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See You at ....

By: Jerry Lenander

Networking is a key activity for any business owner
or senior manager, and this is especially true with
the electronic security with the rapid integration
of emerging technologies into traditional security
offerings.

It is in your interest to attend your local
organizations including the Chamber of Commerce,
Rotary, Lion’s Club, and other focused groups that
raise your profile and provide opportunities to
network. You are a subject matter expert when it
come to security, so there is an opportunity to make
presentations about the latest technology in safety
and security.

The group of organizations which can most
effectively provide insight to the evolving technology
in the security industry is within the events held by
your local, state and national organizations.

The scope of meetings has changed, and a lot of
us are now served by several major gatherings like
ISC Expos in Las Vegas and New York City, ESX, PSA
Tec and the TMA annual meeting. While we have
seen a continued rise in attendance and overall
involvement in these shows, it has been contrasted
with a decrease at the state and local levels. The
primary purpose of the local or state organization is
to tangibly serve the market in which your business
is conducted. The local and state organizations
tackle issues that directly affect your business, and
create liaisons with local first responders and law
enforcement agencies. Vendors, in principle also
support these organizations, but they have as their
primary purpose to network
with prospective and existing
customers.

You also learn about managing
a business in the security
industry, some of which is unique
to your market. It also provides

FROM THE PUBLISHER,
continued on page 6

Self-Actualizing Your
David Vs. Goliath Story

By: Mark Haney
CEO, HaneyBiz

In the timeless tale of David and Goliath, we marvel at
the young shepherd boy who, armed with only a sling and
unwavering faith, defeated a mighty giant. As entrepreneurs
and dreamers, we often find ourselves in David’s shoes,
staring down towering obstacles and formidable competitors.
But just like David, we too have a secret weapon: our unique
strengths, creativity, and the audacity to dream big.

Create Your Advantage

Growing up, | learned that while we may not have been rich financially, we were
rich in love and imagination. As kids, my brother Paul and | would lay awake at
night, conjuring up visions of the successful lives we’d one day lead, complete with
mansions, sports cars, and of course, beautiful wives. While our dreams may have

Top Right Drawer, continued on page 3
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Top Right Drawer, continued from page 1

differed slightly (Paul added a “hot maid” to his wish list), the core
truth was that we both believed anything was possible if we set our
minds to it.

As a lifelong entrepreneur who has battled Goliaths in various
industries, | started in my childhood years when | had a route to
deliver a local newspaper that competed with the larger newspaper,
The Sacramento Bee. This is where | introduced “in-home delivery”
by dropping papers right inside the doors of houses on my route.

In my early adult years, | operated video stores which flooded the
local market with beta VCRs, countering the nearby Blockbusters
who didn’t carry many beta movies. It was mostly during this time |
learned we must constantly innovate and think differently to gain an
edge. In my next chapter, when we battled Honeywell in the security
business, a key advantage for us was laser focus on video security
and of course, we had a secret sauce in which | won’t elaborate.
Each step of the way | have discovered the key to slaying giants

lies in leveraging our unique strengths and finding creative ways to
outsmart the competition.

We Become What We Think About Most

But dreaming big and seizing opportunities requires more than
just imagination - it demands daily dedication. That’s why | swear
by my “3:15 Moment of Truth,” a sacred morning ritual where | rise
before dawn to focus on who | want to be and what | must do to
become my best self. In the tranquility of my “Renaissance Room,”
| ask myself lofty questions: What kind of father, husband, and man
do | aspire to be? What must be true for me to develop Haneyville
(my family compound) into the most magical place on earth for my
family, or ignite an entrepreneurial revolution in my hometown of
Sacramento? By investing this morning time to get in the right head-
space, | set myself up to attack each day with purpose and creativity.
Just like pregame rituals in sports, where I'd tighten my chin strap as
the high school quarterback and feel the chills of the Rocky theme
song, our morning routines prime us for peak performance. We
can’t expect to crush it if we start the day groggy and reactive. But
when we bookend our days intentionally, envisioning who we want
to be and reflecting on meaningful progress, we stack up daily wins
and build unstoppable momentum.

Never Buy a Lottery Ticket

Of course, even with an empowering morning routine, unleashing
our full potential takes unwavering commitment over the long haul.
My dad advised me to never buy a lottery ticket. Over the years |
came to understand that I'm the lottery ticket. You are too. Betting
on ourselves consistently is the surest path to success. As with all
truly worthwhile endeavors, the entrepreneurial journey demands
courage, resilience, and stick-to-itiveness. We need a willingness to
keep showing up and iterating no matter what setbacks come our
way.

Top Right Drawer, continued on page 4
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Three Game-changing Questions

Nobody builds a truly great company alone. In fact, nobody builds
a truly great family alone. And certainly, nobody builds a truly great
life alone. To attract, retain and inspire the right people, there are
three critical questions to get right.

How compelling is our vision?
Whaddya’ gonna’ do with what you got?

What’s your commitment level?

| implore you to tap into your imagination and obsess on these
questions.

By crafting a vision that resonates deeply with others, strategically
allocating our resources and talents, and bringing an infectious level
of dedication to our pursuits, we magnetize people to our cause.
Just as my vision for the Growth Factory evolved from a personal
mission to a community-wide movement others could see them-
selves in, our dreams become more powerful when they inspire
collective buy-in and action. We now have a Backyard Advantage in

Have you considered
selling your PERS /
medical alert accounts?

o

|:|I][|

2 ®

Smooth
Transitions

>

Flexible
Terms

Bay Alarm
Medical

Sacramento. It’s the most connected community in the world for
local entrepreneurs and centered on a culture of love.

Advantages are everywhere but it takes courage and initiative to
seize them. Like the older fish asking the younger ones, “How’s the
water?” the ideas and opportunity surround us - we just need to
open our eyes. By setting aside sacred time to cultivate our grandest
vision, leveraging our unique assets with laser focus, and bringing
unwavering commitment to our craft, we summon the greatness
within us. We find the people who have our backs, the ones we
would go to battle with, and together, we become unstoppable.

Dream audaciously. Believe in your capacity to shape reality.
Carve out time daily to nurture your vision and be your best. Assem-
ble your dream team and cherish those who uplift you. And above
all, never stop betting on yourself. With imagination, inspired action,
and indomitable will, you’ll slay the Goliaths in your path and build a
life that defies all expectations. Your grit and creativity are the sling-
shots that will catapult you to legendary success, so step boldly into
your greatness. Advantages are everywhere. It’s your responsibility
to seize them.

