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Pictured here in 1967 as President of the American Society of 
Architectural Hardware Consultants, Les G. Groves, DAHC, FDHI 
(centre) passed away September 6, 2007 leaving a 70 year legacy 
in North America’s door and hardware industry.
For full story see page 7.
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Cambridge Door

by Brian Ward

Despite the retirement of its owner 
and an increasingly gloomy manu-

facturing climate, North America’s old-
est door manufacturer, Cambridge Door 
Inc., is not only staying open but will 
grow bigger and better.
	 In a deal that has been finalized, 
Cambridge Door has been purchased by 
its General Manager Mike Sloan and a 
private group of Canadian investors 
led by Robert Turk and David Turk of 
Toronto-based Gallery Specialty Hard-
ware. The new owners will inject mil-
lions of dollars into equipment, inven-
tory and more staff. 
	 Cambridge Door will remain at its 
70,000 square foot Cambridge, Ontario, 
location and retain all 30 current em-
ployees. This is seen as a breath of 
fresh air for the Cambridge and Kitch-
ener-Waterloo area following as more 
than 16 local plants have already been 
shut down since January 2005 result-
ing in thousands of job losses. 

An Ideal Match
	 “Cambridge Door and Gallery is 
an ideal match,” says new CEO Robert 
Turk. “Cambridge Door will now be able 
to take advantage of Gallery’s strong 
sales force, extensive distribution net-
work and over 300 clients.” According 
to David Turk, these are areas critical 
to Cambridge Door’s future success. 
Gallery Specialty Hardware is a leader 
in architectural hardware, supplying 
clients worldwide.
	 “Despite the changes we need to 
make, we’re very excited by the contin-
ued strong growth of the commercial 
door market across North America,” 
says Turk. “We know that Cambridge 
Door will thrive.” 
	 The immediate plans for Cambridge 
Door include strengthening the com-
pany’s distribution network and sales 
force, introducing new product lines 

and boosting marketing efforts. As 
well, new state-of-the-art equipment 
will be purchased and the plant will be 
reconfigured to increase production. 
In the longer term, a U.S.-based sales 
force will be hired to open the Ameri-
can market. Over time the company 
expects to double its local workforce 
and more than triple its revenue. 

Oldest and Soon the Biggest
	 Mike Sloan, who becomes Cam-
bridge Door’s president, says, “It’s ap-
propriate that the oldest door manu-
facturer will one day become the 
biggest and the best as well. We have 
the people, equipment and demand to 
blow the doors off our competition.”
	 The purchase is also welcome news 
for customers. “We’ve been buying 
product from Cambridge Door for 10 
years,” says CDS Door’s Garry O’Brian. 
“There is so much demand for...
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Cambridge Door Being Revitalized
New owners, Sloan and Turk, prepare to expand

Opportunity Knocks on Cambridge Door: new owners Mike Sloan, Robert Turk and Joel 
Kwinter (left to right) have a clear view of the company’s future.
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Access Granted
Cansec Systems Ltd., a leading Cana-
dian manufacturer of access control 
systems, has launched a newsltter in 
PDF format. The first issue of Access 
Granted can be download from the web 
site’s home page.

www.cansec.com
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Industry News

Kasian unveiled its new Toronto 
office last week, with the design 

developed using the company’s dis-
tinct and innovative process, where 
the workspace reflects the input and 
needs of the client and all end users – 
in this case the company’s employees 
and clients.  
	 Recognizing its sudden growth in 
Canada and the international market-
place, Kasian has embraced the op-
portunity to clearly define its global 
brand. Today, the award winning Ca-
nadian firm announced the launch of 
its new identity to position the firm 
as a global leader in design and to 
strengthen its unique culture which 
fosters inspired thinking, creative so-
lutions and collaboration.
	 The new logo, a spark of orange 
and red, represents how the firm con-
tinues to ignite its creative thinking. 
Kasian’s new identity aligns with its 
global vision – to use the most inno-
vative design principles in its work - 
and serves as inspiration in the way 
the firm and its employees think, work 
and communicate. The firm’s new ta-
gline is “Inspired Thinking” and it re-
flects their internal culture how the 
architects and designers strive for new 
ways to create spaces and buildings 
that simply work better.

Employees Exceed 340
	 Since inspired thinking is at the 
heart of Kasian’s culture, it may come 
as no surprise that collaboration is the 
cornerstone of the firm’s culture and 
corporate personality. Kasian’s abil-
ity to tap into its global talent pool, 
which has doubled since 2005 to over 
340 employees, is a prime example of 
this collaboration. The firm can call on 
its experts to work on a client project, 
locally and internationally to create 
new design solutions.

