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INDUSTRY NEWS Wesco Customer Appreciation Day 
October 12

Please join CASIA leader-
ship on October Thursday, 
October 12th @ WESCO’s 
branch in Milford, CT for 

CUSTOMER APPRECIATION DAY.   Be there 
for benefits, bargains, brew & food, PLUS 
an axe throwing contest!  

The Keynote Speaker will be Christopher 
Brady of TRG Associates, presenting 
insights on Maximizing RMR Profitability.

About the Speaker: Christopher began his role as Vice 
President at TRG Associates, Inc. in 2010, where he performs 
due diligence, management consulting, and financial services. 
He has assisted a wide range of companies, entrepreneurs, 
lenders, and investors in evaluating and 
assimilating acquisitions while also assisting 
with the placement of debt/equity within 
the Security Industry. He also provides 
Interim CFO and Board Member duties 
for Life Safety businesses going through 
restructures.

Prior to his role at TRG Associates, Mr. 
Brady began his career in the Life Safety 
industry in 2001 as an equity partner and 
operator of fire alarm, fire equipment, and 
security businesses.

Mr. Brady holds an MBA in Finance from the University of Con-
necticut and is a Certified Valuation Analyst by NACVA.

About the Presentation: Whether you intend to sell, borrow 
against, purchase, or maximize the profitability of your RMR,  
meaningful data connections are critical.  The time to begin 
this process is not just prior to a transaction but now.  Chris-
topher’s presentation will provide overview of the processes 
and operational adjustments required to track, aggregate, and 
analyze critical data points that support profitability analysis by 
subscriber. Meaningful 
connections between 
your accounting system, 
Central Station, and 
third parties need unique 
identifiers to maximize 
profitability on a daily 
basis and at the time of 
operational transactions.

Doyle’s Kevin Stone 
Is ESA’s Chair Elect

The Electronic Security 
Association announced 
Kevin Stone, COO and 
Executive Vice President 
of Doyle Security Systems 
in Rochester, New York, as 
the Association’s Chairman 
Elect for 2023-2024. As the 
association’s current Chair-
man, John Loud, finishes 
his term. Kevin will serve as 
Chairman Elect from July 
1, 2023, through June 30, 

2024.  Kevin began his security industry 
career with Doyle Security in 1989. Starting 
off as a commercial security consultant, he 
has come to own responsibility for sales, 
installation, and service for Doyle Security’s 
eight branches. With a passion for peace of 
mind, Kevin helped launch and oversee the 
Doyle Medical Monitoring Division.  “I’m 
at a point in my career where I want to 
give back to an industry that I’m passion-
ate about. I love what I do each day and 
believe in the greater good contributions 
the electronic security and life safety industry make to society.” 
Said Stone.  With 34 years of experience in the security industry, 
Kevin has collected a number of titles and varied expertise as a 
Rochester Business Journal 40 under 40 recipient as well as a 
Rochester Police Rosewood Club Distinguished Service Award 
recipient. In addition, he was also named Rotarian of the Year 
by the Local Chapter of Rotary International.   

Partnership for Priority Verified 
Alarm Response Announces 
2023 Board Members 

The Partnership for Priority Verified 
Alarm Response (PPVAR announced their 
new president and secretary for the 2023-
2024 board, led by President Mark McCall, 
Director of Global Operations for IMMIX. 
Mr. McCall takes over from Immediate 

Past-President David Holl, Director of Public Safety for Lower 
Allen Township, PA. 

Industry News, 
continued on page 4 See information about ISC East, Nov. 14 - 16, Javitz Center, 

NYC - on page 27 of THE SENTINEL - Free Registration
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Many thanks to our 
Sentinel editorial 

contributors.

Sentinel Readers - be on 

the lookout for great 

future info from Mitch 

Reitmen, Tony Smith and 

Brian Plant, and many 

more contributors sharing 

their perspectives on the 

industry.

Connecticut Alarm & Systems Integrators Association, Inc.
PO Box 7230     Wilton, CT 06897       Website: www.casiact.org

Phone 203-762-2444       Fax 203-762-9211

President:                                    	
Dana Klesh, United Alarm Service, Inc.
203-777-8788 
dana@unitedalarm.com

1st VP:
Joseph Gurga, Sterling Security
203-757-5800
sterlingsecurity@comcast.net

Secretary:
Zig Sokolowski, USA Central Station
203-882-0767
zig.sokolowski@usacs.net

Treasurer:
Dominick Prete, ProTek Security, LLC
203-494-1964
dominic@protekct.com

Regional Vice Presidents: 
Rick Weiss, ADT
203-231-3883
rweiss@adt.com
Bob McVeigh, Security Solutions Inc.
203-663-6850
bmcveigh@securitysolutionsinc.com
Erik Turnquist, Standard Security
800-341-4416
eturnquist@standardsecurity.com
Paul Welte, Welte Electronic Systems, 
LLC - 203-325-4554
paul@welteelectronicsystems.com
David Wilson, Berkshire Alarm
860-489-5080
davidw@berkshirealarm.com

Note: There are vacancies for 
Regional Vice President positions.  
Please let us know if you are 
interested. New people bring new 
voices and new ideas to the table.

