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ADT’s commercial growth  

NMC mega-merger

By Paul Ragusa

LAKE FOREST, Calif.—National 
Monitoring Center, a third party 
monitoring company with moni-
toring centers based here and in 
Irving, Texas, announced in May  
the launch of a new 
global monitoring com-

which includes monitor

By Paul Ragusa

BOCA RATON, Fla.—ADT is mak-
ing some noise in the commer-
cial space, where it is now doing 
approximately a billion dollars in 
business in comparison to the com-
pany’s multi-billion-dollar residen-
tial security business it has become 
synonymous with.

“We are bigger in commercial 
than people realize,” Christopher 
BenVau, SVP, Enterprise Solutions, 
ADT, told Security Systems News. 
“Our goal is to double that business 
on the commercial side in the next 
few years.”

ADT’s recent acquisition of Aron-
son Security Group—a leading 
national systems integration com-
pany based in Renton, Wash.—is 
a giant leap toward that goal and 
a significant milestone in the 

By Paul Ragusa

PITTSBURGH—Vector Security 
Networks, a single source provid-
er of managed network services 
and physical security solutions 
to multi-site businesses across 
North America, announced in 
May it is offering VeloCloud SD-
WAN to its customers. Vector 
Security Networks is a division of 
Vector Security Inc., an integra-
tor of physical security solutions 
and managed services for North 
American retailers and multi-site 
businesses.

“Customers deploying SD-
WAN have gained greater control 
with centralized management 
and faster provisioning,” Steven 
White, vice president of business 
development, Vector Security 
Inc., said in the announcement. 
“This offering is a great addi-
tion to our portfolio and reduces 
customer dependency on MPLS 
and other legacy connections 
allowing for lower total cost of 
ownership.”

He noted that VeloCloud 
Cloud-Delivered SD-WAN 
enables enterprises to securely 

optimized access to cloud ser
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Four monitoring companies come together 
to form global company, Netwatch Group 

ADT Owners Club: (Back row, left to right): Joe Nuccio, president, 

Dealer Operations; Robert McDonald, district manager, Vintage; Ken 

Schafenberg, VP, Integration Solutions; Les Paul Vernon, VP, Business 

Development; Phil Aronson, president, Aronson Security Group; 

Bobby Bull, VP, CCI; Dan Rose, VP, Business Processes & Financial 

Analysis. (Front row, left to right): Jim Finley, national account manager, 

Camtronic; Andy Schwartz, VP & GM, Protec; Greg Burns, VP, Gaston 

Security; Christopher BenVau, SVP, Enterprise Solutions; Mark Milam, 

VP, MSE; Jay Linton, VP, Strategic Alliances and Acquisitions; Ron 

Worman, principal, The Sage Group.
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technology and advances 
such as AI, Deep Learn-
ing, 5G and IoT (Internet 
of Things). The combined 
strengths of NMC, CalAt-
lantic, Onwatch Multifire 
and Netwatch—all lead-
ers in their respective 

geographies—means that we can 
immediately deliver industry lead-
ing proprietary technologies in 
proactive visual monitoring to hun-
dreds of thousands of clients who 
rely on us to protect lives, assets and 
business operations.” 

Continued Walsh: “Netwatch 
Group will specialize in provid-
ing risk management, business 
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pany, Netwatch Group, 
following the merger of 
four monitoring compa-
nies with the backing of 
global private equity firm 
The Riverside Company.

The Netwatch Group, 
which includes monitor-which includes monitor-
ing companies NMC, Netwatch 
(Ireland), CalAtlantic (United 
States) and Onwatch Multifire 
(United Kingdom), will focus on 
leading the consolidation of the 
proactive visual monitoring indus-
try while bringing the visual pre-
vention capabilities of Netwatch 
to thousands of NMC end-users 
through its valued dealer partners 
in the U.S. under the NMC brand.

ing some noise in the commer-ing some noise in the commer

support application growth, 
network agility, and simplified 
branch and end-point imple-
mentations while delivering 
optimized access to cloud ser-optimized access to cloud ser-
vices, private data centers and 
enterprise applications. The Vec-
tor Security Networks SD-WAN 
offering from VMware improves 
network availability using mul-
tiple connections, so retailers 
and other multi-site businesses 
will experience improved service 
and application availability due 
to efficient management of data 
and connections.

“We are pleased to collaborate 
with Vector Security Networks,” 

that it has filed for Chapter 
11 bankruptcy in the District 
of Delaware, and agreed to 
have substantially all of the 
company’s assets acquired 
by an affiliate of Turnspire 
Capital Partners, LLC, an 
equity firm that is known as 
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The Trusted Leader in 

Commercial Security

You need a partner you know will support you and serve 

as a reliable supplier of high-quality commercial security 

products. Since 1975, we’ve made it our business to earn that 

trust from professional security companies.

At the core of every DMP relationship is our proven 

commitment to quality and innovation — isn’t it time you 

experienced the DMP diff erence? Give us a call today.

We make your company more valuable.

877.725.1114 • DMP.com

Keep updated on our new products and features: 

@DMPAlarms
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http://www.securitysystemsnews.com


   

LTE is the Future

CHOOSE DMP AND MOVE YOUR

BUSINESS FORWARD 

You need cellular technology that works best for the 

long term — that’s why our LTE strategy relies on Cat-M1 

technology that’s locked in to give you 10 years of 

service. It also provides faster connect speeds and better 

penetration inside buildings.

Longer lasting, better range, plus you’ll save on every module. 

Choose DMP and move your business forward. Learn more: 

DMP.com.

Long lasting. Better range.

We make your company more valuable.

877.725.1114 • DMP.com

Keep updated on our new products and features:
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Up Your Installation Game

Give your technicians smart technology with Automatic 

Panel Programming to cut install times and save you money. 

With complete panel programming, instant access to 

documentation, troubleshooting information, zone statuses, 

Wi-Fi signal strength, cellular-device activation and more, 

technicians will have a dynamic resource on hand for quick 

installations. Go to DMP.com/TechAPP for more information.

We make your company more valuable.

877.725.1114 • DMP.com

Keep updated on our new products and features:

@DMPAlarms
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built-in Wi-Fi and optional cellular communication, you can 
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range in class, built-in Z-Wave Plus®, a feature-rich interactive-

touchscreen keypad, and a fully featured mobile app. Learn 

more at DMP.com/XTLplus.

We make your company more valuable.

877.725.1114 • DMP.com
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future young leaders, who are age 40 or younger.

Nominate a young 
security leader!

For more information and to make a nomination, visit:

www.securitysystemsnews.com/20under40

Deadline:

June 30

https://www.surveymonkey.com/r/ssn20under40


“Today we are creating a global 
leader in proactive monitoring ser-
vices,” Netwatch Group CEO David 
Walsh said in the announcement. 
“There is increased demand for 
visual monitoring from enterprise 

customers, driven by the 
continuing evolution of 
technology and advances 
such as AI, Deep Learn-
ing, 5G and IoT (Internet 
of Things). The combined 
strengths of NMC, CalAt-
lantic, Onwatch Multifire 
and Netwatch—all lead-
ers in their respective 

geographies—means that we can 
immediately deliver industry lead-
ing proprietary technologies in 
proactive visual monitoring to hun-
dreds of thousands of clients who 
rely on us to protect lives, assets and 
business operations.” 

Continued Walsh: “Netwatch 
Group will specialize in provid-
ing risk management, business  
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ADT’s commercial growth  

NMC mega-merger

By Paul Ragusa

LAKE FOREST, Calif.—National 
Monitoring Center, a third party 
monitoring company with moni-
toring centers based here and in 
Irving, Texas, announced in May  
the launch of a new 
global monitoring com-
pany, Netwatch Group, 
following the merger of 
four monitoring compa-
nies with the backing of 
global private equity firm 
The Riverside Company.

The Netwatch Group, 
which includes monitor-
ing companies NMC, Netwatch 
(Ireland), CalAtlantic (United 
States) and Onwatch Multifire 
(United Kingdom), will focus on 
leading the consolidation of the 
proactive visual monitoring indus-
try while bringing the visual pre-
vention capabilities of Netwatch 
to thousands of NMC end-users 
through its valued dealer partners 
in the U.S. under the NMC brand.

By Paul Ragusa

BOCA RATON, Fla.—ADT is mak-
ing some noise in the commer-
cial space, where it is now doing 
approximately a billion dollars in 
business in comparison to the com-
pany’s multi-billion-dollar residen-
tial security business it has become 
synonymous with.

“We are bigger in commercial 
than people realize,” Christopher 
BenVau, SVP, Enterprise Solutions, 
ADT, told Security Systems News. 
“Our goal is to double that business 
on the commercial side in the next 
few years.”

ADT’s recent acquisition of Aron-
son Security Group—a leading 
national systems integration com-
pany based in Renton, Wash.—is 
a giant leap toward that goal and 
a significant milestone in the  

By Paul Ragusa

PITTSBURGH—Vector Security 
Networks, a single source provid-
er of managed network services 
and physical security solutions 
to multi-site businesses across 
North America, announced in 
May it is offering VeloCloud SD-
WAN to its customers. Vector 
Security Networks is a division of 
Vector Security Inc., an integra-
tor of physical security solutions 
and managed services for North 
American retailers and multi-site 
businesses.

“Customers deploying SD-
WAN have gained greater control 
with centralized management 
and faster provisioning,” Steven 
White, vice president of business 
development, Vector Security 
Inc., said in the announcement. 
“This offering is a great addi-
tion to our portfolio and reduces 
customer dependency on MPLS 
and other legacy connections 
allowing for lower total cost of 
ownership.”

He noted that VeloCloud 
Cloud-Delivered SD-WAN 
enables enterprises to securely 
support application growth, 
network agility, and simplified 
branch and end-point imple-
mentations while delivering 
optimized access to cloud ser-
vices, private data centers and 
enterprise applications. The Vec-
tor Security Networks SD-WAN 
offering from VMware improves 
network availability using mul-
tiple connections, so retailers 
and other multi-site businesses 
will experience improved service 
and application availability due 
to efficient management of data 
and connections.

“We are pleased to collaborate 
with Vector Security Networks,” 
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Vision announced in May 
that it has filed for Chapter 
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of Delaware, and agreed to 
have substantially all of the 
company’s assets acquired 
by an affiliate of Turnspire 
Capital Partners, LLC, an 
equity firm that is known as 
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Four monitoring companies come together 
to form global company, Netwatch Group 

ADT Owners Club: (Back row, left to right): Joe Nuccio, president, 

Dealer Operations; Robert McDonald, district manager, Vintage; Ken 

Schafenberg, VP, Integration Solutions; Les Paul Vernon, VP, Business 

Development; Phil Aronson, president, Aronson Security Group; 

Bobby Bull, VP, CCI; Dan Rose, VP, Business Processes & Financial 

Analysis. (Front row, left to right): Jim Finley, national account manager, 

Camtronic; Andy Schwartz, VP & GM, Protec; Greg Burns, VP, Gaston 

Security; Christopher BenVau, SVP, Enterprise Solutions; Mark Milam, 

VP, MSE; Jay Linton, VP, Strategic Alliances and Acquisitions; Ron 

Worman, principal, The Sage Group.
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By Spencer Ives

CLEVELAND, Ohio—The market 
for drones in safety and security 
applications in the U.S. has a bright 
future, according to a report from 
The Freedonia Group, a research 
firm based here. The company pre-
dicts the market to reach a value of 
about $1 billion by 2022.

Freedonia valued the safety and 

security drone market at $145 mil-
lion in 2016 and the firm expects it 
to grow to $250 million, “then we’re 
going to have it more than quadru-
pling from that point into 2022,” 
Jennifer Christ, manager, consumer 
and commercial products group at 
Freedonia Group, told Security Sys-

tems News. Between 2016 and 2019 
Freedonia predicts a CAGR of 19.9 

percent in this market, Christ said. 
Part of the growth anticipation 

stems from expected regulations 
changes around drones, as well as 
innovations that improve drone 
technology. “As the industry starts 
to grow, there’s going to be more 
lobbying and more requests to 
have a more consistent regulatory 
framework across the country so 

that people know what to expect 
and they know what they can work 
with,” Christ said. 

The report was titled “Safety 
& Security Drones in the US by 
Equipment, Software and Servic-
es.”

“We started out by trying to fig-
ure out: Where are [drones] being 
used? Where might they be used? 

What are the opportunities? How 
many different ways can we think 
of that people are either using now 
or could be using it, based on the 
capabilities of these pieces of equip-
ment?” Christ said.

Christ added that Freedonia 
also examined: “How can a secu-
rity company or safety application 
maximize their workers’ capabili-
ties? How can they make workers 
safer and more efficient? How can 
they get more out of less?” 

Seeking to get more out of less 
“has been the dynamic overall 
between security services and 
security electronics anyway—this 
is just the extension of that idea,” 
Christ said.

Freedonia looked at a broad 
view of current drone applica-
tions, according to Christ, includ-
ing firefighting, safety inspections, 
3-D modeling, border patrol and 
weather and climate analysis. 

Emerging applications for 
drones include perimeter moni-
toring, search and rescue, watch-
ing livestock, and general security 
surveillance, she added. “Some are 
starting to use [drones for perim-
eter monitoring] but it’s still very 
much an emerging area,” Christ 
said. “We’re getting to some of the 
more conventional security appli-
cations where you think of it as like 
a mobile camera.”

The report looked at three dif-
ferent areas of the market: equip-
ment—the drone itself, separately 
sold software, and services—
including drone operators, training 
and consulting.

High cost was identified as a 
potential inhibitor to the market. 
Though, cost for drones will come 
down, as companies begin produc-
ing more drones and different com-
panies in the space start to compete 
on price, Christ said. 

For other growth factors, Christ 
pointed to the development of 
drones that are easier to operate, 
with longer ranges and flight times 
and increased capabilities, as well 
as an “ongoing desire to reduce 
safety and security labor costs, 
improve worker safety.”

Christ expects drone software to 
be continuously evolving. “Users 
aren’t going to want to go out and 
buy a whole new drone for every 
new generation of capabilities. 
In a lot of ways, manufacturers 
are expected to be able to offer 
upgrades to equipment largely 
through software upgrades.”