Transparency, 
Innovation, Collaboration
	 The opening of Kasian’s new To-

ronto office reflects the core strengths: 
transparency, innovation and collabo-
ration. The office is based around an 
open space concept; every office, 
including the boardroom, has glass 
walls. 
	 The office environment offers 
greater emphasis on modular work-
spaces allowing for maximum mobil-
ity. Employees can literally move their 
workspace in a matter of minutes, 
making it easier for team collabora-
tion. The open space is predominantly 
white, which turns the focus on the 
people and the work they do, creat-
ing an internal energy and enthusiasm 
which sparks creative thinking.  
	 In the design of the new Toronto 
office, Kasian has focused on what 
makes them successful globally, and 
has adopted these aspects internally. 
The office is truly a showcase of their 
international success, and demon-
strates that the company “walks the 
talk.”

Global Expansion
	 With new international offices, all 
opened within the past year, Kasian is 
creating a new Canadian export. The 
firm’s bold expansion to bring a West-
ern influence to overseas markets pro-
vides an exciting opportunity to work 
in the world’s largest urban centres as 
a leader in modern architectural de-
sign.
	 The firm is already leaving its in-
ternational mark through its designs 
with projects such as the Songam Space 
Centre (Seoul), Wangjing Bamboo and 
Rattan II (Beijing), Shum Yip Logis-
tics Centre (Shenzen) and East China 
University of Science and Technology 
(Shanghai), and Indiabulls Real Estate 
Retail Urban Developments (India).

www.kasian.com

CAMBRIDGE ...continued from Page 11

...these kinds of doors, and now that 
Cambridge Door is expanding we can 
sell more products.
	 Through a succession of owners 
and name changes dating back to 
1872, Cambridge Door is North Amer-
ica’s oldest door manufacturer. The 
Cambridge area was once the wood-
working capital of Canada but almost 
all those businesses closed down or 
moved to other provinces and coun-
tries. Today Cambridge Door is one of 
only two major door manufacturers 
in North America not based in either 
Quebec or the U.S. “It’s very impor-
tant to us to stay right where we 
are,” says Sloan. “This is our home.”
	 Cambridge Door Inc. is a manu-
facturer of wood flush, stile and rail 
doors and frames for the commercial, 
architectural and millwork markets. 
The company is also certified to man-
ufacture fire rated doors. A privately-
owned company employing a staff of 
30, Cambridge Door is a lean manu-
facturer. 

ao Journal

Earlier this year we informed you that Cansec  
was changing. Well I’m delighted to say that  
we’re on our way. This very newsletter is a prime  
example of our many new initiatives, all sharing a  
common goal – from our products to our customer service to our technical support, we want to  
make doing business with Cansec simple. It’s spelled out in our new tag line: Cutting edge simplicity.

As this newsletter boasts, we have added three excellent people to our team who will help us to 
deliver on our promise. David Ma is helping to get product and software solutions out the door 
faster. Minh Nguyen is working on a web-based help desk that, along with a new telephone 
system, will ensure technical problems receive even more timely and persistent attention.  
And Leslie Irons is reworking our communications strategy, to bring you more frequent and 
relevant information on Cansec and its products.

A restructured price book that introduces a colour coding system will help you order the  
products best suited to your needs. A comprehensive binder, complete with redesigned cut 
sheets, sell sheets and technical manuals, will serve as a valuable sales tool. And a clean and 
simple yet bold new look will increase our brand awareness, leaving a lasting impression in  
your customers’ minds.

Even our products, known to be sophisticated and robust, are not complex by design.  
This results in easier installation, use and support, as exempli�ed by our newest products,  
the Zodiac 250 and the CanProx One Dual Technology RF Transmitter. 

It’s a new Cansec, ever evolving to exceed industry and customer standards. It won’t be easy;  
it will take time and there will be challenges. But the Cansec team is up to it and dedicated  
to living up to our commitment.

Cutting edge simplicity. That really says it all.  

Sincerely,

Fred Dawber

Cutting edge simplicity
A NEW VISION; A STRONGER COMMITMENT

Fred Dawber, President

Issue 1

Cutting edge simplicity

  Take a sneak peak at a just few  
of the support materials Cansec  
has in production to help support  
our resellers. 

    Product Cut Sheets
    All new attractive and  

informative colour-coded  
product brochures geared  
to end users.

  Mini CD Presentation
    An auto-run graphic  

presentation on Cansec’s 
SmartLock line of products.

  Sales Binder
    A comprehensive sales  

tool including:

   • cut sheets
  • sell sheets
  • price book
  • technical documents
  • other helpful resources

  Universal Demo Stand
    Enables demonstration of 

SmartLock software using 
the CanProx One proximity 
reader and the Zodiac Max 
and new Zodiac 250 finger-
print readers, all on one 
convenient stand.

All new support materials

< A C C E S S  G R A N T E D > Inspired Thinking
KASIAN UNVEILS NEW BRAND




