
he voluntarily left the force to 
join the private sector and form 
his own consulting firm.

“I’ve got an entrepreneurial 
spirit that the public sector just 
couldn’t satisfy, and never would,” 
he explained. “I recently resigned 
from 12 years of law enforcement 
in the Oakland and San Francisco 
PD. My experience is fairly unique, 
even for cops.

VOLUME 24 NUMBER 5
MAY 2021 n $7.00

COMMERCIAL 
& SYSTEMS 
INTEGRATORS 
n	 Convergint acquires in Asia Pacific and 

Latin America  PAGE 12

MONITORING
n	 The Monitoring Association launches 

new certification program  PAGE 14

RESIDENTIAL
SYSTEMS
n  ADT, Google announce Nest smart home 

security integration   PAGE 16

SUPPLIERS
n	 DMP introduces new Virtual Event 

Studios   PAGE 18

ALARMS see page 14EGGERS see page 11

ACRE see page 19 

ACRE’s Joe Grillo bullish on 
future, new equity partner 

Securing pot facilities  

By Cory Harris
YA R M O U T H , 
Maine—This is 
the path that for-
mer undercover 
narcotics offi-
cer Chris Eggers 
has taken, using 
the knowledge 
he gained learn-
ing from admit-
ted burglars and 
robbers to start a new career as 
president of a consulting firm that 
offers security solutions for canna-
bis facilities dispensing marijuana 
for medicinal or recreational pur-
poses.

On the heels of turning in his 
badge after more than 12 years 
as a police officer in the Oakland 
Police Department and San Fran-
cisco Police Department, Eggers 
told Security Systems News that 

By Paul Ragusa 
YARMOUTH, Maine—Security 
Systems News sat down, via Zoom, 
with  ACRE 
CEO Joe Grillo 
to talk about 
the recent deal 
that brings new 
ownership and 
i n v e s t m e n t 
partner, Triton, 
on board, after 
a very success-
ful run since 
2013 with ACRE’s prior private-
equity partner, LLR Partners.

In this candid interview, Grillo 
talks about the exciting next 
phase for ACRE, the future for 
the company’s many brands 

By SSN Staff

ATLANTA, Ga.—The Georgia 
General Assembly has approved 
a bill that would ban counties 
or municipal corporations from 
fining alarm companies for false 
alarms generated by a customer 
and through no fault of the alarm 
system’s contractor.

“This bill has wider implications 
than for just our industry,” said 
John Loud, vice president of Elec-
tronic Security Association (ESA) 
and President of LOUD Secu-
rity Systems. 
“The concept 
of fining a 
company for 
a  problem 
caused by its 
customers is 
the equiva-
lent of send-
ing someone’s 
speeding ticket to Ford and sets a 
precedent that could be a threat to 
many industries.”

“These policies do little to 
change user behavior, deny the 
user the right to confront their 
accuser and access to due pro-
cess, and fines an innocent party 
for the actions of another,” added 
Security Industry Alarm Coalition 
(SIAC).Executive Director Stan 
Martin.

The introduction of the leg-
islation follows a bitter three-
year fight after the City of Sandy 
Springs passed a punitive ordi-
nance that fined alarm compa-
nies. The city’s success in defend-
ing the legislation in court caused 
the legislature to act. Only one 
other Georgia city, Brookhaven, 
followed Sandy Springs’ lead.

(Vanderbilt, RS2, Open Options, 
ComNet, and Razberi), the state of 
access control, and what 2021 and 
beyond might look like for both 
ACRE and the security industry as 
a whole.

SSN: What would you say is the 
biggest takeaway from the deal?

GRILLO: No massive changes to 
strategy, but continue to do what 
we are doing, but in a bigger and 
faster way. We are very happy that 
we changed financial partners 
but still have the ability to oper-
ate independently and grow. So, I 
think we are entering an exciting 
next phase of ACRE’s growth and 
existence.

We have found a partner who has 
really studied the space and has a 

www.securitysystemsnews.com

lot of ambition and views about 
how there may be drivers that are 
happening out of the most recent 
environment [COVID] that may 
accelerate some of the changes 
technologically and transition to 
different types of off-premises 
systems vs. on-premises systems, 
things like that. We are very excited 
that they are very excited and really 
got behind the trends they see in 
the industry and us as a platform.

SSN: Overall, I would think this 
opens things up for you again, start-
ing fresh, so to speak, with a new 
investor?

GRILLO: We had a great run 
since 2013 with LLR as our private-
equity sponsor and partnership 
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bans false 
alarm fines 
on dealers
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By SSN Staff
NEEDHAM, Mass.—World-
wide shipments of smart home 
devices are forecast to surpass 
1.4 billion in 2025 with a five-
year compound annual growth 
rate (CAGR) of 12.2 percent as 
consumers seek out additional 
conveniences brought about 
by home automation prod-
ucts and ambient computing, 
according to the International 
Data Corporation (IDC).

Home monitoring and secu-
rity devices, which represents 
20.5 percent of the market share, 
are estimated to grow at an even 
more impressive CAGR of 13 

Security, 
monitoring 
devices 
sales rise 

IDC see page 14
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William Scabora of Atlas 
Consulting  See page 3

PRODUCT SPOTLIGHT

Check out what’s new in 
the smart home  See page 21

Former undercover cop Chris Eggers: From 
the streets of Oakland to the private sector 

John Loud

Joe Grillo

05.SSN.1-2.indd   105.SSN.1-2.indd   1 4/20/2021   12:44:34 PM4/20/2021   12:44:34 PM



05.SSN.1-2.indd   205.SSN.1-2.indd   2 4/20/2021   12:44:36 PM4/20/2021   12:44:36 PM

http://www.affiliated.com


3

NEWS
SECURITY SYSTEMS NEWS MAY 2021 www.securitysystemsnews.com

BRIEFS

By SSN Staff
DALLAS—More than half of 
SMBs are concerned about 
cybersecurity  regarding 
employees’ home networks, 
while 21 percent report an 
increase in need for products 
and services to protect or 
monitor the physical safety 
of the business, according to 
the latest research from Parks 
Associates.

“One-third of SMBs have 
already increased spending 
on solutions such as voice and 
video conferencing services, 
internet access, IT devices, 
and support, and 37% are 
likely to purchase cybersecu-
rity services over the next six 
months,” said Jennifer Kent, 
VP, Research, Parks Associ-
ates. “Managing and securing 
networks, and supporting the 
ever-growing portfolio of end-
user devices are top priorities, 
and they are increasingly turn-
ing to ISPs for Wi-Fi manage-
ment, network security, and 
other value-added services.”

The international research 
firm presented its latest data 
on consumer demand in the 
SMB market, including oppor-
tunities for service providers, 

ASIS International unveils 
hybrid GSX 2021 format
ALEXANDRIA, Va.—ASIS International 
announced its decision to move its Global 
Security Exchange (GSX) 2021 to a hybrid 
experience with in-person and digital fea-
tures that will take place Sept. 27-29.

The three-day event features daily glob-
al keynote and game-changer presenters 
as well as concurrent education sessions 
focusing on the most pressing issues faced 
by the security profession. This integrat-
ed event will be hosted in-person at the 
Orange County Convention Center located 
in Orlando, Fla., as well as online via the 
GSX event portal.

“This past year left an indelible mark 
on how we gather, learn and network. 
We took these key learnings into con-
sideration along with our new reality in 
re-designing the GSX experience,” stated 
John A. Petruzzi, Jr., CPP, 2021 President, 
ASIS International. “The event will show-
case content related to how the world has 
changed and how we need to evolve our 
thinking around global security and safety 
in protecting people, property and intellec-
tual assets.”

GSX 2021 will include more than 80 edu-
cation sessions covering a range of topics 
from national security to community safety. 
Registrants will be able to choose how to 
connect to the GSX experience. The digital 
audience will enjoy access to a broadcast 
studio format, watching some sessions live 
with the in-person audience, exclusive live 
interviews, and on-demand sessions.

For more visit www.GSX.org., 2021.

SIA announces lineup for 
virtual GovSummit
SILVER SPRING, Md.—The Security 
Industry Association (SIA) has announced 
the agenda and speaker lineup for Part 1 of 
the 2021 SIA GovSummit, its annual public 
policy and government security technolo-
gy conference that will be held as a three-
part virtual conference, with sessions held 
on April 28, June 9 and Sept. 21.  

Each year, SIA GovSummit brings 
together government security leaders 
with private industry technologists for 
top-quality information sharing and edu-
cation on security topics affecting federal, 
state and local agencies. The 2021 virtual 
conference will examine emerging policy 
trends, the government’s technology needs 
and changes in the risk environment that 
shape the development of products and 
advanced systems integration.

“SIA GovSummit delivers high-quality 
insights and information on how govern-
ment uses security technology to meet 
evolving challenges and succeed across 
a wide spectrum of missions,” said Jake 
Parker, senior director of government rela-
tions at SIA. “With this new three-part 
virtual format in 2021, we look forward to 
offering the program to a wide spectrum 
of interested attendees and delving even 
deeper into the most important issues for 
federal, state and local government secu-
rity practitioners.”

What’s your role at Atlas 
Consulting?

I am president at Atlas 
Consult ing,  which was 
conceived over the years of 
working through the con-
struction process. We are 
passionate about what it 
takes to make the buildings 
we work in comprehensively 
inclusive and functional.s. 

Please talk about some 
of the key areas of focus for 
Atlas, including any interest-
ing projects?

We are purveyors of all 
thing’s low voltage … struc-
tured cabling, audio-visual, 
physical security (access 
control and video surveil-
lance), in-building wireless, 
and communication servic-
es, for example.

Harnessing the synergis-
tic nature of the IP-based 

SIA provides its annual update virtually
By Cory Harris
SILVER SPRING, Md.—The 
Security Industry Association 
(SIA) hosted its annual mem-
bership meeting, The Advance, 
on March 23 as a virtual event 
for the second straight year, 
highlighting 2020’s noteworthy 
accomplishments in the midst of 
the pandemic, honoring its best 
and brightest members, and pro-
viding an update on ISC West, 
which will have a hybrid format 
it was announced.

SIA Board of Directors Chair 
Pierre Trapanese, who emceed 
the meeting, began by pointing 
out how SIA became a stronger 
membership association in a 
challenging year, increasing to 
1,117 members in 2020, up from 
1,028 members in 2019, with 
membership currently at exactly 
1,150 members.

“This is absolutely fantastic,” 
Trapanese said of the member-
ship numbers. “This is absolutely 
fantastic, given the conditions 

this past year. I need to thank all 
of you for your loyalty, for your 
part icipa-
t i o n .  We 
had over a 
92 percent 
m e m b e r 
r e t e n t i o n 
within a very 
challenging 
year. Thank 
you for your 
loyalty and strong support all 
year.”

Trapanese added, “We’re actu-
ally entering 2021 in a strong 
financial position. In light of the 
circumstances, it’s fantastic work 
by our staff.”
2020 ACCOMPLISHMENTS

Trapanese outlined SIA’s 
accomplishments in 2020, 
including the development of a 
comprehensive online COVID 
resources hub for its members 
and engaged in ongoing efforts 
to educate, support and advo-
cate for the security industry 

and companies impacted by the 
pandemic.

“This is just an example of 
how SIA provided you, our 
membership, with the content 
and resources to help you guide 
your businesses throughout the 
pandemic,” Trapanese said.

In addition, SIA worked with 
the Electronic Security Associa-
tion (ESA) and The Monitoring 
Association (TMA) to ensure 
that industry professionals were 
classified as “essential.” The asso-
ciation also worked with ASIS 
International to develop webi-
nars and virtual training related 
to the pandemic.

“We really appreciate all the 
work that ASIS has done, and 
how wonderful it has been to 
collaborate with them this past 
year,” he said.

Trapanese also pointed out 
that SIA’s Women in Security 
Forum, which offers programs, 
professional development oppor-
tunities and networking events 

with the goal of supporting the 
involvement of women in the 
security industry, has reached 
more than 650 members, and its 
RISE program, which fosters the 
careers of young professionals in 
the security industry, currently 
has more than 650 members.

He also noted that approxi-
mately 11,000 registrants took 
part in SIA’s virtual events in 
2020, with nearly 6,500 partici-
pants. “These are record num-
bers for us in just an amazing 
year given the circumstances,” 
Trapanese said.
SIA BOARD OF DIRECTORS

As part of its annual member-
ship meeting, SIA nominated its 
2021 Board of Directors:  sec-
ond-term nominees - Greg Hill, 
Director, Intrusion Architecture, 
Johnson Controls; Jody Ross, 
Vice President, Sales, AMAG 
Technology; James Rothstein, 
Advisor, Lee Equity Partners; 
Brian Wiser, Regional President, 

technology and security 
systems, we provide full 
scope design, construction 
administration, and assess-
ments of the sytems I just 
mentioned.

As a company we are in 
our infancy, but our very 
first project was designing 
the technology systems for 
the largest compounding 
pharmacy in the country, 
which ended up being two 
85,000-square-foot build-
ings. 

We cut our teeth in the 
education industry, heavy 
on the K-12 business, but 
have lucky enough to have 
operated within many dif-
ferent verticals including 
commercial, higher educa-
tion, healthcare and court-
houses.

SMB spending on physical 
and cybersecurity increases

device and system makers, 
and IoT solution providers to 
compete and deploy new val-
ue-added services in the small 
business sector at its Twenty-
fifth annual CONNECTIONS 
Conference.

The opening session, Smart 
Products - Serving the SMB 
Market, featured an inter-
active panel addressed the 
shifts in the SMB market, 
including Andrew Goldberg, 
VP of Strategic Planning & 
Analysis, Cox Communica-
tions; James Reno, Sr. Direc-
tor - Commercial Business, 
Alarm.com; Peter Suica, Direc-
tor of National and Strategic 
Accounts, Johnson Controls; 
and JT Taylor, Product Mar-
keting Lead, Synamedia.

“There’s a growing need for 
business owners to remotely 
administer employees,” said 
Alarm.com’s Reno. “Combin-
ing intrusion, access control, 
video surveillance, and more 
on a single platform and man-
aging it all through one inter-
face means business owners 
can multitask more efficiently 
and virtually be in more places 
at once without stepping foot 
out their door.” SSN

SPECIFICALLY SPEAKING

William 
Scabora 
President
Atlas Consulting
Dallas 

 SPEAKING see page 4

 SIA see page 22

Pierre Trapanese
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to projects with thousands of 
doors. Door hardware is my 
favorite!

 Can you talk about new or 
emerging technologies?

I believe as we move further 
into the IP world, we are going 
to be able to leverage sub-sys-
tems within. Things like inte-

grated BLE in access points to 
provide metadata and cross-
over integrations with physical 
security systems. Confluence 
and convergence are beautiful 
things. 

