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of Utah

Automatic     Fire Alarm Association

ADI donated $500 to the CAA/GLASAA Youth Scholarship 
Program at the ADI Expo in Burbank.  On hand were Steve 

Eisenstadt of PSR, Steve Brackett of ADI, Bert Ross of CMS, 
Brett Henderson of Vivotek and Burt Aylesworth of ADI.

THE MIRROR was onboard the USS Iowa 
Battleship for a regional Sea Scout event with Keith 
Christopher- National Director of Sea Scouts, Jon 
Sargent- Council Commodore & Tyco Integrated 
Security and Admiral Charles Wurster (ret) the Sea 
Scouts National Commodore. 

RAA Youth Scholarship for 
$1,500 was presented on Aug. 
19 to winner Michelle Peirsol. 

Matthew Vogt, Deep Valley 
Security,  Rick Petrusha, 
Advanced Security, Sean 

Cooke AllGuard Systems, 
Michelle Peirsol, winner, John 

Reynolds, Bay Alarm, John 
Filardo, Vanguard Alarm, 

and Jim Summers, Advanced 
Security.
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President’s Message

Attention:  Alarm and Security Service/Equipment 
Providers  -  New Area Code Overlay 628

To ensure a continuing supply of telephone numbers, the 628 area code has been 
added to the area served by 415.  The new 628 area code will serve customers in the 
same geographic region as the current 415 area code.  This is known as an area code 
overlay. 
What is an area code overlay?

An overlay is the addition of another area code (in this case 628) to the same 
geographic region as an existing area code (415).  An overlay does not require cus-
tomers to change their existing area code. 
How does this affect providers of alarm and security services and equipment?

As a result of the overlay, a new dialing procedure requires callers to dial 1 + 
area code + 7-digit telephone number. This means that all calls in the 415 area code 
that are currently dialed with seven digits will need to be dialed using 1 + area code 
+ 7-digit telephone number.  

Alarm and security services and equipment currently located in the 415 area 
code and programmed to dial only seven digits must be updated or reprogrammed to 
dial 1+ area code + 7-digit telephone number for all calls in the 415/628 area code.
When will the change take place?

Beginning August 16, 2014, customers should begin using the new dialing 
procedure (1 + area code + 7-digit telephone number) when placing calls from the 
415 area code.  If customers forget and use the old dialing procedure of dialing just 
seven digits, calls will still be completed.

Beginning February 21, 2015, customers must use the new dialing procedure for 
all calls.  After this date, if customers do not use the new dialing procedure, calls 
will not be completed, and a recording will instruct them to hang up and dial again.

Reprogramming of alarm equipment should take place between August 16, 2014 
and February 21, 2015. This period allows either the old or new dialing procedure 
to be used to complete calls.  All alarm service providers must make their program-
ming changes during this period.

Hope everyone had a great summer.  It’s good to take a little 
time off, to enjoy the fruits of our labor and the warm weather.  
And the economic climate seems to be a little better also.

Now it’s time to finish off the year with a bang.  Four months 
left to complete the work, and accomplish the goals we set out 
to achieve in January.  We all have important work to do in our 
companies, but our association work is critical to our success as 
well.  We obviously believe that, or we wouldn’t be involved.

Our committees and board members have continued their 
efforts through the summer.  Much good work has been done, 
and much more is in progress.  Our next board meeting is 
September 10 and 11 in Los Angeles.  And then it is full steam 
ahead to Winter Convention in San Francisco.  We are looking forward to a record setting 
event.  Jerry Lenander and his team will be working harder than ever to make this one of 
the industry’s premier events.  In addition to educational, networking and social activities, 
the convention is extremely important to the health of the industry.  CAA supports much 
of the association work done in the western states, and our efforts have a huge influence on 
industry trends nation-wide.  The Winter Convention is our single most important function.  
I urge everyone to get on board early – help make this event all it can be.  And help our 
association continue the work that is so vital to the success of each and every one of us.

Sincerely,

Continued on page 28
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ASSOCIATES CORNER
Every Lead Is An Opportunity

First, it is important that we understand 
and differentiate a lead from a cold call 
or telemarketing effort. The lead must be 
recognized as the result of some market-
ing, advertising or referral program. The 
cold call and telemarketing are two of the 
programs that create and generate leads. So, 
with that understood, in this article I want 
to focus on the lead and how to embrace the 
opportunity presented by the lead. 

The very first skill the salesperson must identify with is the true 
meaning of a lead. Now, if I asked you to tell me what a lead means 
to you I know I will get a variety of responses. Interestingly they are 
all correct.  An opportunity, a potential sale, someone interested in 
my product or service or a good referral. These are just a few of the 
responses I have received when asking the question. All are valid 
and correct responses. However, the true meaning of a lead must be 
identified more explicitly as someone who has made a decision to 
buy from me and it is my challenge to prove to them they made the 
right decision. Otherwise why would they contact you? Why would 
they allot the time to listen to you? Yes, I know there are price shop-
pers and others just looking for competitive information. As you will 
find out over an extended period of time these are the exceptions 
rather than the norms. You cannot devote any of your valuable time 
trying to figure this out prior to responding to the lead. Within the 
first few minutes with the prospect you will find out if they are the 
one who has made the decision to buy from you or just shopping 
for competitive or price information. All too often, assumptions 
have squandered valuable leads. You must treat every lead with the 
respect for someone who has made the decision to buy from you, 
until proven differently, and also have a game plan to follow up each 
lead immediately.

