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THE IRREPLACEABLE VALUE OF HUMAN INTELLIGENCE

Like alarm systems, IVR, SMS, MPower, and other technology,
Al is simply another tool to assist human response — not replace it.

While Al may be used where appropriate, we firmly believe that the empathy, intuition,
ethical reasoning, and personality required to be a human lifeline to your customers
will always rely on human intelligence™ ("Hi") that machines will never replicate.

When it matters most, you can rely on COPS Monitoring to deliver the
“Hi"... the original, unrivaled human intelligence.

Our people make the difference:

Providing Professional Monitoring Services to millions through 3,000+
Independent Alarm Dealers covering the U.S., U.S. Territories, & Canada
800.367.2677 | Fax: 856.629.4043 ' info@copsmonitoring.com ' copsmonitoring.com
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VOLUNTEERISM AS A GROWTH STRATEGY

Merlin Guilbeau, IOM
Executive Director & CEO

5 B Merlin.Guilbeau@ESAweb.org
972.807.6810

hen Melissa Brinkman, CEO
of Custom Alarm, a 27-year
veteran of the electronic
security and life safety
industry, first joined the Association’s
Board of Directors, she thought of it as
“something extra” to do outside her day-
to-day work. Seven years later, she laughs
at the thought. “I realized pretty quickly
that volunteering didn’t take away from
my career—it made it,” she says. “I’ve met
mentors I wouldn’t have known, shaped
industry practices, and even discovered new
business opportunities I never expected.”

Melissa’s story isn’t unique. Across the
electronic security and life safety industry,
seasoned professionals are finding that
volunteerism isn’t just altruistic, it’s
strategic. By dedicating time and expertise
to boards, committees, councils, and
mentorship programs, they’re helping

to grow the industry while growing
themselves.

The Power of Giving Back

Kirk MacDowell, President of MacGuard
Security Advisors, a consultant with more
than 45 years of industry experience,
reflects on his time mentoring young
professionals. “I thought I was helping
them,” he says. “But I learned just as much,
new perspectives, fresh ideas, and even tech
trends I hadn’t considered. Volunteering
kept me sharp and connected.”

These veterans often share three
common motivations:

Networking that matters - Unlike
networking at conferences, volunteer
work fosters deeper, long-term
relationships. “Some of my closest
professional friendships started at a
volunteer meeting,” says MacDowell.

Shaping the future - Veterans

see volunteering as a chance to influence
industry standards and practices.
Brinkman notes, “It’s empowering

to know that my input today could

make the industry safer, smarter, and
more sustainable tomorrow.”

Personal fulfillment - Many describe
volunteering as a meaningful way to give
back to the profession that supported
them.

Why You Should Step Up Too

It’s easy for newer professionals to assume
volunteering is for seasoned leaders. But
engagement at any stage of a career can

be transformative. Take April Chastain,

VP of Internal Operations & Merger
Implementation at Owen Security Solutions
who joined the ESX Advisory Board for the
first time this year. “I expected to learn
some rules or processes,” she says. “Instead,
I gained leadership experience, confidence,
and recognition from peers and employers
alike. It changed my view of the value
volunteering provides to me personally.”

Volunteering offers benefits that ripple
beyond the individual:

Professional Development - Skills
like leadership, negotiation, and project
management grow naturally in volunteer
roles.

Company Visibility - Employees
representing their companies on boards
and committees boost their
organization’s credibility.

Workforce Engagement - Team
members who volunteer report higher
morale and stronger engagement.

Industry Resilience - Every hour
contributed strengthens the profession,
ensuring a stronger, more sustainable
future for everyone.

Making It Work for You

Volunteerism doesn’t have to be
overwhelming. Start small: join a
committee, mentor a new professional, or
contribute expertise to a specific initiative.
Over time, the returns compound in ways
that are both personal and professional.

As Brinkman puts it, “You join to give back,
but you end up learning, growing, and
connecting in ways you could never plan.
It’s one of the smartest investments you can
make in your career, company, and in the
industry.”

In today’s competitive landscape, growth
isn’t just about revenue or technology, it’s
about relationships, skills, and leadership.
By volunteering, you don’t just contribute
to the industry, you help build it while
building yourself.

If you are ready to experience personal and professional growth by

volunteering with ESA, go to esaweb.org/volunteer to learn more and apply.
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ProSeries

The Ultimate Smart Security System

Bring security, life safety and smart control (0 Fpieriome) (B [ Snitharme O dleabuitin
together in one simple platform.

— Innovative modular design

— Built-in Amazon Alexa and Apple HomeKit®

— Easy to learn, quick to install, simple to maintain

ProSeries helps dealers —
WIN more customers,
KEEP them longer, and !
DRIVE profits. resideo.com/pro/proseries
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A NEW AGE OF
INTELLIGENCE IN SECURITY

he electronic security and life
safety industry is experiencing a
transformative period of growth
and innovation, making it an
exceptionally exciting and opportune field.
Fueled by technological advancements,
shifting consumer and business demands,
and evolving threats, the industry is rapidly
moving beyond traditional alarms and
surveillance into a world of intelligent,
interconnected, and proactive safety
ecosystems. Professionals in this sector are
no longer just installing equipment; they
are designing, implementing, and managing
sophisticated solutions that leverage Artificial
Intelligence (AI), the Internet of Things
(IoT), and cloud computing to create smarter,
safer, and more resilient environments. ESA
is positioned to assist and support your
efforts as our industry continues to move
forward and prosper.

Several key trends are propelling this
dynamic evolution:

The Power of Al and Machine
Learning: Al is perhaps the single most
significant game-changer in the industry.
It’s revolutionizing video surveillance with
analytics that can detect unusual behavior,
track movement, and predict potential
threats in real-time, drastically reducing
false alarms. In life safety, Al-driven fire
and smoke detection systems can analyze
environmental data to identify potential
fire hazards with unprecedented accuracy.
For security, Al is a powerful tool for
analyzing large volumes of data to identify
patterns indicative of cyberattacks and
insider threats, enabling a more proactive
defense.

The Rise of IoT and Connectivity: The
proliferation of IoT devices is creating a
cohesive network of connected systems,
from smart cameras and motion sensors
to automated locks and environmental
detectors. In this ecosystem, different
devices can communicate with each other,
providing real-time insights and enabling
faster, more coordinated responses. For
example, a smart fire alarm system can
automatically notify the response center
while triggering a lockdown protocol via
the access control system.

The Cloud Revolution: Cloud-based
security solutions offer flexibility, remote
accessibility, and centralized management
for both businesses and residences. For
multi-site businesses, the cloud centralizes
security tools and data, improving visibility
and response times across all locations. For
residential customers, it provides remote
access to cameras, locks, and alarms via
smartphones, giving them peace of mind
from anywhere. This shift also enables the
“as-a-service” model (SaaS, HaaS), creating
new recurring revenue opportunities for
providers.

Convergence of Cyber and Physical
Security: The digital and physical worlds
are no longer separate. As physical security
systems become more IP-based and
connected, they become susceptible to
cyberattacks. This has led to a critical trend
of convergence, where physical security
and IT teams work together to create
integrated, holistic security strategies. A
breach in one area can compromise the
other, so a unified approach is essential for
comprehensive protection.

The Future of Security and Life Safety

Looking toward the future, the industry
is set to evolve even further in several
exciting ways:

Predictive and Autonomous Systems:
AT’s capabilities will continue to advance,
enabling security systems to become

more predictive than reactive. Instead of
merely reacting to events, systems will use
data analytics to anticipate and prevent
incidents before they happen. Autonomous
systems, such as AI-powered drones for
perimeter monitoring and robotic guards,
will also become more commonplace,
complementing human security teams.

Biometrics and Identity Management:
The use of biometrics for access control—
including facial recognition, fingerprint
scanning, and iris scans—will become more
sophisticated and widely adopted. This

will offer a more secure and convenient
alternative to traditional keys and keycards.
The challenge will be to balance enhanced
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security with growing concerns over
privacy and data protection.

Personalization and Integration:
Future systems will be highly personalized
and deeply integrated into our lives and
infrastructure. In the smart home, security
and life safety devices will work seamlessly
with other smart products, from voice
assistants to energy management systems.
In smart cities, public and private security
networks will be integrated to improve
emergency response and overall public
safety.

Opportunities and Challenges

For those in the electronic security and life
safety business, this new era presents a wealth
of opportunities. The demand for skilled
technicians, engineers, project managers, and
cybersecurity specialists is on the rise. The
shift towards cloud and managed services
offers new business models and recurring
revenue streams. With resources like the
newly formed AI Readiness Council (ARC)
and the Foundation for Advancing Security
Talent (F.A.S.T.), training and education
resources, ESA remains well positioned

to provide support and guidance to our
industry. But this opportunity also comes
with challenges - professionals must stay
ahead of the technology curve, constantly
learning and adapting to new innovations.
The convergence of IT and physical security
requires new skill sets, and the industry must
address the cybersecurity vulnerabilities that
come with interconnected systems. Privacy
concerns surrounding Al and biometrics also
need to be carefully navigated. ESA can help.

We in the electronic
security and life safety
industry are in the midst of
a technological renaissance.
For those with the right
skills and a passion for

innovation, it is not just

a great time to be in the
business—it is the ideal time
to help shape a smarter,
safer, and more connected
future.
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TRAINING AND
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SHAPING THE FUTURE OF TECHNICIAN TRAINING

DIANA LETTKEMAN AMONG EXPERTS BEHIND ESA’S CAT LEVEL 1 REVAMP
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very day, across homes,

businesses, schools, and

communities, properly

installed electronic security
and life safety systems help to save
lives and safeguard property. Behind
every one of these systems is a
trained technician —ensuring that the
technology works when it’s needed
most.