Among services, Freedonia sees 
consultants as important in the 
early steps of raising awareness and 
seeing where drones might fit into 
an application. The firm also recog-
nizes the need for training services 
as demand for drone operators 
rises. Christ sees “drone leasing 
and temporary contracting with 
a licensed operator” to be another 
option for potential users. SSN

Freedonia sees positive future for US safety and security drones
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Children and families in crisis across the USA need 

our help – and yours. And as a 501(c)(3) organization, 

Mission 500 now has even greater flexibility to work 

with local charities to better support existing and 

new sponsors and volunteers. But even with over 

1100 children sponsored and many acts of charity 

performed to date, there’s still a great deal of work 

to be done.

Get involved today! Visit mission500.org  
for more information.

Supporting Families Across America

NEWS

By Spencer Ives

YARMOUTH, Maine—Security 
companies continually watch the 
landscape of industry events grow 
and change, and need to budget 
their time and resources according-
ly. Security Systems News asked its 
readers about the number of shows 
they attend and if that has increased 
or decreased in recent years.

“We attend based on what we 
think we can get out of it from 
attending both through the educa-
tion, networking, product stand-
points. We have scaled back as we 
aren’t looking to change product 
offerings so we don’t attend the big 
ones as it is a bit overwhelming,” 
said one reader. 

Twenty-four percent of poll 
respondents said that their compa-
ny attends as many industry events 
as they can each year; six or more. 

“As a manufacturer, we were 
attending [about] 52 events 
a year globally, ranging from 
pure industry events, to those  

News Poll: SSN readers 
share how they pick events

sponsored by technology partners 
(ex: Axis, Milestone), as well as 
many vertically focused ones. We 
have recently tried to focus on a few 
of the larger events, coupled with 
very specific vertical ones and part-
ner ones where we have the oppor-
tunity to educate vs. just display,” 
one respondent wrote. 

Another reader pointed to their 
biggest priorities, “ISC West, ISC 
East, ASIS.” Similarly, 38 percent 
of respondents said there are a few 
big or relevant events for their com-
pany, between three and five each 
year.

An additional 38 percent said 
that they only attend one or two 
key events each year.

Education is the biggest draw 
for 12 percent of respondents. 
“Personally, I attend for education 
sessions. However, the company’s 
primary purpose for most events 
is networking and leads creation,” 
one person said.

For the largest share of  

respondents—62 percent—net-
working or the attendee base is 
the biggest draw to attend a show. 
“Value of education sessions varies 
widely. Networking is always the 
big draw for us,” one reader said.

Twenty-six percent said that they 
are most drawn to events with nota-
ble exhibits or new technologies. 

Most respondents—65 per-
cent—wrote that the number of 
events their company attends has 
remained consistent in recent years. 

Twenty-one percent said they 
have been attending fewer events 
each year. “Budget constraints have 
forced us to attend fewer events, 
primarily at the state level,” said 
another respondent. 

Fifteen percent of news poll 
respondents said their company 
has been attending more indus-
try events in recent years. “We’ve 
recently gotten more involved and 
made new partnerships that require 
our presence there,” one reader 
said. SSN

How many events does 

your company attend 

each year?

What draws your 

company to attend a 

show?

How has your event 

attendance changed in 

recent years?

News Poll based on answers provided by respondents in April and May.

Due to rounding, figures may not add up to 100 percent.

Amanda Cullen talks about home security

A
manda Cullen, director 
of sales, for ABF Securi-
ty, based out of Fenton, 

Mo., started with the company 
six years ago. She oversees the 
residential and new construc-
tion divisions at ABF. In mid-
May, Cullen talked with Secu-

rity Systems News about her 
home security system.

What kind of security system do 

you have? 

ABF offers multiple panels 
depending on the customer’s 
needs. In my personal home I 
have an all-in-one panel/key-
pad [from Interlogix], because 
I bought an existing home and a wireless option was the best fit. … 
Also, I use it to make my home a connected home. So, I have my 
front video doorbell camera, my indoor two-way talk camera, locks, 
thermostats, garage door control, lighting control, and then I also 
have a CCTV camera system with an NVR that allows me to view 
my cameras remotely.

Why this particular setup? 

The home that I purchased had a completely finished lower level, 
so using wireless technology was the best solution for the security 
system and the integrated smart home devices. The camera system 
we were able to wire, which again was the best solution for my needs. 

What is one aspect of your security system that you wouldn’t want to 

live without? 

My system being actively monitored for security and fire protection is 
number one for me. My family’s safety is the most important thing to 
me. Second to that would be my ABF app that allows me to remotely 
control my system. Having that flexibility is important in my busy 
household. 

Where do you see security going next? What are some big trends? 

Security and smart home technology is only getting better. The more 
connected devices that become available will only allow each home-
owner the peace of mind and a simple way of controlling these devices. 
Some trends that we see currently are: smart video doorbells, integrat-
ed water shut off valves, and secured whole-home Wi-Fi. I think [in] 
the future, we’ll expand on being able to control even more every day 
devices through our app, as well as having secure voice commands. 
It’s an amazing time to be in the security industry!

                          —Spencer Ives

How I Use My systeM

Cullen has a panel from Interlogix.
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The new iotega Wireless Security & Home Automation solution. iotega can be summed  up 

in three words: Secure, Simple and Scalable. 

Secure. Fully encrypted and wireless security backed by PowerG technology.

Simple. Easy installation and ability to manage systems remotely.

Scalable. Start with basic security to a fully secured smart solution with the ability to connect 

to home automation devices.

All the home security  

and automation you need,

under one roof.

Visit DSC.com/iotega to learn more. 

David M. Mitchell 
Principal security consultant, 

Mitchell Technical 

Consultants LLC

Phoenix 

Specifically Speaking
site surveys, safety and risk vul-
nerability assessments, technical 
evaluations for design improve-
ments of physical security infra-
structure, building technology sys-
tems design, product specification, 
engineering support and technical 
training.

MTC designs building maps in 
AutoCAD, Visio, and Genetec Plan 
Manager, crafting electronic floor 
plans to display a visual represen-
tation of smart building system 
objects.  We use WELS4 design 
software to configure equipment 
layouts, creating construction 
drawings for security control con-
soles, secure room layouts, and 
global security operation centers.

We apply NFPA National Elec-
trical Code design standards, ASIS 
International (POA) Protection of 
Assets physical security principles, 
BICSI Electronic Safety & Security 
Design Reference Manual, NIBS 
Whole Building Design Guide, 
and Cisco IP Video Surveillance 
Design Guide to achieve business 
goals and objectives.

In addition to plan and specifica-
tion construction document cre-
ation, we implement a value-added 
service where we review concep-
tual plans and specifications to 
determine appropriate product 
selection and provide technical 
project support. 

What vertical markets does the 

company specialize in? Any inter-

esting projects that you can men-

tion?

We service clients with proper-
ties throughout the continental 
U.S., and our design experience 
covers the following market sec-
tors: commercial, government, 
financial, education, healthcare, 
luxury condo complex and super-
regional shopping malls.

An ongoing project of inter-
est is our design of Global Secu-
rity Operations Centers for a Real 
Estate Investment Trust with own-
ership of over 50 properties located 
across the country.  

The scope of the project includes 
the design and specification of 
security systems to command, 
control, monitor and communicate 
with the properties from central-
ized management locations, while 
utilizing an enterprise physical 
security infrastructure integrated 
with access control, video manage-
ment mapping software and com-
munication system technologies.

How did you get started in secu-

rity and designing/specifying?

I began my career as a security 
and fire service technician, devel-
oped a commercial/ industrial 
electrical, security and fire alarm 
contracting business in the Chi-
cago area executing design build 
projects. I went on to perform 

What’s your title and role at the 

company?

I am the principal security 
consultant for Mitchell Techni-
cal Consultants, LLC.  I negoti-
ate new business opportunities, 
secure client contracts, perform 
physical security site surveys, 
technical analysis, design an array 
of technology systems and specify 
products. 

What kinds of systems do you 

design/specify and what services 

does the company provide?

Mitchell Technical Consultants 
designs and specifies electronic 
systems utilizing smart building 
technologies including IP cam-
eras, video management software, 
electronic access control, intrusion 
detection systems, network infra-
structure, Wi-Fi, digital signage, 
VoIP telephones, building auto-
mation, and fire detection systems.

We provide a range of services, 
which comprises physical security 

 SpEakiNg see page 10
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“Cloud+ is the best conference I have ever been to and 
provided tremendous value for our company.”

- Rob Lydic, Global VP of Sales, ISONAS

“We’ve implemented changes based on what we learned 
at Cloud+, changes that are helping our integrator partners 
add cloud to their business so they can benefi t from a 
recurring monthly revenue model.”

- Laura O’Sullivan, Head of Marketing, Manything...

By Spencer Ives

YARMOUTH, Maine—Secu-
rity Systems News is excited to 
announce the opening of this 
year’s “20 under 40” nominations, 
a distinction for up-and-coming 
young professionals that are really 
making a name for themselves in 
the security industry.

“The Security Systems News ‘20 
Under 40’ awards, now in their 
12th year, allow us to recognize 
the next generation of security 
industry leaders in both the inte-
grator and end user communities,” 
said Paul Ragusa, SSN’s editor. “We 
here at SSN feel is vitally impor-
tant to shine a light on the best 
and brightest young profession-
als helping to shape the industry 
today and blazing a new path for-
ward. The future of the security 
industry is in their hands.”

Each year we select two classes 
of “20 under 40” award winners, 
one class for integrators and one 
for end users. Each class recogniz-
es 20 security professionals under 
the age of 40; each nominee must 
be born in 1978 or later. 

The integrator class encompass-
es employees from alarm dealers, 
integrators and monitoring com-
panies, while the end user class 
recognizes security directors and 
similar professionals. People from 
manufacturing companies and 
consultants are not eligible.

Our 2017 integrator class fea-
tured individuals from ADT, Rapid 
Response Monitoring, MONI 
Smart Security, and Securitas ES, 
among others. The 2017 end user 
class honored employees from Ver-
izon, U.S. Bank Stadium, MAPFRE 
Insurance and Square Inc.

To nominate a colleague, indus-
try contact or yourself, please visit 
https://www.surveymonkey.com/r/
ssn20under40. 

The 2018 winners of “20 under 
40” awards will be honored at a 
special reception at SSN’s next 
TechSec Solutions conference, to 
be held in 2019 in Delray Beach, 
Fla.

If you have any questions, 
please contact SSN’s editor Paul 
Ragusa at PRagusa@SecuritySys-
temsNews.com. SSN

SSN opens nominations  
for “20 under 40” awards

ESX closing panel to 
tackle school safety
By SSN Staff

NASHVILLE, Tenn.—ESX 
will focus its final Main Stage 
session on enhancing school 
security during the Closing 
Keynote Luncheon, starting 
at 12:15 p.m. on Friday, June 
22. A mixed panel comprised 
of industry representatives will 
address the recurrence of vio-
lence in U.S. schools, and ways 
to make learning environments 
safer for children.

The three panelists are all 
passionate about improving 
school safety and security, 
and each member was chosen 
for their unique perspective. 
Together, they will convey 
the possibility for change, in 
response to what seems to be a 
growing threat to public safety.

Ryan Petty, an experienced 
telecom and technology pro-
fessional, lost his daughter, 
Alaina, in the February shoot-
ing at Marjory Stoneman 
Douglas High School in Park-
land, Fla. He is an advocate 

for improving school safety 
through community action and 
public policy.

Guy Grace is an end user, 
serving as director of Security 
and Emergency Planning for 
Littleton Public Schools.

Brian Thomas serves as pres-
ident and CEO of A3 Commu-
nications, and has extensive 
experience installing security 
systems for various school dis-
tricts.

“This topic is complex and 
emotional, and a strong com-
munity is required to raise the 
level of awareness and security 
in our schools, so all children 
can be safe and secure while 
they learn,” George De Marco, 
ESX chairman, said in the 
announcement.

This diverse panel will dis-
cuss practical ways integrators 
can strategize with schools and 
universities to take a multifac-
eted approach to ensure safety 
and peace of mind for children, 
educators and parents. SSN

design and consulting work 
for system integrators; Tyco 
SimplexGrinnell, Johnson 
Controls, United Technolo-
gies and Kratos Public Safety 
and Security.  

I held electrical, fire and 
security contractor’s licens-
es in Illinois, was a State of 
Texas fire alarm planning 
superintendent, a State of Ari-
zona responsible party, past 
executive officer of the Auto-
matic Fire Alarm Association 
(Arizona Chapter), American 
Society of Certified Engineer-
ing Technicians (Phoenix 
Chapter), and ASIS Interna-
tional (Arizona Chapter). I 
have designed and managed 
commercial systems projects 
since 1986.

Safety and security cours-
es and certifications were 
achieved throughout my 
career. My current certifica-
tions and recent industry train-
ings are the National Institute 
for Certification in Engineer-
ing Technologies - Level IV, 
Axis Certified Professional, 
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Keynote speakers announced for Cyber:Secured Forum
By SSN Staff

DENVER—The Security Industry 
Association, PSA Security Net-
work and ISC Security Events have 
announced the keynote speakers 
for the upcoming Cyber:Secured 
Forum—an event centered on how 
to improve and maintain the cyber-
security of integrated solutions and 
physical security systems. 

At this inaugural event held here 
June 4–6, U.S. Attorney for Colora-
do Bob Troyer and Judy Smith, chief 
of the Colorado U.S. Attorney’s 
Office’s Cybercrime and National 
Security Section, will discuss the 
cyber-threat landscape both nation-
ally and locally, including lesser-
known cyber threats that impact 
our daily routines. They will also 
share the motivation behind the 
creation of the office’s Cybercrime 
and National Security Section and 
provide insight into how the office 
can assist private and government 
partners.

“Integrators who are going to be 
deploying products onto an end 
user’s network have a responsibil-
ity to be literate when it comes to 
cybersecurity,” Bill Bozeman, presi-
dent and CEO of PSA Security Net-
work, said in the announcement. 
“Cybersecurity challenges are not 
going away, and while they certainly 
present a liability, they also present 
opportunities for integrators who 
choose to be progressive and find 

new ways to support end users in 
the ongoing race to stay in front of 
cyber issues.”

Cyber:Secured Forum, hosted by 
PSA Security Network, ISC Secu-
rity Events and SIA, will explore 
the ramifications of cybercrime, 
the strategies for cyber hardening 
and new technologies and tools 
designed to improve the security of 

solutions and systems and provide 
a framework for developing new 
business opportunities.