Mark Haney is the CEO for HaneyBiz and Founder of the Growth Factory, an
investment platform designed to help entrepreneurs by providing one-stop
access to capital, expertise, and a strong community. He has founded or
funded a portfolio of 50+ companies across various industries including new
media, tech, consumer products, real estate, construction, transportation,
distribution, and security, notably as President of Northern Video. Mark is
also the host of The Mark Haney Show podcast and radio program.

B e L e IRt

Reduce
Risk

Email Questions to Matt Westphal
matt.westphal@bayalarmmedical.com
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t's a great time to sell your
fire & security integration
company and...

relax.

Information, Video Testimonials and an Informative eBook available at www.afsSMARTfunding.com
Now is the time to call Rory Russell, the industry leader in acquisition and sales with
over 30 years of industry experience and a former security business owner.

With Rory, you will ger the most money for your business and you can keep your team
on after selling and even work in an advisory roll - or sell it it outright and walk away.

= - Your terms, your way! Rory is ready to discuss your preferences, options an terms for
. ‘ your sale and he will sell your business for the best price ... so you can RELAX!

CALL RORY RUSSELL'S CELL PHONE NOW: 518-608-2348
TO GET TOP DOLLAR WITH THE BEST TERMS / NO HOLDBACK

Rory Russell’s
HERE ARE SOME RECENT CLOSINGS FROM RORY RUSSELL’S AFS:
A Memphis, TN.....ccrimsenes $4.2 Million Philadelphia, PA............... $12 Million
ACQUISITION & Tamipa; Pl $6.8 Million Sarasota, FL.....icciisn ..$21.5 Million

FUNDING SERVICLES  Los Angeles, CA....ccouunns $104 Million  Woodland, PA......ccccw .$1.8 Million
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Kirk MacDowell, recent recipient of multiple lifetime achievement awards from
ESA, SIAC, CAA and SS&I’s HOF, along with his wife, Sheri visiting Jerry Lenander,

Publisher of SMG Magazines, in South Dakota

Interested High
|n Multiples

selll rlg Generous
Your

Accounts? [

Transition

If you have thought about
retiring or simply want to do
something else,
call today to discuss.

Contact Dan Boyd

805-650-3267

sales@boydsecurity.com

you with the ability to meet and develop
relationships with peers and competitors in
your business. You can attend these dedicated
meetings and conferences, and develop
contacts that can be a valuable sounding board
throughout the year.

We have worked with organizations that
have seen growth in attendance double and
sometimes up to five times growth over time.
We build strong and relevant programming for
our events, accept that installing companies
are the customer, and create a foundation to
deliver a return on investment to the vendors.

The Global Electronic Security Forum is our
umbrella organization where, through our
affiliate association program, we offer well
developed, creatively managed events and
conferences. Additionally, we provide a means
of communication through our print and digital
mediums. All of which benefit the associations
who participate while uniquely serving our
industry.

See You at ....

Do Your Customers
Need Help?

Customer Assistance Program (CAP)
Front-line troubleshooting to assist
your customers on the first call.

COMPREHENSIVE ALARM MONITORING ’\

(800) 927-6623
AlarmWatch.com
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" BEV DAVIS

bdavis@davismergers.com

STEVE RUBIN E KELLY BOND
srubin@davismergers: kbond@&davismergers.com

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

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/

national
monitoring
center

nmc

Tatiana Abramek
Senior Sales
e. tabram
t. 877-353-

Executive
ntral.com

Custom Printed Products Made For Long Term Durability.

or Visit us at jegury.com

- -"‘-..
Since

Contact us today at 800-903-3385

CBFAA Industry Get Together &
Fundraiser

Top Golf - Centennial
September 26, 2024

CMS

Rebecca Stengel

B66.722.1448
480.273.6400

rebeccastengel@cmsn.com

AZAA Convention & Golf
Tournament

WeKoPa Resort - Ft. McDowell, AZ
September 18-19, 2024

TMA Annual Meeting
October 5-9, 2024, -

NAPCO

Dual Sim FACP Communicator, Verizon +AT&T
All in One. UL 864 Listed

Christian Brandow
SWRegional Sales Manager
AZ NM, HI, 5.CA S.NV
Cell: 631-786-3882
cbrandow@napcosecurity.com

Jason Harris
Western Regional Sales Manager
AK, WA, MT, ID, WY, UT,

CO, OR, N.CA, N.NV
Cell: 631-553-5067
jharris@napcosecurity.com

1.800.645.9445

CALENDARS

NSA Industry Get Together &
Fundraiser
October 17, 2024

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

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

St. Thomas, U.S. Virgin Islands SIA / 1SC’s Got Talent @
The Rockhouse 2025
SIA Securing New Ground April 1, 2025
October 8-9, 2024 -
New York City, NY NAFED
April 1, 2025

Finding the Security/Fire Safety Industry Associations in the Western U.S.

SILSANW

www.silsa.org

360-739-7772
SILSANW1@outlook.com

Executive Director: Margaret Spitznas

Utah Alarm Association
www.utahalarmassociation.com
385-229-2120
utahesa@gmail.com

Executive Director, Michelle Best

TEXAS BURGLAR & FIRE ALARM ASSOCIATION
www.tbfaa.org

877-908-2322

ExecutiveDirector@tbfaa.org

Brad Shipp, Executive Director

COLORADO BURGLAR & FIRE ALARM
ASSOCIATION

www.cbfaa.org

Jeanne@cbfaa.org

Executive Director, Jeanne Palmer

NEW MEXICO SECURITY & LIFE SAFETY ASSOCIATION

www.nmsecurityandlifesafety.org
505-350-4370
execdirnmesa@gmail.com
Executive Director, Gary Schefler

OREGON BURGLAR & FIRE ALARM ASSOCIATION

www.facebook.com/OBFAA
503.624.6487
officeobfaa@gmail.com

NEVADA SECURITY ASSOCIATION
Nevadasecurityassociation.org
702-551-4672
admin@nevadasecurityassociation.org
Executive Director, Jeanne Palmer

ARIZONA ALARM ASSOCIATION
www.azalarmassociation.org
480-831-1318
susan@azalarms.org

Executive Director, Susan Brenton

CALIFORNIA AUTOMATIC FIRE ALARM ASSOCIATION
www.CAFAA.com

888-607-5959

info@CAFAA.com

Executive Director, Sharon Akaoshi
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Cost You Business & RMR
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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

.F.

