SSOUTHEAST
.
—

GLOBAL ELECTRONIC SECURITY FORUM

ENT

RY

SECURITY & SAFETY TECHNOLOGY - NEWS - INDUSTRY LEADERS - EVENTS - LEGAL ISSUES

FROM THE PUBLISHER
June 2024

By: Jerry Lenander

Forthose involved in anindustry ortrade, Associations
provide a foundation of advocacy for their group. When
the leadership for any organizations’ primary focus strays
from their core principles, it tends to unintentionally dam-
age the long-term organizational health. During my time
as Executive Director fora number of Associations within
our industry, these instances did not happen often, but
when it did, | sought out council from a Past President.

“It brings me some comfort, at times, to have a Past
President in the room,” was often times what | would
tell my team who helped manage these Associations.

For more than 20 years, the face that brought me sup-
port through his wisdom was Tony Smith, who passed
away in April. Tony, along with George Gunning, hired
me to manage a state association back in 1997.

Tony understood the role of Associations and devel-
oped programs that are his legacy and will serve the
community forever.

When legal issues were threatening the health of the
organization, Tony established a lifetime achievement
award and an associated fundraising dinner that
generated nearly a million dollars in revenue to support
the organization in its first 20 years.

In addition to the state organization in which Tony
served, he was a point person in coordinating discus-
sions with other state associations in the region toform a
regional networking group. His understanding of the value
in providing synergic communications between several
states associations resulted in doubling the distribution
of their printed monthly newsletter.

Tony was the face of reason when things would spiral
downward. | will remember him for those times, among
many others.

George Gunning once said in a speech: just because
you sing does not mean you are
a singer, just because you write
does not make you a writer, and
just because you are in a leader-
ship position, does not make you
a leader

Tony was every bit a leader.

His presence forme is now sadly
sustained only by his memory...

...anditbrings me some comfort.
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Mastering the Ever-Evolving
Security Industry Landscape

By: Anita Brunet, Wesco

Vice President of Sales, N.A Branch Security & Locking
Solutions, Wesco

Over my three decades in the security industry, the one con-
stant | have observed is its continuous nature to evolve. My
career kicked off somewhat unexpectedly following high school
when | assumed a summer role as an administrator for a small
security distributor. | initially intended to pursue an education
from a university, but rather quickly | found myself deeply com-
mitted to what has become a rewarding career in the world of
security product and service distribution. This industry embraces people like family
and creates an environment that’s hard to leave.

At the time | started that summer role, security revolved around hardware: mainly
locks, alarm systems and analog cameras. Today, these components remain vital,
yet the sector is rapidly being reshaped by technology. Notably, four of the eleven
2024 megatrends published by the Security Industry Association (SIA) tie back to
artificial intelligence (Al). Some of the key elements of the report as it relates to Al

Top Right Drawer, continued on page 3

140 attendees) and 39 vendors from
across the state, the event showcased
the association’s commitment to provid-
ing valuable educational opportunities
and fostering industry growth.

Attendees at the convention had the
opportunity to participate in a diverse
range of classes, earning Continuing
Education Units (CEUSs) for both Electri-

NCSLVA's 2024
Annual Convention
Marks Significant
Turnout

By: Lyndsey Zurawski,
Executive Director, NCSLVA

The North Carolina
Security Low Voltage
Association (NCSLVA) re-
cently concluded its highly
anticipated 2024 conven-
tion at Harrah’s Cherokee Casino
Resort in Cherokee, North Carolina.
With an impressive turnout of dealers
(more than 60 unique companies and

cal and Security licenses.
These classes not only pro-
vided essential knowledge
and skills but also offered
attendees the chance to
stay up-to-date with the latest advance-
ments and best practices in the security
and low voltage industry.

NCSLVA continued on pg. 18
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include how the cloud is impacting security while another highlights IOT convergence
and what that means for integrators. The developments outlined in the article exemplify
the reshaping of what it means to be an integrator in today’s market.

The integration of Al into security devices, like cameras with advanced sensors, has
not only broadened the scope of traditional security roles, but also introduced a plethora
of new opportunities, such as utilizing traditional security solutions in non-conventional
applications like business optimization, building efficiency and retail heatmapping — to
name a few. The emergence of Al in security also comes with its challenges, which in-
clude educating both integrators and end users while demystifying the perceived mystery
of “the cloud.”

This shift towards sophisticated technologies requires integrators to adapt and learn.
Understanding cybersecurity assessments, cloud-based solutions and new installation
practices are quickly becoming fundamental skills necessary to navigate the industry’s
evolution.

The sector faces significant labor challenges, including a shortage of skilled workers
and an aging workforce, alongside a gap in attracting younger talent. These challenges
can lead to project delays and may prevent businesses from seizing new opportuni-
ties. As a result, integrators often need to find innovative ways to leverage their existing
workforce effectively.

For integrators to successfully manage these challenges and thrive in a transforming
landscape, strategic planning and continuous learning are key. Engaging with educa-
tional programs, staying ahead of technological trends and maintaining agile operational
strategies are crucial. From my experience, thriving in this dynamic field isn’t just about
having the answers but about fostering a culture of quick adaptation and continuous edu-
cation. It's about making informed decisions that align with both current capabilities and
future growth objectives.

Looking ahead, the evolution of Al and other technological innovations hold promising
potential for the expansion of the security industry. Additionally, the shift to as-a-service
business models allows integrators to both deepen relationships with their custom-
ers, and leverage possibilities for recurring revenue. For those ready to embrace these
changes, the future is ripe with opportunities for growth, innovation and the redefinition of
traditional security boundaries.

So how do integrators contend with these challenges and not only survive but thrive
in this changing industry landscape? The answer is deceptively simple — find a trusted
partner. If your organization could benefit from training or upskilling, the right partner can
provide that. If labor is a challenge, the right partner can provide innovative solutions that
help boost productivity and efficiency, making the most of the resources you have. The
right partner can also help ensure that the right products are delivered to the right loca-
tion at the right time. And if needed, they can help avoid delays by recommending and
providing alternative products that meet specifications.

It's an exciting time to be in the security industry. Al, the evolution of the camera as a
sensor and several other technologies are unlocking opportunities for integrators to grow
their bottom line and even expand into areas outside traditional security.

How prepared are you to navigate this new era?

One of my key responsibilities at Wesco is to ensure that our teams remain at the
forefront of technology, and are equipped to help you navigate these transformative
times. Additionally, we are here to facilitate introductions to manufacturers that we have
carefully vetted, to ensure they meet your specific needs. We understand that transition-
ing to cloud-based solutions can be daunting, so we handle the heavy lifting to ensure
a seamless transition for our customers, allowing them to focus on their core business
priorities with ease.

Our dedicated team will manage the migration process from start to finish, ensuring
minimal disruption to their operations and maximizing the benefits of cloud technology
for their clients.