Associate Member Rep:               
John Alberino, Nortek Control
203-515-6465
john.alberino@nortekcontrol.com

Past Presidents:  
Faraz Rehman, Johnson Controls
860-712-9062
faraz.s.rehman@jci.com	
Aaron Czapiga, Johnson Controls
860-212-4392
aaron.r.czapiga@jci.com
Andy Wilson, Fireworks, LLC
203-271-7079
andywilson@fireworksllc.com

NEACC Representatives:	
Julie Robillard,  NMC Central
508-223-6628
jrobillared@nmccentral.com
Faraz Rehman, Johnson Controls
860-712-9062
faraz.s.rehman@jci.com

Education:		
Joel Kent, FBN Security	
60-298-9769
alarmbyfbn@aol.com

Legislative:	
David Wilson, Berkshire Alarm
860-489-5080
davidw@berkshirealarm.com

2023 Officers

CASIA MEETINGS
We’re shaking things up: Every CASIA dinner meeting will 

be a VENDOR Display Event and Tabletops will be compli-
mentary with dinner.  Space will be on a first come first serve 
basis and we request you reserve your spot (at least a week) 
prior. Each meeting will give one vendor an opportunity to 
speak for 20 minutes about their products and/or services plus 
new technologies.  If a vendor feels he can accomplish his/her 
sales presentation in 10 minutes, will have two speakers per 
event.  Please just give Pat Remes a call and you will be put on 
the schedule.  As to meetings, we are going back to a monthly 
event upstairs at Eli’s on Whitney, Hamden, except for the noted 
exceptions.  (See Calendar page) We hope this new direction will 

excite our valued associate members 
in that you will be able to have on-on-
one time with multiple CT’s dealers on 
a monthly basis.  We trust this oppor-
tunity will be a win/win for everyone.

CASIA’S meetings are held on the 3rd Thursday of the month 
(unless otherwise noted) at Eli’s on Whitney, Hamden, CT  Social 
hour:   6:15 p.m.; dinner meeting to follow.  Meeting topics will 
be announced prior to events 

ADVERTISE IN
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INDUSTRY NEWS - continued from page 1

The PPVAR board is structured to alternate the role of President 
between the alarm industry and public safety each term.  Mr. 
McCall commented on his new role at PPVAR “I have long 
believed that PPVAR is in a unique position to bridge the gap 
between the security industry and Public Safety and push forward 
topics that were important to both. They certainly have proven 
that over the past few years, as evidenced, in part, by pushing for 
and working with TMA in the creation of the AVS-01 Standard. I 
am honored to be a part of PPVAR and look forward to working 
with our members to advance our mission.” 

Kristy Johnson, Director of 
Integrations at ADT, has been 
voted to the PPVAR Secretary 
role.

Ms. Johnson remarked, “The electronic 
security industry plays a vital role in 
protecting life and property. However, 
it is just one piece of a larger picture, 
heavily reliant on collaboration with law 
enforcement and public safety partners. 

When I joined the industry in 2012, I discovered a significant 
issue concerning false alarms leading to unnecessary police 
dispatches. This realization motivated me to work passionately 
on bridging the gaps within our industry, and in my various roles 
throughout my time in the industry, I’ve remained dedicated to 
correct this discrepancy. My mission is to enhance the sector by 
focusing on solutions that make the best use of our combined 
resources and form true partnerships with public safety. My 
commitment to prioritized and verified alarm responses drives my 
enthusiasm to assume a more formal role within PPVAR (Priority 
Partners Verified Alarm Response) and actively contribute to these 
ongoing efforts.”

ADT in the News
ADT announced that it has entered into a definitive agreement 

to sell its commercial security, fire and life safety business unit 
to GTCR, a leading private equity firm, for a purchase price of 
$1.6 billion, subject to customary purchase price adjustments. 
Proceeds from the sale, which is expected to close in the fourth 
quarter of 2023, will be used to reduce debt by $1.5 billion, with 
cash interest savings expected to offset the impact of divesting 
the commercial business.  Jim DeVries, ADT President and CEO, 
said, “The decision to divest ADT’s commercial business is a 
value-enhancing transaction that focuses our portfolio on growth 
opportunities in our consumer markets. The sale enables ADT 
to monetize the commercial business at an attractive valuation 
and accelerate our debt reduction goals. With greater financial 
flexibility, we will be better positioned to grow through our 
strategic differentiators and innovative offerings, including our 
partnerships with Google and State Farm. We will continue our 
journey to be the premier provider of safe, smart and sustainable 
solutions that meet the evolved definition of what safety means 
to consumers today.”  Upon closing of the transaction, ADT 
expects to receive approximately $1.5 billion in net proceeds, 
subject to final tax calculations and purchase price adjustments. 
ADT plans to use the net after-tax cash proceeds of the 

transaction to reduce debt. As adjusted for the transaction, ADT 
expects its net leverage ratio to be 3.3, down from 3.7, currently.  
The transaction has been approved by ADT’s Board of Directors 
and is expected to close in the fourth quarter of 2023, subject to 
customary closing conditions, including regulatory approvals.