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
prima | & monthly services (w/ full dealer dashboard & StarLink backend) -
i A Basic Prima 3-1System Kit is $280 & $6"/mo

Call Today 1.800.645.9445

Suigg. Dealer pricing quotedin USD for base system kits & PKITTA(ATT) or PKITIV (Vesizan) .

i
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Free CI semi Your Business k¥
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Napeo Prima® is 3 trademark of Napco Security Technologies,
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Sure. Most accountants

|
But not...

Reitman Consulting
knows both.

Does your tax professional really
understand your business?

Do you have information that helps
you to run your company and compete?
Has your tax pro even called
you to do year end planning?

Qur only clients are Security and Systems Integration firms
just like yours. We know the ins and outs of the profession
and what it takes to succeed, not just survive.

We prepared hundreds of tax returns for firms just like
yours last year -- large and small.

We stay involved and communicate with you year round,
not just at tax time. We are at your association meetings
and conventions. We know who you are and what you do.

This year, why not
get real value

from your tax
professional.

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

Our firm was originally founded as
S.I.C. Consulting in 2001. We are a
brick and mortar 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
industry. Although founder

Mitch Reitman

has much mare
than a pencil now,
he still has the desire
and ability to serve
the industry.

We're ready to go. Are you?

Reitman Consulting Group, Inc.
Tax Consulting - Brokerage - Valuation

5408 Woodway Drive
Fort Worth, TX 76133

B817-698-9999 www.reitman.us

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

MONITORING WITH A RANGE OF POSSIBILITIES

In addition to high-quality monitoring services and exceptional dealer support,
UCC offers our dealers a variety of in-demand services and integrations to help
them grow their business and increase their RMR.

= : Alarmwatch Remote
) Video Monitoring &

E Analytic Services
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billing solutions

AND SO MUCH MORE!

More Than Monitoring

888.TEAM.UCC (832.6822)
u:m B info@teamucc.com | www.teamucc.com
Texas: B20576, ACR-2215 | Florida EF20001361 | California: ACO7969, ACQ5175
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INDUSTRY NEWS

*In Co-operation with Security.World*

For more industry news, updated daily, visit https://security.world/

ONVIF Launches New Working Groups for Cloud, Metadata and
Audio - ONVIF announced the formation of three new working
groups that are tackling standardization work in cloud connectivity,
audio and advanced metadata. The creation of the new working
groups, which are made up of volunteers from ONVIF member
companies, is in response to the growing prevalence of cloud
solutions and the use of metadata for analytics in the physical
security and video surveillance markets. “The rapid evolution in
cloud, metadata and audio means that standards in these key areas
are necessary to support the industry’s transition to these new
technologies and approaches, both now and into the future,” said
Leo Levit, Chairman, ONVIF Steering Committee. “We encourage any
member company to become involved and help to shape the future
of standardization in the market, particularly as ONVIF considers
future profile initiatives in cloud access control, cloud audio and
other loT applications.”

There are now five working groups, including the recent
formations.

-Cloud Profile Working Group: This group is focusing on
the development of an ONVIF cloud profile that will allow
interoperability of security devices and video management software
in the cloud. The profile work is focused on creating test suites to
address key use cases around streaming video to the cloud as well
as recording to cloud storage.

-Semantic Metadata Working Group: This team’s purpose is to
define an ONVIF standard for semantic analytics metadata, which
will provide a common framework for richly describing the context
in which objects of interest appear in captured video across
applications and devices. This work will enable the physical security
industry to easily share and make use of data generated by analytics
applications running on loT devices, such as cameras, for security
and analytical purposes.

-Audio Streaming Profile Working Group: The focus of this
working group is to define an ONVIF profile for the interfaces and
communications mechanisms for configuring and integrating audio
speakers and other intercom devices.

-Video Enhancement Working Group: This working group
develops technical specifications for video surveillance devices
and applications, and addresses necessary topics for the ongoing
development and maintenance of ONVIF specifications. This group
also assists with technical requirements to support the profile
development efforts of other working groups.

-Testing Working Group: This working group is dedicated to the
ONVIF conformance and testing processes, and works directly with
the software development team responsible for the ONVIF Device
and Client Test Tools.

PSA NETWORK Announces 2024 Scholarship Recipients-
Dedication to attracting and retaining talent to the security industry
is at the forefront of PSA’s efforts. Matt Barnette, PSA’s president
and CEO, announced at PSA TEC 2024 a partnership with the
Security Industry Association and the Foundation for Advancing

SECURITY.WORY 1)

Security Talent to create a program around recruitment efforts
for integrators and the industry. More details will be shared in the
latter half of 2024. Also announced were the recipients of the 2024
Scholarship award:

Ryan Knoll, Pro-Tec Design, based in Minnesota

Staci Eslinger, M3T Corporation, based in Pennsylvania

Jack Tadych, SecurAlarm, based in Wyoming

Rich Campbell, RFI Enterprises, based in California

“PSA is thrilled to bring back its scholarship program to support
the growth of talent at our systems integrators,” said Darryl
Keeler, CEO of Tech Systems, Inc. and Chairman of the PSA Board
of Directors. “Retaining top talent is a leading issue facing our
industry today. PSA knows assisting its members in developing their
employees can support integrators in this challenge.” Applicants
had to submit a 600-word essay and letter of recommendation
that clearly articulated how the funds would be used. Open
exclusively to employees of PSA owner and member companies, the
scholarship program aims to support those looking to further their
education at higher institutions, pursue industry certifications or
obtain certifications.