Highly-skilled technicians don’t just
pull wire or mount devices. They
understand the science behind how
systems communicate, detect, and
respond. Their vital work ensures fire
alarms activate when seconds count
and intrusion systems alert before
harm can occur.

To ensure that ESA certified
technicians continue to be leaders

in this mission, the Association has
devoted hundreds of hours throughout
the past year updating, elevating,

and enhancing its Certified Alarm
Technician 1 education — the gold
standard in foundational technician
training.

The effort would not be possible
without the subject matter experts
who generously volunteer their time,
knowledge, and passion to support the
initiative.

These contributors—technicians,
integrators, manufacturers, educators,
and public safety partners—bring
decades of combined experience to the
effort.

They have reviewed lessons, refined
technical examples, ensured accuracy,
and elevated the training to meet the
real-world needs of today’s electronic
security and life safety professionals.

Their commitment to raising the bar
for technician education ensures that



every graduate of the new CAT Level
1 course enters the field prepared,
confident, and equipped to protect
lives and property with excellence.

When we set out to modernize
and elevate our Certified Alarm
Technician—Level 1 (CAT 1) training,
we knew it would take more than
technical accuracy—it would take
people who care deeply about the
craft and the professionals behind
it. One such professional is Diana
M. Lettkeman, Program Manager
of Licensing and Training at DISH
Network Service.

Diana brought her expertise,
professionalism, and passion for

technician development to every stage

of this ambitious project — and is
the primary subject matter expert for
several new modules in development,
including “Rack Installation and
Organization Fundamentals” and
“Principles of Wireless Technology.”

Her insights have helped bridge
classroom concepts with the realities
of the field—ensuring that learners
not only understand the what of
system installation and service, but
also the why behind doing it right.

Those who’ve worked with Diana
know she has a rare ability to see
both the technical and human sides
of training. She reminds us that
great technicians aren’t just skilled
with tools and technology—they’re
ambassadors of trust, safety, and
customer care.

Diana was certified as an ESA Level

1 Certified Alarm Technician in 1986
— and has since earned each of ESA’s
advanced certifications.

SPECIAL THANK YOU

This work would not
be possible without
the commitment

and expertise of our

“I have been training
technicians for over 40
years,” says Lettkeman.
“It’s really what drives

me. I have always
focused on making
things easier for our
partners in the field.”

Her impressive resume includes a 25+
year tenure at DISH, licensure in over
20 states (holding multiple licenses

in some) and patents for over 14
distinct devices (some with multiple
continuations) she’s designed to assist
technicians in the field.

DIANA LETTKEMAN
Licensing Program Manager
DISH Network

DOUG BASSETT
Executive Director
Connectivity Ops Licensing and

Compliance, Comcast Xfinity Home

GREG BREYER
VP of Design and Compliance,
Zeus Fire & Security

subject matter experts,

including:

STEVE KEEFER
Executive Director,

Security Industry Alarm Coalition

“I want the workforce of the
future to be prepared for
whatever they may encounter in
the field,” she says.

The ESA team is deeply grateful

for volunteers, like Diana, whose
dedication, attention to detail, and
commitment to raising the bar for
technician education industry-wide is
contagious.

ESA would like to thank all the
volunteers for sharing their time and
expertise so generously to strengthen
a course that will prepare thousands
of professionals to protect lives and
livelihoods for years to come.

BRIAN KIRTLEY

Sr. Manager of Licensing and
Field Compliance, Comcast
Xfinity Home

DIANA LETTKEMAN
Licensing Program Manager,
DISH Network

DR. RODGER REISWIG
Vice President of Industry,
Relations Johnson Controls

If you would like to contribute your expertise to ESA’s education as a
subject matter expert, please visit: esaweb.org/volunteer.
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MILLIONS OF CAMERAS
ARE ABOUT TO GET

SMARTER

DON’T REPLACE YOUR CAMERAS
- MAKE THEM SMARTER

Two new camera drivers empower end users
with innovative technology and features.
Dealers who have standardized on Axis
cameras and DMP control panels can now
bring AlarmVision® and Virtual Keypad™
features directly to their customers

— without adding or replacing any hardware.

With the new AlarmVision® Driver, existing
AXxis cameras can detect threats, trigger
alarms and talk directly to DMP control panels

— no new hardware, no rewiring, no downtime.

You already have the cameras. Now give them
superpowers.

The Virtual Keypad Driver offers your
customers a fully unified security experience
— putting Axis video into the same app as
intrusion and access control. Eliminate the
stress of juggling multiple platforms and give
your customers the simplicity they’ve been
asking for.

One app. Zero headaches.

These drivers can function separately or be used together for a premium experience.

[=]:5[m]

-_'-
To learn more visit:
E J DMP.com/Drivers-ESA
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A PRACTICAL GUIDE TO

ADDITIONAL INSURED
REQUESTS

BY CRYSTAL JACOBS, PROGRAM LEAD AT SECURITY AMERICA

n the alarm industry, it’s common
for customers to request to be
named as an additional insured on
your insurance. Granting that status
can help secure business and build trust,
but it also opens the door to potential
overexposure if not handled carefully.

The real protection doesn’t come from
the insurance endorsement itself — it
comes from the contract language
between you and your customer.

That’s where liability, negligence, and
indemnification are defined and limited.

Here’s how to structure those provisions
so you can accommodate client requests
while keeping your exposure reasonable.

Make the Contract Control the
Scope of GCoverage

Your service agreement should clearly
state when and how a customer’s
additional insured status applies.
Without this clarification, a customer
may later argue that your insurance
should respond to claims far outside
your actual work. The customer’s
additional insured status applies only
to claims arising from YOUR negligent
acts or omissions — not for their own
negligence or independent actions. It’s
not enough to simply say “negligence”
though - you need to identify the
negligence boundaries.

Your contract should ideally draw a
firm line between:

Ordinary Negligence: Mistakes or
oversights that might occur in the
course of YOUR operations. YOU can
accept responsibility for YOUR own
negligence to a reasonable degree.
Contributory (or Comparative)

Negligence: When both parties share
some fault. The contract should state

that each party remains responsible
for its own share of negligence.

Gross Negligence or Willful
Misconduct: Extreme disregard or
intentional wrongdoing. The contract
should explicitly exclude these from
any indemnification or insurance
obligations.

This wording prevents your company
from being dragged into claims where
the customer’s own failure — such as
ignoring an alarm, disabling a system, or
not maintaining their property — played
arole in the loss.

Use Targeted Indemnification
Language

A well-drafted indemnification clause is
your first line of defense. It should make
clear that you agree to indemnify and
hold harmless the customer only to the
extent that damages arise from YOUR
negligent acts, errors, or omissions in
the performance of its work. Further,
it should state that the customer shall
be responsible for any loss, damage,

or injury resulting from THEIR own
negligence, misuse of the system,

or failure to follow the contractor’s
instructions or recommendations. This
mutual or proportional approach to
indemnification helps ensure that your
insurance only responds when you are
actually at fault.

Limit the Extent of Any Indemnity

Even when you accept some
indemnification responsibility, cap your
exposure. Alarm contracts typically use
limitation of liability clauses that restrict
recovery to a specific dollar amount or

a multiple of the service fee. Courts
have repeatedly upheld these clauses in
alarm cases when they are clearly written

and agreed to by both parties and not
prohibited by state statute.

Adding customers as additional

insureds can be a routine business
accommodation — but the protection
should flow from your contract, not from
an open-ended insurance promise.

When you:
Tie coverage to your negligence only

Exclude customer and gross
negligence

Use proportional indemnity
Enforce a limitation of liability clause

You honor the customer’s request
while keeping your exposure fair and
controllable.

Alarm industry exposures are unique,
and state laws vary on indemnification
enforceability. Always have your contract
reviewed by counsel familiar with

alarm service agreements. At Security
America, Ken Kirschenbaum is our go-to
for alarm contracts. Customers that
utilize Ken’s contracts even receive an
additional discount on their Security
America rates. Your insurance may back
the contract — but the contract should
always set the limits.

For more information
on how you can save on
your business insurance

through Security
America contact:

info@securityamericains.com
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Insurance Quote
and Compare Today
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Raise Your Hand

If You Think Alarm Companies Should
Pay Your Customers' Alarm Fines!

The Security Industry

Alarm Coalition has
> helped to defeat this type
of costly disruptive
legislation. SIAC is the
one voice for the industry
on alarm management
Issues.

Security Indusfry Alarm Coalition

SIAC can only do this
important work with your
financial support.

Scan this code with your cell
phone and contribute immediately!

) 377-9401 o 135




CUTTING FALSE ALARMS
WITHOUT CUTTING SAFETY SIAC

BY THE SECURITY INDUSTRY ALARM COALITION

A Smarter, Safer Way to Manage
Rlarm Response

Professionally monitored security systems
have protected homes, businesses, and
communities for decades. They deter break-ins,
alert occupants to danger, and summon help
when seconds matter. But like any high-volume
safety system, false alarms can waste police
resources and strain public confidence. The
Security Industry Alarm Coalition (SIAC) was
created to fix that problem—helping cities cut
false dispatches without cutting public safety.
By aligning alarm companies, users, and law
enforcement, SIAC’s data-driven approach
strengthens both efficiency and deterrence.