The evolution of what’s a 
“credential” is changing, from 
the aspect of encryption and 

“token” type, but I believe it 
will become increasingly more 
evident that the way we access 
physical and digital spaces will 
quickly become concentrated to 
a single means of credentialing, 

such as facial recognition or use 
of mobile devices, via NFC and 
UWB. This helps to further the 
confluence of IT and physical 
security, which will continue 
to become more synonymous 
as time marches on. This will 
make each individual end user 
become more comfortable with 
the application, leading to bet-
ter applied security all the way 
around. 

What is your view on the indus-
try moving forward?

I believe we are at the most 
exciting time the security 
industry has seen, thus far. 
The technology is upgrading 
exponentially year over year, 
Owner’s are adopting the new 
technologies at a rapid pace, 
and there is an abundance 
of information available for 
shared wisdom and lessons 
learned. I would, however, say 
that I would like to see a fresh 
batch of young security individ-
uals to help keep the momen-
tum going. 

I believe there is an incred-
ible amount of opportunity in 
attracting droves of talented 
individuals into the sector, 
by advertising who we are 
and what we do. I am hop-
ing to be on the front side of 
advocacy for the next genera-
tion of security designers. SSN  
				    —Paul Ragusa

Specifically Speaking, a Security 
Systems News monthly column, fea-
tures Q-and-A with a security con-
sultant provided to SSN by Securi-
tySpecifiers.

Specifically Speaking 
How did you get started in secu-

rity and designing and specifying?
I have been in the industry 

for about 10 years, started on 
the structured cabling side as 
an integrator and grew from 3-4 
door design jobs with smaller 
systems, to now being exposed 

Continued from page 3

“I believe as we move 
further into the IP world, 

we are going to 
be able to leverage sub-

systems within.” 
 

—William Scabora, Atlas 
Consulting
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Tyler Skiba, 
33
Supervisor, Asset 
Protection - Remote 
Operations
Chico’s FAS 

TYLER SKIBA is inspired 
and motivated by his 
daily responsibilities. 

Skiba serves as Supervi-
sor of Asset Protection - 
Remote Operations for the 

Fort Myers, Fla.-based Chico’s FAS, a cultivator of brands 
serving the lifestyle needs of fashion-savvy women 30 
years and older. His day-to-day responsibilities include 
management of the security operations center, burglary 
monitoring, digital fraud mitigation, camera management, 
and security-related maintenance for Chico’s, White House 
I Black Market and Soma store locations throughout the 
U.S., Puerto Rico, and the U.S. Virgin Islands. 

Skiba told Security Systems News that after he entered 
the world of retail, he started to focus on asset protection. 
While that is his primary role at Chico’s FAS, he pointed out 

Tiffany 
Galarza, 40
Director of 
Telecommunications 
Procurement and 
Telemanagement
ADT 

TI F FA N Y  G A L A R Z A 
and her group are 
all about keeping 

businesses connected, and 
she takes pride in that role 

in order to achieve personal and company goals. 
As Director of Telecommunications Procurement 

and Telemanagement at ADT in Irving, Texas, Galarza is 
responsible for the lifecycle of telecommunications pro-
curement and vendor management for wireline, wireless, 
and machine to machine (M2M). This includes sourcing, 
contract negotiations, order, installation, provisioning of 
services, invoice payment, and auditing.  At ADT, that cov-
ers connectivity to all nine monitoring centers (plus corpo-
rate locations), branch offices, 20,000-plus employees, and 
millions of customers.  

“I partner closely with the business to bring solutions that 
align with our overall strategic objectives and initiatives by 
leveraging my vendor relationships to meet those targets 
and propel our industry forward (i.e., ADT was the first 
alarm company granted FirstNet approval, paving the way 
for others to follow),” Galarza explained. “My group is not 
just a necessary line item on the P&L but instead viewed as 
an asset to help achieve ADT’s overall goals.” 
“INTRIGUED BY OUR INDUSTRY”

Galarza joined the security industry in 1999 as a recep-
tionist for Alarm Security Group (ASG) in Lisle, Ill. 

“Telecommunications was also something that I was 
incredibly interested in, and figuring out how to pair the 
two, and add value in doing so, became a sweet spot for me. 
I briefly left the industry for a couple of years after ASG but 
came back again in 2004 when GTCR purchased Honeywell 
Security, and have been part of it since.  

“I came to ADT via the Apollo acquisition in 2016, as I was 
previously with Protection 1 (P1), which I joined in 2010 as 
part of the GTCR acquisition of P1.” 

Galarza added that she has been “fortunate to be men-

Security Systems News celebrates  
“40 under 40” Class of 2020

tored by one of the best, [ADT Chief Information Officer 
and Executive Vice President of Operations] Don Young, for 
the last 20 years, which has allowed me to grow and work 
on projects that have a real impact on our company and the 
industry as a whole.”   
AMBIENT COMPUTING 

In regard to security trends, Galarza noted that the future 
of smart home technology lies in ambient computing. 

“Integrating that technology into security systems and 
platforms is the next advent in the smart home journey,” 
she said. “If they chose to opt-in, customers would no longer 
have to interact with their devices, as artificial intelligence 
and machine learning will study use patterns and prefer-
ences and take action on behalf of the customer, turning 
their smart home into a helpful home.” 

Galarza added that there are “lots of exciting new security 
technologies coming. Still, one that gets me very excited 
because I think it is one that has significant potential to 
help so many small dealers, as well as consumers, is Cell-
Bounce. The ability for a dealer to ship a [do-it-yourself] 
DIY product to a customer to solve the AT&T 3G sunset is 
a game-changer, especially with the impact that COVID has 
had on our industry’s ability to get into customer’s homes. 

“Also, the Telecom professional in me can’t think about 
the 3G sunset and its impact on our industry without 
remembering why we must suffer it, which is to free up 
the spectrum for 5G. 5G itself will change the landscape 
of telecommunications as a whole, and seeing how that is 
unfolding from each carrier’s perspective is exciting.” 
AGILITY AND BALANCE 

As we navigate through these unprecedented times, 
Galarza noted that agility and balance are “critical” to both 
personal and professional success. 

“Successful businesses see the tides changing and are opt-
ing to move with them (i.e. offering DIY and DIFM [do-
it-for-me] options). Agility and creativity are essential for 
companies, and understanding that doing things the way 
they’ve always done them doesn’t make them successful, it 
makes them Blockbuster [Video].  

“Along those same lines, people need to realize that they 
need to have the same nimbleness with themselves and their 
lives. Life has always moved quickly for me. As a working 
mother of three, I’ve had to be quick to shift since life pulls 
you in lots of different directions depending on the day 
or the minute. Right now, however, life is doing that even 
more so. 

She continued, “Individuals and employers need to be 
flexible and realize that balance may not mean 8 to 5 right 
now. Employees are trying to juggle work and home life, 
and the lines have blurred unlike never before. Employers 
need to be mindful of that and have open conversations 
about what that looks like for their employees. If companies 
are loyal to their employees, their employees will be loyal 
to them.  

“I saw ADT step up in so many ways during this pandem-
ic, which solidified why I want to work for this organization. 
Our Executive Leadership Team was transparent, generous, 
and empathetic with our employees and truly cared about 
the well-being of every one of them.
INDUSTRY VIEWS 

When asked about her views on the security industry 
going forward, Galarza cited DIY and, to an even greater 
extent, alarm scoring as two key factors to keep an eye on. 

“DIY is proliferating fast, and as such, we need to con-
tinue to remind consumers what differentiates professional 
monitoring from self-monitored systems,” she said. “Alarm 
scoring is a game-changer for our industry. Identifying both 
the critical sources of data and creating a scoring standard 
itself was/is huge. Implementing and seeing alarm scoring 
at work will bring added value to our industry and be a 
stark reminder to consumers of the necessity of professional 
monitoring.” 
TECHNOLOGY AND RETENTION 

Galarza noted that the security industry is already tak-
ing steps to entice young, smart, and talented individuals. 

“The more we dive into technological advances (i.e. ambi-
ent computing, IoT, robotics, AI, etc.), the more intriguing 
our industry will be,” she pointed out. “Additionally, young 
professionals are altruistic, and they want to know that what 
they do makes a difference in the world. Those two things 
alone can help spur interest in our industry.” 

Galarza added, however, that recruitment alone is not 
enough. 

“Retaining those employees and the future of our industry 
is vital,” she explained. “Pairing young talent with new ideas 
alongside seasoned talent, gives both individuals perspec-
tive and drives innovation. Providing young professionals 
an opportunity to grow via a career path that doesn’t have 
them sit in a title too long, recognizes their contributions, 
and offers flexibility, are all ways to retain that talent and 
keep our industry relevant for decades to come.” —SSN Staff    

that keeping the customers safe really drives him each day. 
“After being hired for a typical part-time retail position 

and learning the many different roles of the business, my 
focus quickly transitioned towards asset protection,” he 
explained. “I was given the opportunity to join a team of 
professionals who provided guidance, mentorship and the 
foundation to make a positive impact. Although asset pro-
tection provides a vast array of benefits to a retail business, 
the ability to keep people safe and assist in their time of 
need continues to be my inspiration and primary motiva-
tion.” 
INNOVATION 

Skiba immediately offered a one-word response when 
asked about what new and security technology he was most 
excited about. 

“Innovation,” he said. “Technology advancement has 
superseded anything I ever expected from an asset pro-
tection perspective. As technology continues to evolve and 
provide actionable data at a much faster pace, it is now our 
mission to adapt and continue to provide the invaluable 
human element.”  
TRANSITION 

The COVID-19 pandemic created personal and profes-
sional challenges in everyone’s lives, and Skiba and his col-
leagues were no exception. 

“This year has provided challenges in both professional 

and personal aspects of lives,” he explained. “Our team 
quickly transitioned to working from home this year; this 
was unknown territory for all of us. The ability to quickly 
react to this transition, while maintaining hyper-focus on 
our people during these challenging times, has continued 
to provide success to our team, and the business.” 
KNOWLEDGE IS POWER 

Skiba predicted that the knowledge gained over the past 
year will lead to tremendous growth for the security indus-
try as a whole. 

“These are exciting times for our industry,” he said. 
“We’ve gained an unbelievable amount of knowledge this 
year. Now is the time to utilize what we’ve learned and 
apply the necessary changes. Growth will undoubtedly 
follow.”

Looking ahead, Skiba noted that the growth of technol-
ogy will lead to more young, talented people to join the 
security industry. 

“Speaking from a long-term perspective, I believe the 
advancement of security technology will be the primary 
driver on this initiative,” he said. “As security continues to 
ingrate with our everyday lives in the form of technology, 
younger generations are going to connect and be drawn to 
our industry. In the meantime, in-house recruitment and 
careful review of applicant qualifications may be a viable 
option.” —SSN Staff
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Zack Morris, 
30
Director of Commercial 
Career Programs
ADT Commercial 

ZACK MORRIS truly 
enjoys seeing his 
colleagues succeed. 

As Director of Commer-
cial Career Programs at 
ADT Commercial, Morris 

told Security Systems News how his role involves mentoring 
employees to grow in their careers in the security industry. 

“When it comes to my role at ADT Commercial, I am one 
of our leading champions of growth, progress and devel-
opment for all employees,” he explained. “Because of that, 
I am lucky to have the opportunity on a day-to-day basis 
to develop and lead programs explicitly designed around 
empowering our people to grow in their security industry 
careers and develop into true industry leaders who make a 
difference each day for our customers. 

Morris, 30, has been at the Boca Raton, Fla.-based ADT 
Commercial, formerly Protection1, for the past eight years. 
During that time, he has contributed to a number of train-
ing initiatives.  

“Some of the key initiatives I’ve had a hand in launch-
ing include our Department of Labor-approved technician 
apprentice program, our new hire training and development 
programs, and our non-industry staffing programs,” he said. 
“HIGHER PURPOSE” 

Morris entered the security industry about 10 years ago as 
a technician while in school and has subsequently worked in 
many different aspects of the business ever since. 

“One of the key aspects that attracted me and later kept 
me on a career path within the industry is the ‘higher 
purpose’ I can see in the work that we do every day,” he 
explained. “Not many professions allow you to wake up each 
morning knowing that your organization is literally saving 
lives, supporting businesses and the strength of their com-
munities. That is something incredibly special that I try not 
to take for granted.” 
“NEW AGE” POINTS 

Morris noted that one of the biggest security trends he has 
seen recently is “the transformation from merely providing 
traditional electronic security services to providing cover-

Oscar Merlo, 
36
Security Studio 
Designer
COMBS Consulting 
Group  

OSCAR MERLO is a 
studio designer. It’s 
not for aspiring artists 

or musicians; it’s for his 
clients’ security needs. 

As Security Studio Designer for COMBS Consulting 
Group based in San Antonio, Texas, Merlo is a security 
system consultant who works with architects and clients 
in specifying and designing security systems (video surveil-
lance, access control, intrusion) for new construction proj-
ects or renovations. 

“We provide years of security experience in identifying 
best practices and industry-standard solutions that will fit 
the clients’ security needs,” he told Security Systems News. 

Merlo has served in his current role at COMBS for one-
and-a-half years. He 

started in the security industry almost nine years ago as 
general electronics apprentice at a large school district in 
Texas, assisting technicians in troubleshooting fire, clock, 
sound, and burglar alarm systems. 

“Out of all these systems I worked on, I found the security 
systems to be the most fulfilling because of the challenges it 
presented on a daily basis involving a variety of devices that 

required troubleshooting and maintenance,” he noted. “I 
always found myself the busiest working on these systems, 
and I really invested a lot of my time trying to learn more 
about it. It felt rewarding to come home and know that the 
work I put in made schools and the students in them safer 
and more secure.” 
POE DEVICES AND CLOUD-BASED SOLUTIONS 

Merlo pointed out that one of the top trends in the secu-
rity industry today is an increasing interest in PoE [Power 
over Ethernet] devices, particularly in access control. 

“Security systems have increasingly become more and 
more network based, prompting clients to place their IT/
network administrators in charge of their security systems,” 
he said. “With more and more PoE devices on the market, 
security panels may soon shift being rack mounted with their 
own dedicated network’s patch panels and switches.” 

He also noted that cloud-based solutions are the “most 
exciting” security technology right now because “it offers 
the same benefits of most industry standard systems on the 
markets today, without the need to stand up an expensive 
server/data center infrastructure. 

