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Garage doors reclaim #1 spot

Two decades of Expo in review

How to increase sales, simply

 

NO ONE IS SAFE 

FROM CYBERCRIMINALS

Precoat Metals shares their cyberattack 

experience and steps for recovery
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Ownership/Mission
Door + Access Systems newsmagazine is a quarterly, non-subscription 
periodical published by the Door & Access Systems Manufacturers Association 
(DASMA), the association of companies engaged in the manufacture of 
commercial and residential garage doors, rolling doors, high performance 
doors, door and gate operators, remote controls, and related products. The 
magazine’s purpose is to increase the level of knowledge and professionalism 
within this industry by providing timely news and feature stories.

Circulation
The magazine is mailed to more than 
20,000 professionals in this industry. 
More than 90% of our readers are 
dealers who sell, service, and install 
door and access systems products. 
These dealers are located in all 50 
U.S. states and throughout Canada.

Editorial Content
Door + Access Systems welcomes 
press releases and photos of 
product, personnel, and company 
news for our industry. See our  
Press Release Guidelines at  
www.DoorandAccessSystems.com.

Our editorial content includes the 
latest news, trends, and tips related 
to the door and access systems 
industry. We welcome your editorial 
ideas and articles. We will pay $250 
for every full-page article submitted 
by a member of the door and access 
systems industry (after it is published).

Ad Production
Art materials are accepted as a 
print-ready pdf or InDesign files.  
Ad production requested by 
advertiser will be billed at cost. 
Macintosh files are preferred.  
Digital files may be uploaded 
directly to the printer’s FTP site at  
https://spaces.hightail.com/uplink/
AGSCG to the attention of  
Mike Maria. Another option is  
to email a print-ready, high- 
resolution pdf (300 dpi or greater)  
to the advertising manager at  
ann@CunninghamBaron.com.

“D+AS IS THE HIGHEST 

QUALITY MAGAZINE 

IN OUR INDUSTRY 

AND HAS THE MOST 

RELEVANT ARTICLES.” 

– MINNESOTA DOOR DEALER

Note: Unless new ad material is 
provided, your ad will be picked  
up from the latest issue of  
Door + Access Systems.

Advertising Content
No advertisement that contains price 
information will be accepted. The 
editor and publisher reserve the right 
to reject any advertising material that 
does not uphold the dignity of this 
professional journal or the industry it 
represents. Advertising that simulates 
editorial content must carry the word 
“Advertisement” in 8 pt. or larger type. 

Trim Size and Bleed
Magazine trim size is 8-1/2" x 11", 
perfect bound. Bleed size is  
8-3/4" x 11-1/4". Live matter not 
intended to bleed off trimmed page 
should be confined to 1/8" from 
trimmed edge. Bleeds allow 1/8" 
excess on all sides. Bleeds are free.

Inserts
Inserts are available only to DASMA 
members and are accepted in 2-page 
multiples at the following rates. 

2-Page Insert
You Print…….  $3,300
We Print……... $4,800
4-Page Insert
You Print......... $3,900
We Print.......... $6,400
6-Page Insert
You Print......... $4,600
We Print.......... $8,100
8-Page Insert
You Print......... $5,400
We Print.......... $10,000
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HeadLines Today’s Top News Stories

On May 12, 2021, the president signed an 
“Executive Order on Improving the Nation’s 
Cybersecurity,” but ultimately, it’s up to you 
to protect you or your company from being the 
next target.

In this candid and compelling interview, 
Vice President of Business Information Systems Rick Miller offers an insider’s view of the cyberattack Precoat Metals experienced from a before, during, and after 

perspective. It may just keep you and your 
business from a similar fate. 

When did the attack occur and how did 
you first know? I’ll never forget the date. It was Tuesday, 

April 28, 2020. The director of IT called 
me at 5:30 in the morning and said that we 
had been hacked and we couldn’t connect to 
anything on our network.The attack was first discovered when a 

coating line operator saw a mass closing of 
applications and his PC unexpectedly shut 
down. Seconds later, his computer began to 
reboot, and then, he was staring at a bright 
blue screen with the looming message, 
“Your network was hacked … If you decide 
not to cooperate, your sensitive data will be 
shared with the public.”

