSING LIFT LEVERS

Next, pick up a lever and place it carefully Figure 5
back into the lock (Figure 7). Start with a
high lift lever, but not the highest lift. If you
make a mistake, accidentally cutting a step
on the key too deep, you can always replace
it with a lower lift lever rather than starting
all over again.

Remember the lever choice does not mat-
ter here. Since you’re making a key to a safe
lock that has been opened, mix up the levers
just in case the original lost or stolen key
turns up and is used by an intruder.

Insert the key blank to attempt to lift the
lever and determine excess height. At this
point, mark the position of the lever on the
key bit with a thin marker. Again, this point
is crucial because if the first key step is cut
in the wrong position, all the subsequent key
steps will be out of alignment.

Before beginning in earnest to actually
cut the step to the correct depth, carefully
take a small amount of metal off the key step
(Figure 9) and test that it is aligned properly.

Once alignment is confirmed, continue filing

the key blade, testing frequently, until the
key smoothly turns the lock bolt through Figure 5A
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Figure 6

the lever gate. Once satisfied with this key
step, place the second lever into position
(Figure 8).

Again, choose a moderately high lift lever
in case a mistake is made in filing. Mark the
key again (Figure 10) and proceed to cut a
tiny amount off the key blade until check-
ing for alignment, now holding two levers
in the lock. Once alignment is confirmed,
continue filing the key blade until the lock
bolt turns smoothly backward and forward
(Figure 11).

Once the second lever height has been cut
on the key blade, continue to the third lever.

WWW.ALDA.ORG

It is not necessary to mark the lever spacing
on the key from this point forward because
by now it should almost be automatically
falling into place. The third lever can now
be carefully placed into the lock (Figure 12).
Don’t choose another high lift lever at this
stage or the key is going to look like a set of
stairs. Exercise additional care on filing the
depth of the key blade—a cut too deep means
having to start again.

Assuming a low lift lever was chosen for
the third lever, go back to a high lift lever
for the fourth lever so that any mistake in
filing the key step too deep can be corrected

MARCH 2010 KEYNOTES

Figure 7

Figure 8

(Figure 13). The rest of the levers should be
placed into the lock one at a time until the
final key step is cut to the last lever (Figure
14).

A word of caution here: make sure the
top lever in the lock is not the lowest cut.
Otherwise, the key may come out of the lock
when being turned, or it could jam the lock
when half turned.

Once all the lever steps have been cut onto
the key blade, the lock cap can be secured
and the final key can be tested (Figure 15).
At this point, you will find out if the key was
indeed at the correct 90 degrees to the lock
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Figure 9 Figure 10

case and all steps were cut exactly to the
correct height.

If the key is a little tight to turn, a careful
look at the key steps and impressioning will
usually identify which lever step or steps are
too high, and some careful filing will resolve
the situation. If, on the other hand, the key
does not turn at all to open the lock, remove
the lock cap and observe whether the key is
either too high or too low on one or more key
steps. If it’s too low, you will unfortunately
have to start again. But don’t feel too bad; it
happens to all of us.

The final key should look symmetrical,
with all the key steps about the same width,
although my deep cuts tend to be a little wid-
er than the high cuts to give the deep levers
more room to drop into the key steps.

REPLICATING THE PROCESS
In the UK, it is typical to cut the second
key on a key machine using the original
key as a template. However, if you are on a
customer’s premises with no key machine
(worst case scenario), then repeating the en-
tire procedure is your only option. However,
you can speed up the process by using the
first key to rough cut the key or cut it using a Figure 11
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Figure 12

Figure 13

caliper gauge.

How long would it take me to cut the initial
seven lever safe lock key for the Churchill
Underfloor example? It depends, of course,
on any distractions. If the phone rings, dis-
turbs your concentration and you file the
key too deep, the process can take forever—
especially if an engineer is waiting for the

WWW.ALDA.ORG

Figure 14

Figure 15

lock to put back on the customer’s safe. But throughout the UK. A safe industry veteran since
1978, he is a Fellow of the
Master Locksmiths As-

with a little practice and no distractions, it
should take about 20 minutes. &

sociation and a member of
the Safe And Vault Techni-

cians Association.

Craig Bernasconi founded Blackburn, Lan-
cashire, England-based The Security Company
in 1993. The company specializes in selling,

servicing and relocating new and used safes

MARCH 2010 KEYNOTES
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Easy Access

Avoiding Key Interchange, Part 3: Shoe-Box Master

Keying—Don'’t Use It

By Ralph J. Forrest-Ball, MS, CML

ecently, a customer brought a Kwikset 400T knob into our shop and said he’d
had trouble throughout the years with keys getting jammed in the lock. Through
conversation, I learned this lock was from one of 20 apartments that are master
keyed, and he does the pinning himself using the shoe-box method. Thus, the

locks occasionally jammed because a #1 master pin would get caught in between
the plug and the shell.

This customer would benefit from some professional help. So I explained to him how a
five-pin lock that is master keyed to two random keys can be operated by up to 30 additional
theoretical keys, resulting in the lock being less secure. Additionally, I explained the odds were
in favor of atleast one of his tenants being able to use his or her own key to unlock a neighbor’s
door. While I suspect he hasn’t changed his ways, the fact remains these 20 apartments are at
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risk for unauthorized entry.

It’s impossible to completely eliminate key
interchange by key manipulation. However,
allowing internal key interchange (where one
key operates another lock within the same
system, without any key manipulation) is
much worse because it’s entirely avoidable.
Unfortunately, the shoe-box method is vul-
nerable to both.

THE PROBLEM WITH
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BIRTHDAYS

Have you ever heard of the birthday prob-
lem, and what does it have to do with lock-
smithing? It’s all about probability.

“A properly designed
master key system
should minimize the
number of master

pins per lock.”
|

In a random group of three people, the
chances are small that two of them have the
same birthday. In a group of 300 people,
however, the chances are quite high that at
least two people share a birthday.

So, what size group is needed for the odds
to be 50-50? Most people guess 100 or 150,
but the answer is only 23. Any random pair
of people has a 99.73 percent chance that
their birthdays are different. But in a group
of 23 people, there are 253 possible pairs.
The probability that all 253 pairs don’t match
is 99.73 percent raised to the 253rd power,
which is 50 percent.

The point of this example is to illustrate
that random coincidences happen more
often than you might think. This same
principle applies to the shoe-box method of
master keying.

THE SHOE-BOX
METHOD—THE EASY, YET
UNRELIABLE, CHOICE

The shoe-box method isn’t scientific. Sim-
ply open a box of pattern keys and select one
as the master. Another option is taking two
locks off the shelf that are keyed differently,
copy both keys onto the same blank and call
that the master. For each subsequent lock,
select another pattern key from the box or
use the pattern keys that came with the lock,

then combinate the lock so that random key
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as well as the master key operates it.

Most of us have used this method, usually
in situations where only one lock is being
master keyed. For multiple locks operated by
the same master, it would be prudent to test
every change key in each lock to see if there
is any internal key interchange. In practice,
this usually doesn’t happen.

The shoe-box method has no bitting list,
no plan for avoiding key interchange nor a
structure for multiple levels of master key-
ing. So why is it ever used?