FROM NATIONAL SECURITY TO CORPORATE SECURITY:
WILLIAM TENNEY NAMED ASIS INTERNATIONAL CEO
ASIS International announced the appointment of William “Bill”
Tenney as its new Chief Executive Officer,
effective 1 July 2024. Tenney brings close to
35 years of security leadership experience
from both public and private sectors to
his new role heading the acclaimed global
security association. Tenney stated, “I
am truly honored and excited to assume
the role of CEO for this prestigious global
security association with more than
34,000 members representing more
than 150 nations worldwide,”. As ASIS
International’s CEO, Tenney will spearhead
the organization’s strategic vision, working
closely with members, partners, and
stakeholders to advance the mission of fostering excellence in the
security profession worldwide. With a commitment to collaboration,
and continuous improvement, he is poised to lead ASIS International
into a new era of growth and impact. “We are thrilled to welcome
William Tenney as the next CEO to guide ASIS in our mission to
support security practitioners across all disciplines,” said Cy A.
Oatridge, CPP, 2024 President, ASIS International. “His diverse
background spanning national security and global corporate security
makes him exceptionally qualified to lead our organization and
advance our strategic priorities.” Tenney joins ASIS after serving as
Chief Security Officer and Senior Vice President, Global Corporate
Security for MetLife, Head of Global Operations Risk for Bloomberg,
and Director of Global Security at Target Corporation. Previously, he
served in the national security community as a civilian and for eight
years as a U.S. Naval Officer.
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GREATEST IDEAS

of the alarm industry’s greatest thinkers

ELEVATE YOUR MONITORING

WITH SECURITY CENTRAL Ron Davis, one of the alarm — ——

industry’s greatest leaders and E ?DREFA%E%ST

motivators, asked successful

alarm industry’s greatest
thinkers

entrepreneurs, “If you had just

T SWHETE LSS

one really great idea to share
with the alarm industry, what
would it be?” Their answers
A SECLRTTY are in thl:-'. remarkable new

Y CENTRAL book, available now.

Order today!

Only $40 hardback, or

$25 paperback. Call 847-955-2360 or visit
www.graybeardsrus.com/greatideas.html.

ublishe ; P
Published by |I_| DAVIS GROUI

MERGERS & ACQUISITIONS

< bservables

AlwaysON"

AWARENESS -
PLATF

Elevate your offerings to generate more revenue

/" Network Health v Verified Dispatch

Visit Us @ ISC West
www.Cozaint.com

v Camera Manager /" Critical Event Management
v Streaming Video Analytics " Alarm / Aceess Control

" Phone Services + Live Help Desk

Intelligent Surveillance Solutions # (805) 272-9255 == SALES@OBSERVABLES.COM
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NEW SPECS FOR YOUR FULL PAGE ADS!
Our printer has changed.
If you are currently sending ads for 8-1/2 x 11 including bleed,
we will adjust your existing ads for you. For new full page ads,
please use the Full page trimmed size shown below.

THE WATCHMAN ¢ THE SENTRY ¢ THE SENTINEL
Advertising Specifications as of July 2024

AD POSITION: Preferred positions are assigned based on

space availability, ad size and frequency.

AD SIZES:
Full page is trimmed: 10-7/8” high x 8-3/8” wide.
If you require bleed for a full page ad that goes off the
edge, YOU MUST add an additional 1/4” on each edge for

a total of 11-3/8 x 8-7/8”. If you do not provide the extra
space, then your bleed area will not show.
* DONOTPLACE YOUR AD MATERIALS - SUCH AS
TEXT, LOGOS. ETC. - TOO CLOSE T0 THE EDGES.
e Half page horizontal: maximum 5’ high X 7-Y2” wide

e Half page vertical: maximum 10” high X 3-5/8” wide
e Half page island: maximum 7-%2” high X 4-%2” wide
e Quarter page: maximum 5 high X 3-5/8” wide
e Business card: 2 high x 3-%2” wide.

Vertical cards also accepted: 3-%2 “ high x 2”” wide
e Double business card: 4” high X 3-%2” wide

AD SPECIFICATIONS:

1. We accept EPS files or flattened TIF files at 300 pixels
per inch. For EPS files- convert ALL fonts to curves.

All files will be converted to tif files for use in our
production process.
2. We accept PDF: EMBED ALL FONTS or first convert them
to curves. Set pdf settings to “Press” or high resolution - 2400 line
or higher, or 300 pixels. Make sure that all elements inside of the
file are high resolution.

Flatten your layers - Do not send layered tif files: This
will also protect your fonts. Do not send layered files from Photo-
shop - you will lose your fonts.

= WATCHMAN

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

IOUTHEAST

FONTS- reminders - very important for
all files

e For PDF files, embed ALL fonts, or convert to curves
before you make the pdf file.
* For EPS files, convert all fonts to outlines.

e For TIF files, Do NOT send type in layers. Please flatten

layers - this will rasterize fonts and protect them.

SENDING YOUR FILES

Send your files by email or by Hightail or other
independent digital sending service to:
info@snnonline.com.

OTHER INFORMATION
Do NOT SEND application files. Do not send layered PSD

files. If you need help, call the publishing office before the ad
deadline for help

PHOTOS for News sections

Tifs and jpg files should open at 133 to 150 line (266 pixels to 300
pixels per inch) at minimum 2 X 3” approx. Do NOT send graphics
from the internet - these are too small to be used. Please call the
publishing office with questions.

TO CONTACT THE PUBLISHING OFFICE
For advertising rates, schedules and insertion orders to reserve
your space, please contact the publishing office at
800-490-9680
info@snnonline.com

="SENTINEL

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

SENTRY

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

*In Co-operation with Security.World*

For more industry news, updated daily, visit https://security.world/

NAPCO SECURITY TECHNOLOGIES Super Dual™ StarLink Fire
Max2 Supervised Dual Sim/Dual Path Communicator was named
2024 Innovation Award
Winner at the Electronic
Security Expo (ESX) last
month in Louisville,

KY. Stephen Spinelli,
SVP of Sales at NAPCO
commented “We are
honored to receive the
prestigious 2024 ESX
Innovation Award for
our Super Dual StarLink Fire Max2 Dual Sim FACP Communicator
because it is the latest labor-saving product in the StarLink Series for
Fire & Life Safety”. He added “The initial market response in sales
orders has been very gratifying as well.”