Collaboration Over Confrontation

SIAC’s philosophy is simple: work with
communities, not against them. The coalition
partners with police chiefs, sheriffs, and city
officials to create balanced alarm-management
ordinances that share responsibility. Alarm
companies improve customer onboarding

and data accuracy. Users receive training and
fair accountability. Public safety agencies get
cleaner, verified calls for service so officers can
focus on true emergencies. The result is fewer
false alarms and faster response when it matters
most.

Proven Alarm-Reduction Practices
That Deliver Results

Through hundreds of city partnerships, SIAC
promotes field-tested best practices that
consistently reduce false dispatches:

Enhanced Call Confirmation (ECC):
Central stations make at least two contact
attempts before requesting police. Most
accidental alarms are canceled within
seconds, freeing officers for higher-priority
calls.

Tiered Accountability: A few addresses
cause most false alarms. Graduated notices
and fines encourage better user behavior and
timely maintenance.

Alarm User Education: Quick online
‘alarm school”’ modules teach users how to
avoid common mistakes and keep contact
lists updated.

Clean Data, Clean Dispatch: Standardized
call formats ensure 911 centers and officers
receive accurate information the first time.

Smart System Design: Dealers follow
installation guidelines and coach customers
on seasonal or remodeling changes that affect
sensors and doors.

Preserving Deterrence While
Improving Efficiency

Alarm systems remain one of the most

effective crime deterrents available. Visible
signage and sirens tell would-be offenders

that intrusion means immediate detection and
potential police response. SIAC’s approach
preserves that deterrence by filtering accidental
activations—not eliminating responses. ECC
and accountability measures occur before
dispatch, ensuring that true emergencies still
receive rapid attention while minimizing wasted
patrol time.

Law Enforcement Sees the Difference

Departments that follow the STAC model
consistently report measurable gains: fewer
unnecessary dispatches and better officer
safety; improved resource allocation and

faster response times; and higher community
satisfaction because citizens keep both
protection and trust in their local police. These
are tangible, data-supported improvements—no
sacrifice in safety, just smarter operations.
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A Model Ordinance Everyone Supports

SIAC’s model ordinance is designed for
fairness and simplicity. It defines ‘false alarm,’
‘cancellation,” and ‘verified’ clearly; offers grace
on first mistakes; and introduces graduated
steps for chronic offenders. Easy online
registration and appeal processes prevent red
tape. Transparent reporting lets city leaders
track results. Because the system is balanced
and transparent, it earns the backing of law
enforcement, city managers, alarm dealers, and
homeowners alike.

Continuous Improvement Through
Shared Metrics

SIAC encourages local agencies to track

key metrics—false-alarm rate per account,
cancellation rate, response time, and chronic
offender reduction. Quarterly reviews with
alarm companies identify simple fixes such as
updating call lists, replacing faulty sensors, or
retraining users. Outreach through chambers
of commerce and neighborhood associations
spreads best practices across the community.

The Bottom Line

The debate over alarms doesn’t
have to pit public safety against
efficiency. The Security Industry
Alarm Coalition’s cooperative
approach shows how cities can
dramatically reduce false alarms
while keeping the proven deterrence
of professionally monitored
systems. When police, local officials,
and the alarm industry work
together, communities win twice—
safer streets and smarter use of
patrol resources.
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HOW 2025 POLICY SHIFTS ARE
RESHAPING THE SECURITY INDUSTRY

f 2024 was the year technology outpaced

regulation, 2025 became the year

regulation tried to catch up. Lawmakers

and federal agencies across the country
began taking a closer look at the systems and
networks that power modern security and life
safety. Every new rule, proposal, or bill had
the potential to reshape how our industry
operates, and ESA has stayed engaged to make
sure the people who protect lives and property
have a voice in those conversations.

One of the biggest issues this year came from
the FCC. The agency has been weighing a
proposal from NextNav to take over nearly
60 percent of the Lower 9oo MHz spectrum.
These are the same frequencies used every
day by alarm, fire, and medical alert systems.
ESA, along with partners at SIA and TMA,
pushed back hard on this plan because
technical analysis showed it could cause real
interference and jeopardize system reliability.

That fight has underscored just how connected
spectrum policy is to public safety, and why
our industry must stay active whenever those
airwaves are up for discussion.

Another major topic has been the ongoing
wave of state Right to Repair legislation. On
paper, these bills sound simple, but in practice
they raise serious safety and compliance
concerns for security and fire systems. ESA has
been working to help policymakers understand
the difference between fixing a phone and
servicing a life safety device. These systems are
highly regulated, require trained professionals,
and are often subject to building and fire
codes. Allowing unqualified repairs could open
the door to security risks and liability for both
consumers and businesses.

Not all of this year’s developments were
defensive, though. The passage of the Freedom
to Invest in Tomorrow’s Workforce Act was
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a major win for training and professional
development. By allowing 529 education
savings to be used for technical certifications,
the law recognizes the essential role skilled
trades play in protecting communities. Several
states also moved forward with licensing
reforms that treat ESA’s National Training
School credentials as equivalent to NICET,
giving technicians new opportunities to
advance their careers without unnecessary red
tape.

Looking ahead, 2026 is shaping up to be just as
active. Issues like artificial intelligence, data
privacy, and new workforce regulations are
already appearing on legislative calendars. ESA
will continue to make sure that innovation and
safety advance together, and that lawmakers
hear directly from the professionals who make
this industry work every day.
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TODAY’S HOMEOWNERS ARE SMART:
YOUR RESIDENTIAL TECHNOLOGY SOLUTIONS SHOULD BE T00

ERIN HARRINGTON

ystems integrators valued at $23.72 billion in 2024,  savings that go along with it

working in the with a projected annual growth  are another attractive perk, as

residential sector know rate of 23.4% through 2030. well as enhanced convenience

that homeowners are That’s a lot of dollars - dollars and performance. Younger
getting smarter all the time. that savvy systems integrators homeowners, in particular,
Demand for smart home can be cashing in on. that grew up with the ease
solutions, driven in huge and familiarity of the internet
part to advancements in IoT There are a lot of catalysts are especially plugged into
technology, is soaring. The U.S.  driving this surge in demand, the smart home technologies
smart home market, according and security is only one of they can readily put at their
to Grandview Research, was them. Energy efficiency and the  fingertips today.
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HERE ARE SOME
OF THE MOST
IN-DEMAND

TECHNOLOGIES

IMPACTING THE
RESIDENTIAL
MARKET AND

THE BUSINESS
GROWTH
OPPORTUNITIES
THEY CAN OFFER
TODAY’S SYSTEMS
INTEGRATORS.

Smart Security Systems

These span cameras, video
doorbells, and smart locks
that enable fingerprint,
keypad, app, and voice
access. “Homeowners

are beginning to view
security systems not just as
protection, but as a smarter
and more convenient way
to manage access to their
homes,” says Alexander
Crettenand, Vice President
of Software Engineering at
ADT. “Fingerprint locks,

for example, are designed

to simplify everyday access
while keeping homes secure.
They provide solutions

that go beyond monitoring
to offer seamless, user-
friendly, and intuitive access
control. Among smart home
features, access solutions
stand out by providing clear,
immediate value, making
them a key area where the
technology truly delivers on
its promise.”

And, as Mark C. Popkowski,
President/ CEO of Modern
System Concepts points out,

it’s more important than
ever that security systems
‘play well with others’ and
integrate with other product
manufacturers.

“Originally, security
systems were designed
solely with security in
mind but, to compete
in today’s market,
consumers are looking
at features that deliver
more bang for the buck.
Camera technology
has just exploded.
Cameras can be used
and incorporated into
security systems to
add better verification
of alarms and
identification.”

Smart Lighting

Smart lighting control
which leverages advanced
technologies to automate,
customize, and remotely
manage lighting in homes,
offices, or public spaces is
another smart home feature
that’s in high demand.
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It’s transforming traditional
lighting into a smart system
that reacts to user’s needs,
preferences, and daily routines.
Lighting control through
Z-Wave or Wi-Fi provides an
inexpensive way to incorporate
into a security system,
Popkowski notes.

“Lighting can be setup in
conjunction with security in
arming/ disarming or alarm
conditions.”

Al Joins the Smart Home Lineup

Crettenand points to Al-
Powered Automation -
predictive routines that adjust
lighting, temperature, and
appliances based on the user’s
habits/schedule - saying that
“Al-powered automations are
becoming a really compelling
part of the smart home
experience. We’re starting to
see features like ‘mockupancy,’
which make a home appear
occupied, and proactive
deterrence tools, such as lights
that turn on when someone
approaches. These kinds of
intelligent, anticipatory features
are emerging as potentially
valuable use cases, especially
as homeowners look for more
proactive and personalized ways
to enhance their home security,
especially when they are away
from their homes.”

Environmental monitoring
systems that give homeowners
the ability to remotely check on
their systems are also gaining
traction. “It is almost a standard
expectation that homeowners
can remotely check their
systems through their phones,”
Popkowski says. “It gives them
peace of mind while away from
home.”




Making the Move to Selling Smart
Home Solutions

The smart home market is
ripe with opportunity, and
one that many traditional
security systems integrators
are migrating to successfully.
Popkowski emphasizes the
importance of knowing the
products that you’re going to
sell and support, pointing out
that if you’re not utilizing and
understanding the technology
you are presenting to your
customer, they’ll likely be
reluctant to trust you.

“A great way to start is by
tapping into existing smart
home ecosystems like Google
Home or Apple HomeKit,”
Crettenand advises. “These
platforms offer integrators

a low-lift way to get familiar

with connected technologies
without having to build from
scratch.”