“While the pricing models for most of these systems are 
a little high for large enterprise customers at the moment, 
smaller businesses and clients with reduced or budget-
restricted manpower can avoid the headache of having to 
hire someone to manage servers and only focus on having 
the personnel in place to manage the security devices, leaving 
those duties and responsibilities to a qualified third party.” 
KEYS TO SUCCESS 

Merlo offered some sound advice on how to be successful, 
both personally and in business, during these challenging 

times. 
“Find your niche in something and make it yours,” he 

stated. “Make yourself indispensable by applying everything 
you have learned up until this point and continue improving 
on it. When I started working on burglar alarm systems, I 
knew nothing about them, so I opened every manual I could 
find on the devices on worked on and read them. No matter 
what the job or industry you work in, make sure that you put 
a quality of work that you can be proud of.”  

In addition, Merlo stressed the importance of integration 
and connectivity, in regard to the security industry moving 
forward. 

“There will always be a need for security systems and 
solutions, and with it, more and more systems will become 
integrated and connected,” he explained. “I feel confident 
that the industry too will become more and more connected 
with other systems and look forward to learning more about 
them.” 
EARLY TRAINING 

A focus on early training for a career in the security indus-
try is essential to recruit talented young people, according 
to Merlo. 

“There is a need for security everywhere you go, whether 
it’s security cameras, access control doors, lockdown drills, 
etc., he said. “People need to know early on what those 
devices are for and how necessary they are. Provide more 
schooling and training in those fields to guide those inter-
ested. As things become more network based, there may 
also be an overlap of people who’ve studied to be network 
administrators/technicians, etc., who can be redirected to 
the security industry.” —SSN Staff 

age for some of the ‘new age’ points of interest for our loss 
prevention partners. 

“Those points of interest can now range from enterprise 
risk management and active monitoring to exploring more 
non-traditional fields, like AI integration, robotics, or cyber 
security,” he continued. “When looking toward the industry’s 
future, I see this evolution continuing to bring about posi-
tive changes within the security realm. I confidently see our 
industry broadening our scope, expanding beyond the physi-
cal security space and transforming into a proper security/
risk prevention and mitigation industry.” 

In regard to new security technology, Morris believes that 
one of the most exciting pieces of new technology is the 
innovative utilization of artificial intelligence (AI). 

“I believe it will continue to evolve to play a more promi-
nent role in our industry's day-to-day functions - utilizing 
AI's range of applications, from behavioral recognition and 
anonymization features, preventively recognizing violent 
or high-risk behavior through CCTV systems, to using AI 
to identify and detect vulnerabilities within the electronic 
security equipment itself,” he said. “It is a vastly important 
technology because it is proactive - not reactive - in respond-
ing to physical and cyber security threats.” 
RESPONDING TO CHALLENGES 

During the unprecedented times we are living through 
as a result of the COVID-19 pandemic, Morris offered a few 
keys to success, both on a personal and a professional level. 

“I don't think anyone can say that they were truly pre-
pared for what 2020 had to offer,” he said. “With so many 
difficulties manifesting themselves at once, it was - and still 
is - easy to feel overwhelmed. But the advice that I would 
give from a business perspective is to maintain the mental-
ity that you can always execute your goals regardless of the 
circumstances. It may require you to pivot your strategy or 
adjust the angle you use to approach your goal, but you can 
still perform. If you are passionate about what you are doing, 
you can find a way. You may even find some innovation in 
the process.

“From a personal perspective, my advice would be to 
always prioritize self-care. It is always difficult to remember 
to take care of yourself, especially during times as unpredict-
able and unprecedented as these. Whether through medi-
tation, mindfulness, yoga, or physical activity, pausing and 
disconnecting mentally is crucial. Taking that time allows 
me to keep from burning out and stay focused on what is 
truly important.” 
EXCITING TIMES 

Morris makes no secret that he is excited about the current 

and future state of the security industry.  
“I think the industry is currently in a fascinating place,” 

he said. “On one hand, we have some areas that absolutely 
require improvement. We are coming off a year where the 
pandemic affected so many key business areas that have been 
a large revenue opportunity for many. Our industry is also 
facing a future talent shortage as many of our more experi-
enced industry members reach retirement age in the coming 
years. That’s why so much of my focus in my role has been 
to establish a clear and sustainable career path within our 
organization, and to encourage younger professionals and 
qualified candidates – like former military servicemembers 
– to consider a career in security. 

“On the other hand, I also think this is one of the most 
exciting times to be in the security industry. As industry 
professionals, we have a unique opportunity to be at the 
forefront of groundbreaking transformation. By investing 
in our future talent, diversity and inclusion efforts, and with 
next-generation technology driving our services, I think our 
future is looking brighter than ever before.” 

With that said, Morris called the recruitment of talented 
people for a career in security a “a very crucial topic within 
our industry.” 

“I believe that, without dedicating significant resources 
industry-wide, over the next five years, we will begin to see 
a significant increase in the talent shortage, especially across 
many of our highly skilled industry positions,” he explained. 
“One of the most significant ways we can address this issue 
is by investing in strategies to attract young, diverse tal-
ent into the industry. From my perspective, there are two 
critical areas of opportunity: removing antiquated barriers 
of entry and investing in young professional development 
programs.” 

Morris continued. “Our industry needs to culturally 
change from over-indexing where the prospective employee 
gained their skills, and instead emphasize what skills and 
proficiencies they bring. Many unique and diverse talents 
come from non-industry backgrounds and are often over-
looked because their resume looks different from what we 
commonly see.  

“Additionally, once we have young talent, I believe it is our 
responsibility to develop their skillsets to become the future 
class of talent our industry needs. These young profession-
als will determine if our industry achieves excellence in the 
coming years. By investing in areas like mentorship, certifi-
cation, and leadership development, we are not only making 
decisions that make sense business-wise, but also are truly 
investing in our industry's bright future.”  —SSN Staff 
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GARTNER ANALYSTS explored 
industry trends at its Security 
& Risk Management Summit 

APAC, March 23-24, noting that security 
and risk management leaders must 
address eight top trends to enable rapid 
reinvention in their organization, as 
COVID-19 accelerates digital business 
transformation and challenges traditional 
cybersecurity practices.

I n  t h e  o p e n i n g 
keynote at the Gartner 
S e c u r i t y  &  R i s k 
Management Summit 
taking place virtually 
in APAC today, Peter 
Firstbrook, research 
v i c e  p r e s i d e n t  a t 
Gartner,  said these 
trends are a response 

to persistent global challenges that all 
organizations are experiencing.

“The fi rst challenge is a skills gap. 80% of 
organizations tell us they have a hard time 
fi nding and hiring security professionals 
and 71% say it’s impacting their ability 
to deliver security projects within their 
organizations,” said Firstbrook.

Other key challenges facing security 
and risk leaders in 2021 include the 
complex geopolitical situation and 
increasing global regulations, the 
migration of workspaces and workloads 
off traditional networks, an explosion 
in endpoint diversity and locations 
and a shifting attack environment, in 
particular, the challenges of ransomware 
and business email compromise.

The following top trends represent 
business,  market and technology 
dynamics that are expected to have broad 
industry impact and signifi cant potential 
for disruption.

Gartner Top Security and Risk 
Management Trends, 2021
TREND 1: CYBERSECURITY MESH

Cybersecurity mesh is a modern 
security approach that consists of 
deploying controls where they are most 
needed. Rather than every security 
tool running in a silo, a cybersecurity 
mesh enables tools to interoperate by 
providing foundational security services 
and centralized policy management and 
orchestration. With many IT assets now 
outside traditional enterprise perimeters, 
a cybersecurity mesh architecture allows 
organizations to extend security controls 
to distributed assets.
TREND 2: IDENTITY-FIRST SECURITY

For many years, the vision of access for 
any user, anytime, and from anywhere 
(often referred to as “identity as the 
new security perimeter”) was an ideal. 
It has now become a reality due to 
technical and cultural shifts, coupled 
with a now majority remote workforce 
during COVID-19. Identity-fi rst security 
puts identity at the center of security 
design and demands a major shift from 

Gartner outlines top trends for 2021

traditional LAN edge design thinking.
“The SolarWinds attack demonstrated 

that we’re not doing a great job of managing 
and monitoring identities. While a 
lot of money and time has been spent 
on multifactor authentication, single 
sign-on and biometric authentication, 
very little has been spent on effective 
monitoring of authentication to spot 
attacks against this infrastructure,” said 
Firstbrook.
TREND 3: SECURITY SUPPORT FOR REMOTE 
WORK IS HERE TO STAY

According to the 2021 Gartner CIO 
Agenda Survey, 64% of employees are 
now able to work from home. Gartner 
surveys indicate that at least 30-40% 
will continue to work from home post 
COVID-19. For many organizations, this 
shift requires a total reboot of policies 
and security tools suitable for the 
modern remote workspace. For example, 
endpoint protection services will need to 
move to cloud delivered services. Security 
leaders also need to revisit policies for 
data protection, disaster recovery and 
backup to make sure they still work for a 
remote environment.
TREND 4: CYBER-SAVVY BOARD OF 
DIRECTORS

In the Gartner 2021 Board of Directors 
Survey, directors rated cybersecurity the 
second-highest source of risk for the 
enterprise after regulatory compliance. 
Large enterprises are now beginning 
to create a dedicated cybersecurity 
committee at the board level, led by a 
board member with security expertise 
or a third-party consultant.

Gartner predicts that by 2025, 40% of 
boards of directors will have a dedicated 
cybersecurity committee overseen by a 
qualified board member, up from less 
than 10% today.
TREND 5: SECURITY VENDOR 
CONSOLIDATION

Gartner’s 2020 CISO Effectiveness 
Survey found that 78% of CISOs have 
16 or more tools in their cybersecurity 
vendor portfolio; 12% have 46 or 
more. The large number of security 
products in organizations increases 
complexity, integration costs and sta�  ng 
requirements. In a recent Gartner survey, 

80% of IT organizations said they plan to 
consolidate vendors over the next three 
years.

“CISOs are keen to consolidate the 
number of security products and vendors 
they must deal with,” said Firstbrook. 
“Having fewer security solutions can 
make it easier to properly confi gure them 
and respond to alerts, improving your 
security risk posture. However, buying 
a broader platform can have downsides 
in terms of cost and the time it takes to 
implement. We recommend focusing on 
TCO over time as a measure of success.”
TREND 6: PRIVACY-ENHANCING 
COMPUTATION

Privacy-enhancing computation 
techniques are emerging that protect data 
while it’s being used — as opposed to while 
it’s at rest or in motion — to enable secure 
data processing, sharing, cross-border 
transfers and analytics, even in untrusted 
environments. Implementations are on 
the rise in fraud analysis, intelligence, 
data sharing, fi nancial services (e.g. anti-
money laundering), pharmaceuticals and 
healthcare.

Gartner predicts that by 2025, 50% of 
large organizations will adopt privacy-
enhancing computation for processing 
data in untrusted environments or 
multiparty data analytics use cases.
TREND 7: BREACH AND ATTACK SIMULATION

Breach and attack simulation (BAS) 
tools are emerging to provide continuous 
d e fe n s i v e  p o s t u r e  a s s e s s m e n t s , 
challenging the l imited visibil ity 
provided by annual point assessments 
like penetration testing. When CISOs 
include BAS as a part of their regular 
security assessments, they can help their 
teams identify gaps in their security 
posture more eff ectively and prioritize 
security initiatives more e�  ciently.
TREND 8: MANAGING MACHINE IDENTITIES

Machine identity management aims to 
establish and manage trust in the identity 
of a machine interacting with other 
entities, such as devices, applications, 
cloud services or gateways. Increased 
numbers of nonhuman entities are now 
present in organizations, which means 
managing machine identities has become 
a vital part of the security strategy.

Paul Ragusa
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WOMEN IN 
SECURITY 11

YARMOUTH, Maine —As part of 
Security Systems News’ and the 
Security Industry Association 
(SIA) Women in Security Forum’s 
(WISF’s)  continuing series 
highlighting the contributions of 
women in security, this month’s 
feature is on PSA Security 
National Director of Business 
Development and Strategic 
Accounts Diana Hanna, who 
focuses on recruiting new 
companies to join PSA while 
working closely with companies 
that are already equity owners 
of PSA.

PSA is a global systems 
integrator consortium made up 
of the most progressive security 
and audio-visual  systems 
integrators in North America. 
Combined, PSA members boast 
more than 500 branch locations, 
employ more than 13 ,500 
industry professionals and are 
responsible for more than $4.5 
billion annually in security, fi re, 
life safety and pro audio-visual 
installations. PSA’s mission is to 
empower its owners to become 
the most successful systems 

Diana Hanna
National Director of Business 
Developement and Strategic 
Accounts
PSA Security

integrators in the markets they 
serve, and brings this mission 
to life by partnering with 

industry leading product and 
solution providers, delivering 
unparalleled education and 
training programs and by 
off ering a variety of distinctive 
services that can enhance any 
company’s operations.

The following is an exclusive 
Q&A with Hanna:

SSN: How did you get into and 

what inspired you to get into the 
security industry? 

HANNA: I  started in the 
consumer video business when 
there were video stores that 
rented movies and sold tape 
and VCR’s. Then I moved into 
the broadcast video world for 
a short time and was pulled 
in the security side by a rep 
company that I worked for. The 
fi rst product line I sold on the 
security side of the industry was 
RCA. Wow that was a long time 
ago!

SSN: What has your journey 
been like in a primarily male-
dominated and historically non-
diverse security industry? 

HANNA: It has been mostly 
good; I am ok being in a room 
full of men. I grew up with a 
house full of brothers so it was 
not hard for me to be around 
all men.  I do not think I could 
have survived at the beginning 
if I didn’t have thick skin. There 
were a few times that I could 
not get product lines because I 
was a female principal, but I just 
moved on and found a better 

product line to sell against the 
ones that turned me down. 

Back in those days they 
told me they could not hire 
me because I was female; that 
wouldn’t happen today. At least 
I hope it wouldn’t happen today. 
Women are great salespeople – 
we are very organized and build 
great relationships and we are 
very good at relationship selling.

SSN: What has been done to 
get more women/diversity into 
leadership/management roles in 
the industry, and what else can be 
done?

HANNA: I feel we have come 
a long way but have a long way 
to go. We still do not see a lot 
of women CEOs in the security 
industry, for example.

SSN: What have you found most 
challenging 
working in 
the security 
industry and 
how did you 
overcome it? 

HANNA: When I first came 
into the industry it was hard to 
get people to listen to me as a 
female and really be heard. I 
had to ask more questions than 
my male counterparts so that 
people understood that I knew 
what I was talking about. The 
industry has always been ever 
changing and you need to learn 
the industry and products. You 
cannot fake it. If you do not 
know answers to questions you 
need to not be afraid to say you 
don’t know something and go 
fi nd the answers. 