SNAP ONE announced it is partnering with RG Nets to provide
Snap One Partners access to the rXg solution. This latest technology
provides a new way to automate the configuration, operation and
management of Access Networks” WLAN infrastructure or ‘bulk
Wi-Fi’. The result is a simplified and enhanced internet access in
MDUs, restaurants, entertainment venues, co-working spaces and
other multi-user environments. Jon Peckman, Director of Sales
at Access Networks stated, “Snap One is always looking for new
solutions and brands that can help our Partners work faster, smarter
and more profitably, and the RG Nets rXg software delivers on all
three counts,” he continue, “By combining rXg’s automated network
setup and management capabilities with the power and reliability of
Access Networks’ newest commercial-grade networking hardware,
integrators can cut hours or days off projects where VLANs are
deployed.”

MAGNASPHERE CORP has announced that its Anti Cut/Climb
(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
Security Information Network (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, nonprofit organization
funded by the Federal Aviation Administration, conducts thorough
testing of security systems’ detection capabilities, reliability, and
maintainability under active airport operational and environmental

StarLink (“

SECURITY.WORy

conditions. Safe Skies performs its evaluations under an ISO
9001:2015-approved Quality Management System.

TELGUARD announced it has partnered with Hochiki America
in the development and release of the Hochiki FireNET Comm
5G communicator. As a flexible cellular solution to the continued
phasing out of “plain old telephone service” (POTS) lines, the
FireNET Comm 5G includes a custom connector
cable that adds the ability to connect the
communicator to the serial data port of the
Hochiki FireNET Plus alarm control panel or the
VES Elite RS-H panel, a private label version by
Hochiki America.“With the end of POTS coming, [
manufacturers have been making DACTs r
optional or unavailable on the newest version
of their control panels,” said Telguard president, m
George Brody. He added, “This cooperative
partnership between Telguard and Hochiki America demonstrates
our innovative ability to work directly with panel manufacturers for
alternate means of delivering alarm signals. “The FireNET Comm 5G
is proudly engineered and manufactured in the USA by Telguard and
is supported by its award-winning customer and technical support
services. The communicator comes available with AT&T or Verizon
service and is made exclusively for Hochiki America dealers to offer
to their customers.

IPTELX announced the deployment of Dealer Branding for voice
alarm calls, providing a solution to potential unanswered calls from
monitoring centers due to showing up as spam on wireless phones.
This new feature addresses a serious problem for the industry
as wireless companies have increasingly marked calls of these
types as spam on caller ID. Without being able to cancel an alarm,
this has caused unnecessary dispatches to PSAPs and resulted in
more false alarms. IPtelX’s Dealer Branding technology solves this
problem by displaying the dealer’s name along with the tag “Alarm
Emergency Call,” or a similar type of alarm message urging the user
to answer. Beyond displaying the dealer’s name, IPtelX is developing
two more phases that will be coming soon. “We are committed
to staying ahead of the curve and providing our clients with the
latest communication technologies,” says Cliff Dice, Senior Software
Engineer at IPtelX. “Dealer Branding gives our clients a clear
advantage, which is why IPtelX is the leading choice in the industry
for alarm company phone services in North America.”

GENETEC announced AutoVu™ Plate Finder, a new feature
that enables parking operators and law enforcement professionals
to quickly identify and validate license plate numbers directly
from their Apple or Android mobile devices. AutoVu Plate Finder
increases efficiency by reducing the time spent manually checking
difficult-to-read or obstructed license plates. For example, vehicles
with rear-facing license plates backed into parking spots can’t easily
be read by vehicle-based ALPR systems. Instead of having officers

Product Services News, continued on page 20
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PRODUCT SERVICE NEWS
CONTINUED

*In Co-operation with Security.World*

exit their vehicles to input the plate number in the onboard system

INSURANCE SOLUTIONS manually, Plate Finder enables them to take a picture of the license
FOR ALARM |NSTAL|_AT|ON plate from their phone. This allows them to quickly verify parking
& MONITORING FIRMS rights or identify wanted vehicles on local, state, federal, or custom

hotlists. “Validating license plates against parking regulations and
law enforcement hotlists in bustling downtown areas or crowded
For over 55 years, El Dorado Insurance has parking garages can pose significant challenges for officers. With
specialized in insurance for companies who the AutoVu Plate Finder, users can now access cutting-edge
make a living protecting the safety of others. ALPR technology anytime, from anywhere with a cellular data
connection,” said Michael Bradner, AutoVu Product Line Manager
at Genetec Inc. Once the image is captured, the information is
encrypted and securely sent to the cloud-based AutoVu Managed
Services ALPR system. A neural network, part of the Genetec
Machine Learning Core (MLC) engine, reads the license plate and
vehicle characteristics. The pertinent information, including zone
details, is then displayed on the user’s device, enhancing the
effectiveness of field operations.

Some of the programs we offer for
alarm installation businesses

Call us today at 1-800-221-3386 to receive a free quote

$ www.eldoradoinsurance.com 8 specialist@eldoradoinsurance.com

satety Mojo

Al that engages your front line and is
proven to reduce incidents.

https://getmojo.ai
Mojo ai
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You Asked,
We Took Action

Introducing the new XF6& — an addressable
and wireless fire control panel, equipped
with both network and optional cellular
communications. Including a proprietary
commercial UL fire-rated wireless offering,
the XF6 Series can support a range up to 1.7
miles. Plus, powerful testing features can be
performed using Dealer Admin.

The XF6 Series evolved from a long line of
reliable panels, suitable for commercial and
industrial applications. The touchscreen
annunciator provides greater clarity and
ease of use.

Unleash the Power of Fire Safety with XF6:
Monitor. Protect. Prevail.
Learn more at DMP.com/XF6Series
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SURVEILLANCE & STANDARDIZATION

How Video Surveillance Standards
Has Revolutionized Security
By: Jay Jason Bartlett, CEO, Cozaint Corp

Video surveillance technology has seen a significant development
in the last fifteen years. The days of clunky, compartmentalized
systems and blurry, analog footage are long gone. A strong
ecosystem of standards has brought in a new era of feature-rich,
effective, and interoperable video surveillance systems. The focus of
this article is to examine some of the fundamental guidelines that
have transformed this important area of security.

Open Network Video Interface Forum (ONVIF)

Imagine a system where security cameras from various manufac-
turers communicate with one another with little to no issues. With
the establishment in 2008 of ONVIF as a global standard, this wish
came true. It establishes a standard protocol for peripheral func-
tions, camera control, video streaming, and device detection.

The ONVIF standard has created several advantages highlighted
below:

-Interoperability: Combine cameras from different manufacturers
into a single system to increase flexibility and protect your invest-
ment in the future.

