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1.800.231.4105    www.hlflake.com

SECURE & 
DEPENDABLE
At H.L.Flake Security Hardware
we value customer relationships 
and make sure your needs are met. 
Your satisfaction is job one.

· Over 20,000 items from more than 
 170 manufacturers in stock

· Competitive prices

· Quick delivery

· Same day shipping

· Free freight program

· Knowledgeable staff

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 

 
 

 

 

 

 

 



Small business members of the Associated Locksmiths of America, Inc. receive
U.S. Chamber of Commerce membership benefits at no additional charge.



who attended this year’s
convention in Dallas. If you were unable to attend,
we missed you. As always a wide variety of well-
attended classes were offered to assist us in our
everyday tasks as locksmiths and business owners.
We appreciate those who attended as well as the
instructors who took the time necessary to help
educate our members.

The trade show showcased many new products as
well as some old ones that are still new to many.
Most would say the best thing about convention is
the opportunity to learn from others, whether that
be from taking a class, listening to the powerful
message from the guest speaker Bryan Dodge,
talking to distributors or talking to a fellow locksmiths
who have been there and done that. We can learn
so much from each other and the convention gives
us the time and opportunity to do so. 

This year has been very productive in bringing about
new and exciting member benefits:

1. Keynotes has now been placed on the website
with an archive of past issues

a. There is a new monthly member 
spotlight article

b. New monthly exhibitor spotlight article

c. A new marketplace section

d. And a new monthly business article

2. NASTF – The National Automotive Service Task
Force is working as planned with more auto
manufacturers joining nationwide participation
everyday. Make sure you register today to take
advantage of this program.

3. The PRP will soon be available as a web based
test that can be taken at select testing facilities
throughout the country.

4. The new automotive PRP available by convention
next year.

5. The website has been updated. Look for more
updates soon

6. Time was spent developing a vision for the future
of our association

a. A new name contest. Our members do more
than just locksmithing; we are security professionals.
The question is do we want to change our name to
reflect the changes in our profession, or keep the
same name. Our members will decide. Look for
details of this contest in Keynotes coming soon.

7. Member get-a-member contest. This new
program rewards members for recruiting new
members. Individuals and chapters are
encouraged to participate. Who better to inform
people of the benefits of ALOA than YOU, and you
get rewarded for it.

8. www.findalocksmith.com  – This year we formed a
partnership with several manufacturers to promote
using an ALOA certified locksmith for installation of
their products. ALOA keeps this website up to date
with our current members. This is an opt-in-website
so make sure you sign up today to be included in
this great free membership benefit.

9.  A new weekly electronic newsletter will be
emailed to all members that have a current email
address on file. Make sure you update your
information so that you don’t miss out on this new
exciting benefit.

Thank you to our outgoing Board members, C.D.
Lipscomb, CML, CPS, CIL and Hans Mejlshede, CML,
and welcome to our new Board members Harry
Sher, CML, CPS and Takashi Kuwana, CRL.

Now is the time to make plans for next year in Las
Vegas August 8 - 15. Convention is where it all
happens. Don’t miss it!

As always, If you have a suggestion that you think
will make ALOA better and stronger, please email
them to me at president@aloa.org or mail to PO Box
17944 Tampa FL 33682-7944.

Thank you,

Ken Kupferman, CML, CPS
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Mission Statement: The Associated Locksmiths of America, Inc. is dedicated to enhancing the professionalism, education and ethics among 
locksmiths and those in related sectors of the physical security industry. With approximately 8,000 members in the United States, Canada and the free-
world, ALOA is poised to help members obtain the knowledge, the strength, and the confidence to perform their role in the physical security field with
pride and dignity. But it is only through active involvement and participation that ALOA can fully achieve its potential—and can help members to
achieve theirs.

Policies: Keynotes® is the official publication of the Associated Locksmiths of America, Inc. (ALOA). Keynotes® acts as a moderator without approv-
ing, disapproving, or guaranteeing the validity or accuracy of any data, claim, or opinion appearing under a byline or obtained or quoted from an ac-
knowledged source. The opinions expressed by the authors do not necessarily reflect the official views of ALOA. Also, appearance of advertisements
and new products or service information does not constitute an endorsement of products or services featured by the Association. The Association does
not accept responsibility for the inaccuracy of any data, claim, or opinion appearing in this publication, due to typographical errors on the part of the
authors, Association staff or its agents.

Editor’s Note: This publication is designed to provide accurate and authoritative information in regard to the subject matter covered. It is provided and
disseminated with the understanding that the publisher is not engaged in rendering legal or other professional services. If legal advice and other ex-
pert assistance is required, the services of a competent professional should be sought.

Authors’ Payment: Payment for eligible submissions to Keynotes will be based on the following criteria: topic, time spent and past contributions. Authors who
regularly submit to Keynotes® are generally paid a higher rate. The latter is especially true of authors who write to fit specific editorial needs and submit said copy
by Keynotes® deadlines. As a general guideline: Average payment for a 750 word, business or ‘light’ technical article would be $200. Payment for a 1500 word
article involving significantly higher time and research efforts would be $400.

Payment will not be offered for articles submitted by ALOA employees or members of the ALOA Board of Directors (unless material is of a technical na-
ture), nor for articles submitted by a company that promote that company’s products or services. ALOA reserves the right not to pay for articles sub-
mitted by an individual(s) that promote a particular company’s products or services.

Disclaimer: The Associated Locksmiths of America, Inc., (ALOA), reserves the right to refuse any article for any reason. Additionally, ALOA reserves the
right to edit, amend or modify any article submitted for publication in order to preserve technical accuracy, clarity, fairness or grammatical correctness.
ALOA will make the best efforts to notify the author of any changes. The extent of ALOA’s liability for any article or information contained therein will be
a notice of correction or retraction in the next possible issue.

Keynotes® (ISSN 0277 0792) is published monthly except for the combined June/July issue by The Associated Locksmiths of America, Inc., 
3500 Easy St., Dallas, TX 75247-6416. Telephone: (214) 819-9733; FAX (214) 819-9736; e-mail aloa@aloa.org. Subscription rates for 
members—$15.00 per year. Periodical class postage paid at Dallas, Texas. POSTMASTER: Send address changes to: Keynotes, 3500 Easy St., Dal-
las, TX 75247-6416. © Copyright 2003, All rights reserved. No part of the contents may be reproduced or reprinted in any form without prior 
written permission of the publisher.

Additional contact information for the ALOA Board is available on the ALOA website—

www.aloa.org or by contacting the ALOA office at 3500 Easy Street; Dallas, TX 75247;

(800)532-2562; FAX (214)819-9736; e-mail aloa@aloa.org.
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AE
APO
James E. Smith 
Sponsor: Shane M. Varney
CRL, CPS

AL
Gadsden
William A. Ragan,Jr CRL
Steve  Jordon 
Pelham
Timothy C. Richardson CRL
Sponsor: Robert J. McCormick
CRL

CA
Anaheim
Ameen T. Roby 
Campbell
James S. Chalmers 
Thomas M. Chalmers 
Newhall
Perry J. Irelan 
San Bruno
Dennis  McEntire 
Sponsor: Gregory A. Parks CRL

Torrance
Doron  Averbuch 

DE
Lewes
Michael B. Price 

FL
Orlando
Leonard M. Esposito 
Tampa
John M. Niles 
Sponsor: Ken  Kupferman
CML,CPS

GA
Atlanta
Carlin  Jones 
Sponsor: Hezekiah  Montia 

Buford
Ronald Joseph Willitzer 
Clayton
David E. Smith 
Sponsor: John T. Grist CML, CPS

Danny L. Barnett 
Sponsor: John T. Grist CML, CPS

Fayetteville
James H. Cashwell 
Sponsor: Harold L. Hardy CRL

Sponsor: Fred A. Brudnowski
CRL

Savannah
Christopher V. Jones 
Sponsor: John T. Grist CML, CPS

HI
Honolulu
Brett  Najt 
Sponsor: Joseph W. Whitaker
CPL

Princeville
Dennis  McQuillin 
Sponsor: David R. Hamman 

IL
Dekalb
Kristen  Hickey 
Downers Grove
Patricia R. Schaer 
Sponsor: William T. Beranek 

Roselle
John D. Young
Sponsor: David M. Metz CRL 

Taylorville
Roy A. Hendricks 

IN
Camby
Raymond  Deissler 
Sponsor: Jim  Williams CRL

Indianapolis
Duane  Morgan 
Sponsor: Jim  Williams CRL

Plainfield
Jerry  Strawder 

LA
Slidell
Krafft  Muller 
Sponsor: Robert J. Reynolds
CPL, CPS

Vidalia
Ruth P. Sawyer 
Sponsor: Bruce J. Tarbet CML,
CPS

Sponsor: Glen A. Sawyer CRL

MD
Clinton
Paul  Savage 
Ellicott City
George A. Spencer, Jr 

MI
Lynnwood
Douglas G. Greiner 
Sponsor: Keith E. Whiting CML,
CFL

MN
Minneapolis
Robert E. Justen 
Sponsor: Paul M. Justen 

MO
Carrollton
William A. Scheel 
Sponsor: William P. Grant CRL

Independence
James  Corum 
Sponsor: Gregory P. Fasse CRL

MT
Great Falls
Michael  McCool 
Red Lodge
John D. McCampbell 
Sponsor: Harold D. White CML

NC
Fayetteville
Timothy  Noszek CRL
Sponsor: Granger L. Marley
CML

Lawrence  Boivin 
Harrisburg
Nathan  DelCamp 
Sponsor: Glenn J. Carrigan CRL

Raleigh
Dan  Eisner 

NM
Los Alamos
Christopher  Fugard 
Sponsor: David J. Killip CML

George A. Erickson 
Sponsor: David J. Killip CML

NV
Las Vegas
Ted  Harns 
Sponsor: John P. Williams CRL

NY
Cochecton
Scott  Cendroski 
Somers
Eric  Zohar 

OH
Cleveland
James  Kennelly 
Sponsor: Robert W. Duman Sr,
CML

OK
Miami
Clifford W. Short 

OR
Independence
Trevor C. Chase 
Sponsor: Keith E. Whiting CML,
CFL

McMinnville
James P. Rodgers 
Sponsor: Jody S. Fisher CRL

PA
Sharpsville
Daryl L. Paddock, Sr 
Sponsor: Clifford D. Lipscomb
CML, CPS

TN
Franklin
David W. Sutton 
Sponsor: Richard A. Thurman
CRL

Memphis
William  Stolarski
Sponsor: Danny R. Knight CRL 

TX
Abilene
Gary  McDonald 
Sponsor: James V. Hawley CRL

Sponsor: Clifford D. Lipscomb
CML, CPS

Austin
Joseph T. Peach 
Denison
Rex  Rodgers Jr
Sponsor: Clifford D. Lipscomb
CML, CPS

Fort Worth
Richard Scott Lubniewski 
Sponsor: Scott E. Cook 

Friendswood
Gregory  Graham 
Granbury
William A. Hardin 
Sponsor: Edward M. Akerley 

Houston
Jose Elias Huerta 
Richardson
John H. Buckholt 
Sponsor: Elgin T. Mull CML

San Antonio
Tom  Richards 
Sponsor: Don  Hiser Jr

Texarkana
Gary  Ferguson 
Larry W. Parker 
Richard T. Ogburn 
Tomball
Chris  Howard 
Sponsor: John P. Williams CRL

UT
Cedar City
Brett  Hansen 

WA
Moses Lake
James A. Thompson 
Sponsor: Keith E. Whiting CML,
CFL

Puyallup
Jason  Hanks 
Seattle
Eric D. Hayes
Sponsor: Mitchell  Peters CRL 

Tyler G. Case
Sponsor: Mitchell  Peters CRL

Adam C. Posadas 
Woodinville
David R. Stefurak 

WI
Green Bay
Gregory J. Vandersteen 
Sponsor: Thomas G. Vander-
steen CML, CPS

Canada

AB
Edmonton
Patrick  Frick 

ON
Brampton
Mathieu  Roy 

Hamilton
Harold L. Fillier 
Sponsor: Larry A. Polmateer 

Central America
Belize
Dudley  Lopez 
Sponsor: Stewart J. Levine CML

Peoples Republic

of China
Singapore
Philip  Tan 

Ireland
Ravensdale Dundalk
Nicholas P. McGinn 
Co Kerry
Peter  Moynihan

Israel
Tel Aviv
Sam  Cohen 

Japan
Kamakura
Katsuei  Nishida 
Kiyoto City
Katsuo  Nishigori 
Sponsor: Keiryu  Tsukishiro CRL

Kodaira-shi, Tokyo
Yuuji  Sagawa CRL
Sponsor: Keizo  Takahashi CRL

Kumamoto
Eiichi  Takashima 
Sponsor: Yasuhide  Yoshida 

Tokyo
Naoto  Sugimoto 
Sponsor: Yuuji  Sagawa CRL

Yokohama Kana Wa
Tadashi  Sakura 
Sponsor: Keizo  Takahashi CRL

Yokohama, Kanagawa
Kazuhiko  Ide 
Sponsor: Toshihiro  Asano 

Great Britain
Crewe
Simon  Griffiths 
Sponsor: Robert E. Mock 

Portsmouth Hampshire
Bryan  Underdown 
Sponsor: Robert E. Mock 

Saxmundnam Suffolk
Brian  Meynell 
Sponsor: Robert E. Mock 

Surrey
Thomas  Jenkins 
Leyland
Tony  Astley 
Staines
James Duckworth
Sponsor: Jason Dorner

These applicants are scheduled for clearance as members of ALOA. The names are published for member review and 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. Active Membership applicants (a) have worked in the industry two or more years. Allied Membership (AL) 
applicants are not locksmiths, but work in a security-related field. Apprentice Membership (AP) applicants have worked in the industry less than two years.