“Cyber:Secured Forum is about 
practical advice that manufacturers, 
integrators and the security practi-
tioner community can take back to 
their businesses and put into action 
right away,” SIA CEO Don Erickson 
said in a prepared statement.

The event will also highlight 
cyber-hardening of integrated 
security systems, how to improve a 
firm’s cyber posture, new cyberse-
curity tools and resources for inte-
grators and the business of cyber 
from liabilities to opportunities.

“It’s going to be different from 
a lot of other cybersecurity events 
because a lot of the cyber events in 

the industry are focused more on 
cyber in a silo,” Will Wise, group 
vice president of the ISC Security 
Events, said in the announcement. 
“What we’re really embracing here 
and uniquely bringing together 
through our partnership is the 
mixture of the physical security, 
IoT, integrators and manufacturers 
together with IT and cyber.” SSN

Genetec Security Center Sys-
tem Design Training, and the 
International Association of 
Professional Security Consul-
tants - IAPSC Successful Secu-
rity Consulting Course.

What is your view on the 

industry moving forward?

The unfortunate reality is 
that global and local events 
dictate the increasing need 
for the products and services 
that our industry specializes 
in; however, I find the physi-
cal security and fire systems 
industry to be a dynamic and 
energizing space to work and 
provide professional services.  

The influence of the Inter-
net of Things on the security 
industry opens up many new 
possibilities. The convergence 
of physical security systems 
and IoT provides enhanced 
security benefits to end users. 
Manufacturers are developing 
forward-looking solutions to 
integrate, communicate and 
secure IoT devices. 

—Paul Ragusa
Specifically Speaking features 

Q-and-A with a different security 

consultant every month. Consul-

tants are provided to Security Sys-

tems News by SecuritySpecifiers.
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to be on a meteoric rise. 
In 2017 alone, the annual cost of 

cybercrime hit $600 billion world-
wide, fueled by the growing sophis-
tication of hackers, the prolifera-
tion of criminal marketplaces and 
cryptocurrencies and an expanded 
attack surface, according to a report 
produced by security firm McAfee 
in conjunction with the Center for 

By Spincer Koh

A
CCordIng to IHS fore-
casts, the Iot market will 
grow to an installed base of 

75.4 billion by 2025, with analysts 
predicting security and industrial 
asset management among the big-
gest drivers. In fact, asset protection 
is of increasing global importance, 
especially as cybercrime continues 

The age of security convergence complex as ever-larger quantities 
of video and Iot sensor-
related data need to be 
processed, analyzed and 
managed in context to 
digital forensic evidence. 

As a result, physical 
security technology is 
becoming an increasing-
ly important tool in the 
fight against cybercrime 
and is expected to exceed $100 bil-
lion by 2019, which is more than 

Strategic and International Studies. 
Cybersecurity has often been 

focused on conventional threats, 
but new Advanced Persistent 
threats and malware attacks are 
becoming unconventional, taking 
advantage of every new attack sur-
face such as in the physical domain. 
As a result, monitoring this envi-
ronment is becoming increasingly 

double today’s market value. As the 
physical world becomes 
increasingly connected, 
closer attention needs 
to be paid to cyber and 
physical security risks to 
evaluate businesses’ as 
well as our critical infra-
structure’s readiness for a 
cyber or physical attack.

organizations do not 
need to recreate the wheel, however. 
network and physical security can 
fight cybercrime, but there must be 
greater convergence among existing 
security approaches. Furthermore, 
there must be greater collaboration 
across private and government 
databases—tapping multiple data 
streams from mobile, CCtV, IP and 
geo location information.

Until now, it has been difficult to 
incorporate security camera data 
with It data to garner a full pic-
ture of cybercrime activity. given 
the plethora of devices used in 
Iot, extracting data efficiently and 
evaluating to make real-time deci-
sions based on actionable data, is 
incredibly challenging. Structured 
data, such as gPS coordinates and 
motion detection, are easily orga-
nized and acted upon by comput-
ers. However, unstructured data, 
such as video and images, is not so 
easily classified or understood. 

With the advent of advanced 
video analytics and Iot we will soon 
witness a new wave of security. By 
leveraging high-performance video 
analytics, business intelligence, AI 
facial recognition and machine 
learning, we will be able to make 
sense of unstructured data and 
transmitting, along with the time 
of collection to form an event and 
drive actionable insights. In doing 
so, we will be able to facilitate real-
time responses to events from Iot
devices and CCtV equipment that 
will enable us to notify authori-
ties of suspicious network and 
packet activities or give businesses 
the power to detect a new copier 
repair guy has turned up at times 
well outside the usual schedule, for 
instance. 

And thanks to the growing con-
vergence of Iot and advancing tech-
nologies, we are now better able to 
intelligently analyze petabytes of 
structured and unstructured data, 
helping organizations not only pre-
dict suspicious activities before they 
occur, but help crack down on local 
and cross-border cybercrimes. 

Moving ahead, the easier data is 
to access and analyze, whether this 
is structured or unstructured, the 
quicker suspicious activity can be 
flagged, and nefarious activity can 
be stopped before it occurs. Con-
vergent security is the future and it 
shows great promise, serving as a 
shield and sword in battle against 
cyber and physical crime. 

Dr. Spincer Koh is the CEO and 
co-founder of Gorilla Technology, a 
provider of video intelligence and IoT 
big data solutions.

Spincer Koh
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stored, protected, mined and leveraged in 
the cloud for better security and better 
RMR for integrators and ROI for the end 
user.

We also have an exciting panel that will 
feature only consultants and specifi ers, so 
we can get their perspective on what they 
are seeing and hearing from their clients.

Plus, we will be looking again this year 
at how integrators are overcoming chal-
lenges of selling cloud solutions. And 
we will be looking at this from both the 
integrator’s perspective and the supplier’s 
perspective in dual sessions tentatively 
titled, “How Cloud Can Help Integrators.” 

Plus, we have some incredible individ-
ual presentations and keynotes planned 
from leading SMEs and innovative think-
ers working in security today. And, as 
always, some great networking events. 
Stay tuned for more!

W
e here at Security Systems News are 
excited to announce the dates and 
location for Cloud+ 2018, which 

will be held in beautiful Delray Beach, 
Fla., on September 5-6.

The conference will take place at the 
Delray Beach Marriott—
an intimate, Mediterra-
nean-style hotel located 
on the Gold Coast at the 
corner of A1A - Ocean 
Boulevard and famed 
Atlantic Avenue, located 
directly across the street 
from the beach. This is 
also the same location 

where we host our TechSec Solutions 
conference each year in February.

By the time you are reading this, the 
SSN team will be putting the fi nal touches 
on the Cloud+ education program, with 

the offi cial announcement planned for the 
fi rst week of June.

Last year’s Cloud+ education program 
received high marks from attendees, and 
we are hard at work putting together 
another top-notch program that makes 
Cloud+ the education destination for 
those who are pioneering within the cloud 
community.

This year we will be looking at how 
cloud enables new technology, how it 
provides many opportunities for integra-
tors, consultants and specifi ers, while giv-
ing the end user the potential for ROI, 
BI, operational effi ciencies, and a more 
preventive and predictive security posture 
that addresses cybersecurity concerns as 
well. 

One session, “Can Cloud Solve the Data 
Problem?” will look at how all of the data 
being produced today, including video, is 

Paul Ragusa
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Industry mourns the 
passing of Choice 
Security’s Jim Durkin
LANCASTER, Pa.—Choice Security 

announced the unexpected passing of 

company founder and CEO James J. 

Durkin. He was 65.

Founding owner Ray Bear, who will 

be assuming the role of CEO, said, “Jim 

Durkin was a long term friend as well as 

a business partner. All of us in the Choice 

Security family mourn his passing. He will 

be greatly missed. We are committed to 

continuing to provide the same quality of 

service to our customers that Jim insisted 

upon. All the employees of Choice have 

committed to continuing the legacy that 

Jim started.”

Durkin was born to John Vincent Sr. 

and Mary Catherine McAllister Durkin in 

Jersey City, N.J., on June 27, 1952. He 

was raised on Long Island, N.Y., and 

attended Mineola High School.

He was commissioned to the U.S. 

Army Signal Corps upon graduation from 

Gannon College in 1974 and was honor-

ably discharged after proudly achieving 

the rank of Captain.

He was a member of the Rotary Club 

of Lancaster and treasurer of the Notre 

Dame Club of Harrisburg.

Durkin loved vacationing in Florida, 

the University of Notre Dame, coaching 

lacrosse, golf, and above all—his family.

He was the beloved husband of Mary 

Rose, father of Caihlin, her husband 

Jacob, James Joseph III, future grand-

father of Joshua James, brother of John 

Vincent Jr., his wife JoAnn, Kathleen 

McGarvey, and her husband William.

In lieu of flowers, contributions may be 

made to the Brain & Behavior Research 

Foundation (a cause close to his heart): 

90 Park Avenue, 16th Floor, New York, 

N.Y. 10016.

IHS releases Global Smart 
Buildings Products study 
WESTMINSTER, Colo.—Global Smart 

Buildings Products were worth $12.5 

Billion in 2017 and are forecasted to reach 

more than $20.8 billion globally in 2022, 

according to new a research study from 

IHS Markit. 

This report provides extensive and 

comprehensive analysis of the market for 

building management system (BMS) plat-

forms, as well as the equipment connect-

ed through these platforms, with detailed 

market sizing and forecasts. 

The report also tracks manufacturer 

revenues and unit shipments of four 

product types and 14 equipment types 

across four global regions (North America, 

Western Europe, Asia Pacific and Rest of 

World) and six end-user industries. 

Convergint acquires in France

Fire Monitoring of 
Canada purchases

By Paul Ragusa

S C H A U M B U R G ,  I l l . —
Convergint Technologies, a 
global systems integration 
company based here, in May 
announced the acquisition of 
Paris-based systems integrator 
Astrec Security.

“In terms of coming to 
France, what we have looked 
at is where our key custom-
ers are at, and we have a 
number of these key custom-
ers, particularly the multi-
nationals, which have facili-
ties in France,” Dan Moceri, 
Convergint’s co-founder and 
CEO, told Security Systems 
News. “So we have been look-
ing to do something here for 
quite awhile, and we finally 
found the right company that 
fits our criteria.”

Moceri said he is “very 
excited” to bring Astrec into 

Vector offers cloud

By Spencer Ives

ST. CATHARINES, Ontario—
Fire Monitoring of Canada, 
a full-service company based 
here, recently announced that 
it purchased Bulldog Fire and 
Security, based out of Kitchener, 
Ontario.

“The majority of what we do 
is in the com-
mercial space. 
… W h e n  w e 
look for acqui-
sitions, we look 
for something 
that f i ts  the 
model of what we do in terms of 
our customer base and culture 
and synergies,” FMC vice presi-
dent Kevin Allison told Security 
Systems News, adding that 
Bulldog fit all of those criteria. 
“We’re excited to work with all 
of the people at Bulldog.”

FMC acquired the accounts 
of Bulldog, and will continue 
to operate the company’s loca-
tion in Kitchener. FMC also 
will bring on all of Bulldog’s 
staff—totaling more than 20 
employees. “All of that stuff 
that made the business suc-
cessful we wanted to keep on, 

because Bulldog was and will 
continue to be a successful 
business, operating as a division 
of FMC,” Allison said.

FMC operates a ULC-listed 
and TMA Five Diamond moni-
toring center and has more 
than 35 employees total. FMC, 
based here, monitors through-

out Canada, 
and this pur-
chase deep-
ens the com-
pany’s market 
penetration 
in Southwest 

Ontario.
The acquisition allows FMC 

to offer more in terms of large 
commercial projects and cam-
era integrations, leveraging 
Bulldog’s experience in that 
area, Allison said. “Bringing 
in that kind of expertise just 
adds another layer to what 
we can provide the customer. 
With all of that, providing our 
own monitoring, providing the 
ability to do fire alarm work 
and fire alarm inspections, we 
can kind of offer the whole 
package … for total building 
security.” SSN

the Convergint Nation, noting 
that the company’s suburban 
Paris location and service 
experience will serve complex 
global customers that are fac-
ing sophisticated integration 
needs on an enterprise level.

“As we have always 
said, it is fairly easy 
to go anywhere in 
the world and install 
a particular project 
but service is a local 
issue,  so we wil l 
continue to expand 
where our custom-
ers are going,” he 
explained, noting that Astrec 
has been a quality service 
partner for Convergint inter-
nationally for many years. 
Founded in 2003, Astrec offers 
security solutions to custom-
ers throughout Europe, with 
a focus in access control and 

Michael Wood, senior director 
of marketing at VMware, said 
in the press release. “With its 
expertise in managed network 
services and physical secu-
rity deployment and manage-
ment, Vector Security Network 
enables organizations to rapidly 
deploy and manage VeloCloud 
Cloud-Delivered SD-WAN 
services.”

White pointed out that 
Vector Security Networks sup-
ports multiple technologies and 
utilizes a consultative approach 
to ensure the most effective 
solution is used for customer 
networks.

“Our decision was driven 
both by client interest and 
our experience with cloud-
managed infrastructure, which 
we have provided for some 
time,” White told Security 
Systems News. “Beyond com-
mon benefits such as simpli-
fied administration and ease 
of deployment, SD-WAN is 
greatly enhanced by the cloud. 
For example, the VeloCloud 
service and on-site technology 
work together to effectively 
prioritize network traffic over 
multiple broadband connec-

tions, providing excellent quali-
ty of service for business critical 
applications. Cloud-to-cloud 
connections also allow more 
efficient connectivity between 
our customer’s locations and 
the services they use every 
day, rather than routing this 
traffic through their corporate 
data center.”

White told SSN that the 
company is seeing strong inter-
est from companies looking 
to upgrade or migrate away 
from expensive, aging net-
works. “They want to increase 
bandwidth to support cus-
tomer Wi-Fi, M2M, cloud 
applications, and many other 
initiatives, and they want to 
accomplish this using afford-
able broadband. SD-WAN pro-
vides a path that addresses the 
most common requirements 
around reliability, security, and 
scalability,” he explained. “As 
we move forward, we expect to 
see greater adoption of network 
segmentation and monitor-
ing to address cyber threats, 
along with extensive use of 
cellular connections such as 
4G/LTE, and eventually 5G, 
for even more robust network 
resiliency.” SSN

Convergint team, we realized 
what a unique opportunity it 
would be to join with such 
a like-minded company as 
Convergint. Both of our orga-
nizations are deeply commit-
ted to the values we believe 
in, especially service.”