First, it’s easy to learn. Second, you don’t
need a code key cutting machine. Third, you
never run out of change keys; there are thou-
sands of possible keys and the only one that
can’t be used for a change key is the master
itself. Fourth, it saves time because there is
no planning or record keeping involved.

While these may seem like advantages,
there are major disadvantages with this
method.

The biggest disadvantage is that the chance
of internal key interchange exceeds 50 per-
cent after only 16 Kwikset locks.

Consider the example of the apartment
building of 20 units, each one master keyed
by the shoe-box method. A random tenant
trying his or her key in a neighbor’s lock has
about one chance in 300 that it will operate.
But, remember the birthday problem: Ran-
dom coincidences happen more often than
you think.

In this case, it happens even faster when
asking two different questions: “Will key #3
operate lock #72” and “Will key #7 operate
lock #32” With 20 change keys, there are 190
pairs—and 380 ways a tenant’s key can be
tested in a neighbor’s lock and vice versa.

Each key/lock pair has a 99.7 percent
chance it won’t operate, but 99.7 percent
raised to the 380th power is only a 32 percent
chance that none of them will operate. Turn
this around, and there is a 68 percent chance
that at least one key will operate a lock that
itshouldn’t. This is internal key interchange,

caused by poor design.

The shoe-box method has another signifi-
cant disadvantage. Because master pins are
put in 80 to 90 percent of the chambers in a
random system, the locks are easier to pick
or bump—multiplying the opportunities
for key manipulation. Additionally, exces-
sive incidental master keys are also created,
increasing the possibility that a random key
from outside the system would accidentally
operate a lock. A properly designed master
key system should minimize the number of

master pins per lock. While total position
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progression is known for large numbers of

incidental master keys, in many cases the

Risky Business—Use The Shoe-Box Method,

shoe-box method is even worse.

This results in increased liability. Back And Walk A Tlght'RﬂpE Of Risk
to the example, let’s say the tenant in 3B
comes home to find her apartment vandal- Many locksmiths use the shoe-box method because it is quick and
ized. There is no sign of forced entry. The easy. But don'’t fall into this trap. The shoe-box method should be

police consider the possibility that the lock avoided because of its many disadvantages:

was bumped or picked, but they also look ; . ) ”
(]

at who else has keys—including building It uses unnecessary master pins, increasing vulnerability to
management. picking and bumping.

The police ask the manager what lock- It creates excessive incidental master keys and is vulnerable to
smith did the master key system so they can random outside keys
It has a 50-50 chance of internal key interchange after only 16

Kwikset locks (51 for Schlage).

determine how many master key copies exist.
The locksmith admits there are no keying
records because the shoe-box method was
used. After gathering up all the keys from —R.JF-B.

the other 19 tenants, the police discover

that the key for apartment 4A will operate
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the lock on 3B—and you don’t even have
to wiggle it. Guess who’s going to get sued?
This is unfortunate because none of the risks

were necessary.

THE OTHER MASTER KEYING
METHODS—A BETTER CHOICE
There are several methods of master key-
ing that are better than the shoe-box method.
All of these methods require careful plan-
ning and record keeping. When performed
properly, all of these methods eliminate

internal key interchange.

TOTAL POSITION
PROGRESSION

Total position progression is a common
method that works well with the page format.
The system can be summarized in a very
small space with a key bitting array (KBA).
There are master pins in every chamber, and
change keys have no cuts in common with
the top master key. While total position pro-
gression can produce rather large systems
with literally thousands of change keys, the
actual number of usable change keys can be
significantly less once the ones that contain
MACS violations are discarded.
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For smaller systems, progressing just a few
positions may yield enough change keys. This
works well with the matrix format and can be
summarized with a KBA. You choose which
chambers will be held constant, progressing
the others. This method reduces the number
of master pins per cylinder, which drastically

reduces the number of theoretical keys.

THE ROTATING
CONSTANT METHOD

After progressing one KBA, it is possible
to rotate to another KBA with the same
number of constants and progress it, and so
forth, until all the combinations have been
progressed. This is the rotating constant
method and, in some cases, it can produce
more change keys than total position pro-
gression, even though it uses fewer master
pins per cylinder.

This is the method I recommend for our
example. With only 20 apartments, a system
that can generate thousands of change keys
isn’t necessary. Allowing for expansion,
future rekeys and MACS losses, 30 change
keys would probably be enough. Using a
two-step rotating constant method and pro-

gressing only two out of five chambers, up to

“Resist the temptation

to use the shoe-box
method, even if you're
only master keying

one lock.”
|

40 change keys for Kwikset using six depths
or 90 change keys using seven depths could
be achieved.

There would only be four theoretical keys,
instead of 32, per cylinder. Parity patterns
guarantee that 96.875 percent of random
keys have no chance of operating without
manipulation, and the chance of internal
key interchange would be zero. Best of all,
the cylinders would be more reliable because
there would be no #1 master pins in any of
the locks.

THE BOTTOM LINE

Resist the temptation to use the shoe-box
method, even if youre only master keying
one lock. Don’t use the shoe-box method
when you have access to a code machine,
and never use it on more than one lock in
the same building.

A better alternative is to randomly pick
two positions, use two-step progression and
then cut that change key on your code ma-
chine. Later, this could be expanded into a
two-step rotating constant system. The result
is increased security for your customers and

decreased risk for you. &

Ralph J. Forrest-Ball, MS, CMLL, is owner of
Eugene, Oregon-based Emerland City
Locksmith. An ALOA
member since 1997, he
has a master’s degree in
mathematics from Auburn
University.

MARCH 2010 KEYNOTES

27



j i"

You're Hired

Use These 10 Tips To Preparing Proper Proposals And
Bidding Jobs Correctly

By Tom Demont, CML, AHC, CFL, CMIL

nowing how to properly prepare proposals and correctly bid jobs is the difference

between getting the job—and not. But there’s more to submitting a proposal than
answering the questions in an RFP. It’s how you position yourself as the expert— sho

and separate yourself from the competition—that makes a difference. Use the | management
NINTH IN' A SERIES

following 10 tips to capture your customer’s attention—and get the job.

STAFF APPROPRIATELY ! /
It is essential to have your best people preparing proposals and bidding jobs. When deter- =

mining who will do estimates in the field, use senior locksmiths who have the knowledge to
properly do a walk through and write up the scope of work.
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>> Finding Green—Winning government
contracts is possible—if you know

how to play the game.

Government contracts: the highly sought after work many locksmiths want but
few ever get. Bidding on projects for the federal government is completely different
from those in the private sector. But you can find success, if you know the rules of
the game.

NEVER ASSUME ANYTHING

| was very successful in being awarded government contracts because | never
assumed that what was requested on the bid sheet was the correct way to bid
the work. But you must bid on the exact items as listed in the bid in order to be
considered, right? Yes, that’s true. But here’s a little trick: create two bids.

On the first bid, price out exactly what was requested. Then go through the
bid line by line in a second bid with the items you recommend for doing the job
better—but keep this second bid for yourself, for now.

If you are the low bidder and are awarded the job in writing, contact the con-
tracting officer and request a meeting to go over the project. At this time, have
the second bid with your additional recommmendations and corresponding prices
for the change order. Because of the legal aspects of cancelling your award,
they often find it is easier to simply accept the change order and keep going.