Industry Hall of Fame Goldfine Becomes EIS 
Marketing Director

Elite Interactive Solutions (EIS) announced Scott Goldfine as its 
new Marketing Director. Goldfine joins EIS following a celebrated 
25-year career with leading electronic security channel trade 
publication Security Sales & Integration, where he long served 
as Editor-in-Chief and Associate Publisher.  “I have watched 
and admired Elite’s vision and results since its inception,” says 
Goldfine. “As someone who has covered the industry as long and 
intimately as I have, I well know how maligned it has been by 
false alarms and unnecessary police dispatches. At the same time, 
I have been a keen advocate of advanced technologies like video 

monitoring and artificial intelligence. 
The future is leveraging that to end false 
alarms and achieve true crime prevention. 
EIS has been and continues to be the tip 
of that spear, and I am excited to help 
extend the company’s reach and boost 
its business.”  In his new role with EIS, 
among Goldfine’s responsibilities will 
include generating marketing initiatives, 
press coverage, presence at industry 
conferences and events, website content, 
supporting sales initiatives and more. 

He will remain based in the Charlotte, N.C., area and report 
to COO Michael Zatulov, who joined Elite in 2018.  Inducted 
into the Industry Hall of Fame in 2017, Goldfine directed all 
editorial aspects of SSI in print, digital, online and in person. The 
innovative and award-winning content produced under his watch 
included groundbreaking research, landmark features, leadership 
roundtables, high profile case studies and many industry 
exclusives. Well versed in the technical and business aspects of 
electronic security, Goldfine is an in-demand industry presenter 
known as a progressive thinker who has promoted disruptive 
technology such as networked security, cybersecurity, managed 
services and AI.

TMA Announces 131st ECC
The Monitoring Association (TMA) announced The Queen 

Anne’s County MD Emergency Services is the 131st Emergency 
Communications Center (ECCs) in the United States to implement 
their Automated Secure Alarm Protocol (ASAP). Launched in 2011 
as a public-private partnership, TMA’s ASAP service is designed 
to increase the accuracy and efficiency of calls for service from 
alarm monitoring centers to Emergency Communication Centers 
(ECCs).  Queen Anne’s County ECC is the 4th ECC in the state of 
Maryland to implement ASAP. The Center went live the week of 
July 17, 2023 with: Vector Security, Rapid Response Monitoring, 
Johnson Controls, Securitas (Stanley Div), Securitas, CPI, Security 
Central, Brinks Home Security, United Central Control, Protection 
One, National Monitoring Center, Vivint, Affiliated Monitoring, 
Guardian Protection and ADT.
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NORTHEAST STATE ASSOCIATIONS

CONNECTICUT
Connecticut Alarm & Systems Integrators Association, Inc.
PO Box 7230 Wilton, CT 06897 
Phone 203-762-2444   |   Fax 203-762-9211   |   www.casiact.org

DELAWARE
Delaware Alarm Association
Dan Delcollo     (302) 994-5400
www.thedaa.org 

MAINE
Maine Burglar & Fire Alarm Association
Rich Brobst, Jr., President, Guardian Systems of Maine
O 207-536-4800   |   C 207-699-6800
rich@guardiansystemsmaine.com

MARYLAND
Maryland Burglar & Fire Alarm Association 
Brad Shipp, Executive Director   |   execdirector@mdbfaa.org
www.mdbfaa.org    |   (301) 519-9237

MASSACHUSETTS
Massachusetts Systems Contractors Association, Inc.
1 Merchant Street Suite 112, Sharon, MA  02067
781-784-2102
www.msca-systems.org   |   office@msca-systems.org 

NEW HAMPSHIRE 
New Hampshire Alarm Association
P.O. Box 187   |   Pelham, NH 03076   |   866-809-2043

NEW JERSEY
New Jersey Electronic Life Safety Association (NJELSA)
990 Cedarbridge Ave. #114   |   Brick, NJ 08723
christine@njelsa.org    |  www.njelsa.org 

NEW YORK
New York Electronic & Life Safety Association (NYELSA)
1971 Western Avenue -PMB #1105
Albany, NY 12203   |   800-556-9232 or 814-838-0301   
info@nybfa.org   |   www.nybfa.org
Board of Directors:
President – Tom Powers, Powered Protection, Inc.
Vice President – Trevor McEnaney, Knight Security Systems
Treasurer – Jason Aurelio, Sentry Alarms
Secretary – Pamela Knoll, SecureTech
Immediate Past President – Jim Quirin, Doyle Security Systems
Executive Director – Jerry Lenander
Legal Counsel – Ken Kirschenbaum, Esq – Kirschenbaum & Kirschenbaum, PC

PENNSYLVANIA
Pennsylvania Burglar & Fire Alarm Association
2501 West 12th Street, Suite 280   |   Erie, PA 16505
800-458-8512 or 814-838-3093 (Outside PA)
info@pbfaa.com   |   www.pbfaa.com

RHODE ISLAND
Rhode Island Alarm and Systems Contractors Association
PO Box 19347, Johnston, RI 02919
www.riasca.org     |    jsidok@hcsecurity.com - Treasurer
lfurtado6866@gmail.com – Executive Director	

VERMONT
Vermont Alarm & Signal Association
1127 North Ave. Suite 27 #137
Burlington, VT 05408

The Illinois Automatic Fire 
Alarm Association

If Fire Safety is your career, 
become part of our active, 
professional community.  
We are Illinois’ Fire Alarm & Early 

Warning Detection Industry Association.  
We provide education and code advocacy for the 
advancement of fire and life safety in Illinois, and Nationwide.    
https://il-afaa.org   /   IllinoisAFAA@gmail.com

ILLINOIS

Find association news 
inside THE SENTINEL.