By Harvey Eisenstadt

The operative word here is immediately. The very first step in 
your game plan is recognizing the urgency to follow up each lead as 
quickly as possible, with the target of furthering their interest and 
securing an appointment. Now, the phrase as quickly as possible can 
present a different meaning to different people. Think of this: it has 
been shown that leads which are followed up the same day are vali-
dated with more successful results than those that are not. In fact, 
leads that are not followed up within the first 24 hours have been 
shown to have their value drastically reduced. When calling for the 
appointment, your effort must be focused on reinforcing the pros-
pect’s decision to buy from you. It should be comprised of a simple 
thank you, followed by a benefit or two that will resonate positively 
with the prospect, reaffirming their decision to buy from you, and a 
request for the appointment.

Once you are face to face with the prospect, it is imperative that 
you remember the mentality of the lead. This prospect has already 
made the decision to buy from you. Your challenge is to prove to 
them they made the right decision. With this in mind, your pre-
sentation to the prospect should not be a feature dump about your 
product or service. Your presentation should focus on the benefit, to 
the prospect of your product or service. Once the prospect resonates 
with the benefits that they will realize from your product or service, 
then they will begin to validate their decision to buy from you. Your 
company as well as the features of your product or service will 
emerge and provide the support when you and the prospect discuss 
how those benefits will be delivered. Listen very carefully to the 
prospect’s comments and reinforce the fact they recognize each ben-
efit and are in total agreement with you on the value of each benefit 
to them. Working together and moving the prospect over to your 
side will result in sales success. 

When communicating with the prospect, either during your 
response to the lead when making the appointment or during your 
presentation, you must exercise all efforts to avoid ambiguity. An 
ambiguous comment is the catalyst for more sales failures than 
you can imagine. Don’t fall into that danger zone. If you make a 
promise or a statement make sure it is one that you can follow up. 
Do not make promises or statements that may have more than one 
meaning and which move you into the arena of ambiguity. You can 
almost guarantee that the prospect will interpret the wrong meaning, 
jeopardizing your relationship with the prospect and the opportunity 
to prove to them that they made the right decision. 

Organizations invest significantly in marketing and advertising 
programs to create leads. Of course, we want to separate those leads 
that we consider qualified from those that we feel do not fall into 
that category. The problem, all too often, is that you cannot easily 
identify that separation from the lead itself. In order not to squander 
corporate investments, until proven differently, treat every lead with 
the mentality that someone has made the decision to buy from you, 
and now it is your challenge to prove to them they made the right 
decision. Follow this mentality with the appropriate game plan and 
begin experiencing an increase in your sales success rate.

Harvey Eisenstadt is a Sales Consultant, Trainer, Speaker, Mentor and 
Author. Harvey possesses over 45 years of successful sales and sales 
management experience and is a nationally recognized authority on 
relationship building. Harvey can be reached at 818-701-7799 or harvey@
hjesales.com
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Advertise in THE MIRROR.  
Reach a qualfiied, interested audience.  

Call the CAA office for rates and details.

800-437-7658 ext. 3          www.CAAonline.org

DIGITAL SECURITY CONTROLS LTD.
An ISO 9001 Registered Company

3301 Langstaff Road, Concord
ON, Canada L4K 4L2

www.dsc.com

Cyndie Powers
Territory Sales Manager
(209) 217-4394
cypowers@dsc.com

John Kaloper
Territory Sales Manager
(949) 870-0480
jkaloper@dsc.com

Sigifredo Ruiz
Territory Sales Manager

(702) 528-8985 cell
sruiz@dsc.com

Bob Verstreater
Technical Sales Trainer
(530) 218-3116
bverstreater@tycoint.inc

Elias Melendrez
Technical Sales Trainer
(951) 237-9112
EMelendrez@tycoint.inc

THE MIRROR	 PAGE 5	 SEPTEMBER 2014







CAA PAC FUND CONTRIBUTIONS
The California Alarm Association has a very strong government 

relations program that works on the local, state and national level.  
In addition to the hundreds of hours of volunteer service from our 
members, we have a CAA PAC Fund which supports our interests in 
Sacramento.