Using this philosophy, | was the largest locksmith contractor to the U.S. Federal
Government in the Washington, DC metropolitan area for the 10 years | owned
the business.

USE DISCOUNTS TO GET PAID

The government is notorious for slow paying, but you can help move things along
by offering a discount for prompt payment. Here’s how it works: On the front of
the bid documents, there is a place for prompt pay discounts. The government
must deduct this amount from the award offering—as long as it is more than five
percent—and then pay you in the timeframe listed for your prompt pay. | always
gave 10 percent net 20 days, and had the invoice paperwork hand delivered with
a signature required. The clock starts when the recipient signs for the invoice.

The government will always take the discounted amount and cut your check
accordingly, but processing an invoice for payment in 20 days is nearly impossi-
ble. If the check is late once you receive it, send another invoice for the discount
taken that wasn’t earned. Be sure to time stamp the envelope when it arrived
and include it along with a copy of the check and all paperwork that came with
it when submitting the second invoice. You will receive your 10 percent back—
plus penalty and interest.

—T.D.
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“When determining

who will do estimates

in the field, use senior
locksmiths who have the
knowledge to properly do
a walk through and write
up the scope of work.”
|

DETERMINE PRODUCTS
TO BE USED

Inquire about the specific materials re-
quested. Are substitutes acceptable? By
knowing how much leeway there is in ma-
terials selection, you may want to make ad-
ditional recommendations for like items that
will do the job as well or better than original
products specified. Additionally, include
color printouts of proposed products and
any applicable UL listing information for
added creditability.

FORMAT TO YOUR
ADVANTAGE

When formatting the proposal layout,
state everything by line item so it is clear
what work will be performed if you are
awarded the job. However, don’t itemize the
price. Instead, give a lump-sum number, in-
cluding tax, for the total cost of the job. Upon
project completion, then give an itemized

invoice for the customer’s records.

ASSESS COMPETITAORS,
AND PRICE ACCORDINGLY

The customer may not be willing to share
who is bidding on the job in addition to you,
but it doesn’t hurt to ask. Any information
you have on the competition can be benefi-
cial. If you have a dossier on your competi-
tors (and you should), you can estimate how
they will price the same job and submit your

bid accordingly.
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In the body of your proposal, state the
outlined scope of work will be done in ac-
cordance with the state building, fire and ac-
cessibility laws under the International Code
Congress, International Building Code. Al-
ways cite the most recent edition (currently
2009). Stating that you meet and or exceed
code not only positions you as an expert in
the customer’s mind but it also raises the
issue that this could be a potential problem
with the other bidders.

Always state that everything is guaran-
teed under normal operating conditions for
one year. It is standard for manufacturers to
warranty their products for a year, and your
work should follow suit.

Understanding your competitors can also

&
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be helpful in creating a sense of urgency.
Let’s say the project up for bid requires 125
mortise locks in a condominium complex.
Assess your capabilities on how quickly the
job could be completed, and then suggest
that the management company require the
job be done within two to three days for se-
curity reasons.

This could potentially catch you competi-
tors off guard, requiring them to reschedule
other projects on the books. They may have
to pull all of their trucks in to that one lo-
cation to get it done, which could result in
higher pricing to account for the road work
that would be lost tying up everyone for
two days.

Prices fluctuate with the market, so put a
time limit of 90 days or less on all proposals.
When a bid finally comes in with a deposit

check 12 months down the road, you don’t

want to be surprised to find out material
prices have increased by 15 percent and a

significant portion of your profit is gone.

Always have someone else review the bid
before sending it to the customer to check
for misspellings, inconsistencies and math
errors. You don’t want to inadvertently bid
$0.25 per lock instead of $25, so have your
bookkeeper check the figures.

You won’t get the money unless you ask

WWW.ALDA.ORG



STRATEGIC MOVE

The Right Pricing Strategy Can Land
The Business—And Expedite Payment

It was important to me to be the price setter in my market, so | published a price
list that was at least 20 percent higher than anyone in my market. This may
seem counter-intuitive at first, but | used it to my advantage by subsequently
offering a 20 percent discount if the job was paid in full up front.

This not only drives the competition crazy because they don’t see the advantage
in getting paid up front, but it also gets customers’ attention because they get
a higher priced job at a great discount—and everybody loves a bargain.

But there’s more to this strategy than landing the every day jobs; it also brings
in referral business from none other than your competitors. Here’s how:

| was promoting my company’s automotive work at the local Mercedes dealer-
ship when the service manager asked how much | charged to install a Boden
Cable (the cable that goes from the ignition to the steering column so the diesel
engine cannot be started before the electrical system is in the correct position).
| asked him what his rate was and told him that I’d bring mine to him because
my shop charged more.

We both laughed, but he seriously said that he would send work my way
because | wasn’t under-cutting his labor cost and customers would continue
bringing cars to him. | then asked him what he charged for everything relating
to locks and keys, and | set my price list accordingly.

This worked so well that | did the same thing at the Saab dealership. | found
out that they charged to take out the transmission lock (the one between the
seats) and | charged more. Referrals came in from them, too, so | began doing
this at every dealership in my area.

—T.D
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for it, so be sure to detail a payment plan. [
recommend 50-percent down at the signing
of the proposal, 25-percent paid the day work
begins and the balance paid the day the job
is complete—not 30 days later.

Why is getting a deposit so important?
Here’s an example. I’ve seen a company
begin a $50,000 CCTV project without get-
ting a down payment. Unfortunately, some
materials were delayed, missing the specified
delivery date, and the locksmith had to sit on
$20,000 worth of equipment that had to be
paid for in 30 days.

Not only should the company have re-
quired a deposit, but it also should have in-
cluded a clause in the bid that all materials
would be delivered to either a secure room
on-site where the customer takes responsi-
bility for keeping them safe until installation
begins or to the locksmith’s facility with a
five percent fee charged for each month of
storage.

GET THE JOB

Customers want to deal with people who
know what they’re doing, and this is often
determined by the amount they charge.
Don’t sell yourself short. The knowledge you
have is valuable. You are the expert. Show
it in your proposals and bids—and reap the

rewards. &

COMING NEXT MONTH:
PROFITABILITY

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

| worldwide achieve their

. goals.
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Industry Evolution—Part

Rick Rolland talks about evolution of the safe industry
and how history is making an impact today.
By Lisa Horn, CAS

hile there is much talk about high-tech security and it certainly has its place
in minimizing risk of loss, the last line of defense continues to be the safe.
And Rick Rolland, president of Dallas, Texas-based Rolland Safe Company,
knows about safes.

Rolland grew up with Rolland Safe Company, a family business since 1905.
He joined the organization full time in 1974 when it was operating as a traditional safe and
lock shop. But he says the company began making its mark when John Tann products were
added to the lineup. “We developed a passion for selling those products,” Rolland says. “While

expensive, they launched the company into what it has become today.”
Much has changed in the 30+ years Rolland has been in the safe and vault industry. In Part
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1 of our interview, he explains the evolution
of the safe industry and how history is mak-
ing an impact today.

LKH: From your perspective,
how have safes evolved dur-
ing the past 150 years?

