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At the time of this writing I’ve just finished two days of introduction to the daily life at 
our headquarters in Dallas. Let me tell you, our staff is very busy! To manage an associa-
tion of our size takes a lot of hard work by a dedicated professional staff. The work ranges 

from small individual problems to larger association concerns. Following are a few examples:
1) A member had called in because a fellow ALOA locksmith in his town was using a name 

very similar to his in advertising. What could ALOA do about it? (It was decided to coordinate a 
mediation of this issue with the ALOA chapter chairman at the local level.)

I mention this because, from my point of view, it’s sad when ALOA members are unfriendly 
or uncooperative with each other. Oftentimes our customers see this, and that’s harmful to our 
overall reputation. Good relations between fellow locksmiths can mean more business and more 
profit for everyone. When there’s a spirit of cooperation, you can refer an urgent job that you’re 
unable to do to your fellow locksmith, and he’ll do the same for you when this happens to him.

2) The coordination of shipping the ACE class materials and PRP exams is a major ongoing project 
for the Education Department, because more and more local associations and distributors around the 
country use ALOA’s ACE program and schedule PRP exams at their events. To be successful, travel is 
arranged for the instructors and proctors; production, assembly, packing and shipping of the handouts 
and class materials is coordinated so that it gets to the right place at the right time. 

3) One of the Convention Department’s responsibilities is to check out hotels and convention 
centers for future events. We went to inspect the Gaylord Texan Hotel and Convention Center, 
where the next board meeting will be held October 9-10. Located in the countryside near DFW 
airport, it is a very large facility with 1,500 rooms, an enormous lobby and a large convention 
center. This facility is on our list for consideration of a future middle-of-the-country convention 
site in 2014 or 2017.

4) The Education Department staff is always looking for ways to improve and expand our classes. 
I will instruct two half-day classes in Stockholm, Sweden, at the end of October. The Swedish lock-
smith association SLR holds a training event close to the Arlanda Airport. They’ll conduct 26 class-
es in three days, consisting of business-oriented classes as well as practical hands-on classes. One 
interesting class is how to drill and manipulate mortise lock cases. For this training, the instructor 
has milled open the lock case and has a video camera to look at the interior mechanism. From the 
outside he drilled a ¼-inch hole at a place where he can move the interior wheels in the lock with 
some picks. The students can then see on a screen how to move the wheels in the lock case to open 
the lock. Classes like these are being considered for future incorporation into the ACE curriculum. 

I welcome and encourage any and all feedback, just e-mail me.

Hans Mejlshede, CML 

ALOA’s Teamwork 
Contributes to Our 
Success

“To manage an association 
of our size takes a lot of 

hard work by a dedicated 
professional staff.”
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ALOA’s Getting  
Greener

“As it turns out, in 
many cases the  

methods that are 
most efficient and 

friendly to the  
bottom line are also  

the friendliest to  
the environment.”

I’m an optimist, so when I see a problem, I look for the opportunities. We’re all expe-
riencing the effect of the current economic downturn, and it’s caused most companies 
– ALOA members and the ALOA headquarters as well – to take a hard look at how 

they do business. The status quo is no longer acceptable and, because of these turbulent times, 
we’re forced to make changes.

At the ALOA headquarters, we’ve been reviewing every aspect of how we do business – from 
member services and communications to education delivery in determining the most cost-
efficient and effective means possible. As it turns out, in many cases the methods that are most 
efficient and friendly to the bottom line are also the friendliest to the environment. Some of the 
changes are already in place, such as combining the membership certificate with the member-
ship card, which we began at the beginning of the year, and providing the ALOA Membership 
Directory in an electronic format in the “members only” area of the Web site. Keynotes is also in 
the “members only” section so that as soon as the final proof is sent to the publisher, members 
have access to the magazine without having to wait for the delivery by mail. Through the ALOA 
Electronic Weekly, we’re able to provide members with news articles about our industry from 
publications around the world while using this same media to provide timely and direct commu-
nication to members about programs and events.

We are now offering members the opportunity to “Go Green, Save Green” with the option 
of all-electronic delivery of all correspondence and publications that are normally printed and 
mailed. Members will save $35 a year by selecting this option, ALOA will be able to reduce print-
ing, mailing and delivery costs – and the planet will have a few more trees.

We’re also investing in more online and computer-based programs for education and certifica-
tion delivery. Many of the instructor-led classes will be enhanced by producing the lecture portion 
of the class in an electronic format which will be available to students before they attend the 
class. That gives them the opportunity to acquire better knowledge of the subject beforehand, 
and allows them to spend more class time focusing on hands-on skill building instruction. The 
long-awaited computer-based testing program for the PRP will be launched before the end of this 
year, allowing participants to schedule an exam nearby at their own convenience. This cuts down 
on travel costs for each participant as well as minimizing shipping and printing costs for ALOA.

As you examine your business, if you haven’t already, you may want to search for ways to 
become more cost efficient, stronger and sustainable. Who knows, you may also find in many 
cases that going green is the answer.

David M. Lowell, CAE, CML
Executive Director
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ALOA’s ongoing efforts to combat the issue of scammers has resulted in an 
innovative new campaign that will benefit its members. ALOA and TMP 
Directional Marketing have developed a partnership with the five largest Yellow 
Pages providers to launch this extraordinary program. This partnership provides 

the ad space needed to educate consumers to the advantages of using an ALOA member and 
the space needed to identify ALOA members in the directory coverage area.

This new program will provide a phenomenal savings to ALOA members, considering the 
average annual cost to participate per member is less than what many column listings are per 
month in a Yellow Pages directory. 

Each ALOA member may participate in as many directories as they choose for the service 
area covered. The initial rollout of the program will include the primary and secondary 
directory to your business ZIP code. Since members may service more than one ZIP code, 
they can request additional directories to participate in. Simply contact ALOA for the addi-
tional directories you may be interested in. 

The ALOA Branded ad will highlight the reasons for a consumer to choose a lock-
smith who is identified as an ALOA member, a, qualified, trusted locksmith. The 
ALOA branded ad will not include any phone numbers or locksmith listings, how-

ALOA’s  
new Ad-vantage
National branded ad program benefits 
members, educates consumers. 

ever it will include a reference to www.
FindALocksmith.com™. 

When a consumer sees the ALOA brand-
ed ad, they’ll be directed to the In-column 
Trademark Listing. It is here within the 
Trade Listings that each ALOA member 
can pay for their name, address and phone 
number to appear. Your individual cost may 
be less or more, depending on the number 
of households that directory is distributed 
to. The size of the directory and Locksmith 
Yellow Pages heading will also be a factor 
in determining the size of the branded ad. 

The free ALOA branded ad may be as 
large as one-half page in the larger, more 
competitive markets. The branded ad is not 
meant to replace any existing advertising 
you may place for your individual business 
through your local Yellow Pages. In fact, you 
should take advantage of the ALOA branded 
ad by making sure your individual business 
ad also prominently displays the ALOA logo. 
The branded ad and Trademark In-column 
Listing, along with your own locally placed 
locksmith advertisement, will indeed help 
consumers recognize an ALOA member as 
opposed to a non-ALOA locksmith. 

“ALOA members have struggled in many 
markets with scammers who take advantage 
of consumers and put our own members’ 
identity and business at risk with their fraud-
ulent tactics,” says Executive Director David 
Lowell. “I’m very pleased to see our ALOA 
Branded National Yellow Pages Program 
launch. It’s a program we’ve needed for 
several years and partnering up with TMP 
Directional Marketing, the world’s largest 
directory placement agency, gave us the 
opportunity and resources to pull off this 
monumental task.”

ALOA members will soon receive their 
2010 Membership Renewal and Yellow Pages 
order form by mail. For more information, con-
tact the Associated Locksmiths of America, 
Inc. by calling (800) 532-2562, ext. 219 or 220, 
or email ALOAyellowpages@aloa.org.

s
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INDUSTRY NEWS

The Greater Philadelphia Locksmiths Association held its 60th Anniversary 
Convention Sept. 23-27 in Philadelphia. 

One of the highlights of the convention was the presentation of the prestigious 
Philadelphia Award, which is made annually by the GPLA to an individual that has, by their 
actions, shown a dedication to advancing the locksmith profession and working for the benefit 
of all locksmiths.

This year’s award went to Dallas Brooks, who was inducted as Southeast Director at the 2009 
ALOA Convention and Trade Show in Las Vegas. ALOA congratulates Dallas Brooks for earn-
ing this remarkable award, and congratulates the GPLA on the occasion of its 60th anniversary. 

GPLA President Edward Fitzgerald, CML, honored Brooks as the most recent recipient of 
the Philadelphia Award with the following speech:  

“Our honoree tonight first began his locksmith career in the early ’70s, and soon thereafter 
got involved in association membership. With a bachelor of science in education, he knows the 
value and necessity of continuing education. He has stated numerous times that his success in 
business was due in part to the educational opportunities offered to him through local associa-
tions and ALOA.

As his business grew, so did his interest in the educational needs of others in the industry. He 
has used his own success as an example, encouraging others to continue their education as he 
did and to get involved. Some of the credit, he says, goes to the ALOA educational programs 
in particular, and his active participation in professional associations, for making him a better 
locksmith and business owner along the way.

But his interest also grew in the area of legislation for locksmiths and for governance within 
locksmith associations. The talk of legislation was starting to really heat up in the late ’80 s and 
into the ’90s. The only way for locksmiths to avoid being legislated out of business was to become 
involved and pro-active. This would eventually lead to a point in time when professional lobbyists 
would need to be brought in and help in the cause for fair treatment under any proposed legislation. 

I would like to quote our honoree, from a time period when there were some disagreements 
among locksmiths and how things were being run on a national level: “Let’s spend less time wor-
rying about our foes and more time joining forces with our many friends. Why waste resources in 
internal political nonsense when there is so much work ahead, if we are to preserve our way of life, 
our companies, our employees, and our families? It’s going to take all of us to get the job done.” 

It was a profound statement then, and even more so now. We need to continue to focus and 
work together on the forces that are damaging our credibility as a profession and to also keep 
ahead of potentially unfavorable legislation.