Payable to:	CAA PAC
Mail to:  	 CAA PAC, c/o Richard Eichman, CPA
1127 11th Street, #300, , Sacramento, CA 95814
Funds can be corporate or personal, although they are not tax deductible.  
IMPORTANT: Include your name, address, employer and occupation with each 
contribution.
VISA/MASTERCARD: To make donation with your VISA/
MasterCard call the CAA office at 800-437-7658.ext. 3

*PAC ALERT*
$30,000 GOAL FOR 2014

By Don Gilbert, Mike Robson, and Trent Smith
The Political Action Committee (PAC) is an important part of the 

CAA governmental relations program.  In past years, CAA has raised 
more than $30,000 in its PAC to contribute to business-minded leg-
islators.  We want to establish this funding level as a goal for 2014 
and encourage CAA members to contribute what they can to reach 
this goal.  

As a reminder, PACs allow citizens with a common interest to 
join together to participate in the political process.  Members of an 
industry association or employees of a company have an interest in 
supporting candidates whose philosophy is conducive to creating 
an environment in which their business can succeed. By donating 
to the company or association’s PAC fund, employees or members 
help ensure that legislators will be elected who are interested in and 
responsive to the concerns of the company or industry.

L E G I S L A T I V E 
W A T C H

Glen Guldbeck
Account Executive West
(818) 599-3579 Mobile
gguldbeck@alarm.com

Advertise in THE MIRROR. Reach a qualfiied, interested 
audience. Call the CAA office for rates and details.

800-437-7658 ext. 3

www.CAAonline.org

THE MIRROR	 PAGE 8	 SEPTEMBER 2014





TRI-ED management challenged all 600 of its employees to join 
the Ice Bucket Challenge to support ALS research and they reached 
their goal of raising $5,000. Completing the challenge were Pat 
Comunale, President & CEO, James Rothstein, Chief Marketing Of-
ficer, Paul Swan, Vice President of Sales and Marketing/Canada, and 
Mike Culbertson, VP Technical Sales Group. For more information, 
please visit www.tri-ed.com.  

The TRI-ED Technology Roadshow will be in Los Angeles 
November 12 at the Marriott Burbank in Burbank, CA. The free 
Roadshow kicks off at 8:30 a.m. 
with registration and breakfast, 
followed by a variety of training 
classes and presentations that span 
ALL product categories, many of 
which provide CEU credits. Lunch 
will be served at Noon, followed 
by additional presentation sessions 
that will run until 5:10 p.m. The 
Expo Hall will then open and feature many leading industry manu-
facturers and a dinner reception. “These training and Expo events 
are very helpful to our dealers and educate them on the constantly 
changing products and technologies in the marketplace,” says Pat 
Comunale, TRI-ED President and CEO. For more information, visit 
www.tri-ed.com.

BOSCH SECURITY SYSTEMS, 
INC. has enhanced its Remote Security 
Control app for the B Series Intrusion 
Control Panels to enable users to view 
live video from Bosch IP cameras that 
are integrated with the panels.  Bosch 
recently added integration of its IP 
cameras to the B Series Control Panels, 

ASSOCIATES  NEWS
which allows video motion detection to activate points on the panel 
and panel events to trigger camera actions. Remote Security Control 
allows arming and disarming of one or more B Series systems or 
areas, as well as controlling any connected outputs—including lights, 
garage doors, and more. App users can connect to a system without a 
third-party server. For more information, visit www2.boschsecurity.
us/rscontrol

Brian Wiser has been named president of sales – North America 
for BOSCH SECURITY SYSTEMS, INC. and will lead the sales, 
support, training, customer service and 
marketing organizations in North America. 
Joining Bosch in August, Wiser replaced 
Jeremy Hockham, who will take on a 
new assignment for Bosch in Europe, 
effective October 1, 2014. Wiser joins 
Bosch with more than 25 years of channel 
sales and marketing experience and most 
recently served as a senior vice president 
for specialty, direct and consumer mar-
kets in North America for technology 
distributor Ingram Micro Inc. “Brian is an 
accomplished executive with a history of success in setting strate-
gic direction, expanding market share and strengthening channel 
relationships,” said Bernhard Schuster, executive vice president of 
sales and marketing for Bosch Security Systems. “This experience 
combined with his IT industry knowledge will be a benefit to Bosch 
and our customers as the adoption of networked products accelerates 
in both security and communications systems.” For more informa-
tion, visit www.bosch.us.

Steve Ipson and Bob Schott are joining the SECURITY 
PARTNERS team as Vice President of Operations and Director of 
Information Technology, respectively. Schott will oversee all aspects 
of IT in the company’s three central stations and ensure complete 
redundancy across all platforms, while Ipson will manage the day-to-
day at the nationwide monitoring stations ranging from technology, 
to process and people. “Bob is taking on no small task,” said Mike 
Bodnar, president of Security Partners, “but is well-prepared for the 
position. He will be responsible for critical decision-making per-
taining to technology, the connectivity between our three centers, 
IT staffing and our continued readiness for the future.” Schott and 
Ipson both agreed that Bodnar’s positive outlook and commitment 
to customer services provided a main attraction to Security Partners, 
as well as the command the company is forging on the industry. For 
more information, visit www.securitypartners.com.