Anita Brunet is the Vice President of Sales, North America Branch Security & Locking Solutions for Wesco. She is a past
president of CANASA (Canadian Security Association) where she still serves on their board of directors. Anita also was
recently named to SIA’s Women in Security Forum’s Power 100 in recognition of her leadership and impact in the global
security industry.
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Tennessee Network of Security Integrators

Tennessee Network of Security
Integrators (TNSI)
615-791-9590
www.TheTNSI.org
Executive Director: Penny Brooks
ExecutiveDirector@the TNSI.org

Integration
I AF Association
‘ of Florida

Security - Automation - Fire « Electrical

Integration Association of Florida
IAF
(800) 899-2099 / 954-748-7779
https://iaf-safe.org/
Executive Director: Shannon Few
shannon.few@iaf-safe.org
Direct: (508) 725-9068

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

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

ALABAMA

ALARM
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Association

Alabama'’s Security

Alabama Alarm Association
334-868-3139
director@alabamaalarm.org
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Georgia Electronic Life Safety &
Systems Association
gelssainfo@gelssa.com

www.gelssa.com.
Executive Director: Shannon Few

SOUTH

CAROLINA
ELECTRONIC
SECURITY &
TECHNOLOGY
ASSOCIATION

SCESTA

South Carolina Electronic

www.AlabamaAlarm.org Security & Technology
See pg. 6 for Executive Director, Heather Coleman Davis Association
information on PO Box 1763 - Columbia, SC 29202
BASA/FASA (803) 252-0580
training info@sc-esta.org
www.esta.org
L i L

NATIONWIDE MONITORING...
with SOUTHERN HOSPITALITY

SALES
800-554-1104

WWW.CEN-SIGNAL.COM
SALES@CENSIGNAL.COM
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ELECTRONICS

Standard and Custom Magnetic Contacts
Wired and Wireless Annunciators
Perimeter Fence Sensors
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Kentucky Alarm & Security
PROFESSIONALS

Kentucky Alarm & Security
Professionals (KASP)

info@thekasp.org
www.thekasp.org

L

Louisiana Life Safety & Security
Association (LLSSA)

337-886-7282

director@llssa.org

www.lIssa.org

Facebook: https://www.facebook.com/LLSSA

Executive Director: Peggy Page

Training: https://training.llssa.org/.

North Garclina Sockuity and Low Voltage Association

NCSLVA

North Carolina Security & Low
Voltage Association

Phone: 561-313-7708

info@ncslva.org

www.ncslva.org

Think Signs.
Think Maxwe.ll.

Call today for free samples

At Flair

We Care!
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Your Fire & Security
Integration Company
isWORTH MORE
W THANYOU TI-I]NI{'

Business is BOOMING.
SELLYour Business Now!

r'usiness today at top dollar with
th -', st terms / no holdback

: ,-INfEGHATION < MEDICALALERT;
«CENTRALSTATION -GUARD
MONITORING -
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C_.ELL ORY RUSSEI.Jj
KT 1-800-354-3863

_ TalktoRory Russe -
. mostrecentand complete
Business Valuation foryour (AN
company and see for yourself I'I]'l;uﬂ.ﬁ.ﬁ--"
how much your busmess is_f ','I.'iiil,"“'-' ! w8
currently worth. i

1 Ponoma, NY....ceoiserns $575,000 MOST RECENT CLOSINGS:
e Detroit, Ml....ooovrsnresnns $600,000 AMS Security - Palm Desert, CA
Los Angles, CA ...ovveee $810,000 Hartline Alarm Company - Lake Wales, FL
Ror y R usse” ’S Mt. Verghon, NY oreemeens $1 Million Fire Alarm Services - San Francisco, CA
_ Boston, MA .......c..uee 51 Million Acadian Monitoring Services - Lafayette, LA
Northern GA....cimse $1.3 Million All American Monitoring - Sarasota, FL
Jackson Hole, WY ......51.8 Million Yarnell Security Systems - Lancaster, PA
\COUISITION & Clifton, NJ c.coouvvnuinsrens $1.8 Million Malfy Alarm - Falmouth, MA
HIN lxﬁ \ : SERVI( "I c Fort Pierce, FL............ $2.8 Million Ameritronics Systems - Brownstown, M|
mARSTES B Bt Orlando, FL cvvvrerrvarene $11 Million 4 Alarm Services - Albuquergque, NM

Information, Video Testimonials and an Informative eBook available at www.afsSMARTfunding.com



THE Premier, TRUSTED Source for
Florida BASA/FASA Training

ACADEMY

Choose Alarm Academy =
An Investment in Your Business

T
-

As the longest established, and ONLY non-profit training provider solely focused on the needs of
Florida security, fire, and low voltage companies, we put your training dollars to work for you
through AAF's Workforce Development Initiatives, Legislative Efforts, Education, and More!

New Low Prices starting at $99

Online Courses

Virtual & Private Instructor-Led Courses

FREE Digital Badges All in One Place

Physical Badges Available

(\( [ AF 5§§§?§;§L New Courses including Spanish Coming Soon !
eeeee - Fire - Electrical | .

A2y www.AlarmAcademy.org i

ALARM ASSOCIATION OF
FLORIDA. | nc Coursesprovided by the Alarm Association of Florida, Inc. DBPR Course Provider #1140
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% AT&T + verizon’

DUAL &

Napco lntroduces the Hottest New DUAL Out There.
StarLink Fire MAX 2 Dual SIM/Dual Path Verizon %+ AT&T in One.

 Max Fire RMR for You & Less Operational Expenses for Them on ALL FACUs * Faster, Simpler to Install, When Techs are Scarce; NO panel reprogramming,
12V/24V*, using 5G LTE-M Cellular Fire Alarm Reporting vs. POTs Landlines Quick-Connect FACU Modular Jacks, NO additional power supply
* One High-Performance Model to Stock on Your Truck for Commercial * No Hidden Extra Costs: Self-Supervised, 4 EOLR zone inputs & 2 Form
Fire Communications: Both Verizon & AT&T Cell Networks plus either C-Relay Outputs (No Modules); Plus, 2 High-Performance Antennas Included
sole cell-only or dual path cell/IP reporting, or, exclusive SUPER DUAL™ * Most Reliable Life-Safety & Liability Protection, UL End-to-End:
Supervised dual-cell UL 864 Listed (no IP required) UL 864 Listed Starlink Fire Communicators » » UL 864 Listed Napco NYUS
= Automatic Cell Network-Select for Max Signal Strength & Easy ID Cell Netwaork Qperations Center v » Any/All UL Listed Central Station Receivers™
Indicators, Red (VZ)/ Blue (AT&T) inside + See /Set SIM Status Remotely
-using any PC or smart device
&

* New Lower Cost, Lower Rates & Instant Rebate for Napco Pros STARLINK: ALL SIGNALS, I_:w _
Nothing to send in ALWAYS IN THE USA ' T '-z

Starlink NOC 4 9 |
In Napco NY Headguarters =
aiéz?a‘

Ask About Nzpco's Exclusive SUPER DUAL™ for UL 864 Listed Dual Path
NAPCO Communications but without Any IP or IT Hassles or Labor - An Industry T*
COMPLIANCES: NFPA 72 Eds: 2022, 2019, 2016, 2013, 2010, 2007; UL 2610, UL 985, UL1023, UL864 10th Ed . .
- CSEM, NYC FD,LAFD NAPCO Network 3 ancri Genter(NOC LL&-BI’D10|1 Ed. UL 1610, uLuL 1.800.645.9445 » www.StarlinkFire.com
- M-+ Panels & 05 wing Contact D& 47, Rehate Penmes subied to chasge wln prio netice. For P Incentive see full details online

i, Stzalink Fine e radema thee ons. * Starlink supports all RACLs operating 10Vt
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Rapid Response Monitoring
WWW.ITMS.COMm

Avery Roberts

ACCOUNT MANAGER

© 315.5668.7044
@ avery.roberts@rrms.com

& SECLIRTTYH
Y CENTRAL

Sure. Most accountants This year, why not

know... get real value

from your tax
professional.

Call 817-698-9999.
Let's get started!