As a member of ALOA since 1984, he has always encouraged membership participation, serv-

GPLA Celebrates 
60 Years
Prestigious Philadelphia Award 
presented at annual convention. 

ing as chairman and vice chairman of the 
Heart of Dixie Chapter of ALOA, of which 
he is a charter member. He became a strong 
proponent of the idea of voting by proxy. Here 
we have someone who dedicated himself to 
making it possible for every locksmith that 
is a member, or is considering becoming a 
member of ALOA, to be involved in the elec-
tion process of their board representative and 
president. This is the same as any American 
citizen is entitled to under the constitution, a 
voice from the ballot box in the elections of 
government officials to represent their inter-
ests. As ALOA president, he was involved, 
along with the board, with the hiring of 
a Legislative Manager and PRP/Education 
Manager, realizing the needs for these issues 
required full time professional attention.

And finally, our honoree has something 
in common with our country’s sixth presi-
dent, John Qunicy Adams. After President 
Adams was defeated in 1829 by Andrew 
Jackson, he was elected to serve in the House 
of Representatives and continue his public 
service. To my knowledge, our honoree is 
the only ALOA president elected by the 
membership to return as a regional director 
and continue his service to the locksmiths 
in the Southeast region. So tonight, I’m hon-
ored to present to you the 2009 recipient of 
the Philadelphia Award, a leader who wants 
every locksmith be involved, to continue their 
education, to be represented and their voice 
heard through the election process, and a true 
southern gentleman, Mr. Dallas Brooks.”

GPLA President Edward Fitzgerald,  
CML (left), presented Dallas Brooks  

with the prestigious Philadelphia  
Award during GPLA’s 60th  

anniversary event.
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As part of ALOA’s national strat-
egy to combat the “scammer” 
issue, it was agreed that ALOA 
needs to introduce programs that 

“sets its members apart” from the scammers. 
The first step identified in the process is to edu-
cate the public. The following programs are the 
first to be rolled out as we continue to improve 
on the benefits that enhance your membership.

ALOA Yellow Pages 

Brand Ad National 

Program

The Associated Locksmiths of 
America, Inc. has partnered with TMP 

Directional Marketing to launch an innova-
tive Yellow Pages campaign. Consumers using 
the No. 1 media, the Yellow Pages, to locate a 
locksmith will be directed to select an ALOA 
member through the ALOA Trademark list-

ing and ALOA Branded Ad program. Yellow 
Pages receive over 26 million references annu-
ally, more than three times the amount of the 
next most-used media. Educating consumers 
at the point of purchase becomes critical for 
differentiating an ALOA member from other 
locksmiths and directing consumers to a trust-
ed locksmith within the Yellow Page books.

ALOA and TMP Directional Marketing 
have developed a partnership with AT&T, 
Idearc, The Berry Company, Cincinnati Bell 
and DEX to launch this extraordinary Yellow 
Pages program. TMP Directional Marketing 
(TMPDM) is the largest local search market-
ing agency, offering online, offline and mobile 
advertising solutions to top national brands.

This partnership provides the ad space 
needed to educate consumers to the advantage 
of using an ALOA member and the space 
needed to identify ALOA members in the 

directory coverage area. A Trademark listing 
and an ALOA Branded Ad will be provided 
in each directory. ALOA members can sign up 
for the program with the purchase of a Trade 
Listing. The cost of a Trade Listing varies with 
each directory. See samples of a Trademark 
and Branded Ad below:

Watch for an order form with submission 
details of your directory order in your ALOA 
2010 Membership Renewal Mailing.

New programs announced at the 2009 
ALOA Convention.

Ellen McEwen is the marketing 
and communications director of 
ALOA. She can be reached at 
ellen@aloa.org.  

More to Offer 
Than Ever Before

6

By Ellen McEwen

Trademark Listing

ALOA Branded Ad
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production of a public service 

announcement

ALOA will issue a national press release later this year announcing the 
production of our new Public Service Announcements geared toward the 

education of the public on how to find a “qualified locksmith” before they have 
an emergency. 

Our goal is to have our PSA’s aired or broadcast in as many media markets as 
we can. The PSA’s message directs the consumer to www.FindALocksmith.com, 
where they can locate a qualified ALOA member, receive tips on what to look for 
when selecting a locksmith and, most importantly, identify a qualified locksmith 
before an emergency occurs.

Several versions of the PSA have been produced to increase our chances of 
having them aired. We premiered the 60-second, 30-second and 15-second radio 
and television spots during the convention as well as versions that have been cre-
ated for our members to use as an advertising medium.

They will be available for viewing on the ALOA Web site later this year, includ-
ing samples of marketing pieces we have designed for your use as additional tools 
to educate potential and existing customers in your area.

Additional information on how to order your copies will be published in 
ALOA’s weekly newsletter and on the Web site.

Be on the Lookout for the Newly 

Designed FindALocksmith.com

The redesigned FindALocksmith.com is another step in educating the 
public. There are two separate sections to the new site, one which is 

specifically designed with the consumer in mind and the other for our mem-
bers. There was definitely excitement in the air as new enhancements were 
demonstrated. 

These new enhancements will ensure that FindALocksmith.com will main-
tain its No. 1 position on the internet. Providing the pubic with a user-friendly 
tool to assist them in locating a qualified ALOA member in their area, it’s just 
one of the ways we’re making it easier. We’ve expanded the search functionality 
including a radius search by ZIP code and a search by specialty. 

FindALocksmith.com is now an “opt out” feature for all ALOA members. Be 
on the lookout for the rollout of this exciting new site! Once the site rolls out, 
you’ll want to make sure you update your company’s information. The informa-
tion you provide regarding your operating hours, areas of specialty and other 
locations will help us maintain the most robust site available for the public. 

We’ve also enhanced the site for our member’s use. You will find that the 
member’s only section will allow you to list multiple ZIP code areas that you 
serve as well as list multiple validated locations. Another enhancement to the 
site is to give those members who have earned their designations first listing in 
the site, so if you haven’t earned an ALOA certification yet, start working on 
it today to receive the best placement you can at www.FindALocksmith.com.

Look for announcements in an upcoming issue of the ALOA weekly newslet-
ter and on the ALOA Web site for the launch date of the new site.

Earlier in the year it was announced that the ALOA 
Board had approved a dues increase for the 2010 renewal 

period. Here’s a chance to lock in your 2009 dues rate for one 
more year. 

Go Digital!  Receive all of your correspondence from 
ALOA electronically in 2010 (either by email or from the Web 
site), including Keynotes, convention information and renewal 
information.

Lock in your 2009 membership dues rate today!
Use the form below and fax to ALOA at (214) 819-9736 by 

no later than Nov. 30 or include the information listed below in 
an email to membership@aloa.org if you’re interested in taking 
advantage of this savings opportunity.

It’s Renewal Time 
Go Green! And Save Green!

6

6

6

Yes, I want to lock in my 2009 membership dues 
rate and I’m willing to receive all my correspon-
dence from ALOA in a digital format:

Name________________________________________

Company_____________________________________

Member #____________________________________

Email_________________________________________

Signature_____________________________________
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UPCOMING EVENTS

October-National Crime Prevention Month

November

February 2010

April 2010

December

March 2010

August 2010

2009 ILA Educational Conference 
and Trade Show
Las Vegas, NV  
www.ilanational.org

Clark Security Products Security 
Expo
Baltimore, MD
www.clarksecurity.com

Intermountain Lock and Security 
Supply Conference and Expo
Las Vegas, NV  
www.imiss.com

2009 Louisiana Life Safety & 
Security Association 13th Annual 
Convention
Kenner, LA
www.llssa.org

ASIS International – 4th 
Asia-Pacific Conference
Sydney, Australia
www.asisonline.org

ASIS International – 9th European 
Security Conference
Lisbon, Portugal
www.asisonline.org

ISC Brazil
Sao Paulo, Brazil
www.isc.com

2010 North Carolina Regional 
Security Trade Show
Charlotte, NC
www.northcarolinalocksmithassociation.com

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

ASIS International – 1st Middle 
East Security Conference
Dubai, United Arab Emirates
www.asisonline.org

2010 Texas Locksmith Association 
Security Expo
Plano, TX
www.texaslocksmiths.org

54th Annual ALOA Convention & 
Security Expo
Orlando, FL
www.aloa.org/convention

6-10

4-7

17-19

18-19

1-3

18-21

14-16

13

19-24

6-8

16-21

1-8

TUES-SAT

WED-FRI

TUES-THURS

WED-THURS

mon-wed

sun-wed

WED-FRI

SAT

mon-sat

sun-tues

tues-sun

SUN-SUN

Intermountain Lock and Security 
Supply Conference and Expo
Salt Lake City, UT
www.imiss.com

7-9
WED-FRI

Canadian Security Association – 
Security Canada Central
Toronto, Ontario
www.securitycanadaexpo.com

Associated Locksmiths of New 
Mexico 2009 Convention
Albuquerque, NM
Contact: Lenny Adams, (505) 463-0272

ALOA Board Meeting
Dallas, TX
www.aloa.org
Members are welcome to attend. Please 
email your RSVP to joanne@aloa.org by 
October 1st, if you are planning to attend.