Send your news, schedules and 
events to THE SENTINEL at info@

snnonline.com     800-490-9680
If your state has changed its logo, please 

send us a new file.
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MIDWEST STATE ASSOCIATIONS

ARKANSAS
Arkansas Security Alarm Association
P.O. Box 773, Fort Smith, AR 72902
Phone: 479-785-2323 | Fax: 479-783-3285   
Email: jordon@aralarm.org   |   www.arkansasalarm.org 

ILLINOIS
Illinois Electronic Security Association
1200 N. Arlington Heights Rd., Suite 240, Itasca, IL 60143
Phone:  224-347-9061
E-mail:  execdirector@iesa.net     |     www.iesa.net

INDIANA
Indiana Network of Security Integrators
2602 East 55th Street
Indianapolis, IN 46220   |   (317) 426-6139
www.indianansi.org 

IOWA 
Iowa Alarm Association 
P.O. Box 2431, Waterloo, IA 50703

KANSAS
Kansas Electronic Security Alliance
P.O. Box 126    |   Hoisington, KS 67544 
exdirector@nesaus.org    |    www.kesaus.org 

MICHIGAN
Burglar & Fire Alarm Association of Michigan
629 W. Hillside St.   |   Lansing, MI 48933   |   (517) 485-4832
bfaam@kdafirm.com    |   www.bfaam.org 

MINNESOTA 
Minnesota Electronic Security & Technology Association
161 St. Anthony Ave. Suite 820   |   St. Paul, MN  55103
651-291-1900   |    www.MNESTA.com 

MISSOURI
Missouri Burglar & Fire Alarm Association
8220 Melrose Dr.   |   Lenexa, KS 66053   |   www.thembfaa.com

NEBRASKA
NORTH DAKOTA
OHIO 

Ohio Security & Fire Alarm Association
8984 Darrow Road, Suite 2-281   |   Twinsburg, OH 44087
P: (855) 315-6746 OH or (814) 315-6746
F: (814) 838-5127   |    E: Info@SecureOhio.org   |   www.secureohio.org 
President – Alan Gillmore III, Gillmore Security Systems
Vice President - Jeffrey Cohen, Quick Response
Secretary - Kari-Ann Kalavity, Securitec One, Inc.
Treasurer – John Smythe, The Security Source, Inc.
Director – Rich Blaha, The Security Source, Inc.
Director – Michael Larkin, Resideo
Director – Mark Penwell, The Security Source, Inc.
Director – Rob Singer, Dial One Security
Director – Brian Schmidt, Schmidt Security Pro
Executive Director – Jerry Lenander

OKLAHOMA
Oklahoma Burglar and Fire Alarm Association (OKBFAA)
PO Box 1585, Norman, OK  73070
Phone: 405-664-0270    |    www.okbfaa.org

SOUTH DAKOTA
WISCONSIN 

Wisconsin Security Association (WISA)
P.O. Box 28882
Greenfield, WI 53228
414-459-3260
info@wiesa.org   |   www.wiesa.org 

President - Tom Kenderish - tkenderish@adt.com
Vice President - Ken Nerison - KNerison@permarsecurity.com 
Secretary - Dennis Snider- dsnider@engineeredsecurity.net
Treasurer - Leroy Lasky - leroy.lasky@jci.com 
Associate Member at Large - Brandon Dobratz - Brandon.d@apdmn.com 
Member at Large - Ken Vandervest - ken@lisboncreek.com 
Executive Director - Nicole Szopinski  - executive.director@wiesa.org
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ASSOCIATES NEWS

Interactive, or any other DICE product, can take advantage of the 
ULC compliance.  “Even though they based the new standard on 
our data centers, we had to make a lot of changes, which took 
about two years,” explained Cliff Dice, president, CEO, & founder 
of the company. “We 
spent quite a bit of time 
and money, but what 
helped is the fact that 
our sister company, IPtelX 
is a registered Canadian 
carrier and ISP provider. In 
fact, we are not only an 
infrastructure and security 
company, but also the 
backbone for most of the smart home systems in Canada as 
well.”  To develop the Canadian standard, ULC looked at every 
detail of the DICE data center including how the building is built, 
how the fire suppression systems work, redundancy, backups, 
failovers, power and infrastructure networks, telecom, receiver 
management, software management, and the disaster plans and 
procedures that are in place.  “We are the first and only data 
center to be ULC Compliant,” added Dice. “Now those central 
stations, that do not want to make the investment of building 
their own data center, can now use the DICE data center.”