. Our firm was originally founded as
BUt nOt"' S.1.C. Consulting in 2001, We are a
brick and martar consulting group
with associates who know your
business and have the experience
and resources to assist you.
Reitman Consulting Group began
with a pencil and knowledge of the
security and systems integration

Reltman Consultinq Industrv.Althouq:i:z:l:;:man
knows both.

has much more
than a pencil now,
Does your tax professional really he still has the desire
understand your business? and ability to serve
Do you have information that helps the industry.
you to run your company and compete?
Has your tax pro even called
you to do year end planning?

We're ready to go. Are you?

Our only clie re Security and Systems Integration firms
just like yi

not just
Reitman Consulting Group, Inc.
Tax Consulting « Brokerage « Valuation

5408 Woodway Drive
Fort Worth, TX 76133

eturns for firms jus

BIT-698-9999 www.reitman.us
and conventions. We know who you are and what you do.

We're here to help with Federal, State
and Local Tax Preparation. Call us today.


https://www.reitman.us/
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AMS Puts the Services You Need
in the Palm of Your Hand.

877.740.0283 | www.monitorl.com

Setting the standard for quality monitoring and dealer service since 1980.

AL: 427 AR: E-M20090035 FL: EF20000578 MI: 8002000022 TN: 801 TX Burg: B12591 TX Fire: ACR-1750744 VA 11-6349


https://monitor1.com/
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Everything You Thought About FLORIDA
Florida Licensing Just BASA

FASA
CHANGED

You no longer have to get locked into stale,
inflexible training at exorbitant prices to get
BASA, FASA and Alarm Contractor training.

- The latest content

« Customize the topics YOU want to take

+ ECLB approved

= Free electronic badges within 1 business day

Renewals $99
False Alarm $49
14-Hour Initial $179

Alarm Contractor $79
Bulk Pricing Available
Use code FL22 for 10% off

FREE Mohile
Badge Included!

The Security Industry Alarm

. - Advertise in the Sentry
Coalition (SIAC)

Alarm industry on alarm managementissiies .E AST SGIOBM ELECTRONIC SECURITY FORUM Y

Reach an informed, interested audience
info@snnonline.com 800-490-9680

Security Industry Alarm Coalition




o i

B=rmE BT

. RON I?A\-"IS 3 IBIEV I_DIAVIS
OavisEbOavisImeT EErS.CoY idavis@davismenge

STEVE RUBIH KELL\" BOND
T SRR W@ iday =000
o

Contact us today to better understand
what a transaction may look like for
your business!

DAVIS GROUP

MERGERS & ACQUISITIONS

If you are keeping up with the recent transactions
in the industry, you likely know that there are
buyers willing to pay attractive prices for
commercial security businesses.

If you are considering whether the timing is right,
what your business might be worth or if you'd be a
viable candidate for these all-cash transactions,
Davis Mergers and Acquisitions Group can help you
navigate the process.

For over 40 years, Davis Mergers and Acquisitions
Group has successfully represented hundreds of
clients in the sale of their:

« Commercial/Residential Alarm Companies
* Integration Companies

* Fire and Fire Suppression Companies

* Central Stations

@ Call 561-308-5199 for a free, confidential consultation


http://www.davismergers.com/
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*In Co-operation with Security.World*

For more industry news, updated daily, visit the news-
feed on our website www.snnonline.com/news

For more industry news, updated daily, visit the newsfeed
on our website www.snnonline.com/news
ASIS Releases ANSI Approved Security Risk
Assessment Standard

ASIS International announced the release of an American
National Standards Institute (ANSI)-approved standard dedicated
to security risk assessments. The ASIS Security Risk Assessment
(SRA) Standard has been revised and designed to revolutionize
how organizations assess and manage security risks. Developed
by a team of seasoned security professionals, the ASIS SRA
Standard offers an up-to-date and forward-looking comprehensive
and systematic approach to identifying, analyzing, and evaluating
security risks, ultimately empowering organizations to safeguard
their assets, mitigate threats, and enhance resilience. “The ASIS
Security Risk Assessment Standard is the result of extensive
collaboration and expertise from a diverse group of leading
security professionals with expertise in conducting security risk
assessments,” stated ASIS International’s SRA Technical Committee
Co-Chair, Jennifer Holcomb, PE, PMP, PSP, CPP, CPD. The ASIS
SRA Standard sets the benchmark for excellence in security risk
assessment practices. With its robust framework and detailed
guidance, this standard equips security practitioners with the tools
and methodologies needed to conduct thorough and effective
security risk assessments in diverse environments.

StarLink

Cell/IP Communications/Smart Hub
Virtual Keypads & Downloads
For Top Panel Brands

NV

NAPCO

David Sperber
jional Sales & C Manager
Rl NC, 5C, GA, VA
1-800-645-9330 ext 348 (VM)
Cell: 631-553-8177

dsperber@napcosecurity.com
onl Sl & el e
Regiona : nager
1-800-645-9330 ext 144 (VM)

Cell: 407-484-5167
kmecaffrey@napcosecurity.com

333 Bayview Ave., Amityville, NY 11701
1-800-645-9445

SECURITY.WOR(

Key features of the ASIS SRA Standard include:

Comprehensive Scope: The standard provides a
detailed outline of the scope, objectives, and principles of
security risk assessments, ensuring that all aspects of the
assessment process are thoroughly covered.

Establishing the SRA Context: This section delves into the
foundational elements of the SRA, including needs assessment,
defining objectives, delineating roles, and responsibilities, and
ensuring compliance with legal and other requirements.

Preparing SRA Activities: Offering practical guidance on
authorization, information gathering, planning, and documentation,
this section prepares practitioners for the execution of the SRA
process.

Conducting SRA Activities: From risk identification to
evaluation, this section outlines the essential steps involved in
analyzing and assessing security risks, providing methodologies for
both qualitative and quantitative analysis.

Post-SRA Activities: Following the assessment, this section
guides organizations through the process of implementing risk
treatments and establishing ongoing monitoring and improvement
mechanisms.

General Principles: Emphasizing impartiality, objectivity,
competence, and confidentiality, this section underscores the ethical
and professional standards that underpin the SRA process.

Contents of the Security Risk Assessment Report: Providing
a template for reporting findings and recommendations, this section
ensures clarity and consistency in communicating assessment
outcomes.

With its emphasis on best practices, transparency, and continual
improvement, the ASIS SRA Standard is poised to become the
go-to resource for security professionals worldwide. Whether
you’re a seasoned practitioner or new to the field, this standard
offers invaluable insights and detailed guidance for enhancing your
organization’s security posture.

Z-Wave Alliance Announces Improved Support
& Compliance for IOT Devices

The Z-Wave Alliance announces full support of the latest
cybersecurity labeling programs for loT and connected devices. In
conjunction with the Z-Wave Alliance Summit & Unplug Fest 2024,
the Alliance today announces that the Z-Wave protocol security
framework meets, and in some cases exceeds, the regulations and
requirements set forth by the recently announced U.S. Cyber Trust
Mark.

Industry News, continued on page 14
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It's hard to get good help these days, and the best ones are
always in demand. Don't allow labor shortages & backlogs to
throw a monkey wrench in your bottom line anymore. All-in-One
Prima 7" Super Panel is so easy, virtually anyone can set it up

in mere minutes, from your sales reps who can sell & set up in
one appointment, to junior technicians, even customers, DIY.