RR: Back in the late 19 century into the
early 20" century, laminated safes with pres-

sure hinges were popular. These safes were
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manufactured without the use of electrical
power. Once the bad guys figured out how
to de-laminate or separate them with use
of explosives, however, the safes became
vulnerable. As a result, there was a design
shift in manufacturing to create a more
secure product made through metal cast-
ing that could not be easily compromised
with explosives. This product became the
safe design euphemistically referred to as
the cannonball.

I see a similar event taking place now. In
the 1980s, it became popular to make com-
position safes from a combination of metal,
concrete and other materials. Since then, the
bad guys figured out how to get into these
composition safes. Now there are safe open-
ings occurring on a weekly basis that, when I
started in this business 30 years ago, maybe
occurred once every two or three years.

This is forcing the industry to change and
adopt new materials. While there are a few
companies contemplating and developing
materials, unfortunately, not many have

been successful at it.

LKH: What has changed
to make the compaosi-
tion safe so vulnerable?

RR: It’s not so much the knowledge base
than it is the capacity of tools available.
Twenty years ago, the housing industry
adopted hard materials such as granite and
marble for use in the kitchen and bath areas.
In my opinion, the introduction of these ma-
terials forced the availability of equipment
that can cut this kind of hard rock and ag-
gregate. Saws designed to shape your kitchen
countertops have become the very tools that
are now being used to cut open safes. T have a
dozen safes on site that have holes big enough

to order a hamburger through them.
LKH: So where does the safe

industry go from here?
RR: Much like what happened at the turn
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of the century when construction changed
from the laminate chests to the cannonball,
safes must evolve away from the sole use
of aggregate materials as barriers. But the
question of what is the next material is yet
unanswered.

The UL burglary label TL30X6 is tested
for saw attack but, again, it is a matter of
delaying the time it takes to effectively cut
through the safe. UL TL30X6s have also
been compromised in cases where time was
unlimited.

While different materials are being used
for experiments now, the end result must
be practical and inexpensive because of
the price-driven marketplace in which we
operate. Additionally, the material must be
something UL agrees to test and that doesn’t
put testers at risk. Contrary to popular belief,
ULis not a government agency. Itis a private
agency, so it can refuse to conduct tests.

It will take much creativity to come up
with a safe that will stop the bad guys. I'm
not sure what it is, but for the sake of con-
versation let’s say that something proactive is
added to the safe. For example, this could be
achemical in the wall of the safe. When a saw
blade hits the chemical, it reacts adversely.
For this example to work, the chemical must
be contained so it’s not hazardous as well as
cost-effective enough to put it into a produc-
tion piece—and UL must agree to test it.

Different forms of copper or other soft
metals could also be an option, as copper
and aluminum are designed to resist a torch
attack by dispersing heat. When the saw
blade hits the softer metal, it can actually
meld itself to the blade and dull the edges. If
this occurs, you are in essence buying more
time for law enforcement to arrive and stop
the crime.

I know one manufacturer that is using
wood to achieve a TL30X6 label. This may
sound like going in a weaker direction, but
wood has some resistive qualities that metal

doesn’t have against certain tools.

“Saws designed to shape
your kitchen countertops
have become the very
tools that are now being
used to cut open safes.

| have a dozen safes

on site that have holes
big enough to order

a hamburger through
them.”

Chubb England actually builds a product
(the Planet) out a high-tech, polycarbonate
plastic—very expensive. But again, I think
there is some resistance to cutting plastic
that other materials don’t have.

As you can see, we are faced with some
problematic situations, and the direction
the industry will take remains to be seen.
But the reality is that there are thousands
upon thousands of composition TL-30s in
the marketplace, and frankly every one of
them is vulnerable.

This safe has always regarded as the last
line of defense. Alarm systems and cameras
aren’t designed to prevent crimes from oc-
curring; they only let you know when some-
thing is happening. The safe is there to actu-
ally prevent the crime from taking place.

Now that safes are more vulnerable than
ever, the industry has a significant problem

and the solution is yet to be defined. &

Lisa Horn, CAS, is editor
of Keynotes.
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- >> LEGISLATION A LDOK AT PROPOSED REGULATIONS THAT AFFECT YOU -

“THE LEGISLATIVE
AcTION NETWORK

(LAN) CouNcIL 15 AN
IMPORTANT INSTRUMENT
IN RAISING THE
STANDARDS OF THE
LOCKSMITH PROFESSION.”
|

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

A lapel pin designating you as a special
ALOA LAN Council member

» Recognition in Keynotes magazine

« Invitation to exclusive functions at the
annual ALOA convention

o Complimentary Legislative Convention
gift (for those in attendance)

Becoming a member—or renewing your

membership is easy: simply contribute $100
or more to the Legislative Action Fund either
through your annual dues invoice or securely

online. (Note: Donations made to the Legis-

lative Action Fund are not tax deductible as
business expenses under IRS Regulations.)
Go to the ALOA Store at www.aloa.org/

store. If this is your first visit to the ALOA
Renew or become a Legislative Action Store you must set up a username and pass-
N etwo I-.k B ounc il M em b er to d ay_ word different from what you use to enter the
members only section of the ALOA website.
BY TIM MCMULLEN, JD, CAE
Click on “Legislative Funds.” From there,
you can join at one of the four donor levels.
ith the significant amount of legislation in the works that affects your business, Add the level of choice to your shopping
being a member of the Legislative Action Network (LAN) Council has never basket and check out. &
been more important. The Council is an important instrument in raising the
Tim McMullen, JD, CAE, is
ALOAs legislative manager.

standards of the locksmith profession through the legislative process because

it ensures locksmiths have the final say in how our industry is run.
LAN Council members receive: Contact him at tim@aloa.org.
o The quarterly Legislative Action Network Update alerting you to important legislation

in your state and around the country

o Invitation to LAN Council Only Conference Calls
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»LEGISLATION

(As oF JANUARY 15, 2010)

Below are the bills that affect locksmith licensing. For the
latest happenings in your state, go to www.aloa.org/leg-
islation and click on “Weekly Legislative Report.”

ALABAMA

Number: HB 167

Sponsor: Irons

Abstract: Adds “Central Station,” “CCTV” and “Electronic Access
Control as new categories of licensing. Licenses will be based on the
classification of the work performed (Same as SB 102).

Status: Read for the first time and referred to committee on Boards
and Commissions — January 12, 2010

Number: SB 23

Sponsor: Marsh

Abstract: This bill would provide that a locksmith who has been
licensed for 10 years or more as a locksmith or who submits a nota-
rized affidavit from another locksmith that he or she has 10 years or
more experience as a locksmith shall be exempt from any continuing
education requirements adopted by the board.

Status: Read for the first time and referred to committee on Business
and Labor — January 12, 2010

Number: SB 102

Sponsor: Little

Abstract: Adds “Central Station,” “CCTV” and “Electronic Access
Control” as new categories of licensing. Licenses will be based on the
classification of the work performed (Same as HB 167).