Smart Sales Strategies

There are effective, customer-
facing talking points that can
encourage homeowners with
traditional security systems

to upgrade or modernize

their solutions to make their
homes smarter. “I take pride

in educating customers,”
Popkowski says. “Whether they
come to me with a specific
problem or simply want to be
better informed, my approach
begins with asking the right
questions and actively listening.
If they’re considering an
upgrade, I explore what they
like or dislike about their
current system and what new
technologies have caught their
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attention. I provide a high-level
overview of the technology
landscape to help identify what
aligns with their interests. From
there, I develop a customized
plan tailored to their needs.”

And, as Crettenand adds, “When
encouraging homeowners

to upgrade from traditional
security systems, it’s important
to focus on value. Devices

like smart doorbells and

locks offer clear, practical
benefits by enhancing both
security and convenience
without overwhelming a new
user. Other features just may
not provide the same direct
impact. Starting with high-
value items helps homeowners
see tangible improvements in
safety and daily living, making
the transition to a smarter
home feel both meaningful and
manageable.”
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POWER IN PARTNERSHIP: HOW RESIDEO’S
FIRST ALERT PREMIER PARTNER PROGRAM

FUELS DEALER SUCCESS

sk any good business

leader the secret to

staying strongin a

competitive, ever-
changing industry and, chances are,
they’ll point to two things: their
team and their trusted network.
Because you don’t stay in business
for 35+ years by luck. You do it with
trusted tools, reliable support and
relationships that go the distance.
That’s exactly what Resideo’s First
Alert Pro Premier Partner Program
was built to deliver.

The First Alert Pro Premier Partner

Program is Resideo’s flagship loyalty

and enablement program, designed
to help dealers across the U.S. and
Canada scale their businesses,
strengthen customer relationships,

evolving technologies. From co-

op advertising funds and digital
marketing support to advanced
training, product discounts and early
access to Resideo’s latest innovations
— the program offers a full ecosystem
of benefits to support growth-
minded dealers.

“Our Premier Partners are at the
core of everything we do,” says
Quentin Gunther, Resideo Premier
Pro Partner Program Leader. “This
network was designed to help
independent dealers grow through
powerful tools, hands-on training,
and meaningful collaboration. The
feedback we continue to receive
reinforces the real impact it’s having
on their businesses and customer
relationships.”

date, the program is designed for
security dealers who are looking to
grow their businesses and benefit
from the support of a national brand.
While membership is currently by
invitation, it’s ideal for independent
and emerging dealers eager to tap
into a strong network of resources,
innovation, and shared success.

Here, three participating dealers
share their experience with the
program, highlighting the value of
the partnership and the impact it’s
had on their operations, marketing,
and ability to serve customers.

and stay ahead of the curve with With more than 350 participants to
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Peer-Led Growth:

Doyle Security Taps into
Network and Co-op Tools

DD'.'LE:

Security for your life.™

for Immediate Impact

s Chief Operating

Officer and Executive

Vice President of

Rochester, NY-based
Doyle Security Systems Kevin
Stone brings decades of
experience to the table. The
105-year-old company operates
across New York and Northwest
Pennsylvania, delivering
security, fire and life safety
services with a commitment to
innovation.

Doyle Security has been a
member of Resideo’s dealer
network for more than 30 years,
and Stone says the value of
community is what continues

to stand out. “Before we joined,
we heard from other partners
about the incredible networking

and sharing of best practices,
and that’s exactly what we’ve
experienced.” From the annual
CONNECT Customer Event
to regional meetings, Stone
highlights the value of peer
learning as one of the biggest
advantages of the program. “If
you attend, you’ll leave with
ideas that will improve your
business immediately,” he notes.

Resideo’s leadership in the
security industry also extends
through its ongoing partnership
with the Electronic Security
Association (ESA), which it
serves as a diamond-level
sponsor. ESA is a regular
sponsor of Resideo’s CONNECT
event, and nearly 50% of ESA’s
board is comprised of First Alert
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Premier Partners - a testament
to the strength, influence,
depth, and professionalism of
the dealer network.

Doyle has leveraged the
program’s co-op and
marketing tools to execute
targeted campaigns that drive
measurable results. Meanwhile,
Resideo’s training materials

are fully integrated into the
company’s onboarding process,
helping new technicians

get up to speed quickly “I’d
recommend the Premier Partner
Program without hesitation,”
Stone adds. “It’s a mutually
beneficial environment where
people come together to help
each other grow.”



Built on Trust:

Orlando Emergency
Signal Elevates Sales and
Visibility with Program

Support

or Marvin Smith, founder

of Orlando Emergency

Signal (OES), joining

the Premier Partner
Program was both a return
to his roots and a strategic
leap forward. With over four
decades in the industry, Smith
traces his passion for security
back to his early days working
with Ademco (a predecessor to
Resideo) panels in Delaware.
Today, his company serves a mix
of residential and commercial
customers across Central
Florida.

“When I learned about the
Premier Partner Program, I
knew it was the perfect fit for
OES,” says Smith. “Joining
was one of the best business
decisions I’ve made.” Since
enrolling, OES has seen
significant sales growth,
thanks in part to the Resideo
ProSeries product line and
ongoing support from Resideo’s
dedicated team. Smith credits
the program’s co-op funds
and marketing resources for
strengthening visibility, while
training and beta testing
opportunities have helped

sharpen the team’s expertise.
“It’s so much more than a dealer
program; it’s a family,” he adds.
“You quickly realize how many
people care about your success.”
OES has used co-op funds to
launch billboard campaigns

and now applies those dollars

to nearly every branded
initiative. “The process is

easy and reliable,” he notes.
“You’re rewarded for growing
your business with the Resideo
name.”
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Smart Security,
Smarter Growth:

Greensite Leverages Program

Tools to Boost Leads and

Branding

s president and CEO

of Greensite based

in Ronkonkoma,

N.Y., Michael Alfano
leads a growing team focused
on delivering smart security
solutions to residential,
multifamily, and light
commercial clients across the
Northeast. For him, joining
the First Alert Pro Premier
Partner Program was a natural
decision. “We were drawn to
the opportunity to align with a
trusted, nationally recognized
brand like First Alert,” Alfano
says. “What stood out was the
combination of quality products
and business tools tailored for
partners.”

Since joining, Alfano says the
program has been “a catalyst
for growth.” Co-branded
materials and customizable
marketing collateral have

elevated greensite’s professional
image, helping boost lead
conversion and customer
engagement. The company has
also tapped into co-op funds

for digital campaigns and
events, generating traffic, and
reinforcing its presence in local
markets.

“The AlarmNet 360 platform
has been a game-changer for
our team,” Alfano adds. “It
gives our staff quick access to
system management tools and
product documentation, while
Resideo Academy ensures our
team is trained and ready. For
customers, the Total Connect
2.0 app provides seamless
system control, which has
boosted satisfaction and
confidence in their investment.”
He recommends the Premier
Partner Program to any dealer
looking to scale. “This isn’t just
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a supplier relationship - it’s a
business growth platform.”

An Invitation to Grow Together

As the security industry
evolves, programs like First
Alert Pro Premier Partner
Program offer a vital platform
for dealers to sharpen their
skills, expand their reach, and
deliver better outcomes for
customers. Through meaningful
partnerships, trusted tools,

and a shared spirit of success,
Resideo is helping dealers across
North America build stronger
businesses - together.

To learn more about how to
become a First Alert Premier
Partner, contact your Resideo
representative or visit the
Security Dealer Resources
page at Resideo.com.



Together, we can
help you build
your business

You're the best at what you do. We're here to
support you. Resideo Pro, adedicated hub for
all your professional business needs.

@ Security & Safety

Resideo Products Create the Supported Home

Today's homeowners need help navigating the crowded markets
and messaging of smart, connected and intelligent home offerings.
With products ranging from thermostats to air purifiers, alarms and

awareness to water management systems, even energy management
opportunities, Resideo goes beyond installation to integration of A

holistic, whole-home solutions. Learn more
about Resideo Pro

For more information | https://www.resideo.com/us/en/pro © 2025 Resideo Technologies, Inc.
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any businesses rely heavily
on subcontractors—and
in the electronic security
and life safety industry,
these partnerships are often essential.
Subcontractors help organizations scale,
expand into new regions, add specialized
expertise, and remain competitive
in a fast-evolving marketplace. But
strong results only come from strong
relationships — and processes.

Many businesses rely heavily on
subcontractors—and in the electronic
security and life safety industry, these
partnerships are often essential.
Subcontractors help organizations scale,
expand into new regions, add specialized
expertise, and remain competitive

in a fast-evolving marketplace. But
strong results only come from strong
relationships — and processes.



John Nemerofsky,
Chief Operating Officer
of SAGE Integration,
oversees national
projects for enterprise
clients. With decades of
experience in operations
and field management,
he has seen firsthand
how subcontractor
performance directly
impacts customer trust

Mark Zuckerman, CEO
of Clear Connection,
Inc., leads a growing
integration

firm known for its
commitment to quality
workmanship and strong
vendor partnerships. His
focus on communication
and streamlined processes
has shaped how his teams
collaborate with external
field technicians.

and brand reputation.

Why Clear
Expectations Matter:
When the Sub
Becomes Your Brand

The most effective dealers/integrators
treat subcontractor expectations as a
documented, repeatable process, not
a verbal conversation.

A foundational tool for this alignment
is a detailed, consistently enforced
agreement.

Include a written scope of work that
outlines exactly what is included,
what is excluded, required materials,
deliverables, installation standards,
reporting expectations, and deadlines.

Pair this with clear site rules—dress
code, customer interaction guidelines,
safety protocols, and documentation

requirements such as photos, test
results, or checklists.

