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 SENT RY
By: Audrey 
Pierson

It is easy 
to as-
sume that 
only your 
salespeople 
sell for your 
company. A 
savvy owner 
or manager 

who ensures their sales team receives regular training and coaching, 
putting them ahead of much of the competition, can still overlook the 
rest of their employees. Every one of them has a hand in selling the 
company’s systems and services, and that means they can either 
increase sales or miss sales opportunities.

Everyone working in the company, in any position, must be trained 
in what the company offers, how to recognize when someone can 
benefit from their services, and how to create the opportunity for a 
sale. While direct selling roles are the purview of the sales team, 
every employee plays a part in increasing opportunities for upgrades, 
additional services, referrals, and service. Don’t miss out on the 
chance to increase sales by overlooking employees who ‘don’t sell’.  
Teach them how to recognize sales openings and finesse those 
openings into leads.  Incentivize them with a program to reward lead 
generation. A modest reward program can generate significantly 
more than its cost and create a real team effort to increase sales 
within the company.

Ensure that all employees understand the company’s goals. Too 
often employees’ knowledge of the company is confined to their own 
department and that limits their ability to fully contribute. When every-
one understands how their position in the company affects everyone 
else, and how their individual contributions matter, they are more 
likely to take the initiative to best serve the customer.  

In addition to Sales and Marketing, the Customer Service group is 
filled with salespeople. Exceptional customer service leads to repeat 
business and referrals as satisfied customers are likely to recom-
mend the company to others. This team includes those handling 
service calls, scheduling, answering billing questions, and assisting 
customers to resolve problems. Many times, the solution to an issue 
is upgrades or additions to equipment or adding services making the 
system easier to use. Teach employees to include these options in 
their conversations to help customers, not sell them.  

Some of the best salespeople are technicians. Training them in 
best practices is critical because they are with customers every day. 
They are problem solvers whose goal is to make things work. Help-
ing a customer find the best way to solve a problem should never 
include disparaging remarks about the salesperson but can some-
times be unintentional. Avoid this pitfall by training teams to work 

together for the success of the company. Facilitate interaction and 
team building between the various departments and teach everyone 
how to talk to customers (a learned skill) so the best interests of the 
customer are always foremost.

All employees are brand ambassadors. Make sure they understand 
how they represent the company in every interaction whether in per-
son, on the phone, or in email or text. 

As Henry Ford, the esteemed founder or Ford Motor Company, once 
said: “If everyone is moving forward together, then success takes care 
of itself.” 

Audrey is a 35-year veteran of the electronic security industry who 
advises, trains, and coaches security sales teams and alarm dealers 
to achieve success. Her Security Sales Academy delivers online 
training and live coaching to participants to expand their skills, gain 
self-confidence, and increase sales. She operates the Virtual Security 
Sales Manager program, assisting companies with sales supervision 
for one-to-many sales reps without incurring the expense of a full-time 
manager. Audrey also presents the Security Industry QuickStart 
program, providing new hires with the A-Zs of our industry. Audrey can 
be reached at www.audreypierson.com, 831-277-7447, or audrey@
audreypierson.com.

Everyone Sells. Be Sure They Know It.

From the new editorial Syncomm series Top Right Drawer!

TOP RIGHT DRAWER

By: Tom Few
As I reflect on the evolution of the smart home industry, it becomes 

clear that each milestone is not just a marker in time but a testament to 
the transformative power of innovation.  From the humble beginnings 
of rubber buttons on walls to the integration of cutting-edge blockchain 
technology, my journey has been nothing short of extraordinary.

I can categorize my journey into four distinct phases which have led me 
to where I am today.  Phase 1 is the early days of the smart home industry 
which marked the introduction of rubber buttons on walls, a basic form 
of home fire and security.  My childhood memories of that time always 
make me smile and I recall the days of running wires through people’s 
attics for my father in exchange for cookies.  It’s a bit of nostalgia which 
adds a personal touch to our current era. That early work helped my 
family, friends and I build the largest wholesale monitoring company in 

Top Right Draw, continued to page 3

A Visionary’s Odyssey: A Journey Through the 
Smart Home Revolution

https://audreypierson.com/services/security-sales-mastery/
https://audreypierson.com/services/virtual-sales-manager/
https://audreypierson.com/services/virtual-sales-manager/
https://audreypierson.com/services/security-industry-quickstart/
http://www.audreypierson.com
mailto:audrey@audreypierson.com
mailto:audrey@audreypierson.com
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the country at that time. What a ride!
In Phase 2, I found myself at the forefront of the technological advances taking place, 

notably introducing home automation, touch screen panels and platform apps which revo-
lutionized the user interface of smart home systems. 