SSN: Have you had any role 

“I feel we have 
come a long way 
but have a long 

way to go. We still 
do not see a lot of 

women CEOs in the 
security industry.”

—Diana Hanna

models who have helped you out 
along the way that you would like 
to mention?  

HANNA: Customers, I have 
learned so much from every 
customer I have had. I learned 
how important relationships are 
from them.

SSN: What advice would you 
give other women thinking about 
getting into the industry or just 
starting out in the industry?  

HANNA: Give it a chance – 
there are lots of opportunities 
in the industry. I never thought 
as a 20-year-old that I would be 
in the security industry because 
it wasn’t a “glamorous” industry. 
However, I have learned a lot 
and gained some great business 
relationships from some very 
smart people. Also, you must 

think that 
y o u  a r e 
m a k i n g 
the world a 
better place 

with security products.
SSN: What are your views on 

the industry moving forward, 
from both from a diversity 
perspective and a technology and 
business perspective during these 
unpredictable times? 

HANNA: I am glad I am in the 
security industry; we are here to 
save lives and cut down on crime. 
With products like thermal 
cameras we are trying to help keep 
people safe during the pandemic. 
We should be proud we are in an 
everchanging industry, staying 
up on technology, and helping to 
make our country a safer place to 
live. SSN

“I spent a considerable amount 
of time working undercover infi l-
trating known violent off enders 
and violent off ender groups. My 
knowledge base is from off end-
ers themselves, admitted bur-
glars and off enders teaching me 
what they looked for when they 
commit crimes and target specifi c 
places and people.”

With the knowledge he gained 
working undercover, Eggers 
formed Cannabis Compliant 
Security Solutions (CCSS), a con-
sulting firm that allows him to 
take what he learned undercover 
and use that knowledge to advise 
cannabis facility operators what 
they could to protect their busi-
ness and decrease any vulner-
abilities that alarm companies 
and guard companies may not 
address.

“My passion is cannabis. I am 
now starting my own fi rm around 
security consulting in the canna-
bis space,” he said. “I aim to off er 
security plans for pre-permanent 
businesses, and I offer security 
audits, identifying deficiencies 
as I see them through the eyes of 
a burglar or robber on a physical 

EGGERS
Continued from page 1

space.
“The end product is a report. My 

most recent one was 17 security defi -
ciencies, and regulatory issues too 
that would have somebody up if the 
regulatory bodies came knocking.”

Eggers noted that the report is 
“really simple to read. What is the 
issue, what is the security principle 
behind it, and then the recommen-
dation on how to fi x it.”
LEARNING IN THE FIELD

Eggers began his career in law 
enforcement with the Oakland 
Police Department. After several 
years working patrol in East Oak-
land, he was transferred to a spe-
cialized unit tasked with curbing 
violent crime in Oakland’s most 
dangerous neighborhoods. Eggers 
spent a considerable amount of 
time working undercover around 
admitted burglars and robbers. 
He completed Security Audit and 
Crime Prevention Through Envi-
ronmental Design (CPTED) train-
ing, but his differentiating expe-
rience and expertise was gained 
through the teachings from admit-
ted off enders.

“It’s really the experience of being 
brought around by a burglar or rob-
ber and saying to me, ‘I’m hitting 
this building later,’ or ‘I’m going to 
stake out this grow facility,’ whatev-

er the case may be, and really peel-
ing the layers back of that onion and 
understanding why,” he explained. 
‘Why did you target that one and 
not that one?’ It’s really interesting 
when you really get inside the mind 
of an off ender.”
PROVIDING SECURITY SOLUTIONS

CCSS has a deeply rooted back-
ground in law enforcement and 
compliance. The firm’s website,  
states, “We understand what is 
required of you and can help get 
you there quickly and seamlessly. 
We can design and implement a 
security solution for your business 
that works and does not take away 
from your true passions.”

As CCSS president, Eggers spe-
cializes in security audits and pre-
compliance checks, identifying 
security vulnerabilities that alarm 
companies and guard companies 
may not typically address. He helps 
identify areas of vulnerability with-
in cannabis businesses with respect 
to physical security, staff , vendors 
and customers. Eggers also identi-
fi es procedural security risks and 
addresses these risks with recom-
mendations and training. 

“I think that as this industry 
emerges, people have to under-
stand the limitations of an alarm, 
the limitations of a guard, the lim-

itations of your camera,” he said. 
“What I focus on, from an off end-
er’s point of view, is addressing all 
of the risks that exist when you only 
check those main boxes.”

In addition, Eggers’ vast experi-
ence within law enforcement could 
help clients with regulation and 
compliance issues that a business 
may have with respect to security, 
authoring security plans, camera 
mapping, internal loss prevention, 
creating standard operating proce-
dures and helping clients through 
the permitting process. 

As stated on the CCSS website, 
“What sets us apart from others 
is our ability to be by your side 
through the entire permitting and 
‘sign off’ period. Our work isn’t 
done until law enforcement gives 
you the ‘all clear,’ and we will make 
sure that is done as quickly and e�  -
ciently as possible.”  

Among the solutions that CCSS 
off ers its clients are:

• Cannabis-Compliant Security 
Cameras

• Access Control/Badging
• Alarm Systems/ Intrusion/

Panic Buttons
• Law Enforcement Liaison Ser-

vices
• Security Guard Training
• Physical Security Audits

• Camera/Equipment Mapping
CCSS can provide your busi-

ness with a custom, detailed map 
of cameras, access control, intru-
sion detection and panic buttons 
that not only is most effective, 
but also satisfy the regulatory 
requirements placed on you.  Easy 
to read and understand, this will 
help explain your plan during the 
permitting process. 
READY TO GO

By jumping into a new venture 
just one week after handing in his 
badge, Eggers is chomping at the 
bit to off er his unique perspec-
tive on how to protect cannabis 
facilities.

With his vast experience 
working undercover, learning 
the mindset of burglars and rob-
bers when they target a person or 
business, Eggers is laser focused 
on providing extreme value for 
cannabis operators to make sure 
they are well informed on how to 
protect their business.

“My experience is unique in 
that I was taught from the off end-
ers themselves,” he noted. “My 
approach is much diff erent than 
those of my colleagues. For better 
or worse, I’m starting a new ven-
ture, but I hope to add value using 
the knowledge that I have.” SSN
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By Cory Harris
S C H A U M B U R G ,  I l l . —
Convergint Technologies has 
made two acquisitions already 
this month, expanding the 
global systems integrator’s 
reach into Latin America 
and Asia Pacific regions. 
As Convergint’s CEO Ken 
Lochiatto told Security Systems 
News last month, they will be 
very active over the next few 
months.

“You’ll probably see one, 
if not two, acquisitions per 
month, that will allow us to 
continue to grow into verti-
cals that we’re already estab-
lished in, that we’re having 
great success in,” he said. 
“Geographically, we’ll look to 
add to our resources around 
the world to make sure that, 
as best we can, wherever we 
are around the world, our 
Convergint colleagues are 
meeting the needs of our cus-
tomers.”

In keeping with that prom-
ise,  Convergint acquired 
Diebold Nixdorf ’s Asia Pacific 
Electronic Security Business 
and Seal Telecom, a proven sys-

Convergint acquires in Latin 
America and Asia Pacific
Deals allows Convergint to continue its global expansion efforts

tems integra-
tion provider 
with reach 
through-
o u t  L a t i n 
America.
ASIA 
PACIFIC

Diebold 
Nixdorf ’s 
Asia Pacific Electronic Security 
Business provides compre-
hensive security solutions for 
financial, retail, and other ver-
ticals across the APAC region. 
The company’s service offer-
ings include security system 
design, integration, installa-
tion, maintenance, embedded 
services, PA system, integrated 
building management system, 
and fire system implementa-
tion.

“Our new colleagues in 
APAC will help us support 
both local and multinational 
customers, in alignment with 
our culture and values,” said 
Lochiatto. “Together we can 
provide even stronger service 
across this key international 
market, enabling Convergint’s 
goal of being our customers’ 

best service provider.”
Diebold Nixdorf ’s people 

and approach to customer 
service strongly aligns with 
Convergint’s culture and its 
Values & Beliefs. The new col-
leagues will join Convergint’s 
APAC subsidiary, ICD Security 
Solutions.

“This is a significant mile-
stone for our Asia Pacific busi-
ness,” said Tony Wang, CEO of 
ICD Security Solutions. “Not 
only does the team bring a 
wealth of experience in the 
financial, data center, and criti-
cal infrastructure verticals, but 
the acquisition also boosts 
our capabilities in various key 
locations in APAC, helping us 
better serve our clients at a 
local level and further expand 
our reach.”

A s h i s h  J a i s w a l ,  V i c e 
President Electronic Security, 
Asia Pacific, Diebold Nixdorf, 
added, “Over the years, we 
have organically grown our 
electronic security business 
to become a leading provider 
of security solutions across 
markets in APAC./ We are 

Ken Lochiatto

By SSN Staff
WEST PALM BEACH, Fla.—
Security 101 announced 
that Michael Walton has 
been promoted to the role 
of President for Security 
Franchisors, LLC and Security 
101, effective immediately.

In his new position, Walton 
will oversee all franchising 
operations and corporate 
department managers will 
report directly to him. Walton 
will continue to report to 
Security 101 founder and 
Chief Executive Officer Steven 
Crespo.

In his prior role as Chief 
Operations Officer, Walton 
provided operational expertise 
for the entire Security 101 
organization while overseeing 
the company’s financial health 
and mentoring franchise own-

ers. Walton 
also man-
a g e d  t h e 
company’s 
franchise 
develop-
ment and 
software 
develop-
ment teams 

and saw 14 franchise locations 
added. During Walton’s lead-
ership Security 101’s portfo-
lio of 53 franchise locations 
has seen substantial revenue 
growth.

“To say Michael has been a 
key component in managing, 
supporting, and helping to 
grow this organization would 
be an understatement,” said 
Crespo. “He is committed to 
finding new and operationally-
sound ways to expand the 
franchising business while 
training and supporting our 
locally-owned offices as they 
grow within their respec-
tive markets. He is a strong 
leader and I’m confident he 
will guide our organization to 
even greater success.”

As a 30-year veteran of the 
security industry, Walton has 
worked for Security 101 since 
2008. Prior to joining the 
corporate team he was the 

Security 101 
names new 
president

Michael Walton

By SSN Staff
SANTA ANA, Calif.—Allied 
Universal recently hired Tim 
Brandt as the company’s 
Global CFO. Brandt will lead 
the financial operations of 
the company, and will focus 
on the upcoming acquisition 
and integration of G4S, and 
the eventual IPO of the newly 
consolidated company.

Prior to joining All ied 
Universal, Brandt worked for 
30 years with Deloitte and was 
the Managing Partner of the 
Orange County practice for 
the last four years of his career. 
He specialized in mergers and 
acquisitions, initial public 
offerings and public debt 
offerings. Additionally, Brandt 
has international experience 
having worked in Deloitte’s 

Allied Universal hires financial 
veteran as global CFO

Osaka, Japan office.
“Tim brings more than 

30 years of leadership with 
a proven track record in 
corporate and operational 
finance,” Allied Universal 
Chairman & CEO Steve Jones 
said in the announcement. 
“He complements our strong 
performance-oriented culture, 
and we believe his impressive 
reputation for execution 
and achieving results makes 
him the right choice to lead 
our finance and accounting 
operations. We welcome Tim 
to our team and look forward 
to his contributions as we 
embark on our global growth 
through our recent acquisition 
of G4S.”

Brandt is joining Allied 
Universal  at  an excit ing 

and critical 
time in the 
company’s 
history and 
i s  l o o k i n g 
fo r w a r d  t o 
the challenge.

“I’m 
honored 
to  join the 
exceptional team at Allied 
Universal,” said Brandt. “I’m 
looking forward to working 
w i t h  s u c h  a  d y n a m i c , 
acquisitive company and 
am truly impressed by the 
team’s dedication to achieving 
remarkable results. My goal is 
to build upon the company’s 
h i s t o r y  o f  s u c c e s s  a n d 
capitalize on opportunities to 
continue to grow the business.”

SafeGuard Cyber raises 
$45m in financing
CHARLOTTESVILLE, Va.—SafeGuard 
Cyber, a leading SaaS-based platform 
dedicated to managing the entire lifecy-
cle of Digital Risk Protection, announced 
it has raised $45 million of equity and 
debt led by NightDragon with participa-
tion from Cisco Investments and previous 
investor, Allegis Cyber.

SafeGuard Cyber’s AI-powered plat-
form empowers businesses to adopt 
critical collaboration, social media, and 
mobile chat digital channels while reduc-
ing cybersecurity risk and ensuring com-
pliance. These technology areas have 
become essential with today’s remote 
work environment.

Sage Integration adds 
national project manager
KENT, Ohio—Sage Integration, a security 
integration provider serving enterprise 
Fortune 100 clients, has named Ross 
Westermann as its national project man-
ager. Westermann will oversee project 
and contract management, engineering 
review and provide sales support as Sage 
expands its client base across the U.S.

John Nemerofsky, Sage Integration’s 
chief operating officer, said increasing 
demand for services from national and 
global clients made hiring an experienced 
project manager vital.

“For 12 years, Ross has consistently cre-
ated world-class client experiences, start-
ing with a vision of the project comple-
tion,” he said. “He understands the impor-
tance of scheduling, budgets, forecasting, 
workflow and the impact of technology on 
a client’s security operations. And he is a 
master in communicating throughout the 
project. We’re thrilled to have him join our 
operations team.

SYNNEX merges with Tech 
Data in $7.2B deal
FREMONT, Calif. and CLEARWATER, 
Fla.—SYNNEX Corp. and Tech Data, which 
is wholly owned by funds managed by 
affiliates of Apollo Global Management, 
Inc., announced a merger agreement val-
ued at approximately $7.2 billion, including 
net debt.

The combined company, with approxi-
mately $57 billion in estimated pro forma 
annual revenues and a team of over 
22,000 associates and colleagues, will 
provide customers and vendors with 
expansive reach across products, servic-
es, and geographies to accelerate tech-
nology adoption.

Under the terms of the agreement, 
Apollo Funds will receive an aggregate 
of 44 million shares of SYNNEX common 
stock plus the refinancing of existing Tech 
Data net debt and redeemable preferred 
shares of approximately $2.7 billion. 

Continued on the next page

Tim Brandt

Continued on the next page

Continued on the next page
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Operations Manager for the 
Security 101 franchise located 
in South Florida. Michael is 
also a Security One Systems 
alum where he was the Vice 
President of Operations. Mr. 
Walton served in the United 
States Navy and the United 
States Naval Reserve, retiring as 
a Chief Petty Officer.