THE MIRROR	 PAGE 10	 SEPTEMBER 2014



NAPCO Commercial Platform simultaneously supports UL 
Commercial Wireless, addressable & conventional devices. No mat-
ter what application, 32 to 255 pts of intrusion, Napco Commercial 

Systems offer competitive 
advantages – like proven 
wireless that saves up to 75% 
of the labor. Napco has devel-
oped alternative alarm panel 
NetLink internet/intranet 
reporting modules. For use in 
new and retrofit applications, 

they communicate alarms over the internet or intranet over a TCP/
IP based network, securely using dynamic IP addressing, and can be 
used for primary and/or backup reporting. Napco’s NetLink Internet/
Intranet TCP/IP Digital Communications Module is available for 
standard Gemini or GEMC Gemini Commercial, encrypted full re-
porting - eliminates the cost of two dedicated phone lines. For more 
information, visit www.napcosecurity.com.

COPS MONITORING Vice President of Special Projects Maria 
Malice will join Morgan Hertel as co-chair of the CSAA Contract 
Monitoring Council. The CSAA Contract Monitoring Council 
examines and helps to address the evolving needs of its members by 
providing coordinated representation with industry-related associa-
tions, manufacturers, regulatory agencies and other organizations 
in order to consistently improve and enhance the services provided 
to the customers of contract monitoring centers. COPS Monitoring 
has a long history of contributing to industry standards and commit-
tees and is currently active in several state and local associations. In 
addition to co-chairing the CSAA Council, Malice is also a board 
member of SIAC and ESA, and she currently holds the position as 
president of the Arizona Alarm Association.

ANIXTER INTERNATIONAL INC. announced that it has 
entered into a definitive agreement to acquire Tri-Ed, an independent 
distributor of security and low-voltage technology products, from 
Audax Group for a purchase price of $420 million. Tri-Ed serves 
four major segments of the security business including video, ac-
cess control, intrusion detection and fire/life safety, and provides 
approximately 110,000 products to more than 20,000 active dealer 
and integrator customers. The company employs more than 600 
people across 63 locations in the US and Canada. Bob Eck, Anixter’s 
President and CEO, stated, “The acquisition of Tri-Ed is a strategic 
opportunity for Anixter and our security business, consistent with our 
vision to create a leading global security platform and to accelerate 

Associates News, continued on page 12
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profitable revenue growth. Together we will be able to offer even bet-
ter service and broader security solutions to our respective customers 
as well as substantial long term growth and value-creation for all 
Anixter stakeholders.” Pat Comunale, Tri-Ed’s President and CEO, 
stated, “We have great respect for Anixter and are excited about the 
opportunities that this combination will create for our people and our 
business. We look forward to building on our long-standing supplier 
partnerships and customer relationships to create an even stronger 
security platform.” For more information, visit www.anixter.com or 
www.tri-ed.com.

Dealers can now offer the DMP 7800 Touchscreen Graphic Key-
pad in Spanish simply by selecting Spanish in system options. The 
7800 brings the familiar feel of a graphical interface to security-sys-
tem operation, with all of the popular features provided by traditional 
DMP keypads. The 7800 provides a gateway to a variety of home au-
tomation and control features. And, dealers can offer this incredibly 
cost-effective keypad to customers with their dealer logo displayed 
on the main screen. For more information, visit www.dmp.com.

EXACQ TECHNOLOGIES announced an integration with the 
Proximex Surveillint physical security information management 
(PSIM) solution. The exacqVision /Proximex Surveillint integration 
enables users to leverage the intuitive exacqVision VMS features 
within the Surveillint module. With this integration, end users can 
further analyze and display live and recorded video with associated 
events and cameras (sensors) within a single platform, minimizing 
response time to security risks and threats. “The partnership with 
Proximex further develops our collaboration with PSIM solu-
tions,” said Tom Buckley, Vice President Sales & Marketing, Exacq 
Technologies. “Combining our exacqVision VMS functionality into 
Surveillint provides a complete surveillance system for easily man-
aging security.” For more information, visit www.exacq.com. 

The SYSTEM SENSOR Doc Center App provides easy ac-
cess to all System Sensor literature from anywhere. Users can view 
brochures, case studies, data sheets, FAQs, installation manuals, 
and more, directly from their mobile devices. The Doc Center App’s 
convenient features improve user experience and save time. The app 
automatically updates when new literature is available, providing the 
most up-to-date product and technical information at all times. It’s 
fully searchable, making it quicker to find specific documents. It also 
reduces paper waste associated with printed materials and allows 
users to bundle all of the most important information on a single 
device. For more information, visit www.systemsensor.com.

FIRE-LITE ALARMS by Honeywell released the Lite-Connect 
multi-mode fiber solution, designed to join as many as 16 remote 

fire alarm control panels together to 
report all systems’ signals to a central 
monitoring station as one. Lite-Con-
nect allows more details to be reported 
on all systems’ events, as opposed 
to the traditional method of running 
copper signaling line circuits between 
buildings. “Lite-Connect offers deal-
ers a big competitive advantage when 
you’re looking at a job involving two 
or more panels,” said David Pakech, 
Vice President of sales for Fire-Lite 
Alarms. “This blows away the stigma 
that Fire-Lite is only good for small to 
medium sized applications. Dealers can 

now offer a dependable, non-proprietary system with the same level 
of protection and cost efficiencies to larger facilities and campuses.” 
For more information, visit www.firelite.com. 