Moving forward, Moceri 
said that Convergint continues 
to rapidly expand its global 
footprint through both organic 
and acquisitive growth. This 
deal marks the company’s 
ninth acquisition since early 
2017, and Moceri said that 
there are “plenty of opportuni-
ties” to expand the company’s 
presence in Europe and glob-
ally.

“We will continue the strat-
egy that has gotten us to today, 
which is all based on being 
able to service our customers 
on a local basis,” he said. SSN 

video surveillance.
Moceri said Convergint and 

Astrec share a company cul-
ture that is centered around 
a dedication to customer ser-
vice, and the joint organization 
provides a diverse range of ser-

vice-based solutions 
supported by a highly 
experienced world-
w i d e  w o r k f o rc e . 
And as with other 
Convergint acquisi-
tions, everyone from 
Astrec will be joining 
the Convergint team, 
he noted.

“Our team is thrilled to be 
joining with a company rec-
ognized around the world as 
a leader in our market,” Odile 
Tanfin, director of administra-
tion for Astrec Security, said 
in the announcement. “In 
our conversations with the 

Continued from page 1

Dan Moceri

“The majority of 

what we do is in the 

commercial space.”
—Kevin Allison, FMC
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Beyond security, Hikvision solutions provide 

important data and business intelligence for 

end users, which can enable greater commercial 

success and more efficient operations.

IT’S MORE THAN A 
UNIVERSITY,

IT’S A MINIATURE 

SAFE CITY CENTER.

ADT’s commercial growth
company’s strategy to grow its 
commercial business by acquiring 
commercial system integration talent 
across the U.S.

“The deal with ASG, which was 
the biggest deal so far, was one that 
many people did not see coming—
ASG teaming with a big national like 
ADT?” said BenVau. “But I think this 
really shows how committed we are 
here, as we were at Protection 1, to 
build our commercial brand and 
reputation. We are really striving to 
bring back that full-service security 
company.”

Phil Aronson, president, Aronson 
Security Group, told SSN, “What we 
heard from ADT was a great story of 
growth and their vision of growing 
the commercial business. We have 
the opportunity to build a highly 
differentiated, unique and valuable 
security risk management services 
category and business. When all 
the pieces come together—strate-
gic risk management, integration 
services and infrastructure services 
leveraging ADT’s NOC and SOC—
the industry will have a holistic 
approach to the problems that risk, 
resilience and security leaders will 
be facing now and in the future.”

BenVau pointed out that acquiring 
a systems integrator of ASG’s caliber 
bolsters ADT’s already strong stable 
of commercial integration compa-
nies that it has acquired since 2012 
when it began its strategy to grow 
its commercial business under Tim 
Whall’s leadership.

“Phil’s vision, one that he has had 
for over a decade, is to change this 
industry, and he built this model of 
risk management that is different 
and that is what we found intrigu-
ing,” BenVau explained. “We already 
have had discussions with Phil and 
our entire national accounts leader-
ship team looking at how we can 
take what ASG is doing and use that 
to grow our commercial business 
nationally.”

Growing through acquisition
As evidenced by the ASG deal, 

ADT is not looking to gobble up 
top-flight commercial integration 
companies and divest them of what 
got them there in the first place.

“It really is a different strategy,” 
said BenVau. “A lot of times when 
companies are acquiring, they are 
looking to fold that business into 
their model, but that is not our play 
at all. We have found management 
teams that are the best of breed at 
what they do, and we have taken 
their approach and done a reverse 
integration, taking that business 
process and bringing that to ADT. 
That is the difference.”

Jay Linton, VP of Strategic 
Alliances and Acquisitions for ADT, 
provides perspective, as his compa-
ny, Camtronic Security Integration, 
was the first acquisition on the com-

mercial side back in 2012.
“It has been a good fit for us,” 

Linton told SSN. “We were a niche 
player, a small company, a $10 mil-
lion company; this year, six years 
into it, we have done just shy of $40 
million, so we have had exponential 
growth over the last six years. And 
with RMR, we were doing zero RMR 

back in 2012 and this year we did 
$200,000 in RMR. That is business 
that I would never have had the 
opportunity to get before.”

Linton now helps with M&A for 
ADT because he has “been on that 
side of the table and can tell them 
all of the good and the bad, and they 
can see that six years later I am still 

here and guys from my leadership 
team are still here generating four 
times the revenue we used to,” said 
Linton. “And all of our employees 
are still with us to this day, and 
some have gone on to leadership 
roles here.”

ADT’s VP of Integration Solutions, 
Ken Schafenberg, whose company 
Integration Logistics was the second 
commercial company acquired back 
in 2012, said that ADT gave him the 
backing and resources to be able to 

handle all of the needs of the big 
national accounts he could only 
partially provide service for before 
the buy.

“We were experiencing double-
digit growth but we were starting 
to outstrip our resources as we were 
growing,” said Schafenberg, who 
noted that a major factor in selling 
was the match he saw culturally. 
“We came on board and became 
the foundation of what is now the 

Continued from page 1

ADT see page 34
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COPS Staffing is Distributed
Across Our 6 Nationwide Locations

Reliable Monitoring Depends on Technology People

copsmonitoring.com

No other wholesale monitoring company matches this level of redundancy for its Alarm Dealers.

Discover why thousands of Dealers trust COPS to help safeguard millions of their 
customers representing more than $1 billion in annual retail revenues.

Leading the industry – Yesterday. Today. Tomorrow.

Advanced Technology
Multiple layers of advanced technology, 24/7 connectivity and real-time 

load balancing between our 6 geo-diverse UL listed central stations help us 

deliver some of the fastest and most reliable response times in the industry. 

Distributed Staffing
It’s simple math:  a monitoring company can’t effectively handle 100% of 
your alarm traffic when a site or service outage disrupts 50% of its staff.

COPS takes disaster preparedness to the next level by ensuring an average of 

only 16.7% of our total staffing may be affected at any one location.

Plus, we have the unique ability to increase staff at 5 other locations to help compensate.

NORTH AMERICA’S LARGEST NETWORK 

OF WHOLESALE MONITORING STATIONS

CA: ACO6132 • DE: 05-85 • FL: EF20000481 • IL: 127-001299 • MD: 107-840 • TN: 632/1626 • TX Burg: B11561/17961 • TX Fire: ACR-2215 • VA: 11-1941

Providing nationwide professional monitoring and dealer services from

New Jersey | Florida | Arizona | Tennessee | Texas | Maryland
800.367.2677 | Fax: 856.629.4043 | info@copsmonitoring.com | copsmonitoring.com

How to find and win new accounts
By Chris Peterson 

F
or a million valid reasons that 
are beyond the scope of this col-
umn, commercial security has 

evolved into an industry of account 
management. We do an amazing job 
of taking care of our current custom-
ers. In fact, I feel comfortable stating 
that we’ve never 
been so effec-
tive at servicing 
our customers. 
However, we’re 
not very strong 
at growing mar-
ket share and 
winning new 
accounts. This 
type of behavior by the sales team 
doesn’t appear to be a bad thing 
when the economy is expanding, 
like right now. However, relying 
solely on account management 
without finding and winning new 
accounts can be crippling when the 
economy starts to contract.  

What can sales managers do to 
reverse this trend? As the leader of 
a sales team, you’re often stuck in 
the middle of every fire in the busi-
ness. Where will you find the time to 
build a new strategy? How can you 
lead your team to growing market 
share, penetrating new accounts, 
and winning new business?  

Below I’ve listed five things a sales 
leader can do to guide their sales 
team to winning new accounts. I’ve 
listed these five ideas with the inten-
tion of not making them inclusive—
you can put only one or all five into 
action and you’ll see progress. I’ve 
also intentionally left off the idea 
of “hiring hunters” because I don’t 
want you to think you have to wait 
for a new team. The ideas below can 
be immediately implemented with 
your current sales team.

1.Make every sales person 
responsible for new business. I 
created the following rule of thumb 
about new accounts for senior sales 
people: No matter how seasoned a 
sales person is, at least 20 percent 
of their business should come from 
new accounts. If a sales person is 
consistently hitting their number 
with their current customers, take 
away the accounts that make up 
the bottom 20 percent of their sales 
every year. After a while, they’ll have 
a list of large accounts that take less 
time per dollar, and they’ll be able to 
focus on other whales in the market 
place.  

2.Have each sales person iden-
tify a list of targeted prospects. 
Every sales person should have a list 
of targeted prospects that is readily 
available to display. New sales people 
may have a list of 150 prospects, and 
seasoned sales people may have a list 
of 15. Either way, every sales person 
must have a written list of prospects 
they’re pursuing, and you should 
be helping them get in the door of 
those facilities.  

3. Implement an inbound mar-
keting program. A well-executed 
inbound marketing program will 
help your company and sales people 
become the perceived experts in the 
market place. Of course, leads will 
be generated, but more important 
will be the awareness and credibil-
ity the prospects will have for your 

sales people. They’ll secure more 
appointments and move through 
the sales process quicker because 
of your inbound marketing efforts.

4.Hold your sales team 
accountable to networking and 
social media work. Pursuing a list 
of targeted prospects and leading an 
inbound marketing program will 

be exponentially more successful 
if your sales people are networking 
in person and through social media. 
Networking and social selling puts a 
face to the inbound marketing efforts 
and will make the cold-calling efforts 
much softer and easier.  

5.Compensate differently for 
new accounts. If you want to influ-

ence behavior, compensation should 
be a factor. Two pieces of advice on 
this idea: One, don’t just reduce com-
mission for sales to current accounts, 
but also increase commission for 
sales to new accounts. Second, 
consider an account as “new” for 
one year after the first purchase. SSN

Chris Peterson is president of the 
Vector Firm, a leader in helping security 
companies improve their sales and digital 
marketing performance.

Chris Peterson
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TMA announces a new 

speaker for its 2018 

Annual Meeting  
VIENNA, Va.—TMA recently announced 

that Alex Banayan, venture capital-

ist, author of “The Third Door” and 

a Forbes 30 Under 30 honoree, will 

speak at the 2018 TMA Meeting to be 

held in Palm Beach, Fla., Oct. 13 to 17.

Banayan will present “How 5 

Millennial Trends Will Transform the 

Next 30 Years of Business,” expound-

ing on a range of topics, from the per-

vasiveness of artificial reality to the 

automation revolution in his presenta-

tion for TMA members. 

“Weaving in examples from Snapchat 

to Tesla, Banayan will share how the 

products millennials are obsessed with 

can clue us in to the habits his genera-

tion will perpetuate over the coming 

decades. You’ll leave with the insights 

you need to better understand your 

millennial employees and their effect on 

the future of your business,” TMA said.

The program to date, along with reg-

istration, travel, and hotel information, 

is posted on TMA’s page for its Annual 

Meeting.

I-View Now reveals new  

Police Alarm Portal
HENDERSON, Nev.—I-View Now recent-

ly announced the launch of a new ser-

vice: Police Alarm Portal. The process 

is powered by I-View Now’s Software 

as a Service Video Verification platform, 

and will send video directly to autho-

rized emergency responders through the 

ASAP to PSAP program. Additionally, 

I-View Now will provide the service to law 

enforcement free of charge.

In the announcement, I-View Now said 

that Police Alarm Portal helps the entire 

electronic security industry by improving 

the path of communications flow from 

end users to the monitoring station and 

then to law enforcement. “It allows for 

a faster and safer response to alarms 

by authorized emergency responders, 

increases the value of the alarm pro-

vider’s monitoring service, and improves 

customer retention,” the company said.

The new service will provide better 

information and collaboration to help 

keep communities safer, according to 

I-View Now. 

“We’re thrilled to be offering this 

revolutionary and patented service at 

no cost to law enforcement,” Larry 

Folsom, president of I-View Now, said 

in the announcement. “When an alarm 

goes off, you don’t always know what 

you’ll find. Using video verification with 

the Police Alarm Portal changes that 

unknown factor. Authorized emergency 

responders will have real-time informa-

tion about what’s happening at the pro-

tected premises through live video and 

video clips. Police officers can respond 

appropriately and more safely to a veri-

fied alarm event.”

By Spencer Ives

HENDERSON, Nev.—I-View 
Now is focusing on its dealer 
program, including rolling out 
a new portal and bringing on 
former Honeywell exec Marek 
Robinson as a business devel-
opment consultant.

“I’ve known Larry Folsom 
for many years beyond just 
I-View Now. He and I have 
worked very closely together; 
I liked what he was doing 
with I-View Now and where 
the company was going. So, 
there was an opportunity 
for me to help Larry and the 
team at I-View in a lot of 
the work that they’re doing 
with expanding and enhanc-
ing their dealer program and 
building it out,” Robinson, 
who officially joined I-View 
Now in February, told Security 
Systems News.

“At Honeywell, I spent a lot 
of time working with our deal-
ers and building out our dealer 
program. … It is a very good 
fit; I’m passionate about video 
verification, I’m also passion-
ate about dealers programs,” 
said Robinson, who held vari-
ous roles at Honeywell for 
more than about 20 years.

“Working for Honeywell 
over the years, you learn a lot 
of best practices from a big 
business, or a large company, 
and you’re able to implement 
those in a smaller company 
to be efficient along the way,” 

IHS Markit studies alarm monitoring space
By Spencer Ives

LONDON—IHS Markit, a 
research firm based here, 
recently released some insights 
on the alarm monitoring mar-
ket in 2017 and what it pre-
dicts will happen in 2018 and 
by 2022. 

One highlight from the com-
pany’s recent research is that 
the residential alarm monitor-
ing market in the Americas 
region reached $12.5 billion in 
2017, and IHS Markit expects 
it to grow to $13.7 billion in 
2018.

“Most of the [central moni-
toring stations] that we spoke 
to are really focusing on these 
value-added services, which 

mostly tied into video—and 
that could be video analytics, 
free video storage, things along 
those lines,” Blake Kozak, IHS 
Markit principal ana-
lyst, smart home and 
security technology, 
told Security Systems 
News.

Kozak highlighted 
verification as a par-
ticular trend within 
video. “I think that 
more and more con-
sumers are more willing now 
to put video in their homes.”

IHS releases a report on 
the alarm monitoring market 
about every 12 to 18 months, 
according to Kozak.