21-22

16-18

9-11

WED-THURS

FRI-SUN

FRI-SUN

Yankee Security Conference & 
Trade Show
Sturbridge, MA
www.yankeesecurity.org

ISC East 2009
New York, NY
www.isceast.com

21-25

28-29

WED-SUN

WED-THURS
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Upcoming ace classes

Oct. 12-17
Appleton, WI
Fox Valley Technical College
Jerry Antoon
antoon@fvtc.edu
(800) 735-3882, ext. 2482
Six-Day Basic Locksmithing Course 

Oct. 16-17
Albuquerque, NM
Associated Locksmiths of New Mexico
Brian Sweeney
briansweeneycml@aol.com 
(505) 266-5577
Life Safety Codes & ADA w/L-07, Safe Lock 
Manipulation, Alternative Entry Techniques

Oct. 21-25
Sturbridge, MA
Yankee Security Convention
Dave Vessels
davaalk@aol.com
(860) 464-8664
Classes to be announced

Oct. 24
OMAHA, NE
Nebraska Chapter of ALOA 
Elmer Howard
safeman@cox.net
(402) 676-8973 Professional Picking Techniques

Oct. 24
Colorado Springs, CO
Central & Southern Colorado 
Locksmith Association
Mike C. Middick, CPL
captkeyman@bresnan.net
(719) 275-7787
Tubular Key Lock Cylinder Servicing w/L-12 PRP 

Oct. 24-25
Chippewa Falls, WI
Indian Head Chapter of ALOA
Kenneth W. Briggs
cvlockandkey@hotmail.com
(715) 726-0687

Nov. 4-7
Baltimore, MD
Clark Security Products
Stephanie Parrott
(859) 425-3325
Classes TBD

Oct. 24
Colorado Springs, CO
Saturday 5 p.m.
CSCLA
Mike Middick, CPL
captkeyman@bresnan.net
(719) 275-7787

Oct. 24 
Sturbridge, MA
Saturday 9 a.m.
Yankee Security Convention
Dave Vessels
davaalk@aol.com
(860) 464-8664

Oct. 25 
Black River Falls, WI
Saturday 2 p.m.
Indian Head Chapter of ALOA
Jenell Briggs 
cvlockandkey@hotmail.com
(715) 726-0687

Nov. 7
Nicholasville, KY
Saturday 9 a.m.
Georgia Chapter of ALOA
Kevin Wilson, CML
masterloksmith@gmail.com
(404) 717-2761

Nov. 10
Dunwoody, GA
Tuesday 9 a.m.
Georgia Chapter of ALOA
Kevin Wilson, CML
masterloksmith@gmail.com
(404) 717-2761

Dec. 6
Birmingham, AL
Alabama Locksmiths Association
Barbara McGowin
locksmithala@gmail.com
(205) 338-1150

Dec. 12
DALLAS, TX
Saturday 1 p.m.
ALOA Training Center
ALOA Education
education@aloa.org
(800) 532-2562 ext. 104

Nov. 20-22
Oklahoma City, OK
Oklahoma Master Locksmiths 
Association
Charles Hudacek
Hdck39@aol.com
(859) 425-3325
Three-day basic locksmithing course 

Dec. 5-6
Birmingham, AL
Alabama Locksmiths Association
Barbara McGowin  
locksmithala@gmail.com
(205) 338-1150
ALOA PRP Exam Prep w/L-00 exam

Dec. 7-12
Dallas, TX
ALOA Training Center
ALOA Education
education@aloa.org
(800) 532-2562 ext. 104
Six-Day Basic Locksmithing Course

Upcoming prp sittings

Oct. 3
Anaheim, CA
Saturday 3 p.m.
Clark Security Products
Stephanie Parrott 
Stephanie.Parrott@clarksecurity.net
(859) 425-3325

Oct. 3
Portland, OR
Saturday 6 p.m.
Pacific Security Conference
Keith Whiting CML, CFL
locksnoop@yahoo.com
(360) 601-5656

Oct. 18
Albuquerque, NM
Sunday 11 a.m.
ALNM
Brian Sweeney, CML
briansweeneycml@aol.com 
(505) 266-5577
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applicants for membership (as of Sept. 15, 2009)

ALASKA
Anchorage

Clint Waggoner 
Sponsor: John L. Cintula 

ARIZONA
Glendale

Christopher Abeyta 
Sponsor: Henry B. Hill 

Mesa

Rickie Hochhalter 

Peoria

Hristo Yaneff 
Sponsor: Curtis N. Anderson 

Surprise

Joshua P. Rusk 
Sponsor: William Lee, CRL

Tucson

Cody Fox 
Sponsor: Scott L. Warren, CRL

CALIFORNIA
Barstow

Abel Contreras 
Sponsor: John R. Chaco 

Hesperia

Steve Trujillo 

La Verne

John A. Coronado 
Sponsor: Chris M. Dilley, CRL

Martinez

David C. Emberlin 

Murrietta

Jon L. Adamson 
Sponsor: Thomas G. Seroogy, CFL

Ontario

Robert Carter 

San Diego

Gilbert R. Keisler 
Sponsor: Gregory A. Parks, CRL

San Ysidro

Anna Chaco Pierce 
Sponsor: John R. Chaco 

Van Nuys

Nir Kaufman 
Sponsor: Nimrod M. Ohayon 

Victorville

Nathan D. Bonstein 
Sponsor: John S. Giesy 

Woodland Hills

Ran Glycher 

Kentucky
Erlanger

Mark T. Teremi Sr

Henderson

Jeremy T. Duncan 
Sponsor: Tony R. Cagle 

LOUISIANA
Baton Rouge

Horis Russell 

Lafayette

Brent J. LeBlanc 
Sponsor: Marty Broussard 

New Orleans

James P. Byrd 

MAINE
Old Orchard Beach

Gordon A. Murphy 
Sponsor: Thomas G. Tusing 

MASSACHUSETTS
Boston

David E. Cooper 

MICHIGAN
Charlotte

John Lightner 

Garden City

Michael Sutzer 

MINNESOTA
Bemidji

Eric Carlson 
Sponsor: Lenny L. Wollitz, CPL

Maple Grove

Cory L. Schmidt 

MONTANA
Butte

Bruce F. Sailer 
Sponsor: W. Scott White, CML

NORTH CAROLINA
Aberdeen

Nathan R. Ellison 

Midway Park

Dedrick Edwards 

COLORADO
Dillon

John R. Blum 

Fort Collins

Joseph Harrington 
Sponsor: Raymond J. D’Adamo, CML

DISTRICT OF COLUMBIA 
Washington

Joseph G. Catalano 
Sponsor: Kent D. Piesbergen, CRL

FLORIDA
Jacksonville

Richard B. Sigler 

Miami

Larry Rodriguez 

Tampa

Robert W. Curry

GEORGIA
Atlanta

Taylor Fredericks 
Sponsor: Fran F. Henderson 

Columbus

Willard S. Wilson 
Sponsor: Alan G. Davis 

HAWAII
Honolulu

Thomas G. Murphy 

illinois
Morris

Jordan B. Stevens 
Sponsor: Mark C. Backhus 

Wauconda

Ronald Goossens 
Sponsor: Gregory Krol 

kansas
Shawnee Mission

Jack Iturralde 
Sponsor: Steven R. Myslik, CRL
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applicants for membership (as of June 3, 2009)

NEW MEXICO
Albuquerque

Carlos C. Radosevich 
Sponsor: Carl E. Radosevich 

Rio Rancho

Daniel J. Richard 

NEVADA
Carson City

James J. Martinez 

Henderson

Josh Downes 

Mesquite

Milton W. Laird 

NEW YORK
Yonkers

Michael D. Hughes, Jr.

OKLAHOMA
Tulsa

Howard E. Conrad 

PENNSYLVANIA
Camp Hill

John F. Maffey, CPP
Sponsor: Constant O. Maffey, RL

SOUTH CAROLINA
Columbia

David S. Larson 

SOUTH DAKOTA
Sioux Falls

Noah D. Pyper 
Sponsor: Chic Pyper 

TENNESSEE
Blountville

James Carson 
Sponsor: Robert D. Burbeck 

Texas
Amarillo

Gabrielletta Stanhope 
Sponsor: William Steve Stanhope 

Arlington

Steve Martin 
Sponsor: William N. Bybee, RL

Lantana

Ken Theaker 
Sponsor: Bruce P. Eagan, CML

Lubbock

Chad Tibbets 
Sponsor: Steven C. Brock, CML

Odessa

R Todd Ippolito 
Sponsor: Claude A. Hensley 

San Antonio

Robert Durkin 

VERMONT
Saint Albans

Bernard A. Loso 
Sponsor: Frank Danko, CRL

WASHINGTON
Mount Vernon

Andrew Olson 

WISCONSIN
Franklin

Dan Konicek 

Madison

Adam J. Thorne 
Sponsor: David M. Hornung, CRL

William D. Lehr 
Sponsor: David M. Hornung, CRL

Milwaukee

Isaac W. Sawyer 

Sparta

John Snape 

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 standards of 
ALOA’s Code of Ethics. Protests, if any, should be addressed to the Membership Department and must be signed. 

International

BELIZE
Belize City, Belize

Harold Young 

CANADA
British Columbia

Richmond

Russ P. Potter 
Kelowna

James East 

Alberta

Lethbridge 

Mark B. Visser 

Quebec

Westmount

Benoit Duval 
Sponsor: Roger Ellis 

Japan
Fukuoka

Fukuokashi 
Yuji Tanaka 
Sponsor: Takashi Kuwana, CRL

Tokyo

Akira Watanabe 
Sponsor: Takashi Kuwana, CRL

Toshiyuki Kamai 
Sponsor: Takashi Kuwana, CRL

Yasuhiko Suzuki 

Isahaya Nagasaki

Katsushi Ogasawara 
Sponsor: Takashi Kuwana, CRL

Hiroyuki Tasaki 
Sponsor: Takashi Kuwana, CRL

United Kingdom
Denbigh

David Taggart 
Sponsor: Jason Dorner 
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Getting Help From 

the Police

With a police report, you can place a perma-
nent fraud alert on your reports. Before new 
credit is issued, the issuing company will call 
you at the number you provide to the bureaus 
and verify the legitimacy of the request. 

Without a police report, a temporary 
fraud alert can be placed on your file for 90 

I
magine receiving a visit from a local sheriff with a handful of your mail that he re-
trieved from a ditch. Consider how it would feel to get a welcome call from an account 
representative at a store in a city 1,000 miles away verifying that you have opened a 
charge account.

The Federal Trade Commission estimates that 9 million Americans have their 
identities stolen every year. If you’re a high-profile person in your community, your odds 
just increased. 

 Identity thieves target me about three times a year, so I have learned a few simple steps to pro-
tect myself. It may be prudent for you to put a fraud alert or a freeze on your credit bureaus. 

Protect Yourself!
By Ron Sturgeon

Use these important tools to help prevent identity theft.
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days. With a police report, the alert lasts up 
to seven years.