[applicants for membership]
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Las Vegas, Nevada august 8–16

� Roll The Dice!
Send Complete information along with registration forms and a class description list.

� ALOA Membership Info
Please send information regarding ALOA membership

Name

Company

Address City St Zip

Ph. Fax Email

Complete and return this form to: Associated Locksmiths of America • 3500 Easy St. • Dallas, TX 75247 • Fax: (214) 819-9736



UPCOMING ACE CLASSES
Aug. 18 - 23, 2008 Dallas, Texas • ALOA Training Center • ALOA Education

800-532-2562x101 • education@aloa.org • www.aloa.org
Six-Day Basic Locksmithing Course

Aug. 24 - 26, 2008 Dallas, Texas • ALOA Training Center • ALOA Education
800-532-2562x101 • education@aloa.org • www.aloa.org
Servicing Aluminum Storefront Doors, Exit Devices & Exit
Alarms w/L-16 PRP, Complete Door & Door Closer w/L-05

Sept. 6 & 7, 2008 Mobile, Alabama • Alabama Locksmiths Association
Barbara McGowing • 205-338-1150
Basic Electricity & Electronics w/L-13 PRP, Installing & Servicing Ac-
cess Control w/L-40 PRP

Sept. 19 & 20, 2008 Pryor Lake, Minnesota • Doyle Security Show • Eric Edquist
612-521-6226 • eedquist@doylesecurity.com • doylesecurity.com
Advanced Automotive Lock Service, Forensic Locksmithing,
Motorcycle Locksmithing w/L-22 PRP, Forensic Locksmithing

Sept. 19 - 20, 2008 El Paso, Texas • NMLA • Laura Milliorn, CRL
915-821-3212 • hasslefreelock@sbcglobal.net
Basic Locksmithing I & II, Safe Lock Servicing & Troubleshoot-
ing w/L-24 PRP, Basic Electricity & Electronics w/L-13 PRP,
Electronic Safe Locks, Servicing & Installing Access Control
w/L-40 PRP

Sept. 27, 2008 Casper, Wyoming •Wyoming Locksmiths Association
Jim O’Grady • 307-234-5932 • Electronic Safe Locks

Sept. 27, 2008 Colorado Springs, Colorado • Central & Southern 
Colorado Locksmith Association • Phillip Poindexter, CRL 
719-269-1470 • hardexter@msn.com • www.csclaco.org/cscla
Safe Lock Servicing & Troubleshooting w/L-24 PRP

Sept. 29–Oct. 4, 2008 Appleton, Wisconsin • Fox Valley Technical College
Jerry Antoon • 800-735-3882x2482 • antoon@fvtc.edu
www.fvtc.edu/security-crimeprevention • 6-day Basic Lock-
smithing Course

Oct. 4, 2008 Chippewa Falls, Wisconsin • Wisconsin Indian Head Chapter
of ALOA • Kenneth Briggs • cvlockandkey@hotmail.com
Electronic Safe Locks

Oct. 16-18, 2008 Anaheim, California • Clark Security Products • Joan Emrick
858-974-6737 • www.clarksecurity.com
Basic Safe Lock Servicing, Principles of Manipulation, Computers
for Locksmiths, Basic Transponder Technology, Advanced
Transponders & Keyless Remotes

Oct. 18, 2008 Omaha, Nebraska • Nebraska Chapter of ALOA
Elmer Howard • 402-676-8973 • safeman@cox.net
Interchangeable Core Fundamentals w/L-37 PRP

Oct. 22-25, 2008 Sturbridge, Massachusetts • Yankee Security Convention
J. David Vessels, CPL • 860-464-8664 • davaalk@aol.com
Defense Against Methods of Entry, Intro to Automotive Transpon-
der Technology, Principles of Safe Lock Manipulation, Advanced
Automotive Transponder Technology, Computers for Locksmiths

UPCOMING PRP SITTINGS
8/2/2008 Saturday • 1:00pm • Orlando, FL • Clark Security Products

Joan Emrick • joan.emrick@clarksecurity.com • 858-974-6737

8/23/2008 Saturday • 8:00am • Dallas, TX • ALOA Education 
ALOA Certification • education@aloa.org 
800-532-2562x101

9/21/2008   NEW ADDITION Sunday • 8:00am • Prior Lake, MN • Doyle Security Products
Eric Edquist • eedquist@doylesecurity.com • 651-521-6226

9/21/2008 Sunday • 11:00am • El Paso, TX • NMLA • Laura Milliorn, CRL
laura@hasslefreelocksmith.com • 915-821-3212

9/28/2008 Sunday • 10:00am • Cherry Hill, NJ • Greater Philadelphia
Locksmiths Association • Robert Shuetrumpf, CRL, CJIL
856-486-9280

10/18/2008   DATE CHANGE Saturday • 3:00pm • Anaheim, CA • Clark Security Products
Joan Emrick • joan.emrick@clarksecurity.com • 858-974-6737

10/19/2008   DATE CHANGE Sunday • 9:00am • Orlando, FL • SERLAC
Derrin Sheehan • derrin@cslock.com • 727-458-6612

10/25/2008 Saturday • 9:00am • Sturbridge, MA • Yankee Security Con-
vention • Steve McKinney • info@yankeesecurity.org
800-209-8266

11/8/2008 Saturday • 8:00am • Cary, NC • North Carolina Locksmiths
Assoc. • Granger Marley, CML • granger@citadellocks.com
919-859-6060

11/8/2008 Saturday • 8:00am • Dallas, TX • ALOA Education 
ALOA Certification • education@aloa.org 
800-532-2562x101

11/14/2008 Friday • 6:00pm • Portland, OR • Pacific Security Confer-
ence • Keith Whiting, CML, CFL 
psceducation@pla-pro.org • 360-601-5656

11/22/2008 Saturday • 8:00am • Nicholasville, KY • MBA USA • Joe Cor-
tie, CML, CPS • education@mbausa.com • 859-887-0496

Contact the ALOA Education Department for a list of classes and training offered in-house. 

[upcoming events]

AUGUST

7/31 - 8/2
Southeast Regional Conference & 
Security Expo
Clark Security Products • Orlando, Florida •
www.clarksecurity.com

SEPTEMBER

9/13 - 9/14
ALOA Board of Directors Fall Meeting
Atlanta, Georgia • www.aloa.org

9/15 - 9/18
ASIS2008 Annual Convention 
and Security Expo
Atlanta, Georgia • www.asisonline.org

9/19 - 9/21
22nd Annual Tradeshow & Educational
Weekend
Doyle Security Products
www.doylesecurity.com

9/19 - 9/21
Associated Locksmiths of New Mexico
Conference & Trade Show
El Paso, Texas • www.alnm.us

9/25 - 9/28
Greater Philadelphia Locksmiths 
Association Education Conference 
and Awards Banquet
Cherry Hill, NJ • www.gpla.org

OCTOBER

10/14 - 10/1
Southwest Conference & Security Expo
Clark Security Products • Anaheim, California
www.clarksecurity.com

10/15 - 10/19
SERLAC Trade Show and 
Educational Conference
Orlando, Florida • www.serlac.com

10/22 - 10/26
YANKEE Security 30th Annual 
Conference & Trade Show
Sturbridge, Massachusetts 
www.yankeesecurity.org

View an up-to-the-minute calendar 
at www.aloa.org/calendar



[keynotes core]
Compusource Brings Proven Software to 
Security Industry 

Compusource Corporation has joined ALOA and
introduced their Ascente / Traverse software at the
recent ALOA 2008 Convention & Security Expo in
Dallas, Texas June 20-22, 2008. Compusource Cor-
poration headquartered in La Palma, California,
has been servicing the software needs for specific
markets since its founding in 1971.  In addition to
the Security Service Contractor Market, today
these markets include: Moving and Storage, Metal
Service Centers, Plumbing Service and Construc-
tion Contractors, HVAC Service and Construction
Contractors, Electrical Service Contractors 

Ascente / Traverse is an advanced solution for the
Security Industry.  Although Ascente/Traverse is ex-
tremely powerful, it’s also simple to use.  Using Mi-
crosoft technology and SQL databases, this solution
will fit the small locksmith or the multi-location and
multi-department security company.  As the secu-
rity company moves into new technology so should
their software.  Ascente/Traverse provides for this
transition. 

Some of the key components of Ascente / Traverse
include: 

Dynamic Dispatch Screen – Service Calls can be
arranged by:

Technician, Zone, Priority, Call Type, Department,
Division, Any Combination of the Above  

This also includes complete visual calendar func-
tions of technicians or calls.

Job Location – Jobs can be searched by:

Address, Phone, Contact Name, Other Methods 

Service locations are tracked and can be reas-
signed to a new customer. 

History – Service call and maintenance history is
maintained for easy lookup. 

Service Calls – Calls can be entered quickly with
easy drag and drop ability for dispatch.  Jobs can
automatically be assigned:

Priorities, Technicians, Check List, Estimated Time  

In addition, several technicians can be assigned
to a call. 

Reporting – Using Crystal Reports complete history
is easily available including production or analysis
reports.    

Job Cost – A complete and fully integrated job
cost module is available for large jobs. 

Maintenance Contracts – A separate module is
available for billing, equipment and maintenance
tracking.  

Mobile Computing – Mobile Pro enables the wire-
less dispatch of service orders to the field techni-
cians. 

GPS Interface – This interface enables the audit of
truck movement providing a visual map of service
calls and service technicians on one screen.  Using
an established electronic parameter, service tech-
nician are automatically arrived at a job or serv-
ice site in the Ascente / Traverse software. 

Accounting – All accounting functions are fully in-
tegrated with the operations software.  The redun-
dant entry into accounting and associated
potential for error is eliminated. 

Joining Compusource at the ALOA Convention
was Rod Stringer, president of CBS Systems, head-
quartered in Tacoma, Washington.  Rod has for
many years serviced the needs of the security mar-
ket.  He has now joined forces with Compusource
to offer his customers an attractive migration path
to today’s latest technology solutions. 

NTS lends a hand at ALOA Annual Convention 

ALOA was pleased to welcome instructors from
the National Training Center to be part of the cur-
riculum at the 52nd Annual Convention June 15 -
22, 2008 in Dallas, TX. With advancements in the in-
dustry and technology growing in multiple direc-
tions this seven day event focused on the
educational needs of Security Professionals from
several different aspects.  

NTS Instructor Dan Cantrell from Brinks Home Secu-
rity administered the three day NTS Certified Alarm
Technician Level One course with great success.
This joint effort was extremely beneficial to the stu-
dents as it will count for points in the ALOA re-cer-
tification program; while at the same time allowing
students to be Certified Alarm Technicians through
the NTS curriculum.  