“I am looking forward to 
working with our team of fran-
chise owners and strategic indus-
try partners while continuing to 
make improvements that will 
expand our incredible organiza-
tion.” Walton said.

Walton will remain based at 
Security 101’s corporate head-
quarters in West Palm Beach, 
Florida.

Security 101 protects business 
assets and employees through an 
industry-first, systems integra-
tion franchise of experts who 
work locally to engineer, install, 
operate, monitor, manage and 
maintain integrated security 
solutions. Commercial clients 
have the best of both worlds — a 
trusted national company with 
local ownership. Security 101 has 
locally owned franchise locations 
in 53 U.S. cities and is constantly 
expanding. SSN

SECURITY 101
Continued from the previouis page

Allied Universal, a leading 
security and facility services 
company with more than 265,000 
employees and revenues over $9.5 

billion, provides 
unparalleled 
security services 
and technology 
solutions. With 
offices located 
throughout the 
nation as well as 
internationally 
(Canada, 
Mexico, United 
Kingdom), Allied 
U n i v e r s a l  i s 
responsible for 

protecting more than 50,000 client 
sites covering multiple specialty 
sectors such as higher education, 
healthcare, retail, commercial real 
estate, government and corporate 
campuses, etc. For more information, 
please visit www.aus.com. SSN

ALLIED
Continued from page 1

“My goal 
is to build 
upon the 
company’s 
history of 
success and 
capitalize on 
opportunities 
to continue 
to grow the 
business.”

tremendously excited to join 
the Convergint and ICD family. 
With the combination of two 
strong integrators, we will be 
well-positioned to expand our 
business offerings and presence 
across the region to better serve 
our customers.”

Diebold Nixdorf ’s Asia Pacific 
Electronic Security Business 

CONVERGINT
Continued from the previouis page

brings the total number of 
Convergint acquisitions to 43.
LATIN AMERICA

Seal Telecom provides inno-
vative audio and video, unified 
communication, smart buildings, 
broadcast, and fire and security 
solutions. In September 2020, 
Seal and Convergint entered into 
an exclusive strategic partnership, 
expanding and enhancing both 
companies’ customer service capa-
bilities across the LATAM region.

“Convergint’s acquisition of 
Seal reinforces our commitment 
to providing our global custom-
ers with the consistently excep-
tional customer service that we’re 
known for,” said Lochiatto. “Seal 
Telecom is a critical addition to 
our global team—we’re well-
positioned to provide support to 
both our local and multinational 
customers across regions, in 
alignment with our culture and 
values.”

Seal’s deep expertise and its 
people-first, customer-centric, 
inclusive environment centered 
on colleagues enables Seal to 
provide an exceptional customer 
experience focused on reduced 
service times, multilingual 
options, and 24/7 customer sup-
port. Seal Telecom brings 20 years 
of experience across LATAM and 
adds over 500 colleagues to the 
Convergint team, servicing Brazil, 
Argentina, Chile, Colombia, Peru, 

Mexico, and the Caribbean.
“The synergy and partner-

ship between Seal Telecom and 
Convergint has been invaluable 
to our clients,” said Daniel Skit, 
CEO of Seal Telecom. “After 
working together closely, we’re 
thrilled to join the Convergint 
team and increase our ability to 
serve multinational companies 
and deliver innovative technol-
ogy solutions in our region and 
to the globe.” SSN
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By Paul Ragusa, Editor
McLEAN, Va.—The Monitoring 
Association (TMA) has revised 
the Installation Quality Certifica-
tion Program “IQ Certification,” 
noting that its the only quality 
control program for installations, 
maintenance and service of elec-
tronic security systems.

The program was initially 
developed by the Electronic 
Security Association’s (ESA) False 
Alarm Committee as a means to 
reduce the occurrence of false 
alarms and has been broadly 
endorsed by security industry 
associations including CANASA, 
ESA, the False Alarm Reduction 
Association (FARA); the Security 
Industry Alarm Coalition (SIAC), 
Security Industry Association 
(SIA), as well as The Monitor-
ing Association (TMA). TMA 
assumed the designation in early 
2020. 

“The Monitoring Association 
(TMA) felt honored to have been 
approach to take ownership the 
IQ Program,” TMA Executive 
Director Celia T. Besore, MBA, 
CAE, told Security Systems News. 

By SSN Staff
QUINCY, Mass. —The Nation-
al Fire Protection Association 
(NFPA) has launched a new Fire 
Prevention Program Manager 
Online Training Series to help 
the building industry under-
stand and adopt the strategies 
defined in NFPA 241, Standard 
for Safeguarding Construction, 
Alteration, and Demolition 
Operations, which calls for a 
fire prevention program and a 
designated manager to enforce 
safety onsite.

The topic will also be dis-
cussed by a panel of industry 

NFPA releases Fire Prevention Program 
Manager Online Training Series

Marine Corps Gen. James 
T. Conway (Ret.) delivers 
keynote at TMA meeting
McLEAN, Va.—Marine Corps Gen. James 
T. Conway (Ret.) delivered the opening 
keynote address, Leadership Lessons 
from an Old Jarhead, at the association’s 
2021 Mid-year Meeting, held virtually April 
20-22.

General Conway’s comments reflect 
edon his extensive experience as a mili-
tary leader. 

“Leadership, which has always played 
a critical role in the success of teams and 
companies, took on new significance in 
the last year,” said TMA President Don 
Young. “With the onset of the pandemic, 
we witnessed those leaders among us 
who possessed the distinct set of skills, 
knowledge, and experience required to 
navigate and effectively manage amidst 
a crisis of unprecedented proportions. 
General Conway is one such leader. It is an 
honor and a privilege to have him keynote 
our meeting.”  

General Conway’s address offered les-
sons learned from 40 years of leading 
America’s finest, during peacetime and 
in war.  His presentation focused on mid- 
and senior-level business leaders and dis-
cussed leadership styles, as well as essen-
tial qualities of an effective leader.   

PureTech Systems 
releases Rapid Deploy 
Virtual Perimeter
PHOENIX, Ariz.—PureTech Systems, a 
privately owned company that develops, 
markets and supports patented location-
based artificial intelligence (AI) video 
analytics software, PureActiv, for real-
time safety and security applications, 
announced the release of the PureActiv 
Rapid Deploy Virtual Perimeter. 

Scalable to small and large perimeters, 
the new Rapid Deploy Virtual Perimeter 
Unit (RDVPU) provides a temporary or 
permanent virtual perimeter protection 
system that requires very little deployment 
time. The smart and effective protection 
system uses a wireless connection to 
transmit alarms and video to a co-located 
or remote command and control center. 

The RDVPU is equipped with PureTech’s 
patented AI and geospatially boosted 
video analytics, PureActiv, which provides 
among the highest probability of detec-
tion while maintaining near-zero nuisance 
alarms. The system is enhanced with the 
use of radar, a pan-tilt-zoom (PTZ) cam-
era, and optional loud hailers and light 
deterrents. In addition, the RDVPU is solar 
powered, needing little to no backup fuel, 
thus providing an environmentally friendly 
protection system that does not require 
ground penetration and has no impact on 
local wildlife. 

“Hard-wired perimeter protection sys-
tems can take upwards of two years to 
install and require significantly larger 
budgets”, said Larry Bowe, Jr., President of 
PureTech Systems. 

percent through 2025, grow-
ing from 164.2 million in 
2020 to 302.5 million devic-
es shipped, IDC predicted. 
Home monitoring and secu-
rity devices will increase its 
market share to 21.2 percent 
through the forecast period.

IDC noted that growth 
in smart speakers and dis-
plays is expected to slow 
over the next few years as 
the installed base of these 
devices approaches matura-
tion and consumers look to 
other form factors to access 
smart assistants in the home, 
such as thermostats, appli-
ances, and TVs to name a few

“Sales of smart home 
devices have remained 
fairly resilient during the 
global Covid-19 pandemic,” 
said Adam Wright, senior 
research analyst, Smart 
Home. “The market faced 
some challenges in 2020, 
the result of high unemploy-
ment, an uneven economic 
recovery, and lockdown 
measures, among other fac-
tors. But nonetheless, 2020 
saw positive year-over-year 
growth across all device cat-
egories.”

He continued, “Con-
sumers have shifted their 
spending priorities from 
other areas like vacations, 
going out to eat, or visiting 
cinemas to focus on adding 
more comfort, convenienc-
es, and entertainment at 
home. As such, we have seen 
that smart home devices 
like streaming sticks, smart 
speakers, security devices, 
smart lights, and others have 
performed well over the past 
year.”

IDC’s Worldwide Quar-
terly Smart Home Device 
Tracker found that world-
wide shipments of smart 
home devices reached 801.5 
million units in 2020, an 
increase of 4.5 percent over 
2019, driven by the rise of 
home automation products 
and ambient computing 
through smart speakers and 
other products.

The United States will 
represent the lion’s share of 
unit shipments during the 
next several years and will 
grow at a compound annual 
growth rate of 3.8 percent 
over the forecast period with 
more than 451.3 million units 
shipped in 2025. SSN

“One of TMA’s goals is to reduce 
false dispatches in the industry, 
and any program, such as the IQ 

Program, that promotes quality 
installations and quality monitor-
ing done by trained professionals 
goes hand-in-hand with our mis-
sion and deserves our attention.”

TMA President Don Young 
added, “Systems designed prop-
erly, with the proper equipment, 
installed properly, by trained 
technicians, monitored properly, 
and operated by properly trained 
users typically operate without 
fault or failure for years and 
reduce false alarms. The IQ pro-
gram requirements are in direct 
alignment with TMA’s mission of 
advancement and commitment 

IDC
Continued from page 1

The Monitoring Association launches 
revised IQ Certification program

to excellence. It is a valuable addi-
tion to our program portfolio.”

The IQ Certification program 
was approved by AT&T FirstNet 
“to satisfy one of the certification 
requirements to participate in the 
FirstNet program, the other being 
having a listing by a Nationally-
recognized Testing Laboratory 
(NRTL) such as UL, ETL, or FM,” 
Besore noted.

Amherst Alarm President 
and CEO Tim Creenan pointed 
out that the IQ Certification 
Guidelines provided a founda-
tion upon which his company 
has established best practices for 
operations.

“These guidelines have helped 
us create and grow a business that 
provides systems that consumers 
can trust because of the dem-
onstrated low dispatch rates,” 
Creenan said. “The program has 
also created a large competitive 
advantage for us. Our sales team 
uses the IQ certification to dif-
ferentiate our company from the 
competition. It is a wise invest-
ment for any security systems 
company to invest in quality.” SSN

experts during an Addressing 
Fire Safety Challenges During 
Construction webinar on April 
15.

In recent weeks, massive 
building-under-construction 
fires have occurred in Las Vegas, 
Dallas, and Everett, Wash., 
underscoring NFPA research 
which shows an average of 
3,840 fires in structures under 
construction and 2,580 fires in 
structures under major renova-
tion per year. Building-under-
construction fires cause an aver-
age of four civilian deaths, 49 
civilian injuries, and $304 mil-

lion in direct property damage 
annually, while fires in buildings 
undergoing major renovation 
cause an average of eight civilian 
deaths, 52 civilian injuries, and 
$104 million in direct property 
damage annually.

“We need to enhance safety 
on construction sites by ensur-
ing that more building owners, 
contractors, trade workers, and 
code enforcers are informed 
about construction site fire pre-
vention and protection strate-
gies,” NFPA President and CEO 
Jim Pauley said. of the NFPA Fire 
& Life Safety Ecosystem. SSN

A number of other states 
have passed bills similar to 
the Georgia bill in recent 
years, including California, 
Florida, New Jersey, Texas, 
Tennessee and Iowa.

“There has never been any 
evidence that fining alarm 
companies was any more 
effective than the model 
alarm ordinance that is 
widely utilized nationally and 

ALARMS
Continued from page 1

endorsed by the Georgia Asso-
ciation of Chiefs of Police,” 
said Martin. “The model ordi-
nance, which fines alarm users, 
obtains an average 60 percent 
reduction in false dispatches 
and impacts those causing 
most of the problems. In fact, 
85 percent of alarm systems 
generate no calls to the police 
in any given year.”  

Under the law, companies 
are responsible for false alarms 
they cause due to faulty equip-
ment or installation or failure 

to use a mandated system 
requiring two calls to an 
alarm site before notifying 
police.

“Common sense pre-
vailed,” said Loud. “Our 
industry stands ready to 
work with any commu-
nity that wishes to reduce 
unnecessary dispatches with 
a proven model and experts 
ready to assist.”

Governor Brian Kemp is 
expected to sign the bill later 
this month. SSN
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By SSN Staff
AUSTIN, Texas—Resideo Technologies, Inc. 
announced it has acquired privately held 
Norfolk Wire & Electronics (“Norfolk”), based 
in Richmond, Va. Terms of the transaction 
were not disclosed.

Norfolk was founded in 1985 and is a lead-
ing regional distributor of security, telecom, 
network and audio-video (AV) related prod-
ucts, supplies and tools. With 11 full-service 
retail locations and a 43,000-sq.-ft. distribu-
tion center, Norfolk serves customers across 
the mid-Atlantic region, and will be part of 
Resideo’s ADI Global Distribution business, 
a leading wholesale distributor of security, 
AV and low-voltage products.

“ADI is core to Resideo’s long-term growth, 
and this acquisition aligns with our strategy to 
identify and execute on tuck-in acquisitions 
that accelerate ADI’s expansion in adjacent 
categories,” said Jay Geldmacher, president 
and CEO of Resideo. “The products and ser-

Resideo acquires regional distributor 
Norfolk Wire & Electronics

vices of Norfolk Wire & Electronics comple-
ment ADI’s existing offerings and expand 
our reach into an attractive growth market.”

The Norfolk acquisition builds upon ADI’s 
presence in the Data Communications mar-
ket with an assortment of copper and fiber 
cabling, connectors, racking products and 
more. Additionally, the acquisition increases 
ADI’s branch presence in the mid-Atlantic 
region and strengthens its local bulk prod-
uct availability and custom cutting services, 
pre-and-post technical support and project 
assistance.

“The increased need for high-speed con-
nectivity, growth in IoT industrial devices 
and the introduction of new technologies are 

driving demand for Data Communications 
products,” said Rob Aarnes, President of ADI 
Global Distribution. “ADI remains committed 
to ensuring our customers have immediate 
access to all the products and equipment 
they need to be successful in today’s market. 
This acquisition expands our offering in a 
growing category and will allow us to serve 
more customers.”