SILENT KNIGHT by Honeywell announced that Delaware 
Technical Community College’s Fire Protection Engineering 
Technology (FET) program is leveraging a Farenhyt alarm and emer-
gency communications system from Silent Knight in its professional 
fire education training lab. The Farenhyt IFP-1000ECS fire alarm 
and emergency communication system from Silent Knight was in-
stalled free-of-charge by Advantech. The new system will be utilized 
for students enrolled in the FET program to receive hands-on train-
ing in fire system design, maintenance and programming. “Delaware 
Tech takes pride in our proactive approach to fire prevention, and the 
innovative programs and technologies we invest in for our students,” 
said Mark Noval Delaware Tech FET Program Coordinator. “We 
are excited to have a cutting-edge system associated with our Fire 
Protection Engineering Technology program that provides a superior 
learning experience in the classroom.”  

BICSI released the 4th edition of its Electronic Safety and Secu-
rity Design Reference Manual (ESSDRM).  
The security of life, property and assets is a subject of great interest 
and importance. “The fourth edition of the ESSDRM is an essential 
reference for all those involved in the design and implementation 
of ESS systems,” said BICSI President Michael Collins, RCDD, 
CCDA, NCE. “Information and trends specific to the security indus-
try are captured in the manual, including network storage, integration 
of wireless transmission and the basic tenets of cloud computing and 

ASSOCIATES  NEWS, continued

Associates News, continued on page 14
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ASSOCIATES  NEWS, continued

software-as-a-service. The new ESSDRM continues to bridge the 
gap between the ICT and security industries to ensure a harmonious 
effort to protect us now and in the future.” For more information, 
visit www.bicsi.org/essdrm. 

OPENEYE announced the launch of new models in its highly 
successful line of embedded recorders: the E-Series Max and the 
E-Series Slim 960H recorders. Sporting new hardware and updated 
firmware, the EMAX and ESLIM both support 960H high resolution 
recording at 480 images per second, using the latest in high resolu-
tion analog encoding technology. Each recorder also includes HD 
1080p digital video outputs, and is available in various sizes and 
channel configurations. Designed for ease of installation and opera-
tion, the EMAX and ESLIM come standard with RADIUS multi-site 
remote management software and ReportStar cloud-based health 
monitoring service. For more information, visit www.openeye.net.

SAFE SECURITY announced that Gary Franklyn has joined 
the firm as Vice President of Marketing and Business Partner-

ships.  In this role he will be responsible for 
developing and producing creative, inno-
vative strategic partnership programs and 
multi-faceted marketing and promotional 
campaigns targeted at RMR growth and 
customer retention. Franklyn comes with 
extensive knowledge and  experience within 
the Industry, having spent the last eight 
years at Security Networks where he created 
their affiliate dealer program growing the 
company’s start-up affiliate business to over 
$100 million in annual revenue.  Franklyn 
comments, “I am excited for the oppor-

tunity for a new challenge at SAFE and look forward to working 
with the team to further develop their already extensive product and 
service suite.” Paul Sargenti, SAFE President and CEO said “His 
appointment is a sign of our commitment to being an innovator in 
the industry; we want to set the trends not react to them. Our rapid 
growth and the increasing challenge to present new products and ser-
vices to our customers led us to look for an addition to our team who 
will fit in with our ethos of innovation and exceptional service.” 

SENTRYNET announced its status as a Linear preferred cen-
tral station. SentryNet has enhanced its service offerings to include 
support of the advanced Linear PERS 4200 cell unit.  This upgraded 
service means the dealer no longer has the burden of buying SIM 
cards.  The SIM is now included in the purchase price of the cell 
module. This cutting-edge technology also provides a web based 
portal for the SIM management.  A dealer can now track their inven-
tory of enabled and disabled SIMs as effortlessly and intuitively as 
a few simple keyboard clicks.  For more information, visit www.
sentrynet.com.

When the Going Gets Tough,  
the Tough Get Going!  

This is the moto of the Entrepreneur.  I really love all of these old 
sayings.  Because as a young person, we really don’t understand the 
depth of the words.  It’s not until we live life that we truly grasp the 
meaning of those little words.  Let me explain:

When I think back to 1980, how my husband and I got started 
in this business; well, all I can tell you is that “God was there in 
the middle.”  I really didn’t think about the future, I just did what 
was asked of me, I put out daily fires, and I worked hard for every-
thing I have today.  When my husband and I separated in 1981 and 
ultimately divorced in 1982, I was a “nobody.”  I had no credit.  No 
banker would speak to me.   I was not going to ask my parents for 
the money.  I was not going to be a failure!  So I just did what was 
necessary every day.  If I didn’t have the money to buy equipment, 
I didn’t buy it.  People think that does not really work today, but 
I disagree.  To stay in business you become creative.  That’s what 
becoming an entrepreneur is about.