However, it was in Phase 3 during my time with Vivint where I felt my contributions were 
making a significant impact with the launch of 2GIG.  Initially, the launch of 2GIG faced 
rejection from industry manufacturing giants such as GE as well as other household brands.  
In due time, our products swept the market and we were a pioneering force in large-scale 
selling of smart homes and solar solutions through call centers and direct sales. The time 
I spent with Vivint stands out as a landmark achievement, where I led the business de-
velopment and innovation lab, transforming the company’s immense data resources into 
tailored insurance products.

Now, we stand at the cusp of Industry Phase 4 – the future of smart homes. The focus 
shifts to homeowners’ authority over their data, driven by blockchain-based products and 
services. The problem is crystal clear: although we are the creators, we are not the primary 
beneficiaries of our own data.

In my newest venture at (Smart), a SaaS company, we have developed a new way to 
offer blockchain based solutions to empower consumers with their data through the Com-
pass platform, which I believe to be a game changer.  The Compass platform facilitates 
data aggregation, digital rewards including Crypto currency, and optimized outcomes for 
users participating in the iQue Blockchain.  

From a dealer perspective, Compass will seamlessly integrate into their sales organiza-
tion’s data source providing a user-friendly dashboard for measuring and rewarding top 
performers, tracking key initiatives, and fostering healthy competition.  An innovative feature 
of the Compass platform for the user is the ability to hold, spend, or take the rewards they 
earn to market. In short, (Smart) will leverage our team’s deep industry experience to focus 
on direct sales, call center sales and homeowners’ data.

A crucial figure in the alpha launch of Compass is Thomas Crowley, who leads our 
strategic and product management efforts. “Alpha” is tech talk for a phase in a product’s 
development, in which companies can refine their products with a small group of early 
adopters (aka “alpha testers”) before fully releasing it to the market. Our Compass alpha 
testers have validated that our unique approach streamlines their data management 
processes and helps them and their sales reps perform better. Compass enables users 
to automatically aggregate multiple data sources, identify and weigh the most important 
actions to their business, and introduce their reps to digital rewards. Overall, the Compass 
platform significantly reduces manual, administrative work for users and gamifies sales.

As I reflect on the impact (Smart) will have via its blockchain-based products, like Com-
pass, it’s important to note what Blockchain is: a decentralized and transparent digital ledger 
that ensures the security, transparency, and traceability of transactions. At (Smart), we are 
leveraging this technology to ensure that reps are rewarded fairly, track performance via 
smart contracts, and enable sales rep to own their performance history.

Looking ahead, with the full launch of Compass to the market and plans to disrupt the 
solar lending space through innovative lending solutions, (Smart) has an exciting road-
map. My journey from rubber buttons to blockchain-based empowerment exemplifies the 
transformative nature of the smart home industry. I, along with Thomas and our team at 
(Smart), look forward to the challenge and opportunity to drive innovation and shape the 
future of the Smart Home industry.
Tom Few serves as President and CEO of (Smart), a provider of decentralized 
initiative and blockchain technology allowing consumers their own data ownership. 
Tom previously served as the Vice President of Business Development for Vivint, the 
largest Smart Home company in North America, where helped pioneer Vivint’s Solar 
Business, Multifamily Business, Strategic Partner and reseller initiatives as well as  its  
Smart Insurance Business. The last initiative was leveraging Vivint’s robust platform 
and user data which was licensed to provide insurance (P&C) services in all 50 states. 
Preceding his days at Vivint, Tom served as President of Meridian Business Solutions, 
Inc (largely M&A and consulting services) and Executive Vice President of Criticom 
International, the largest wholesale monitoring and finance company in the Security, 
Fire and SmartHome industry at that time.

http://www.snnonline.com
mailto:info@snnonline.com
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Louisiana Life Safety & Security 
Association (LLSSA)

337-886-7282
director@llssa.org
www.llssa.org
Facebook: https://www.facebook.com/LLSSA
Assistant Executive Director: Shelley Pettit 
Training: https://training.llssa.org/

Georgia Electronic Life Safety & 
Systems Association

gelssainfo@gelssa.com 
www.gelssa.com.