IHS is seeing more con-
nected systems in the SMB 
market. “In 2017, there were 
4.66 million SMB monitored 

a c c o u n t s  i n  t h e 
Americas region, of 
which, 980,000 were 
connected,” Kozak 
said. The number of 
connected systems 
for SMB will almost 
double in the next 
four years.

“A lot of technol-
ogy that was meant more for 
consumers … I think some 
of these devices are starting 
to find their way into small-
medium business, and even 
enterprise to a certain extent, 

but much more so on the 
small-medium business side,” 
Kozak said.

The traditional monitored 
account market for SMB is 
going to be growing around 
2 percent annually over the 
next 5 years, he noted, and 
“SMB connected accounts will 
continue to ramp up and will 
see double-digit growth start-
ing in 2022.”

There is a similar trend 
toward connected systems in 
the residential market, accord-
ing to Kozak. “The traditional 
alarm monitoring market—
where you just have a key-
pad, you don’t have a mobile 

continuity, security and life 
safety services to clients across 
the world. …We have ambi-
tious growth plans to expand 
our global footprint which we 
will achieve through organic 
growth and further acquisi-
tions.”

Woodie Andrawos, who 
will continue to lead the NMC 
team as the managing director 
and president of NMC out 
of Lake Forest, Calif., told 
Security Systems News in an 
email interview that he expects 
to see strong growth both in 
the U.S. and globally.

“From the immediacy stand-
point, in the U.S. market we 
expect organic growth through 
the existing dealer channel to 
by offering proactive video 
monitoring services to their 
existing subscribers,” he told 
SSN. “We’ve already seen trac-
tion on this front and as we 
scale our education with our 
dealers, we expect to see those 
opportunities continue to 
grow. Additionally, we believe 
our dealers will see opportuni-
ties open for new subscribers 
they may not have been able 
to penetrate prior.”

As a result of this merger and 
the new proactive visual moni-
toring capabilities, Andrawos 
said the company expects to 
bring in new dealers, includ-
ing ones that have in-house 
monitoring centers. “Since 
our technology is exclusive to 
our dealers, it will enable them 
to provide the next step in 
video monitoring, a proactive  

Robinson said.
I-View Now is working on 

rolling out a new dealer portal 
in May, Robinson said, a proj-
ect that started development 
this past winter. Robinson 
highlighted several benefits 
to the new dealer program, 
including having a good way 
to quickly onboard new team 
members, find the market-
ing materials a dealer might 
need, and have tools for lead 
management.

“A lot of what’s driving this 
… is really wanting to ensure 
that the dealers have anytime, 
anywhere access to the infor-
mation that they need to be 
successful. For a lot of deal-
ers, selling video verification 
is something different than 
[what] they’ve been doing in 
the past,” Robinson said. One 
way I-View can help accelerate 
the dealer’s learning process 
is through specific toolkits 
and modules, for dealers as 
well as their sales people and 
technicians, he said.

I-View Now plans to pro-
mote the concept of verifi-
cation more, according to 
Robinson. “I think there’s a 
huge opportunity for us, as a 
security industry, to promote 
the concept of video verifica-
tion. It’s something that’s been 
out there for quite some time 
on a smaller scale.”

I-View Now is pushing to 

solution offer ing,”  he 
explained.

Netwatch Group will be 
headquartered in Carlow, 
Ireland with UK headquar-
ters in East Sussex. Its North 
American headquarters will be 
located in Lake Forest, Calif., 
with satellite offices in Boston, 
New Jersey, Dallas, Houston, 
and Chicago. The company 
will immediately have a net-
work of six advanced Global 
Monitoring Centers, connected 
by the Netwatch proprietary 
CRATOS technology platform.

Long-term plans for the 
mega-company are “to con-
tinue to scale organically and 
through acquisitions glob-
ally, as well as continuing to 
expand our service capabili-
ties by increasing our invest-
ments in our research and 
development,” said Andrawos. 
“Currently, we have over 30 
in-house engineers in Ireland 
as part of what we refer to as 
the Netwatch Visual Labs. We 
expect for our team to grow 
as well as the capabilities of 
our proprietary technology 
platform.”

Andrawos noted that the 
key to the merger was Samir 
Samhouri, former chairman 
and CEO of Xtralis, a leader 
in the early detection safety 
and security technologies. 
Samhouri has been appointed 
chairman of Netwatch Group 
and will be one of the com-
pany’s investors.

Michael Schubert, CEO 
and Co-founder of NMC, will 
be retiring from the business 
after 38 years in the security 
industry. SSN

I-View Now focuses  
on dealer program

Blake Kozak

 IHS see page 23

I-VIew see page 23
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app—is actually going to be 
declining starting next year and 
the connected systems are going 
to be growing upwards of 18 to 
25 percent annually.”

Kozak continued, “So, it’s not 
necessarily that the market’s 
slowing, it’s that the market is 
shifting.” Dealers who aren’t 
getting more involved with video 
and other value-added services 
will start to decline in a few 
years, “especially as you see 
more MSOs entering the space 
and more DIY-type systems,” 
said Kozak.

The report looked at alarm 
monitoring for small- to medi-
um-sized businesses and large 
enterprises as well as the resi-
dential space.

MSOs and professionally moni-
tored DIY systems will collec-
tively make up about 20 percent 
of the residential alarm monitor-
ing market by 2022, according 
to IHS Markit; these portions of 
the market made up about 9.5 
percent in 2017.

MSOs will rise to cover about 
14 percent by 2022, Kozak said.

Comcast is the more predomi-
nant MSO at this point in the U.S. 
market, Kozak said, as the pro-
vider accounts for 78 percent of 
MSO monitored accounts in the 
U.S. in 2017. “There aren’t that 
many who have a lot of penetra-
tion at the moment but I think 
that as these MSOs expand out 
their ecosystem, I think they’ll be 
in a much better position to per-
haps converge or take customers, 
especially because … they own 
all of the aspects of entertain-
ment and media,” he said.

“In order to overcome that, 
these dealers and other tradi-
tional security service providers 
will need to innovate around 
video more and partnerships,” 
said Kozak.

Comcast recently purchased 
cloud-based automation provider 
Stringify in September 2018 and 
a business unit of Icontrol—the 
Converge platform—around 
March 2017, Kozak noted. “So, 

they’re in a very good position 
to integrate their media content, 
their voice remote, all of these 
other features and functions that 
most traditional security service 
providers don’t have.”

Kozak advised that security 
service providers should be ready 
for a wave of consumers—like 
millennials—that are looking for 

offerings outside of traditional 
systems, with devices such as 
air quality sensors and lighting, 
at a certain price point.

Growth, changes coming to the monitoring market to 2022

DIY installed systems that are 
professionally monitored will 
remain a “relatively small” por-
tion of the market, increasing 

from a 3 percent share of the 
market to about 6 percent over 
the next five years, said Kozak. 
Though, DIY installed and self-
monitored systems are also a 
factor, he added. “I don’t think 
that the professional security 
market is going to be impacted, 
in the short term, by the DIY 
market.” SSN

LTE is the Future

CHOOSE DMP AND MOVE YOUR BUSINESS FORWARD 

You need cellular technology that works best for the long term — that’s why our LTE strategy 

relies on Cat-M1 technology that’s locked in to give you 10 years of service. It also provides 

faster connect speeds and better penetration inside buildings.

Longer lasting, better range, plus you’ll save on every module. Choose DMP and move your 

business forward.

Long lasting. Better range.

We make your company more valuable.

877.725.1114 • DMP.com

Keep updated on our new products and features:

 @DMPAlarms

make sure that end users 
are aware of verification 
technologies, Robinson 
said, an effort which ulti-
mately needs a strong 
dealer base behind. “As 
we begin to go out and 
promote the message of 
video verification to the 
end users, it’s going to 
be critical that we have a 
robust dealer network in 
place to support the end 
user demand.” SSN

Continued from page 22
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“SMB connected accounts will continue to ramp up 

and will see double-digit growth starting in 2022.”
—Blake Kozak, IHS Markit
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Doyle recognized as a 
good place to work

By Spencer Ives

NASHVILLE, Tenn.—ADS 
Security on May 1 announced 
its purchase of The Alarm 
Company, based in Jackson, 
Miss., a location that ADS 
will keep as its second branch 
in Mississippi and its 23rd 
branch overall. 

“Mississippi for awhile has 
been a target for expansion; 
it’s just been a matter of wait-
ing for the right opportunity,” 
John Cerasuolo, president 
and CEO of ADS Security, 
told Security Systems News. 
“We hope to use this as an 
opportunity to accelerate our 
growth throughout Missis-
sippi.”

The  dea l  adds  2 ,600 
accounts into ADS, 80 per-
cent of which are residential 

while 20 percent are commer-
cial. Following the deal, ADS’ 
total account base is nearing 
the 100,000-account mark, a 
milestone that Cerasuolo said 
the company could 
pass this year.

In addition to the 
facility, ADS is bring-
ing on all 12 of The 
Alarm Company’s 
employees, includ-
ing its owner Tony 
Collums.

“They have a great 
team, a really exceptional 
group of folks that Tony has 
built there over the years. That 
is always a primary consider-
ation for us. We’re not just out 
to accumulate accounts, but 
to build the best team in the 
industry,” Cerasuolo said. 

ADS’ other Mississippi 
branch is in Columbus, about 
150 miles northeast of Jack-
son. This gives each location 
a serviceable range of about 

75 miles, he noted. 
“We find, with our 
business model, we 
are much more suc-
cessful when we can 
build a network of 
locations in a geogra-
phy,” Cerasuolo said. 
“This is a pretty good 
distance [between 

Columbus and Jackson] to 
kind of build that network.”

ADS chose to increase its 
rate of acquisitions in 2014 
and since has now purchased 
24 companies; Cerasuolo 
credited the company’s inter-
nal infrastructure for the  

ability to process the high vol-
ume of acquisitions. “It’s not 
just about having the money, 
and even having the targets, 
you’ve got to have a team that 
can handle the integration.” 

Cerasuolo added that ADS 
avoids setting targets for 
acquisitions in order to focus 
more on the fit for companies 
it purchases.

“I am thrilled to bring my 
customers and employees 
with me to ADS,” Collums 
said in the announcement. 
“Their history of providing 
legendary service to each 
customer makes me feel con-
fident that everyone will be in 
fantastic hands moving for-
ward. There is a bright future 
for ADS in Central Missis-
sippi.” SSN

ADS acquires in Mississippi
Twelve percent of 
Canadian broadband 
homes own smart device 
DALLAS—International IoT research 

firm Parks Associates released new 

research today showing 12 percent 

of broadband households in Canada 

have a smart home device such as a 

smart thermostat, smart door look, or 

video doorbell, compared to 26% in 

the U.S. According to “Smart Home 

and Security in Canada,” a study form 

Parks, the security market in Canada is 

starting to leverage these solutions to 

drive new growth in their market. 

In Canada, 25 percent of broad-

band households have an active home 

security system, 70 percent of which 

have professional monitoring, and 25 

percent of professionally monitored 

households plan to switch providers 

over the next year, Parks said.

“Canada’s security market is stable 

but with high attrition rates, which 

makes market expansion difficult, and 

the security providers, telcos, and 

cablecos don’t want to keep pushing 

their services to the top of the hill only 

to have subscribers switch or can-

cel just to save a few dollars,” Brad 

Russell, research director, connected 

home, Parks Associates, said in a pre-

pared statement. “These companies 

are investing in smart home adjacen-

cies that add value to traditional secu-

rity offerings and help with subscriber 

retention. Innovative services in health 

and PERS will help secure customers.”

Parks Associates also revealed that 

networked cameras, smart door locks, 

and products such as video doorbells 

are increasingly part of provider options 

in Canada. The provider goals include 

increasing retention and expanding the 

base of households seeking fee-based 

monitoring. Smart Home and Security 

in Canada indicates voice control 

options could also drive consumer 

interest in IoT innovations.

Comcast and Tile partner 
on new integration
PHILADELPHIA—Comcast in late April 

announced a new partnership with Tile 

that will enable Xfinity customers to 

use their Xfinity X1 Voice Remote to 

locate Tile devices anywhere and see 

the results of their search on the televi-

sion. 

“This is a home automation part-

nership that helps solve real-life prob-

lems,” Sri Solur, senior vice president, 

Comcast Cable, said in a prepared 

statement. “Now, when a child arrives 

home from school, a parent can sim-

ply say, ‘Xfinity Home where’s Sam’s 

backpack?’ into their voice remote and 

see that it was left at school. This is 

just one of the many peace of mind 

features we are making available to our 

customers on our evolving home auto-

mation platform.” 

By Spencer Ives

ROCHESTER, N.Y.—Doyle 
Security Systems was recently 
recognized on Best Compa-
nies Group’s annual list of 
top employers. Judy Kata-
fiaz, Doyle’s human resources 
director, talked with Security 

Systems News about the com-
pany culture and employee 
engagement that garnered this 
designation.

“It’s really an honor and 
we’re very excited. It’s the first 
year that we’ve made the list 
and I think it speaks to all the 
work that we’re doing to try 
to be a great place to work,” 
Katafiaz said. 

The medium-sized category 
features companies that have 
between 100 and 250 employ-
ees, Katafiaz said; Doyle cur-
rently has about 120. Doyle 
Security was named number 
12 of 19 companies listed in 
the category.

What makes Doyle a great 
place to work? “I really think 
it has to do with the leader-
ship. Our CEO, John Doyle, 
has created an atmosphere that 
is just so amazing—it’s a very 
friendly atmosphere,” Katafiaz 
said. “There are challenges, we 
work hard, but you never have 
to worry that someone’s going 
to ask you to do something 
you’re not comfortable doing. 
Meetings are very polite and 

professional. We have a ton of 
fun.” The company has a com-
mittee that plans different fun 
events, Katafiaz noted. 

The company’s culture is 
designed around open com-
munication, according to 
Katafiaz. The company con-
ducts two to three anony-
mous employee engagement 
surveys each year. “Employ-
ees are absolutely encouraged 
to say whatever they think in 
any of the categories, and they 
can write comments and ask 
questions through this chan-
nel,” she said, adding that 
these surveys are followed by 
meetings in each department 
with opportunities for discus-
sion of the results, other ques-
tions, and brainstorming. 

“Almost everything we do 
has a component of open com-
munication. We have monthly 
breakfast meetings with the 
whole company and there’s 
always time in the agenda for 
questions and answers,” said 
Katafiaz.