Another great benefit offered for the attendees
was the new two day NTS Video Systems Tech-
nologies course taught by NTS Instructor LJ Lynes
from Stanley Security Solutions, Inc. This course pro-
vided Security Professionals entering the surveil-
lance field the basic skills and concepts required to
properly design and install a Video System.   

In short the educational event was a great bene-
fit to the Security Industry as a whole and the ALOA
looks forward to partnering with the National Train-
ing School at future events. As technologies
emerge from the standard key to the wireless key
fob so will the Security Professionals in our fields. Ed-
ucation is the “key” to keeping ahead of the curve
and the difference in being a professional security
company verses just being another company.

Corporate Safe Specialists (CSS) is increasing its in-
dustry role during the National Retail Federation
Loss Prevention (NRF LP) Conference and Expo in
Orlando, Florida from June 23 – 25, 2008 by spon-
soring a Big Ideas Conference Session and the
Women in Loss Prevention breakfast. 

Mr. Chris Manning, Director, Loss Prevention and
Security for Wendy’s International, Inc., will speak
at the Big Ideas! Session sponsored by CSS on Mon-
day, June 23, 2008 at 3:45 p.m. in Room 2 of the
NRF LP Exhibit Hall at the Orange County Conven-
tion Center. Mr. Manning led a loss prevention ini-
tiative designed to improve Wendy’s store
operating expenses, reduce losses, and increase
margins by implementing an innovative closed-
loop cash management program.

Mr. Manning is a high profile loss prevention pro-
fessional with over 25 years of security, loss pre-
vention and crisis management experience and
has worked for numerous companies and organi-
zations throughout the world during his career. He
currently serves as Director, Loss Prevention and Se-
curity for Wendy’s International, Inc. He oversees
the protection of company employees and cor-
porate assets.  He is responsible for the direction
and implementation of loss prevention programs,
security-related policies, procedures, store secu-
rity, asset protection and crisis response for
Wendy’s worldwide. 

As a woman-owned business, women’s issues are
of strong interest to CSS.  Corporate Safe is also
sponsoring the Women in LP breakfast that will take
place on Tuesday, June 24, 2008 at 7:30 a.m. in
Room N310AB during the NRF LP Conference.
Rosemary Leonard and Lisa Marth, both CSS part-
ners, will make opening remarks to a crowd of 150
to 200 attendees, who will then enjoy breakfast
while networking with other loss prevention profes-
sionals.

The NRF supports a wide variety of loss prevention
groups, including the Women in Loss Prevention
Caucus. The caucus is a forum that encourages
women to network and learn from each other.
Their purpose is to provide opportunity for em-
powerment through shared learning and mentor-
ing, to support women in reaching their career
goals. The group is open to female professionals in
the loss prevention division of retail companies 

PASSING

Phillip C. Kutchins, former owner of Rite Lock &
Shade in Skokie, brother of Les Kutchins, has
passed away.  A service was held Wednesday,
June 11, 2008 at Piser Funeral Home 847-679-4740.

Links of Interest (most courtesy Leland Imm)

Sandy Springs Locksmith Sold
www.securitysystemsnews.com/article/ss200807D
p05gD/Ackerman%20vet%20buys%20Atlanta%20l
ocksmith%20company

Locksmith Ripoffs
www.ripoffreport.com/searchresults.asp?q1=ALL
&q2=&q3=&q4=&q5=&q7=&q6=locksmiths&searc
htype=0

Phony Locksmiths
www.news9.com/global/story.asp?s=8317747

AARP Warns About Phony Locksmiths
bulletin.aarp.org/yourmoney/scamalert/articles/s
cam_alert__price-gouging.html
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ALOA 2008: Post-Convention!
By Greg Perry, CML, CPS

If you are a member of the choir, congratulations, you

came to another great ALOA Convention. Over 340

students per day received over 12,708 hours of instruc-

tion from 78 ACE and factory instructors. I personally sat

in 3 classes and found them all quite informative and

was surprised that the one I felt would be more of a re-

fresher was actually the one from which I learned the

most.  All of the ALOA staff deserves a big round of

thanks and applause for another great job. The volun-

teers and board members also deserve a huge thank

you, because without them many things would not

happen.  

The classes of-

fered a wide

range of instruc-

tion from Foren-

sic locksmithing

to several differ-

ent electronic

and access

control type

classes.  Basic

locksmithing to

advanced mas-

terkeying were

offered as well as many automotive classes from

transponders to remotes.  The point is, a little bit (all right

a lot of some) of everything is presented at the ALOA

Conventions.  Think you already know it all, offer your

services as an assistant instructor or dare to take the

four-day Instructor Training class and see how it’s sup-

posed to be done.  Monte Salaway, Gorden Mcke-

liswitsh, Peter Field and now with William Link, will

provide you with a whole different side to the industry

and hopefully we’ll gain a few new classes.  It was

pointed out to me a long time ago by one of my men-

tors, Bill DeForrest Sr., that most people join an associa-

tion to get something, generally education.  But it

seems no one seems to join to give!  If you’ve reached

the point where you no longer need to take classes

then it must be time to give back to all the instructors

you’ve taken classes

from and teach a few

classes yourself.  

This year I decided to

take a few classes my-

self and sat in on three

classes.  The first pre-

sented by David Theilen

was keyless mechanical locks.  David presented an in-

teresting array of combination locks.  Some fairly com-

mon like the CCL Sesame, or Master version to the

more exotic obsolete rotary dial lock.  He also showed

some bypass techniques and changing instructions.

The next class taught by last year’s ACE award winner

Harry Sher was on Simplex manipulation.  This class also

helps with understanding how the combination cham-

ber operates and why it can be manipulated.  Claude

Hollyfield, DAHC of ASSA/Abloy on fire doors and the

latest standard NFPA 80 taught the last class I attended.

NFPA stands for the National Fire Protection Association.

This class should be a must for every locksmith that

works on fire doors.  Claude explained several of the

dos and don’ts but also advised of the latest addition

to standard on annual inspections of fire rated open-

ings.  What’s the difference between a standard and a

code.  The standard, in this case, NFPA 80 2007 be-

comes a code when your local jurisdiction adopts it.  If
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Photo 1.  David Thileen instructing the keyless 
mechanical lock class.

Photo 2: The rotary dial lock.

Photo 3: A couple of David’s students inspecting the wide variety of locks
shown in the class. 



and when this happens every fire rated opening must be

inspected by a qualified inspector accepted by the local

AHJ.  I’m guessing this will open up a huge opportunity

for many of you.     

Think it was all about the education?  The kickoff party

was a big hit with Rowdy the Dallas Cowboys Mascot

showing up and reeking a little havoc with not only the

catering staff but also the band and attendees.  The

band was rocking playing a mix of Stones, Beach Boys,

Beatles and others.  And the food was great especially if

you found the brisket and the peach cobbler for dessert. 

Ever wonder what it must be like to stand on the fifty-yard

line and look up into the stands with 65,000 fans watching

your every move?  I’m sure you might get used to some

of it.  The Saturday night banquet was held at Texas Sta-

dium home for the last 37 years of the Cowboys.  After

dinner we were privileged to tour the locker room and

out on to field to look at all the empty seats.  Filled it has

to be a humbling experience.  Imagine trying to open a

lock with that many people watching.  Next year the

team is moving to the new field with up to 100,000 seats.

I’m guessing the players won’t notice the difference.

Speaking of food again everyone I spoke to felt the din-

ner was by far the best tasting meal ever served to them

at a banquet.  The beef was so tender it could be cut

with a fork.  During the dinner Marty Arnold was awarded

the ALOA award for outstanding volunteerism.   I almost

forgot about the couple of lovely and quite famous Dal-

las Cowboy cheerleaders signing autographs and pos-

ing for pictures.   

A great side trip while

in Dallas was the tour

of the ALOA office.

Some of you may

think you spend

enough time in the

office and don’t

need to see another

one.  But if you go

you’ll get see a por-

tion of the ALOA lock

museum.  This alone is

worth the trip.  At least sixteen displays of all types of locks

and key machines are present.  Seeing some of the old
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Photo 4: David Lowell’s office inside the ALOA
headquarters.



locks and key

machines brings

an appreciation

for where this in-

dustry was and

where we are

today.  The

craftsmanship of

old is not often

found today but

at the same time

I think I prefer the

motor on my key

machine to the

hand crank on

some of the

older machines.

Sitting in the front

entry lobby of

the office is a

H e r r i n g

Grasshopper.  Al-

though I’ve seen

pictures of this

type of safe and

thought I understood the basic operation I never un-

derstood why it was called a “Grasshopper”.  My guess

was that it had something to do with the levers and the

way the key made them move up and down like the

legs of a grasshopper.  Boy was I wrong.  The key looks

like a comb. It is inserted into the lock and is held cap-

tive by a shroud around the dial as the dial is turned.

Very similar to the coin operated bubble gum or twenty-

five cent cheap toy or stickers machines. The difference

is the grasshopper lock

doesn’t keep the key, in-

stead as the keyhole

comes back around the

key is popped out of the

lock by the levers similar

to how a grasshopper

might jump.  

Many other cool locks

exist that I’ve seen no

where else, like the pad-

locks from Sargent and

Greenleaf with the hid-

den shackle similar to

many of the hockey

pucks.  If you’re not into

safes or padlocks, a few

cabinets are dedicated

to automotive locks and tools.  Ever hear of a Jacobs

Jiggler?  ALOA has one attached to a safe and guess

what, David Lowell tells me it works.  The basic idea is

that safe combination locks with gravity drop levers and

no balance holes in the wheels will eventually rotate all

the wheels to a position with all the gates up when 

vibrated.  If the lever can drop in then the safe is open.

Next time you are in Dallas be sure and visit the 

museum.  
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Photo 5: This is the warehouse area of the ALOA
headquarters.

Photo 6: The ALOA library has magazines dating
back to the 1940s.

Photo 7: A couple of posters from the a breakfast meeting at the first ALOA
convention.

Photo 8: The infamous Herring
grasshopper safe.

Photo 9: This is the lock mechanism
from a grasshopper.

Photo 10: The Jacob’s Jiggler
mounted at the base of a safe door.

Photo 11: One of the display cases of
locks in the museum.

Photos 12 and 13: The S&G shackle less padlock.



The restaurants and nightlife in Dallas at least near our

hotel was fantastic and the hotel bar was filled to ca-

pacity a few nights with attendees shooting pool swap-

ping stories and generally having a great time.  Even

when you don’t know someone it’s easy to make a few

new friends.  If you’re lucky you might even learn a new

technique over an adult beverage as you swap stories.  

Have you ever heard of Dealey Plaza?  If you walked

to the West End it was difficult to miss as all the tourists

stopping to take a look at the Texas Book depository,

now a museum and the grassy knoll.  Up on Houston av-

enue at one of the memorials a number of self pro-

fessed pan-handling tour guides were looking to sell a

newspaper type guide to the Kennedy assassination

and promulgate the conspiracy.  Yes the Hyatt is only a

few hundred yards from one of the most written about

tragedies of the last half-century.       

I believe the vast majority of attendees (our choir mem-

bers) found the trip well worth the expense.   Most of the

people I talked to want to be there next year in Las

Vegas.  Not a member of the choir, Why Not?  Everyone

should budget to make it to the world’s premier lock-

smith convention.  You pay insurance, rent and other

fixed costs that ultimately are passed on to your cus-

tomers and the ALOA convention should be added

right into your overhead.  Who knows you might meet

some new friends, learn a few things, find a new prod-

uct or service you didn’t know about or perhaps teach

a new locksmith a few of your old tricks.  One thing is for

sure.  You’ll be glad you showed up. �

Photos 14, 15 and 16, Another
interesting safe lock is this 
Terwigller safe lock.  The key
enters the keyway and then 
the handle is turned to move
the levers into position and 
then the fence in to the gates 
of the levers.
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ALOA 2008: By-the-Numbers

Awards:
ALOA Lifetime of Outstanding 
Achievement Award
Martin Arnold, Sr., CML

President's Award
William L. Young, CML, CPS

ACE Instructor of the Year Award
Edward Woods, CML, CPS

Board Member Appreciation Plaques
Clifford D. Lipscomb, CML, CPS
Hans Mejlshede, CML

Life Memberships
Clifford D. Lipscomb, CML, CPS
Hans Mejlshede, CML
William J. Smith, RL

2008 Best Mobile Van In The World
Accu-Key Lock & Safe, Inc.
Kettering, OH  45409

2008 Best Locksmith Shop In The World
Mathias Lock & Key
Denver, CO  80202

GPLA also awarded Tom Foxwell their Lee Rognon
Award

Legislative Action Network Breakfast
Attendees:  25
State of the States Attendees:  46

Legislative Action Network Awards:
Locksmith Association of Connecticut, Inc. and the
Nutmeg Locksmith Trade Association, Inc.