They offer to give you the encryption codes 
(to unlock your files) if you pay a lump sum. You 
are typically instructed to pay in Bitcoin. 

What type of infrastructure did you have 
in place prior to the attack?I’d describe Precoat’s pre-attack infrastructure 

as normal, well-structured, and efficient. We 
had 15 locations connected by one network, 
a centralized data system, and common applications used by all.We also shared a centralized Cisco VoiP 

phone system. Email, file, and print servers 
were set up at each location. Backups were 
maintained locally.We had a relatively new (six-month-old) 

IBMi primary server, and both Windows 
7 and Windows 10 systems were in use 
throughout the company. 

What steps did you take when you first 
discovered the threat? The first few hours of the attack could 

be described as chaotic and maybe even 
frantic. We couldn’t tell what was broken, 
let alone how to identify the problem or 
how to implement a solution.As time passed, we learned more about 

the scale of the attack, and we made some 

key decisions early on. Due to COVID-19, 
we were fortunate to have roughly 115 
employees working from home. With user 
authentication unavailable and preventing 
a log-in, we turned off VPN access as a 
precautionary measure. 

Which systems were affected? We learned that our email was down, phone 
use had been compromised, internal and 
external reporting was completely broken, 
and that we had no access to any of the 
shared files on servers. Communication was 
a challenge, to say the least.We eventually discovered that our IBMi 

and Linux servers were fully functional and 
were not impacted in any manner. This was 
great news because throughout this crisis, 
this enabled us to continue with normal 
operations at our plants. 

How did your IT team deal  with the issues? Everybody wanted answers and we simply didn’t have them. To establish 
communication, we devised a workaround 
by asking employees to set up Gmail accounts. Aside from that, the in-house 

actions we took proved ineffective.

We knew the impact to our business was 
significant and we didn’t have a solution. 
Plus, we were staring at the possibility 
of information gaps for an undetermined 
amount of time.

By 11:00 a.m. ET (after six hours of extensive evaluation and attempts of 
recovery), it was clear that mitigation of 
the attack was outside the skillset and the 
available tools of our IT team. Clearly, we 
needed help.

 
Who did you enlist to help? We hired a third-party company that specializes in cybersecurity and protecting 

companies from this type of breach. The 
company we used, Cybersafe Solutions,  
is located in Washington, D.C., and  was recommended to us by our sister company Chromalloy.By 12:30 p.m. ET the day of the attack, 

we had contracted with Cybersafe for help.
See Cybersafe Solutions side bar. 

What did Cybersafe do? They have seven years of experience with 
these type of ransomware attacks. Their 
immediate goal was to protect what  wasn’t already affected and try to recover 

and remediate.
At the time of the attack, Precoat had  

14 manufacturing locations plus a headquarters facility that were all sharing 
the same collection of data, so this was a 
huge undertaking. 

What systems got “hacked”? We determined that all of our Microsoft 
Windows servers were hacked. The primary 
IBMi mainframe server and Linux servers 
were not impacted by the attack. This 
allowed us to keep operating.We also discovered that our customer 

portal, Coil Zone, that we rely heavily on 
internally and externally, appeared to be 
working normally. Unfortunately, reporting 
capability, which typically handles the 
distribution of several thousand reports each 
week, was inoperable. It took us eight days 
to re-establish this functionality.As mentioned, we had turned off the 

VPN connection at the onset of the attack. 
This was good because it could have potentially provided a path for our hackers to 

reach more devices. This decision may have 
limited the overall effect of the attack. 

What did the recovery process look like? 
The path to recovery was exhausting. The 
Precoat and Cybersafe teams worked 16 to 
18-hour days during the first two months 
after the attack, and we scrambled to return 
to normal for our customers.Many company PCs were encrypted, so 

over the next three to four weeks, we replaced 
the hard drives and then rerouted the updated 
devices to various plants. We worked to contain 
the attack, recover our severs, and establish a 
more robust security protocol moving forward 
to avoid further contamination.We were able to recover  the vast majority of our files by recovering them 

from backups. According to the Cybersafe 
folks, “We were extremely fortunate that our 
backup servers were not affected.” 