NAPCO ACCESS PRO, the new Access Control division of 
Napco Security Technologies introduces new standalone and 
add-on Bluetooth reader modules for seamless mobile credential 
convenience inside and out. The addition of the BRM-Series 
enables Napco Access Pro to offer a complete matched mobile 
solution across an enterprise, i.e., to allow our mobile access 
credentials, distributed via email, text, or QR code, to provide 
access throughout a building or campus, for convenient smart 
device passage through doors secured with any brand Wiegand 
readers &/or our award-winning Trilogy Networx PIN/Prox 
access locks intermixed at will.  Aaron Black, Napco Access Pro’s 
VP of Sales, said, “Our brand is committed to expanding our 
access control offerings and staying up to date with the latest 
technology. That’s why we added Bluetooth Reader Modules, to 
provide the Total Bluetooth Solution, and card-free convenience, 
many applications are looking for. We want to be the go-
to brand for all your access control needs, and our focus on 
innovation and improvement helps us achieve that goal.”

SDI announced Nicole Valenzuela as Western Regional Sales 
Coordinator, where she will be working alongside Mariana 
Ferguson in the Northwest and Ed Fuentes in the Southwest 
territories. Nicole holds over seventeen years of experience 
in the fire alarm and security industry. In 2006, she joined an 
independent distributor as a Customer Service Representative 
and shortly after joined their Inside Sales Team. Nicole joined 
Alarmax in 2012 as they opened their location in Phoenix, AZ. 
She started as an Inside Sales Representative and was promoted 
to Branch Manager. In 2022, Nicole’s most recent experience was 
with Wesco as the Arizona Business Development Manager and 
Thomasson Marketing Group as the Pacific Southwest Regional 
Manager. 

After 31+ years with NAPCO SECURITY TECHNOLOGIES in 
roles including Western VP, and later, SRVP of Sales for all the 
Napco RSMs across North America, Dave Sheffey has announced 
his retirement.  Sheffey has long been a key 
part of Napco Security Sales Management 
as an accomplished leader, industry icon 
and driver of Napco security sales and 
distribution channels.  Stephen Spinelli, SVP, 
Sales, NAPCO Security Technologies, Inc, 
added, “On behalf of all of us at NAPCO, 
it’s been our pleasure to work with you.”  
After decades of traveling across this great 
country and Canada, representing Napco, 
attending countless tradeshows and 
events, and visiting and supporting security 
professionals and distributors all along the way; Dave plans to 
begin his retirement with his wife, Beth and their cats in their 
boat on the Great Lakes. 

SNAP ONE announced that U.S. Partners can now order Digital 
Watchdog surveillance products through its e-commerce portal, 
ensuring they have access to the equipment and solutions they 
need regardless of how they prefer to purchase.  “Snap One is 
committed to providing convenient purchasing options for all 

our Partners,” said Andras 
Balassy, Senior Business 
Development Manager 
at Snap One. “The new 
online availability makes 
our web portal even more 
valuable for Partners 
across the U.S. by offering 
surveillance products at 

multiple levels of sophistication and cost, enabling greater design 
flexibility and ability to tackle different types of jobs.”  Digital 
Watchdog offers complete solutions including an industry-
leading Video Management System (VMS), edge analytics and 
server-side analytics. These are all fully compatible with many 
of Snap One’s current product offerings as well as all major 
manufacturers in the video market. 

The New DICE has announced their UL data center in Bay 
City, Michigan, is now ULC compliant for Canada.  Any central 
station that has dealers in Canada and the United States can 
now be hosted in the DICE center and operate in both countries 
simultaneously. Even central stations that are not using Matrix 

Direct: 
609.466.7244

MergersAcquisitionsUS.com
jcolehower@MergersAcquisitionsUS.com

Providing Acquisition Services to the Security Industry  
for 30 Years

MERGERS & ACQUISITIONS LLC

John H. Colehower
Managing Director
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As reported on previously in The Sentinel, the 2023 “long” 
legislative session adjourned back in June “on time and on 
budget”.  In the months since, even though the Capitol has 
been fairly quiet, lawmakers, lobbyists and constituents 
alike have been digesting the over 200 new public acts that 
passed.  As new laws are passed, they become legally “bind-
ing” based on their various effective dates.  Typical effective 
dates throughout the year include January 1, July 1, or Octo-
ber 1st.  Some news laws are even effective “upon passage”, 
based upon the date those bills are signed into law by the 
Governor.  

Following this year’s legislative session, there are many new state 
laws that are taking effect on October 1st.  Below are some high-
lights of a few important upcoming new laws of note for CASIA 
contractors, associates, and the general business community, all 
with an effective date of October 1st:

Smoke Detector Affidavits
A new law (Public Act 23-164, House Bill 6580, Public Safe-

ty Committee) makes several changes in a smoke and carbon 
monoxide detector disclosure law for residential buildings. 
Under prior law, the seller of a one- or two-family residence 
had to generally give the buyer an affidavit certifying certain 
conditions about the smoke and/or CO detectors, or credit 
the transferee with $250 at the closing.  Among other things, 
the new law eliminates the credit option, extends the affida-
vit requirement to transfers of units in residential common 
interest communities, and modifies the content required in 
the affidavit and when it must be given.  It also requires the 
State Fire Marshal’s Office to create a model form that may 
be used for the affidavit and guide outlining smoke detector 
requirements to help sellers complete the affidavit.