Establish communication channels
upfront: Who does the subcontractor
report to? How often should they
provide updates? What should they
do if issues or scope gaps arise?

Finally, enforce consistency by
reviewing expectations during kickoff,
checking in mid-project, and holding
subs accountable with measurable
quality standards.

Clear, upfront alignment reduces
rework, protects margins, and builds
reliable long-term subcontractor
partnerships.

Subcontractors are often the face of
an integrator in the field. Nemerofsky
explains,
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“Their
performance can
either strengthen
or damage your
reputation.” For
many clients, the
technician walking
through the door
IS the company
they hired. That
makes alignment
essential.”

At SAGE, dress code, identification
requirements, and subcontractor
responsibilities are all clearly
outlined in their agreement. When



subcontractors deviate from these
standards — such as passing work to
another party without authorization
—the consequences can be significant.

As Nemerofsky notes, “It can mean
the difference between keeping or
losing a huge client.”

Clear standards protect both the
integrator and the subcontractor. A
strong agreement, that is laid out and
reviewed with both parties, mean
everyone understands expectations
long before a project even begins.

Fairness, Reliability,
and Payment: The
Basics That Build
Loyalty

The Basics That Build Loyalty
Subcontractors can become powerful
long-term partners when they feel
valued, supported, and treated as an
extension of your own team—not
interchangeable labor.

The cornerstones of that relationship
are simple but powerful: communicate
expectations clearly, pay on time every
time, provide steady and predictable
work, and create an environment
where their professionalism is
recognized. When subcontractors
know they can trust you to be

fair, organized, and responsive,

they reciprocate with reliability,
higher quality workmanship, and a
willingness to go the extra mile.

“We treat our subcontractors like we
treat our employees,” Zuckerman
emphasizes. “You cannot miss those
payments. If you are vigilant with this,
you will burn bridges.”

Paying on time signals respect,
professionalism, and reliability —
qualities subcontractors expect from
partners who depend on them to
represent the brand.

He adds that while accountability

matters, fairness matters just as much.

Subcontractors shoulder enormous
responsibility when dealing directly
with clients.

Acknowledging that role fosters a true
sense of partnership.

Technology and
Project Management
Improve Performance

Project management platforms have
transformed the way integrators and
dealers manage projects and oversee
subcontractors in the field. What
used to rely on phone calls, scattered
emails, and disparate checklists can
now be coordinated through a single,
real-time digital hub.

w
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DO’S AND DON'TS
OF SUB SELECTION

DO: WHAT TO LOOK FOR

Verify Credentials

e Confirm licensing, insurance,
and bonding requirements.

*  Run background checks
aligned with your company’s
standards.

*  Ensure they can provide
documentation on
compliance and safety
training.

Evaluate Experience

e Check for hands-on
experience in similar
environments (multi-family,
healthcare, education, etc.).

Assess Professionalism

*  Ensure they follow
standardized processes—
daily logs, checklists, install
photos, etc.

DON’T: RED FLAGS TO AVOID

Avoid Poor Transparency

* Skip candidates who can’t
give project details or
contact info for past clients.

Avoid Safety & Training Gaps

 Don’t hire anyone who
cannot provide proof of
safety certifications, OSHA
compliance, or technical
training.

Avoid Known Issues

e Don’tignore negative
reviews, customer
complaints, or reports of
inconsistent quality.




These tools give project managers
instant visibility into progress,
installation quality, device status,

and documentation—no matter how
many job sites or subcontractor crews
are involved.

For many integrators the payoff is
substantial: clearer accountability,
better visibility, and fewer surprises
on site.

Don’t Recruit —
Recognize: Finding
and Developing Great
Subcontractors

Finding quality subcontractors starts
with tapping into trusted networks:
vendor partners, industry peers and
associations, like ESA.

Beyond referrals, the best
subcontractors distinguish
themselves through professionalism,
clear communication, proper
licensing, and a proven track record of
reliability.

Meeting them on-site, reviewing past
projects, and evaluating how they
present themselves to customers can
quickly reveal whether they’ll be a
strong fit for your standards.

Ownership mentality is another
differentiator. As Zuckerman puts

it, “With large projects, you need
someone who acts like an owner. If
they don’t care at the same level you
do, it won’t work.”

Finding and developing great
subcontractors starts with
recognizing the individuals who bring
not only technical expertise, but the
professionalism and pride that reflect
your company in every customer
interaction.

How Subcontractors
Support Emerging
Opportunities

Utilizing subcontractors strategically
can be one of the most powerful
ways for security integrators to

grow revenue without expanding
fixed overhead. Subcontractors give
companies the flexibility to take

on more projects, pursue larger
opportunities, and scale into new
geographic markets without the time
and cost of hiring full-time staff.

As technology evolves, subcontractors
can increasingly support complex
jobs, ongoing services, and advanced
diagnostics.

Across verticals, subcontractors
who can support both installation
and long-term system health are
invaluable.

Creating Balance:
When Both Sides
Show Up

Ultimately, successful subcontractor
relationships come down to balance:

Clear expectations

Fair treatment

Reliable communication
Shared accountability
Mutual respect

Integrators should continually ask:
What brings value to the customer?
Subcontractors play a crucial role in
creating that value—through skill,
professionalism, and consistent
performance.

When companies invest in strong
contracts, treat subcontractors

as partners, leverage technology

for oversight and strong project
communication — these relationships
can become a strategic advantage.

Subcontractors offer flexibility,
scalability, and specialized
expertise that many integrators
cannot match in-house.

When managed well, these
partnerships enhance quality,
strengthen reputation, and

fuel growth in both established
verticals and emerging
opportunities.
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2026 PRODUCT & SERVICE GUIDE

CORPORATION
7177-RT AES ROUTER KIT

Get ready for the new 7177-RT AES Router Kit!

This turnkey solution includes a S450 Ericsson®
Cradlepoint® router in a compact, mountable
enclosure designed for any AES 2.0 IntelliNet® 7177H
Hybrid Subscriber. With a built-in multi-carrier SIM
(Verizon®, AT&T®, T-Mobile®), it automatically
switches networks for uninterrupted, always-on
communication. Coming soon!

CORPORATION
7704-DMS DEDICATED MONITORING SYSTEM

The new 7704-DMS Dedicated Monitoring System
combines panel functionality with AES 2.0
connectivity in a single unit. With 6 zones and 1 NAC,
it’s perfect for monitoring dedicated functions (e.g.,
waterflow, tamper), or as a conventional panel for
small installations. ETL Listed to UL 864, ensuring
compliance and dependable performance.

AES-CORP.COM | 978.535.7310 AES-CORP.COM | 978.535.7310

“&95)S

ALARM CENTER

Alarm Center by Security Information Systems (SIS) is
a UL-certified alarm monitoring & integration solution
for security operations centers providing real-time
event management & situational awareness. It passed
the Department of Defense Information Assurance
Certification and Accreditation Process (DIACAP) &
complies with ACAS and SCCVT standards required for
government installations.

OIN THE REVOLUTION

EZLO PROTECT

Ezlo Protectisrevolutionizing the securityindustrywith
a security platform that provides more profitability to
the dealer by: Lowering hardware cost, Lowering back-
end service fees, Giving you more flexibility, 10” POE
capable touchscreen, Utilizing your brand, Providing
marketing assistance.

Join the Revolution!

BOLDGROUP.COM | 800.255.2653 EZLOPROTECT.COM | 214.218.3243
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FIREFIGHTERS TRUST THEIR GEAR. SO SHOULD YOU.
NAPCO’S TOP-RATED CELLULAR FIRE TECHNOLOGY -
RELIABLE, TOUGH & ALWAYS READY

—
- g
[ ]
P
L
Ty
- N O e O
Firelink FACP
== s 9 V)
=1 :
FIRELINK FLX2-32 "
SLE-MAX2-FIRE 32-Zone Built-in StarLink Coming! FLX-RFA
Dual SIM Commercial Fire Remote Fire LCD Annunciator

Fire Alarm Pros Know—When It Matters Most, They Trust Napco

Backed by over 25 years in fire protection—and more than half a century of innovation—NAPCO Security Technologies
is the trusted choice of fire alarm pros nationwide, known for proven reliability, AHJ-friendly code compliance,

and unbeatable realworld value. From top-rated, universal Starlink® Fire MAX2 Dual-SIM Cellular Communicators—
cutting labor & operating costs and reliably replacing POTs lines—to FireLink™ FACPs with built-in Starlink comms

and cloud programming, Napco delivers smarter fire systems with fastest reporting for emergency response.

It's no wonder they're the Choice of More National Fire Alarm Companies & Providers.

From our US Headquarters, Napco backs its Starlink cellular fech with its own UL Listed U.S. Network Operations Center.
It's SOC 2 cybersecurity certified; and All Signals Remain in America (ASRA Certified)—ensuring they get to the
monitoring center asap (without global hops/detours taken by other brands) because seconds can save lives.
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FEATURED PRODUCT

KIDDE

e COMMERCIAL
FX CONVENTIONAL FIRE ALARM CONTROL PANELS

Kidde Commercial FX life safety systems offer
seamlessly integrated panels, devices, and accessories
for reliable, worry-free performance. Flexible and
scalable, FX systems let you customize solutions to
meet your needs and budget—with room to upgrade
and expand as requirements grow.

KIDDE-ESFIRE.COM | 888.244.9979
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RESIDEO.COM | 800.645.7492

IJ resideo

FIRST ALERT CX4 SERIES

First Alert CX4 Video Cameras feature
the next generation of smart surveillance
built to meet the needs of homeowners and
small businesses. With advanced analytics,
flexible installation options, and seamless
integration, CX4 cameras deliver powerful
detection with precision.