But I’m getting ahead of myself.  What am I saying here?  I am 
saying that when my husband and I divorced, I had a tough decision 
to make during the property settlement.  Option one, let him have 
the company I built as he worked as a reserve New Orleans Police 
Officer.  Or, option two, buy him out and prove that I can grow the 
business and succeed.

Option one was to give up and say everyone is right, I can’t pos-
sibly succeed.  

•	 I’m a young woman of 21 years.  
•	 I’m a minority.  
•	 I’m a nobody.  
•	 I have no credit.  
•	 I’m not a part of the “good ole boys club”.  
•	 I’m in a male dominated industry, no one will take me seri-

ously.
•	 My husband just opened up a competitive shop with an 

industry giant, in my own home town. 
•	 He took half my client base. 
•	 He is underbidding me to get the rest of the clients.
Option two was to succeed because I know exactly who I am.  
•	 I’m a strong willed hard headed young woman of 21 years!
•	 I come from a happy trustworthy gutsy family.
•	 Mother always told me I can do anything I want to do, just 

work hard and smart! 
•	 I don’t need a loan, I can make my own money!
•	 I’m going to do business with strong men who aren’t afraid 

of what the good ole boys club members have to say about 
doing business with a woman.

•	 I’m going to join the local and national security associations.
•	 I’m going to educate myself.
•	 I’m going to meet industry leaders and ask them to mentor 

me.
•	 I’m definitely going to prove to my ex that I will succeed, 

despite his negative comments.
•	 I’m going Nationwide with my company! 
I chose Option Two.  Lots of hard work, challenges and failures.  

Lots more fun, laughs, good relationships, endearing friends, travel, 
wonderful employees, and terrific customers that I consider family. 

Dera DeRoche-Jolet
Alarm Monitoring Services, Inc. 
800-228-4134
dderoche@monitor1.com.

Advertise in THE MIRROR. Reach a qualfiied, inter-
ested audience. Call the CAA office for rates and details.

800-437-7658 ext. 3

www.CAAonline.org
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INDUSTRY NEWS
SAFE SECURITY announced that it has acquired Safeguard Secu-

rity and Communications, Inc. based in Scottsdale, AZ, representing 
approximately $1.5 MM of RMR and 25,000 customers. Paul Sargenti, 
SAFE Security President and CEO, comments “We are excited to part-
ner with this fine company and intend to maintain the operations that 
have made Safeguard one of the premier regional security companies 
in the United States. Safeguard’s and SAFE’s cultures are an excellent 
fit and we intend to continue the tradition of excellence that has made 
Safeguard a success for over 50 years. I think this is a great match and 
I look forward to partnering with Safeguard and welcome the opportu-
nity to work together.” John Jennings, Safeguard Security CEO said, 
“When I decided to sell Safeguard Security and begin a new chapter for 

me and my family, it was crucial to pick the right buyer. 
Honestly, there was only one choice I thought would be 
the right match for continuing the tradition of excel-
lence I’ve worked so hard to establish. Paul Sargenti 
and SAFE Security are known for fair dealing and com-
mon sense when it comes to mergers and acquisitions. 
I wanted the buyer for my company to appreciate what 
I’ve accomplished, as well as a buyer with a culture 
that would respect the people who helped me build 
Safeguard. I’m confident that together SAFE and Safe-
guard will continue to serve the Arizona market with 
distinction and quality.” Acquisition documentation 
was provided by Greenan, Peffer, Sallander & Lally on 
behalf of buyer and documentation review was provided 
by Lessing Gold and Alan Pepper of MS&K on behalf 
of seller. Investment banking services were provided by 
SPP advisors.

CSAA INTERNATIONAL announced that Protec-
tion 1 Security Solutions is the latest alarm monitoring 
company to come online with the Automated Secure 
Alarm Protocol (ASAP) program. “Protection 1 is 
very excited to now have the ability to transmit alarm 
data to responding agencies via the Automated Secure 
Alarm Protocol (ASAP) program,” said Donald M. 
Young, Protection 1 Chief Information and Operating 
Officer. “The ASAP-to-PSAP alarm response pro-
gram enables us to relay critical information with the 
utmost speed and accuracy in what can potentially be 
an emergency and/or life threatening situation.  This 
saves valuable time for the 911 emergency operators 
we interact with on a daily basis.”  With ASAP, critical 
life safety signals and accurate information is processed 
in seconds, not minutes, through the NLETs system 
of state-to-state PSAP communication, insuring that 
critical time is not lost, and that complete and accurate 
information is transmitted to the PSAP every time. The 
ASAP program also helps reduce false alarms, saving 
the PSAPs and emergency services potentially millions 
of dollars. 