STATE OFFICERS AND CONTACT INFORMATION

Kentucky Alarm & Security 
Professionals (KASP)

info@thekasp.org
www.thekasp.org 

South Carolina Electronic 
Security & Technology 
Association  

PO Box 1763 - Columbia, SC 29202
(803) 252-0580 
info@sc-esta.org 
www.esta.org 

Alabama’s Security

Association

ALABAMA

Tennessee Network of Security 
Integrators (TNSI)

615-791-9590
www.TheTNSI.org
Executive Director: Penny Brooks   
ExecutiveDirector@theTNSI.org 

Alabama Alarm Association
(334) 868-3139
director@alabamaalarm.org
www.AlabamaAlarm.org
Executive Director, Heather Coleman Davis

Alarm Association of Florida
(800) 899-2099 / (954) 748-7779
www.fla-alarms.org 
Executive Director: Shannon Few
Shannon.few@fla-alarms.org
Direct (508) 725-9068 

Mississippi Security Association
Phone: (601) 668-0528
Email: msalert@bellsouth.net
Website: www.mississippisecurityassociation.
com
Facebook: https://www.facebook.com/Missis-
sippiSA
Executive Director: Shelley Pettit
Phone (601) 668-0528

North Carolina Security & Low 
Voltage Association 

561-313-7708
info@ncslva.org       
www.ncslva.org 

See pg. 6 for 
information on  
BASA/FASA  

training

Check Out the All NEW Alarm Academy at 
www.AlarmAcademy.org for All of Your BASA/
FASA Training Needs!

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

https://training.llssa.org/
http://www.AlarmAcademy.org
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From The Editor: Jerry Lenander

Associate with Associations
When I joined the staff of the Security Industry Association (SIA) 

in 1989 I became aware of the advantages of associations.  The 
electronic security industry is blessed with associations that address 
standards, education, workforce development and networking in all 
segments.

Our magazines, THE SENTRY, THE SENTINEL, and THE 
WATCHMAN are affiliated with the Global Electronic Security Fo-
rum, a means to bring together all associations to address common 
issues and concerns.  The Forum will make its debut at ISC West in 
Las Vegas April 9-12, 2024.  We will network at ISC’s Got Talent at 

the ROCKHOUSE at the Venetian 
and then at our Forum booth on the 
tradeshow floor with more than 20 
associations.

FREE registration for the cocktail 
reception hosted by our sponsors 
can be found at www.snnonline.com 
along with FREE ISC West registra-
tion.

We look forward to working with 
associations at the regional, state, 
national, and global level and serve 
as a platform to share information.  
In reality, and in the best of worlds, 
associations work together to ad-
dress their most formidable needs.

Will Rogers said: “A man only 
learns in two ways, one by reading, 
and the other by association with 
smarter people.” 

My hope is you will learn from 
reading THE SENTRY, THE SENTI-
NEL, and THE WATCHMAN every 
month in print or digitally, and that 
through your participation will associ-
ate with smarter people.

Jerry Lenander 
has served 
the Electronic 
Security 
Industry for 
over 30 Years 
including roles 
as Executive 
Director for 
various state 
associations 
and non-profit organizations, most 
notably his time at CAA, in which he 
was inducted to the Security Sales & 
Integration Hall of Fame in 2020.  He 
can be reached by e-mail at jerry@
snnonline.com

https://www.reitman.us/
http://www.snnonline.com
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ISC West, in collaboration with its premier sponsor the Secu-
rity Industry Association (SIA), has announced that registration 
for ISC West 2024, is now open. The international expo will be 
held at the Venetian Expo in Las Vegas, Nevada, April 9- 12.  
“This year, we are excited to bring ISC West attendees an 
extensive list of offerings where they can discover the latest 
security innovations, cultivate professional relationships, and 
learn from industry experts,” said ISC Event Vice President 
Mary Beth Shaughnessy. “As North America’s flagship des-
tination for today’s cutting-edge security insights – with an 
emphasis on our environmental impact – we are thrilled to 
open registration and look forward to delivering an enriching 
and memorable experience for all who join us in April.”

Don Erickson, CEO of SIA added “SIA is proud to be the 
premier sponsor of ISC West. Each year at this can’t-miss 
show, attendees can see an impressive array of cutting-edge 
technologies, unlock premier education and hear from the 

industry’s leading experts.”  
This year’s event will focus 
on sustainability. ISC West 
is on a multi-year journey to 
zero-waste, prioritizing envi-
ronmental stewardship with 

ISC Security Events Announces  
Open Registration for the 2024 ISC West Expo

the goal to divert 90% or more of event material waste away 
from landfills. We look forward to working with our exhibitors 
and attendees to minimize the event’s environmental impact 
and contribute to a sustainable future. There’s more to come 
on this front, and over the coming months, you will hear more 
about the steps ISC West is taking to deliver an environmen-
tally responsible and sustainable event and how you can help.” 