Legislative Action Network Person 
of the Year Awards: Gary W. Ford, CRL 
and Glenn Younger, CML

Instructors:
Full Day – 37
Half Day & Seminar – 41

Classes:
Full Day – 68
Half Day – 35
Evening Seminars – 35

Student Class Hours: 12,708

Certification: 
After class PRP exams – 196
Full PRP/STPRP exams – 119

Scholarship Attendees: 9

Student Attendees: 

Instructor-led Classroom Hours: 704

International Attendee Counts:

AUGUST 2008 • Keynotes 15

Australia 1

Bahamas 4

Belgium 2

Canada 44

Central America 1

China 1

Denmark 3

England 5

Guam 1

Hungary 1

Israel 2

Japan 5

Korea 2

Mexico 12

Netherlands 1

New Zealand 2

Norway 2

Seoul Korea 2

Spain 2

St Kitts & Nevis 1

Sweden 2

The Netherlands 1

United Kingdom 3

Venezuela 2

Venezula 1

Sunday 37

Monday 290

Tuesday Full-Day 300

Tuesday Evening Seminars 164

Wednesday Full-Day 337

Wednesday Evening Seminars 162

Thursday 342

Friday PRP/STPRP Exam 119

Saturday Half-Day 245

Sunday Half-Day 157
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Turning Obstacles Into Opportunities
By Zelda Fraden

Success is not going to come banging on your door

screaming, "Open the door – I'm here!" You have to ac-

tually seek it out. Being successful, or at least staying

successful in the world today, is a tough challenge here

in the United States as well as abroad. How we tackle

the challenges we face will determine our future suc-

cess or failure. 

My family owns and operates 100-year-old fresh fruit

and vegetable delivery company that was directly hit

by a tornado in 2004. The thought as to whether we

would rebuild wasn't even in our thought process.

Rather, we began to think about how we could build

our company to be bigger and better than before.

Thus, we began to explore all types of ideas for expan-

sion. We researched hot trends of the twenty-first cen-

tury. 

Today's youth and baby boomers alike are embracing

a healthier, “greener” lifestyle. Our company sells a

health product – fresh fruits and vegetables. We were

in the ballgame with our product line, but who else

could we sell this product to? We were already in

restaurants, schools and food service providers. As we

looked further we realized that the majority of decision-

makers were women. The challenge of how to reach a

woman consumer was the issue. We found women in

large companies across the country. All we needed to

do was create an office delivery service to comple-

ment their existing coffee and snack food services. We

were going to offer the healthy snack alternative – and

thus expand the business to reach greater sales and

greater profitability.

So, how can you find a solution to the tough economic

climate we are all facing? Open your eyes and ears

because opportunity is all around you. Often, we are so

busy staring at the missed opportunities that we fail to

see a new one emerging. Hindsight is indeed 20/20, but

if you dwell on the challenges and missed opportuni-

ties then you will be blind to the new ones that are right

in front of you today. This doesn't mean to jump at

every idea that comes your way but rather to explore

all the options that might be viable solutions to your

business challenges. 

How does one ride the wave of a tough economy?

Companies in the U.S. are not the only ones that are

facing the challenges of the world events. There is

hunger, homelessness, and jobless people across the

world. 

In Pakistan, the Prime Minister is encouraging Cham-

bers of Commerce to help facilitate solutions. In Aus-

tralia, the government is holding a summit where

policymakers are working towards strategies that will

tackle solutions 10 years and more into the country's fu-

ture. The government in Australia is encouraging a

wide range of people to contribute their ideas for solu-

tions. All ideas are on the table from 15-year-old

teenagers to soccer moms and dads to the policy-

makers. When you involve more people in the decision

making process, more people will buy into the solutions.

So now you might be wondering: what can I do now to

meet the challenges that my business faces today?

How can I eliminate some of the pain by fixing today's

problems not with a bandage but with practical prob-

lem solving solutions?

Here are a few suggestions that your company can

start with:

• Keep up with technology. There is always a new prod-
uct, software, machine, etc. Ask yourself: Will any of

these new methods of technology help you in your

business? Perhaps a software program that is industry-

specific can help you process orders faster. This might

help elevate some overtime from employees or help

you make products faster. Is there a new piece of

equipment that will help you make a better quality

product or make things run more efficiently? Does your

Website need new technology to drive customers to it?

Know what technology is being developed so that you

are on the cutting edge.

AUGUST 2008 • Keynotes 17



• Expenses must always be less than your income to pro-
duce a profit.  Transportation and logistics companies

face a rough challenge with fuel prices skyrocketing

every time they turn around. In our company's industry

on a local level it was not the norm to charge a fuel

charge but with ever increasing fuel costs we had no

choice. A few customers voiced their opinion at first –

then they saw how much more our competitors were

charging for fuel and the voices tapered off. Sometimes

you just have to make slight changes to keep expenses

in check. Look at ways to you can cut expenses to keep

profit levels acceptable.  Put all ideas on the table, and

then look at the savings for each item on the list. All

those dollars can add up to thousands in a short

amount of time.

• Add value to your service or product. Expansion is a
solution for some companies. Our family’s company

took an existing product and figured out a way to sell

what we already had in stock to a new customer base.

Start slow to work the bugs out of a new idea, and then

market it to a new target customer. For example, Real-

tors could consider offering home staging services as

part of their options to serve new listings. Retail compa-

nies might offer product demonstrations. Determine if

you can use the existing product and support and ex-

pand without incurring additional expenses.

• Partner with suppliers and other businesses to create
excitement. You can bring in expert speakers, host a

product demonstration to showcase your products or

services. Atlantic Laser of Jacksonville Beach, Florida

sells office products. They hosted a tradeshow in their

warehouse with some of their customers and suppliers

being the exhibitors. They had Axxess Telecom their tele-

phone provider, Microsoft Vista Representatives, Avery

Representatives and others displaying their products.

Each exhibitor invited guests to attend the mini-

tradeshow. 

• Tough times mean it’s time to step up the marketing
strategy. A great way to keep your name in front of your

existing customers and prospects is with promotional

products. Ed Alterman of Alterman’s Business Gifts rec-

ommends using inexpensive yet highly effective prod-

ucts like polo shirts. The cost is just pennies for a great

amount of exposure. Other favorite promotional prod-

ucts are coffee mugs, water bottles, pens and T-Shirts. 

• Are you more of a hobby than a business? Perhaps
you have been working very diligently over the past few

years but the results have not been very good. Have

you made a profit for at least three out of the past five

years? If you answered no, then rethink your business

model. Sometimes we have to know when to hold them

and when to fold them. These are tough choices to

make, but you must decide if you are in business for fun

or profit. This will be the deciding factor in determining

if you remain open.

Solving today's challenges isn't an easy task. It requires

a lot of thought if you are to find true long-term solu-

tions. But the new solutions are the opportunities for

growth in the future. How will you compete in the world

today and tomorrow?  Everyone has made mistakes in

the past but you can't let those errors cloud your think-

ing. You must be diligent in searching for the opportuni-

ties in life. After all, difficulty and challenges will never

go away. Open your eyes, your ears and your mind, be-

cause you never know what opportunity you may find

today. 

ABOUT THE AUTHOR
Zelda Fraden is a consultant, speaker and entrepreneur

who inspires others to turn obstacles into opportunities,

reach greatness in business and flourish through adversity.

As the former president of Women Business Owners of

North Florida and a past recipient of the regional SBA Fam-

ily-Owned Business of the Year Award, Zelda helps im-

prove businesses of all sizes. For information on her

consulting and speaking, visit www.ZeldaFraden.com or

call 904-262-7357.
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Show Stoppers at ALOA 2008
By Greg Perry, CML, CPS

I’m guessing you go to

the shows to not only

buy a few of the spe-

cials but also to see

what’s new.  Well for

those of you who made

it to the show you al-

ready have seen this

stuff so you can go

onto the next article

(just kidding).  For those

of you who missed the show let me show you some of the

new or different products to catch my eye.   The first thing

I wanted to see was the new key machine from Framon.

I’ll cover it in a separate article next month.  

First up something from a booth most of you may just pass

by because work order forms and invoices from Profes-

sional Business Products found at pbp2000.com just don’t

invoke the oohs and aahs of a new tool.  But if you missed

this booth you’re missing a great sales tool.    After being

asked at the recent SafeTech 2008 they’ve come out with

safe dial labels.  Available in different sizes and designs

they will put your company name in front of the customer

every time they open their safe.  They also have push and

pull labels, metal safe plates or decals, and lots of other

products to keep your

company name in front of

your customers.  

K2 is a new product line

from Black and Decker or

the folks that own Kwikset

and Weiser.  It’s a commer-

cial import line similar to

many of the other imports but backed by a large US cor-

poration.  They came up with a new name and intention-

ally did not try to beef up their residential product instead

they started from scratch.  These locks have real spring

cages to support their levers, cast aluminum door closers,

and exit devices that all match in style and colors or fin-

ishes.  They also offered a great incentive package with

some DeWalt tool kits depending on how much you pur-

chased.    They’re offering

a lifetime warrantee and

the locks are available in

both a group 2 and group

1 quality in five different

keyways and also pre-

pared for SFIC or small for-

mat interchangeable

core.  

The next product to catch

my eye was because of

the flashing lights.  The

hitch safe and combicam

locks are available

through many different dis-

tributors but they offer an

inexpensive alternative to

key locks.  The hitch lock fits into any 2” square tube re-

ceiver and allows room for a hidden key or keys and a lit-

tle more.  It’s perfect for the day at the beach or lake

where lost keys are a given.  They also sell the combicam

lock and other “keyless” products.

Speaking of combination locks and show “stoppers”,

Keedex introduced a bottle lock.  This cute little stopper

lock will prevent the kids from getting into the liquor when

mom and dad are away.  They also have a couple of new

products for safe crackers that were showstoppers at the
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Photo 1 is the New safe dial labels from
Professional Business Products.

Photos 2 and 3, The K2 booth with their new locks and exit devices.  

Photo 6 is a bottle stopper lock.  

Photos 4 and 5 are the hitch safe and the combicam cam lock.

Photos 7 and 8, Another great new
product from Keedex is the Moon-
light.  This tool fits in a 1/4” hole and
leaves lots of room to work.



SAVTA Convention in Las

Vegas this year.  First is a

“Moon Light”, the moon

light is a fiber optic light

guide that attaches to a

Maglight or similar sized

light at one end.  The other

end is shaped like a cres-

cent moon to fit in along

the edge of a _” hole.  This

means you no longer need

to try and fit your head and

the flashlight in the same

place to look into the hole.

Another great feature is

that almost all the light from

the flashlight actually

makes it into your hole.  If

that’s not enough the price

from most wholesalers is

under $30.00 and it’s fairly

durable but you won’t be

afraid to use a probe next

to it the way you might be

with a $1000.00 scope.  This

tool is great if you like to drill

X-O series locks at the

motor.  Currently in design,

but not in production, is a little magnet with an alligator

clip to hold the moon light stationary in the hole.  The other

showstopper from them is perhaps even more revolution-

ary.  Instead of most emergency dials that attach over the

top of the spindle after removing the

dial, it uses a belt to drive the emer-

gency dial offset to the spindle.  This

means you can position a full size

dial away from your hole allowing

you to have a great view as you dial

the lock open.  It also comes with

two magnetic transfer index point-

ers.  These make transfering a safe

combination from your hole to the

drop in a breeze.