Tom Sweeney met with the Executive Director of the 
Massachusetts Chiefs of Police Association in the hope 
of stimulating some alarm dispatch reduction initia-
tives in that state and to explore the possibility of the 
association establishing an alarm management com-
mittee. He discussed and provided written material on 

Industry News, continued on page 18

THE MIRROR	 PAGE 16	 SEPTEMBER 2014





the Model Ordinance and the best practices identified for achieving 
alarm dispatch reductions. The Director indicated he will post the 
ordinance and his earlier article, “Reducing Alarm Dispatches,” on 
the Association’s website. He asked that Tom also provide him with 
a short write up explaining the type of support that SIAC can pro-
vide to jurisdictions interested in achieving greater alarm dispatch 
reductions and reviewing or revising its alarm ordinance. In closing, 
he agreed to present the proposal to create an alarm management 
committee to the September meeting of the Board of Directors for 
the Association.

Tom also provided Ron Walter’s “Discussion of Exempting 
Public Buildings from Alarm Ordinance Provisions” to the Norwich 
(CT) Police Department. That city has a continuing problem with 
such alarms, particularly in their schools, and the chief had been try-
ing to generate support for an alarm ordinance revision.

Steve Keefer attended the GLASAA Meeting in Marina Del Rey, 
addressing their members of SIAC’s mission, outreach efforts, non-
response information and offering of service.

Steve also attended the AZAA Annual Conference, making good 
contacts with different alarm coordinators throughout the state and 
meeting with a few police departments who are interested in assis-
tance from SIAC.

INDUSTRY NEWS, continued

James Perri of ProDataKey teaching a full class about wireless 
access control. IML drew 178 eager learners to their training expo in 
Fairfield.
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“Fool’s Gold”
By Ron Davis,  
President, Davis Mergers & Acquisitions Group

Dating back to the sixteenth century, there are hundreds of stories about gold miners 
who mistook shiny rocks for the real thing but later learned that all their hard work had only 
produced iron pyrites (fool’s gold).  In fact, there is a story of an entire shipload of iron 
pyrite having been shipped over to England during the 1500’s – the yellow stuff having been 
mistaken for gold.

All too often, dealers see great value in certain aspects of their business that turns out to 
be “fool’s gold” in the eye of the Buyer.  Whether you are a Buyer, a Seller or neither, let’s 
look at a few common examples of an owner’s “fool’s gold”:

1)  “I do all the selling myself.” -- While it’s admirable to have great sales skills and to 
have a broad network of personal contacts, this scenario creates a major problem for the 
Buyer (particularly if the Seller is “out the door” after the sale.)  The Buyer is forced to build 
a sales force.

2)  “More than a third of our business comes from the largest employer in our market.”-
-Any time a single customer represents more than 15% of the revenue and/or profit of a 
business, the Buyer sees this as a negative.

3)  “We don’t bill for service calls.  It helps to get referrals.” -- Major problem for the 
Buyer. A subscriber accustomed to “no charge” service is not likely to be pleased when 
billed at the service rates of the new owner, and, even if he or she doesn’t cancel at the first 
opportunity, he will require a lot of handholding during the transition.

Think about your company’s business practices from a Buyer’s perspective and imple-
ment whatever change is necessary to ensure that all of your “fool’s gold” has been 
minimized.

Ron Davis 
Davis Mergers & Acquisitions
847-910-7716 
rdavis@graybeardsrus.com

GUEST EDITORIAL
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The IACP’s Private Sector Liaison Committee (PSLC) and the 
alarm industry have worked closely together over the past twenty 
years to develop and test alternative approaches to reduce alarm 
dispatches.  Through that partnership it has been determined that 
the single most effective means to significantly reduce alarm 
dispatches is a strictly enforced ordinance that contains the six best 
practices identified by numerous joint studies on alarm manage-
ment to be the most effective measures to reduce alarm dispatches. 
The six recommended practices reinforce one another and the ef-
fectiveness of the ordinance improves as each element is added. 

To assist communities in crafting an effective alarm man-
agement ordinance, a Model Police Alarm Ordinance has been 
developed. That Model Ordinance incorporates the best practices 
supported by the IACP and the alarm industry. The model was 
vetted by the PSLC and it has been adopted as the recommended 
approach by twelve SACOP chapters. The Model Ordinance has 
now been used in constructing the ordinances of hundreds of mu-
nicipalities. As a result, many of those communities, like those cited 
above, have been successful in reducing their alarm dispatches by 
fifty to seventy percent. Communities may choose to eliminate 
some of the best practices from the model, however, the results 
achieved will be diminished. 

The six best practices incorporated into the Model Ordi-
nance are:

ECV-Enhanced Call Verification, commonly referred to as two-
call verification. Requiring alarm monitoring companies to make 
two calls to two different numbers (one typically a cell phone) 
prior to calling the PSAP in an effort to determine the cause of the 
alarm and whether or not a dispatch is required. ECV may be the 
single most effective provision in stopping false activations from 
being routed for police dispatch. A number of responsible central 
monitoring stations serving Connecticut communities have on their 
own initiative already implemented this screening practice with 
their own direct subscribers. Those monitoring companies cannot, 
however, mandate that the independent alarm companies they also 

service must submit the 
multiple phone numbers 
for each alarm site needed 
to do such verification 
unless there is require-
ment for ECV mandated 
by State law or specified in 
the local ordinance.