Lower account acquisition costs with Prima, add more RMR
Accounts per day, using less labor, plus you'll save on equipment
&monthly services (w/ full dealer dashboard & StarLink backend) -

A Basic Prima 3-1 System Kit is $280 & $6**/mo

Call Today 1.800.645.9445
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“Robust device security has long-stood as a cornerstone of the
Z-Wave protocol,” said Avi Rosenthal, Chairman of the Board for the
Z-Wave Alliance.

“The Z-Wave Alliance commends all the hard work done by our
industry cohorts at the Connectivity Standards Alliance in raising
much-needed awareness surrounding the complexities of enhanced
cyber security for connecting devices.”

Certification is paramount when it comes to the future of
connected loT devices. All Z-Wave devices are subject to a rigorous
certification process to ensure device security, compatibility, and
interoperability. As Cybersecurity labeling becomes more prevalent,
the Alliance remains committed to its best-in-class certification
process while embracing evolving programs. The Z-Wave Alliance
certification program does not compete with the CSA Product
Security Verified Mark nor the U.S. Cyber Trust Mark but instead
signals support and compliance for the developing regulations and
specifications.

SIAC Announces Shane Clary to Receive
Moody Award

Shane Clary of Bay Alarm Company was
recently announced as the 2024 recipient of
receive the William N. Moody Award which
will be presented at ESX in Louisville, KY.

Established in 2004 by the Security
Industry Alarm Coalition (SIAC), the Moody
Award is given annually to an individual
who demonstrates a passion for advancing
positive alarm management and best
industry practices. “Shane has made a
tremendous contribution to our industry

throughout his long career,” said Stan Martin, SIAC executive
director. “He has been a leader in the development of standards
and codes that help govern our industry and that contribute to

the overall safety of our communities. SIAC represents one voice
for the electronic security industry on alarm management issues
—communicating solutions and enhancing relationships with law
enforcement. SIAC is comprised of four major North American
security associations—Canadian Security Association (CANASA),
Security Industry Association

Report: LIDAR Sensor Installations to Exceed
$6 Billion by 2030

In its latest white paper, intelligence firm ABI Research forecasts
the worldwide physical security market for LiDAR sensors will
surpass 3 million total installations by 2030, with water infrastructure
leading the segment. The yearly revenue opportunity will
exceed US$6 billion in 2030. “Physical security, specifically PID,
encompasses controlling access for both individuals and vehicles
into secured areas, as well as preventing objects from being
thrown or passed across perimeter boundaries. Moreover, physical
breaches often precede cyberattacks, underscoring the importance
of intrusion detection in combating Cyberthreats,” Explains
Dominique Bonte, Vice President, End markets, at ABl Research.
Current security solutions relying on cameras and/or radar struggle
to effectively detect and track intruders, and produce numerous
false alerts, leading to higher operating costs and alarm fatigue.
These legacy two-dimensional (2D) technologies lack accuracy and
perform poorly in low light and adverse weather conditions, resulting
in missed events, increased liabilities, and high cost of ownership.

ABI Research believes that 3D LiDAR solutions will have a
transformational impact on the physical security market, redefining
how to protect vulnerable critical infrastructure. “The unique
characteristics of LIDAR in terms of detection accuracy and
reliability, range and field of view, continuous tracking, ease of
deployment, and privacy preservation make it the technology of
choice for next-generation physical security solutions to protect
a wide range of mission-critical assets in the utility, data center,
airport, and other critical infrastructure segments,” Bonte concludes.
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Unlocking New Horizons: Expanding into
New Markets in the Alarm Industry

By: Jorge Olivieri, Bacalao Al

In an era where security concerns are ever-present, our industry
stands as a beacon of protection, offering peace of mind to indi-
viduals and businesses alike. As demand for security solutions
continues to surge, you may be increasingly looking to expand into
new markets to seize emerging opportunities and grow your brand
beyond your current zip codes.

Diving into new markets is like stepping into a thrilling adventure
filled with excitement and a hint of uncertainty. As a seasoned player
with years of experience under your belt, you are like an explorer
ready to conquer new territories. You have already proven yourself
in an existing market and in your mind, it feels like being the top
dog in your neighborhood. After deciding to expand into new areas,
however, you quickly realize it’s like starting from scratch all over
again.

Despite your wealth of knowledge and success in familiar
grounds, each new market you step into is like a whole new world
waiting to be discovered. You must approach these unfamiliar ter-
ritories with a fresh perspective, almost like a rookie in the game. It's
a bit humbling, but not all doom and gloom. Along with the chal-
lenges come opportunities for growth and innovation. By embracing
the unknown and being open to new ideas, industry pioneers like
yourself can uncover hidden gems and tap into untapped revenue
potential.

Before you dive headfirst into expanding into new markets, let's
talk about strategy: you've got your existing market all dialed in, your
customers are happy, and your revenue is looking pretty good. Now,
before you start eyeing those shiny new markets, why not make
sure you've squeezed every last drop of potential out of your current

MERGERS & ACQUISITIONS LLC

John H. Colehower

Managing Director

Providing Acquisition Services
to the Security Industry
for 30 Years

MergersAcquisitionsUS.com
jcolehower@MergersAcquisitionsUS.com
Direct: 609.466.7244

one? It's like making sure your foundation is rock solid before you
build that dream house. It's a smart move. By maximizing your exist-
ing market’s potential and solidifying your customer base, you're
setting yourself up for success in those new markets. Plus, it's a
heck of a lot less risky and costly in the long run.

Let’s dive into the next steps. Assuming you've already done your
homework on the market opportunity, dotted your i’'s and crossed
your t's when it comes to regulatory compliance and legal require-
ments, and made sure you've got the right insurance coverage to
protect the farm, it's time to bring in some extra firepower. Consider
enlisting the help of an industry consultant or a trusted vendor who’s
been around the block a few times. These folks can be like your
secret weapon, helping you navigate through the complexities of en-
tering a new market and minimizing any risks along the way. They’'ll
bring a wealth of expertise and insider knowledge to the table.

Next up: Logistics. Do you need a physical office in the new mar-
ket, or can you manage things remotely? This is where you’ll want to
weigh the pros and cons and figure out what makes the most sense
for your business. Don't forget about your staff back home! Can
you spare a few folks to help in the new market while you're getting
established? It's all about finding the right balance and making sure
you’ve got the resources you need to hit the ground running.

Finally, establish your brand. This is your chance to make a
splash in the new market and let folks know who you are and what
you're all about.

As we wrap up our exploration of expansion, it's clear that this
journey is both exhilarating and full of challenges. From seasoned
players venturing into uncharted territories to newcomers grinding
to make their mark, each step forward represents an opportunity
for growth and innovation. By maximizing existing markets, seeking
expert guidance, and carefully navigating logistical considerations,
companies can position themselves for success in new frontiers. As
you embark on this adventure, remember to embrace the unknown,
stay adaptable, and never lose sight of the incredible potential that
lies ahead. With the right strategy and a dash
of courage, the possibilities are endless.

Jorge Olivieri is a seasoned strategic sales expert with over
twenty years of experience in enhancing sales growth and
broadening client bases across diverse industries. In addition to
running his own business for a decade, Jorge also most recently
was with Alarm. Com. Fluent in English and Spanish, Jorge is
known for his strategic sales approaches, strong client relation-
ship skills, and a robust understanding of market trends and

technologies.
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NCSLVA continued from page 1

“We are thrilled with the overwhelming success of
our 2024 convention,” said Charles Atkinson, Past
President of NCSLVA. “The strong attendance and
positive feedback from participants underscore the
importance of providing comprehensive educational resources and networking opportu-
nities for our members. Dealers look forward to this show every year to gain perspective
and share experiences.”