Peterson tools, as always, came out with a few new tools

including some long reach car opening tools.  Three dif-

ferent tools to manipulate the inner buttons pull keys from

the ignition or one with very small teeth or serration’s to

move those hard to manipulate buttons.  One also has a

hole in the end to tie a fishing line onto to help move the

end of the tool.  They all come with shrink tube on the shafts

to reduce paint damage as the tool moves in the door.

Here’s a tip I learned at the booth.  The inner buttons on

some BMWs will not operate until at least ten pounds of

pressure is placed on the seat.  This means you might want

to carry a huge sock that can be inserted through the door

and slowly filled with 10 pounds of sand or you can use a

second tool to exert pressure onto the center of the seat.

A cool little product I haven’t seen before is the pair of tools

to bypass Master Padlock 1s 3s, and 5s.  These probes go

in through the keyway to pull back and hold the locking

dogs of the padlock.  Of course Ken offers a large number

of other lock opening tools and is also involved with “The

Locksmith Journal”.     

Camden marketing caught my eye with a new LCD

lighted push button that changes color when touched.

This is really cool for the access control market.   They are

programmed to be either red or green and change color

to opposite color when touched.  Camden offers a lot of

other cool products for the electronic locksmith from push

buttons to emergency pull sta-

tions, and even electric strikes

that don’t require cutting the

frame of the door.   

Probably the biggest problem I

had with the convention was

overloading my suitcase with all

the literature and class manuals

on the way home.  I had to trim

the weight of my suitcase by

over ten pounds to avoid paying

for the overweight bag.

Photos 9, 10, and 11 The last product
showcased from Keedex, the K-ETD
Emergency Transfer Dial.  This tool is
unique among emergency dials in a
couple of ways.  First it uses a drive
belt to offset the location of the dial
and second it comes with a full size
dial with movable indexes or indica-
tors to make transferring a snap.  The
tool is held to the safe with 3 rare
earth magnets seen in photo 11.  

Photo 12, Ken Persson of
Peterson Tools amazes a
couple of exhibit atten-
dees during the show.  

Photos 13 and 14, The new long reach car opening tools available though Pe-
terson tools.  

Photo 15 and 16, Camden Marketing offers these new lighted push buttons
and a variety of other switches.    

Photo 17, My daughter made
me buy these, Hannah Mon-
tana is the current queen of
teen pop stars.  These keys
are brand new and available
from any supplier carrying
the Disney line of keys.  



The Employee-Customer Connection
By Bill Calette and Richard Hadden

There are few connections in the world of business clearer
than the one between how an organization treats its em-
ployees and how those employees treat their customers. As
Bill Black, former CEO of
Canada’s Maritime Life Assur-
ance Co., once said, “We’re
not running a country club
around here, but we are in a
service industry, and the best
way to have happy customers is
to have happy employees.”

Though the connection be-
tween joint employee and cus-
tomer satisfaction isn’t 100
percent, it is patently clear that
you can hardly have happy
customers with disgruntled em-
ployees serving them. Just ask
most air travelers. 

Yep, there’s an awful lot of bad
customer service out there. But
it’s not due to a shortage of
books and seminars to teach
the unenlightened how to be
nice to people trying desper-
ately to give them their money.
And it’s not because customer
service employees are innately
rude. OK, some are, but most
aren’t. Where service is lousy, it’s often because managers
haven’t equipped their employees to provide the good serv-
ice that they’d like to believe differentiates them.

Research into service providers that understand the em-
ployee-customer connection suggests that you can sub-
stantially improve customer service in at least three ways:

Give employees reasons to be proud 

People truly want to take pride in their work. Good chefs get
their thrills creating great meals and then watching appre-
ciative guests devour the food. But if that chef has to make
do with third-rate meats purchased by a stingy or ignorant
corporate buyer, the chef can’t help but fail. Ditto for the
server who brings the sub-prime steak to the table.

Whether you’re selling food, freight service, hotel rooms, com-
puter operating systems, or any other product or service, the
employee who makes, sells, delivers, or services a high-qual-

ity product is going to have a better day at work than the
one who has to associate with schlock stuff. 

One factor that has propelled Rochester, New York-based
Wegman’s Supermarkets to a position at or near the top of
Fortune’s list of “100 Best Companies to Work For” for more
than a decade is a distinctive commitment to customer serv-
ice. That’s right. Rather than creating an added burden on
employees who are expected to go out of their way to serve
customers, Wegman’s high service standards actually im-
prove working conditions for their employees. 

“This is hard work,” a Wegman’s employee told us on a re-
cent store visit, “but what makes it worth it is that our cus-
tomers are great. They love shopping here, and that makes
me feel good about what I do… even if I’m worn out at the
end of the day.”
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Kaba Access … your key to powerful security solutions
Access control is vital to providing a safe and secure environment. 
The basic definition of access control is to restrict access at specific entry
points only to authorized people. Kaba Access Control takes access 
control a step further — offering a wide range of powerful security 
solutions that work together to give you Complete Control.

Here are just a few reasons why Top Notch Distributors
should be your first choice for KABA products:
• Extensive selection of architectural styles and finishes

• Products in stock and ready for immediate shipment

• 99%+ order accuracy rate

• Knowledgeable staff averaging 15+ years of experience

Together, our people, our products and our ability to get 
the job done exemplify … We Know Service.

East
Pennsylvania
1-800-233-4210
Fax: 1-800-854-4146

Midwest
Missouri
1-800-211-4607
Fax: 1-800-211-4608

West
Nevada
1-800-722-4210
Fax: 1-800-248-3620

www.topnotch.bz
sales@topnotch.bz

Top Notch Distributors — Your Wholesale Source for KABA access control hardware



Create the connection

No one can possibly put everything they’ve got into their job
until they see how their daily work benefits the end customer.

Lots of workers have this opportunity, first-hand, every day;
nurses, auto mechanics, realtors, HVAC installers, your morning
barista. The list goes on and on, but it’s shorter than the list of
those who, in the regular course of their work, never, ever,
have an encounter with a real paying customer – those mil-
lions of people working diligently in factories, back offices, and
elsewhere, supporting the work that touches the customer.

When the employee-customer connection isn’t obvious,
sometimes leaders have to create it.

Morale was low, error rates were high, and employee turnover
was rampant in a factory where workers made hospital prod-
ucts—specifically, tubing assemblies used to deliver intra-
venous medication, fluids, and nutrition to patients. The HR
Department sweetened the benefits pot, and hired a team
of consultants to implement such techniques as job variety
and job enhancement. Nothing changed.

Finally someone decided to put all the factory workers on a
big yellow school bus, and take them to the nearest hospital,
where everyone could see, at work, these tubing assemblies
they make all day. When they witnessed the very tubes their
hands had wrought being used to deliver lifesaving medica-
tion and nourishment to patients, that’s when things turned
around. People came away saying, “So that’s what we do.
Now we see why we come to work every day.” Within weeks,
morale rose markedly, as did quality. Turnover dropped, and
people began to work with an energy the plant manager had
never seen before – because someone created an em-
ployee-customer connection.

Get the system off their backs

In most organizations, there’s a substantial disconnect be-
tween those who make corporate policy and those who are
tasked with delivering customer service. If you’re a member of
the former group, remember that good employees won’t suf-
fer dumb systems.

The late great management thinker Peter Drucker once
opined that, “Ninety percent of what we call ‘management’
consists of making it difficult for people to get things done.”

A national chain of café/bookstores has a rigid policy requir-
ing multiple levels of approval for the purchase of any piece
of equipment costing more than $100. As a result, when, for
example, a commercial bagel toaster toasts its last, it takes
nearly a month to replace it. During that month, the atten-
dants at its understaffed counters have to make do with in-
adequate equipment and apologize to every customer for
why their service is even slower than usual.

By contrast, organizations that experience high degrees of
employee engagement take deliberate, preemptive steps to
avoid putting their workers in the line of fire of angry cus-
tomers. 

Nowhere is this ideal violated more frequently or more egre-
giously than in the realm of customer service call centers. 

The quality of a call center employee’s workplace experience
varies directly with that of the customer’s service experience,
and inversely with the number of minutes spent on hold and
the number of touch-tone qualifying prompts required to
reach a human with a brain set to the “on” position.

Face it, by the time your customer has answered 20 electronic
questions and waited 30 minutes listening to a recording of
how important their business is to you, when they do finally
reach a real person, they can’t help but take out their frustra-
tions on your service rep – the one person in your company
least responsible for the asinine system that so provoked your
customer. The number one reason for high call center turnover
is the daily wearing down of the spirits of employees by a sys-
tem that serves customers poorly, and which employees are
powerless to change.

If you’re hiring right in the first place, your people want to do
good work and deliver great customer service. But after the
new wears off the job, they can only continue to do so if they
are able to take real pride in what they do, if they see a direct
connection between their work and real paying customers,
and with systems that allow them to do their very best work.

Bill Catlette and Richard Hadden are the authors of the newly
released, “Contented Cows MOOve Faster.” The two founded
Contented Cow Partners, LLC to help business and organiza-
tion leaders produce better results through a focused, fired-
up and capably led workforce. For more information, visit
www.ContentedCows.com.
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Professional Business Products, Inc.

We Give To ASF Do You?

John R. Stewart, CRL
IL #191-000804

• Home

• Auto

• Business

Janesville, WI

608-728-2253

So. Beloit, IL

815-525-0030

ABL
E

SAFES
UNLIMITED

24 HOUR SERVICE

800-355-6322

800-355-6322www.pbp2000.com

PBP contributes 5% of every order
placed by an ALOA Member.

You can donate to ASF by purchasing
your business forms and promotional
material through PBP. 

Call 800-355-6322 today for a catalog
of the most popular items 

Locksmith /  Security Industry.

Proud Sponsor of ASF

and samples
used in the

Affordable Tools to

Promote, Manage & Grow  

Your Business



PRESIDENT

SECRETARY

INTERNATIONAL
DIRECTOR

ASSOCIATE
DIRECTOR

NORTH CENTRAL 
REGION 

DIRECTORS

NORTH 
WEST

REGION 
DIRECTOR

NORTH 
EAST

REGION 
DIRECTORS

Robert (Bobby)
DeWeese, CML

John Soderland, CML, CMST

Tom Foxwell, Sr.

Keith Whiting, CML, CFL

Dan Floeck, Jr.

Guy Spinello, RL

Bill Smith, RL

Takashi Kuwana, CRL

Ken Kupferman, CML

Meet the Board 2008
Election Results Dated July 16, 2008



SOUTH 
CENTRAL
REGION 
DIRECTOR

SOUTH 
EAST

REGION 
DIRECTORS

SOUTHWEST REGION 
DIRECTORS

NON-VOTING
DIRECTORS AT LARGE

TRUSTEES

Clyde T. Roberson

Yoshio Suzuki, CRL

Harry Sher, CML, CPS 

Gordon Racine, CML

Tom Gillingham, CML, CPS

Steve Myslik, CRL

Greg Parks, CRL

William Young, CML. CPS

Robert Mock





progress.
noun |�prägr�s; �präg�res; �pr��gres| 

forward or onward movement toward a destination

www.aloa.org
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[membership mix]
ALOA • FOCUS ON YOUR MEMBERSHIP

IMPORTANT NOTICES:

ALOA – Membership Recruitment Campaign –Starts July 1st
– Don’t Delay Everybody wins! For each new member your
recruit, you help strengthen ALOA by broadening our base,
expand your own network of professional support and give
back to the locksmith industry by sharing your knowledge
with a colleague or someone new to the industry.

Participate in our “Member-Get-A-Member” campaign
and you may:

Receive accolades and honors on ALOA’s website and
Keynotes

Enjoy recognition and praise at the 2009 ALOA Convention
and Security Expo

Win cool credits towards ALOA merchandise or education

And just maybe be out relaxing on your very own “4 Day
Cruise” 

Or win cash awards for your Chapter or ALOA Affiliate As-
sociation

ALOA’s recruitment campaign is open to all active ALOA
members and to all ALOA Chapters and ALOA Affiliate As-
sociations. 