What additional security did  you implement? Cybersafe implemented their Threat 360 
platform, which included a SIEM, Intrusion 

continued on page 40

NO ONE IS SAFE FROM CYBERCRIMINALS
Within minutes, we realized the same 

thing was being reported at multiple locations 
across the plant. As the hours passed, we 
learned how severe the attack was. 

What type of attack was it? It was a ransomware attack, where a perpetrator seeks to encrypt your data and 
encrypt your backups. The only way to 
unlock or recover the data is to pay them 
money to get your files back. 

What ransomware were you hit with? 
It was called Dopplepaymer, and it was 
successful in encrypting a small portion of 
our files making them unrecoverable. We 
experienced no data exfiltration, and all the 
targeted systems were Microsoft-related 
systems and software.A related piece of software they used 

is called Dridex. It gets deployed onto the 
network to scan for vulnerabilities and is 
usually delivered via email. Millions of malicious emails get sent 

every day by online criminals hoping 
someone opens them. It only takes one person 
to trigger the malware. Later, it activates the 
ransomware which paralyzes your systems 
and files.

Precoat Metals shares their cyberattack 
experience and steps for recovery

Rick Miller

Precoat Metals is a provider of coil coating services with 60 years in the industry, a DASMA Member, and as of April 2020, a victim of a vicious ransomware attack.The cyberattack epidemic has hit both our industry and the mainstream with the recent attack on petroleum distributor Colonial Pipeline. These attacks prove that no company is safe, and if targeted, there could be far-reaching consequences.
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You Print Option: You print your own 
insert and provide 20,000 inserts to our 
printer. The magazine and your insert is 
mailed in a 9" x 12" booklet envelope. 

We Print Option: You supply 
print-ready art for your insert (each 
page is 8-1/2" x 11"). Our printer prints 
the insert on 70# Gloss White Text 
stock and includes it in our mailed 
magazine. Any additional costs for 
perforation, special inks, die cutting, or 
other production services are paid by 
the advertiser.

Both Options: Art, content, stock,  
and size must be approved by DASMA 
in advance. 

Guaranteed Placement  
and Positioning
Requests for positions (e.g., “far 
forward,” “right-hand page,” etc.) are 
honored when available. Guaranteed 
positions can be purchased at earned 
rates plus 15%.
 
Premium Advertisements
Inside front cover, inside back 
cover, back cover, page one, page 
two, page seven, and the first 
ad placed in the cover story are 
available as premium pages on a 
four-insertion basis. Reservations 
must be received by Dec. 30 for 
advertisements published in the 
following year. Premium positions 
are selected by lottery in early 
January, 2022. (Contact us for 
other lottery details.) All premium 

positions must be four-color ads. 
Back cover advertisements are 
15% more than other premium 
positions, and they must change 
content after four consecutive 
issues. If any premium position 
is not filled by the lottery, the 
magazine may sell that position to 
any DASMA member.

Rates/Colors
Rates (see back page) are non- 
commissionable. DASMA reserves 
the right to change advertising 
rates upon 60 days’ notice. 

Qualifying Advertisements 
and Discounts
Eligibility: Advertising in the 
magazine is a benefit of being 
a DASMA member. If you are 
not a DASMA member, you may 
advertise only if (1) you are not 
eligible to be a member, or (2) 
you are eligible to be an Associate 
member. Discounts: DASMA 
members receive discounted 
advertising rates; these rates also 
apply for non-members who are not 
eligible for DASMA membership. 

It is well known that door manufacturers 

were forced to extend lead times in 2020. 

Now it appears these product delays are 

continuing well into 2021.

Door + Access Systems collected 

information from various manufacturers in 

order to identify the factors contributing to 

the extended lead times. Several key reasons 

emerged from their feedback. Believe it or 

not, one of these reasons is great news for 

the industry! 
 