To place a fraud alert, call one of the three 
credit bureaus, or go to their Web sites:
nEquifax: 800-525-6285, www.equifax.

com
nExperian: 888-397-3742, www.experian.

com
nTransUnion: 800-680-7289, www.te-

ansunion.com
By asking the credit bureaus to do this, 

you ensure that only businesses that you 
have an established relationship with can 
see your credit file. Before issuing any new 
credit, the credit issuer must speak to you 
personally at the number that you provided 
to the bureaus. It’s far better to learn about 
an attempted identity theft before any dam-
age has been done. 

The Downside of 

Extra Protection

However, I recently had a reminder of how 
this added protection can have a downside. 
I purchased a new Apple iPhone, and it took 
me days to get it activated because we’d re-
shuffled the extensions in my office. I hadn’t 
updated the credit bureaus in writing of my 
new contact number.

The credit issuer will only speak to you at 
the number you’ve given the bureaus. The 
onus is on you to remember to update the 
bureaus when you make a change. Despite 
this drawback, it’s worth considering putting 
a fraud alert on your credit file. 

“Without a police report, 
a temporary fraud alert 
can be placed on your 
file for 90 days. With a 
police report, the alert 
lasts up to seven years.”

The other option is to freeze your report. A 
freeze allows you to restrict access to your re-
port. It’s a good solution for people who want 
to protect themselves from identity theft and 
who don’t regularly apply for credit. 

The downside is that a freeze takes a few 
days to lift, so freezing your credit can cost 
you if you need to apply for credit quickly. 
A freeze means that only companies with 
which you have a business relationship can 
see your report. To get new credit, you must 
notify the bureaus and lift the freeze. You 
can lift it across the board if you’re shopping 
around, or lift it only for a specific creditor 
to look at your report.

To put a freeze on your report, send certi-
fied letters with proof of identity and address 
and $10, or a copy of the police report, to:
n Equifax Security Freeze. P.O. Box 

105788,  Atlanta, GA 30348
nTransUnion Fraud Victim Assistance 

Ron Sturgeon assists small 
business owners with man-
agement and training needs 
through his Web site, www.
mrmissionpossible.com. He 
is the author of three books, 
including How to Salvage 
Millions From Your Small  
Business and Green Weenies 
& Due Diligence. 

Dept., P.O. Box  6790, Fullerton, CA 92834
nExperian  Security Freeze P.O. Box 9554, 

Allen, TX 75013
A credit report freeze on all three of your 

reports will cost $30.83 in Texas. It varies by 
state because sales tax is added to the $10, 
but the bureaus will freeze your report for 
free if you have a police report. The cost to 
temporarily thaw your credit report ranges 
from zero to $12, depending on the bureau. 
A report can be temporarily “thawed” if you 
need an employer, lender, insurer or anyone 
else to have access to your report. Again, no 
police report is required. x
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Scoping 
in on

Success
Paul Butler started out in medical  

devices and discovered a tool embraced 
by locksmiths around the globe.

 T
he most successful business owners 
tend to be those who are flexible, 
creative and can think outside of the 
box. Doing so often enables owners 
to take advantage of unexpected op-

portunities their competitors miss.
Paul Butler, founder and owner of MDS, 

Inc. in Valrico, FL, is a perfect example of an 
owner who did exactly this — and watched his 
business move in an entirely different direction 
from the one he envisioned when he started the 
company nearly 40 years ago.

In 1972, Butler started his own business after 
the medical device company he worked for was 
bought out by a foreign company. He and his 
wife, Gertrude, started Medical Diagnostics 
Services, Inc. in Tampa, FL, with a focus on 
providing affordable and economical diagnos-
tic kits to the medical and dental industries. 

However, it soon became clear to Butler that 
the endoscopes he was marketing and selling 
to doctors and dentists had a wide variety of 
applications for many industries — including 
locksmithing. He began attending trade shows 
in these industries in order to demonstrate first-
hand how his products could be used.

“At first, locksmiths walked away because 
they thought our ‘medical’ products would 
be too expensive,” says Butler, who was quick 
to point out their affordability for locksmiths. 

“These are powerful diagnostic tools that can 
save businesses both time and money. Our sys-
tems are, by far, the least expensive of their kind 
in the marketplace, giving both large and small 
operations access to the most recent advances 
in fiber optic technology.”

entering The industry

Butler entered the locksmith industry in 1976 
by demonstrating his products to Paul Knecht, 
a former ALOA Board member who had a 
locksmith shop in Tampa. “I showed Paul our 
products and asked him if he thought they’d be 
applicable to the locksmith industry. He grabbed 
a flexible diagnostic battery light and said yes, he 
thought it would be good for the safe industry.

Paul Butler founded MDS, Inc. but soon moved beyond providing medical 
devices. Today, his company is a fixture in the locksmith industry.
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“Then Paul showed it to (former ALOA Presi-
dent) Louie LaGreco, and Louie had to have 
it. He asked me if we could create a light with 
replaceable batteries — this one was disposable 
— and a longer shaft, so we designed one like 
this specifically for locksmiths.”

The rest, as they say, is history. Butler imme-
diately started attending locksmith association 
tradeshows nationwide, where he soon became 
known as the “lock doc,” delivering talks on how 
locksmiths could use his economical lighting, 
optical and video equipment to save time and 
money. He has since become an ALOA fixture, 
attending every ALOA convention since 1978.

Meanwhile, Butler was also branching into 
such diverse industries as veterinarians, auto-
motive repair and pest control, “which went 
crazy for our products,” he says. “Instead of 
knocking down a wall, they could drill a quar-
ter-inch hole in a wall panel and look inside.”

As he did more and more business outside of 
the medical industry, Butler eventually short-
ened the name of his company to MDS, Inc. 
Today, MDS no longer sells any products to the 

medical or dental industries. “The OSHA and 
FDA requirements just became too costly for 
us,” he says. Veterinarians are the company’s 
biggest market now, and locksmiths account 
for about 25 percent of company sales. 

On the Road Again

The primary marketing tool for MDS is atten-
dance at industry trade shows. Butler says he 
and his son-in-law (his daughter is a co-owner) 
attended 33 shows in 2008 and will hit 40 shows 
this year, including as many as eight that are 
locksmith-related. That’s nearly a trade show a 
week, but Butler says they’re just scratching the 

“These are powerful 
diagnostic tools that can 
save businesses both 
time and money.”

MDS, Inc. began as a medical device 
company and now provides scopes  
for locksmtihs. 

Don Sadler is a freelance writer 
and editor based in Atlanta. 
He has written on all aspects 
of business and management, 
including access control and 
security, since he began his 
journalism career in 1985.

surface. “With just two of us selling, we don’t 
have time to get to all the shows we’d like to.”

Sales are down about 10 percent this year, 
Butler acknowledges, due primarily to the slow 
economy. “Attendance at conventions is down 
and many customers are saying they need to 
hold off on buying capital equipment for awhile 
until they see how the economy is going. How-
ever, I think things are starting to come around 
— it’s just taking awhile.”

MDS recently set up new dealers in France 
and Canada, and Butler has attended shows in 
the U.K. annually since the 1970s. Overseas 
sales  account for about 10 percent of his busi-
ness and sales are especially brisk in Canada. 

on the Cutting edge 

Butler says the MDS Focuscope™ Optical Probe 
System is the most affordable of its kind in the 
marketplace. “It combines all the necessary fea-
tures of borescopes and otoscopes in a compact, 
precision kit that’s invaluable to locksmiths.”

His company is now working on a new video 
scope with a super-small diameter camera that 
can be placed at the end of a scope up to three 
meters long. “This product will be unique and 

will be applicable to many markets, including 
locksmiths,” says Butler. “There are a few scopes 
like this now, but they’re very expensive and are 
still too large in diameter. 

“We’re trying to get it down to about a 5 mm 
probe so it will fit in the small holes that often 
have to be drilled into safes,” he continues. “This 
will be the smallest scope in the world outside of 
those with medical applications. We have really 
high hopes for this product and its offshoots.”

After more than 30 years of attending indus-
try trade shows all over the world, you might 
think that the 72-year-old Butler would plan to 
slow it down a little sometime soon, but you’d 
be wrong. “I’m still in good health and I love 
what I do — this is my hobby,” he says. “I love 
the outdoors and like to fish a little, but I don’t 
play golf or anything else like that. 

“I plan to keep working as long as my daugh-
ter doesn’t fire me,” he jokes. x
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Iron-Clad 
Quality

Cast iron closers offer durability – 

and many different options.

By Greg Perry, CML, CPS

 I 
love cooking in cast iron Dutch ovens.  For flavor and ease 
of cooking, nothing beats it. Cast iron has another tried 
and true use — door closers. LCN was founded by Lewis C. 
Norton, who provided his initials to the name that’s become 
the world’s leader in cast iron door closers. Norton designed 
and built the first door closers in the U.S. and installed 

them in the Boston Trinity Church in 1877, where they continue operat-
ing today. LCN moved into a 4,851-square-foot building in Princeton, IL, 
in 1949 with about 70 employees. Today, after many expansions, it employs 
over 450 people in a nearly 200,000-square-foot building and produces more 
than 35 different product lines. 



S   jun   e  0 9 19



20 S   o c t o b e r  0 9 w w w . a l o a . o r g

A few years ago, we looked at their Auto-
Equalizer power assist door operator.  This time, 
we’ll look at a couple of new products and a few 
of their old standby surface closers.  

New Kid on the Block

We’ll start with the newest closer in their 
lineup, the 1260, which is proudly made in the 
U.S.A.  It’s a direct replacement for many of 
the common aluminum body door closers on 
the market. Replacing the smaller body closers 
requires drilling two new holes. 

This closer replaces two others in their lineup, 
the 1070 and the 1370. The closer will mount in 
any of the three standard closer mountings; top 
jamb, parallel and regular arm. One of the cool-
est additions to the LCN is the stick-on tem-
plate, which eliminates many of the standard 
measuring errors. The 1261 is adjustable from 
a size 1 to size 5 power for lightweight interior 
doors to 3’6” exterior doors.  Optional mounting 
plates are available for parallel arm mounting on 
a thin top rail of the door or a drop-down plate 
for top jamb mounting.  An optional cover is 
available for a dressier look if desired. One nice 
features of many of the LCN line of closers is the 
peel-and-stick template.  