Further information about education, programming, and 
premier speakers will be announced soon. For the most up-to-
date information or any additional questions, please visit www.
iscwest.com.

See page 12:

ISC’S GOT TALENT 
ROCKHOUSE Las Vegas

APRIL 9, 2024  
8 P.M. – 11 P.M.  at the Venetian

From THE WATCHMAN, THE SENTINEL 
and THE SENTRY



http://www.davismergers.com/
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Global Electronic Security Forum
in Cooperation with

Invite You to Attend

ISC’S GOT TALENT 
at the 

ROCKHOUSE Las Vegas
APRIL 9, 2024  8 P.M. – 11 P.M.

at the Venetian
Featuring the GREATEST SINGERS 
live on the Las Vegas Strip. Join more 
than 300 members of 20 associations 

throughout the United States for a 
special welcome reception for ISC 
West. Dealers and integrators are 

guests of sponsors. 
SPONSORSHIPS AVAILABLE

Logos of sponsors will be displayed at the ROCKHOUSE  
and on the tradeshow floor in the Global Electronic Security Forum booth.  

See details on sponsor prospectus.

 

RSVP FOR FREE AT WWW.SNNONLINE.COM/EVENTS

In cooperation with
SIA

ISC West
NSA

CBFAA
OSFAA
PBFAA

PAFED
SIAC

PPVAR

https://www.snnonline.com/iscs-got-talent-at-rockhouse/
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users when critical operational events take place, such as those 
tied to customer experience or functional processes. Smart mer-
chandising, safety, engagement, speed of service, and more can be 
optimized with Operational Analytics in OpenEye Web Services.

MOTOROLA SOLUTIONS has acquired IPVIDEO, the creator 
of the HALO Smart Sensor, an all-in-one intelligent sensor that de-
tects real-time health and safety threats.  “With its powerful sensor 
capabilities, HALO extends our end-to-end physical security offering 
by integrating a non-video threat detection product into our safety 
and security ecosystem,” said Mahesh Saptharishi, executive vice 
president and chief technology officer, Motorola Solutions. “We see 
this as an opportunity to introduce additional detection solutions 
that help our customers protect people, property and places.”  This 
acquisition reinforces Motorola Solutions’ commitment to improving 
safety and security by offering a cost-effective sensor that is easy to 
deploy and operate for enterprises of all sizes. Motorola Solutions 
and IPVideo will continue to deliver security solutions that help cre-
ate safer schools, safer hospitals, safer hotels and safer businesses.

BOON EDAM announced several enhancements to company 
leadership following the internal merger of the company’s com-
mercial and manufacturing teams. The new Executive Team for the 
Americas was included in their announcement and reflects Boon 
Edam’s growth in the changing market climate, as well as the com-
pany’s commitment to nurturing talent and fostering innovation in its 
working environment.  “Security entrances have rapidly become a 
new security imperative across virtually every vertical,” said Patrick 
Nora, President and Managing Director, Boon Edam USA. “The 
creation of these new leadership positions reflects the way in which 
we are driving the evolving market, while also enabling us to create 
opportunities to better service our existing and new customers.”  
Visit the News section of Syncomm Management Group’s website 
www.snnonline.com/news for full information on Executive Team for 
Americas.

ASSOCIATES NEWS

SNAP ONE announced the launch of Control4 Connect & Con-
trol4 Assist – the new software and support offerings that improve 
end-user experiences while empowering U.S.-based Control4 
dealers to provide superior customer service, increase profitability 
through recurring revenue, and encourage positive long-term client 
relationships.  Snap One spent more than a year developing the 
Control4 Connect & Control4 Assist offerings in close collabora-
tion with 23 integrators, while also leveraging experience from 
thousands of Parasol customers and more than 100,000 4Sight 
subscribers, to ensure the services meet the needs of integrators 
and customers, are easy to use, and deliver in-demand experiences 
and enhancements.  “The homes and businesses of today rely on 
a wide range of networked systems and devices to operate. This 
makes software updates and system monitoring critical to ensure 
reliability, confidence and continued use,” John Heyman, Snap One 
CEO emphasized. “As such, the traditional business model of the 
CI integrator must evolve into an ongoing partnership with their cus-
tomers. We believe that the customer understands the importance 
of working with professional integrators to keep their investment 
current – and that they’re willing to pay to ensure their systems are 
maintained and optimized.”  According to Heyman, the evolution of 
the industry is inevitable as it moves from hardware centric to one 
more grounded in software and new software integrations.