Automatic Renewal Contracts & Continuous 
Service Provisions

As reported on earlier this year in a prior edition of The 
Sentinel, a new law governing automatic renewal service con-
tracts (Public Act 23-191 & 23-205, House Bill 5314, General 
Law Committee) generally prohibits businesses from charging 
a consumer for any automatic renewal or continuous services 
without the consumer’s affirmative consent.  It additionally 
requires businesses to (1) establish and maintain appropriate 
contact information (i.e. a toll-free phone number, email ad-
dress or postal address) and an online option for consumers 
to prevent automatic renewals or prevent and terminate con-
tinuous consumer services and (2) allow a consumer to take 
any action needed to stop a renewal or service entirely online 
if the consumer agreement was entered into online.

Commercial Vehicles on Parkways 
A new law (Public Act 23-135, Senate Bill 904, Trans-

portation Committee) will increase the fines for driving a 
commercial motor vehicle on state parkways (i.e. the Mer-
ritt, Wilbur Cross and Milford parkways).  Under prior law, 
a violation was an infraction. The new law makes violations 
punishable by a fine of $500 for a first violation and $1,000 
for any subsequent violation. The fines must be assessed 
against the (1) commercial vehicle owner, when the owner, 
owner’s agent, or owner’s employee was the driver, or (2) 
commercial vehicle lessee, when the lessee, lessee’s agent, or 
the lessee’s employee was the driver.  

Task Force on Building Inspection Timeliness 
As part of a new act (Public Act 23-204, House Bill 6941, 

State Budget & Implementer, Emergency Certified Bill) a new 
seven-member task force is created to study the timeliness 
of building inspections required for building permits and 
report its findings and recommendations to the legislature 
by January 1, 2024. Among other things, the task force will 
(1) review the average time it takes for inspections to be 
done after the work is ready to be inspected; (2) examine the 
frequency with which scheduled inspections are cancelled 
or rescheduled, and if possible, which party did so; and (3) 
recommend initiatives to (a) incentivize or attract additional 
inspectors to Connecticut and (b) increase inspection timeli-
ness.  

Firearm Credentials and Security Officer 
License Expiration Notices by Email 

Under a new law (Public Act 23-73, House Bill 6653, Public 
Safety Committee), anyone holding a security officer license, 
a handgun permit or eligibility certificate, or a long gun 
eligibility certificate, may now opt to receive the expiration 
notices for these credentials by first class mail or email. The 
new law also authorizes DESPP to send these notices and 
related renewal forms by email, rather than only by first class 
mail as prior law allowed.  

Finally, though not among those aforementioned laws 
effective October 1, the issue of workforce development for 
public safety personnel certainly was a hot topic for legisla-
tors in Hartford this year.  In the end, there was an increased 
emphasis on recruitment and retention.  Among two new 
laws seeking to address this important issue, already in effect 
(effective from passage in June) are:  

CASIA GOVERNMENT RELATIONS REPORT

Legislative Session May Be Over  
But New Laws Take Effect October 1

New Laws, continued on page 14
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Firefighter and EMS Personnel Shortage Task 
Force 

Special Act 23-1 created a new 13-member task force that 
is charged with studying the shortage of firefighters and EMS 
personnel in Connecticut and making recommendations to 
address it. The task force must report its findings and recom-
mendations back to the Public Safety and Security Committee 
by January 1, 2024.  

Police Recruitment and Retention Task Force
Also, under Public Act 23-69, a new nine-member task force 

will study police recruitment and retention in Connecticut and 
make recommendations back to the Public Safety and Security 
Committee by January 1, 2024. The task force is composed of 
the DESPP commissioner, and eight appointees, appointed one 
each by the six legislative leaders and two by the governor.   

The 2023 State Legislative Session May Be Over, But 
That Doesn’t Mean Your Local Lawmakers Don’t Need 
To Hear From You – Tell Them What Matters To You, Your 
Association, And The Electronic Security Industry!  The Fall Is 
The Legislature’s Off-Session And It Is A Great Time To Contact 
Your State Representatives And State Senators.  

Thank Those Who Supported House Bill 6613 – CA-
SIA’s bill simplifying contractor advertising disclosure 
requirements – And Ask Them For Their Support Again 
Next Year! 

Have a question?  Want to express your opinion?  Just 
want to know who now represents you in Hartford?  Go 
to the website below and enter your address to look up 
your state legislators; with a few quick clicks you can vis-
it their official webpage, email them, or get their office 
phone number to make a call.  Remember – as a CASIA 
member, your voice matters!    

https://www.cga.ct.gov/asp/menu/cgafindleg.asp

As always, if you have questions on legislation or regu-
lations or if you would like more information on an issue, 
please feel free to contact CASIA Lobbyist Andy Markowski 
at: (860) 707-3620 or aem@statehouseassociates.com. 

New Laws, continued from page 12
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By: Brian Plant
If it ever seems like networking events 

are awkward, it’s not just you. We all 
struggle sometimes. Especially after two 
years of masking and lock-downs. It’s 
2023 and events for the alarm industry 
are in full swing, and in person. Here’s a 
few tips to overcome social anxiety and 
get back in the game.