Recently I replaced a worn-out closer, top 
jamb mounted on an aluminum glass door, with 
a 1261. The install presented a few obstacles to a 
direct replacement. First, the original closer was 
installed before a wood trim was placed over the 
top of the closer. Using a razor knife, I cut the 
paint seal between the wall and the trim, then 

used a putty knife to pull the trim away. 
Next, since the original closer was the 

smaller body size, the new closer was mounted 
to the two screw holes on the hinge side and 
the other two screw holes were marked. Then 
I removed the closer drilled the holes installed 
the nut-serts, or rivet nuts. I then installed the 
closer and the arm attached to the door. I cut 
the trim to length and reinstalled it, ready for 
the customer to repaint.  

Stepping Up

The next step up in closer quality is the 
1461. This closer comes with a cover and is 
perfect for most office doors or protected exte-
rior doors. You might compare it to a grade 2 
lockset. Of course, there are a wide range of 
mounting plates, specialized arms and plated 
covers. This closer is also available with a track- 
mounted arm, as some people prefer its look.  

The 4041 series of closer is 
probably the most versatile and 
best all-around closer in their 
lineup. It comes packed for all 
three mounting options, and 
track mounting is also available. 
This is the closer that the power 
assist operator and the 4040SE 
Sentronic closer/holder for 
fire-rated doors are built upon. 

Because of its versatility, I carry this closer on 
the truck to save a trip back to the shop. 

Want something a little bit more heavy 
duty? LCN recently released the 4040XP clos-
er. The XP closer uses a heavier spindle and 
bearing system for more demanding applica-
tions. Let’s look at a couple of recent installs of 
the 4040 line of closers:  

The first install was on a hollow metal 
interior door, which was a heavily used door. 
The original closer lasted several years but it 
was installed on the pull side of the door. Not 
a problem, except that the door opened into a 
corner and, over time, the doorstop failed. So 
the body of the closer became the door stop, 
and eventually it made a hole in the wall. To 
correct the original mount, I mounted it on the 
inside of the door or push side mounting, using 
a parallel arm mount.  

The most difficult part of this install was 

LEFT: The 1461 closer comes with a cover.  
BELOW: This is the holder end of the 4040SE 
smoke holder track. This unit electrically holds the 
door open; it’s released when power is removed 
via a fire alarm control.  

The closer is installed with the 
cover bracket in place.

The Turn 10 Ladies

IN-STOCK & Ready for Delivery

 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 for Christmas Gifts

  •  Quantity Quotes & Terms available

            Extra Safe Specials October - December

Your
Safe Helpers

Get your order in Today... We will help You Sell More Safes.

Call Angela, Kathy, 
Holly or Stephanie.

800-848-9790

Be Ready for more Safe Sales  &  Profits this
Fall & Christmas Season!

Also Available
Fireking • Hayman • Secure Logic • Victor



The Turn 10 Ladies

IN-STOCK & Ready for Delivery

 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 for Christmas Gifts

  •  Quantity Quotes & Terms available

            Extra Safe Specials October - December

Your
Safe Helpers

Get your order in Today... We will help You Sell More Safes.

Call Angela, Kathy, 
Holly or Stephanie.

800-848-9790

Be Ready for more Safe Sales  &  Profits this
Fall & Christmas Season!

Also Available
Fireking • Hayman • Secure Logic • Victor



22 w w w . a l o a . o r gS   o c t o b e r  0 9

the header, which was filled with concrete after 
about 3/8 inch of steel. Usually a hard plate drill 
bit from StrongArm will drill both the steel and 
the concrete nicely, but this time I lost a couple 
of tips in the concrete, which complicated the 
job. Normally jambs are filled with a softer 
grout; this one had lots of gravel. Eventually, I 
fished out the tips and completed the job.  

Double Trouble

The second install we’ll look at was a pair 
of closers, parallel arm mount on aluminum 
glass doors. This was a little more challeng-
ing; the doors originally had Jackson offset 
mounted concealed overhead closers that no 
longer closed the doors. The doors would stop 
about five degrees from closed and had to be 
pushed or pulled closed to latch. The first step 
was to remove the existing closers and track 
from the top of the doors. The biggest problem 
with changing to a parallel arm-mounted closer 
is the header. The bottom of the header is either 
snapped in place or, like this install, is simply a 
cover screwed to the old mounting of the door 
closer. This means there’s nothing to support 
the parallel arm shoe, and this is the most likely 
part to rip free in a strong wind.

Several years ago I faced a similar install 
where I used a sheet metal bracket in the head-
er. This time I used a 3-inch by 1 ½-inch alumi-
num tube. The difference is that the header had 
half-inch returns on both sides, which meant 
that the sheet metal bracket wouldn’t fit. The 
tube actually may be a better option for both.  

Supporting the tube on the inside was easy, 
and pop rivets and the auxiliary bracket were 
installed later. The outside of the tube was 
supported with three screws into the rivet nuts. 
(Each additional fastener adds a little more 
strength to the package.) 

These doors have an additional piece or stop 
that is hollow and the shoes must attach to the 
bottom of this stop. This challenge was solved 
with longer screws and an oversize coupling nut 
used as a spacer. The stop is just shy of 1 inch, 
and a 5/16 inch coupling nut is 7/8 inch long, 
which makes a perfect spacer.  The top rails on 
these doors aren’t wide enough for installing 
closer mounting screws. The solution is to use 
an adaptor or mounting plate; many different 
plate configurations are available, depending 
on your needs. It’s mounted first to the top rail 
and then the closer is mounted to the plate. 

I like to add three pop rivets to the plate.  
Over the years I have seen screws work loose, 
but the rivets seem to hold the package togeth-
er. The last addition is extra support for the 
arm shoe. In this case, I used a piece of 3-inch 
by 1-inch angle aluminum. It was both screwed 
and pop-riveted to the face of the header into 
the aluminum tube as well as to the shoe.  

Top of the Line

The 4010 series is, by far, the best dedicated 
closer on the market. The drawback to this 
closer is also its strength: You must order the 
appropriate closer for not only the hand of the 
door, but also the correct mounting. It’s also the 

only closer with an AVB, or Advanced Variable 
Backcheck, option.

AVB is the only closer designed to withstand 
up to 100 mile per hour winds. Why can it 
handle is the force of 100 mph winds? You 
guessed it — cast iron. A factory representa-
tive indicated that the force built up inside 
the closer can exceed 3,000 psi. The mounting 
must also be supported to withstand the force, 
or the screw will rip out. Use thru bolts on the 
door and, if necessary, provide extra support on 
the frame or even an outside plate on the door 
or frame to support the mounting.    

LCN offers many different arms and mount-
ing plates for different applications. If you have 
a special application, they offer many different 
non-standard templates. I once installed a 4041 
on a chain link fence gate without a header. The 
body was installed on the fence and the arm was 
“V” shaped back to the gate. Just ask and they 
may have a template to suit your needs.  

I’m guessing Lewis c. Norton would be 
very proud of the company he founded so 
long ago.  It’s still producing quality cast iron 
closers that survive in some of the most chal-
lenging installations.   x 

Greg Perry, CML, CPS spent 19 
years in the field performing all 
phases of lock, safe and alarm 
work for Security Engineering. In 
2008, he began working as an 
institutional locksmith for the De-
partment of the Navy. He has been 
named Keynotes’ “Author of the 
Year” twice and has been an ALOA 
ACE instructor for the past 8 years.  

LEFT: The 4111 is LCN’s dedicated closer. The spindle shaft only pro-
trudes on the top, which means there’s no bottom seal to leak. The 
arm is also an EDA, or Extra Duty Arm. Use great care when mount-
ing, as there is little room for error on your dimensions.  
BELOW: The easy part of the job! This is the 4040-18PA drop plate 
installed on the door.  
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Creating an employee handbook  
			   is crucial for enforcing your company’s policies. 
By Tom Demont, CML, AHC, CIL 

By
the

BOOK
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T
the EMPLOYEE handbook is the heart 
and soul of your company; it’s where you 
define your operating guidelines. It’s very 
hard to defend your company policies when 
nothing is in writing — it then becomes a 
situation of doubt. 

When employees take action against 
your company, responses like, “That’s the 
way it’s always been” and “everyone knows 
that,” just don’t cut it with the legal system.  

You can protect yourself and your compa-
ny by creating an employee handbook. My 
first employee handbook was a three-ring 
binder that outlined clothing, grooming, 
hours of operation, pay and wages, night 
calls scheduling and pay, overtime, paid 
holidays, vacation … the list goes on and 
on. Here are some categories I recommend, 
as well as the wording I use: 

NEW EMPLOYEE

This booklet is intended to give you infor-
mation on the general policies and practices 
of “Your Company Name.” It is by no means 
exhaustive in its coverage of topics or in the 
depth of explanation of the topics covered. 
Certain administrative, procedural and 
benefits details and policies are extensive 
and are explained under a separate cover. 
Any questions you may have regarding 
specific policies should be direct to either 
your supervisor or the Human Resources 
Department.

EMPLOYMENT AT WILL

“Your Company Name” firmly believes that 
the employment relationship should be 
an entirely consensual affair. Accordingly, 
employees are free to terminate employ-
ment at any time. Similarly, “Your Company 
Name” retains the right to terminate any 
employee at any time, with or without cause 
or notice. No oral or written statement or 
representation of any employee, supervi-
sor, manager or officer of “Your Company 
Name” can alter this at will status, and 
should not be relied upon for such purpose. 

At the same time, this booklet is not a con-
tract, or evidence of a contract, and does 
not create obligations binding upon “Your 
Company Name.” Further, no statement or 
representation, as outlined above, made 
outside of this booklet creates contractual 
or otherwise binding obligations.

DISCLAIMER

The company reserves the right to amend 
or modify these policies at any time, with 
or without notice. Changes to these poli-
cies can only be granted with the written 
approval of the Owner/President or Vice 
President of Operations.

REAFFIRMATION OF EQUAL 

EMPLOYMENT POLICY

“Your Company Name” is taking this 
opportunity to reaffirm its policy of Equal 
Employment Opportunity. Accordingly, all 
personnel must understand that it is the 
policy of “Your Company Name” to recruit, 
hire, train and promote persons in all job 
classifications, without regard to race, color, 
religion, sex, age, national origin, disability, 
sexual preference or status as a disabled 
veteran of the Vietnam era.