(D)

WISE FINANCIAL
CONSULTING

KEN WIESENFELD

At Wise Financial Consulting, we go beyond the books.
Backed by 30+ years in the industry and 250+ clients
served, we help Fire & Security owners strengthen
financial reporting, enhance performance, and build
company value through operational accounting,
strategic planning, and transaction preparedness
expertise.

WISEFINCON.COM | 561.951.9480
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The Only SMART Protection Platform

What if you could access one platform to unify your entire protection offering? Becklar
Monitoring delivers a comprehensive, wholesale ecosystem of advanced solutions to
provide unrivaled security and protection for people, property, and workers including:

== © & £

Video Remote Video Security PERS & loT Connected Workforce
Guarding Verification & Fire Medical Devices Safety

A World of Protection.
One Company.
Becklar.

Learn more about the Becklar Monitoring SMART Protection Platform Today.

e (844) 812-2897 & becklar.com/monitoring
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Manitou

BCLD

GROUP

MANITOU

Manitou is alarm monitoring automation software
available on-premises or hosted through our UL-
listed, secure cloud platform. Manitou seamlessly
integrates intrusion, ONVIF-compliant video, access
control, lone-worker protection, GPS, and more into a
single, webbased user interface designed for operator
simplicity and ease of data analytics and reporting.

BRIDGEPOINT

MERGERS AND ACQUISITIONS CONSULTING

Bridgepoint Advisors, LLC is mergers and acquisitions
firm dedicated to representing buyers and sellers in the
Electronic Security Industry. With careers spanning
decades, Steve Rubin, Kelly Bond and Jason Grelle have
successfully advised numerous clients on complex
transactions, earning reputations as trusted advisors
and strategist.

BOLDGROUP.COM | 800.255.2653 BRIDGEPOINT-ADVISORS.COM | 972.839.4860

FEATURED PRODUCT

M MULTI-CARRIER"

& aTeT FMobile verizon
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<Y TELGUARD

TELGUARD.COM | 800.229.2326

¢% TELGUARD

AMETEK
MULTI-CARRIER TECHNOLOGY

Telguard’s Multi-Carrier technology
revolutionizes life safety communications
by enabling one SIM to connect to all major
U.S. networks. Its patent-pending Carrier
Selection Process ensures optimal signal,
automatic failover, and uninterrupted
uptime. This innovation boosts reliability,
streamlines operations, and sets a new
standard for resilience in mission-critical
systems.




SCALE &§ MANAGE
'YOUR ALARM ACCOUNTS
WITH FULLY REDUNDANT
- IPV4 ADDRESSES.

\ Now Supporting IP
and Hostname-based Panels

KeepYourlP is the leading provider of,.vsec\ure alarm signal routing for the security
alarm industry. Our platform gives dealers, in’regrafors and central stations full
control over their IP alarm communications at an affordable price.

NEW: DNS Hostname Routing - Finally support Bosch, Radionics, and other
modern panels that require hosthname endpoints. Mix traditional and newer
technologies seamlessly through one powerful platform.

EXPANDED PANEL SUPPORT: BULLETPROOF REDUNDANCY:

milm
== Now compatible with IP. address S Dual-coast
® ANDhostname-based panels ® datacenters
INSTANT CONTROL: YOUR IPS, YOUR CONTROL:

(X
Reroute signals to any Own your |IP addresses - change

Q receiver in under 15 minutes providers or monitoring centers anytime

SIGN UP ONLINE

| KeepYourlP.com |

CELEBRATING 15 YEARS IN THE SECURITY INDUSTRY
KeepYourlP™ has been providing secure IP addresses built for the alarm & security K E E p YD U H I p
h\ industry since 2010. Alarm dealers &installers can program their own IP address to ALARM IP SIGNALS YOU CONTROL
~ IN BUSINESS - communicate their IP alarm panels fo central station monitoring receivers. 5
e SPECIAL WHOLESALE MONITORING CENTER PROGRAMS AVAILABLE & (866) 444-7007
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e

KIDDE

e COMMERCIAL
MODULASER ASD

ModuLaser protects challenging environments
like warehouses, distribution centers, cold storage,
and elevator shafts. With advanced technology
and innovative design, it delivers flexible, reliable
protection tailored to your property’s needs.

KIDDE-ESFIRE.COM | 888.244.9979

nnnnnnnnnnnnnnnnnnnnnnnn

2

CUSTOMER'S ALARM ®eseed  CUSTOMER’S ISP LIIRL 2 INTERNET CLOUD  eseeq
Configured with unique Alerts sent through internet, Routers throughout the internet
Keep Your IP address. Cable, DSL, etc. pass alerts to our servers.

F o =

MONITORING COMPANY <«(ssesss INTERNET CLOUD «(seee+  KEEP YOUR IP SERVERS < .
Alert signal is processed. Routers throughout the internet Keep Your |P servers direct
pass alerts to monitoring receivers. alerts to the monitoring station

KEEF’YDUF%‘

ALARAM IP SIGNALS YOU CONTROL

SECURE IP & DNS OWNERSHIP FOR FIRE AND
ALARM/LIFE SAFETY SIGNALING

By providing you with your own secure numbered ipv4
address, KeepYourIP™ gives you the peace of mind
you get with knowing that as your business grows and
merges into the new internet IP based world, you will
be able to direct that growth as you desire.

KIDDE

e COMMERCIAL
NEW EVOLVE FIRE ALARM CONTROL PANEL

Powerfully simple, simply powerful, the new Evolve
Series from Kidde Commercial has been engineered
to be advanced where it matters, and simple where it
counts -- from installation through maintenance and
operation.

KIDDE-ESFIRE.COM | 888.244.9979

BCLD

GROUP

SEDONAOFFICE

SedonaOffice® is the leading enterprise financial

and business management software built for security
companies. With robust accounting, job costing, and
service management tools, it streamlines operations,
automates workflows, and optimizes inventory—
empowering organizations to improve cash flow,
enhance efficiency, and scale confidently through real-
time data and integrated performance insights.

KEEPYOURIP.COM | 866.444.7007 BOLDGROUP.COM | 800.255.2653
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KI D D E FIRE ALARM SYSTEMS.

mweas COMMERCIAL POWERED BY PARTNERSHIP.

EVOLVE SERIES

FIRE ALARM SYSTEMS
POWERFULLY SIMPLE. SIMPLY POWERFUL.

[() Scan to
LEARN MORE!
‘ @q J Designed for the User j[”] Power Meets Possibility
G Upgrade without Overhauling D[l[l
= =

*Kidde Commercial and its authorized resellers/distributors are separate and independent entities. ©2025 Walter Kidde Portable Equipment, LLC
This relationship between vendor and reseller/distributor does not constitute a legal partnership All Rights Reserved.

or create any shared liability between companies.

KI D D E FIRE ALARM SYSTEMS.

mweas COMMERCIAL POWERED BY PARTNERSHIP.”

PLAN YOUR ASD™

UPGRADE WITH US
Don’t Risk Costly Mistakes

« Get a quick UL268 V7 readiness check

. Get a 'Free Design' - ModuLaser®

FaEER (Scan QR code for T&Cs) ' = Uniquely Modular.

Scan to - Register for Live ASD training el Endlessly Flexible.
Learn More

“ASD: Aspirating Smoke Detection

*Kidde Commercial and its authorized resellers/distributors are separate and independent entities. ©2025 Walter Kidde Portable Equipment, LLC

This relationship between vendor and reseller/distributor does not constitute a legal partnership All Rights Reserved.
or create any shared liability between companies.




O ECAMMARKET V-

YOUR ERAND. OUR EYES.

Power
Your Brand
at Scale

Wholesale-First.
White-Label Beady.
Scale your business

High-capacity, low-latency video monitoring at scale — backed
partner program

by 6 command centers and SLA-guaranteed response times.

Priced to support high-volume partners and built for your growth. deSig ned SpeCiﬂcaI Iy

) PROPRIETARY AI-DRIVEN DETECTION for your g rowth
Our in-house Al with 19 patented innovations delivers 50% better ambltlons — access
detection, drastically reduces false alarms, prioritizes real threats, th e same p roven

and gives your customers smarter protection — all invisible behind 0
infrastructure already

) AMERICAN-MADE MSU HARDWARE trusted ’[9 protect over
SALES & LEASING $160B+ in assets

Expand your offering with ECAM MARKET’s ready-to-deploy Mobile across America. ‘
Surveillance Units, designed and manufactured in the U.S. with no

outsourcing and no compromises. Purchase, lease, or bundle with
your services.

your brand.

) NATIONAL INSTALLATION & FIELD SERVICE
With centralized remote support and field service across all 50 states,
our service footprint ensures you can scale anywhere — even if your
customers are everywhere.

) WHITE-LABELED EXPERIENCE
From branded reports to customer support, your clients see you —
not us. We're the engine; you're the face.

» Mobile Surveillance Units
» Patented Pole Enclosures
» License Plate Readers

‘/‘/

77

7
!;ili%{%%

(888) 763-3478 e skycopinc.com



It's a great time to sell your fire,
securlity and integration
company and...relax.

Get Your Free Business Valuation Today at
afssmartfunding.com

Thinking about your next chapter? With Rory Russell, you'll
unlock the maximum value of your business, secure your team’s
future, and enjoy the freedom you've earned—whether you
want to step back completely or stay involved on your terms.

Your terms, your way! Rory is ready to explore your options and
guide you toward the best outcome, so you can move forward
with confidence and peace of mind. Call Rory for white-glove
service today.