“Being recognized as one 
of the best places to work in 
New York is a testament to our 
amazing employees and to our 
culture,” John Doyle, com-
pany CEO, said in a prepared 
statement. “We believe that 
having an engaging workplace 
is the key to being a great com-
pany.” SSN

By SSN Staff

S E A T T L E — A m a z o n 
announced in late April that 
it is jumping into the home 
security business with the 
unveiling of five security 
packages for both home-
owners and renters. What is 
most interest-
ing about this 
announce -
m e n t , 
though, is 
A m a z o n ’ s 
go- to-mar-
ke t  s t r a t -
egy, which 
involves no 
m o n t h l y 
fees, just an 
upfront cost 
for the equip-
ment pack-
age. Plus, all 
five equip-
ment packages include free 
installation and visits from 
Amazon smart home experts 
to go over what is the best fit 
prior to choosing an option.

For those who have been 
following the success of 
Amazon’s Alexa, this move 
really shouldn’t come as a 
surprise, especially consid-
ering all of the inroads Ama-
zon has been making in the 
smart home space, from its 
acquisition of Ring, the smart 

doorbell company, to its new 
in-home delivery service, 
Amazon Key, that features its 
Cloud Cam and partnerships 
with smart lock providers. 

Some of the new offerings 
work in tandem with Ama-
zon’s Echo and Alexa. Ama-

zon is offer-
ing two out-
door security 
packages and 
three indoor 
p a c k a g e s . 
The first out-
door pack-
age, for $240, 
i n c l u d e s 
“expert smart 
lighting that 
w i l l  make 
it look like 
you’re home,” 
the website 
reads, while 

the Outdoor Plus package 
adds in a smart doorbell. 
For indoor security, the base 
package for $320, which is 
“perfect for renters” the web-
site says, includes motion, 
door and window sensors, an 
indoor camera, smart siren 
and smart home hub. Home-
owners can choose from 
Smart for $575 or Smartest 
for $840, each of which adds 
devices to the base package. 
SSN

Amazon enters  
security space

John Cerasuolo

For indoor security, 

the base package 

for $320, which is 

“perfect for renters” 

the website says, 

includes motion, 

door and window 

sensors, an indoor 

camera, smart siren 

and smart home hub.
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Abode receives majority stake investment
By Spencer Ives

PALO ALTO, Calif.—Nice S.p.A., 
a global home and building auto-
mation company, on April 13 
acquired 75 percent of abode sys-
tems, a provider of DIY security 
and home automation systems 
based here, for $18.75 million. 
The remaining stock is held by 
abode’s founders. 

“We actually had a lot of inter-
est from several larger [compa-
nies based] outside the U.S. … 
but we felt like Nice was the best 
fit for us. We really liked their 
team and their focus on design 
and user experience was one of 
the things that drew us to their 
founder, Lauro Buoro,” Chris 
Carney, co-founder of abode  

systems, told Security Systems 

News. Nice and abode first met 
in 2017, Carney said. 

Abode’s security system is self-
installed with a self-monitoring 
option as well as a professional 
monitoring option supported by 
UCC’s monitoring center. Abode 
users can also pick on-demand 
professional monitoring options. 

The company has more than 
15,000 users now, most of which 
are in the U.S., according to Car-
ney, but abode has customers in 
27 different countries. 

“I think that we have the 
potential to grow into a very 
competitive company for the 
foreseeable future based on this,” 
Carney said. “The main thing for 

us was getting additional invest-
ment and resources to continue 
to innovate the product, add to 
what we’ve already built, and 
then we have some opportuni-
ties for geographic expansion.”

Following the investment, 
abode plans to increase its 
employee count, particularly in 
marketing, customer support, 
and development, Carney said. 
Abode has 33 employees now 
and could add between 20 and 
25 employees in the next six to 
12 months.

“The innovation will move—
I think—at a quicker pace and 
we’ll be able 
to build and 
scale to sup-
port a grow-
ing customer 
base alongside 
of that,” said 
Carney. 

The compa-
ny is currently 
working on its new iota system, 
a new, smaller form factor that 
will be offered alongside abode’s 
other product.  

There are potential synergies 
with what Nice does, accord-
ing to Carney, such as abode’s 
systems integrating with Nice’s 
products. 

In a prepared statement, 
Lauro Buoro, founder and chair-
man of Nice S.p.A., said, “It is 
a strategic operation for the 
Group which will allow us to 
expand on our product range to 
include the Home Security sec-
tor for installers and end users, 
thereby strengthening Nice’s 
leadership position in USA and 
North America, a market that is 
enjoying growing demand for 
connected home and building 
automation and home security 
solutions.”

Buoro continued, “This part-
nership represents important 
leverage in the direct dialogue 
of Nice with its end user yet 
safeguarding the business to 
business distribution channels 
and services offered to profes-
sionals; it also offers up innova-
tive opportunities of integration 
between various platforms and 
extraordinary, highly profit-
able cross-selling options with 
potential partners in the insur-
ance sector, as well as the range 
of additional subscription ser-
vices. [Twenty-five] years after 
Nice was founded, this is another 
step forward in the international 
growth process, in the portfolio 
of products and services offered 
by our group, characterized by a 
strong focus on digitalization, to 
become the point of reference in 
the supply of cutting-edge solu-
tions on a global scale, in the 
home security and smart home 
industry.” SSN

Chris Carney
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By Paul Ragusa

BROOKLYN, N.Y.—Altronix, a 
provider of power and data trans-
mission products based here, has 
expanded on its Trove Series to 
increase capabilities, adding more 
options and RMR opportunities 
for dealers.

“Altronix’s Trove offering makes 
life easier for dealers and users 
in a number of ways,” Ronnie 
Pennington, national sales engi-
neer, Altronix Corporation, told 
Security Systems News. “The abil-
ity to house the power supplies 
and sub-assemblies along with 
leading manufacturer’s access 
control panels makes the system 
easily serviceable, simplifies board 
layout and wire management, and 
saves on wall space that has come 
to be a premium these days.” 

Avigilon opens new UK 
demonstration and 
training facility    
CHICAGO and VANCOUVER, British 

Columbia—Avigilon, a Motorola 

Solutions company, recently announced 

the opening of its new demonstra-

tion and training facility in Windsor, 

Berkshire, United Kingdom, to support 

end users and integrators.

Located just steps from the historic 

Windsor Castle and River Thames, 

the new facility will provide resources 

and hands-on support for those in the 

region, including live demos of Avigilon’s 

latest products, solutions and technolo-

gies and the benefits they offer to install-

ers and end-users. Additionally, from 

this UK-based facility, participants will 

have access to other demo sites across 

Avigilon’s global network.

“We’re excited to officially open our 

new UK demonstration and training 

facility here in Windsor,” Paul Such, vice 

president, EMEA, said in the annouce-

ment. “Continual training is a key focus 

for Avigilon and we’re proud to provide 

our UK-based partners with a new, 

state-of-the-art training facility where 

they can receive the tools and interac-

tive support they need to ensure their 

success.”

Legrand’s corporate HQ 
gets LEED certification 
WEST HARTFORD, Conn.—Legrand 

North and Central America announced 

the company’s West Hartford, Conn. 

corporate headquarters has become 

LEED Certified. The facility is mixed-use 

with office and manufacturing space 

located in a residential neighborhood 

of a large suburban area. The campus 

consists of five connected buildings 

with the original structure being built 

almost 100 years ago. The facility has 

a total of 262,690 square feet of space 

and the ability to accommodate up to 

650 employees at capacity.

The LEED (Leadership in Energy and 

Environmental Design) rating system, 

developed by the U.S. Green Building 

Council (USGBC), is the foremost pro-

gram for buildings, homes, and com-

munities that seek to design, construct, 

maintain and operate for improved 

environmental and human health per-

formance. 

“Obtaining LEED certification for our 

West Hartford facility is a major achieve-

ment for our entire company,” John 

Selldorff, president and CEO, Legrand 

North and Central America, said in the 

announcement. “I’d like to commend the 

tireless efforts of the team tasked with 

driving this initiative and all the employ-

ees that play a role in the day-to-day 

sustainability efforts of the building. We 

hope our accomplishment will serve as 

an inspiration to others that operate in 

older, mixed-used facilities to know that 

LEED certification is within their reach.”

Altronix expands its Trove series

Canon acquires BriefCam
By Paul Ragusa

TOKYO—Canon in May 
announced the acquisition of 
BriefCam, a provider of Video 
Synopsis and Deep Learning solu-
tions. Closing of the deal is subject 
to customary closing conditions.

“The acquisition will create 
even greater synergies between 
the BriefCam Video Content 
Analytics platform and Canon’s 
Network Video Solutions portfo-
lio,” Trevor Matz, president and 
CEO of BriefCam, told 
Security Systems News. 
“BriefCam will con-
tinue to innovate and 
deliver best-of-breed 
video content analytics 
enabling law enforce-
ment, public safety 
agencies and major 
enterprises transform 
their video surveillance footage 
into actionable intelligence and 
dramatically shorten the time-to-
target for security threats while 
increasing safety and optimizing 
operations.”

Masanori Yamada, Canon Inc. 
managing executive officer and 
group executive, Network Visual 
Solution Business Promotion 
Headquarters, told SSN, “We 
welcome BriefCam, whose excep-
tional technology we were drawn 
to, into the Canon Group in order 
to further grow our network video 
solutions business. BriefCam 
will maintain their independent 
management and work to con-
tinue strengthening their Video 
Synopsis and VCA software.”

He continued, “Additionally, 

we plan to offer unique solutions 
by combining BriefCam’s technol-
ogy with our high-image-quality 
network cameras. We are aim-
ing to become the global leader 
in network video solutions by 
working together with and further 
strengthening Group companies.”

BriefCam will continue to oper-
ate under the leadership of its 
current management structure, 
remain an open platform, and 
continue to provide its software 

to the market through 
its own sales channels.

“We are thrilled to 
be joining forces with a 
global leader in digital 
imaging,” said Matz. 
“The acquisition will 
allow BriefCam to con-
tinue to deliver industry 
leading video content 

analytics solutions, while remain-
ing a standalone company within 
the Canon Group. The opportu-
nity is a testament to the innova-
tive technology we have built, 
the outstanding team we have 
assembled, and the rapidly grow-
ing business we have created.”

The acquisition will also enable 
BriefCam to enter new markets, 
deliver stronger vertical solutions, 
and serve global customers even 
more effectively, he said.

“With BriefCam, we can deliver 
an even broader range of leading-
edge technology and solutions 
in the fields of network cameras, 
video management software and 
video content analysis software to 
customers and partners across the 
globe,” said Yamada. SSN

In addition to the Trove1 and 
Trove2 Series, Altronix intro-
duced Trove3 for the largest 
access control deployments. 
The Altronix Trove series now 
supports more than 40 brands, 
including: AMAG, Bosch, CDVI, 
DMP, Genetec, HID, Honeywell, 
Kantech, Keyscan, Lenel, Mercury, 
Paxton, ProdataKey (PDK), 
Sielox, Software House and 
ZKTeco USA with more to come.

“We are pleased to collaborate 
with the industry’s leading access 
manufacturers, increasing ROI 
and providing value-added fea-
tures for our mutual customers,” 
Alan Forman, president, Altronix, 
said in a prepared statement.

In addition to providing 
extreme flexibility and scalability 
when designing and deploying 

access systems, removable back-
planes designed for specific access 
control brands allow installers to 
easily configure and test system 
configurations prior to on-site 
installation, reducing time and 
labor. “For over 34 years we at 
Altronix have taken pride in 
customer service and listening 
to the dealers’, consultants’ and 
end users’ requests,” Pennington 
said. “It’s the reason why we offer 
so many solutions today, and the 
Trove series approach isn’t any 
different. Top requests have been 
enclosure depth for batteries, 
ample room for wire manage-
ment, sufficient knockouts, on/
off switches for the power supplies 
and most of all factory assembled 
kits with pre-mounted power sup-
plies and sub-assemblies.” 

Today’s Trove enclosures 
include a cam lock, tamper switch, 
mounting hardware, and provide 
ample room to accommodate 
back-up batteries. Altronix also 
offers a free Trove System Design 
Tool on its website to further 
simplify the process. 

In addition, Altronix features 
LINQ Technology in many of its 
new products. “This allows users 
to remotely monitor, control and 
report power/diagnostics, stream-
lining service and maintenance 
operations by leveraging the 
network, enabling integrators to 
create RMR,” said Pennington. 
“Altronix continues to grow from 
a traditional power supply compa-
ny to an innovative solutions pro-
vider that merges infrastructure 
with emerging technology.” SSN

a turnaround specialist. In 
the Arecont press release, the 
company stated that the pro-
posed transaction will enable 
Arecont “to pursue accelerated 
development of new, industry-
leading video surveillance 
products and better meet the 
needs of its customers today 
and beyond.”

Raul Calderon, Arecont 
Vision’s chief operating offi-
cer and general manager, 
said in the announcement, 
“Through this transaction, 
Arecont Vision will shed its 
debt and make bolder deci-
sions to invest in our future 
versus maintain the status 
quo. We are excited to have 
found a partner in Turnspire 
who shares our vision and will 
ensure an exciting future for 
the Company to the benefit 
our customers, employees, 
and partners.”

H e  c o n t i n u e d , 
“Manufacturing, customer 
service, and sales activities 
will continue uninterrupted. 
Our employees will receive 
their wages and benefits as 
before, and our own vendors 
and suppliers will be paid in 
the ordinary course of business 
going forward.”

Arecont said that current 
management will continue to 
lead the company, and busi-
ness “will continue uninter-
rupted, and operations will 
be supported by debtor-in-

possession (DIP) financing 
provided by Arecont Vision’s 
current secured lenders.”

The Turnspire bid will be 
subject to an auction at which 
it will be subject to higher and 
better offers, and require Court 
approval. The company antici-
pates the transaction will move 
swiftly and close within 60-75 
days of the announcement.

“Arecont Vision imple-
mented key strategic initia-
tives beginning in mid-2017 
that continue in the current 
year, all aimed at enhancing 
customer engagement, increas-
ing revenue, and optimizing 
business processes. The goal is 
to better address the needs of 
the market and maintain and 
expand our industry technol-
ogy leadership,” said Calderon. 
“While these efforts bore fruit 
immediately, we can now accel-
erate that progress unburdened 
by excess debt. Ultimately it 
was determined that using 
the Chapter 11 process to 
facilitate a reorganization and 
sale was the swiftest and most 
efficient way to reduce debt 
while accelerating sales growth 
and product development.”