Status: Read for the first time and referred to committee
Governmental Affairs — January 12, 2010

FLORIDA

Number: HB 301

Sponsor: Anderson

Abstract: Creates Florida Locksmith Services Act; requires licensure
of locksmith services businesses and locksmith referral services by
DOACS; requires fingerprinting and background screening of owners
and certain other persons affiliated with locksmith services business;
disqualifies certain persons from performing locksmith services based
upon background screening, etc. (Same as SB 658)

Status: Referred to Agriculture & Natural Resources Policy (GGPC);
Public Safety & Domestic Security Policy (CCJP); Full Appropriations
Council on Education & Economic Development; General Government
Policy Council = November 20, 2009

Number: SB 658

Sponsor: Crist

Abstract: Creates Florida Locksmith Services Act; requires licensure
of locksmith services businesses and locksmith referral services by
DOACS; requires fingerprinting and background screening of owners
and certain other persons affiliated with locksmith services business;
disqualifies certain persons from performing locksmith services based
upon background screening, etc. (Same as HB 301)
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Status: Referred to Commerce; Community Affairs; Governmental
Oversight and Accountability; Criminal Justice; General Government
Appropriations — December 17, 2009

Number: HB 107

Sponsor: H. Geisinger

Abstract: Creates the State Board of Locksmiths; provides for the
membership, duties and powers of such board; provides for fees;
provides for the licensing and registration of locksmith contractors,
locksmiths and apprentices; provides for qualifications for licensing
and registration; provides for continuing education.

Status: Second Readers - January 26, 2009

HAWAII

Number: HB 344

Sponsor: Chang

Abstract: Requires licensure for and regulation of locksmiths.
Status: Carried over to 2010 Regular Session

Number: HB 1349

Sponsor: Evans

Abstract: Authorizes the department of commerce and consumer
affairs to conduct criminal history record checks on locksmiths who
apply for business licenses with the department. Would only take
effect if HB 344 passes.

Status: Carried over to 2010 Regular Session

MASSACHUSETTS

Number: SB 1538

Sponsor: Tisei

Abstract: Replaces the current law by updating sections, such as
adding provisions for apprentices. It leaves the current electrician
licensing system intact.

Status: Hearing Scheduled JTU — July 22, 2009 10 am A-1 — April 27,
2009

NEBRASKA

Number: LB 816

Sponsor: Fischer

Abstract: Adds gender equality language throughout the Motor
Vehicle Industry Regulation act (“he or she”).

Status: Referred to Transportation and Telecommunications
Committee - January 11, 2010

NEW JERSEY

Number: AB 1154

Sponsor: Rible, David P.

Abstract: Unlawful to knowingly manufacture, purchase or possess
a “bump key.” If found to use a “bump key” in the commission of a
crime, it becomes a fourth degree criminal offense (Same as SB 410).
Status: Introduced, Referred to Law and Public Safety Committee —
January 12, 2010

35
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NEW JERSEY—CONTINUED...

Number: AB 1154

Sponsor: Rible, David P.

Abstract: Unlawful to knowingly manufacture, purchase or possess
a “bump key.” If found to use a “bump key” in the commission of a
crime, it becomes a fourth degree criminal offense (Same as SB 410).
Status: Introduced, Referred to Law and Public Safety Committee —
January 12, 2010

Number: AB 1165 - Updated

Sponsor: Rible, David P.

Abstract: Makes it illegal for persons other than a licensed locksmith
to possess, purchase or any device or programming diagnostic tool to
program, clone or repair a vehicle transponder key. Also requires lock-
smiths to obtain picture identification and proof of ownership, such as
a valid motor vehicle registration certificate, valid insurance card, valid
insurance policy, or certificate of ownership.

Status: Introduced, Referred to Assembly Regulated Professions
Committee — January 12, 2010

Number: SB 410

Sponsor: Haines, Philip E.

Abstract: Unlawful to knowingly manufacture, purchase or possess

a “bump key.” If found to use a “bump key” in the commission of a
crime, it becomes a fourth degree criminal offense (Same as AB 1154).
Status: Introduced, Referred to Law and Public Safety Committee —
January 12, 2010

OKLAHOMA

Number: HB 2308

Sponsor: Thomsen

Abstract: Exempts from locksmith licensing network administrator
activities, including but not limited to repairs or upgrades to a com-
puter using digital video recording that is part of a computer network,
installation of low-voltage cables as part of a computer network, or
configuring, installation, or maintenance of network software.

Status: Authored by Representative Thomsen - February 1, 2010

Number: HB 2320

Sponsor: Martin (Steve)

Abstract: Changes the definition of “lock” to a electronic devices

of ninety (90) volts or less (was 24 volts). Expands the definition of
“locksmith industry” by adding “sale” and “rekeying” of locks. Adds
the exemption for people installing locks for their own personal use.
Expands the exemption for towing operators “from their towing vehi-
cles.” Makes some changes to the board.

Status: Authored by Representative Martin (Steve) — February 1, 2010

PENNSLYVANIA

Number: HB 1544

Sponsor: Boyle

Abstract: Act regulating electronic life safety and security systems
contractors; establishes the State Board of Electronic Life Safety &
Security Systems Contractors; provides for funds, licensure, disciplin-
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ary action, remedies, penalties and preemption. Definition of “security
system” includes access control and CCTV.

Status: Introduced and referred to committee on House Professional
Licensure — May 29, 2009

RHODE ISLAND

Number: HB 6085

Sponsor: Palumbo

Abstract: Adds locksmith services to the alarm licensing law.
Status: Committee recommended measure be held for further study
- May 26, 2009

Number: HB 7063

Sponsor: Corvese

Abstract: Revises provisions of the burglar and hold-up alarm busi-
ness law, and would create a new licensing structure regarding the
design, installation, servicing and sale of alarm systems.

Status: Introduced, referred to House Corporations — January 12,
2010

SOUTH CARDLINA

Number: HB 3956

Sponsor: G.R. Smith

Abstract: Would make it an offense to have lock-bumping tools with
the intent to commit a crime. Exception for locksmiths that have such
tools for their work.

Status: Referred to Committee on Labor, Commerce and Industry —
April 23, 2009

TENNESSEE

Number:HB 2494

Sponsor: Hardaway

Abstract: Raises fine of operating without a license to a minimum of
$2,500 and a maximum of $7,500.

Status: Introduced - January 12, 2010

UTAH

Number: HB 73

Sponsor: Marley, M.

Abstract: Adds continuing education requirements to those licensed
under the construction trade.

Status: House received bill from Legislative Research — January 07,
2010

VERMONT

Number: HB 368

Sponsor: Scheuermann

Abstract: Alarm licensing bill that includes access control and CCTV.
Requires NBFAA Level One training. (Same as SB 199).

Status: Referred to the Committee on Government Operations —
March 17, 2009
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Abstract: Repeals the locksmith licensing law.

VERMONT-CONTINUED...

Number: SB 199

Sponsor: Ayer

Abstract: Alarm licensing bill that includes access control and CCTV.
Requires NBFAA Level One training. (Same as HB 368).

Status: Referred to the Committee on Government Operations —
January 5, 2010

VIRGINIA

Number: HB 152

Sponsor: John M. O’Bannon, llI

Abstract: Allows licensed electronic security employees (including
locksmiths) who have a valid concealed handgun permit and who may
lawfully carry a handgun to carry a concealed handgun for personal
protection during business hours, so long as the employee does not
represent that he is carrying the handgun in the course of his employ-
ment.