OPENEYE announced their new 
Operational Analytics for OpenEye 
Web Services (OWS).  Powered by 
Wobot AI, Operational Analytics in 
OWS allows users to detect, analyze, 
and report on crucial business opera-
tion events. Users are also offered 
streamlined operations, improved 
customer service, and an increase 
in safety with powerful video analyt-
ics which detect complex behaviors 

of customers, staff, vehicles, and objects.  OpenEye’s AI-powered 
technology delivers important information at a glance while alerting Melvin Bradley (Brad) 

Kamcheff, a 35-year 
employee of AIPHONE 
CORP. passed away un-
expectedly on December 
26th, 2023, at his home 
in Kirkland, WA. He was 
54 years old.  Kimcheff 
most notably led the 
company’s marketing 
team and was instru-
mental in developing 
the company’s strategic 
marketing plan. In 2019, 
after involvement in 
several other depart-
ments with the company, 
Brad was promoted to 
the marketing manager position. During his time as the 
Marketing Manager, he was responsible for developing 
the company’s corporate marketing and communi-
cations strategy. When Aiphone decided to launch 
an access control line, the AC Series, Kimcheff was 
instrumental in the Research and Development of how 
Aiphone could best bring this product line to market.  
He is survived by his wife Karen and two children, Wren 
and Krista.

http://www.snnonline.com/news
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By Mitch Reitman
A trade journal, which will remain nameless to protect the well 

intentioned, recently published an article about taxability of alarm 
and security services provided in states in which the Company does 
not have a physical presence.   While the author 
is correct, it is a good example of a professional 
who knows a topic but doesn’t have a thorough 
understanding of our industry.  The article discusses 
the implications of the recent Supreme Court Case, 
South Dakota vs. Wayfair (the Wayfair decision).  
You may be familiar with Wayfair.com, it is a mail 
order e-commerce company that sells ready to 
assemble furniture, towels, and things for your home.  

The State of South Dakota required Wayfair to 
collect and remit sales taxes, despite the fact that 
Wayfair had no physical presence in the State.  It 
is important to note that the items that Wayfair was 
selling were already taxable in South Dakota, the 
issue was that Wayfair wasn’t collecting the tax 
from its customers.  The Supreme Court ruled in favor of South 
Dakota stating that the physical presence rule creates cross-border 

“distortions” because it discourages out-of-state sellers from having 
an in-state physical presence and encourages customers to buy 
from out-of-state vendors.

So, what does that mean to a security company?  With the 
exception of the sale of equipment online in 
a DIY scenario, security companies typically 
physically install parts and equipment at the 
customers location.   The fact that a technician 
(sub-contractor or employee) is actually in the 
state at the customer’s location and installing 
the equipment gives your company a presence 
in the state.  Monitoring is a bit different, some 
states tax monitoring, others don’t.  If monitoring 
isn’t taxable in the state, Wayfair doesn’t make it 
taxable.  If monitoring is taxable in the state, and 
your company has no presence (i.e. the equipment 
just installed itself and you never have to make a 
service call) you may be able to make an argument 
that you aren’t required to collect and remit the 

tax.  If the State requires you to collect and remit the tax, Wayfair 
does affirm this requirement.  Keep in mind though, that the service 
is still taxable, and, if you don’t collect and remit the tax, your 
customer would still be responsible for it.  The other factor is that 
most states’ licensing regulations require that the licensee have a 
physical presence in the state (whether you have an office or not).  
If your alarm license requires a physical presence, then you have a 
physical presence, and you have to collect and remit sales and use 
tax if the underlying goods and services are taxable. 

Don’t go into a new state without being thoroughly aware of 
that state’s, sales, use, ad valorem, employment, franchise, gross 
receipts, income, and other taxes.  Most state taxing authorities 
maintain audit and enforcement offices in other states to collect 
taxes from out of state companies.  Many state tax codes allow the 
local taxing authority to enforce a lien for taxes levied in another 
state.  There have been a few cases in which companies selling 
“free” alarm, camera, and automation systems, for $65 a month 
on 72 month “monitoring agreements” have been challenged and 
lost.   The result is that the state recharacterizes a huge chunk of the 
“monitoring fee” as an installment sale and levies sales and use tax 
on the alarm company.   This is why it takes us hours to research 
sales tax for our clients entering new states.  State tax codes are 
often vague (for example Texas taxes burglar alarm monitoring but 
not fire alarm monitoring), and case law can supersede tax codes.  