Awards for Individuals

� Recruit 5 new members and earn $125 credit toward
ALOA professional development programs or ALOA store
credits

� Recruit 10 new members and earn eligibility in ALOA’s
President Club and $300 credit toward ALOA professional
development programs

� Recruit 15 new members and earn a 2009 7 Day ALOA
Convention & Security Expo Package

� Plus receive special recognition in Keynotes, ALOA’s web-
site and 2009 ALOA Convention

� For every new member recruited your name will be en-
tered into a drawing for a “4 Day Cruise” 

Awards for Chapters and ALOA Affiliate Associations

� Recruit 10 new ALOA members and earn $250 cash
award for your chapter/affiliate association

� Recruit 20 new ALOA members and earn $500 cash
award for your chapter/affiliate association

� Grand Prize for the chapter/affiliate association recruiting
the highest number of new ALOA members earn one 2009
7 Day Convention & Security Expo package plus hotel
nights.

Starting on July 1, 2008 through September 30, 2008, all ap-
plications with an identified ALOA Individual Sponsor or
sponsored by a Chapter or ALOA Affiliate Association will
be eligible to participate. 

(Applicant must meet membership requirements to be an
eligible entry for the Member-Get-A-Member recruitment
campaign.)

Announcing New Member Benefit: 
ALOA Weekly Update

The ALOA Weekly Update debuted in early July as an inexpensive format delivering industry news and member in-
formation as it happens. If you haven’t been receiving yours, all you need do, is contact the Membership Department
at membership@aloa.org and provide us with your email address. 

You don’t have an email address? Did you know there are free email services available? Here are just a few:
www.yahoo.com, www.aol.com, www.gmail.com

Take a few minutes and sign up for any one of these free services so you may start receiving your copy of the ALOA
Weekly Update. Once your free email account is established, don’t forget to send us a message so we may add your
email address to your profile.

Don’t miss out on this exciting new way for us to deliver industry news and keep you abreast of what’s happening in
ALOA!



“What’s in a name?”, a question for the ages.

We are still interested in your opinion on whether or not it’s time for the As-
sociation to change our name.  Please make sure to take part in this very
important decision. Please complete this form and fax back to (214) 819-
9736, ATTN: – Membership Department.
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Renaming any organization should not be taken lightly. There are many el-
ements that should be considered:

� What is the reason for a name change?

� Will it reflect who we are and what we want to become?

� Will it reflect the mission statement and future vision of the association’s goals?

� Will it adequately reflect the industry that we represent, today and for the future?

� Will it serve our current membership and the audience that we want to serve?

� What will we lose by changing our name?

� Does our current name reflect the membership and the industry?

As a member, your voice needs to be heard on this very important decision. Please
complete this form and fax back to (214) 819-9736, ATTN: – Membership Department 

Yes – I’m in favor of a name change and here’s why ________________________________________

___________________________________________________________________________________________

___________________________________________________________________________________________

No – I’m not in favor of a name change and here’s why:  ___________________________________

___________________________________________________________________________________________

___________________________________________________________________________________________

Your feedback will be weighed when the Board considers whether or not a name
change is needed at this time.



ALOA Website Login = Blank Stare?
By Betty Southerland

You may have noticed some changes to the look of the Associated

Locskmiths of America (www.aloa.org) website in the past year but

are you aware that with the new look came new functionality and

products that can benefit your bottom line? From the aloa.org por-

tal, you have access to online training, books and materials, a di-

rectory of members, legislative updates specific to your area,

information related to the organization, Keynotes online, contact in-

formation for the ALOA Board and staff, press releases about the in-

dustry, convention details, and the

materials to get you set up for our

public site, findalocksmith.com. At

ALOA.ORG, you can also make

changes to your address, phone

number or email. This and much

more is available now. Don’t be left

behind. Use this handy guide to

login and make sure you are con-

nected.

How to Log In
First, find your member number. If

you don’t know it, call the ALOA of-

fice and ask the Membership De-

partment to provide it to you. Then,

go to www.aloa.org/membersonly/.

If we have your current email ad-

dress on file, you can login, using

your email address as your user

name. If you have changed email

addresses since becoming a member OR if you have never provided

that information to ALOA, you will need to try this:  type your mem-

ber number, followed by “@aloalogin.org”. For example, if your mem-

ber number is 12345678, your username would be

12345678@aloalogin.org. Then, in the box below, type your member

number. This is your password. Once you have logged in for the first

time, you can change your password to something more personal. If

you try both of these methods and still can’t login, send an email with

your member number and contact information to betty@aloa.org

and we will make sure you can log in within 48 hours.

Member Directories
ALOA manages several different member directories. One is the

ALOA Member Directory which provides detailed information on

every member of ALOA. Note: This is not the same product as find-

alocksmith.com. 

The ALOA Member Directory is ONLY available to members as a net-

working resource and includes all current ALOA members unless they

have asked to opt-out of this program. If you would like to opt out of

the member directory, use the “change of address form” and

uncheck the box at the bottom of the page that asks “Do you want

to be listed in our membership directory?”.

A separate directory is provided to vendors. This Member Verifica-

tion Directory provides verification of membership only. Your con-

tact details are not provided. We do this to keep you from getting

unwanted marketing calls, spam, and junk mail.  All current ALOA

members are included in this directory.

Our most popular directory is the Locksmith Search Directory which

can be found at www.findalocksmith.com. This is the directory that

can be accessed by the general public. ALOA advertises and mar-

kets this directory and it appears FIRST in a general Google search

for “find a locksmith”. However, since not all ALOA members want to

be contacted by the general public, the only members listed here

are those who have agreed to opt in. If you have not completed the

locksmith search form, you are not listed on findalocksmith.com and

your future customers cannot find you. 

To opt in to findalocksmith.com go to the aloa.org members only por-

tal at www.aloa.org/membersonly/ and click on the “lock search

form”. Here, You can list your hours, contact info, address, certifica-

tions and specialties giving you complete control over how your

record appears to your customer. 

As always, the ALOA staff is here to offer technical support fo our on-

line products. You can either call or email us with your member num-

ber and contact information. Contact betty@aloa.org or

margarita@aloa.org with questions, comments or just to say hello. We

love hearing from you!
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CLASSES 
MARCH 9–12, 2009

TRADE SHOW
MARCH 13–14, 2009

The Safe & Vault Technicians 
Association Convention & Trade Show

Sheraton Hotel
Myrtle Beach, South Carolina

MYRTLE BEACH, SOUTH CAROLINA
MARCH 9–14, 2009

Highlight your path to the future with the latest
technology the industry has to offer to safe
technicians at SAFETECH 2009. Exposure to
today’s top safe distributors and manufacturers
is absolutely crucial to making good purchas-
ing and sales decisions. Additionally, time is of
the essence when it comes to education. New
developments spring up each year, making top-
notch safe classes a necessity in our ever-
changing environment. SAFETECH classes
cover subjects related to the installation, main-
tenance and operation of sales and vaults at
levels from novice to expert. The only chance
to get world-class education and meet with the
industry’s top distributors and manufacturers is
at the 2009 Safe & Vault Technicians Conven-
tion & Trade Show.

Brighten Your Future. Highlight Your Success.

Come join us in sunny Myrtle Beach, South
Carolina for SAFETECH 2009!  

For more info: 214-819-9771 or visit www.savta.org

DON’TMISSOUT!!



EEMMPPLLOOYYMMEENNTT

SALES REPRESENTATIVE 
WANTED
JMA, USA, a leading European key man-
ufacturer is looking for sales 
representatatives for various US territo-
ries.  The sales representative will be re-
sponsible for managing existing
accounts in each territory and to open
new accounts. Please send resume 
to Mike Ripoll, email address:
mripoll@jmausa.com. 

EXPERIENCED 
LOCKSMITH WANTED
Established company, Bend Oregon re-
quires full time locksmith. 
Experienced in commerical, residential
and auto. Must be motivated team
player. Paid vactiona, hoidays and ben-
efits. Send email to: 
bedlocksafe@bendbroadband.com or
call Mary at 541-948-6073.

LOCKSMITH WANTED
High volume mobile/storefront shop in
San Dimas, CA. We are seeking a 
technician for a full time position servic-
ing Residential, Commerical, and Auto-
motive. We are willing to train a self
motivated person with some experi-
ence. Good driving record requiried.
Retirement Plan and Health Insurance
available. Call Chris at 909-599-3178 or
email chris@sanderslock.com

SAFE TECH/LOCKSMITH 
WANTED
Established Safe and Vault Company in
San Diego, CA is looking for a reliable
locksmith /safe technician with minium
of 5 years experience in the service and
openings of all types of safes. General
commercial and residential locksmith
skills also a must.We offer paid holidays,
paid vacation and healthcare benefits.
Very competitive wages based on qual-
ifications. Please call 858-277-7711 or fax
resume to 858-571-5147.

SECURITY PROFESSIONAL 
NEEDED - TAMPA FLORIDA
MOVE TO SUNNY FLORIDA!!!!  We are in
need of a security technician to join
our team.  We are located in the
Tampa Bay area of Florida (Clearwater,
St. Pete). We are a  Medeco Security
Center. Access control, CCTV, and
Medeco knowledge a +++.  We pro-
vide competitive pay, continuing edu-
cation and many employee benefits
such as health insurance, vacation
pay, sick pay and a retirement plan.  
Good driving record a must.  Please
email your  interest to ken@affordable-
lock.com or call 813-232-7600. 

EXPERIENCED 
LOCKSMITH NEEDED
Established company in beautiful Seat-
tle. Top pay and benefits. Relcation as-
sistance and possible signing bonus! Full
medical, dental, vision, 401K, paid va-
cation. New service van fully equipped.
Cell phone, uniforms, everything neces-
sary to go to work!  Our 
customers are almost entirely commer-
cial and industrial. We do no auto work
or low end lock work. We specialize in
high end, high security and  large ac-
counts.  Incredible earning potential for
the right technician. Training available
for high security and commerical hard-
ware.  Aaro Inc, Dba  The Lock Shop.
30819 Pacific Highway South, Federal
Way, Washington, 98003. 253-839-3443.
Second location: The Lock
Shop(SeaTac), 20810 International Blvd,
Sea Tac, Washington 98198. 206-824-
4447. 

LOCKSMITH NEEDED
Holder's Total Security, an established
business in Tulsa, OK since 1959 is search-
ing for an experienced locksmith and
safe technician for outside service. Auto-
motive experience beneficial. Pay is de-
pendent upon experience and positive
work habits.  Paid holidays, vacation, sick
pay, continuing education and simple
IRA. If interested, call or fax resume to
Gene Holder, Holder's Security, 7027 E.
40th Street, Tulsa,  OK 74145.  Phone 918-
663-8660. Fax 918-663-8667 email:
gene@holdersecurity.com

HELP NEEDED
Field Technician/Locksmith wanted for
growing shop in Albuquerque, NM.  Must
have safe and general locksmithing ex-
perience, and be familiar with mas-
terkey systems. Access control and
electrical experience a plus. Our shop is
commerical, industrial and institutional
work only.  Pay DOE and benefits. Re-
sume can be faxed to: 505-266-6655.
Email: sandiasafe@aol.com or call 505-
266-5577

WANTED: EXPERIENCED 
LOCKSMITH
Full Service Locksmith & Security Com-
pany located in Aurora, Colorado seeks
a full time service technician proficient
in all phases of commerical lock-
smithing. Knowledgable in electronics in-
cluding wiring and hardware
installations.  Will train with some experi-
ence.  Please contact Shelia or Steve at
303-745-5500

WANTED: EXPERIENCED 
LOCKSMITH
Seeking a friendly person who has a min-
imum of 3 years as a locksmith in the
field in a service truck, or in a shop envi-
ronment.  We are looking for immediate
positions. Kaiser Medical, profit sharing
and more.  Must have a clean driving
record and agree to drug tests.  We
have been in business for over 20 years
on Maui. This position is open to any man
or woman who can lift up to 60 lbs, can
climb ladders and has knowledge of
basic hand and power tools. Mahalo for
your interest.