Status: Referred to Committee on Militia, Police and Public Safety —
January 5, 2010

Number: HB 776
Sponsor: Wiliam H. Cleaveland

Status: Committee Referral Pending — January 12, 2010

WASHINGTON

Number: HB 2671

Sponsor: Hurst

Abstract: Locksmith licensing bill

Status: Referred to Commerce and Labor Committee — January 12,
2010

UNITED STATES

Number: HR 1939

Sponsor: Blaine

Abstract: Directs the Attorney General to establish a method to
permit employers in the electronic life safety and security systems
installation and monitoring industry to access criminal history records
and other information to conduct background checks of prospective
employees. Also includes access control and CCTV.

Status: Referred to the Subcommittee on Crime, Terrorism, and
Homeland Security — May 26, 2009

A SECURE FUTURE?
It's A Lock.

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

industry is powered by motivated, educated trade professionals.

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

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

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

Submit completed forms to scholarship@aloa.org.

WWW.ALDA.ORG
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DISTRIBUTORS

15T IN HARDWARE, INC.
Phone: 410-646-9900

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

ACCREDITED LOCK SUPPLY
Co.

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

CHINROSE INTERNATIONAL

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

CLARK SECURITY PRODUCTS

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

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

CoOK’S BUILDING
SPECIALTIES

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

CREATIVE VISION
ELECTRONICS

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

DIRE’S LDCK & KEY
COMPANY

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

DIRECT SECURITY SUPPLY,
INC.

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

DISPENSER KEYS.COM

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

DOYLE SECURITY PRODUCTS

Phone: 800-333-6953
Fax: 612-521-0166
www.doylesecurity.com

KEYNOTES

DUGMORE AND DUNCAN,
INC.

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

E.L. REINHARDT CO., INC.

Phone: 800-328-1311
Fax: 651-481-0166
www.elreinhardt.com

EVVA HIGH SECURITY LOCKS
PUERTOD Rico

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

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

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

HANS JOHNSEN COMPANY
Phone: 214-879-1550

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

HARDWARE AGENCIES, LTD.

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

JLM WHOLESALE, INC.

Phone: 800-522-2940
Fax: 800-782-1160
www.jlmwholesale.com

JOVAN DISTRIBUTORS, INC.

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

KEYLESSRIDE

Phone: 877-619-3136
Fax: 409-216-5058
www.keylessride.com
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LV SALES, INC.

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

LDCKMASTERS, INC.

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

Locks COMPANY

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

LOCKSMITH LEDGER
INTERNATIONAL

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

MBA USA, INC.

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

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

NLS Lock SuPPLY, DBA
NEVADA LOCK SUPPLY

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

OMAHA WHOLESALE
HARDWARE

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

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

RMR EMPIRE DISTRIBUTION
LLC

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

SOUTHERN LOCK AND
SuPPLY CO.
Phone: 727-541-5536

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

STONE & BERG WHOLESALE

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

THE LOCKSMITH STORE, INC.

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

TIMEMASTER, INC

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

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

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

TURN 10 WHOLESALE

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

U.S. Lock CoRp.

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

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

A & B SAFE CORPORATION
Phone: 800-253-1267

Fax: 856-863-1208
www.a-bsafecorp.com

ABUS KG

Phone: +49 (0)
2335/634-0

Fax: +49 (0) 2335/634-
300

www.abus.com

ABUS Lock COMPANY

Phone: 800-352-2287
Fax: 602-516-9934
www.abus.com

ASSA ABLOY AMERICAS

Phone: 203-624-5225
www.assaabloy.com

ASSA HIGH SECURITY
Locks

Phone: 800-235-7482
Fax: 800-892-3256
www.assalock.com

ADRIAN STEEL COMPANY

Phone: 800-677-2726
Fax: 517-265-5834
www.adriansteel.com

ADVANCED DIAGNOSTICS
Phone: 650-876-2020
Fax: 650-876-2022
www.autokeys.com

ALL FIVE TooL
COMPANY, INC.

Phone: 860-583-1691
Fax: 860-583-4516
www.all5tool.com

AMERICAN SECURITY
PRODUCTS
Phone: 800-421-6142

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

BIANCHI USA, INC.

Phone: 800-891-2118
Fax: 216-803-0202
www.bianchil770usa.
com

BLACK & DECKER HHI

Phone: 949-672-4000
Fax: 949-672-4842
www.bdhhi.com
www.kwikset.com
www.k2commercialhar

CCL SECURITY PRODUCTS

Phone: 800-733-8588
Fax: 847-537-1800
www.cclsecurity.com

CR LAURENCE Co., INC.
Phone: 800-421-6144

Fax: 800-262-3299
www.crlaurence.com

COMPX SECURITY PRODUCTS

Phone: 864-297-6655
Fax: 864-297-9987
WWW.COmpX.com

D&D TECHNOLOGIES
USA, INC.

Phone: 714-677-1300
Fax: 714-677-1299

www.ddtechglobal.com

DETEX CoORP.

Phone: 800-729-3839
Fax: 830-620-6711
www.detex.com

DOMIND ENGINEERING CORP.

Phone: 217-824-9441
Fax: 217-824-3349

DoN-Jo
MANUFACTURING, INC.
Phone: 978-422-3377
Fax: 978-422-3467
www.don-jo.com

DoOR CONTROLS
INTERNATIONAL

Phone: 800-742-3634
Fax: 800-742-0410
www.doorcontrols.com

DOORKING, INC.

Phone: 800-826-7493
Fax: 310-641-1586
www.doorking.com

DORMA ARCHITECTURAL
HARDWARE

Phone: 717-336-3881
Fax: 717-336-2106
www.dorma-usa.com

DYNALOCK CORP.

Phone: 860-582-4761
Fax: 860-585-0338
www.dynalock.com

FIREKING SECURITY GROUP

Phone: 800-457-2424
Fax: 812-941-8120
www.fireking.com

FRAMON MANUFACTURING
COMPANY, INC.

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

Phone: 847-671-6280
Fax: 847-671-6343
www.hpcworld.com

HY-KO ProbucTs Co.

Phone: 330-467-7446
Fax: 330-467-7442

HAMMERHEAD
INDUSTRIES, INC.
Phone: 805-658-9922
Fax: 805-658-8833
www.gearkeeper.com

HAYMAN SAFE

COMPANY, INC.

Phone: 407-365-5434
Fax: 888-320-2212
www.haymansafe.com

HOLLON SAFE
Phone: 888-455-2337

Fax: 866-408-7303
www.hollonsafe.com

INGERSOLL RAND SECURITY
TECHNOLOGIES

Phone: 317-810-3801
Fax: 317-810-3989
www.schlage.com

JMA USA

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

JACKSON CORPORATION

Phone: 877-394-8338
Fax: 800-888-6855
www.jacksonexit.com
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JET HARDWARE MFG., Co.

Phone: 718-257-9600
Fax: 718-257-0973
www.jetkeys.com

KABA ILCO CoORP.

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

KENSTAN LOCK COMPANY

Phone: 516-576-9090
x312

Fax: 516-576-0100
www.kenstan.com

KERI SYSTEMS, INC.

Phone: 408-435-8400
Fax: 408-577-1792
www.kerisys.com

KEY CRAZE, INC.

Phone: 916-368-5397
www.keycraze.com

KusToM KEY, INC.