In addition to the educational sessions, the convention featured a vibrant exhibition
hall where vendors showcased the latest products, technologies, and services in the se-
curity and low voltage sector. The lively atmosphere facilitated meaningful connections
and collaborations among industry professionals, further strengthening the association’s
network and impact.

One of the highlights of the convention was the association’s partnership with
Harrah’s Cherokee Casino Resort, providing attendees with a unique and engaging
venue for the event. Situated amidst the stunning landscapes of the Great Smoky
Mountains, the resort offered a picturesque backdrop for both learning and leisure,
enhancing the overall experience for attendees.

“We are grateful to Harrah’s Cherokee Casino Resort for their hospitality and support
in hosting our convention,” added Atkinson. “Their world-class facilities and amenities
contributed to the success of our event and created lasting memories for our attendees.”

As NCSLVA looks ahead, it remains committed to advancing the interests of the se-
curity and low voltage industry in North Carolina and beyond. Through initiatives like the
annual convention, the association continues to empower professionals, foster innova-
tion, and drive excellence in the field.

For more information about NCSLVA and future events, visit www.ncslva.org.
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PRODUCT SERVICE NEWS

*In Co-operation with Security.World*

For more product service news, updated daily, visit the newsfeed
on our website www.snnonline.com/news

SNAP ONE has recently launched a new software update for
ClareOne, FusionPro, and the ClareHome App that adds powerful
features and improvements for both end users and Snap One
Partners. The update expedites system installation and setup,
simplifies troubleshooting while increasing flexibility with new
third-party integrations. The ClareOne Wireless Security and
Smart Home Panel is the first professionally installed controller
that includes full-featured home automation and professional
security monitoring in a single, unified touchscreen display. “The
recent ClareOne software update makes the system even more
attractive for Snap One Partners and homeowners by simplifying
system setup and empowering end users to quickly solve the
most common troubleshooting issues on their own, improving
system reliability and experiences,” said Clint Choate, Snap
One Sr. Director of Security Market. “We also added a more
intuitive ‘Actions’ Ul that makes it easier to create automations,
notifications, schedules and scenes, along with greater integration
support for third-party motorized window shades, garage door
openers and smart-lighting systems. ClareOne is more powerful
and intuitive than ever before.”

NAPCO SECURITY TECHNOLOGIES announced its StarLink
Network Operations Center (NOC) is now SOC 2 Rated. In
addition to its UL Listed Certifications, Napco’s StarLink NOC
has undergone rigorous criteria to implement and meet SOC
Policies & Trust Services Criteria for cybersecurity and data
privacy protection, i.e., providing added security for all Napco’s
Dealers’ Accounts. The Company took these important steps,
even as cyberattack breaches & huge ransomware demands are
becoming more aggressive and prevalent in the US, and the world
at large. Located within its NY Headquarters, processing millions
of StarLink signals, NAPCO’s NOC is triple-reinforced, climate- &
power-controlled, and UL 864 10th Ed, UL 2610, UL 1635 Listed,
as well as SOC 2. In case of an emergency, it is also backed
for a failover, by a Disaster Recovery NOC in Pennsylvania, for
immediate, mirrored emergency switchover. In this way, unlike
other manufacturers, All StarLink Signals remain within the US
for rapid response in fire life-safety, when seconds saved, could
mean lives. Thus, StarLink Fire Communications offers dealers a
true UL End-to-End solution, starting from a UL 864 Listed StarLink
Fire Communicator, going through its NY HQ’s UL 864 NOC to
any UL Central Station a dealer chooses. Additionally, StarLink
Fire Communicators and the Napco NOC won awards for cyber-
security (CyberSecured New Product of Year) for Data Center
Security & Remote Monitoring and Management.

SECURITY.WOR(

MAGNASPHERE CORP. has announced its Magnasphere
Anti Cut/Climb System (MACS) fence intrusion detection system
and their MSK Radar motion sensor have completed a nine-month
evaluation by the National Safe Skies Alliance at their outdoor
security equipment test facility. The Safe Skies’ evaluation report
is now available for distribution to qualified airport personnel at
US commercial-service airports and to US government agencies

via the

Homeland e f‘:; 1 /{
Security = ‘*ga
Information I | | | | | /
Network nec? B

(HSIN) or

by request.

“We are pleased with the nine-month evaluation and excited about
protecting our nation’s airports, government facilities and critical
infrastructure with our fence cut and climb detection systems as
well as our radar motion sensing detector” said Michael Keegan,
Vice president of Security Products at Magnasphere. National
Safe Skies Alliance, Inc. (Safe Skies), an independent third-
party, non-profit organization funded by the Federal Aviation
Administration, conducts thorough testing of security systems’
detection capabilities, reliability, and maintainability under active
airport operational and environmental conditions. Safe Skies
performs its evaluations under an ISO 9001:2015-approved
Quality Management System.

INTERFACE SYSTEMS announced the launch of an
enhanced intelligent voice-down system, seamlessly integrating
with Interface Systems’ Interactive Security Operations Center
(iSOC). The new system now allows for immediate intervention by
remote specialists to augment Al-powered automated deterrents.
Interface’s intelligence voice-down system can proactively
detect individuals and vehicles loitering or behaving suspiciously
by leveraging state-of-the-art Al-enabled cameras. It uses
customizable audio messages, auxiliary lighting, and sirens to
effectively alert potential troublemakers to the security presence
and possible law enforcement response. “By integrating remote
intervention capabilities directly into our intelligent voice-down
system, Interface is responding faster than ever to potential
threats, safeguarding customer premises and ensuring the
safety of their customers and staff,” said Steve Womer, SVP of
Engineering at Interface Systems. The enhanced voice-down
solution can be deployed for retail, restaurant, and car wash
chains that are already leveraging Interface’s Virtual Security
Guard services. This integration offers a comprehensive security

Product Service News, continnued pg. 22
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Product Service News, continnued from pg. 20

solution that combines cutting-edge Al-detection technology with
expert human oversight.

ALARMAX recently appointed James Ure as Vice President of
Sales and Marketing. With rich expertise in product development,
business strategy and customer engagement along with a
lifelong enthusiasm for AV technologies, James will be an asset
to AlarMax as it continues to grow within the residential and pro
AV categories. Driven by a passion he discovered in elementary
school, Ure’s versatile AV career spans 35 years. Most recently,
he as a Key Account Manager for Distribution with the Bosch
Group where he played a pivotal role in reintroducing major
brands like Electro-Voice and Dynacord to commercial and
installed sound markets across 46 states. “Jim embodies the spirit
of AlarMax and joins our team at an incredibly exciting time, with
more customers than ever hungry to enhance their product mixes
with new AV solutions,” said Randy Hall, president at AlarMax.
“With his many years of hands-on sound engineering, service and
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training expertise, and unrelenting curiosity for the AV category,
Jim will be a valuable addition to our team as we continue to
expand and push the boundaries of cross-category innovation.”