Mitch Reitman is the Managing Principal 
of Reitman Consulting Group, Inc. and is a 
member of the Security Sales & Integration 
Hall of Fame.  He has serves on the board of 
the Texas Burglar & Fire Alarm Association 
and is active in several other local and 
national Associations in the Security and 
Fire Alarm industries.  He can be reached at 
MReitman@Reitman.us or 817-698-9999

Avoiding Tax Penalties on Out-of -State Installations

Don’t go into a new 
state without being 
thoroughly aware of 

that state’s, sales, 
use, ad valorem, 

employment, 
franchise, gross 

receipts, income, and 
other taxes. 

mailto:MReitman@Reitman.us
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By Marcus Haney
In the nuanced transition from military life to civilian existence, vet-

erans offer a unique set of skills and experiences that are particularly 
valuable to the security industry.  Understanding why companies in 
this sector should actively recruit veterans is crucial, as these indi-
viduals are not just suitable for security roles; they are ideally suited 
to meet and exceed the demands of the industry.

Veterans come equipped with a range of skills directly transferable 
to the security sector. Their expertise in defense tactics, threat as-
sessment, and risk management is honed through rigorous military 
training, making them a valuable asset from day one.  Additionally, 
many veterans hold security clearances, an invaluable advantage 
that enables them to handle sensitive information and situations 
without the added time or expense typically required for clearance 
processing.  

The leadership and teamwork skills veterans develop in the 
military are unparalleled.  They’re seasoned in leading and working 
effectively within cohesive units, a trait that translates into their ability 
to manage and collaborate within security teams. This capacity for 
leadership and teamwork is a significant boon for security com-
panies looking to enhance their team dynamics and operational 
efficiency.  

Veterans are accustomed to performing under pressure, a quality 
that is immensely beneficial in the security industry. Their ability to 
make quick, sound decisions in high-stress situations ensures that 
security operations are handled with poise and professionalism. This 
trait is particularly vital in emergency response scenarios, where 
calm and efficient action can make all the difference.  

The training veterans receive in various security protocols and 
strategies aligns closely with the requirements of civilian security 
roles. Their familiarity with enforcing and adhering to strict security 
protocols means they can integrate smoothly into existing security 

Editor’s Note: Syncomm Management Group is proud to introduce 
AllegiantVETS to the Electronic Security Industry.  AllegiantVETS started 
in 2010 to honor the men and woman who have served and sacrificed 
for our freedoms, and to support them in their ongoing transition back to 
civilian life.   AllegiantVETS’ mission is to provide opportunities for the 
community to honor, invest, and connect.  

From Battlefield to Security Field:  
Why the Security Industry Should Look to Veterans

operations, ensuring compliance and enhancing safety measures.  
Moreover, the physical and mental preparedness of veterans aligns 
with the demands of many security roles. Their physical fitness and 
mental resilience, developed through facing and overcoming various 
challenges, equip them to adapt to different environments and situ-
ations – a critical ability for security professionals who may work in 
diverse settings.  

Ethical conduct and a strong sense of duty are hallmarks of 
military service, traits that are highly valued in the security industry. 
Veterans’ adherence to a strict code of conduct and their ingrained 
sense of honor and integrity instill a level of trust and reliability in 
them, making them ideal candidates for positions where ethical be-
havior, confidentiality, and a strong moral compass are paramount.  
In conclusion, companies in the security industry stand to gain 
significantly by actively recruiting veterans. These individuals bring a 
unique blend of discipline, experience, and integrity, along with valu-
able security clearances. 

By hiring veterans, security companies not only enhance their 
operational capabilities but also demonstrate a commitment to 
supporting those who have served, acknowledging the skills and 
sacrifices of these individuals by providing them with rewarding 
post-service career opportunities.