-Decreased Expenses: System maintenance is made simpler and
integration costs are reduced with standardized components.

-Scalability: Regardless of the manufacturer, you can easily add
more cameras to your system to accommodate future expansion.

An added element of the ONVIF standards is the Physical Securi-
ty Interoperability Alliance (PSIA). This standards organization was
established in 2000 and deals with metadata interchange, device
management, and access control integration. PSIA adopts a more
comprehensive strategy, where ONVIF concentrates on essential
features. The PSIA set of standards enhances ONVIF by offering a
structure for:

-Advanced Security Features: Combine video surveillance and
physical security measures with ease by integrating access control
systems.

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

-Enhanced Management: Simplify system administration by stan-
dardizing device management activities including configuration and
firmware updates.

-Integration of Metadata: For more in-depth analysis and forensic
investigations, extract important data such as timestamps, camera
locations, and object detection.

Video Compression Standards H.264 and H.265

Systems for video surveillance produce enormous amounts of
data. This is where video compression standards like H.265 (pub-
lished in 2013) and H.264 (founded in 2003) become relevant. These
standards greatly reduce video data while preserving image qual-
ity. Among the benefits of this set of standards include decreased
storage requirements, effective bandwidth utilization, and extended
recording times.

RTSP, or Real-Time Streaming Protocol

Imagine having access to live video feeds at any time and from
any location. This is made possible by the 1998-founded RTSP
protocol, which offers a standardized approach to real-time video
streaming over IP networks. The most notable advantages of this
set of standards are improvement in response times for remote
monitoring, mobile accessibility, and the ease of video stream
integration for centralized monitoring Video Management System
capabilities.

In addition to these prominent standards, industry organizations
are establishing guidelines which are constantly pushing limitations.
For example, the Security Industry Association (SIA) ONVIF Profile is
an enhanced interoperability and security feature-rich configuration
of ONVIF. The Alliance for Open Security & Safety (OSSA) is another
which attempts to provide standardized communication protocols
so that security equipment such as intrusion detection can be inte-
grated with video monitoring.

There is no denying these standards’ influence to furthering
the integrity of video surveillance. They have given companies
and organizations the ability to create reliable, expandable, and
affordable video surveillance systems. We can anticipate even
more cutting-edge standards to emerge as technology continues
to evolve, opening the door for Artificial Intelligence Integration,
Cybersecurity Enhancements and Cloud-Based Surveillance, among
other emerging technologies in the sector.

Thanks to the standards created over the last decade and half,
security experts can stay ahead of the curve when creating video
surveillance solutions to make everyone’s environment safer and
more secure.

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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Reduce Central
Station Expenses

How much of your central station operator’s
time is spent on alarm verification? Does anyone
on the emergency call list answer your phone
call? Let your customers easily notify you with
the touch of a button that this is a false alarm.
Prospects are afraid that police are going to
show up when they make a mistake. Show them
what you have to keep that from happening and
save yourself some money, too!

Learn more at
dmp.com/CancelVerify

IS THIS A FALSE
ALARM? NO YES

O 7
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CUSTOMER SERVICE

Customer Service’s Role in
Alarm System Sales

By: Audrey Pierson, Audrey Pierson Consulting

In the alarm industry, where value is inherently linked to reli-
ability and trust, customer service is a pivotal factor driving sales,
retention, and referrals. As customers navigate the complexities of
choosing an alarm system that ensures their safety and peace of
mind, the quality of customer service they receive can significantly
influence their purchasing decisions and long-term loyalty.

We discussed in our February column [include link] how everyone
in your company is in sales. That’s certainly true and some depart-
ments are more directly involved than others. Unless your plan is
to quickly grow your account base and then sell, quality customer
service is critical to the ongoing success of your company.

Effective customer service can contribute to your business growth
through increased sales income, reduced losses, and time savings.
Here are some of the ways:

Gaining Quality Opportunities

The first point of contact between the customer and the compa-
ny can set the tone for the entire relationship. Effective customer
service means answering calls professionally and warmly, while
responding to inquiries and assisting the customer. The first person
talking to a potential customer can create interest and a request for
your proposal or, conversely, indifference and no desire to work with
your company, even before you have a chance to bid.

Customer Retention

Excellent customer service can increase customer loyalty. A quick,
effective response to customer questions and issues can reassure
them, making them more likely to continue their service and less
likely to be enticed to switch to a competitor.

7

Rapid Response Monitoring

WWWLITMS.COm

Taylor Reilly

ACCOUNT MANAGER

¢ 315.898.6884
@ Taylor.Reilly@rrms.com

Word-of-Mouth Referrals

Happy customers are more likely to recommend your company to
friends, family, and colleagues. Given that security is a sensitive and
personal item, recommendations from trusted sources are a power-
ful tool to attract new customers.

Brand Reputation

Effective customer service helps build a strong, positive brand
reputation. Alarm companies with a reputation for being respon-
sive and attentive are more likely to attract new customers who are
looking for reliable security solutions.

Upselling Opportunities

Through regular interactions, customer service can identify oppor-
tunities to offer customers upgraded or additional services. For
example, a customer with an existing, older alarm system may be
receptive to adding smoke detectors or smart home features that
were unavailable at the time of their original installation.

Reducing Attrition

By addressing complaints and resolving issues promptly, a
company can decrease the likelihood of customers cancelling their
services. This is particularly important in areas with a lot of compe-
tition.
Avoiding Bid Competition

The true test of an alarm system’s value is its reliability in times of
need. Excellent customer service ensures rapid response times not
only in addressing potential threats but also in resolving technical
issues and answering service calls. Quick and effective handling of
such situations creates confidence and loyalty in your customers.
When customers feel assured that promised support is accessible
and competent, they will often go solely to you for their security
services rather than obtain multiple bids.

Enhanced Feedback

Direct interactions with customers provide valuable insights into
their needs and pain points, which can in turn inform your product
and service improvements. While it’s great to receive kudos about
your service, it is just as important to understand what frustrates
customers so you can correct those issues.

Excellent customer service isn’t just a support activity; it’s an
integral part of your sales strategy, affecting nearly every aspect of
business operations. Remember to take time to train and support
your customer service team to ensure you are making the most of
all potential opportunities.

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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The One Time
in Their Life...