Houston, we have a problem 

For several months, dealers have taken to 

social media to address questions, concerns, 

and frustrations regarding the long lead 

times relating to orders of garage doors and 

related products.
In November, one member of the 

Garage Door Tech Facebook group posted 

that he had received an estimate of eight 

weeks for a standard 9' x 7' door. He asked, 

“What are you folks seeing for lead times 

from other manufacturers?”
Within 12 hours, there were over 40 

comments from other members echoing 

similarly long leads. Dealers reported  

lead times ranging anywhere from 6 to  

12 weeks.
One dealer said, “6-8 weeks and then 

back ordered another 2 weeks. This is 

getting ridiculous!” Another said, “5-7 

weeks is the standard lead time, even on 

simple pan doors.”
As the year ended, the long lead times 

persisted. One dealer’s post summed it up: 

“People are getting edgy and cranky about 

this. I must admit that it’s very concerning. 

God help us all to get through this.”

 
Not just our industry 
D+AS contacted 10 leading manufacturers 

with specific questions regarding lead 

times. Five companies responded, one 

declined to contribute, and four did not 

reply to our emails.
Every manufacturer who responded 

confirmed that long lead times were an 

industry-wide issue. One admitted that lead 

times for its residential, commercial, and 

sectional door company had gone from 

three days to 6 to 12 weeks, adding that “all 

companies in the industry have been forced 

to extend their lead times.”
Another residential and commercial 

garage door manufacturer said, “Companies 

designing custom, high-end doors or relying 

on suppliers for parts are experiencing 

delays that equate to longer lead times. 

This isn’t just an issue in our industry; all 

industries are being affected right now.”

Whether you’re ordering a couch or a 

new garage door, the estimated lead times to 

receive any type of special-order product are 

significantly longer than they were a year 

ago. But why is that?
 

“Welcome to COVID-19” 
Delayed and back-ordered door and access 

products have become the new normal; 

much of this can be attributed to the 

worldwide pandemic.
According to door manufacturers,  

the pandemic is the most influential  

factor affecting lead times. However,  

there are several trickle-down components 

linked to the pandemic that also need to  

be considered.
 

Temporary shutdowns + steady  

flow = delays 
One gate operator company told D+AS, 

“Manufacturers have suppliers they rely  

on for their raw materials. During the  

early stages of the pandemic, many of  

these suppliers shut down or cut back  

their operations.”
They noted that the company curtailed 

operations for almost two months in order 

to add COVID protection measures such as 

improved HVAC, Plexiglas dividers, and 

sanitation stations.
Another door manufacturer said, “When 

coronavirus first hit, we had to temporarily 

furlough employees to implement COVID 

protocols. Our goal was to get people safely 

back to work as soon as possible.

“Within three weeks, we had to 

call everyone back because despite the 

pandemic, orders spiked. It’s been a  

steady flow of orders ever since.”

 
Four key reasons for delays:

 
1. Sick and exposed employees 

Manufacturers reported that employees 

continue to get sick and/or exposed to 

COVID-19, a factor that is out of  

their control.
“When one 

employee tests 
positive or is 
exposed to someone 
who has tested 
positive, it has 
a trickle-down 
effect. Sometimes 
we have multiple 
employees from the 
same family that are 
exposed,” said one 
leading door manufacturer.

 “One positive test can lead to the 

quarantining of several employees, and in 

some cases, affect numerous departments.”

“When people are out, shifts have to be 

covered, and it causes some backups,” one 

manufacturer added.
Hiring new workers to help cover shifts 

may seem like a way to prevent delays, but 

as one manufacturer reported, “That’s easier 

said than done. It’s hard to get employees 

right now. Some people are scared to be in 

the workforce.”
 

2. Unpredictable supply chain 

Unfortunately, it’s not just manufacturers’ 

employees who are getting sick. Suppliers’ 

employees and trucking companies’ 

employees are also getting sick. This 

inevitably leads to more delays.

“Sometimes, we have the door made, 

and it’s ready to go, but we’re waiting for 

parts,” said one manufacturer. “This can 

hold the order up for weeks.”

Another manufacturer clearly warns of 

the potential for delays on its website. Its 

banner reads, “Products require more time 

to be delivered due to limited supply and 

transportation availability as a result of the 

ongoing COVID-19 impacts.”
When we asked manufacturers, “What 

area in the supply chain has contributed 

most to extended lead times?” There was 

one common response: “Steel.”