Phone: 800-537-5397
Fax: 800-235-4728
www.kustomkey.com

LAB SECURITY

Phone: 800-243-8242
Fax: 860-583-7838
www.labpins.com

LockPicks.Com/
BROCKHAGE TOOLS

Phone: 408-437-0505
Fax: 408-516-9642

LOCKEY DIGITAL
SYSTEMS, INC.

Phone: 989-773-2363
Fax: 989-772-1936
www.lockeyusa.com

Lucky LINE PRODUCTS, INC.

Phone: 858-549-6699
Fax: 858-549-0949
www.luckyline.com
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MANUFACTURERS

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

MiL-CoMM PRropuUCTS Co.,
INC.

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

MIWA Lock Co., LTD.

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

MPT INDUSTRIES

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

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

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

MAKELOCKS MANUFACTURER
Co., LTD.

Phone: +86-21-
62196785

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

MEDECO SECURITY LOCKS

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

OLYMPUS LoOcCK, INC.

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

PACIFIC LoCck COMPANY

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

PETERSON MANUFACTURING

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

RA-Lock COMPANY

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

KEYNOTES

ROPER LOCK Box LLC

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

SUNNECT, INC.
SARGENT
MANUFACTURING Co.
SCHWAB CORP.

SECURAM SYSTEMS, INC.

SECURIFORT, INC.

SECURITRON MAGNALDCK
CORP.

ROFU INTERNATIONAL

SECURITY SOLUTIONS

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

SELECT ENGINEERED
SYSTEMS

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

CORP.

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

RUTHERFORD CONTROLS
INT'L CD.

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

SMART KEY INC.

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

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

www.stack-on.com

THE MODERN SAFE
COMPANY
Phone: 866-507-2337

www.themodernsafe.
com

TOWNSTEEL, INC.

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

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

UCA, INC.

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

ULTRA LIFT CORPORATION

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

WMW INNOVATION COMPANY

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

WIKK INDUSTRIES, INC.

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

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

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

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

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

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

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

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

SECURITY DOOR CONTROLS

Phone: 805-494-0622
Fax: 805-494-8861
www.sdcsecurity.com
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SERVICE
ORGANIZATIONS
ALLSTATE INSURANCE

COMPANY

Phone: 847-551-2181

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

MONITRONICS
INTERNATIONAL
Phone: 800-490-0333

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

SENTRYNET

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

KEYNOTES
ADVERTISING
DPPORTUNITES

Don’t miss

out on
available
publishing
discounts!
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IN-STOCK... MORE SAFES
FREE Freight Program

{30 States)
adesco AMSEC
Gaall HAYMAN

FireKing MEILINK
'secure [i=ENS

WHOLESALE SERVICE

Mention you saw
it in “Keynotes”
and receive a

Works with
wood doors
requiring 2-3/87
or 2-3/4”. Glass
reinforced
plastlc,for
strength and
lightiweight?

NCORPORATED r—

3409 East Miraloma Ave.
Anaheim, CA 92806
(800) 451-2424
Fax (714) 996-5453
info@mcleaninc.com
www.McLeanlnc.com

instructions, drlII jig, P drlll hlt 1'/z Fdrlll hlt, $

1235 diill blt, dead,holt locator, 3:mortising;tools,,
- !

WWW.ALDA.ORG

e ™
You need it When?

How about now!? :-)

ClearStar
Security

Network

Another Special
Value-added Benefit to your

ALOA Membership!
Click here...

W,

‘ www.clearstar.com/ALOA ’
\_ Y,

Advertiser Index

Allstate.......ccoceveririrrrrreerees INSIDE FRONT COVER
Turn 10 Wholesale ........ccocvmrveriemiinnsennnsseesnn 1&41
H.L. Flake Security Hardware..........ccccevmiiieeriiiennnnnne 13
ClearStar Security Network........covccccciemeieccccennreicnnes 4
McLean Incorporated...........ccoorieiieremmienceeeee s 41
Jet Hardware........ccocevvviienncnnnnne INSIDE BACK COVER
Manufacturing Corp.
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EMPLOYMENT

Experienced Locksmith:

Montana Lock & Security

MISSOULA, MONTANA — Montana Lock
& Security, in business for 20 years, is
looking for an experienced locksmith
seeking a full-time position. Experience in
residential, commercial and automotive
required; however, we are willing to train
a self-motivated person with less experi-
ence. Good driving record a must. Pay
DOE plus bonuses and benefits. Contact
Peter: 406-542-2472 or fax resume: 406-
542-3221. <3/10>

Experienced Safe & Vault Tech

LONG ISLAND, NEW YORK - Part-time or
full-time safe and vault technician wanted
for bank work: main vault combo change,
time lock service, night drop repair,
Cencon ATM smart key programming and
safe deposit box service. Experienced
only—will not train. Excellent opportunity
for the right person. Send resume: lock-
col01@aol.com or call 516-785-3444.
<3/10>

General Manager: Pop-A-Lock

SAN FRANCISCO, CALIFORNIA - Pop-A-
Lock is looking for a highly motivated lock-
smith and leader for an immediate full-time
opening. You will not be working in a shop
but instead will be provided a vehicle and
all necessary tools, including a laptop with
wireless internet access.

You are an IDEAL candidate if you have:

e Experience with residential, commercial
and/or automotive locksmithing

e Familiarity with transponder key
programming

e Familiarity with high security (laser-cut/
sidewinder) automotive keymaking

e Experience running a business

eExperience leading a team

¢ Proficiency with computers and cell

KEYNOTES
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phones (ie. Blackberry)
* An excellent driving record

You MUST:

*Be willing to live in the southern San
Francisco or northern San Mateo
County (South San Francisco, Daly City,
San Bruno or Millbrae) area

*Be able to get a valid California
locksmith license

eHave excellent communication skills

*Be extremely professional and courteous

eHave great customer service and tele
phone skills

¢ Be trainable and willing to learn new skills

*Be willing to be on-call some nights,
weekends and holidays

¢ Be drug-free (drug screening required)

Duties include:

e Taking phone calls from customers and
entering them into our computer
dispatch program

¢ Scheduling locksmith jobs and
coordinating/assigning to locksmiths to
get the work done on time

e Technical support for our locksmiths
who will be doing the majority of the |
ocksmith work

e Various residential, commercial and
automotive locksmithing when the other
locksmiths are busy

¢ Scheduling, training, hiring and firing

e Marketing (handing out business cards
to various local businesses when things
aren’t busy)

e |nventory, purchasing, ordering of
products and supplies

e Pricing estimates by phone and on
job sites

¢ Day-to-day operational decisions

Compensation:
e Extremely competitive salary based
on experience
*Bonus compensation based on growth

of company

To apply:

eE-mail your resume to:
sanfrancisco@popalock.com

eFax your resume to: 650-351-5973

o Call Cary with questions:
650-243-1784

<4/10>

FOR SALE

Locksmith Business

Successful, CPL-owned mobile locksmith
business for sale on Connecticut shore-
line. Profitable one-man operation within
20-mile radius of small, affluent towns.
Thirty-five years in business; mostly com-
mercial, no automotive, no after hours.
$145,000 per year net profit. Owner’s early
retirement makes business available early
2010. Contact: lockbiz4sale@yahoo.com
<3/10>

Mobile Business

Mobile business in its 25" year for sale
in Northeast Mississippi. Same phone
number and tax identification number.
More than 75 percent commercial work;
no automotive, nights or weekends. Only
locksmith in county.