It’s dark — there’s a sound — then the siren

blasts. Your customer is going to immediately | T THlé A EALSE
enter their code. Every other system in the world . ALARM? NO YES
will disarm, silence and send a cancel signal >

to your central station. The one time in their

life that your customer really needs an alarm

system, it gets turned off. Not with DMP.

You can sell a system that allows the customer

to leave it on and decide if this is a real

emergency. Don’t install anything less.

Learn more at
dmp.com/CancelVerify


https://www.dmp.com/

A VETERAN’S STORY

FULLEGIANT

Editor’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 opportunities
for the community to honor, invest, and connect with veterans within the Allegiant-
VETS 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.

Standing Outside the Fire
By: Marcus Haney, AllegiantVETS

| want to share a personal story about my journey growing up in
a family deeply rooted in the security industry to finding my path
as a Marine on the frontlines and now as the CEO of AllegiantVETS.
This journey has been defined by a sense of duty, resilience, and the
drive to carve out my destiny. It’s about not standing outside the fire
but stepping into it and embracing challenges head-on. This Fourth
of July, as we celebrate our nation’s independence, I'm reminded of
why | never stand outside the fire.

Growing up, my father was building a thriving business in the
security sector, and while many might assume Id naturally step into
his shoes, he had a different vision for my sister and I. He believed
in the value of forging our own paths, insisting that we find our
passion rather than joining his company. At the time, it felt like a
daunting challenge, but it was the best lesson | could have re-
ceived—one that prepared me for life’s ultimate “crucible.”

| was heavily involved in sports, particularly baseball and football.
As an athlete, | had the honor of being part of baseball teams that

AllegiantVETS.

ALWAYS BY YOUR SIDE!

won numerous championships. The experience of working togeth-
er, pushing through adversity, and celebrating collective victories
instilled in me a deep appreciation for teamwork and resilience.

The events of 9/11 were a pivotal moment for me. Like many
others, | felt an undeniable call to serve my country. While attending
Arizona State University, | quickly realized that a traditional academ-
ic route wasn'’t fulfilling my need for action and purpose. | decided
to join the Marines, specifically the infantry, which was a choice that
took many by surprise. With my decision often came the question
“Why not take a safer route?”, but my commitment to serving on
the frontlines was unwavering. | knew | couldn’t stand outside the
fire while others stepped in.

Life as a Marine on the frontlines was intense and transformative.
The camaraderie, the challenges, and the profound sense of pur-
pose were unparalleled. Of course, this journey was not without its
hardships. | was wounded in Afghanistan, taking a 7.62 round to my
right thigh. The experience tested me in unimaginable ways, push-
ing me to my physical and mental limits. But it also set the stage for
my next mission: helping fellow veterans navigate their transitions
back to civilian life.

Today, as the CEO of AllegiantVETS, I’'m passionate about support-
ing and motivating transitioning service members. Our mission is to
help them find their paths and purpose in the civilian world,
translating the values and skills they developed in the military
into new opportunities.

For corporations in the security industry, | encourage you
to consider the unique qualities veterans bring to the table.
Their discipline, leadership, and ability to perform under pres-
sure are invaluable assets. Supporting their transition not only
contributes to their success but also enhances the strength
and resilience of your team.

Thank you for your ongoing support and commitment
to making a difference. This Fourth of July, let’s not stand
outside the fire but continue to step into it, embracing the
challenges and opportunities it brings.

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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OPTIMIZING M&A PROCESS

The Vital Role of Building Your Team When

Buying or Selling a Security Business
By: Kelly Bond, Davis Mergers & Acquisition

In the fast pace of security business transactions, ensuring you
have a team of experts as advisors cannot be overstated. Wheth-
er you are buying or selling a business, navigating the acquisition
process requires specialized knowledge and experience. A team
of experts brings together diverse skills and insights, ensuring that
a transaction is not only successful but also maximizes value and
minimizes risks.

Business Valuation

Determining the value of a security business is a critical step
whether buying or selling. Businesses in the security industry are
typically valued based on RMR (recurring monthly revenue or EBIT-
DA (earnings before interest, taxes, depreciation and amortization).
There are aspects of any valuation that are subjective and is what a
buyer is willing to pay. Having a trusted and knowledgeable advisor
to provide historic sales data on transactions will give buyers and
sellers a reasonable idea of what their value is. Completing a valu-
ation process early ensures that a seller receives a fair price for the
business and a buyer pays a reasonable amount.

Financial

Having relationships with experts that assist in raising capital is
vital when considering buying a company. When possible, this is
a relationship that should be built before a buyer begins seeking
potential acquisitions. These experts leverage their networks to
secure funding, negotiate favorable terms, and align financing. Their
expertise ensures adequate liquidity, minimizes financing costs, and
enhances credibility with investors, ultimately facilitating a smooth-
er acquisition process and setting the foundation for future business
success.

Due Diligence

One of the most important, and most stressful stages of a trans-
action is the due diligence process. Having a team of experts in
this area who understand the facets of the security industry while
conducting comprehensive due diligence is paramount. This process
involves thoroughly examining financial, legal, operational, and stra-
tegic aspects of a business. Financial experts, such as accountants
and auditors, scrutinize financial statements to ensure accuracy and
identify any potential red flags. Legal experts review contracts, com-

VAFS

Alarm Financial Services, Inc.

Jim Wooster

pliance issues, and potential liabilities to protect a buyer or seller.
Operational experts assess the efficiency and effectiveness of the
business processes, identifying areas for improvement or potential
risks.

Negotiation

The element of negotiation is a crucial phase in any business
transaction and requires skill, patience and experience to balance
the interests and expectations of both parties. Having a team of
experts inclusive of financial advisors and legal counsel provides
the necessary support to negotiate effectively. These experts
understand the intricacies of deal structuring, tax implications, and
contractual terms. They work collaboratively to ensure that the final
agreement is beneficial and fair, addressing potential issues before
they become major obstacles.
Risk Mitigation

Every business transaction involves risks that include financial,
legal, and operational uncertainties. While legal experts can help
identify and mitigate these risks, they also ensure compliance with
relevant laws and regulations, minimizing the risk of legal disputes.
Similarly, a financial expert can reduce risk by ensuring transparen-
cy and accuracy in financial reporting. Operational experts identify
potential operational risks and recommend strategies to address
them. This comprehensive risk management approach protects the
interests of both buyers and sellers, contributing to a successful and
secure transaction.