WANTED
Previous Work experience necessary.  In-
stalls, repairs, rebuilds and services me-
chanical locking devices, using hand
tools and special equipment.  Cuts new
or duplicate keys, using key cutting ma-
chine.  Moves lock pick in cylinder to
open door locks without keys. Opens
safe locks by drilling.  May kee records
of company locks and keys. Shift:  7:30
a.m. - 3:30 pm for a temp-to-hire assign-
ment. Work location: Throughout the
Medical Center buildings downtown
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from Canal Street to Poydras Street.
Pay: DOE To apply:  Come into our office
- Spherios Staffing, 3929 Veterans Me-
morial, Suite 101, Metarie, LA 70002.  504-
455-6565

LOCKSMITH TECH
Need energetic locksmith tech with
good work skills and computer and
warehouse experience a plus! Hours:
Monday through Friday, 8:00 am-5:00
pm. Good driving record required. Re-
tirement plan. Health insurance. Estab-
lished, well known company in business
since 1964. Sword Co. 6525 South Broad-
way, Tyler, Texas. Send resume to:
mike@swordco.com or fax to 903-561-
4932. Provide salary requirements.

WWAANNTTEEDD  TTOO  BBUUYY//SSEELLLL

TOOL WANTED
Best IC Tool Wanted. Best stamping plate
wanted. Single core block, 5 core plate
or larger plate. Used is fine. Please call
Randy Main at 1-800-352-1773

ALARM BUSINESS FOR SALE
Central Idaho Alarm business for sale.
Only security company within a hundred
mile radius in a super fast growing resort
area. Four hundred + current monitored
customers. Security systems, commercial
fire systems, structured wiring, CCTV,
home theater and audio and access
control. Very profitable with a great rep-
utation and large customer base. Email:
aviator@citlink.net for more info.

PIN KIT WANTED
Best Pin Kit wanted in A2 format, prefer
Wood kit with newer style "World" Best
logo. No pins inside is OK, also would pur-
chase same in A4. Randy Main 1-800-352-
1773.

USED BEST F-7 CORES WANTED
Used Best F-7 Cores Wanted. Want to
purchase used Best Cores in F-7 keyway,
prefer used in 626 or 606 finish.  Alos
Wanted 6 pins cores used in any key-
way. Randy Main 1-800-352-1773.

HURCULITE LOCKS FOR SALE
Hurculite new all brass door locks for sale.
$10 each plus shipping. Round bolt stype,
Have 100's available. Randy Main 1-800-
352-1773.

FOR SALE
I.T.L. 2000 Safe Dialer.  New  $1600.  Call
912-375-3331

FOR SALE
6200 Series Dual Movement Time Lock
w/key.  Asking  $300.  Will send picture.
Barrow Safe & Lock 601-956-0022. email:
barrowsafenlock@bellsouth.net

FOR SALE
New:  10 - Alarm Lock 715 - $175 ea. 1-
Mas Hamiliton PL 1000x26D - $125.  1-
Marks 1QIK/26 - $125.  2- Code Lock
CL5010SS - $125 ea.  1-Code Lock
CL210K-PD - $40. 1-Code Lock CL415-PB
- $60.  Used:  20-Kaba Ilco 1021B x 26D
(Less Core) 90 Day Warranty - $75 ea.
Call Holder's Total Security - 918-663-8660

FOR SALE
Orion KD 56 C/E High Security Key Dupli-
cator (Lexus-Toyota-Mercedes, etc). Like
New with 5LXP90-P Key Blanks.  $1500.
Alan 901-212-3143

FOR SALE
Antique Key Machines - I collect old key
machines and have some for sale.  Send
SASE for list of machines available and
list of my collection.  Randy Main, 13630
Second Street, Yucaipa, CA 92399

WANTED
Old Hotel Key Tags - Want a source to
make old style embossed brass key tags.
Star, sun rays, emblem or other designs.
Also need samples.  Randy Main, 13630
Second Street, Yucaipa, CA 92399.  1-
800-352-1773

MOBILE LOCK BUSINESS 
FOR SALE
Located in Sheboygan, WI, on Lake
Michigan shoreline 20+ years in the area.

Tools, equipment and supplies. Large
client database. $188,000.   Sik-
napp50@charter.net 920-458-7370.  

LOCKSMITH BUSINESS FOR SALE
Growing East Tennessee locksmith busi-
ness established 1987.  Supports three
locksmiths with two fully equipped vans
serving residential and commericial ac-
counts as well as walk-in customers. Busi-
ness located in an 1152 sq. ft. concrete
building on a 7500 sq. ft. corner lot
fronting main hwy. Complete set up
$225,000. Call 423-586-3101/M-F/ 8-5 EST.

WANTED:
A used key cutting machine in good
shape or one that I could put into good
shape, have a small budget. Also look-
ing for a used HPC code cutting ma-
chine with card cutters would be a plus.
Just getting started on my own and
have no machines of my own. So if any-
one has either machine sitting around
doing nothing, give me a call and tell
me what you want for it. John 540-635-
1865.

FOR SALE
Yellowstone Lock and Key, West Yellow-
stone, Montana. West gate entrance to
Yellowstone National Park. Profitable
well established 22 year family owned
business. Includes business, current in-
ventory and equipment. Currently 1 ve-
hicle with enough eqiupment and
inventory to expand to a 2nd vehicle
fleet. Potential for contract expansion
and coverage area. Currently the only
locksmith in the area.  Call Sandi at Mon-
tana Territorial Land Co.  1-866-646-7145
or 208-351-4924.

FOR SALE
An ALOA Member has the following Sur-
plus ALOA Membership Items for sale: All
items are new in original packaging.
Prices include shipping. ALOA Shoulder
patches – 3" x 4" - $3.00 each, PRP CPL
Pins - $6.50 each, ALOA Lapel Pins –
clutch fastener - $5.00. Please contact:
adresponse@aloa.org



DDiissttrriibbuuttoorrss

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

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

Cook's Building 
Specialties
Phone: 505-883-5701
Fax: 505-883-5704

Dire's Lock & 
Key Company
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

H L Flake Co
Phone: 800-231-4105
Fax: 713-926-3399
www.hlflake.com

Hardware Agencies, Ltd.
Phone: 416-462-1921
Fax: 416-462-1922
www.hardwareagencies.com

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

Intermountain Lock 
& Security
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 Company
Phone: 800-288-0801
Fax: 305-949-3619

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

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

McDonald Dash 
Locksmith Supply Inc
Phone: 800-238-7541
Fax: 901-366-0005
www.mcdonalddash.com

NLS Lock Supply Dba
Nevada Lock Supply
Phone: 702-737-0500
Fax: 702-737-7134

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

Phoenix Safe 
International LLC
Phone: 765-483-0954
Fax: 765-483-0962
www.phoenixsafeusa.com

RMR Empire 
Distribution LLC
Phone: 888-256-0586
Fax: 212-505-8702
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

MMaannuuffaaccttuurreerr

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

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

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

ASSA Abloy Americas
Phone: 203-624-5225
www.assaabloy.com

ASSA High 
Security Locks
Phone: 800-235-7482
Fax: 800-892-3256
www.assalock.com

Access Security 
Products Ltd
Phone: 905-337-7874
Fax: 905-337-7873
www.access-safe.com

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

Advanced Diagnostics
Phone: 650-876-2020
Fax: 650-876-2022
www.autokeys.com

All Five Tool 
Company, Inc.
Phone: 860-583-1691
Fax: 860-583-4516
www.all5tool.com

American Security 
Products
Phone: 800-421-6142
Fax: 909-685-9685
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

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

CompX Security 
Products
Phone: 864-297-6655
Fax: 864-297-9987
www.compx.com
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D&D Technologies
(USA), Inc
Phone: 714-677-1300X292
Fax: 714-677-1299
www.ddtechglobal.com

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

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

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

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

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

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

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

HPC
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 Corporation
Phone: 877-394-8338
Fax: 800-888-6855
www.jacksonexit.com

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 Company
Phone: 516-576-9090x312
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

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

Maxcess Card Systems Inc
Phone: 800-713-4823
Fax: 650-692-9410
www.maxcess-card.com

Mil-Comm Products Co Inc
Phone: 201-935-8561
Fax: 201-935-6059

Pacific Lock Company
Phone: 888-562-5565
Fax: 818-678-6600
www.paclock.com

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

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

Rutherford Controls Int'l Co
Phone: 519-621-7651
Fax: 519-621-7939
www.rutherfordcontrols.com

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

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

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

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

SSeerrvviiccee  OOrrggaanniizzaattiioonn

Allstate Insurance 
Company
Phone: 847-551-2181
Fax: 847-551-2732
www.allstate.com

Compusource 
Corporation
Phone: 770-564-0060
Fax: 770-381-8257
www.compusource.com

SentryNet
www.sentrynet.com
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For those of you who were not able to
make the ALOA Convention and Security
Expo in Dallas, Texas this year, you
missed some great legislative meetings!
Here are the highlights:

Legislative Action Network Council
Breakfast

ALOA celebrated the efforts of its grassroots
legislative team at its Legislative Action
Network Breakfast.  ALOA’s Legislative
Manager Tim McMullen, JD, CAE thanked
everyone for their hard work to make this
year so successful for the locksmith in-
dustry.  Special awards were given to as-
sociations and members who went above
and beyond duty to promote the locksmith
industry in their states.  The Legislative Ac-
tion Network recognized both the Lock-
smith Association of Connecticut, Inc. and
the Nutmeg Locksmith Trade Association,
Inc. for coming together to pass locksmith
registration this year.  Legislative Action
Network Person of the Year awards were
presented to Gary W. Ford, CRL for taking
the lead in getting locksmith licensing
passed in Virginia and to Glenn Younger,
CML his tireless work on a bill in California
that will make it harder for “phony lock-
smiths” to do business.

The Legislative Action Network (LAN)
Council is an important instrument in rais-
ing the standards of our profession through
the legislative process by making sure that
locksmiths have the final say in how our
industry will be run.  For more information
on how to become a Council member visit
www.aloa.org/legislation and click on
“Join the Legislative Action Network”.

State of the States Roundtable

More than 45 representatives from ALOA
chapters and locksmith associations
across the US and Asia met to share con-
cerns, ideas and updates on what is hap-
pening in their states and countries.
ALOA’s Legislative Manager Tim McMullen,
JD, CAE began the meeting highlighting
the bills introduced in 2008 that affected
the security industry (see below).  All the
states had much to share including:

California – Glenn Younger, CML high-
lighted the bill working its way through the
legislature that goes after “phony lock-

smiths” by raising the fine for violation of
the act from $1,000 to $10,000 and al-
lows local authorities to handle the viola-
tion, and in return collect the fine for their
own jurisdiction.

Florida – ALOA President Ken Kupferman,
CML, CPS gave highlights of its efforts to
pass locksmith licensing this year.

Illinois – Kathy Zaniolo, CML noted that
there was an error on the DE-INS forms re-
garding “errors and omissions” insurance
(which is actually not needed) that caused
some problems.  It is on the Illinois De-
partment of Fianance and Professional
Regulation website.  A bill was introduced
(HB-2859) that would criminalize the pos-
session of “bump keys” except for those
who are licensed by the state.  Noted that
they are having difficulty finding a lock-
smith to serve on the Licensing Board.

Maryland – ALOA Northeast Director Tom
Foxwell, Sr. gave highlights of its efforts to
pass locksmith licensing this year and
working with Mid-Atlantic AAA who wanted
to introduce key code legislation and tie
locksmith licensing to that bill.

Michigan – John Hubel, CML noted that li-
censing is eventually coming in his state,
but wants to approach it cautiously.
Would like to see ALOA take in considera-
tion part-time locksmiths and retired lock-
smiths in licensing and programming.

Minnesota – Mike Foty, CPL is having
problems with the alarm and electrician in-
dustries taking low-voltage and also with a
sales tax requirements.  Looking at licens-
ing, but proceeding cautiously.  Handling
phony locksmiths through the state’s AG’s
office.

New Jersey – Bill Timmann, CML alerted
locksmiths to look at their contractor’s li-
censes which states are starting to enforce.

Oklahoma – Mike McGrew, CRL suggested
getting involved in other associations
within the state like the Oklahoma Society
of Association Executives (www.ok-
osae.org).

Oregon – ALOA Northwest Director Keith
Whiting, CML, CFL spoke about the alarm 

and electrician industries taking access
control and Pacific Locksmiths Associa-
tion’s work on locksmith licensing to have
it introduced the first day of the session.

South Carolina – ALOA Southeast Director
Steven Myslik, CRL reported that lock-
smiths are exempt from getting an electri-
cal contractors license for work under 24
volts.  They are looking at possibly doing
a registration law with a background
check.