Call Rory Russell Direct Today: 1-800-354-3863 &,

Here are some recent closings from Rory Russell’s AFS:

Florida Maryland New Jersey California MERGERS &
$11 Million $25 Million $32 Million $38 Million ACQUISITIONS
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SECURITY TECHNOLOGIES, INC.
STARLINK MAX2L 5G INTRUSION ALARM

£ 77, NAPCO

®

SKYCOP SURVEILLANCE SYSTEMS COMMUNICATOR
SkyCop builds advanced surveillance systems that help Effortlessly install a 5G intrusion communicator that
communities deter crime and protect what matters auto-selects Verizon, AT&T, or T-Mobile for optimal
most. Our solar-powered mobile trailers and patented coverage with seamless failover. Powered by the panel
pole-mounted camera units feature HD video, Al (no extra supply), it delivers full single-path alarm
analytics, and license plate recognition to provide real- reporting, includes dual high-performance antennas,
time visibility and proven results for law enforcement supports OTA firmware upgrades, and integrates
and commercial properties. with the My StarLink app for remote arm/disarm

functionality.

SKYCOPINC.COM | 888.763.3478 NAPCOSECURITY.COM | 800-842-9400

MSU Mini MSU Standard MSU PRO W

O ECAMMARKET J fieldhub

BUILD YOUR BUSINESS
THE ALL-IN-ONE SOFTWARE FOR SECURITY FIRE

YOUR BRAND. OUR EYES.

PARTNERSHIP PROGRAM INSTALLER BUSINESSES
ECAM Market equips you with the infrastructure FieldHub is an all-in-one cloud accounting and
to go further, faster, without building it all yourself. ERP system for field service and security installers’
We provide wholesale access to the industry’s most business operations. It provides a single system to
advanced video monitoring network and fully white- manage leads and proposals, manage projects and
labeled solutions, allowing you to deliver best-in-class field service operations, track inventory, and automate
security under your own brand, at volume. recurring/deferred revenue management.

ECAM.COM | 805-409-6295 FIELDHUB.COM | 888.516.0482
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THE CFO WHO HELPED
BUILD AND SELL A
$100M SECURITY
COMPANY -

NOW ON YOUR SIDE

YOUR FOUNDATION FOR GROWTH AND A SUCCESSFUL EXIT

e ACCOUNTING & FINANCE

e M&A ADVISORY

e CONTACTUS FORA
COMPLIMENTARY CONSULT

SCAN QR CODE TO
LEARN MORE

.-.ﬁ*’i:’
“ﬁm

WISEFINCON.COM
KEN@WISEFINCON.COM
561-951-9480

’/
WISE FINANCIAL KEN WIESENFELD, PRINCIPAL
CONSULTING
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Professional Critical Event Monitoring

&> B © ¥ & 2

Video Remote Video Security PERS & loT Connected Workforce
Guarding Verification & Firo Medical Davices Safety

[\ BECKLAR zeptive

THE SMART PROTECTION PLATFORM ZEPTIVE SMART SENSORS WITH VAPE DETECTION

The only SMART critical event monitoring Zeptive’s patented Wireless and Wired sensor designs
service provider, offering North America’s most offer flexible power and connectivity options for faster
comprehensive protection platform available under and easier installations. All models include built-in
one roof including video remote guarding, video PoE for effortless mode switching. With seamless VMS
verification, security and fire, personal health and integration and 15+ detection features, including Vape,
safety, workforce safety and connected device THC, and Smoke detection, Zeptive delivers advanced
monitoring. Becklar protects people, property, and situational awareness in private spaces.

workers - anywhere, anytime.

BECKLAR.COM/MONITORING | 844.812.2897 ZEPTIVE.COM | 617.468.1500

ESX-

ELEGTI:%DI\IIC SECURITY EKPFPO

REGIS’I"E
NOW!

AND SAVE
BIG BEFORE EARLY
BIRD ENDS

ESXWEB.COM/REGISTER

JUNE 1-4 | IRVING CONVENTION CENTER



U VirtuGuard =

YOUR TRUSTED

REMOTE

MONITORING

PARTNER

ABOUT US

VirtuGuard™ remote video monitoring turns
surveillance cameras into proactive crime
prevention tools. We are providers of state-of-
the art security solutions, including virtual
patrols, alarm response, two-way audio, remote
access control, video audits, and much more.

But what sets us apart from other remote video
monitoring partners?
* No long term contracts. Ever.
* 100% satisfaction guaranteed.
* Enterprise-level services with a small,
family-owned business touch.
Staff with hundreds of years of combined
experience in physical security, law
enforcement, military, Information
Technology, and command center
operations.

e  404-793-6965

Scan to Learn More!

OUR RMR PARTNERSHIP
OPTIONS

White Label Partnership

Prospect and close remote video
monitoring sales, and maintain ongoing
customer relationships. We invoice your
company for wholesale services, and you
invoice your client, adding your own
margin.

Referral Partnership

You refer your clients to us and we
prospect and close the remote video
monitoring sales. We maintain ongoing
relationships with the client and pay your
RMR!

@  VirtuGuard.com



BRINGING OUTSIDERS IN: TIPS FOR
ONBORRDING SALESPEOPLE FROM
OUTSIDE THE INDUSTRY

BY TRACY LARSON, PRESIDENT, WESUITE

iring salespeople
from outside the
security industry
can feel like a
bold move, but in today’s job
market, it’s often necessary.
The experienced security
salespeople you want are
already working for your

competitors, and most
candidates have no idea what
it takes to estimate complex
system sales.

In a recent issue of Security
Nation, I wrote about how
faster onboarding starts with
the right sales software. Now
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let’s take a broader look at how
to turn a talented salesperson
who’s never sold a security
system into someone who

can build a pipeline, quote
accurately, and represent your
company with confidence. Sales
software is a critical piece, but
onboarding takes much more.



Hire for mindset, not mastery

If you expect a new hire from
outside the industry to walk in and
“get it,” you and the salesperson
will be disappointed. But you can
find candidates who’ll “get it”
quickly. Start by defining the traits,
experience, and habits that lead

to success — curiosity, resilience,
strong work ethic, and a willingness
to learn. Look for experience in
using and selling technology, and
sales that require the candidate to
be solution design oriented.
Evidence of these traits shows

up on resumes in the form of

the companies they worked for,

the products and services sold,
continuing education, certifications,
and steady career growth. In
interviews, ask candidates

for examples of how they’ve
demonstrated problem-solving and
adaptability in their jobs, and how
they handle longer sales cycles with
complex solution needs.

Provide business context

Throwing a salesperson straight into
product training may seem like the
obvious place to start. Before that,
they need insight into the business
—how your company is organized
and operates, who you sell to,

the markets served, the products,
systems, and services you sell,
prospects to target, and your sales
process. They need to understand
company workflows, how systems
are designed, engineered, installed,
and serviced.

Schedule ride-alongs with other
salespeople and field time with
project managers and technicians.
Experiencing the process from ‘won
sales through project delivery helps
them grasp what they’re selling in
detail. Expose them to departmental
meetings, processes, and systems to
help them gain understanding of all
that happens after sales are made.

)
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Get them invoived in the industry

Encourage new hires to join security associations
and professional organizations right away and
take advantage of all they offer. Explain the many
benefits, including participation in educational
programs, conferences, local networking events,

tradeshows, and more. For example, the annual
ESX Conference has a keen focus on sales.

By becoming involved within the security
community, they’ll become more fluent in our
lingo, better understand the marketplace, and
become a more confident representative of your
company and the industry as a whole
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Teach them how to quote

Accurate, margin-conscious
quoting is one of the hardest
skills for outsiders to master.
The fastest way to flatten
that learning curve is with

a dedicated sales platform
designed for security sales
that embeds best practices
and repeatable processes.
For example, the founder of
AK Technologies in Austin,
Texas, recently told me

that he brought in a sales
engineer with no industry
background and “he was
quoting by the end of his
first week” - thanks to the
right software.
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© 2025 Altronix Corporation. All rights reserved.

-~ WE'RE WITH YOU EVERY
STEP OF THE WAY

As the industry leader in power and data
transmission innovation, Altronix designs and
manufactures electronic products that ensure
security systems run at optimal

performance. We pride ourselves on providing
the best technical and customer support in the
business. That's the Altronix advantage.

Ruan Ween o

altronix.com



CONSIDER ESA ASSOCIATE MEMBERS

Through membership, sponsorship and advertising, associate members pledge their support to the association that protects
your livelihood. Please consider ESA associate members when you make a purchasing decision. A current list of associate
member companies can be found under the MyESA menu at Members.ESAweb.org.