Resideo is a global manufacturer and 
distributor of technology-driven products 
and solutions that provide comfort, security, 
energy efficiency and control to customers 
worldwide. Building on a 130-year heritage, 
Resideo has a presence in more than 150 mil-
lion homes, with 15 million systems installed 
in homes each year. The company continues 
to serve more than 110,000 professionals 
through leading distributors, including its ADI 
Global Distribution business, which exports 
to more than 100 countries from nearly 200 
stocking locations around the world. SSN

By SSN Staff
DALLAS, Texas—Brinks Home 
has announced a new agree-
ment with B&D Security that 
extends their partnership for 
another five years.

The new agreement will help 
both companies expand further 

Brinks Home announces new long-term contract with B&D Security

By SSN Staff
BOCA RATON, Fla.—ADT has 
announced that its custom-
ers can now purchase Google 
Nest Mini, Nest Hub, and Nest 
Hub Max products and have 
them professionally installed 
by ADT’s nationwide network 
of smart home technicians.

According to ADT, if a cus-
tomer’s hands are full, that 
person could just say, “Hey 
Google, disarm my security sys-
tem” so he/she could go straight 
to the kitchen counter instead 
of needing an app or panel to 
disarm. Customers with ADT 
Command & Control and Blue 
by ADT smart home security 
systems can now control their 
systems via voice when using 
compatible Google Nest prod-
ucts. Voice control can be used 
for system arming and disarm-
ing, connected lights, locks, 
ADT thermostats, and system 
status queries.

By SSN Staff
BOSTON—SimpliSafe and 
Farmers Insurance, one of the 
nation’s leading multi-line 
insurer groups, announced a 
collaboration that will help 
make preventative smart home 
protection available to home-
owners in Ohio, Iowa and 
Alabama.

The pilot effort aims to help 
insured homeowners protect 
their homes in those three states 
against theft, fire and water 
damage, while also providing 
them with potential savings on 
their homeowners insurance 
policies.

For a limited time, Farmers 
customers in the three par-
ticipating states who bind a 
new Smart Plan Home policy 
between April 1, 2021, and May 
31, 2021, will be qualified to 

SimpliSafe, 
Farmers 
Insurance 
join forces

receive an included custom sev-
en-piece home security system 
from SimpliSafe, provided with 
their homeowners insurance 
policy at no extra charge. The 
system will include key compo-
nents, including the SimpliCam 
HD camera and both water and 
motion sensors, as well as one 
month of SimpliSafe’s most 
comprehensive 24/7 profes-
sional monitoring.

SimpliSafe’s smart home 
technology and professional 
monitoring can help with early 
detection of theft and water 
damage issues before they 
become major insurance claims, 
saving homeowners unexpected 
costs down the line. 

“At Farmers, our determina-
tion to adopt and offer the latest 
technology to benefit custom-
ers continues to grow,” said 
Carolyn Wald, head of inno-
vation integration at Farmers 
Insurance. “With SimpliSafe, 
we saw an opportunity to offer 
home security and monitoring 
services to customers when they 
are purchasing homeowners 
insurance.” SSN

The integration also enables 
control of ADT-compatible 
smart devices through touch 
control using the Nest Hub and 
Nest Hub Max. ADT profession-
al installation of these Google 
Nest devices is included when 
purchased through ADT or 
select ADT Authorized Dealers. 
Nest Mini may be purchased 
through Blue by ADT (DIY) 
smart home security at www.
bluebyadt.com.

ADT and Google formed a 
long-term partnership in 2020 
to create the next generation 
of smart home security. The 
partnership combines Nest’s 
award-winning hardware and 
services, powered by Google’s 
machine learning technology, 
with ADT’s installation, service 
and professional monitoring 
network to create a more help-
ful smart home and integrated 
experience for customers across 
the United States. SSN

into the commercial market, 
improve Brinks Home’s prof-
itability through a reduction 
in the upfront cost to acquire 
accounts, and provide B&D 
Security with an increased share 
of long-term revenues.

“This agreement aligns both 

of our companies around the 
goal of creating forever cus-
tomers, and it will continue 
the rapid growth in our dealer 
program,” said Wade Gibson, 
senior vice president, Network 
Sales, Brinks Home. “We have 
the best dealer program in 

the industry and are looking 
for more partners focused on 
growth and providing world-
class service to our customers.”

Based in Southern California, 
B&D Security has more than 15 
years of experience in the smart 
home security industry. SSN

ADT appoints Sigal Zarmi 
to company’s board of 
directors
BOCA RATON, Fla. —ADT announced the 
appointment of Sigal Zarmi to the com-
pany’s board of directors as an additional 
independent director.

“We are pleased to welcome Sigal to 
our board of directors,” said Marc Becker, 
ADT chairman of the board. “Her exten-
sive experience in technology and trans-
formation will be a tremendous asset 
to our board and the company as ADT 
enters its next growth phase and cre-
ates smarter security solutions to actively 
protect people in ways that haven’t even 
been imagined.”

“I am thrilled to be joining the board of 
ADT,” Zarmi noted. “It is an exciting time 
for ADT as it introduces truly innovative 
cloud, AI [Artificial Intelligence] and ML 
[Machine Learning] solutions to the smart 
home security industry.”

Zarmi, 57, is managing director, inter-
national chief information officer and the 
global head of transformation at Morgan 
Stanley. In that capacity, she is charged 
with setting the vision, strategy and exe-
cution for driving an agile culture, inno-
vation and digital transformation in cyber, 
data and technology across Morgan 
Stanley. As international CIO, Zarmi man-
ages a diverse global technology footprint 
outside the U.S., optimizing the organiza-
tion, platforms, systems and processes for 
a complex global bank. She also sits on 
the bank’s EMEA operating committee.

Nice North America unveils 
Mercury 310 residential gate 
controller
KENT, Wash.—Nice, a global manufactur-
er of smart home and building automa-
tion products, announced the release of 
the Mercury 310 residential gate opera-
tor controller, a simple-to-install control-
ler engineered for UL325 compliance for 
automated gate systems.

“With the release of Mercury 310, we are 
setting a new standard in ease of instal-
lation and use,” said Jon Eiche, product 
manager, Residential & Commercial Gate 
for Nice North America. “We designed 
the Mercury 310 to keep automated gate 
control as simple as possible providing 
installers and owners a safer and more 
streamlined experience.”

With no programming required, a 
simple user interface, and cutting-edge 
safety features, UL325 compliance has 
never been simpler. Installers familiar 
with Nice gate controller will find familiar-
ity in Mercury 310, which is as straightfor-
ward to install as previous products but 
now includes new features. Mercury 310 
is an upgrade to existing residential gate 
controllers as it natively meets the UL325 
compliance by including two methods of 
entrapment detection (Type A and Type 
C). This industry standard exists to pro-
tect people and property from powerful 
and potentially harmful automated gate 
movement.

Acquisition enhances growing Data Communications product category within ADI Global Distribution

ADT, Google announce Nest 
smart home security integration
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By SSN Staff
SCOTTSDALE, Ariz. —SmartRent, 
a smart home automation platform 
for property managers, builders, 
buyers, and residents, announced a 
first-of-its kind collaboration with 
Ring, a leader in home security.

The collaboration is part of 
SmartRent’s Alloy SmartHome 
brand, which focuses on home 
builders and developers. Ring 
Alarm now integrates with Alloy 
SmartHome’s self-guided tour tech-
nology, which helps homeowners 
and property managers easily man-
age self-guided tours by prospective 
buyers and renters.

Ring Alarm enables property 
owners to arm or disarm homes 
remotely from the Ring app, or 
automatically via compatible smart 
lock integrations. With the integra-
tion between Ring Alarm and Alloy 
SmartHome, property managers 
and sales consultants can now 
remotely manage a home’s security 
system via SmartRent’s Community 
Manager interface.

The user can set the alarm for 
preselected times, with a buffer 
before and after scheduled tours. 
Should any incidents occur that 
would trigger the alarm, Ring Alarm 
will notify the monitoring company, 
who will reach out to confirm that 
emergency services are needed. 
This feature is especially useful for 
managing self-guided home tours, 
helping create a safer and more 
seamless experience for both the 
seller and the prospective buyer.

The feature comes at a criti-
cal time of digital transforma-
tion for the real estate industry. 
Homeownership continues to rise 
amid the challenges of COVID-19, 
and both property sellers and buyers 
seek the safety and convenience of 
remote, contactless transactions.

After launching its self-guid-
ed home tour solution in 2018, 
SmartRent has seen accelerated 
demand for additional safety fea-
tures, and the Ring Alarm integra-
tion with Alloy SmartHome for 
single-family homes is an important 
step forward.

“We’re proud to offer this integra-
tion with Ring Alarm as part of a 
shared vision to futureproof single-
family homes through connected 
technology solutions,” said Lucas 
Haldeman, CEO of SmartRent. 
“While secure tours are an especially 
urgent need during the pandemic, 
it’s an innovation that will change 
the home sales process permanent-
ly. Both property sellers and buyers 
will embrace remote solutions that 
make the real estate experience 
more secure, convenient and acces-
sible for all.”

“Our collaboration with 
SmartRent and Alloy SmartHome 
is helping drive the future of real 
estate,” said Mike Harris, President 
of Ring Solutions. “By providing the 
technology to support a secure tour 

SmartRent announces Ring Alarm integration with Alloy SmartHome
experience, we are enabling 
simplicity and safety during 
the homebuying process. 
We hope to make this pro-
cess even more seamless 
for customers as they tour 
and purchase their future 
home.”

Lennar Corp., one of 
the nation’s leading home-

builders, is the first to 
use the Ring Alarm 
integration with Alloy 
SmartHome as part of 
Lennar Communities 
Connected by Ring, 
a suite of connected 
devices pre-installed 
in new Lennar homes 
and managed via the 

Ring app. Through its strategic 
collaboration with Ring and the 
Alloy SmartHome platform, Lennar 
continues to push forward a new 
industry standard of simplicity and 
security in property management.

The Ring Alarm integration with 
Alloy SmartHome is now available 
to select customers, with plans to 
expand availability. SSN
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By SSN Staff
SPRINGFIELD, Mo.—Social 
distancing and travel restric-
tions have forced security com-
panies to create new ways to 
stay in contact with their staff 
and customers, and as a result, 
virtual meetings have become 
the new normal. DMP is maxi-
mizing those capabilities with 
a new virtual event suite. Three 
studios have been added with 
the latest technology and pro-
duction equipment, allowing 
DMP to deliver simultaneous 
web conferencing on request.

Located at its Springfield, 
Missouri headquarters, DMP’s 
new virtual training suite 
makes it very easy to offer pro-
fessional product demonstra-
tions, first-hand directly from 
the manufacturer. Many DMP’s 
customers are already taking 
advantage of that opportunity 
to get a closer look at DMP’s 
newly released X1 Series.

“When you’re meeting with a 

DMP introduces new 
Virtual Event Studios
Fully equipped studio to provide professional sales and training on request

prospective customer who wants 
to hear more about the X1, this 
makes it very easy to bring us 
into the conversation,” said Jon 
Adams, DMP’s Executive Direc-
tor of Business Development. 
“Showing a tight partnership 
with the system manufacturer 
adds value, and we’re always 
happy to support our dealers in 
selling DMP products.”

There’s been a tremendous 
amount of interest in the X1, 
Adams adds. “For access-only 
applications, the X1 is uniquely 
designed with combined fea-
tures that customers can’t find 

anywhere else — having our 
studios has allowed us to give 
hands-on demonstrations and 
customize our presentation to 
each customer’s application.”

Looking ahead, DMP has 
plans to offer customized webi-
nar presentations on other DMP 
products, including Dealer 
Admin and Virtual Keypad. For 
now, X1 demonstrations are 
available daily with DMP’s X1 
sales team: Quinton Booth, X1 
Sales Specialists-West, and Kevin 
Macdonald, X1 Sales Specialist-
East, as well as Adams.

DMP  see page 20

By SSN Staff
BUFFALO GROVE, Ill.—Global 
video data infrastructure leader, 
BCDVideo, debuted their new 
A&E Security Specifiers pro-
gram, which is open for online 
registration through the BCD-
Video website.

This tailored program will 
allow specifiers to leverage 
BCD’s two decades of experi-
ence and partnerships through 
an easy-to-use online portal, 
offering plentiful technical 
resources, ongoing education 
and expert support. With the 
help of the skillful A&E taskforce 
that BCD has assembled for this 
program, consultants will have 
direct access to BCD technology 
specialists that can provide the 
most up-to-date product specifi-
cations and extended guidance. 
The program is available to secu-
rity specifiers internationally.

“We are excited and proud 
to launch the BCDVideo A&E 
program,” said Maureen Carlo, 
Director of Strategic Alliances 
in North America. “Consultants 
need resources they can trust 

BCDVideo unveils A&E program to 
empower security specifiers

so they can accurately design 
reliable and resilient security 
systems and recommend solu-
tions that meet their clients’ 
needs and budget. BCD has the 
resources to provide that guid-
ance – and if we don’t have a 
specific answer, we are partners 
with some of the largest tech 
and software manufacturers in 
the world – an alliance that is 
supportive of our program.”

Ray Coulombe, Managing 
Director at SecuritySpecifiers, 
added, “I am very pleased to see 
BCD taking these next steps 
with their A&E program to build 
stronger individual relationships 
and to provide important tools 
and information for the consult-
ing community. These actions 
should provide great value to 
security system specifiers.”

Through BCDVideo’s A&E 
program, consultants can access 
an abundance of tools for design-
ing custom engineered solu-
tions, leveraging BCD’s trusted 
video surveillance solutions to 
create an optimal security sys-
tem and client satisfaction. The 

online portal gives 24/7 access 
to technical documentation and 
resources, including, CSI Mas-
terFormat 2020 specifications, 
system designs, product images 
and data sheets, calculators, and 
MSRP pricing, ensuring that 
consultants can find answers 
to many product specifications 
without waiting for a response.

Additionally, ongoing educa-
tion in virtualization, acceler-
ated computing for AI, network 
infrastructure, and current video 
storage trends will become avail-
able to keep specifiers on the 
cutting edge of how emerging 
technologies impact growth 
and convergence.  Program reg-
istration kicks off with a one-
hour, virtual Lunch & Learn 
to introduce BCD’s products, 
technologies and professional 
services and how the A&E pro-
gram resources will support sys-
tem design and provide guaran-
teed, custom engineered project 
solutions.

BCD’s renowned support ser-
vices are extended through the 
A&E program as well. SSN

By SSN Staff
TEANECK, N.J. —Hanwha Tech-
win has appointed C.H. (Choong 
Hoon) Ha as the new president 
of Hanwha Techwin America 
(HTA). The company veteran suc-
ceeds KiChul (KC) Kim, who has 
been promoted to head of global 
sales and strategic marketing at 
Hanwha Techwin headquarters 
in Korea.