EVOLON TECHNOLOGY announced the launch of its
advanced Al-powered video monitoring service on its Insites
VSaaS (Video Surveillance as a Service) platform. This
technology is designed to offer small-to medium-sized businesses
and commercial enterprises the ability to autonomously monitor
their properties with Evolon’s advanced video service with the
added option of engaging professional monitoring on demand or
as scheduled for peace of mind “Evolon’s Insites service offers
a one-stop video monitoring solution for a business of any scale.
This approach introduces an Al-enabled, cloud-based video
service that simplifies the path to proactive security operations.
The flexibility to add professional monitoring on demand cuts
through the usual complexities of long-term contracts, high costs,
and ineffective security strategies. Now, we can provide robust,
affordable monitoring services whenever needed. This offering
opens up a new chapter in video services, where advanced
solutions become accessible and customizable to the diverse
requirements of today’s businesses.”said Tom Galvin, CEO,
Evolon.

NAPCO SECURITY TECHNOLOGIES has recently launched
its next-gen StarLink Fire Max 2 5G Dual Sim Fire Alarm
Communicator, an innovative
UL Listed, NFPA 72
compliant dual sim/dual path
model that comes with a host
of labor-saving features, and
a new low equipment cost
& monthly rate with instant
rebate (nothing to mail in).
The StarLink Fire Max 2 is
a UL 864 Listed solution
providing a fast, reliable 5G
communications replacement
for any 12/24V FACP’s costly
pair of dedicated POTs lines.
StarLink Fire Max 2 is a dual
SIM communicator, supporting both Verizon and AT&T networks,
and auto-selecting the best one, shown via a blue or red indicator
inside. With ease of standardization, just one model can be
stocked on the technician’s truck, working seamlessly regardless
of the installation’s location or code requirements. The Max 2
offers 3 modes: Sole path cellular, traditional dual path cell/IP, and
the industry’s only Super Dual™ supervised dual cell-only UL864

dual path (selectable by plan). This product is available at all
Napco Distributors today will be and featured at the NFPA Expo in
FL.
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Don’t Neglect Existing Customers in Business Development

By Audrey Pierson, Audrey Pierson Consulting

In the competitive landscape of the alarm industry, where cutting-
edge technology and new customer acquisition are often the focal
points, a significant issue persists — many companies overlook their
existing customer base. This oversight not only hampers customer
satisfaction and loyalty, but also impacts the long-term sustainability
and growth of the business.

The Chase for New Leads

The alarm industry is marked by a relentless pursuit of new cus-
tomers. Start-ups and established companies alike are compelled
by the desire to expand their market share. The efforts to achieve
this are often by deploying aggressive marketing strategies and
offering substantial discounts to attract new business. This focus
may be driven by the desire to quickly scale operations and boost
short-term revenues.

This chase often comes at a cost. The resources allocated to ac-
quiring new customers—such as advertising, promotional discounts,
and sales commissions—are substantial. In contrast, investment in
retaining existing customers or upgrading their services often lags.
This imbalance raises a question: are alarm companies sacrificing
long-term stability for short-term gains?

The Cost of Neglect

Existing customers form the backbone of any service-oriented
business. In the case of alarm companies, they provide a steady
stream of revenue through monthly monitoring fees and are often
more likely to purchase additional services or upgrades. Neglecting
these loyal users can lead to adverse effects, such as, increased
churn rates - when existing customers feel neglected or see that
new customers are receiving better deals, missed opportunities for
organic growth or ignoring the potential to grow revenue organically
and damage to brand reputation. Long-term customers are often
the most vocal advocates—or critics—of a business. Their negative
experiences can quickly translate to poor reviews and bad word-of-
mouth, impairing the company’s reputation and its ability to attract
new business.

Strategies for Balancing Growth and Retention
To build a sustainable business model, alarm companies must
recalibrate their strategies to include robust customer retention and
upgrade programs alongside acquisition efforts. Here are a few ap-

proaches:

1. Loyalty Programs: Implementing loyalty programs that reward
long-term customers can enhance their sense of value. These might
include discounts on upgrades, free service, or exclusive offers.

2. Regular Communication: Keeping in touch with existing
customers through regular updates, newsletters, and personalized
check-ins can help maintain a connection and demonstrate ongoing
commitment to their security needs. Personalized check-ins may be
in person, by phone, email, or text.

3. Feedback and Customization: Soliciting and acting on cus-
tomer feedback is crucial. This can help alarm companies tailor
their services to meet the specific needs and preferences of their
existing customers, as well as improving satisfaction and retention.
Ask for feedback after installation, service calls, or dispatches. Be
sure to respond and correct any negative feedback and use positive
feedback in your marketing.

4. Technology Upgrades: Offering technology upgrades to existing
customers not only helps to prevent other companies from taking
your clients but also boosts customer satisfaction and loyalty.

While the excitement of new customer acquisition is undeniable,
alarm companies must not forget the foundational role that existing
customers play in their success. Balancing the drive for expansion
with the nurturing of existing relationships is essential for long-term
profitability and brand integrity. By investing in their current custom-
ers, alarm companies can secure a more stable and loyal customer
base, driving sustainable growth and success.

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. Audrey can be reached at www.
audreypierson.com, 831-277-7447, or
audrey@audreypierson.com.
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Securing the Future: The Role of
Veterans in Cybersecurity

EEditor’s Note: 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 op-
portunities for the community to honor, invest, and connect with veterans within
the AllegiantVETS network. For more information about how to forge powerful
alliances that not only drive your business objectives forward but also honor the
service and skills of veterans, visit www.allegiantvets.org.

By: Marus Haney. AllegiantVETS

In today’s digital age, the importance of cybersecurity cannot
be overstated. As cyber threats become more sophisticated, the
need for skilled professionals to protect critical information and
infrastructure is paramount. Veterans, with their unique training and
experience, are perfectly positioned to meet this demand. Allegiant-
VETS helps service members transition into cybersecurity roles by
facilitating their acquisition of essential credentials and certifications.

Veterans bring a wealth of skills honed during their military service
that are directly applicable to cybersecurity. Their experience in
handling classified information, conducting risk assessments, and
responding to security breaches under high-pressure conditions
makes them ideal candidates for cybersecurity roles. Moreover,
the disciplined and methodical approach ingrained in them through
military training translates seamlessly into the meticulous nature of
cybersecurity work.

To support this transition, AllegiantVETS offers comprehensive
programs that help veterans obtain cybersecurity credentials. This

ad

Alarm Financial Services, Inc.

Jim Wooster

NATIONWIDE MONITORING...
with SOUTHERN HOSPITALITY

JEFF BENNETT

SALES
e 800-554-1104
Con R
"-i'lll [ f’ UUFX 52629

FOLLEGIANT
ALWAYS BY YOUR SIDE!

includes guidance, resources, and financial assistance to ensure
veterans are well-equipped to pursue and achieve certifications
such as CompTIA Security+, Certified Information Systems Security
Professional (CISSP), and Certified Ethical Hacker (CEH). These
certifications are highly regarded in the industry and open doors to
numerous job opportunities.

The journey begins with an assessment of each veteran’s skills
and interests, tailoring a personalized pathway toward a cyber-
security career. Training programs cover a range of essential
certifications, ensuring that veterans gain both theoretical knowledge
and practical skills. Workshops, boot camps, and online courses
prepare veterans for certification exams, led by industry experts who
provide valuable insights and hands-on experience.

The support extends beyond training and certification. Veterans
receive assistance with resume building, interview preparation, and
job search strategies, ensuring they are qualified and confident in
presenting their skills to potential employers. By bridging the gap
between military service and civilian careers, these initiatives play a
crucial role in helping veterans navigate the transition smoothly and
successfully.

The impact of these programs is profound. By empowering veter-
ans to enter the cybersecurity field, they not only provide rewarding
career opportunities but also address the critical shortage of skilled
cybersecurity professionals. This synergy enhances national secu-
rity by leveraging the unique strengths of veterans to protect against
cyber threats.