Texas – John Arnold, CML said that lock-
smith licensing was going up for “sunset
review” next year.  They are looking at a
number of outcomes:  leave the licensing
alone and keep it under the Department of
Public Safety Board, give it solely to the Di-
rector, place it with another agency, or get
rid of it altogether.  They have put a com-
plaint form on their website.  They are also
now required to charge sales tax on labor
by a ruling from the Texas Comptroller.

Virginia – Gary Ford, CRL noted that the
larger companies were helpful in support-
ing the locksmith licensing bill because
they had the most to lose from the “phony
locksmiths”.

Japan – ALOA International Director
Takashi (Taka) Kuwana noted that there
has been a lot of crime in Tokyo which has
fueled the need for locksmiths to install
high security locks (sometimes two!).  The
consequence from this is that now there is
only maintenance work to be had.  There is
no regulation of the industry in Japan.

Manufacturers and Distributors – ALOA As-
sociate Director Dan Floeck let everyone
know that distributors are very concerned
what happens in their states and would
help locksmiths oppose legislation that
would put them out of business (i.e. alarm
licensing that extends to access control
and CCTV).  He noted that manufacturers
are more concerned on the federal level.
Asked the Legislative Manager to give to
him the various funding needs by the
states.

Make sure you don’t miss next year’s
roundtable at the ALOA Convention in Las
Vegas, Nevada!





2008 LEGISLATIVE HIGHLIGHTS
The ALOA Legislative Manager reviewed over 1100 bill this year, focusing his attention on the following:
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ALABAMA S195
This bill would provide for the
continuance of the Alabama
Electronic Security Board of Li-
censure until October 1, 2012.
Locksmith licensing falls under
this Board. Signed by Governor.

ALABAMA H54/S58
Makes an appropriation to fund
the Alabama Electronic Security
Board of Licensure.  Locksmith
licensing falls under this Board.
Signed by Governor.

ALABAMA H669/S58
Repeals the exemption for lock-
smiths taking the examination if
providing locksmith services in
counties having populations of
less than 30,000 inhabitants.
Failed.

CALIFORNIA A2592
Amends the current locksmith li-
censing law to address the
problem of "phony locksmiths".
Passed Assembly and now is in
Senate Committee.

CALIFORNIA S1554
Adds "bump keys" to the Penal
Code list of prohibited lockpick-
ing tools used with the intent to
commit a felony.  In Committee.

CONNECTICUT S272
Requiring the registration of
locksmiths.  Signed by 
Governor.

FLORIDA H549/S1556
Requires licensing for lock-
smiths.  Failed.

FLORIDA H601
Revises requirements for taking
the electrical or alarm system
contractor certification examina-
tion; provides requirements for
certification; revises require-
ments for certification as a certi-
fied contractor by the Electrical
Contractors' Licensing Board.
Signed by Governor.

IOWA H2410
An applicant for certification as
an alarm system contractor or
an alarm system installer shall
be subject to a national criminal
history check through the fed-
eral bureau of investigation.
Signed by Governor.

IOWA H640/S3061
Requires alarm system contrac-
tor and alarm system installer to
undergo federal background
checks.  Failed.

KENTUCKY H41
Establishes alarm licensing.
Definition of alarm system so
broad that it includes access
control and most locking sys-
tems.  Failed.

MARYLAND H1298
Requires locksmith licensing.
Failed.

MASSACHUSETTS S1989
This bill provides for the licens-
ing of electricians over "Security
Systems" which the definition
includes access control. In
Committee.

NEW JERSEY S474
Requires installation of lock on
inside of classroom doors at
public and independent institu-
tions of higher education and
public and nonpublic schools.
In Committee.

NEW JERSEY S1207
This bill would require a local
unit of government to replace
the door and ignition locks of a
motor vehicle being sold by the
local unit prior to its sale,
whenever another vehicle can
be operated by the same key.
The price to be paid by the pur-
chaser would include an
amount to reimburse the local
unit for the full cost of replacing
the locks.  In Committee.

OHIO H41
Require licensure of persons op-
erating security systems com-
panies.  This bill is based on
the IASIR Model law that ALOA
and the Burglar Alarm industry
drafted. In Committee.

PENNSYLVANIA H727
Requires positive customer ID
before opening a car or home.
ALOA considers the state’s re-
quirements to be too cumber-
some.  In Committee.

VIRGINIA H462
Requires locksmith licensing.
Signed by Governor.

WASHINGTON S6370
Providing licensing require-
ments for alarm system compa-

nies which includes access
control and CCTV.  However, the
definition includes, "to which
law enforcement, emergency
services, private security
guards, or alarm system em-
ployees are expected to re-
spond".  Failed.

WEST VIRGINIA H2243
Allowing comparable credit at
trade or vocational schools ap-
proved by the State Board to
count towards service personnel
pay rates.  Service personnel in-
cludes a pay rate for Lock-
smiths who have comparable
credit obtained in a trade or vo-
cational school as approved by
the state board which is now
comparable to an associate,
bachelor, master or doctorate
degree.  Failed.

WEST VIRGINIA H2377
Requiring that employers per-
form criminal history back-
ground checks for employees
involved in the installation of
home security systems.  Does
not define what constitutes a
"home security system”.  Failed.

US HR5920
Directs the Attorney General to
establish a method to permit
employers in the electronic life
safety and security systems in-
stallation and monitoring indus-
try to access criminal history
records and other information to
conduct background checks of
prospective employees.  In
Committee.

as of 06/01/2008
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1. Tell us about your background in security and
your experience in locksmithing? i.e What was your
starting point?
STEVEN L. CLARK: In 1987 I began my training in
Modesto, CA., at Bill’s Safe & Lock by the owner Bill
Gunkel.  Then moved to Coos Bay, OR buying Tom’s Lock
& Key in 1990, becoming a CRL. Then we moved our shop
5 miles to North Bend, OR. Our area roughly has a popu-
lation of 25,000. We have one employee that has been
with us for over 10 years, Kevin Fellows (ALOA member
CRL) and another employee Jimmy Houk that has been
with us for over 3 years.

2. How long have you been a member of ALOA?

STEVEN: Since 1990

3. How long have you had your business?
STEVEN: 18 years

4. Explain what your position is at your business.
STEVEN: Owner-Locksmith

5. How many employees does your business have?
STEVEN: Four including the Bookkeeper

6. What do you like most about your job?
STEVEN: The unexpected challenges that happen daily.

7. What are the changes that you've noticed in the
security technology recently?
STEVEN: The high security changes in the automotive
field.

8. How do you stay up-to-date with products & se-
curity techniques? 
STEVEN: Attending trade shows, education seminars,
conventions, reading keynotes and other locksmith peri-
odicals.

9. How has life changed for you as a security pro-
fessional in the past year?

STEVEN: The ever
changing technol-
ogy in the industry
has kept life interest-
ing for me and very
busy. My wife and I
enjoyed going to
Texas and look for-
ward to attending
more ALOA events.

SPOTLIGHT
member

Welcome to feature Member Spotlight! Each month we will highlight a current ALOA member & their lockshop with a short bio and
in-depth questions. To be considered or to recommend a fellow ALOA member please send an email to margarita@aloa.org.

Tom’s Lock & Key
2125 Broadway St

North Bend, OR 97459

(541) 756-4295



10. How do you sell security to the general public?
STEVEN:We have a full service locksmith shop with a drive
up window. Three mobile vans. Participating in local
events such as National Night Out and advertising.

11. What advice can you give to an aspiring secu-
rity professional?
STEVEN: Stay up on your education, cannot stress that
enough, if you don’t know what is happening in the in-
dustry you can’t help your customers effectively. Take
every opportunity to learn a new technique.

12. How important do you think education is for
those already in the security industry or those look-
ing to get into it?
STEVEN: Extremely important, can make or break you.

13. What is the biggest obstacle security profes-
sional’s are facing, if any?
STEVEN: Technology is changing so quickly, it can be dif-
ficult to stay on top of all the new innovations.

14. Can you re-
member your first
big security job?
What can you tell
us about it?

STEVEN: We had to
secure a building for
the local police de-
partment, drill open
3 safes with a TV

news crew filming over our shoulders and the police
watching every move. The stress was unbelievable.

15. How do you feel about the issue of phony lock-
smiths? And how do you think this affects the lock-
smith industry in Oregon and nationwide?
STEVEN: Phony locksmiths make the legit and honest
locksmiths work even harder to earn the public's trust. The
stigma it causes can be overwhelming. It affects every as-
pect of the locksmith trade not only in Oregon but across
the Nation. 

16. What are some ways that you ensure your cus-
tomers of your trust and skill as a locksmith? 
STEVEN:We offer our customers a 90 day warranty on all
labor. We guaranty that each key we cut will work as
good as the key they bring in, if it doesn’t we go out of our
way to fix the problem. We have even gone to the cus-
tomers home to adjust the key. We also provide a profes-
sional and inviting atmosphere.

17. Name a few things that you think locksmith busi-
ness owners should do to help their businesses pros-
per and grow.
STEVEN: Join local organizations such as the Rotary, The
Chamber of Commerce. Offer a 24 hour mobile service.
Be available, keep appointments, be on time.

18. Do you find that other locksmiths in the North
Bend area work together on referrals and work flow?
STEVEN:We are the only locksmiths in North Bend but we
do keep open lines with other locksmiths in adjoining
areas.

19. Where do you see
yourself in the security
industry 10 years from
now?
STEVEN: I would like to
see myself still owning a
shop with mobile rigs and
employees. Keeping up
on the latest technology,
traveling to the trade
shows and conventions. 

20. What is your fa-
vorite place in North
Bend, OR?
STEVEN: At the beach
with my family and cruis-
ing on my motorcycle
with my wife.
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ACROSS

1. In a properly combi-
nated core, the nu-
meric difference
between the control
cut and the size of
the top pin (2 words)

8. Take a look at

10. Unutilized group of
safe deposit boxes

12. Distance between the
center of a cross-bore
and the bolt edge of a
door

13. Shows where to go

15. 19th Greek letter

16. Select possible key bit-
ings

18. ___, boss how does
this go?

20. Ring like fetters (goes
with 39 across)

22. Locksmith certification
program adminis-
tered  by ALOA

23. Narrow strip of spring
steel used to bypass
the cylinder and un-
lock vehicle doors
(goes with 35 down)

25. Company executive,
for short

27. Claim on a property a
contractor can place
if a bill is unpaid

28. Pivoting one-piece
stop works activator

31. _____ pin

33. Bar drink

36. Sub-master key

38. Symbol for single-
keyed

39. See 20 across

42. Portland state

43. Tea party state

44. Extra working hours,
abbr.

45. Small keyless rim
latch operated by
pressing a concealed
actuator (goes with
46 across)   

46. See 45 across

DOWN

1. Uses a dialing process
used with combina-
tion locks to deter-
mine operational
status of the lock

2. Gadget

3. Firm, briefly

4. Key controlling a com-
puter port

5. ____ check or plate?

6. Handcuffs, for example

7. Distance from a door
face to the tip end of
a lever handle

9. Yes!

11. Label

14. Type of key for a safe
deposit box lock with
only one keyway

17. Sequence of Progres-
sion, for short

19. Pressure measurement
(abbr.)

21. Great great grand
master key

24. ___ Miserables

26. British sports car

27. Weight measurement

29. Way of cutting a key
so that the roots of
adjacent cuts are
connected by a
straight-line cut

30. Moose

32. Spackle is one

34. Change the text

35. Goes with 23 across

37. Prefix indication
wrong action

40. Cleaning material

41. That was a lie! (slang)

42. __ Hammer (singer)
June/July Solution

[crossword puzzle]
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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.) 

Security Window
Red Window:
Luggage has been searched.

Green Window:
Lock Not Opened.

Protected by U.S. Patents 6,877,345 and 7,007,521 The Design of the Lock is a Registered Trademark® of The Eastern Company

K6435 SEARCHALERT :
The name you can trust 
for travel safety, security 
and accountability.

� Shackle designed to accommodate security cases
� Recognized & Accepted by the TSA
� Security Window cannot be altered 

with a paper clip
� Security Window can only be reset 

by a person knowing the combination
� Zinc Die Cast Body (Not Brittle Plastic)
� Steel Shackle is virtually unbreakable
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