Marcus Haney is the CEO of AllegiantVETS 
and a battle-tested Marine turned visionary 
leader behind its’ cause, championing the 
transition of service members into trailblazing 
careers.  His dynamic approach is shaped 
by resilience and a deep commitment to 
his fellow veterans and fuels their mission 
to empower and transform lives through 
unparalleled support and opportunities.  
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Seven Actions Alarm Companies 
Can Take to Increase Their Value
By Jim Wooster

The team from Alarm Financial Services has 
been involved in hundreds of acquisitions over 
decades in the electronic security industry.  As 
buyer, seller, lender and advisor, we have seen 
all aspects and all angles of the process, most 
of the time with our own money at stake.

In contrast, for the owner of a security and 
life safety company, the sale of a business may 
occur only once in a career.  There may be 
only one chance to get it right.  So, purposeful 

preparation ahead of a company sale is essential to increase the 
value and ensure a smooth process. What, then, should a company 
owner focus on?  AFS identifies seven actions you can take to 
maximize the value of your company and avoid the all too common 
misfortune of leave money on the table.

In no particular order:  
1. Clean Up Customer Contracts – First, consult an industry at-

torney to make sure the versions you are using currently and over 
the years conform to industry standards.  Then clean up missing, 
ineligible, un-signed, non-assignable contracts.

2. Address Accounts Receivable – Are you on top of collections 
efforts?  Customer accounts that are significantly past due (over 
90-days or maybe even 60-days late) will be thrown out of a deal. In 
some cases, we have seen poor record keeping and bookkeeping 

practices make the AR look worse than it actually is.
3. Measure Attrition – For as important a measure as attrition 

is for recurring revenue companies, it is surprising how few alarm 
companies actually measure it each month.  And don’t just analyze 
the rate of attrition, capture the reasons why customers cancel.  You 
can’t manage what you don’t measure.

4. Get Familiar with Your Financial Statements and Key Metrics – 
We often see alarm company owners provide a narrative about how 
they run their business, what the customer base looks like and what 
kind of products and services they sell.  But they are unable to pro-
vide the numbers behind that story.  Attrition Rate, Creation Costs, 
ARPU, RMR, EBITDA, COGS.  Buyers want to see numbers. 

5. Show Me the Money – One of the biggest laments from sellers 
is that buyers are only interested in their RMR (Recurring Monthly 
Revenue) and don’t consider non-recuring revenue in the purchase 
price calculation.  This will happen unless the seller specifically 
documents where the buyer will earn profit when it acquires the 
business.  You have a profitable access control division which 
doesn’t have a lot of RMR?  Document those profits (or better yet 
turn the revenue into RMR).

6. Assemble Your Team – Key advisors include an alarm industry 
specific accountant, attorney, broker and especially a tax advisor/
estate planner.  Too often, sellers are not aware of the tax conse-
quences of a company sale and fail to do proper tax and estate 
planning, undermining the hard work that went into building a suc-
cessful business.

7. Review Central Station Reports – Identify Late to Test ac-
counts, runaways and trouble signals.  Make sure contact lists are 
up to date and communication paths (cell, radio, receiver lines) are 
transferable.

Of course, there are many more actions alarm company own-
ers can take to improve the value of their business, and the tasks 
may seem overwhelming in addition to the day-to-day demands of 
running a business.  So, start with one task, but start now!  Even if 
you are not ready to sell today, your company will realize greater 
efficiencies and profit in the meantime.

Jim Wooster, Jr is 
President of Alarm 
Financial Services, Inc. the 
industry’s oldest financing 
company.  AFS assists 
companies prepare for a 
sale through its Pre-Sale 
Due Diligence Services.  
More information at www.
alarmfinancialservices.
com.

http://www.alarmfinancialservices.com
http://www.alarmfinancialservices.com
http://www.alarmfinancialservices.com
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Tim Creenan of New York-based 
Amherst Alarm Elected Chairman 
of SIAC

Tim Creenan, founder and Vice President of Amherst Alarm 
and a long-time leader in the field of electronic security, has been 
elected chairman of the Security Industry Alarm Coalition (SIAC).  
SIAC is comprised of four major North American security associa-
tions–Canadian Security Association (CANASA), Security Industry 
Association (SIA), The Monitoring Association (TMA), and the 
Electronic Security Association (ESA). Tim serves as the ESA rep-
resentative on the board.

SIAC represents one voice for the electronic security industry 
on alarm management issues by communicating solutions and 
enhancing relationships with law enforcement.  “Tim’s unanimous 
selection reflects his commitment to SIAC’s mission and breadth of 
experience and leadership in our industry,” said outgoing chairman 
Kirk MacDowell. “As treasurer, Tim demonstrated exceptional lead-
ership as the finance chair steering the financial ship with precision 
and securing a solid foundation for the future.”