What happens at a 
networking event?

People grow their businesses, make life-changing connections 
and meet vital influencers. 70% of jobs are found through net-
working. But sometimes, this just isn’t motivation enough. For 
those of us who don’t love spending our free time meeting – and 
impressing – crowds of new people, the whole thing can feel a 
bit stressful.  When bagels alone aren’t a sufficient icebreaker 
(have they ever been?) you’ll need a concrete strategy for getting 
more out of networking events – but don’t worry, we’ve got 
your back. After all, we can’t all be professional networkers, but 
whether you’re looking to hire or be hired, you can’t win the 
game if you don’t want to play it. So, what are the 6 toughest 
things about networking – and how can you overcome them?

1. ‘I don’t like small talk’
Don’t we all? Make it more natural and find an ally – it’s easier 

for a third person to join a conversation between others than to 
start up from cold, so buddy up and let the chatter flow. If you 
find yourself stuck, drop your guard and get meta – say precisely 
what you’re thinking. As in, “Man, I am not great at small talk. 
Isn’t networking kind of awkward?”  Odds are they’re thinking 
the exact same thing, and that connection can spark an honest 
dialogue.

2. ‘I’m bad at remembering names’
Prepare! Memorize or make notes about the speakers. Find out 

who’s attending – you could ask the organizer, or check an event 
page – then open LinkedIn and get stalking. This will also help 
make sure you spend as much time as possible with the people 
you want to keep in touch with.  At the event, play a name-re-
calling game like the meet and repeat: As soon as you meet 
someone, use their name in the next thing you say.  You can even 

challenge others to join in. You can quickly unite a small team 
of strangers around overcoming one of the toughest parts of 
networking and in doing so, you’ll learn a lot more about them 
than just their names.

3. ‘I always get shy in big gatherings’
Getting over the first hurdle of saying anything is the typically 

the hardest part, so put together a little toolkit (a metaphorical 
toolkit, that is) of conversation starters to whip out when called 
upon. We think you can do better than low-hanging fruit like 
“What do you do?” – ask something deeper to really get to know 
someone. 

4. ‘I find it hard to approach someone new’
Work your wardrobe! If you’re wearing something unique that 

stands out – like a brightly colored tie, choker, or that piece of 
statement jewelry you never find a time to wear – gives people an 
easy intro to start talking to you, and makes you memorable.

Pro Tip: Take screenshots of a conversation starter and it and 
make it the home screen on your phone. Whenever you check the 
time, you’ll be reminded what you should be doing instead, and 
you’ll actually take steps towards it.

5. ‘It’s a waste of my time – nothing ever 
comes of it’

It’s a cliche, but you’re never going to get more out of an 
event like this than you put in. If you work it like a wallflower 
and let others start the conversations, you’ll be stuck discuss-
ing whatever’s on their agenda.  So get off the fence and drive 
that conversation train yourself: are you seeking employment? 
Employees? Co-founders? Write your intention down – in fact, 
screenshot it and make it the home screen on your phone. When-
ever you check the time, you’ll be reminded what you should 
be doing instead, and you’ll actually take steps towards it.  And 
networking doesn’t end with the event – sincere follow-up closes 
the deal and builds stronger connections. After the event, write 
down whatever you remember about your new contacts, and 
send them an email referencing your conversation. Or, if you 
want to really knock it out of the park, design personalized post-
cards to send and write your note by hand.

6. ‘I never meet the people I’m hoping to meet’
Did you research the guest list? Arm yourself with a clear intent 

for what you want to achieve? If so, are you at the appropriate 
event? Not all networking events are created equal, and often, 
the lower the barrier to entry the less obvious value you’ll find. 
Try seeking out events whose planners and speakers have creden-
tials specific to your purpose, and whose organizers are confident 
enough in their offering to have a cover charge. By being more 
selective, you’ll find more of the right contacts.

Brian Plant is Managing Director at AlarmBrand, offering website 
creation and marketing for the electronic security industry that 
communicate your story, resonate with your audience, and generate 
revenue. Since 2009, brands that you know and trust have leveraged 
AlarmBrand to grow their businesses, including SDM 100, SDI Fast 
50, monitoring centers, technology providers, professional corpora-
tions, and small / medium businesses across the USA. 

Six Networking Tips To Make Your Next Event Less Painful
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By: Rory Russell

Service revenue is among the most valuable 
assets for fire alarm companies. As such, 
if you’re a fire alarm business owner, 
growing your service revenue can result in a 
tremendous amount of additional profit and 
can ultimately help you increase the value 
of your business.  Looking for ways to grow 
service revenue in the fire alarm industry? 
Here are a few ways to do so.

Increasing Fire Alarm Service Revenue
Set Your Sights on Servicing Larger Facilities.  Fire alarm 

glitches are inevitable, which is part of what makes fire alarm 
service contracts so profitable. It’s not a matter of if your 
customers will need service from you – it’s when and how 
often.  If you’re looking to further increase fire alarm service 
revenue, set your sights on servicing larger facilities. Typically, 
the larger the facility in terms of square footage, the larger 
the revenue opportunity. Since you know these facilities will 
ultimately require service, this can be a great way to increase 
profits.  If you do decide to reach towards increasing the size 
of the facilities you provide service to, make sure that you 
don’t stretch yourself too thin. You’ll need to ensure your fire 
alarm business has the resources required to service larger 
facilities effectively, otherwise this strategy could backfire.