POLICY ON DRUG & ALCOHOL ABUSE

The use of alcohol or drugs which change 
the normal function of the central nervous 
system by either stimulating or depressing 
it (psychoactive drugs) may seriously affect 
your performance and endanger your safety 
and health as well as the safety of other 

employees and customers. The use and/or 
sale of alcohol or psychoactive drugs during 
work hours are, therefore, strictly prohib-
ited. Moreover, if you report to work or work 
while under the influence of intoxicants 
or psychoactive drugs, you will be subject 
to corrective action, up to and including 
termination.

DRUG-FREE WORKPLACE POLICY

It is the policy of “Your Company Name” 
to create and maintain a drug-free envi-
ronment in the workplace, as required by 
the Drug-Free Workplace Act of 1988.  
Controlled substances are identified in 
Schedules I through V of Section 202 
of the Federal Controlled Substances Act 
and include marijuana, cocaine, heroin 
and morphine, as well as barbiturates and 
amphetamines.  

FAMILY / MEDICAL LEAVE ACT

Under the Family and Medical Leave Act 
of 1993 (FMLA), eligible employees are 
entitled to up to twelve (12) weeks of 
unpaid leave per year, or sixteen (16) weeks 
in a two-year period under Connecticut 
law, under specified circumstances, such as 
the birth or adoption of a child, a personal 
illness of a serious nature, or the need to 
care of a seriously ill child, spouse or parent. 
During the term of this leave employees 
will be covered by their existing medical 
coverage and will continue to contribute to 
the cost of this coverage if they are doing so 
at the time the leave begins. Upon return-
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ing from leave, employees are restored to 
the same or an equivalent position. If an 
employee does not return, the company 
may recoup premiums paid during the leave.

HEALTH CARE BENEFITS

Full-time employees of “Your Company 
Name” are eligible to participate in the 
health insurance plan sponsored by “Your 
Company Name” the first of the month 
following their date of hire. We currently 
offer Health Insurance Company Name, a 
preferred provider medical plan with an 
out-of-network option and Dental Insurance 
Company Name.  

SEXUAL HARASSMENT POLICY

“Your Company Name” is committed to 
maintaining a work environment in which 
all individuals are treated with respect 
and dignity and which is free of sexual 
harassment.  In keeping with this com-
mitment, the Company will not tolerate 
sexual harassment of employees by anyone, 
including any supervisor, co-worker, vendor, 
client or customer, whether in the work-
place, at assignments outside the workplace, 
at Company-sponsored social functions or 
elsewhere.

PROFESSIONAL DEVELOPMENT 

TECHNICAL TRAINING POLICY 

“Your Company Name” requires that 
each employee obtain twenty-four (24) 
Continuing Education Units (CEU) per 
year in order to receive an annual merit pay 
increase.

VACATION POLICY

“Your Company Name” recognizes the 
importance of vacation time for our 
employees as a means of achieving a bal-

ance between the demands of work life 
and the need for personal time to relax and 
enjoy the company of family and/or friends.

Vacation time is granted to all full-
time exempt employees of “Your Company 
Name” based on length of service with the 
Company.

Note: My employee handbook offers a 
schedule that shows time allotted for length 
of employment.

 
CODE OF BUSINESS CONDUCT

The following standards are based on fun-
damental policies and practices of “Your 
Company Name” for the conduct of its 
business. They apply to you as an employee 
of “Your Company Name” or one of its sub-
sidiaries. This Code, approved by the Board 
of Directors, has been established because it 
is important that each of us be continually 
aware of the Corporation’s high standards 
of conduct and alert to recognize or antici-
pate the potential situations in which they 
must be applied.

• Drug and alcohol abuse: The use 
or possession of any illegal drugs or any 
alcohol (except at functions where the 
consumption of alcohol has been approved 
by appropriate management personnel) on 
the Corporation’s property is prohibited. 
Employees are also prohibited from being 
on the Corporation’s property or otherwise 
engaged in the conduct of the Corporation’s 
business under the influence of either ille-
gal drugs or alcohol.

• Discipline: Any employee violating 
any of these policies shall be subject to dis-
cipline, including termination of employ-
ment. In some cases, the Corporation may 
have a legal or moral obligation to call 
violations of these policies to the attention 
of appropriate enforcement authorities.

COMPANY LEASED VEHICLES

All employees operating a company-provid-
ed vehicle are responsible for maintaining 
the vehicle per the manufacturer’s recom-
mendations. Routine preventive mainte-
nance on company-provided vehicles is 
mandatory.

Preventative maintenance & repairs

IMPORTANT: Prior authorization from 
“Your Company Name” is required for a 
major repair expenditure of more than $50.

MINOR EMERGENCY REPAIRS

You can pay directly for tire repairs; additive 
purchases (quart of oil, windshield wiper 
fluid, etc.) or other minor items (wiper 
blades, etc.) without contacting “Your 
Company Name” for authorization.

However, you must submit your receipts 
for reimbursement directly to “Your 
Company Name”	

				  
CORPORATE CREDIT CARDS

Every “Your Company Name” employee will 
be offered a corporate credit card subject to 
credit check by the credit card company. 

As you can see, there’s a lot of informa-
tion that goes into your employee hand-
book. Lay out your employee handbook 
yourself so you have all your most important 
areas covered, then give it to your attorney 
to add the boiler plate that will make it 
legal in your state. x 

Tom Demont, CML, AHC, CIL 
has been in the locksmith  
industry for over 50 years. 
He has founded and sold five 
companies and is active teach-
ing and helping companies 
worldwide achieve their goals.

“It’s very hard to defend your company policies when nothing 
is in writing—it then becomes a situation of doubt.”
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Safety First

By Cindy Baldhoff

National Crime Prevention Month provides 
security professionals with a unique 
opportunity to educate the public.
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personal safety,” she says. “It’s critical for 
security professionals to be up on basic 
crime prevention techniques.”

Crime prevention is one of those topics 
that Boykins says is discussed “off the top 
of people’s heads,” but oftentimes isn’t well 
thought-out.

“It’s critical to remind them of the basic 
things. Locksmiths are in a position to be able 
to do that regularly.” 

til a crime occurs.
Michelle Boykins, director of communica-

tions and marketing for the NCPC, says that 
National Crime Prevention Month provides 
security professionals with a unique opportu-
nity to educate the general public.

“We actually have a training department 
that will come out and help educate secu-
rity professionals about how they can work 
with the public to teach them more about 

 Every October, the National Crime Pre-
vention Council sponsors National Crime 
Prevention Month in an ongoing effort to 
increase awareness about the importance 
of safety and crime prevention. Much of the 
month’s focus is on learning better ways to 
ensure better security at both the personal and 
community level. It’s important to reiterate 
this message frequently because, all too often, 
security isn’t given enough consideration un-

A
s the front line of defense in all types of security, locksmiths 
spend most of their time focused on the issue of safety. For 
the average person, however, security is something that isn’t 
given nearly enough thought or attention.
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Individual Efforts

During October, with awareness heightened 
and crime prevention campaigns in full 
swing, it is easier for locksmiths to be able to 
help educate others. But as many have already 
discovered, keeping that interest throughout 
the year can be a tremendous challenge.

“It’s hard to increase awareness be-
cause typically the only segment of our 
customer base that cares about loss preven-

In addition, the NCPC provides locksmiths 
with handouts and resource materials that 
they can make available to their customers. 

“We have rapid response outreach materials 
and we cover a lot of different topics,” Boykins 
says. “We have posters and tip sheets, and they 
can also get free downloads of our brochures 
at our Web site (www.ncpc.org). There are a 
lot of things that they can do to help partici-
pate in educating the community.”

The NCPC’s training team will work with 
security professionals to help them become 
experts at crime prevention in their area. One 
of the most popular training programs they 
currently offer is Crime Prevention Through 
Environmental Design. 

“Our team goes out [with security profes-
sionals] and surveys the area,” Boykins ex-
plains. “They examine the enter area and look 
at what can be done to make it safer. That can 
deal with everything from access control to 
landscaping. It’s about the total picture.” 

By learning such techniques themselves, 
locksmiths increase their value and can help 
keep their communities safer.

Joining Forces

Another way the NCPC is helping enhance 
security across America is by uniting indi-
viduals – including many security profes-
sionals – through the National Crime Pre-
vention Association. 

“This is something that we encourage secu-
rity professionals to join,” Boykins says. “It’s 
a chance to network with other professionals 
and share ideas. They can talk about what’s 
working in their own communities. They can 
get ideas about what other people have done. 
There are great resources of knowledge that 
they can tap into.”

In addition, she recommends that security 
professionals get involved in the Crime Pre-
vention Coalition of America. This group is 
open to organizations; its members include 
federal, state and county government agen-
cies, national organizations, Neighborhood 
Watch groups, youth development organiza-
tions and state crime prevention associations. 
The coalition works on the premise that when 
individuals and organizations come together 
to work with law enforcement, they can have 
a direct impact on crime. 

“If a locksmith is a member of an organiza-
tion, he can encourage that organization to 
join the Crime Prevention Coalition of Amer-
ica,” Boykins suggests. “The coalition repre-
sents 4,000 members across the nation.”

“It’s hard to increase awareness because typically 
the only segment of our customer base that cares 
about loss prevention is our commercial section. Our 
residential customers – especially now – don’t want 
to spend money unless they have to.
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says. “They play an important role in crime 
prevention by offering direction on how you 
can protect your property and yourself.”

At Work, Home and Play

Locksmiths are in a unique position, as their 
knowledge can be applied to both work and 
home situations, as well as to automotive se-
curity concerns. Providing customers with 
knowledge about how to safeguard themselves 
in all of these areas is a way to make the com-
munity safer and can also build more trust 
from that community. 

If education begins at home, then so does 
safety – and more specifically – education 
about home safety. Demont says that pro-
viding consumers with information about 
their locks is an important step in changing 
consumers’ misconceptions that all locks are 
created equal.

“O ne  w ay  t o  e du c at e  c on s u m-
ers is to offer them different levels of 
protection,” he advises.

He says explaining the American Na-
tional Standards Institute ANSI grading 
system for locks - Grade 1, Grade 2 and 
Grade 3 – is a good way to illustrate the 
difference in quality.