The company is advised 
by the law firm of Pachulski, 
Stang, Ziehl & Jones LLP, 
Armory Strategic Partners as 
the company’s chief restruc-
turing officer and financial 
advisor, and Imperial Capital 
as the company’s investment 
banker. SSN

Arecont files Chapter 11
Continued from page 1

Trevor Matz
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Manything offers cloud video solutions  
co-founder James West.

West told Security Systems News 

that the company, which was found-
ed in 2012, has now grown to 
empower professional security deal-
ers and integrators to offer remote 
viewing and offsite cloud surveil-
lance recording, creating new RMR 
opportunities for them.

“We have been able to realize an 

almost three-fold reduction in our 
pricing structure from where we 
were a year ago,” West told SSN. 
“So there is room for margin and for 
RMR for a dealer or integrator, and 
they can still be price competitive.”

So what did the company do to 
reduce its pricing so drastically?

“We’ve got enough sites active 
now to be able to refine our model, 

By Paul Ragusa

OXFORDSHIRE, England—
Manything, a provider of cloud 
video recording and remote monitor-
ing services based here, is making 
great strides in North America with 
its Manything Pro security solution, 
which also provides integrators and 
dealers with a new source of RMR, 
according to Manything CEO and 

and our costs are scalable based on 
how much data you are sending up 
to the cloud and how long you are 
keeping it,” West explained. “And 
what we have noticed is the average 
amount of video sent up per camera 
hour is lower than what we had 
anticipated, which is good news, and 
one of the drivers to reduce the cost.”

He continued, “And on the tech-
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nology side, we have completely 
reworked the camera code so that 
we are more efficient in the data we 
are sending up to the cloud. We also 
moved to more efficient encoders, so 
we are moving to H.265 as we speak, 
which will enable us to increase the 
resolution without increasing price.”

Another way that Manything is 
making it easier for integrators to 
move to more of an RMR-based 
model is by making the invoicing 
and billing much easier for them.

“We really understand this chal-
lenge and realized that we have to 
take care of that end user payment all 
the way through 
the channel 
and handle it 
in a number 
of  di fferent 
ways,” he said. 
“For example, 
installers who 
want to custom-
ize the price for 
each job can use our platform to set 
the mark-up that they want and have 
our system go and collect the pay-
ment from that end user and remit 
the mark-up that they have specified 
for that job.” A white-label solution 
is also available for large dealers and 
integrators.

The Manything app is not only 
used by the end user but it also helps 
a dealer or integrator on installs, as 
well as with managing accounts, 
troubleshooting, pushing updates 
and providing customer service.

West said that the company also 
encourages integrators and dealers 
to take the Manything app and call 
it their own. “We can turn around 
that fully branded solution for 
integrators in about 10 days free 
of charge,” he noted. “The average 
cost to develop an app in the U.S. 
is $50,000, so we are excited about 
this because we are giving integra-
tors a huge upgrade in services and 
software for no investment.”

Moving forward this year, West 
is excited to continue integrations 
with companies such as Hikvision, 
Dahua and Axis Communications.

“We are pretty close to releasing 
a version of our code that will run 
on the Hikvision HDTVI range 
of recorders,” said West. “This 
is a really big deal because it is a 
software-only update to the recorder 
that an integrator can do from their 
smartphone to upgrade customers’ 
legacy systems to full cloud record-
ing and remote control, even on a 
digital coax camera platform, which 
is quite exciting.”

The company is also focusing on 
introducing the first phase of analyt-
ics and multi-user support later this 
year, he said.

With more than 850,000 users 
globally, West said the company’s 
rate of growth has been signifi-
cant. “We are really starting to see 
some traction with our professional 
solution, and not just in the SMB 
market but on the enterprise level 
as well, which has been a pleasant 
surprise.” SSN

James West
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Effective cybersecurity  
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and consequences and taking 

appropriate steps. It’s about  

products, people, technology and  

ongoing processes.

And it’s about partnering with a solutions 

provider who’s prepared to support you at  

every level. Which is where we enter the picture.

We are 100% focused on cybersecurity, and we do  

everything in our power to mitigate its risks. We have  

strict requirements for our own products and we work  

diligently with our partners—and you—to fight this threat.

Learn about our  
layers of protection at  
www.axis.com/cybersecurity

Prepared to support 

you at every level.

By Paul Ragusa

AUSTIN, Texas.—Silicon Labs 
announced in May the complet-
ed acquisition of Sigma Designs’ 
Z-Wave business for $240 million 
in an all-cash transaction.

“With Z-Wave now being a 
part of Silicon Labs we have real-
ly created an IoT powerhouse,” 
Raoul Wijgergangs, VP/GM of the 
Z-Wave Business in Silicon Labs, 
told Security Systems News. “Every 
short-range IoT technology is now 
combined into one company, so I 
believe that any company that is 
looking to do something with low-
power and short range IoT solutions 
is going to be knocking on the door 
of Silicon Labs.”

He noted that the entire Z-Wave 
business unit, including a team of 
approximately 110 employees, is 
joining Silicon Labs. “The two com-
pany cultures are so closely aligned 
that this really is a great fit for both 
parties involved. There is a lot of 
excitement for both companies.”

Wijgergangs said that by combin-
ing Z-Wave’s mesh technology and 
product interoperability focus with 
Silicon Labs’ multiprotocol exper-
tise gives smart home developers 
access to a large, varied network 

of ecosystems and to a full range 
of end-node technology options 
that open the door to millions of 
potential smart home users. He 
also noted that the strategic acqui-
sition complements Silicon Labs’ 
comprehensive wireless hardware 
and software portfolio for the smart 
home, which today includes Wi-Fi, 
Zigbee, Thread, Bluetooth and 
proprietary protocols.

“Adding Z-Wave to Silicon Labs’ 
extensive IoT connectivity portfo-
lio allows us to deliver a unified 
vision for the wireless technologies 
underpinning the smart home mar-
ket,” Tyson Tuttle, CEO of Silicon 
Labs, said in the announcement. 
“A secure, interoperable customer 
experience is at the heart of how 
smart home products are designed, 
deployed and managed. Our smart 
home vision is one where mul-
tiple technologies work securely 
together, where any device using 
any of our connectivity options 
easily joins the home network, and 
where security updates and feature 
upgrades occur automatically.”

Z-Wave has more than 2,400 
certified, interoperable Z-Wave 
devices that are available from the 
thriving Z-Wave Alliance of more 

than 700 manufacturers and service 
providers worldwide, according to 
Wijgergangs.

“Together, Silicon Labs and the 
Z-Wave Alliance and its ecosys-
tems will continue to advance 
the Z-Wave technology roadmap, 
delivering innovations that engage 
millions of smart home product 
users,” Wijgergangs said in the 
announcement. “Z-Wave is a prov-
en, broadly deployed technology 
that just reached the milestone of 
100 million devices in the market. 
The acquisition will drive collabora-
tion and expand access to a diverse 
ecosystem network of partners 
including Amazon, Alarm.com, 
ADT, Samsung SmartThings, Yale, 
Vivint, Google Home and Comcast.”

He told SSN that the companies 
are beginning to build a strategy for 
the future, one based on a shared 
vision of IoT for the smart home 
where devices work seamlessly 
together, are super secure and very 
easy to use.

Silicon Labs is a leading provider 
of silicon, software and solutions for 
a smarter, more connected world. 
Silicon Labs expects the acquisition 
to be accretive to 2018 non-GAAP 
earnings. SSN

Silicon Labs purchases Z-Wave

during the second quarter of 
2018, ASSA ABLOY noted in 
its announcement.

Concept Frames has a focus 
on custom-made steel doors 
and frames for commercial 
and industrial applications. 

“I am very pleased to wel-
come Concept Frames into the 
ASSA ABLOY Group,” Boselli 
said in a separate announce-
ment. “Concept Frames is a 
complementary addition to 
ASSA ABLOY and adds to 
our leadership in the door 
and frame category in North 
America.”

Concept Frames has exper-
tise in customer service, proj-
ect specifications and quick 
delivery, primarily covering 
the southeast region of the 
U.S., ASSA ABLOY noted in 
its announcement. The com-
pany, which was founded in 
1982, has approximately 68 
employees; its head office and 
factory are located in Newton, 
N.C. SSN

By SSN Staff

NEW HAVEN, Conn.—ASSA 
ABLOY recently announced 
agreements to purchase two 
U.S.-based door and frame 
manu fac tu re r s :  P ionee r 
Industries, based in Carlstadt, 
N.J., and Concept Frames Inc., 
based in Newton, N.C.

“The addition of Pioneer 
allows us to fortify our steel 
door and frame offering in 
the US and in particular the 
Atlantic region,” Lucas Boselli, 
executive vice president of 
ASSA ABLOY and head of the 
Americas division, said in a 
prepared statement.

Pioneer will continue to be 
led by its current management 
team. Pioneer was founded in 
1930 and currently has about 
100 employees. The head 
office and factory are located 
in Carlstadt, N.J.

The Pioneer acquisition is 
conditional upon satisfaction 
of customary closing condi-
tions and is expected to close 

ASSA ABLOY set to acquire 
two companies in the US 

http://www.axis.com/cybersecurity
http://www.securitysystemsnews.com
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Security Systems News is looking for nominations 

for the 2018 “20 under 40” awards. These awards 

recognize 20 of the security industry’s current and 

future young leaders, who are age 40 or younger.

Nominate a young 
security leader!

For more information and to make a nomination, visit:

www.securitysystemsnews.com/20under40

Deadline:

June 30

By Spencer Ives

CARLSBAD, Calif..—Nortek 
Security & Control recently 
announced that it acquired 
IntelliVision Technologies Corp., 
a manufacturer of smart cameras, 
AI and video analytics software 
based in San Jose, Calif.

“We knew this was something 
we needed to strengthen in our 
business and we were very for-
tunate to be able to work with 
IntelliVision and work out a 
purchase of their business,” 
Mike O’Neal, NSC president, told 
Security Systems News.

IntelliVision will operate as a 
wholly owned subsidiary of NSC, 
according to the announcement. 
Financial terms of the deal were 
not announced.

“We’ve been eyeing businesses 
like this … for a couple years,” 
O’Neal said. “We did a pretty 
exhaustive search of available 
resources that we could add to 
our business.”

O’Neal placed value on the 
team at IntelliVision, which con-
sists of about 80 people, many 
of which are engineers. “They 

have both a very solid team of 
folks who build the analytics 
… and then they have a proven 
capability to actually implement 
those analytics in products,” he 
said, adding that IntelliVision has 
worked with companies includ-
ing Ring and Netgear, among 
others.

“They’ve got a proven team 
that I think can accelerate our 
ability to transform many of our 
products in our business and … 
get us ahead of the game,” said 
O’Neal.

According to O’Neal, the acqui-
sition will allow NSC to “redefine 
many of our products, across the 
entire Nortek Security & Control 
business, whether they be what 
we’re doing with garage door 
openers and gates, whether it be 
what we’re doing on the AV side, 
on the home control side, or in 
the security side. It’ll extend to 
what we’re doing on the health 
and wellness side of the business 
as well. In all of those areas, our 
products can now take advantage 
of edge-based analytics.”

Nortek’s focus is on edge-based 

analytics, as opposed to cloud-
based analytics, O’Neal noted.

O’Neal projected that the 
first major debut of NSC prod-
ucts including elements from 
IntelliVision will be at CES 2019. 
“We’ve already got roadmaps laid 
out with the IntelliVision team to 
move forward on some of these 
products,” he said.

“We are thrilled to become part 
of Nortek Security & Control,” 
Vaidhi Nathan, IntelliVision 
CEO, said in a prepared state-
ment. Nathan will stay on to 
lead video analytics and artificial 
intelligence development under 
the NSC umbrella.

Nathan continued, “We now 
have the support and resources 
of a major market-leader. Plus, 
integrating IntelliVision’s AI and 
video analytics technologies into 
NSC’s security, control and enter-
tainment platforms will create 
clear leadership advantages in the 
markets we collectively serve.”

IntelliVision’s headquarters 
are in San Jose, Calif., with an 
office in Europe and an office in 
Asia. SSN

Nortek Security & Control to buy 
IntelliVision, a software company

to join the board, and look 
forward to working with other 
board members on this critical 
issue.”

J e f f re y  H e ,  p re s i d e n t 
of Hikvision USA Inc. and 
Hikvision Canada Inc., added, 
“Hikvision North America’s 
ongoing commitment to cyber-
security is reflected through 
a broad range of initiatives 
designed to keep property and 
assets safe, including growing 
our dedicated cybersecurity 
team, creating the industry’s 
first Source Code Transparency 
Center, and launching a cyber-
security hotline for our part-
ners. We believe collaborative 
efforts such as the SIA board 
are vital, and we applaud SIA’s 
leadership on cybersecurity.”

Hikvision is a global pro-
vider of artificial intelligence, 
machine learning, robotics and 
other emerging technologies, 
as well as a leading provider 
of video surveillance products, 
equipment and services. SSN

By SSN Staff

LOS ANGELES—Hikvision 
USA Inc. announced that its 
director of cybersecurity, Chuck 
Davis, has been appointed to the 
Security Industry Association’s 
(SIA) Cybersecurity Advisory 
Board.

The board is designed to 
guide SIA members in address-
ing potential cybersecurity 
threats, develop prescriptive 
guidance, and advocate for 
cybersecurity strategies and 
solutions for issues impacting 
the physical security industry. 
The board’s leadership enables 
SIA to prepare its members 
for challenges related to the 
wider adoption of the Internet 
of Things and the use of secure 
networked devices for security.

“Effective cybersecurity 
defense requires an indus-
try-wide effort, and the SIA 
Cybersecurity Advisory Board 
is one of the industry’s leading 
resources,” Davis said in the 
announcement. “I’m honored 

Cybersecurity director for 
Hikvision on SIA board

http://www.securitysystemsnews.com/20under40
http://www.securitysystemsnews.com
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Editor’s note: The companies listed in this special section submitted product information in response to 

a call for products for this month’s feature. Security Systems News is not responsible for the accuracy of the 

content in the product descriptions.