 
3. Availability of raw materials 

Every manufacturer reported that the limited 

steel supply is directly linked to their 

extended lead times. Manufacturers said 

that the availability of steel is making delays 

harder to predict.
If you Google “steel shortages,” you can 

see that the current steel supply situation is 

serious and nationwide.
An American 

Welding Society 
article from 
December 7, 2020 
reported, “Steel 
mills are currently 
unable to fulfill 
increasing demand 
from areas like 
the automobile 
industry due to 
shutdowns at the 

beginning of the COVID-19 pandemic and a 

lack of raw materials.”
The author added that experts say it 

will take a significant amount of time to 

recover. This prediction doesn’t bode well 

for dealers waiting for door and operator 

products that include parts constructed  

of steel.
 

4. Increased demand for  

industry products
The fourth factor contributing to longer 

lead times is actually a good problem to 

have. Manufacturers from various sectors 

and countries have reported an increased 

demand for door products. This trend is 

great news for the industry.

In February 2021, the UK’s Door 

Industry Journal featured an article titled, “I 

want a door and I want it now!” The story 

reveals that the increased demand for garage 

doors is true outside North America as well.

The article begins, “The pandemic 

WHY ARE 
LEAD TIMES 

SO LONG?
MANUFACTURERS PROVIDE 

FOUR KEY REASONS

BY VICKI JONES, EDITOR

One positive test can 

lead to the quarantining 

of several employees, 

and in some cases, 

affect numerous 

departments.

continued on page 40
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Ad Sizes
1- & 2-Color 

Rates 4-Color Rates

1x rate 4x rate 1x rate 4x rate 6x rate 8x rate 12x rate

Full Page Standard $3,700 $3,275 $5,250 $4,650 $4,200 $4,100 $4,000

Member Rate $2,125 $1,875 $3,000 $2,650 $2,400 $2,330 $2,275

2-page Spread $8,150 $7,325 $11,550 $10,500 $9,350 $9,150 $8,950

Member Rate $4,650 $4,175 $6,600 $5,950 $5,350 $5,225 $5,100

Premium - Back Cover N/A N/A N/A $7,025 N/A N/A N/A

Member Rate N/A N/A N/A $4,025 N/A N/A N/A

Inside Front/Back Cover N/A N/A N/A $6,100 N/A N/A N/A

Member Rate N/A N/A N/A $3,500 N/A N/A N/A

2/3-page Vertical $3,500 $3,100 $5,000 $4,425 $4,000 $3,900 $3,750

Member Rate $2,000 $1,775 $2,850 $2,525 $2,275 $2,225 $2,150

1/2-page Island $3,400 $3,000 $4,800 $4,275 $3,850 $3,750 $3,625

Member Rate $1,950 $1,725 $2,750 $2,450 $2,200 $2,150 $2,075

1/2-page Horizontal $2,925 $2,550 $4,150 $3,625 $3,250 $3,200 $3,100

Member Rate $1,675 $1,450 $2,375 $2,050 $1,850 $1,825 $1,775

1/2-page Vertical $2,925 $2,550 $4,150 $3,625 $3,250 $3,200 $3,100

Member Rate $1,675 $1,450 $2,375 $2,050 $1,850 $1,825 $1,775

1/3-page Horizontal $2,500 $2,200 $3,550 $3,100 $2,800 $2,750 $2,700

Member Rate $1,425 $1,250 $2,025 $1,775 $1,600 $1,575 $1,550

1/3-page Vertical $2,500 $2,200 $3,550 $3,100 $2,800 $2,750 $2,700

Member Rate $1,425 $1,250 $2,025 $1,775 $1,600 $1,575 $1,550

Advertising Space Rates

1. The 4x rate applies to advertisers that purchase 4 or 5 ads in a calendar year. (For 2-color ads, 4x applies to 4 ads or more.)
2. The 6x rate applies to advertisers that purchase 6 or 7 ads in a calendar year. 
3. The 8x rate applies to advertisers that purchase 8-11 ads in a calendar year.
4. The 12x rate applies to advertisers that purchase 12-15 ads in a calendar year. 

“THE BEST 

MAGAZINE IN THE 

DOOR BUSINESS. 

IT’S INFORMATIVE 

AND IMPARTIAL.”
 