“Grade 1 is the best for external and high 
use doors for commercial purposes, while 
Grade 2 is usually used on residential exte-
rior doors,” he says. “Locksmiths should use 
this system to explain the quality within the 
grading system and let their customer make 
the final decision.”

In addition to resource materials about 
safety from the NCPC, Demont says lock-
smiths can obtain literature from their lock 
manufacturer to help educate consumers 
about quality and safety.

Other areas where the NCPC is focusing 
its efforts include raising awareness about 
automotive safety, the issue of bumping and 
the importance of buying the right locks for 
their home. With a growing number of people 
working from home, they also have released 
a brochure that addresses how to work safely 

deadbolt strike reinforcement plates. This is 
something that’s very easy to install and will 
give the most protection against the smash- 
and-grab burglaries that are becoming so 
common today.”

Despite the fact that consumers aren’t nec-
essarily clamoring for additional information, 
Demont says it is the locksmiths’ responsi-
bility to step up to the plate and make sure 
that they can provide the professional advice 
needed. He said getting certification through 
the ALOA Proficiency Registration Program 
(PRP) is an important step, as it gives lock-
smiths the credentials that add another level 
of trust for the consumer.

“The public looks to locksmiths as the most 
knowledgeable source for security needs,” he 

tion is our commercial section,” says Tom 
Demont, CML, AHC, CIL. “Our residential 
customers – especially now – don’t want to 
spend money unless they have to.”

He suggests that locksmiths work with 
their local police departments to offer crime 
prevention training to the department. They 
can also provide samples to show the com-
munity that illustrates the different types of 
locks and security available.

“One of the biggest misconceptions out 
there in home security is that a deadbolt 
will solve all of your problems,” he says. 
“Locksmiths should explain that a deadbolt 
is only as good as the door and frame it is 
installed on. The one item that makes more 
sense than anything else they do is to offer 

“One of the biggest misconceptions out there in home 
security is that a deadbolt will solve all of your problems,”
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The brochure is available at no charge 
from the National Crime Prevention Coun-
cil and can be used as supplemental mate-
rial to help educate customers about their 
security needs.

Teaching the community about security 
is a long-term, ongoing effort. But thanks to 
organizations like the NCPC and ALOA, it’s 
an education process that is taking root and 
making a difference.  x

from home. (Their tips include concealing 
expensive computer/office equipment from 
outside viewers and installing solid doors 
with good, solid locks.)  

Finally, the NCPC has teamed up with 
Medeco Security Locks to publish a 12-page 
brochure called “Locking Your Home.” This 
colorful brochure helps explain in simple lan-
guage just how important it is for consumers 
to secure their home, and provides explana-
tions of ways to secure specific settings – such 
as garage doors, front doors with glass, etc. 

More Info

6To contact the National 
Crime Prevention Council for 
resource materials and more 
information, or to contact the 
NCPC Training Department, call 
(202) 466-6272 or visit www.
ncpc.org

6For more information on 
the National Crime Prevention 
Association, call (202) 466-6272 
or visit them online at www.
ncpc.org/programs/national-
crime-prevention-association

6For more information on the 
Crime Prevention Coalition of 
America, contact the National 
Crime Prevention Council.

Cindy Baldhoff is a freelance writer based in Dallas, 
Texas. 

“One way to educate consumers is to offer them 
different levels of protection. Locksmiths should … 
explain the quality within the grading system and let 
their customer make the final decision.”
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A look at proposed regulations that affect you

Making it Official
What you need to know to get a Locksmith Day 
proclamation.
By Tim McMullen, JD, CAE

I recent years, chapters and associations have become more active in getting their state to 
recognize Professional Locksmiths Day. This revival was begun by Lee Griggs, CML of 
the South Carolina Locksmith Association and picked up on by John Dorsey, CML of 
the Indianhead chapter of ALOA (See Keynotes, October 2000 issue). “I took the bull 
by the horns and found a lamb,” says John on the ease of getting a proclamation from the 

Governor’s office. But why bother? 
Many people still do not fully understand the breadth of the work locksmiths do. “Cutting 

keys” seem to be our pigeonhole in life. A proclamation by the state is a wonderful tool in mar-
keting and promoting the profession by saying exactly what you do in each “WHEREAS.” This 
helps legislators, especially in the totality of the security industry. Bills are often introduced by 
other industries that affect locksmithing, but a state representative or senator does not understand 
why locksmiths should be concerned. This is because they, too, don’t understand that the work 
locksmith’s do is crime prevention. You can take that proclamation and submit it to just about 

any newspaper, and they will more than likely 
either run a story on it, or at least print the 
proclamation itself.

But where does one start? In most states, 
a proclamation is treated just like a piece of 
legislation. You’ll have to author it, hand it 
over to your representatives, they introduce it, 
it’s voted on and finally the governor signs it. 

“It takes a little while to get the language 
right on what the profession is about,” says 
Bill Smith, RL of the Fox Valley Chapter of 
ALOA, who has worked on proclamations 
for Wisconsin.
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SAMPLE LANGUAGE

WHEREAS, professional locksmiths play a major role in the pre-
vention of crime as well as helping to secure homes and automobiles 
and the individuals who use them; and
WHEREAS, professional locksmiths design 
and implement all types of security systems for 
churches and schools, industry and institutions, 
as well as commercial business of all kinds, and 
private homes; and
WHEREAS, professional locksmiths respond 
to calls 24 hours a day, 7 days a week, 365 days 
per year; and 
WHEREAS, professional locksmiths dedicate 
endless hours of time and funds to advance their 
education in certified Associated Locksmiths of 
America (ALOA) courses: and
WHEREAS, professional locksmiths must be 
knowledgeable of all laws and the rights of 
property owners; and
WHEREAS, professional locksmiths make 
available, open, repair and offer advice on the 
multitude of safes for protection from burglary, 
fire, electronic data, theft of deposits, as well as 
protecting family treasures and heirlooms; and
WHEREAS, professional locksmiths are an 
effective resource in crime prevention and work 
and-in-hand with law enforcement;
NOW, THEREFORE, I, (GOVERNOR’S 
NAME), Governor of the State of (STATE) do 
hereby proclaim DATE
PROFESSIONAL LOCKSMITHS DAY
In the state of STATE, and I commend this 
observance to all citizens.

When should there be a  

Professional Locksmiths 

Day? 

October is the National Crime Prevention 
Council’s (www.ncpc.org) National Crime 
Prevention Month. Find out when your state’s 
month is by calling the governor’s office and plan 
accordingly. You don’t have to wait until October. 
Remember, most state legislatures only run from 
January to June each year, so you must get your 
proclamation in early (pre-filing in November or 
December the year before is always a good idea).

Finally, it’s a good idea to have a ceremony around the presenta-
tion of the proclamation. Invite the legislator who introduced the 
bill (or better yet, the governor) to a special chapter/association 
meeting. This is the best PR at no cost! x
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NORTH CAROLINA

Number: SB 1073
Sponsor: John Snow
Abstract: Changes the definition of an alarm system device to a 
monitored or recorded access control device or camera.
Status: Chaptered.

NEW JERSEY

Number: AB 3558
Sponsor: Rible
Abstract: Provides that only licensed locksmiths may program 
motor vehicle transponder keys.
Status: In Regulated Professions committee.

Number: SB1207
Sponsor: Bucco
Abstract: Requires replacement of door and ignition locks on 
county and municipal vehicles prior to sale.
Status: In Community and Urban Affairs committee.

PENNSYLVANIA

Number: HB1544
Sponsor: Boyle
Abstract: Establishes licensing for security systems, which includes 
access control and CCTV.
Status: In Professional Licensure committee.

Legislative Report (as of 10/01/2009)

NOTE: Some legislatures have a carry-over session into 2010. 
Included are the legislatures who have adjourned, but the bills 
have been carried-over:

GEORGIA

Number: HB 107
Sponsor: H. Geisinger
Abstract: Creates the State Board of Locksmiths; to provide for 
the membership, duties and powers of such board; to provide for 
fees; to provide for the licensing and registration of locksmith con-
tractors, locksmiths and apprentices; to provide for qualifications 
for licensing and registration; to provide for continuing education.
Status: Carried over to next session.

HAWAII 

Number: HB 344
Sponsor: Chang
Abstract: Requires licensure for and regulation of locksmiths.
Status: Carried over to next 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 electri-
cian licensing system intact.
Status: In Joint Telecommunications committee.

Orlando is the place where 
anything can happen. And during 

the fi rst of August 2010, it’s 
where locksmiths and security 
professionals will discover the 

true meaning of business 
and pleasure.

The 54th Annual ALOA 
Convention & Security Expo

August 1-8, 2010

Orange County Convention 
Center & Hilton Orlando

Orlando, Florida
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Legislative Report (as of 10/01/2009)

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.

do you have  
    what it takes?

gimme’ five.

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?

Presidents Club Ad_QtrPg.indd   1 4/14/09   12:46:46 PM

It’s time to renew or join the LAN Council! If you contribute 

$100 or more to the Legislative Action Fund you become 

a member of the prestigious Legislative Action Network 

(LAN) Council. The Council is an important instrument in 

raising the standards of our profession through the legisla-

tive process by making sure that locksmiths have the final 

say in how our industry will be run. As a Council member, 

you will receive:

• �Emailed the quarterly Legislative Action Network Update 

alerting you to important legislation in your state and 

around the country

• Invitation to “LAN Council Only” conference calls

• �A comprehensive guide to lobbying in your state capital, 

so you can be the “voice of ALOA” to legislators

• �A lapel pin designating you as a special ALOA LAN 

Council member 

• Recognition in Keynotes magazine

• �Invitation to exclusive functions at the annual ALOA con-

vention

• �Complimentary Legislative Convention gift (for those in 

attendance).

You may renew or join at $100 or more through your dues 

invoice or securely online:

• Log into the ALOA Store at http://www.aloa.org/store

• Click on “Legislative Funds”

• From there you can join at four different donor levels

• Add this to your basket and check out! 

Note: If this is the first time you have used the ALOA 

Store, you will need to set up a username and password.

Donations made to the Legislative Action Fund are not tax 

deductible as business expenses under IRS Regulations.