In conclusion, helping veterans transition into cybersecurity roles
by obtaining necessary credentials and providing comprehensive
career development resources ensures they are well-prepared to
excel in this vital industry. As we continue to face evolving cyber
threats, the inclusion of veterans in cybersecurity is not just benefi-
cial but essential for safeguarding our digital world.

If you are a veteran looking to transition into cybersecurity or a
company seeking highly skilled security professionals, visit Allegiant-
VETS.org to learn more about how we can
help you achieve your goals and secure our
future together.

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.


http://www.allegiantvets.org

New RMR Through
l=mergency=::
+ Honeywell

Enhanced Monitoring

Emergency24 is the founding partner of Honeywell's Enhanced
Monitoring program, offering best-in-class monitoring services aimed at
revolutionizing fire dispatch response in your community.

Enhanced Monitoring services include:

® Commercial Fire Digital Alerting: With a remarkable digital dispatch
coverage of over 95% of U.S. Emergency Call Centers, we ensure
thorough monitoring support.

®  Facility Manager / Remote Monitoring: Access our phone app,
allowing both you and your customers to efficiently manage fire
systems with unlimited user access.

®  1st Responder Alerting: During alarms, we promptly send panel
information directly to first responders' apps, facilitating swift response.
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information transmission from 2 1/ 2 minutes to an impressive 13 seconds.
Together, we bring a host of benefits that will transform the way monitoring
centers interact with Emergency Call Centers and First Responders.

Limited Time Offer Exclusive to
Emergency24 Dealers:

Honeywell Pathways for $80
Data plans for just $10* per month (retail price: $12)
Pathways connect to CLSS only through Emergency24
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In addition, Honeywell is providing Platinum Honeywell
dealers with a $6 credit for each account they activate
on CLSS through Emergency24’s Enhanced Monitoring.
The activation Enhanced Monitoring activation fee for
each account is $1 per month.

Partner with Emergency24 today and experience the
unmatched benefits of our collaboration with Honeywell
CS Premium. Together, we'll transform the safety
landscape for your customers and first responders all
while increasing your RMR!

About Emergency24

As an Underwriters Laboratories-listed and FM
Approved central station with redundancy, Emergency24
remains a leader among central stations since 1967. We
are family owned with a rich history of innovation and an
impressive list of industry firsts, and we continue to
keep our dealers and their subscribers first.

*Note: Prices are subject to change. 3-year commitment
with Emergency24 commercial fire monitoring required.
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Is the Timing Right to Sell My Business?

By: Kelly Bond, Davis Mergers & Acquisitions

If you look around any industry convention, conference, meeting,
etc. you will notice a lot of the business owners may look...well,
familiar. Many started their security businesses in the 1970’s and
1980’s when the security industry services expanded to include not
only physical security but also electronic surveillance and alarm
systems. Many of these familiar faces have had great careers
operating a successful security business. As it is in any industry,
however, the “baby boomers” are looking for their day in the sun
and are increasingly looking to sell their businesses.

Their timing may be perfect as the buying pool is deep and our
resilient industry is once-again weathering the down economy.
The question “Is the timing right to sell my business?” may not be
answered by whether there are willing buyers. A better question
may be whether your business is ready to be sold.

Selling a company is a significant milestone that requires careful
preparation and strategic planning. Most sellers only do it once.
As business owners contemplate this big step, they must assess
their company’s readiness as it is crucial to ensure a smooth and
successful transaction.

Most business owners know it's important to have proper
contracts, strong reporting and excellent operations to present
to buyers, but there are several other key factors to consider.
Although these factors are generally not front-of-mind, they are
crucial details to determine if your company really is ready for sale.

INSURANCE SOLUTIONS
FOR ALARM INSTALLATION
& MONITORING FIRMS

For over 55 years, El Dorado Insurance has
specialized in insurance for companies who
make a living protecting the safety of others.
Some of the programs we offer for
alarm installation businesses

—

1-800-221-3386 to receive a free quote

° www.eldoradoinsurance.com B8 specialist@eldoradoinsurance.com

Business Performance

Financial Health: Is your business profitable? Potential buyers are
more likely to pay a premium for a business with strong financials.

Growth Trends: Is your business growing? A business with upward
sales and profit trends is more attractive to buyers.

Operational Efficiency: Are your operations streamlined? Efficient
operations can make your business more appealing and present an
easier transition to new ownership.

Areas of Risk: Do you have a few customers who make up most
of your revenue? Will the business, and particularly these large
customers, withstand your absence? Plan early to mitigate any risk
that you can.

Consult with Professionals
Business Broker: Consider hiring an industry broker (I can
recommend one group in particular) who can provide insights on
market conditions, identify potential buyers, assist in negotiating a
sale and support all efforts throughout the sales process.
Financial Advisor: Consult with a financial advisor to understand
how the sale aligns with your long-term financial plans.

Business Valuation

Professional Valuation: Have your business professionally
valued to understand its market worth. A valuation will give you a
benchmark and help you set realistic price expectations.

Multiples: Understand the multiples being paid for similar
businesses in your industry (both of RMR and Ebitda). This can help
you gauge if the current market is favorable.

Tax Implications

Tax Consequences: Understand the tax implications of selling
your business. Consult with a tax advisor to plan for capital gains
and other taxes, especially if you are a C Corporation, prior to
putting your business up for sale.

Personal Goals and Readiness

Life Goals: Consider your personal and financial goals. Are you
looking to retire, start a new venture, or need a liquidity event for
personal reasons?

Emotional Readiness: Are you emotionally prepared to let go of
your business? This can be a significant change, especially if you've
invested a lot of time and effort into building it. This question is
extremely important when considering a succession plan.

The timing to sell your business is right when your personal
goals align with favorable market conditions and your business
is in a strong position both financially and operationally. Carefully
assess each of these factors and seek professional advice to make
an informed decision and as always, contact Davis Mergers &
Acquisitions Group to assist you through the process.

Kelly Bond brings over twenty-five years of industry
experience to her clients. Newly inducted into the Security
Sales and Integration Hall of Fame in 2024 at ISC West,

she currently serves as Partner with Davis Mergers and
Acquisitions Group, representing buyers and sellers of Alarm
and Integration companies. .kbond@davismergers.com.
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The Path to Career Growth Is at Your Fingertips

By: David Henderson, Global Security Consultants

When | was green in this industry starting out as an installing
technician, | had to learn and adapt many skills to sustain myself in
the trade. Whether it was drilling, mounting an alarm appliance or
how to use a fish tape, questions often arose where | would stop
to ask someone | respected in my same line of work. Generally, |
found those who are more experienced will be happy to share their
knowledge if you're willing to watch, listen and learn.

As in any industry for anyone in a new role, mistakes are almost
a certainty. Also not specific to our industry, making mistakes is not
exclusive to the level of employee in an organization whether it's
sales professionals, seasoned technicians, managers who oversee
these teams, and yes, even business owners, too. How do | know
this? My career has included positions at all the levels mentioned.

The most important takeaway regarding making mistakes at any
level isn’t not making the mistake in the first place, but rather not
using the mistake as an opportunity to grow your understanding and
become a better professional.