A.R.M. Solutions armsolutions.com Clear Response Monitoring, LLC clearrm.com

AES Corporation aes-corp.com Communication Service Solutions comservicesolutions.com
AFS Mergers & Acquisitions afssmartfunding.com Compliance Management Solutions compliancesolutions.us
ALIBI Security alibisecurity.com Cornerstone Billing Solutions alarmbills.com

AWID awid.com Criticom Monitoring Services promonitoring.com
Acoem acoematd.com CyberLock cyberlock.com

Actuate Al actuate.ai CyberPower Systems Inc USA cyberpowersystems.com
Advantage Electronics Wire & Cable advantageelectronics.net Cypress Integration Solutions Cypressintegration.com
Affiliated Monitoring affiliated.com D-Tools Inc d-tools.com

Ai-RGUS ai-rgus.com DMP dmp.com

Ajax Systems Inc. ajax.systems Defend by Tactacam tactacam.com

AlarMax alarmax.com Defendec DBA Reconeyez reconeyez.com

Alarm Central LLC alarmcentral.net Digital Watchdog Digital-Watchdog.com
Alarm Consulting Group Inc AlarmConsultingGroup.com Dynamark Monitoring Inc dynamarkmonitoring.com
Alarm Financial Services, Inc. alarmfinancialservices.com ECAM ecam.com

Alarm Products Distributors apdmn.com EMERgency24 emergency24.us
Alarm.com alarm.com Eagle Eye Networks een.com

AlarmBrand alarmbrand.com Eastern Bank easternbank.com
Altronix Corporation altronix.com Edgeworth Security edgeworthsecurity.com
Astute Financial Consulting LLC astutefinancial.biz Egan Security Group egansecuritygroup.com
AugmenAl augmen.ai Elite Interactive Solutions eliteisi.com

Aura SOS Inc. aura.services Enterprise Fleet Management, Inc efleets.com

Axis Communications axis.com Ezlo Protect ezlo.com

Barnes Associates, Inc. barnesassociates.com FieldHub Inc fieldhub.com

Batteries Plus batteriesplus.com Galaxy Control Systems galaxysys.com
Blackleaf Solutions LLC BlackleafSolutions.com Guardian Angel Pepper Spray Systems gaspray.com

Bold Group boldgroup.com HID Global hidglobal.com

Bosch Security Systems, LLC boschsecurity.us Hakimo hakimo.ai

Bridgepoint Advisors, LLC bridgepoint-advisors.com Honeywell Fire and Security buildings.honeywell.com
BuildOps buildops.com Hybrid Moon hybridmoon.com

CE Pro Magazine ehpub.com IDIS Americas idisamericas.com

CIBC Bank USA us.cibc.com ITAC Security Group Inc. dba Centralink Security Communications

CSR Privacy Solutions, Inc cstips-com Inscape Data Corporation inscapedata.com
Capital One capitalone.com Insperity insperity.com

CellGate cell-gate.com Intertek intertek.com
CentraLarm Monitoring Inc centra-larm.com JCI Security Products (DSC/Qolsys/Tyco) jci.com

Chamberlain Group- LiftMaster liftmaster.com JLM Wholesale Inc jimwholesale.com
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Keep Your IP keepyourip.com

Kwikset kwikset.com

Latch latch.com

Legacy Security Services, Inc. legacysecurityinc.com

Light Engineered Displays, Inc. ledinc.com

Luminys Systems Corporation luminyscorp.com

M2M Services m2mservices.com

Magnasphere Corporation magnasphere.com

Micro Key Solutions microkey.com

Mircom mircom.com

Monitor Computer Systems monitor.uk

National Monitoring Center nmccentral.com

Notting Hill Media nottinghillmedia.com

OPTEX Inc optexamerica.com

OpenEye openeye.net

Ormandy Software Ormandy.com

Paxton Access paxton-access.com

Premium Security Solutions pss-vision.com

Prodatakey prodatakey.com

RSPNDR rspndr.io

Reitman Consulting Group Inc reitman.us

Resideo security.honeywellhome.com
Robotic Assistance Devices radcam.ai

SCI Technologies Inc skycopinc.com
SDM Magazine sdmmag.com
SS&Si Dealer Network

ssandsi.com

ScanSource, Inc. scansource.com

Security Dealer Marketing sd.marketing

Security Systems News securitysystemsnews.com

SightLogix sightlogix.com

Solar Camera Inc. SolarCamera.com

Speco Technologies specotech.com

TEKsystems Global Services teksystems.com

TRG Associates trgassociates.com

The Decal Factory decalfactory.com

Umbo CV Inc umbocv.com

Vector Firm vectorfirm.com

VirtuGuard (BOS Security, Inc) bossecurity.com

WESCO wesco.com

WeSuite LLC wesuite.com

Wise Financial Consulting wisefincon.com

YourSix yoursix.com
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Welcome.

NEW ASSOCIATE MEMBERS

O Cyber ®

CyberLock is a key-centric access control system that
enhances security, accountability, and key management
across organizations. Using electronic lock cylinders and
programmable smart keys, CyberLock solves problems no
other system can. The battery powered CyberKey energizes
each cylinder, eliminating costly wiring and simplifying
installation. With this flexibility, CyberLock cylinders can
secure doors, gates, trucks, shipping containers, and other
remote or mobile assets--bringing full electronic access
control to places once limited to mechanical locks.

CYBERLOCK.COM

ORACLE

NetSuite

NetSuite is a unified, cloud-based business management
platform helping tens of thousands of customers automate
core processes and provide real-time visibility into
operational and financial performance. Organizations

of all sizes and across industries run on NetSuite and
its applications for finance, supply chain management,

customer relationship management (CRM), human
resources, professional services, ecommerce, and more.
NetSuite gives you the visibility, agility, and control to make
the right decisions quickly.

NETSUITE.COM
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uRISQ

!I powered by CSR

Maximize Value. Enhance RMR.

CSR leads in privacy, security, and compliance solutions for
small and medium-sized businesses. Our offerings empower
global partnerstoenhancerecurringmonthlyrevenue (RMR)
and customer retention through innovative solutions. At the
core is uRISQ®, a fourth-generation platform streamlining
data security and privacy management. It mitigates risks,
ensures compliance, and automates privacy management.
uRISQ® features six modules: Threat Scanning, Employee
Training, Policy Center, Breach Support, Access Request,
and Vendor Management.

CSRPS.COM

=< VICON

For 55+ years, businesses of all sizes have placed their
trust in Vicon’s security solutions. Vicon delivers complete
end-to-end solutions for both cloud-based and on-prem
applications. Our award-winning NEXT Modular Camera
System has re-imagined the entire camera experience for
installers and end users alike with its 5-minute installation,
Al-enhanced imaging, and advanced onboard technologies.
Saving up to 45 minutes of setup time per camera gives
partners a powerful advantage and significantly cuts their
project costs.

VICON-SECURITY.COM



NEW INTEGRATOR MEMBERS SEP-OCT

A-1 Security Systems Inc CT JK Alarms of AZ Inc AZ
Alarm.and Management Systems d/b/a AMS MO KCG T
Security

Alarmone FL LimaTech Solutions LLC GA
Alert Protective IL Monix Enterprises GA
Alert Security & Technologies LLC DE New Tech Cabling NY
Audio Video Outfitters SC NKM Protective Systems, Inc. NY
Blu-Star Integrated Systems X Patane Consulting Group LLC NY
Camera Security Now OH Phoenix Fire and Security, LLC co
Central Security IN Pro Tek Security Systems LLC RI
Contral Security Corporation NJ R&D Life Safety Systems MA
ELI Controls SC Rely Technology Solutions GA
Evolution Technologies, LLC LA Richie Savoie's New Orleans Audio Video LA
Explosive-Audio L.L.C AL Security Install Solutions, Inc. co
FlyLock Security Solutions - LA CA Service Security Inc AR
Flylock Security Solutions - North Birmingham AL Settler Security ™
Flylock Security Solutions Oakland CA Shadowmanpc ™
Fortified Alarms, LLC OK Sitewatch Electronic Security Limited 1
FortLink Networks LLC NY Telexent, Inc. CA
Genesys Impact LLC DC Titan Fire Protection, LLC CT
Global Fire Control IL Usherwood Office Technology NY
GTiS Enterprise LLC co Washington Fire Safety Supply Co WA
:-lkte;zrca;lted Communication Technologies of LA XGenTech, LLC OH
Interactive Control Systems Inc. NY

iS3 Tech Services LLC GA
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SECURITY SECLIﬂ NJjormed com
CEPI’O — _J_ /J BUSINESS security@nformed o

The Path to Greater Profits for Security Integrators

SECURITYSALES  SECURITY SPT
s S&SINTEGRATION SYSTEMS &llNews
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YOUR TRUSTED P’ARTNEI%;I:'

v A
SECURITY SINCE
Where family values meet cutting-ed
Family-owned and operated for over 57 years
Industry-leading fire monitoring solutions
Comprehensive security monitoring services
» Dedicated to supporting independent alarm dealers
Competitive advantages for our dealers
' 'ﬂblj.able, 24/7 customer service

© 2024 SSI Stellar Service Award winner for
Customer Service/General Communication

=,
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The BLACK MAX is Here:

AT&T = » -

Staerk

Intrusion
Multi SIM-Technalo

y 5G
Cell Alarm Communi "

Napco StarLink’s Black MAX2 Burg Communicator
Conquers All: Lower Price, Less Labor & Longest Range

® Easy to Standardize & Stock: Verizon, AT&T and T-Mobile in One

® Armor Up with the Best Cell Carrier Intelligently Selected for Max QoS
Strength with auto-failover to any of 3 carriers for best reliability

® Plunder Grand Savings on Both Equipment & Service Plans
with Dependable StarLink Labor-Savings Technology 5G LTEM

® For All Panels Across the Realm Installs in Minutes with Panel-Powered Technology™
® Reports to Any Central Station

® Proven StarLink Reliability, Labor Savings & Class-Leading Range

® Comes Complete - Ready for Battle - Includes Dual High-Performance

Antennas & All Hardware
® Forge More Fortune Migrating All POTs Accounts Anywhere Star n k
+ Get Pro Incentive Instant Rebate that Virtually Pays for It
oo o Dot IntrusionfMa 2

I l N A p c o Rebate applied as service credit upon radio activation. Nothing to send in or do. Promotions are
non-combinable and subject to change without prior notice. For more call 1.800.645.9445

1.800.645.9445 | At Your Distributor Now!

SLE-MAX2L