Renew or become a Legislative Action 
Network Council member today!

RHODE ISLAND

Number: HB 6085
Sponsor: Palumbo
Abstract: Adds locksmith services to the alarm licensing act.
Status: Carried over to next session.

SOUTH CAROLINA

Number: HB 3956
Sponsor: G.R. Smith
Abstract: Offense to have lock bumping tools with the intent to 
commit a crime. Exception for locksmiths.
Status: In Labor, Commerce and Industry committee.

VERMONT

Number: HB 368
Sponsor: Scheuermann
Abstract: An alarm licensing bill that includes access control and 
CCTV. Requires NBFAA Level One training.
Status: Carried over to next session.

WASHINGTON

Number: HB 1531
Sponsor: McCune
Abstract: Directs the department of labor and industries to require 
applicants for registration and renewal who perform locksmith ser-
vices to complete a fingerprint-based background check through the 
Washington state patrol criminal identification system and through 
the federal bureau of investigation.
Status: Carried over to next session.

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.  

A SEcurE FuturE? 

It’s A Lock.

InFOrmAtIOn And AppLIcAtIOnS Are AvAILABLe At  

www.securityscholarship.org  

Submit completed forms to scholarship@aloa.org. 

ASF_FP ad.indd   1 3/25/09   6:05:15 AM
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Manufacturers

a zDistributors

1st 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 Intl.

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

Cook’s Building Specialties

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

Creative Vision Electronics

Phone: (201) 905-9211
Fax: (201) 4618556
www.cveamericas.com 

Dire’s Lock & Key Co.

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

Direct Security Supply Inc.

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

Doyle Security Products

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

Dugmore and Duncan Inc.

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

E. L. Reinhardt Co. Inc.

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

Evva High Security Locks 
Puerto Rico

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

H.L. Flake Co.

Phone: (800) 231-4105
Fax: (713) 926-3399
www.hlflake.com

Hans Johnsen Co.

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 Inc.

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

Intermountain Lock & Security

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

L V Sales Inc.
Phone: (323) 661-4746
Fax: (323) 661-1314
www.lvsales.com

Lockmasters Inc.
Phone: (859) 885-6041
Fax: (859) 885-7093
www.lockmasters.com

Locks Co.

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

Locksmith Ledger Intl.

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
www.rmrempire.com

Security Distributors Inc.
Phone: (800) 333-6953
Fax: (612) 524-0166

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

A & B Safe Corp.
Phone: (800) 253-1267
Fax: (856) 863-1208
www.a-bsafecorp.com

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

ABUS KG
Phone: (49) 23 35 634 0
Fax: (023) 35 634 110
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

Access Security Products Ltd.

Phone: (905) 337-7874
Fax: (905) 337-7873
www.access-safe.com

Adrian Steel Co.

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 Co. Inc.

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

American Security Products

Phone: (800) 421-6142
Fax: (909) 685-9685
www.amsecusa.com

Bianchi USA Inc.

Phone: (800) 891-2118
Fax: (216) 803-0202
www.bianchi1770usa.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, x292
Fax: (714) 677-1299
www.ddtechglobal.com

DETEX Corp.

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

As of September 2009
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Jet Hardware Mfg., Co.

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

KABA ILCO Corp.

Phone: (252) 446-3321
Fax: (252) 446-4702
www.kaba-ilco.com

KEY-BAK/West Coast Chain Mfg.

Phone: (909) 923-7800
Fax: (909) 923-0024
www.keybak.com

Kenstan Lock Co.

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

Lucky Line Products Inc.

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

M.A.G.  Manufacturing

Phone: (714) 891-5100
Fax: (714) 892-6845
www.magmanufacturing.com

MakeLocks Manufacturer Co. Ltd.

Phone: (86) 21-62196785
Fax: (86) 21-62196736
www.makelocks.com

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

Medeco

Phone: (540) 380-8561
Fax: (540) 380-5010
www.medeco.com

Mil-Comm Products Co. Inc.

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

Olympus Lock Inc.

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

Pacific Lock Co.

Phone: (888) 562-5565
Fax: (818) 678-6600
www.paclock.com

Peterson Manufacturing

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

RA-Lock Co.

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

ROFU Intl. Corp.

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

Rutherford Controls Intl. Co.

Phone: (519) 621-7651
Fax: (519) 621-7939
www.rutherfordcontrols.com

Sargent Manufacturing Co.

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

Schwab Corp.

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

Securam Systems Inc.

Phone: (805) 388-2058
Fax: (805) 383-1728
www.securamsys.com

Securifort Inc.

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

Securitron Magnalock Corp.

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

Service 
Organizations

Domino 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 Intl.

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 Co. Inc.

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

HPC Inc.

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

HY-KO Products Co.
Phone: (330) 467-7446
Fax: (330) 467-7442

Hammerhead Industries Inc.

Phone: (805) 658-9922
Fax: (805) 658-8833
www.gearkeeper.com

Ingersoll Rand Security 
Technologies

Phone: (317) 810-3801
Fax: (317) 810-3989
www.schlagelock.com

JMA USA

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

Jackson Corp.

Phone: (877) 394-8338
Fax: (800) 888-6855
www.jacksonexit.com

Security Door Controls

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

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

Sunnect Inc.

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

Townsteel Inc.

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

Trine Access Technology

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

UCA Inc.

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

Ultra Lift Corporation

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

WMW Innovation Co.

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

Allstate Insurance Co.

Phone: (847) 551-2181
Fax: (847) 551-2732
www.allstate.com

Compusource Corp.

Phone: (770) 564-0060
Fax: (770) 381-8257
www.compusource.com

SentryNet

Phone: (850) 434-0087
Fax: (850) 434-0034
www.sentrynet.com
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April 19-24, 2010
CONVENTION

Dial In Success
The industry’s exclusive education and networking event, the annual SAFETECH 

Convention & Tradeshow brings together safe and vault technicians from around 

the globe for in-depth training, exposure to new products and technology and the 

opportunity to make the business connections that count.

Education: With a new, five-day line-up that includes more than 30 classes focused on installation, 

operation, manipulation and maintenance, whether a beginner or seasoned professional, you will walk 

away with the skills, information and insight you need to maintain your competitive edge.

ExposurE: SAFETECH, year after year, brings together the best, the latest, the most relevant tools and 

equipment currently being used in the industry. If you want to see hundreds of products at one time, in 

one location, there’s only one place to be—SAFETECH 2010.

nEtworking: From the annual Bazaar Night and the Harry C. 

Miller Manipulation Contest to the SAVTA Kick-Off Party 

and Live Auction, SAFETECH 2010 will once again be 

filled with powerful opportunities to practice your 

skills, wheel and deal and make those crucial 

connections that keep your business booming. 

Education: apRil 19-23, 2010

Exhibits: apRil 24, 2010  

for details, visit www.savta.org or contact us 

at 800.532.2562 or convention@savta.org.
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Employment

Wanted to buy/sell

Looking for an Experienced Locksmith
Montana Lock & Security has been in business for 20 years.  We’re 
located in beautiful Missoula, MT.  We are looking for an experienced 
locksmith seeking fulltime position.  Experience in residential, com-
mercial, and automotive required however we are willing to train a self 
motivated person with less experience.  Good driving record a must.  
Pay DOE plus bonuses and benefits.  Please call Peter for further info 
@ 406-542-2472 or fax resume to 406-542-3221. 11/09

MOBILE BUSINESS FOR SALE
Mobile business in Northeast Mississippi in it’s 25th year.
Same phone # and fax #. No automotive, no nights and no weekends. 
More than 75% commercial work. Only locksmith in county. 
Call 662 324-BOLT (2658) or fax 662 324 SAFE (7233). 
E-mail rulecml@ebicom.net. 12/09

For Sale
HPC MiniGroove sidewinder machine, like new for $600.00 lists for 
$1900.  Contact me at wemloxmith@aol.com. 12/09
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Exhibits: apRil 24, 2010  

for details, visit www.savta.org or contact us 

at 800.532.2562 or convention@savta.org.
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By Greg Perry, CML, CPS

R
ytan has produced high 
quality key machines, 
locksmith tools and other 
products since being found-
ed by brothers Mike and 

Sam Sopko in 1983. Their newest code 
machine, the RY2800, is now being sold. 

The RY2800 uses all the cards from 
other manufacturers, like the HPC 1200, 
and it’s also designed to use cards being 
developed by Rytan. 

This machine’s needles are larger than 
most, which makes them easier to see and 
capture between two pieces of plastic. This 
prevents the problem with the occasional 
card going over the top of the needle. 

Adjusting this machine is a breeze; 
thanks to a micrometer dial on the front 
of the machine. The scale gives an easy-
to-follow a guide instead of guessing 
that you’ve turned the wrench the “right 
amount.” Another big advantage is that 
spacing is adjusted with an Allen wrench 
on the side of the machine.  Rotating a 
release bar allows the cutter head to tilt 
right or left for cutting Medeco keys.

Changing the cutter is also easier on 
this machine.  Instead of using a wrench, 
this machine has a built-in cutter shaft 
lock requiring only a single wrench.  This 
is a well-thought-out machine, designed 
with service and function in mind. If you 
like this style of code machine you should 
take a closer look!  

For a better look at the RY2800 or their 
line of tools, visit Rytan.com. x

The RY2800 is the newest code machine from Rytan, and is available now. Suggested dealer price 
is $1,895.

Product showcase
Take a closer 
look at Rytan’s 
RY2800





A Division of The Eastern Company
301 West Hintz Road | Wheeling, IL 60090 | Telephone: 800.733.8588 | Fax: 847.537.1881
www.cclsecurity.com
A Proud Union Company. (S.E.I.U.) 

� Wood or Metal Applications!
� Easily Resettable Combinations!
� Easy to Read Numbered Buttons!
� Easy to Use Molded Thumb Turn!
� Numerous Combinations Available!
� Easily Retrofits Existing Locks!
� User Friendly Installation Instructions!
� Mechanical: No Batteries Needed!
� Easily Adapted to Doors or Drawers!
� Brushed Chrome and Brass Faceplates!
� Latex Free for Hospital Use!
� Stock Items Available!

FOR CABINET DOORS
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