Mistakes are a great opportunity to educate yourself. In my
last article, | implored readers to utilize all resources available to
expand your knowledge through trade magazines and educational
media, as examples. These mediums allow for a great chance to
learn from articles authored by folks who have been around and
seen and walked a path to success. They also provide a glimpse
into what trends and technologies are available or on the horizon
via the various advertisements. You might find a better tool or
tools to equip you to becoming a better professional. There are
also endless avenues of consuming continued education whether
it be through manufacturer’s training or through classroom or
online training which often times focuses on a specific venue
or technology. You will learn from the trainers’ tricks that they
know that can help you install and or program the products more
efficiently. Accessing the available training during my days as a

Custom Printed Products Made For Long Term Durability.

Gontact us today at 800-903-3385
or Visit us at jegury.com ‘

technician greatly helped me become more efficient whether it was
performing an install or service call.

In the same vein, my transition to the world of sales was another
steep learning curve. What shortened it was using the same
principles which helped me as a new technician. For anyone who
is entering the industry as a sales professional, seek advice and
knowledge from senior sales reps, sales management or even from
the top level sales people.

In my early days in the sales force at Honeywell, that person was
Keith Baird, a man who many in this industry knew then and still
know now, even after his somewhat recent retirement. Keith was a
great mentor primarily because he guided me to the resources and
tools to help me best sell the products that we represented.

Another was Ben Cornett, who at the time was the CEO of
Honeywell Global Security. Ben’s consistent message to me is one
that | still share today when working with young sales professionals:
sell the product before you sell yourself. It helps to be a person
someone wants to do business with, but first be a person who can
provide the solution(s) needed.

Once | became more seasoned and comfortable in my sales role
with Honewell, | was able to achieved salesman of the year as well
as keeping a place in their Presidents Club over multiple years. |
can attribute it back to Ben and Keith who are still valuable teachers
to me.

As the years have progressed, my career took me down a
different path by entering into the world of starting and building
large-scale Emergency Operation Centers in Asia and using this
accrued knowledge to assist Chuck Doljes at Pinkerton Shanghai
with some issues he had. Leaning on other friends and mentors like
Ken Boyda the CEO of GE Security and retired Lt Col Chuck Doljes
USMC were pivotal when building EOC'’s using then cutting-edge
ESi software WebEOC, now owned by Juvare.

The key takeaway | hope all who read this no matter what role
you serve or who it is you report to, if any, never let yourself believe
there is nothing left to learn, especially when a mistake was made
in which you had something to do with. Seek those you respect
most, utilize the resources available to you, and most importantly,
remember what made you successful in the : '

first place.

Dave Henderson is the President/CEO of Global Security
Consultants, Limited. Previously, Dave served in Sales and
Managerial roles for Honeywell Global Security, including
involvement in starting and developing Emergency Operation

Centers internationally.
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Ensuring the Security of Critical Infrastructure:
Challenges and Innovations

By: Jay Jason Bartlett, Cozaint

Critical Infrastructure Security and Surveillance is essential to
safeguarding the systems and assets that are vital to the functioning
of our society and economy. These infrastructures include, among
other things, public health services, communication networks,
transportation systems, and utilities (gas, water, and electricity).

A complete strategy, comprising risk assessment, preventative
measures, ongoing surveillance, and efficient incident response is
required to ensure their security. As a seasoned security specialist,

| can confirm that although protecting these infrastructures presents
considerable hurdles, recent developments in technology and
strategic design provide encouraging alternatives.

Tracy Walder, Former CIA and FBI Special Agent recently stated
on NewsNation’s The Hill TV show that “we are very vulnerable” and
being cognizant that there are over 50,000 different water suppliers
in the U.S. alone, Ms. Walter states “I try not to be paranoid, but |
personally believe this (critical infrastructure hacking) will happen in
the relatively near future.”

I have highlighted below some of the components within critical
infrastructure in which physical security and surveillance is most
crucial: Security and surveillance technologies to safeguard the vital
infrastructure of the United States:

In spite of these obstacles, the field of critical infrastructure
surveillance and security is making great strides. The following are
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some important tactics and tools being used to safeguard the vital
infrastructure in the United States:

Protective Measures: Physical Security: It's crucial to put strong
physical security measures in place, like barriers, security cameras,
access controls, and security guards. These precautions serve as
a first line of protection against physical attacks and discourage
unwanted access.

Monitoring and Surveillance: Video analytics and surveillance
cameras Real-time monitoring and the identification of questionable
behaviors are made possible by the integration of surveillance
cameras with sophisticated video analytics. These devices have the
ability to instantly notify security staff of possible threats, allowing for
prompt response.

Sensors and loT: Continuous data that may be examined for
irregularities is produced by deploying sensors to track ambient
conditions, structural integrity, and other characteristics. Devices
connected to the Internet of Things (loT) improve data collecting and
connection, enabling proactive maintenance and threat detection.

Showcasing Current Innovations and Trends

The field of critical infrastructure security and surveillance is
always evolving, bringing with it new and creative ideas. These are a
few of the most encouraging patterns:

Al and ML (also known as video analytics): As previously
mentioned, these technologies are revolutionizing security by
making predictive analytics, anomaly detection, and automatic
response systems possible. Proactive measures are made possible
by these technologies’ ability to analyze enormous amounts of data
in order to spot patterns and anticipate possible risks. Machine
learning algorithms, for example, are able to identify anomalous
network traffic that might point to a cyberattack.

Blockchain Technology: This method of managing transactions
and data is transparent, safe, and impenetrable. Blockchain
technology can guarantee data security and integrity in critical
infrastructure by preventing unwanted changes and offering an
audit trail that is easy to follow. This is especially helpful in industries
where data integrity is crucial, including energy and banking.

Despite the significant obstacles in the field of critical
infrastructure security and surveillance, technological breakthroughs
and proactive measures present a bright future. We can improve
the security and resilience of our vital infrastructure by utilizing Al,
blockchain, sophisticated encryption, and establishing public-private
collaborations. Sustained innovation in conjunction with a planned,
proactive strategy will guarantee that our essential systems continue
to withstand changing challenges, protecting our economy and
society for years to come.

Jay Bartlett has been in the computer industry for over four decades
and in the storage management since 2000. A serial entrepreneur,
Jay has founded software and hardware companies and has
managed many technical teams to deliver innovative solutions to the
market. As the CEO of Cozaint, Jay is driving intelligent surveillance
solutions to the physical security market.
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CALENDARS 2024 - 25

ESX
June 3-6, 2024 - Louisville, KY

AZAA Convention & Golf Tournament
WeKoPa Resort - Ft. McDowell, AZ
September 18-19, 2024

MSA Convention & Trade Show

September 17-18

Pearl, MS
Clay Shoot (Jackson) & Golf Tournament
(Pearl) - September 17

Trade Show, CEU Day, State Meeting &
Exhibitors - September 18

CBFAA Industry Get Together & Fundraiser
Top Golf - Centennial
September 26, 2024

TNSI Annual Meeting
September 25-27
Gatlinburg, TN

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

NSA Industry Get Together & Fundraiser
October 17, 2024

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

LLSSA Annual Convention & Trade Show
Kenner, LA
November 20-21

ISC West 2025
April 2-4, 2025
Las Vegas, NV

SIA /ISC’s Got Talent @ The Rockhouse 2025
April 1, 2025

NAFED
April 1, 2025

Jorge Olivieri Kelly Bond

Marcus Haney Anita Brunet Dave Henderson

EDITORIAL CONTRIBUTIONS

Be on the lookout for great future
info from Jorge Olivieri, Kelly Bond,
Jay Bartlett, Marcus Haney, Dave
Henderson, Anita Brunet, Audrey
Pierson and many more contributors
sharing their perspectives
on the industry.
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