Product Spotlight:  Megapixel Cameras

Coming up:

July
NVRs/DVRs

August
Biometrics

September
IP Cameras

TRENDnet

Indoor/outdoor 8MP 4K H.265 Wdr

PoE Ir BullEt and doME nEtWorK

CaMEras

■ 8MP 4K 

UHD video 

(3840 x 

2160) at 20 

fps
■ Smart 

covert IR 

LEDs for 

night vision 

up to 98 

feet
■ Outdoor IP67 weather rating

www.trendnet.com

March Networks

sE2 Indoor nanodoME

■ 1080p video 

capture with 

a low bit 

rate setting 

that reduces 

bandwidth 

and storage 

by 50% or 

more
■ Provides an 

extra wide, 

134-degree field of view with virtually no 

edge distortion
■ Additional features include hallway mode, 

and interior cable termination for surface 

mounts so no wiring is exposed

www.marchnetworks.com

Bosch Security and Safety 
Systems

dInIon and FlEXIdoME IP 4000I, IP 

5000I, IP 6000I CaMEras

■ New 

lineup of 

intelligent 

cameras 

within 

Bosch’s 

midrange 

portfolio
■ Fixed 

dome and 

bullet models with Essential Video Analytics 

built in as standard
■ Cameras understand what they’re seeing, 

generating metadata to add sense and 

structure to video footage

www.boschsecurity.us

Honeywell

nEXt GEnEratIon HonEyWEll total 

ConnECt Hd VIdEo CaMEra FaMIly

■ Two-way talk 

(indoor only), 

night vision 

and motion 

sensing 

capabilities
■ Easy 

installation 

and simple 

mounting
■ Get more RMR and reduce attrition

www.security.honeywell.com

3xLOGIC

MultI-sEnsor CaMEra

■ Designed for simple, 

easy deployment; 

acts as stand-

alone or integrated 

surveillance solution
■ Seamless integration 

with central stations 

for video verification
■ Embedded VIGIL 

Server software 

interfaces with entire 

3xLogic software 

suite

www.3xlogic.com

Digital Watchdog

MEGaPIX FlEX 16MP ConFIGuraBlE

MultI-sEnsor 

CaMEra

■ Four 4MP 

sensors in 

one housing
■ 2.8mm, 4mm, 

6mm, 8mm 

lens options
■ Easy sensor 

positioning 

with magnets

www.digital-

watchdog.com

Oncam

EVolutIon 180 outdoor

■ Single-sensor 

camera 

designed for 

applications 

that require 

a dewarped 

panoramic 

view, without 

blind spots
■ IP66, IP67, IP68, IP69K and IK10+ rated, 

making it an ideal camera for tough 

environments
■ The 5:2 panoramic+ stream provides a 

perfect balance between image quality and 

bandwidth efficiency.

www.oncamgrandeye.com

FLIR Systems

FlIr saros outdoor PErIMEtEr 

sECurIty CaMEra 

■ Multiple technologies in one device deliver 

accurate, actionable alerts and verified 

alarm data 
■ Numerous 

FLIR thermal 

sensors see at 

night, enabling 

analytics to 

reduce false 

alarms
■ Businesses 

can implement 

reliable intrusion 

detection in a cost-effective manner

www.flir.com

IRIS Digital Video Systems

sIGn CaMEra

■ Very popular for financial institutions; 

inquire about custom logos
■ Unique design easily blends into the 

environment
■ 2.1MP imager, ONVIF Profile S compliant, 

POE

www.iris-dvs.com

Arecont Vision

ContEra PanoraMIC

■ 8 or 20 Megapixel 

H.265/H.264 

All-in-One 180° 

Panoramic Camera 

with IR LEDs 
■ Up to 30fps 

recording and 

forensic zooming 

– zoom live or after 

the event while 

recording full field-

of-view in  HD – replace PTZ devices 
■ Enhanced WDR (wide dynamic range) up to 

120dB at full resolution and NightView for 

strong low light performance

www.arecontvision.com

Verint

VErInt V4530BtW 3MP BullEt CaMEra

■ Professional 

day/night 

camera 

equipped 

with True 

WDR, 

empowering 

users to 

enjoy superb image-detail in any lighting 

condition
■ Verint’s sophisticated AdaptiveStream 

technology enables the camera to optimize 

resolution for a desired object or area, 

maximizing efficiency of bandwidth usage
■ IP66-rated housing ensures protection 

against rain and dust, and IK10-rated 

housing protects against vandalism

www.verint.com

Listen to past Leadership Talks interviews 

on our YouTube channel!

Every week Security Systems News does a 20-minute Q&A 

with an industry leader. All interviews are posted on our YouTube 

channel, so you can catch up at anytime! 

Past interviewees include big names, like:

Sponsorships are available! Contact:
Rick Rector, Publisher, 207-846-0600 x267, rrector@securitysystemsnews.com

Leadership Talks

Catch up on past interviews now:
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Sherida Sessa
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Securitas

Ray Coulombe

Managing Director,

Security Specifi ers

Jumbi Edulbehram

Regional President
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Integrated Solutions Business, which we’ve 
been growing organically and through 
acquisition, and been able to offer new and 
exciting services like our managed services 
group.”

Mark Milam, VP, MSE, whose company 
was acquired in 2017, said that joining ADT 

continuted from page 17

ADT
has allowed him to take his 25-year-old busi-
ness to that next level. “We are already doing 
work nationally,” Milam told SSN. “And we 
have already been exposed to a higher level of 
opportunity and it will bring so much more 
to my people, my employees, which is really 
important to me and other owners here. Now 
that we have this support structure behind us 
we, can go after jobs that we couldn’t maybe 
go after before.”

Owners Club

ADT had its first Owners Club meeting 
at ISC West in 2017 and continued with the 
tradition this year, bringing the owners of 
the acquired companies together to social-
ize, bond and talk about the path forward as 
ADT grows its commercial presence nation-
ally under their guidance.

“We have a lot of bright guys here and a lot 
of talent who went out and built their com-
panies up, so it is like a fraternity and we can 
share ideas and pick each other’s brains, build 
camaraderie,” said Linton.

“The synergies we bring to the table and 
the mind-melding that goes on is what makes 
this so great.”

The Owners Club concept—taking the 
combined talents of these companies to help 
ADT grow commercially—“is brilliant,” 
Milam agreed. “It is a whole different mentality 
and we bring our processes and talents here, 
and having the other owners here to partner 
up with is a great strategy.”

Aronson noted, “The team atmosphere has 
been great. Every one that we have met is high 
quality and culturally wanting to do things 
right and be client focused. Aligning those 
strengths and taking the best of everyone of 
us to grow this is a unique way to do this.”

Schafenberg added, “This concept of keeping 
the owners on has turned into something much 
bigger than we even thought it could be.” ssn
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people news calendar
AES Corporation appointed Revathi 

Pillai as its vice president of engineering. 
She will lead the engineering team at AES’ 
Peabody, Mass., corporate headquarters, 
helping to drive innovative development 
and design of new products and services 
aligned with strategic planning initiatives.

In her new role, Pillai is responsible for 
leading all engineering and project man-
agement activities. Her leadership and 
impressive skill set is a perfect fit for AES 
and the alarm industry. 

Pillai has experience in the telecommu-
nication and utility industries, along with 
the Internet of Things (IoT) space. Her 
background includes senior level executive 
positions at high tech companies special-
izing in hardware, software engineering, 
and quality assurance. 

            ----------------------------
A+ Technology & Security Solutions Inc. 

named Rick Cadiz as vice president of 
sales and marketing across all component 

companies that make up Advance Conver-
gence Group (A+ Technology & Security 
Solutions, IPVideo Corporation and A+ 
STEM Labs). In his new role, Cadiz will 
be responsible for building and managing 
all marketing and sales efforts that spans 
across all three companies. 

Cadiz brings a background in the infor-
mation technology and services industries 
to the company along with strong sales 
management skills in IT consulting, IT 
outsourcing, managed services, security, 
networking, storage, cloud solutions, tele-
communications, and SaaS.

            ----------------------------
Camden Door Controls appointed Chris 

Lyons to the role of U.S. regional manager. 
Lyons is responsible for servicing Camden’s 
customers from the East coast over to the 
Central states.

Lyons brings to Camden extensive sales 
experience, in general, and locking device 
sales experience, in particular. 

June 11-14 NFPA Conference and 
Expo. Held at the Mandalay Bay Con-
vention Center in Las Vegas, the event 
will feature educational sessions, and 
host a variety of professionals including 
architects, engineers, contractors, build-
ing managers and those from public and 
private fire service, enforcement agen-
cies, insurers and utilities. https://www.
nfpa.org/

             -----------------------
June 19-22 ESX 2018. Held at the 

Music City Center, in Nashville, Tenn. 
The show brings together many elec-
tronic security professionals, including 
dealers, integrators and monitoring pro-
fessionals. ESX announced its keynote 
speaker for the 2018 conference: Scott 
Stratten, best-selling author and presi-
dent of UnMarketing. www.esxweb.com/

            -----------------------
Sept. 5-6 Cloud+ 2018. Held at Del-

ray Beach Marriott in Delray Beach, Fla. 

Cloud is the new frontier in physical 
security and Cloud+ is the only event 
where security dealers, integrators, mon-
itoring companies and other security 
professionals can delve into how cloud 
technology is now reshaping the security 
industry, what the potential is for the 
future and how cloud will affect com-
panies’ bottom line. The conference will 
feature an exhibit hall solely focused on 
cloud-based technology. For more infor-
mation, visit www.ssncloudplus.com.

For more information about sponsor-
ships, contact Rick Rector: rrector@secu-
ritysystemsnews.com

              -----------------------
Sept. 23-27 ASIS 2018. The ASIS 

International 64th Annual Seminar and 
Exhibits, held in Las Vegas, will  feature 
education for security practitioners and 
vendors. ASIS 2018 offers training ses-
sions, covering every aspect of security. 
https://securityexpo.asisonline.org/
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stock watch
Prices quoted are from the open of business on May 17, 2018Jeff Dietz joined AvantGuard in early February as the 

operations manager, running the company’s Rexburg, Idaho, 
site. He has about 15 years of experience in call centers; this 
is his first role in the security industry. “What I’m really try-
ing to create here in Rexburg is a culture of fun around some 
high performance goals,” he said. Security Systems News 
talked with Dietz in early May to ask him five questions.  

Are you married, do you have kids? Not married; I do have a 
daughter. She is four years old and she’s my life. That’s where 
I spend most of my time outside of work. … We live in Idaho, 
so there’s lots of outdoorsy, fun events that we like to just get out and do.  

What do you like about where you live? It used to be ranked in the top 10 places 
to live in America. It’s a great place to raise a family. It’s really close to lots 
of attractions like Yellowstone and skiing, mountain biking, four-wheeling, 
snowmobiling. You’re kind of in the center of being able to pop over to a lot 
of different things.  

Do you have any pets? I do have a little Chihuahua-shih tzu. I’m allergic to 
pets, but my daughter really wanted one, so I’ve made it work. I’ve had him 
for going on two years now.

What’s the best book you read recently? The best book I’ve read recently would 
probably be Winning from Jack Welch. Really, he’s somebody that I look up 
to in the business world. He’s got a lot of concepts in that book that I think 
apply to a lot of different businesses.

What do you like most about the security industry? It has got to be the most 
rewarding industry that I’ve worked in. Whenever I get asked ‘Where do you 
work?’ I tell them and they [ask] ‘I haven’t heard of that before. What is that 
all about?’ and I [say] ‘Well, we’re able to protect property and save lives, and 
this is how we do it.’

                   —Spencer Ives

Five Questions

COMPANY (ticker) Price Previous
52-WK 
HIGH

52-WK 
LOW

EPS

ADT (ADT) 7.02 9.37 13.02 6.93 0.53

Alarm.com (ALRM) 40.74 42.07 49.49 31.28 0.59

Allegion (ALLE) 76.73 85.55 89.81 73.85 2.85

Ascent Capital Group (ASCMA) 2.36 3.62 17.84 2.11 -8.82

Cisco Systems Inc. (CSCO) 43.13 44.50 46.37 30.36 -0.29

Flir (FLIR) 54.73 52.76 55.67 33.95 0.77

G4S (GFS.L) 262.10 261.30 342.60 233.80 15.20

Gentex (GNTX) 23.82 22.13 24.60 16.59 1.41

Hikvision (002415.SZ) 41.50 39.35 44.59 25.25 --

Honeywell (HON) 147.03 150.77 165.13 129.00 2.14

ImageWare Systems (IWSY) 1.45 1.62 2.24 0.81 -0.15

Johnson Controls (JCI) 36.43 34.23 44.37 32.89 1.61

Kratos Defense (KTOS) 10.82 11.49 13.93 8.90 -0.48

Mace Security (MACE) 0.39* 0.39 0.50 0.32 0.00

Moog Inc. (MOG-A) 83.65 86.03 93.93 65.41 3.10

NAPCO (NSSC) 11.75 10.85 12.00 7.40 0.33

Richardson Electronics (RELL) 9.25 8.82 9.45 5.31 0.15

ScanSource Inc. (SCSC) 37.35 36.45 45.35 31.40 1.70

Securitas AB (SECU-B.ST) 138.25 140.10 151.80 125.30 7.66

Shenzhen Infinova (002528.SZ) 4.90 5.00 7.00 3.94 --

Stanley Black & Decker (SWK) 141.37 148.79 176.62 133.25 8.04

United Technologies Corp. (UTX) 124.49 124.87 139.24 109.10 5.70

Verint Systems Inc. (VRNT) 41.85 42.25 44.55 37.05 -0.10

Vicon Industries (VII) 0.40 0.40 0.44 0.34 --

Jeff Dietz

* MACE price is from close of May 16
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of Your Business with LTE  

© 2018 Honeywell International. All rights reserved.

Maximize Account Longevity 
Honeywell offers an end-to-end solution that combines hardware and 

cloud services to help streamline your business. When paired with 

Honeywell panels, sensors and services, our new LTE communicators 

deliver optimized reliability, simpler installations, 

and maximum account longevity.   

It’s a powerful solution that’s quality tested, warrantied, and agency-

listed to deliver great performance, improved business efficiencies 

and fewer support calls.

Honeywell’s family of LTE communicators will help grow your 

business now and for years to come.

For more information, please visit hwsproducts.com/LTE/ssn

The Future

http://www.hwsproducts.com/lte/ssn
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