In his new role, Ha will focus 
on several key business initia-
tives designed to strengthen 
Hanwha Techwin’s leadership 
in security and 
surveillance. 
These include 
e x p a n d i n g 
the company’s 
solutions offer-
ings includ-
ing next-level 
cybersecurity, 
advanced Arti-
ficial Intelli-
gence, and cloud technologies. 
The company will also make 
continual investments in sales, 
marketing and operational infra-
structures as part of its ongoing 
efforts to enhance the customer 
experience.

Since joining Hanwha Tech-
win America in 2010, Ha has held 
key sales and corporate manage-
ment positions and contributed 
significantly to the company’s 
growth, product development, 
and technology innovation.

“My mission is to build on the 
solid foundation of success cre-
ated under the leadership of Mr. 
Ahn and Mr. Kim,” said Ha. “Our 
ability to quickly develop and 
release leading-edge products, 
technologies and services has 
allowed us to experience sus-
tained growth even through the 
extraordinary challenges brought 
on by the pandemic. Hanwha 
Techwin will remain commit-
ted to supporting our customers 
with the right tools and resources 
as we look forward to continued 
success in 2021 and beyond.”  

Ha’s most recent position at 
HTA was assistant vice president 
of corporate business planning, 
based in the company’s Teaneck, 
N.J. offices. His security indus-
try career began in 2002 as 
sales manager for the Asian and 
African regions at Samsung  
Electronics. SSN

Hanwha 
appoints 
new 
president

C.H. Ha

Farpointe Data has no 
lead-time restrictions on 
all products
SAN JOSE, Calif.—Farpointe Data, the 
access control industry’s original equip-
ment manufacturer (OEM) for RFID cre-
dentials and readers, announced that 
since all its products and their subcom-
ponents are shipped fully consolidated to 
customers from the company’s headquar-
ters location in the United States, it is not 
currently facing any lead-time restrictions 
on any standard items.

This includes the growing family of 
CONEKT mobile readers and credentials, 
as well as proximity, contactless smart-
card and long-range product solutions.

“Some electronic access control manu-
facturers have been forced to warn their 
customers that certain models are pres-
ently unavailable due to a lack of semi-
conductors or other subcomponents not 
being delivered to them because of pro-
duction problems in Asia or other COVID-
related troubles,” said Scott Lindley, gener-
al manager of Farpointe Data. “To bolster 
our claim that all our products are being 
made available in a timely fashion, we are 
producing an email sent every week list-
ing the lead-times of all our products. As 
of last week, our longest lead-time on any 
product was seven days. The mode is cur-
rently four working days.”

SALTO, Livly partner for 
multifamily housing smart 
locking solutions
ATLANTA—SALTO Systems, a leading 
manufacturer of wire-free smart electron-
ic locking solutions, and Livly, a Chicago-
based developer of operating systems 
for multifamily rentals, have partnered to 
deliver SALTO’s electronic access control 
features from within Livly’s multifamily 
management platform and resident app.

“SALTO continues to be an innova-
tive company, and Livly has developed 
an impressive multifamily property man-
agement tool,” said Colin DePree, SALTO 
Sales Strategy North America. “

Altronix offers all-inclusive 
fiber-optic termination kit
BROOKLYN, N.Y.—Altronix has introduced 
a new cost-effective tool kit for deploy-
ing fiber. Developed in conjunction with 
Slayton Solutions, an industry leader in 
fiber-optic training certification, the new 
Altronix Fiber Termination Kit includes 
the comprehensive tools required to facil-
itate fiber-optic termination and testing.

Designed to assist in the deploy-
ment of fiber solutions such as Altronix’s 
NetWay Spectrum series, the Altronix 
FTK100 Fiber Termination Kit includes all 
hardware, connectors and tools neces-
sary for cable preparation, fiber strand 
cleaning and cleaving, installation of 
common “LC” style connectors, visible 
laser for connector testing, and optical 
loss testing light source, along with a 
power meter.
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High performance body scanning technologies make high de
 nition security 
screening for on-person concealed objects available for secure facilities, 
data centers, airports, and sensitive manufacturing facilities. In this webcast, 
Rohde & Schwarz will present attendees with information on their R&S®QPS 
technologies, people screening systems and criteria for evaluating people 
screening technologies for speci
 c security applications.

Attend this FREE webcast and learn:
 • How deep learning enables detection performance in a wide range of asset 
  protection applications 

 • Technical considerations when evaluating people screening/body scanning
  technologies, including: Concept of Operations; Detection Requirements; 
  Versatility & Adaptability to new needs; Safety & Privacy; Reliability & 
  Ease-of-use

 • Deployment and installation considerations when assessing body scanning 
  technology

Register online at: www.securitysystemsnews.com/webcasts

Sponsored by:

Free Webcast:
Tues., May 18

1 pm ET

Advanced On-Person Screening Technology 
for Asset Protection

Speaker:
Christoph Baur
Director Software 
Imaging Products
Rohde & Schwarz 
Germany

ACRE
Continued from page 1
with them for many years. And 
clearly the business model for pri-
vate equity is to buy and hold and 
grow and then exit, so it was time 
for LLR to do that. They were very 
supportive, we had a great partner-
ship, and as we went into the pro-
cess knowing that it was time dur-
ing a challenging time during 2020, 
the business held up quite well and 
we reached an agreement to move 
forward with a different investor.

Triton is a very similar model, 
of course, private equity, but this 
one is European based, and much 
larger, so I think that has us excited 
because that brings greater resourc-
es to help grow the business going 
forward.

With Triton behind us, our strat-
egy remains to be and to continue 
to be – and grow – as what we like 
to call the largest independent sup-
plier of access control and related 
products sold through those same 
channels; that has never changed. 
We have opportunities because we 
are in the beginning of the invest-
ment cycle, and not the later stages, 
which allows us to invest in more 
R&D, or sales and marketing, and 
to continue to look at acquisitions 
as we always have been relatively 
acquisitive – something like eight 
acquisitions in nine years – since 
the company was founded in the 
fall of 2012.

SSN: Speaking of M&A, how does 
the landscape look on the acquisi-
tion side? Any specific areas you are 
eyeing?

GRILLO: There are a few things to 
say on that but let me start by giving 
a pat on the back to our partners 
LLR, because in the middle of this 
process in 2020 we did this small 
acquisition of Razberi, which wasn’t 
huge but very nice and strategic. So 
timing and opportunity are every-
thing, many times, and plays a part 
in any deal and decision, but we are 
strategically looking in the spaces 
that we always have, so access con-
trol, as well as video, credentials 
and other security-related types of 
businesses and product segments 
or geographic areas. Maintaining 
that channel strategy we have, and 
leveraging the channels that we do 
have – that for me is what we have 
always been about as a company.

Access control has always been 
a very rich and highly fragmented 
space, so it is harder to find com-
panies of scale, but now we have 
opportunities to look at some 
things that may be more transfor-
mative with deeper pockets.

SSN: Can you talk about the evolu-
tion and the development of the ACRE 
brands?

GRILLO: Everything that we 
acquire doesn’t become a brand. 
Razberi is a well-known product 
name, sure, but it is not a company 
brand, and we announced some 
level of consolidation between 
Vanderbilt and Open Options 

organizations. So everything does 
not stay a brand, but we will go 
slowly and carefully as we analyze 
new acquisitions over some period 
of time to evaluate the people, the 
technology, the brands, and then 
make decisions accordingly.

Maybe we go a bit slow, that 
could be a critique, but I also like 
to refer to one of my mentors in life 
that I worked with for a long time 
who used to say, “Joe, you can’t put 
the toothpaste back in the tube.” 

Another good one is, “measure 
twice and cut once.” So, we will 
always be careful looking at the 
brand technology market before 
we rush to get rid of a brand or add 
a brand or something like that.

SSN: How was business in 2020 
and how does it look this year for 
ACRE companies?

GRILLO: We are anticipating 
growth in 2021, but let me touch 
on 2020 first. We were off about 
5 percent for 2020 versus 2019, 

which I don’t think is bad at all, 
and probably better than maybe 
some players in this industry and 
others performed. We weren’t sell-
ing bicycles [laughs], so we didn’t do 
that well, or lumber I guess, but we 
had a decent year. We didn’t spend 
as much, so we were quite strong 
financially on the bottom line. I 
think we expect to get back to and 
beyond where we were in 2019, 
but there is still some uncertainty. 
The first quarter is going well; we 

are actually ahead of last year, and 
last year’s first quarter was before 
all the “you know what” hit the fan. 
So, we are looking good, but look 
at Europe where the economies 
continue to be shut down; I think 
people will continue to be cautious 
with their budgets.

Our long-term view is that this 
is a great industry and a great 
space to invest in; certainly Triton 
understands that and signed up for  
that. SSN
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DMP
Continued from page 18

Ideal candidates should have:

• Excellent leadership qualities
• Sharp business acumen
• Tech-savvy experience
• Commitment to the security 

industry
• And be 40 years old or younger

www.SecuritySystemsNews.com/40under40

Nominate a young security leader!

Nominate yourself or a colleague today:

Ideal candidates should have:

Excellent leadership qualities
Sharp business acumen
Tech-savvy experience
Commitment to the security 

And be 40 years old or younger

Security Systems News will honor 
and share the stories of current 
and future young leaders who are 
making an impact in the industry.

To schedule a webinar, go to 
DMP.com/X1. From the “Sched-
ule a Demo” link at the bottom 
of the page, you can select an 
available date and time.

“As soon as you schedule the 
date and time that works best for 
you and your customer, we’ll be 
ready,” said Adams. “We can be 
live within a matter of minutes.”

DMP is a privately held, 
independent manufacturer 
of innovative intrusion, fire, 
access control, network and 
cellular communication prod-
ucts designed, engineered, and 
manufactured in Springfield, 
Mo., using U.S. and global com-
ponents. DMP is the recognized 
leader in alarm communication 
over data networks, with prod-
ucts that are available through 
professional electronic secu-
rity companies. SSN

By SSN Staff
LOUISVILLE, Colo.—Inovonics, 
an industry leader in high-perfor-
mance wireless sensor networks, 
announced the retirement of 
President Mark Jarman and the 
appointment of Tom Chittenden 
as President effective April 12, 2021.

Jarman, who will support the 
business through the leadership 

Inovonics appoints new president
transition peri-
od, has served 
Inovonics for 
more than 20 
years. Starting in 
2000, he joined 
Inovonics as the 
Director of New 
Business Devel-
opment, and fol-

lowing senior leadership roles of 
increasing commercial responsi-
bility, he was appointed as Inovon-
ics President in 2006.

As the organization’s next presi-
dent. Chittenden will lead the next 
chapters of strategy development 
and growth of Inovonics high-per-
formance wireless sensor network 
offerings with an eye to the future, 

offering cloud-based real-time 
indoor-location solutions.

“Inovonics has a strong track 
record of innovation and high-
quality delivery,” said Chittenden. 
“I am excited to join Inovonics at 
this time in its history. I’m confi-
dent that the continued innova-
tion and customer focus of our 
team will ensure we will be the 
market leader in high-performance 
wireless sensor network solutions, 
today and for years to come.”

Chittenden brings more than 
20 years of platform hardware 
and software experience to his 
new role. Prior to joining Inovon-
ics, he served in various leadership 
positions at NCR. Most recently, 
as a Vice President and General 
Manager of Industry Solutions for 
NCR, where he drove the portfo-
lio of hardware, software and IoT 
solutions globally. Prior to joining 
NCR, Tom held leadership roles in 
numerous capacities at GE, includ-
ing driving the GE IoT strategy for 
the retail oil and gas segment. He 
holds an MBA from the University 
of South Florida and a bachelor’s 
degree in marketing from the 
University of Florida. He will be 
relocating along with his family 
to Colorado from Georgia.
JARMAN’S LEGACY

From Inovonics original 
Frequency Agile (FA) platform to 
the self-configuring and highly 
successful EchoStream wireless 
network used to power Inovonics 
products today, Jarman has 
proudly led the Inovonics team 
through evolutions of technology 
and growth over the years. Over 
the last fifteen years, he has 
built the team and enhanced the 
company’s capabilities across the 
enterprise, including increasing the 
organization’s customer intimacy 
and focus on customer satisfaction.

Jarman has played influential 
roles in changing industry 
regulations impacting Inovonics’ 
end markets. He has served on 
the Utility Management and 
Conservation Association (UMCA) 
board for over 10 years, joined the 
National Electrical Manufacturers 
Association (NEMA) to guide 
senior living regulatory activities, 
and has worked with the Alarm 
Industry Communications 
Committee (AICC) to track 
governmental changes affecting 
the evolution of wireless spectrum 
utilization.SSN

Tom Chittenden
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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.