- ONTARIO (CANADA)  
  DOOR DEALER

Editorial Inquiries
Vicki Jones 
Editor
925-890-4945 
vicki@vjonesmedia.com

Advertising Inquiries 
Ann Marie Cunningham
Advertising Manager 
216-579-6100 ext. 1
216-579-6102 Fax
ann@cunninghambaron.com  

Contact Information

Issue
Material 
Deadline

Mailing 
Date

Spring Feb. 1 Mar. 9

Summer May 1 June 15

Fall Aug. 15 Oct. 3

Winter Nov. 15 Jan. 3

2022 Dates and Deadlines

Mailing Address
1300 Sumner Avenue
Cleveland, OH 44115-2851
216-241-7333
dasma@dasma.com

Advertising Space Requirements

      Full Page        Full Page          Partial Page             Partial Page               Island  
    Two-Page Spread    Premium      Standard        Vertical           Horizontal            Half Page

Inside  
Front Cover

Inside 
Back Cover
Back Cover

71/2" x 10"
8 3/4" x 111/4" (bleed)

71/2" x 10"(non-bleed)
83/4" x 111/4" (bleed)

Trimming to
81/2" x 11"

One 
Third
25/16" 
x 10"

Two Thirds
47/8" x 10"

Half Page
71/2" x 5"

One Third 
71/2" x 31/4"

17" wide x 10" high 
171/2" wide x 111/4" high (bleed)

Island  
Half Page
41/2” x 71/2”
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NO ONE IS SAFE 

FROM CYBERCRIMINALS

Precoat Metals shares their cyberattack 

experience and steps for recovery
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2022  
Editorial Calendar, 

Deadlines, Contacts

Editorial Offices

Vicki Jones, Editor 
P.O. Box 306
Brentwood, CA 94513 
925-890-4945 
vicki@vjonesmedia.com
 

* Since Door + Access Systems is a newsmagazine, the topics of editorial emphasis may change without notice. This  
  allows the magazine to focus on late-breaking topics of interest to our readers.

Advertising Sales

Cunningham Baron LLC 
Ann Marie Cunningham
1900 Superior Ave., Ste. #304
Cleveland, OH  44114
216-579-6100 ext. 1 
216-579-6102 Fax 
ann@cunninghambaron.com

DASMA • 1300 Sumner Avenue • Cleveland, OH 44115 • 216-241-7333 • www.dasma.com

Spring ’22 Summer ‘22 Fall ‘22 Winter ’22

Due Date for  
Space Reservations Feb. 1, 2022 May 1, 2022 Aug. 15, 2022 Nov. 15, 2022

Last Day to  
Submit Ad Material  
and Press Releases Feb. 1, 2022 May 1, 2022 Aug. 15, 2022 Nov. 15, 2022

Issue Date Mar. 9, 2022 June 15, 2022 Oct. 3, 2022 Jan. 3, 2023

Editorial 
Emphasis*

Pre-Expo 2022 Training Safety Management

Management Post-Expo 2022 Marketing Case Studies

New Products Trends Hot Issues Legal
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This agreement authorizes DOOR + ACCESS SYSTEMS to print a ________________________________________ [submit a 
size—see chart above] advertisement in the following issues for 2022: Spring Summer Fall Winter. [check all that apply] 
      [your company] agrees to pay  
$_______________ per insertion [submit a rate—see chart].  
(Note: If you fill in the incorrect amount, you will be billed the correct rate.)  

 Check here if you wish this contract to renew each year automatically at the rates in effect for subsequent years.
• All advertisers must abide by the specifications and terms listed on the current DOOR + ACCESS SYSTEMS rate card.
• The publisher must have on file a signed contract from the advertiser prior to publication.
• Payment for advertising must be received within 30 days of date of invoice. Late payments will be charged a penalty of two percent (2%) per 

month or fraction thereof, in addition to any collection charges.
• Digital advertising material must be provided to DOOR + ACCESS SYSTEMS prior to deadline.
• If DOOR + ACCESS SYSTEMS provides any production or changes in artwork at the request of the advertiser, charges for same will be 

billed to the advertiser.
• Unearned frequency charges will be charged back to the advertiser.
• The publisher reserves the right to approve all advertisements; however, the publisher does not assume any responsibility for advertisement 

content.
• The additional terms and conditions set forth on the attached Liability page are incorporated herein by reference.