Call: 662-324-BOLT (2658)

Fax: 662-324-SAFE (7233)

E-mail: rulecmi@ebicom.net

<3/10>

Locksmith Business

Owner retiring after 37 years of operating
full-service shop and mobile operation.
Prime location servicing three Sun Cities
and adjacent communities northwest

of Phoenix, Arizona. Fully equipped van
plus inventory and equipment, enough to
expand mobile services. Lots of referral
business due to excellent reputation as
best in area. Contact John: 623-974-4778
<3/10>
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HPC MiniGroove Sidewinder Machine
$600, like new. Lists for $1900.

Contact: wemloxmith@aol.com

<2/10>

Foley Belsaw Model 200 Key Machine
Like new condition; hardly used. Mounted
on an aluminum base, 110 volt motor and
comes complete with three cutters and
guides, set up keys, allen wrenches and
manual. Picture available upon request.
$150 plus shipping.

Contact: 845-294-3314 or
shearline@sprynet.com. <4/10>

Ferrel Herring Safe

Bit key type safe made around 1852.

In good condition; lock works well and
comes with the key. Outside dimensions:
height 35, width 21, depth 24. Inside

dimensions: height 19, width 14, depth 11.

Picture available upon request.
Contact Carter Lock & Security:
910-329-9930. <4/10>

Mobile Business

Mobile New Jersey State Licensed
Business, primarily in affluent towns of
Hillsborough, Montgomery and Princeton.
One-man operation for 20 years; early
retirement due to physical handicap. Well-
known establishment recognized for its
honesty and good work at reasonable
prices; more than 5,000 invoices to date.
Turnkey operation, just answer the phone.
Includes Chevy 2500 Express Van with
35,000 miles, all tools, inventory, phone
number and website (Ablelocksmith.com).
Contact: ablelocks@aol.com

<05/10>

FOR PURCHASE

Wanted: Old original auto key blanks
from Hurd, Briggs & Stratton, and
Yales.

Contact Robert Vogel: 734-668-6863
E-Mail List: dvogelauto@aol.com
<5/10>

CLASSIFIED ADVERTISING POLICY
Classified advertising space is provided
free of charge to ALOA members and for a
fee of $2 per word, $40 minimum, for non-
members. Classified ads may advertise
used merchandise and overstocked items
for sale, “wanted to buy” items, business
opportunities, employment opportunities
and positions wanted. Members or non-
members wishing to advertise services or
new merchandise for sale may purchase

a commercial classified ad for a fee of $4
per word, $100 minimum. Each ad will

run for a maximum of three issues. For
blind boxes, a $10 charge for members
and nonmembers applies. All ads must

be submitted in writing to the Keynotes
advertising sales department by e-mail to
adsales@aloa.org or via fax at 214-819-
9736 by the 15" of the month, two months
prior to issue date. ALOA reserves the
right to refuse any classified advertisement
it deems inappropriate according to the
stated purpose of the classified advertising
section. Additionally, ads may be edited for
style, clarity and length.

DO YOU HAVE WHAT IT TAKES?

Unyielding Dedication. Professional Fortitude. A Champion For The Association.

These are the hallmarks of a President’s Club member — ALOA'S most
prestigious organization. So, how do you get in?

GIMME FIVE.

When you recruit five new members for ALOA through the Member-Get-A-Member
program, you not only gain entrance into a highly regarded, highly respected
institution, you also help strengthen the association, which, in turn, helps
strengthen your business, your future, yourself. ALOA powered by you ... now that
calls for a high five! Visit www.aloa.org to get started today.

WWW.ALDA.ORG

MARCH 2010 KEYNOTES

43



Il > PARTING SHOT

Your Las

44

By Lisa Horn, CAS

Is This

|lssue?

Continuing to receive
Keynotes is easy—just renew
your ALOA membership

today.

By Lisa Horn, CAS

eynotes: the monthly guide to
securing your success.

Each issue is filled with not
only the latest ALOA news
but also best practices you can

implement today, from articles that help
improve business practices to technical tips
from the industry’s top experts.

Keynotes provides the sought-after
information you need to be the best at
consultation, sales, installation and service
of all facets of locksmithing, including
automotive, door hardware, electronic access
control, digital video (CCTV), safes and
other areas relating to physical security. But
it could all end with this issue.

Because Keynotes is published exclusively
for ALOA members, you must renew your
membership in order for it to be delivered
to your mailbox every month. If you're like
many members, the economy continues
to be a concern. But you can keep your
membership dueslow. Check out these three

options to managing your dues rates:

KEYNOTES

MARCH 2010

GO GREEN; SAVE GREEN

Elect to receive all ALOA communication,
including Keynotes, electronically and you
can lock in your annual dues at the 2009
rate of $130. (New $30 assessment fee will be
applied to all U.S. member dues.)

PAY IN ADVANCE

Eliminate any dues increases and
assessment fees by paying three years of
membership dues in advance, and you'll be
covered through December 31, 2012.

BECOME A LIFETIME
BENEFACTOR

Don’t miss out on any ALOA member
benefit. Apply for the ALOA Lifetime
Benefactor Program, and you can lock in
today’s membership dues for the rest of
your life.

To continue receiving Keynotes and
benefiting from all your ALOA membership
has to offer, you must renew. If you haven’t
received your 2010 membership dues renewal

notice, contact membership@aloa.org.

USafe Lock—y
Gired -
e

nd | The Keys

0 Linkedin—pgpy o

Keynotes provides the
sought-after information
you need. But it could all
end with this issue.
|

Don’t miss this opportunity to take
advantage of the membership savings
programs. Renew today—and you won’t

miss an issue.

Lisa Horn, CAS, is editor
of Keynotes.

WWW.ALDA.ORG




FOR THE MASTER LOCKSMITH

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

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

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

Technology ,
* SOLID 5r1t\ ) KEYSIN

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

*SMART CLONE and CRYPTO SOFTWARE

*SMART CLONE CRYPTO BLANKS

*CLONEABLE TRANSPONDER BLANKS

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

* SMART CLONE / IBM COMPUTER COMBO

» N

Available in
KW
SC1 blanks

JET HARDWARE MANUFACTURING CORP
800 Hinsdale Street, Brooklyn MY 11207




OF AMERICA, | Cc .

4

I
= THE WORLD'S LARGEST LOCKSMITH
© ' CONVENTION & SECURITY EXPO BRINGS YOU
2, AWORLD OF OPPORTUNITY!

3

//_) O Orlando is the place where
y anything can happen. And during
N the first of August 2010, it’s

where locksmiths and security
professionals will discover the
true meaning of business

and pleasure.

The 54™ Annual ALOA
Convention & Security Expo

August 1-8, 2010

Orange County Convention
Center & Hilton Orlando

Orlando, Florida

WWW ALOA.ORG

ALOA2010 YOUR BACKSTAGE PASS
T0 EDUCATION. OPPORTUNITYAND ALL-ACCESS EXCITEMENT.