“Working with Kirk and our other board members has been a 
privilege,” said Creenan. “We will continue to move forward on our 
path of grooming the next generation of experts on our law enforce-
ment liaison team and enhancing the fundraising efforts to support 
SIAC’s important mission.

“While SIAC has had a great deal of success promoting the Mod-
el Alarm Ordinance in communities throughout the country, there 
are still many opportunities as we help promote the TMA AVS-01 
standard, ASAP-to-PSAP and other technology to reduce unneces-
sary dispatches,” said Stan Martin, SIAC Executive Director.

ONVIF to take over standardizing 
descriptive data generated by IoT 
devices from OSSA

ONVIF announced an agreement with the Open Security & 
Safety Alliance (OSSA) to take over development of data ontol-
ogy and metadata specifications. The initiative will continue under 
a new ONVIF metadata working group.  The new ONVIF metadata 
working group is focused on developing standardized ways of 
richly describing the context in which objects of interest appear in 
captured video. This work enables the physical security industry 
to easily share and make use of data generated by analytics ap-
plications running on IoT devices, like cameras, for security and 
analytical purposes.  “ONVIF is excited to build on this platform to 
ensure descriptive and detailed data that is generated by ONVIF 
conformant products can be used across surveillance systems and 
elsewhere,” said Leo Levit, Chairman, ONVIF Steering Committee.  
”We encourage ONVIF Full and Contributing members and their 
registered affiliates to join the new metadata working group and 
contribute to this initiative.” 

Tim started in the electronic security 
field in 1975 working for a large locally 
owned security firm. Tim earned a degree 
in electronic engineering at State University 
College at Buffalo. In 1984 Tim and his wife 
founded Amherst Alarm, Inc., which today 
has more than sixty-five employees serving 
the Western New York market. Amherst 
Alarm is the recipient of the prestigious Po-
lice Dispatch Page | 2 Quality Award (PDQ). 
In March 2023, Amherst Alarm became 
part of the PyeBarker Fire Safety family of 
companies.

Tim’s involvement in the industry as-
sociations began with the Western New York Electronic Security 
Association, where he served as Secretary, President and Past 
President. He has also served the New York State Electronic 
Security Association, as Secretary, Treasurer, Vice President, and 
President- during two different terms. He is currently Chair of the 
association’s Legislative Committee and was instrumental in leading 
the association’s efforts in reforming the enforcement policies of 
New York State’s alarm installer license. On the national level, he 
has served as chairman of the Election Committee of the Electronic 
Security Association, the Government Relations Committee, Gov-
ernance Task Force and as member of the Board of Directors as 
the New York State Electronic Security Association representative. 
And is a past Board member of the Electronic Security Association. 
He is also involved in SIAC – Security Industry Alarm Coalition as a 
member of the board of directors as Treasurer.

In 2018, Tim was inducted into the 
Security Sales & Integration’s Hall of 
Fame. Tim’s concern for the industry 
and public has kept him focused on 
reducing false alarms. This has led to 
Amherst Alarm’s certification in and his 

personal involvement in the Installation Quality (IQ) Board program, 
where he served as Treasurer, Chairperson and is currently a board 
member.
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Want Your Advertising  
to Reach the Entire USA?

Along with your ad in THE SENTRY, you 
can run your ad in THE WATCHMAN and 
THE SENTINEL. Run your ad in all three 

publications and get a special rate.

Call Jerry Lenander at 800-490-9680 to reserve your 
spot today! Specs and information at www.snnonline.
com

GLOBAL ELECTRONIC SECURITY FORUMSOUTHEAST

 SENT RY

ISC’s Got Talent
April 9, 2024
ROCKHOUSE - Venetian

ISC West
April 10-12, 2024
Las Vegas, NV

ESX
June 3-6, 2024
Louisville, KY

TMA Annual Meeting
October 5-9, 2024, 
St. Thomas, U.S. Virgin Islands

SIA Securing New Ground
October 8-9, 2024
New York City, NY

ISC East
November 19-21, 2024
New York City, NY

See page 12:

ISC’S GOT TALENT 
ROCKHOUSE Las Vegas

APRIL 9, 2024  
8 P.M. – 11 P.M.  at the Venetian

From THE Watchman, THE Sentinel and 
THE Sentry

Security Industry Alarm Coalition 
(SIAC)

Visit www.SIACinc.org for alarm management 
resources for alarm companies, law enforcement 

and public safety policy development officials.  
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