Requiring the use 
of alarm control panels 
built to ANSI  SIA CP-
01 standards in all new 
installations. This national 
standard for control panels 
incorporates several 
provisions such as longer 
time for the system to 
arm itself, longer time for 
a user  to deactivate  the 
system after entry and  the 

elimination of “plus one” duress alarms.  As a result, these panels 
are highly effective in reducing the number one cause of alarms-- 
“user error.”  All major manufacturers produce these panels.

Requiring Alarm Permits and renewals with fees. Registration 
of all intrusion systems is critical for the effective management of 
alarm programs. By recording system owner information, munici-
palities have responsible party documentation for fines/renewals/
policy and ordinance change notifications. Annual reregistration 
insures that the needed information is regularly updated.  Nomi-
nal fees for registration routinely cover costs associated with the 
administration of these programs.

Free responses/Fines- Setting reasonable fines for alarm dis-
patches can be a significant deterrent to the occasional offender and 
let a community recoup part of the costs associated with response 
to baseless alarms.  Allowing a maximum of two free responses 
before incurring fees is advisable. When combined with restricting 
reasonable response to chronic abusers, a reasonable fine structure 
will accomplish all reduction goals and allow for higher collection 
rates. Greater reductions will occur when free responses are set at 
one or zero. Local politics will govern this threshold.

Accepting Cancellations- Cancel the dispatch if the alarm 
company subsequently determines a response is unnecessary and 
contacts the PSAP with an update. This allows the responding of-
ficer to return to other duties at the earliest possible time. Waiving 
any fees if the call is cancelled prior to the arrival of the officers 
at the scene provides an incentive to both the alarm user and the 
monitoring station to communicate quickly and cancel the call as 
quickly as possible.

Ceasing Response to Chronic Abusers- Stopping response to 
chronic abusers. It has been determined that some sites will just 
“write checks” and take no other steps to remedy the underlying 
cause of repeat alarms. These sites are typically are the worst of-
fenders. An agency should establish a response cut-off point at 6, 8, 
10 or whatever is politically supported. Proper notice should be sent 
to the owner/premises with a right to appeal and/or take corrective 
action for reinstatement. Most jurisdictions now also use cessation 
of response for sites that do not pay the fees imposed for violations 
of the ordinance.  That alternative insures a high collection rate for 
violations while avoiding the need to undertake contentious and 
manpower intensive collection or revocation procedures.

Departments interested in learning more about alarm manage-
ment practices and the Police Alarm Ordinance should visit the 
Security Industry Alarm Coalition (SIAC) website: www.siacinc.
org . That site provides access to a Word document version of 
the Model Ordinance that communities can use as a template for 
crafting a new or revised alarm ordinance for their community. The 
SIAC website also provides an informative video on alarm manage-
ment. That video provides input from numerous police chiefs from 
across the nation. SIAC also offers no cost assistance to local com-
munities looking to learn more about alarm management or which 
are seeking to update their local ordinance.  
If you have questions on alarm management or need assistance in 
drafting a revised ordinance or making a presentation on alarm 
management in California, contact SIAC’s Chuck Brobeck at csb@
csbrobeck.com; Chief Sweeney can be reached at (860)682-4565) 
or via  email at tomswee@cox.net.

Alarm Management Best Practices    
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By Harvey J. Eisenstadt
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Where in the World Is THE MIRROR?
Are you travelling with THE MIRROR? Paris? London? Chicago?

Take a photo and email it to info@caaonline.org with description and identification.

Brian Fullhart of Interlogix, Dana Scroggins of Optex, Candi Hurtt of 
Interlogix and Rick Gombar of Rick Gombar Insurance Services with THE 
MIRROR.

Bobby Michel, Grandson of CAA 
President Bob Michel is catching up 
on the latest industry news.

Trevor Hansen, Chris Gibby, Mike Hampton of Volutone with 
THE MIRROR in Marina del Rey for the GLASAA Harbor 
Cruise.

Jason Copeland of PSR, Paul Millard of Alarmax 
Distributors and Ivy Moon of SDi on the bow of the 
Yacht in Marina del Rey.

Mike Hampton and Chris Gibby of Volutone 
and Kurt Meierhenry of the California Alarm 
Association with THE MIRROR on board the 

GLASAA Harbor Cruise.

Bert Ross of CMS, Mo Castro of ADT and Dale Clement 
of Rosslare Security Products on the starboard side of the 
Yacht at the GLASAA Harbor Cruise

Bob di Alto of National 
Monitoring Center, Dale 

Clement of Rosslare 
Security Products, 

Francis Chung and Phil 
Raacke of San Marino 
Security Systems with 
THE MIRROR on the 

GLASAA Annual Harbor 
Cruise.
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