The Transition

Once a deal is finalized, the focus shifts to the smooth transition
of ownership. Buyers should have a team of trusted advisors with
focused expertise within their organization to managing this phase
as it is crucial to ensure continuity and minimize disruption. An op-
erations leader should help integrate the business processes, while
human resources should be available to address employee concerns
and align the organizational culture. A buyer may utilize a finan-
cial advisor to assist in managing cash flow and ensuring financial
stability during the transition. This comprehensive approach helps in
maintaining the business’s value and performance post-transaction.
My best advice to any buyer or seller is get your team in place early.
Take the time to interview various experts to fill each role and work
with experts that fully understand the security industry. DMAG
refers experts in each of these categories.

Buying or selling a business is a complex process that requires an
organized approach. A team of experts brings the necessary skills,
knowledge, and experience to navigate this complexity effectively.
From conducting due diligence and accurate valuation to strategic
negotiation and risk mitigation, having a
team of experts helps ensure a successful
transaction.

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.
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RELATIONSHIPS

Son of a Salesman
By: Jake Voll, President, SS&Si Dealer Network

For a lot of us who have made the jump to starting our own
business, there’s a foundation of knowledge that came from those
who mentored us before our journey began. When reflecting my
own journey in the alarm industry, it’s abundantly clear that my
foundation is my father. I'm the proud son of an alarm salesman.

My dad sold alarm systems door to door, and he sold a lot of
them. Aside from being a very personable guy, Dad knocked on
more doors, walked into more papered storefronts, and chased
more U-Hauls than anyone else | know. He hustled hard and he
built lasting relationships along the way. It was not only a recipe for
success, but also an example of a stick-to-itiveness for me and my
siblings to follow.

As kids, we would sometimes watch from the backseat as Dad
“walked up deals” whenever a new family or business moved into
the neighborhood. He’'d walk right up and introduce himself, and
would always smile and listen along with caring, thoughtful eyes. It
never seemed like a salesman pitching to prospects. It was like he
was talking to new friends. When he was invited to go inside the
business or home, we would wait in the car with anticipation. More
often than not, he returned with a signed contract in hand and the
whole family cheered for his victory.

Mark Haney

Jake Voll

Marcus Haney

EDITORIAL CONTRIBUTIONS
Be on the lookout for great future info from
Kelly Bond, Jay Bartlett, Audrey Pierson,
Marcus Haney, Jake Voll, Mark Haney and
many more contributors sharing their
perspectives on the industry.

It wasn’t uncommon for us to run into those same folks at the
local grocery store, church, or a restaurant and he would go out
of his way to greet them warmly--never missing the opportunity
to introduce us kids with a proud smile. His interactions with his
customers outside of their normal business dealings were always
returned with warmth—there were lots of hugs, back pats, and
double-handed handshakes. Not only were they his customers, but
more importantly to him they were friends, too.

Our favorite restaurants who were also his clients always
welcomed our family on Friday and Saturday nights. Dad often paid
the check with gift cards the restaurateurs traded for their alarm
system and cameras. He was always sure to tip the waiter separately
in cash.

Over the years, Dad sold thousands of alarm systems and
along the way, he demonstrated to me how to build a successful
business through strong relationships, extraordinary service, and an
outstanding reputation.

Dad also taught me that doors open for those who knock.
Throughout the years, the lessons he taught me about persistence,
integrity, and relationship-building have helped me in my own
career.

While | long ago decided not to join the family alarm business, |
did become an alarm salesman. Today, | own a security distribution
company where we sell alarm systems to thousands of nationwide
alarm dealers. Like my dad with his customers, many of mine have
become great friends, some of which | consider family.

When people ask me why | didn’t join the family business, |
explain that if | was to stand any chance of selling more alarm
systems than my old man, | knew I'd have to sell them wholesale!

Jake is the Founder and President of SS&Si

Dealer Network, an independent distribution
company that offers competitive pricing, private
labeling, fast shipping, marketing support, vendor
programs, and funding options. He also serves

as the Associate Director for the Integrators
Association of Florida (IAF) as well as the on the
Marketing and Communications Committee for
The Monitoring Association(TMA). He completed
his Bachelors of Arts from Rollins College.

Security Industry Alarm Coalition

Page 30

WATCHMAN Vol. ,No.7 ~ July 2024



O LUMA

SURVEILLANCE

Easy Surveillance Installs.
Easier Offsite Monitoring.

X20 NVRs
and Cameras

Intuitive Surveillance Flexible Form Factors Monitor with OvrC®

The Luma View App gives your clients QCur smaller-than-ever Luma IP Remotely access Luma device information
intuitive access to their surveillance cameras are available in a variety of and make firmware updates while offsite.
systermn with push notifications, easy- cptions te fit any job, including PTZ, Cenfigure devices, set up alerts, modify
access live view, Al-filtered events that bullet, dome, and turret models. Al events and image settings—all through

reduce false alarms, and more. one simple-to-use dashboard.

Learn More at bit.ly/LumaOverview

Become a Snap One Partner and Get $500 Toward Your

First Order* Enter Promo Code SEC24 On Your Application

*Terms & Condiions apphy. Vst snap rily
M Snup 1:)“@ [ 7l 5 are the property of ther respechive owners. Use of ifs v
= e anee of Snop i

Www.snapav.com/securify



https://www.snapone.com/

CURITY FORUN

ey GLOBAL ELECTRONIC SE

P.O. Box 203
Custer, SD 57730

Publisher: Jerry Lenander

€3 SYncCoOVIV
) Management Group m \
L W ATCHM

EDITORIAL
CONTRIBUTORS AND
WRITERS, INDUSTRY

PROFESSIONALS,

FINANCIAL EXPERTS,
Nationwide professional EXEC UTlVES,

coverage with print,
digital and social outlets.

Monthly commentaries, SU PPLI ERS, MOVE RS

news at the moment, and

For advertising ~ Ryan Makovsky Paul Udell weekly previews
' 800-490-9680 800-490-9680 impacting the market. AND SHAKERS

310-940-7726 cell 530-580-0432 cell

IESTERN GLOBAL ELECTRONIC SECURITY FORUM

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