  
Smart Home/Home Automation

www.
securitysystemsnews
                   .com/renew

Renew your

free print

and email 

subscriptions

today:

Pro Control, a division of RTI
PRO24.R PLUS REMOTE CONTROL

	n Single room 
/ media room 
control

	n Wizard-based 
programming 
for fast 
installations

	n Includes 
charging 
dock and free 
iPhone/iPad 
app license

www.procontrol.com

SnapAV
CLAREONE AUXILIARY TOUCH PANEL

	n The seven-inch ClareOne Auxiliary Touch 
Panel offers both wall mount and tabletop 
operation

	n Features a sensor that automatically 
awakens when presence is detected, then 
dims after a user-specified time period

	n It can be powered through the included 
120V power supply or over Cat5 with the 
Clare Touchpanel Power Extension Kit

www.snapav.com

ekeyUSA Systems, LLC
EKEY FINGERPRINT 

	n ekey scanner grants access to the 
authorized people

	n A front door with a finger scanner makes 
daily life simpler and more convenient

	n Smart home-ready and compatible with 
most home automation systems

www.ekeyUSA.com

Kwikset
HOME CONNECT 620 ELECTRONIC 
DEADBOLT

	n 10-button keypad 
with one-touch 
locking

	n Z-Wave 700 
chip technology 
allows the lock to 
integrate with a 
variety of smart 
home systems

	n Lower price point 
makes this an 
ideal “entry-level” 
smart lock

www.kwikset.com

TRENDnet
AC2200 WIFI MESH ROUTER SYSTEM

	n AC2200: 
5GHz1: 
867Mbps WiFi 
AC | 5GHz2: 
867Mbps WiFi 
AC | 2.4GHz: 
400Mbps 
WiFi N

	n Includes 2 x 
AC2200 WiFi 
mesh routers

	n Supports 
Intelligent WiFi Mesh Technology, Airtime 
Fairness, MU-MIMO, and seamless WiFi 
roaming

www.trendnet.com

Luxul
MANAGED L2/L3 GIGABIT SWITCHES

	n Three units: 48 PoE+ SW-510-48P-F, 
24 PoE+ SW-610-24P-R, and 48 PoE+ 
SW-610-48P expand networks utilizing 
PoE-enabled devices

	n Designed for large networks, the units 
offer simple network expansion with fast 
switching capacities

	n All switches combine QoS and VLAN 
support with a unified management 
interface for administering up to 16 
switches

www.legrandav.com/luxul

Middle Atlantic Products
BGR SERIES

	n Uses Middle Atlantic’s 
patented Lever Lock 
system that optimizes 
the unused space on 
the side of the rack

	n Can be further 
customized with 
sleek, easy-to-install 
options to maintain 
design aesthetics

	n The Forward rackrail 
allows panels, cable 
management, and 
other options to be 
snapped into place

www.legrand.us/middle-atlantic-products

On-Q
DUAL-PURPOSE IN-WALL ENCLOSURE

	n When used for 
structured wiring, 
the enclosure 
provides a 
centralized area 
to store video, 
voice, and data 
components 

	n Additional access 
is provided by open 
channels at the top 
and bottom of the enclosure, which also 
provide passive ventilation

	n The in-wall boxes’ WiFi-transparent ABS 
plastic construction ensures a strong signal 
from ISP modems/wireless routers

www.legrand.us/on-q

NAPCO Security Technologies
ISECURE ALL-INCLUSIVE CELLULAR 
SECURITY & CONNECTED HOME SYSTEMS

	n Add new RMR-accounts with 
low equipment cost & 1-hr install 
(programmable from your phone) for quick 
payback & ROI

	n Go-Anywhere Hub w/built-in StarLink 
Cell/IP, 85dB siren & RF-Receiver, signal-
strength metering. 4Ah batt’y for 24hr 
backup 

	n $199.95net kit–PIR, 2 door contacts, 
7”Security/Video/IoT Touchscreen, New 
App w/virtual icon, numeric keypad, SMS 
notifications

www.isecurealarms.com

Yale Home
YALE PRO SL WITH Z-WAVE

	n Monitor, lock and unlock from anywhere
	n View access history and receive 

notifications on your smartphone
	n Integrate with voice assistants like Amazon 

Alexa (when paired with compatible 
Z-Wave smart home or alarm hub)

www.us.yalehome.com

Abode
ABODE CAM 2

	n Supports 24/7 video recording and look-
back capability 
for triggered 
events

	n Standalone 
single or multi-
camera setups 
for security and 
surveillance and 
does not require 
a gateway

	n Wi-Fi enabled, 
1080p camera features an IP65-rated 
weatherproof housing and flexible 
mounting base for indoor and outdoor use

www.goabode.com

Auton Motorized Systems
DREAM MACHINE UNDER THE BED LIFT

	n Automated, concealed lift solution allows 
installers to hide a display under almost 
any bed

	n Install in less than 30 minw/ models 
offering 180-degree swivel

	n Support for displays up to 80 inches; 
compatible with third-party home control 
systems

www.auton.com

Next Month: 
Megapixel Cameras
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North America, Bosch Security Systems 
(second term); and first-term nominee 
Kurt John, Chief Cybersecurity Officer, 
Siemens USA.
AWARDS

The Sandy Jones Volunteer of the Year 
Award went to Tracy Larson, President, 
WeSuite; the Committee Chair Award 
winner was Matt Feenan, Marketing 
Specialist, Product & Solutions Marketing, 
Axis Communications, Inc.; the Standards 
Service Award Winner was Tony Diodato, 
Founder and Chief Technology Officer, 
Cypress Integration Solutions; and the 
Chair’s Award winner was Craig Sharman, 
Senior Director, Federal Government 
Relations, Johnson Controls. Allegion and 
Feenics shared top honors for Corporate 
Member of the Year.
ISC WEST GOING HYBRID

It was announced during the meeting 
that ISC West will be a hybrid event 
this year after being virtual in 2020. The 
conference will take place July 19-21 at the 
Sands Expo & The Venetian Resort in Las 
Vegas, Nev.

SIA
Continued from page 3

Will Wise, Group Vice President, 
Reed Exhibitions, noted that there are 
approximately 65-70 sessions and about 110 
speakers already lined up for the in-person 
portion of the conference.

In parallel with the in-person conference, 
ISC West will have a hybrid model, 
featuring a virtual conference program 
with more than 50 sessions, online product 
showrooms, and an “ISC News Desk” that 
includes event coverage/interviews and 
commentary, presented to the remote 
audience via the ISC West virtual platform.

Wise noted that applications for the ISC 
West/SIA New Product Showcase (NPD) 
are in with judging to be held virtually 
the week of June 7th. The NPS Virtual 
Awards Ceremony will take place on June 
17th. There will be an NPS product display 
are onsite at ISC West, with additional PR 
coverage and promotion during show week.

“Things are looking quite favorable,” 
Wise said about holding the event during 
the pandemic. “Are we expecting things 
to be the same as 2019? Of course not. 
But we are expecting a very strong return 
and a quality event getting together in 
person.” SSN
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We have qualified buyers 
ready to purchase your 
Security, Fire, Integration 
business and/or accounts.

Sell Your Company 
or Accounts Now

Call RoRy Russell’s 
Cell aT 1-800-354-3863
aND GeT a CoMPleTe 
BusINess ValuaTIoN

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

Your Fire, Security, 
Integration Company
is Worth More
thAN You thINk!

Our Most Recent Transactions (over $25 million):
Orlando, FL $11 Million
Clifton, NJ $1.8 Million
Boston, MA $1 Million
Los Angeles, CA $10.4 Million

Pending:
Edison, NJ $10 Million
Fort Pierce, Fl  $2.8 Million
Ft Meyers, FL $5.5  Million
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-----------------------
May. 3-6, 2021: PSA TEC 2021 , 

TEC, Presented by PSA TEC 2021 
is open live to all executive own-
ers and members and virtual to 
all other members. It will be held 
May 3-6 at the Sheraton Downtown 
Denver in Denver, Colo. and on a 
virtual platform. PSA TEC is an 
education and networking event 
for systems integrators and A/ V 
professional, and features educa-
tion and certification programs, 
networking and dedicated exhibit 
hours designed to advance the skills 
and expertise of industry profes-
sionals. For more information visit  
www.psatec.com.

          	-----------------------
June 15-18, 2021: ESX 2021: The 

Electronic Security Association 
(ESA) will celebrate another banner 
year hosting the Electronic Security 
Expo (ESX), a leading convention 
and exhibition in the electronic 
security and life safety industry. 
Held in Louisville, Ky., ESX will 
showcase the best-of-the-best in 
product and service technology 
from the industry’s most respected 
electronic security developers, pro-
viders and resellers. Just as impor-
tant, ESX is an extremely highly 
regarded gathering where you will 
interact with members of the shared 
industry eco-system. For more info 
visit www.esxweb.com.

          	-----------------------
July 19-21, 2021: ISC West, Now taking 

place July 19-21, 2021 at the Sands Expo 
in Las Vegas, the International Security 
Conference & Exposition – also known 
as ISC West – is the largest converged 
security industry trade show in the 
U.S. At ISC West, you will have the 
opportunity to network and connect 
with thousands of security and public 
safety professionals that convene at 
the show each year to experience and 
explore the newest technologies and 
solutions from Access Control, Video 
Surveillance, Emergency Response, 
Public Safety to IT/IoT Security, 
Smart Home Solutions, Drones & 
Robotics and more! The combination 
of networking opportunities, special 
events, award ceremonies, plus the 
leading cutting-edge SIA Education@
ISC program, makes ISC West the 
security industry’s most comprehen-
sive security event in the U.S. For more 
info visit www.iscwest.com.

          -----------------------
Sept. 27-29: 2021 GSX 2021, GSX 2021, 

hosted by ASIS International, is where 
a global audience of leading security 
professionals and ASIS partners 
showcase their knowledge, products 
and services, including several 
training and continuing education 
opportunities available at all levels of 
expertise and knowledge. Provided it is 
safe to return to in-person events, GSX 
is scheduled to be held in Orlando, 
Fla. Visit www.gsx.org.

Hilary Gallagher was recently named as vice president, 
responsible for internal and external marketing, com-
munication, branding and content creation for Group337, 
a group of executives focused on business creation for 
small to large companies in the security, access control 
and IoT industries. She brings vast experience and ver-
satile marketing skills to Group337, having previously 
held product, field and analyst marketing positions at 
Appirio, UniKey Technologies, and Brivo. Most recently, 
she served as Product Marketing Manager, Partner GTM, 
at Copado. Security Systems News asked Gallagher Five 
Questions.

MARRIED? ANY KIDS? Yes, my husband, Adam, and I 
got married in 2018 and we are expecting our first child 
late this summer!

ANY PETS?  We have a 1-year-old chocolate lab/mix rescue from Louisiana named 
“Louie.” He’s the baby now, but not for long.

HOW DID YOU FIRST GET STARTED IN THE INDUSTRY? I had just moved to 
DC and got a job at Brivo several years ago. I met so many great people there and 
learned a ton. I eventually left the industry but have continued to come back – 
something about it!

WHAT TRENDS ARE YOU SEEING? As a result of the mainstream attention the 
industry is getting, a trend we’re seeing take shape is the need for a brand identity 
refresh, both for the industry as a whole and individual companies. What’s exciting 
about this is that it provides the opportunity to shape and control the narrative, 
bringing new voices and fresh ideas to the table. With that comes a shift in focus to 
content marketing, the impact of micro-influencers, and the desire to improve the 
experience across digital channels for our audience.

ANY BOOKS, MOVIES OR PODCASTS TO RECOMMEND ? Podcasts: “How I Built 
This” from NPR. Great stories directly from innovators and entrepreneurs across all 
industries about their journey to building a company. 

									         —  Paul Ragusa

Lee Equity Partners, a New York-
based middle-market private equity firm, 
announced that James Rothstein has joined 
the firm as an Operating Partner. He will 
work with the firm to source and evaluate 
investments in the secu-
rity and fire services seg-
ment.

Rothstein is a 30-year 
executive in the secu-
rity industry and most 
recently led Wesco/
Anixter’s $2 billion-plus 
global security and fire 
business as Senior Vice 
President, Global Security Solutions.

Prior to Anixter, Rothstein was Executive 

Vice President and Principal at Tri-Ed Dis-
tribution, which he acquired from TYCO 
in 2004 with former Honeywell colleagues. 
During a ten-year period, Tri-Ed grew six-
fold, becoming the largest independent 
security products distributor in North 
America through a combination of acqui-
sitions and strong organic growth. Tri-Ed 
was acquired by Anixter in 2006. Rothstein 
began his career with the Pittway Corpora-
tion and Honeywell in Sales and Marketing 
roles, including VP of Marketing for ADI. 

“We are extremely pleased to be partner-
ing with James Rothstein to pursue growth 
investment opportunities in the commer-
cial security and fire services sector,” said 
Yoo Jin Kim, a Partner at Lee Equity. “He 

has demonstrated a strong historical track 
record of growing companies both organi-
cally and via acquisition at several platform 
companies and with several owners. As 
Chairman-Elect of the Security Industry 
Association, James is well respected and has 
a broad set of relationships in the security 
industry.”  				  
      		       -----------------------

Allied Universal, a leading security and 
facility services company in North Amer-
ica, recently appointed Mike Beregovsky 
as Chief Merger & Acquisition Officer and 
Co-Head of Strategy & Investor Relations. 
Danette Perkins has been promoted to Pres-
ident of Mergers & Acquisitions for North 
America.

Beregovsky will be responsible for work-
ing with the company’s executive leadership 
team to develop and execute the strategic 
direction for the organization to continue 
driving strong, consistent and profitable 
growth. Beregovsky 
will lead Allied Univer-
sal’s global merger and 
acquisition activities 
and will also play a key 
role in the upcoming 
acquisition and integra-
tion of G4S.

“I’ve had the pleasure 
of working with Mike 
over the last eight years 
when he was at Warburg Pincus, the com-
pany’s long-standing financial partner,” said 
Steve Jones, Chairman & CEO of Allied Uni-
versal. “Mike’s vast experience and execu-
tion capability, coupled with his pragmatic 
and strategic perspective, will give Allied 
Universal a tremendous lift in regard to 
our merger and acquisition activities on a 
global scale. We are truly thrilled that Mike 
is joining our executive team.”

PEOPLE NEWS

FIVE
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The Best Things in Life are FREEFREE

®LTE ®LTE

FREE FREE Universal 
LTE Alarm Communicators* 

Ideal 3G/CDMA Sunset-Solution

Hurry, 3G & CDMA Sunsets are in Progress – Get the Best Account Protection That’s Easy to Afford: 
BEST Universal support for All Panels 

BEST 10-Min. EZ Installation – Panel Powered™ Technology with StarLink’s Low Current Draw 

BEST Reporting Options – Choose any Central Monitoring Station – Easy Takeovers, too

BEST LTE Coverage Footprint in the Nation – AT&T LTE and Verizon LTE Network Models

BEST Performance – Proven to work Everywhere w/ Signal Boost & Dual Diversity Antennae,  
eliminating multipath effect signal clashes as with single antenna designs

BEST Pre & Post Installation Support – Preactivated so you know they’re working 
before you go onsite; OTA Updates; 36Mo. Warranty & No-Hassle Exchange 

FREE! Preserve Your RMR-Earning Accounts and Their Valuation 
With Universal LTE Communicators, Chosen the BEST by More Dealers

LTELTE
StarLink,  Signal Boost™ are trademarks of Napco. Other marks trademarks of their respective cos. Sugg. pricing quoted in USD with StarLink Tradeup Incentive Program™ - Models: SLE-LTEV (Verizon) or SLE-LTEA (AT&T) - $100 Incentive credit on your StarLink Account, applicable to all models.  
See full details www.napcosecurity.com/starlink/starlink4gupgrade. Promotions subject to change without prior notice.

1.800.645.9445  www.StarLinkLTE.com 

Here’s How To Get 
StarLink LTE Radios Free

*See full details online at  
www.napcosecurity.com/starlink/starlink4upgrade/  

or scan QR Code.

Here’s How it Works:
Buy a StarLink Under $9995 at any Distributor – $100 Napco Tradeup Account Credit = That’s FREE Every Time*

Get $100 Back on FireLink FACPs:

It’s StarLink Tradeup Program-Eligible

BEST FREE Tradeup Incentive from 
Any old radios, POTs or New Installs

FREE MKTG  
Free Customizeable 
Enduser tradeup 
mailers/stuffers

UPGRADE ACCTS  
W REMOTE APP 
On/Off Consumer 
App for Security 
System control

 Free Sunset Solutions Classes Online Every Thursday at 10am EST/PST
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