Advertiser___________________________________________________________________________________________________

Address_____________________________________________________________________________________________________

City_____________________________________________State__________________________ZIP__________________________

Phone_______________________________Fax____________________________E-mail___________________________________

Date submitted_________________________Authorized by___________________________________________________________

 Bill our company at the above address.    Bill our ad agency at the following address:

Ad Agency__________________________________________________________________________________________________

Address_____________________________________________________________________________________________________

City____________________________________________State__________________________ZIP__________________________

Phone_______________________________Fax____________________________E-mail__________________________________

Please return this contract to: DOOR + ACCESS SYSTEMS c/o Cunningham Baron, 1900 Superior Avenue, Suite 304,  
Cleveland, OH 44114 or Fax: 216-579-6102 or email ann@CunninghamBaron.com

2022 Advertising 
Contract for

DASMA Members

Ad Sizes
1- & 2-Color 

Rates 4-Color Rates

1x rate 4x rate 1x rate 4x rate 6x rate 8x rate 12x rate

Full Page Standard $2,125 $1,875 $3,000 $2,650 $2,400 $2,330 $2,275

2-page Spread $4,650 $4,175 $6,600 $5,950 $5,350 $5,225 $5,100

Premium - Back Cover N/A N/A N/A $4,025 N/A N/A N/A

Inside Front/Back Cover N/A N/A N/A $3,500 N/A N/A N/A

2/3-page Vertical $2,000 $1,775 $2,850 $2,525 $2,275 $2,225 $2,150

1/2-page Island $1,950 $1,725 $2,750 $2,450 $2,200 $2,150 $2,075

1/2-page Horizontal $1,675 $1,450 $2,375 $2,050 $1,850 $1,825 $1,775

1/2-page Vertical $1,675 $1,450 $2,375 $2,050 $1,850 $1,825 $1,775

1/3-page Horizontal $1,425 $1,250 $2,025 $1,775 $1,600 $1,575 $1,550

1/3-page Vertical $1,425 $1,250 $2,025 $1,775 $1600 $1,575 $1,550

door+access
systems

4-Color Insert Rates

You Print We Print

2-Page Insert $3,300 $4,800

4-Page Insert $3,900 $6,400

6-Page Insert $4,600 $8,100

8-Page Insert $5,400 $10,000

(See media kit for details.)



This agreement authorizes DOOR + ACCESS SYSTEMS to print a ________________________________________ [submit a 
size—see chart above] advertisement in the following issues for 2022: Spring Summer Fall Winter. [check all that apply] 
      [your company] agrees to pay  
$_______________ per insertion [submit a rate—see chart].  
(Note: If you fill in the incorrect amount, you will be billed the correct rate.)  

 Check here if you wish this contract to renew each year automatically at the rates in effect for subsequent years.
• All advertisers must abide by the specifications and terms listed on the current DOOR + ACCESS SYSTEMS rate card.
• The publisher must have on file a signed contract from the advertiser prior to publication.
• Payment for advertising must be received within 30 days of date of invoice. Late payments will be charged a penalty of two percent (2%) per 

month or fraction thereof, in addition to any collection charges.
• Digital advertising material must be provided to DOOR + ACCESS SYSTEMS prior to deadline.
• If DOOR + ACCESS SYSTEMS provides any production or changes in artwork at the request of the advertiser, charges for same will be 

billed to the advertiser.
• Unearned frequency charges will be charged back to the advertiser.
• The publisher reserves the right to approve all advertisements; however, the publisher does not assume any responsibility for advertisement 

content.
• The additional terms and conditions set forth on the attached Liability page are incorporated herein by reference.