Provide Top of the Line Customer Service
In this day and age, consumers have grown accustomed 

to being disappointed by customer service. They receive 
subpar service, leaving them frustrated and searching for 
alternative solutions that will better meet their needs and 
expectations.  This disappointment with customer service 
can actually be seen as an opportunity for your fire alarm 
business.  With customer satisfaction low, the door remains 
open for new, more attentive providers to step in and connect 
with customers who are disappointed with their current 
service provider. You may be able to generate new business by 
outperforming your competitors in terms of customer service 
– and you’ll likely prevent attrition by keeping your current 
customers happy with the level of service you’re providing.  As 
such, staying focused on providing top of the line customer 
service can, in turn, help you to grow your fire alarm service 
revenue.

Service Revenue in The Fire Alarm Industry:  
Why It’s A Valuable Asset When it Becomes Time To Sell

Consider Becoming More Focused on Service 
Revenue

Service revenue may be just one facet of your fire alarm 
business, but it’s an incredibly important one when it comes 
to generating revenue. With that in mind, if you’re looking 
to increase profitability and the value of your alarm business, 
it may be a good idea to take a step back and refocus on the 
area of your business where your profit margin will be the 
biggest.  For many fire alarm businesses, this area is service 
revenue.  Whether you choose to seek out additional service 
agreements with current customers, go after larger service 
agreements when pursuing new clients, or adjust what you 
choose to provide as part of your service contracts, focusing in 
on generating service revenue can help you to augment your 
profitability and grow the value of your alarm business.

Market Service Agreements to New Customers
One of the most basic ways you can go about growing your 

alarm business’ service revenue is by signing new customers on 
for service agreements. Showcasing your high-quality service 
as a selling point can set you apart from the competition and 
help you to win business that’s extra profitable.  By marketing 
service contracts, you can increase the area of your business 
that provides the highest profit margin while maintaining a 
comfortable balance between the service side of your business 
and the systems side. This may also enable you to grow your 
customer base which, in turn, can further strengthen and add 
value to your organization.

Don’t Overlook Opportunities to Grow Your 
Fire Alarm Service Revenue

If you’re a fire alarm business owner looking to increase your 
company’s profitability and value, fire alarm service revenue 
can provide a terrific opportunity to do so. Whether you’re 
hoping to stay in the industry for years to come, or you’re 
looking to sell your fire alarm business in the near future, 
the four strategies above can make a big difference for your 
organization when it comes to augmenting growth, profits, 
and value.

Rory Russell is the President and Owner of Acquisition & Funding 
Services (AFS), brokering large scale mergers, acquisitions and 
financing in the security alarm, fire and integration industry for over 
twenty-five years.  Previously, Rory owned and operated Empire 
Security, at the time the largest regional security company in the 
Northeast, handling $5 million per year in sales and installations.
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PerkPlans Deliver 
Results to  

CASIA Members
CASIA has enrolled in PerkPlans to 

give all members a chance to SAVE Big 
Time!  It cost you nothing as a member 
but gives you access to savings with 
hundreds of business and services.  
Verizon? Dell Computer? Disney World? 
Home Depot? Sam’s Club?  These are 
just a sampling of what PerkPlans of-
fers.   Go on to CASIA’s website, www.
casiact.org /Member Perks to review 
the entire world of discounts available.   
The password is “protected”, just email 
(preme@casiact.org) or call (203-762-
2444) for the key word to savings.   
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TRAINING
CASIA Training Class Registration forms available online at  
www.casiact.org. Please contact Pat Shea Remes at  
premes@casiact.org for information.

OTHER INDUSTRY & STATE EVENTS 
2023
September 19, 2023 

Northeast Security Systems Contractors Expo @ DCU Center
September 27-29, 2023

Annual TNSI Convention, Franklin, TN
October 17 - 18, 2023

SIA Securing New Ground, New York City
November 15-16, 2023

ISC East, Javits Center, New York, NY

CASIA MEETING SCHEDULE 2023
•	September 14 - Nine & Dine @ Lyman Orchards
•	October 12 - Customer Appreciation Day at Wesco, Milford 
•	December 14 –  Holiday Party

NTC National Training Center  - nationaltrainingcenter.com

OTHER ASSOCIATION EVENTS
TMA The Monitoring Association
OPSTech (Hosted by Acadian Monitoring)

October 9-12, 2023, Lafayette, LA 
Annual Meeting

November 4-8, 2023, Kapalua, Maui, Hawaii

 

 SENTINELNORTHEAST      MIDWEST

Covers readership in 25 states.
Great Rates! Responsive, Qualified Readership

NORTHEAST/MIDWEST STATE 
EVENTS 2023
October 18 - 19, 2023

OSFAA Annual Meeting

See information about ISC East,  
Nov. 14 -16, Javitz Center, NYC - on page 27 of 

THE SENTINEL - Free Registration
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