Advertiser___________________________________________________________________________________________________

Address_____________________________________________________________________________________________________

City_____________________________________________State__________________________ZIP__________________________

Phone_______________________________Fax____________________________E-mail___________________________________

Date submitted_________________________Authorized by___________________________________________________________

 Bill our company at the above address.    Bill our ad agency at the following address:

Ad Agency__________________________________________________________________________________________________

Address_____________________________________________________________________________________________________

City____________________________________________State__________________________ZIP__________________________

Phone_______________________________Fax____________________________E-mail__________________________________

Please return this contract to: DOOR + ACCESS SYSTEMS c/o Cunningham Baron, 1900 Superior Avenue, Suite 304,  
Cleveland, OH 44114 or Fax: 216-579-6102 or email ann@CunninghamBaron.com

2022 Advertising  
Contract for

Non-DASMA Members

Ad Sizes
1- & 2-Color 

Rates 4-Color Rates

1x rate 4x rate 1x rate 4x rate 6x rate 8x rate 12x rate

Full Page Standard $3,700 $3,275 $5,250 $4,650 $4,200 $4,100 $4,000

2-page Spread $8,150 $7,325 $11,550 $10,500 $9,350 $9,150 $8,950

Premium - Back Cover N/A N/A N/A $7,025 N/A N/A N/A

Inside Front/Back Cover N/A N/A N/A $6,100 N/A N/A N/A

2/3-page Vertical $3,500 $3,100 $5,000 $4,425 $4,000 $3,900 $3,750

1/2-page Island $3,400 $3,000 $4,800 $4,275 $3,850 $3,750 $3,625

1/2-page Horizontal $2,925 $2,550 $4,150 $3,625 $3,250 $3,200 $3,100

1/2-page Vertical $2,925 $2,550 $4,150 $3,625 $3,250 $3,200 $3,100

1/3-page Horizontal $2,500 $2,200 $3,550 $3,100 $2,800 $2,750 $2,700

1/3-page Vertical $2,500 $2,200 $3,550 $3100 $2,800 $2,750 $2,700

door+access
systems



LIABILITY

The publisher reserves the right to refuse copy deemed inappropriate to the policies and standards of the 
Door & Access Systems Manufacturers Association, International (DASMA). 

The publisher reserves the right to hold advertisers and/or their advertising agencies jointly and severally 
liable for money due and payable to the publisher.

The advertiser and agency agree to indemnify, defend, and save harmless the publisher from any and all 
liability for content of advertisements printed (including text, illustrations, representations, sketches, maps, 
trademarks, labels, or other copyrighted matter), or the unauthorized use of any person’s name or photograph, 
arising from the publisher’s reproduction and publication of such advertisements pursuant to the advertiser’s 
or agency’s order. The publisher reserves the right to reject, discontinue, or omit any advertising or any 
part thereof, but this right does not imply that publisher has reviewed or assumes any responsibility for 
advertisement content, and publisher does not assume any such responsibility. This right, and the above 
indemnity, shall not be deemed to have been waived by acceptance or actual use of any advertising matter.

The publisher reserves the right to cancel this contract at any time upon default by the advertiser and/or its 
agency in the payment of bills or in the event of any other substantial breach of this contract. Upon such 
cancellation, charges for all advertising published and all other charges payable under this contract shall 
become immediately due and payable by the advertiser and its agency upon rendition of bills therefor.

If the advertiser and/or its agency defaults in the payment of bills, or if in the judgment of the publisher its 
credit becomes impaired, the publisher shall have the right to require payment for further advertising under 
this contract upon such terms as the publisher may see fit.

If the publisher is unable to set any advertisement in the type or style requested, it may set such advertisement 
in such other type or style as in the publisher’s opinion most nearly corresponds thereto, and the 
advertisement may be inserted without submission or proof.

Where cuts, electrotypes, or material furnished by the advertiser or its agency occupy more space than 
specified in the contract or insertion order, the publisher should immediately communicate with the 
advertiser or its agency for definite instructions. If the publisher is unable to secure definite instructions, the 
advertisement shall be omitted.

Failure by the publisher to insert an advertisement in any particular issue or issues invalidates the order for 
insertion in the missed issue, but shall not constitute a breach of contract.

Unless otherwise stipulated, the publisher shall have the right to omit any advertisement when the space 
allotted to advertising in the issue for which such advertisement is ordered has all been taken, and also to 
limit the amount of space an advertiser may use in any one issue.

A waiver by either party hereto of any default or breach by the other party shall not be considered as a waiver 
of any subsequent default or breach of the same or any other provisions hereof.

door+access
systems
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