MARKET TRENDS:
Municipal monitoring

Public-private partnerships see paGe 17

THE NEWSPAPER OF RECORD FOR THE SECURITY SYSTEM

VOLUME 12, NUMBER 7

JULY 2009 = $7.00

COMMERCIAL
& SYSTEMS
INTEGRATORS

= [nsite grows in Greenwich PAGE 15
= ASG continues to buy in the Mid-
Atlantic region PAGE 15

FIRE SYSTEMS
INSTALLATION

= Wil a fire guy be the next RI
governor? PAGE 24

= NH statehouse gets monitored
extinguisher system PAGE 24

MONITORING
= Monitronics teams for Canadian
monitoring solution PAGE 26

= KY puts the onus on the central
station for compliance PAGE 26

RESIDENTIAL
SYSTEMS

= Gun show gets leads for S&W
dealers PAGE 28

= APX upgrades software for efficiency
PAGE 28

SUPPLIERS

= Schneider Electric makes another
video investment PAGE 35

= GVI makes a VMS buy to prepare for
IP cameras PAGE 34

STATS 2
NEWS 6
(S]] o] 11V, | I — 14
COMMENTARY ......ccovsemmnnmnanses 14
MARKET TRENDS.......ccoummmeenan 17
QUOTED 36
AD INDEX 37
DATABANK ... ...38

www.securitysystemsnews.com

ESX 2009:

New products in Baltimore

25 releases for this year’s show see pace 30

ECURITY SYSTEMS NEW

INTEGRATOR &

INSTALLER

General Dyn. to buy Axsys for $643m

By L. Samuel Pfeifle, editor

FAIRFAX, Va., and ROCKY HILL, Conn.—
General Dynamics announced in early

June it has agreed to acquire
high-end camera maker Axsys
Technologies for $643 million,
or $54 per share. The boards of
both companies have approved
the acquisition, but it needs to be

approved by Axsys shareholders and is subject
to regulatory approval, so it is expected to

close this fall.

A roundtable on
video analytics

Here’s how seven of the major analytics
vendors answer some of the industry’s most

pressing questlons

By L. Samuel Pfeifle, editor
CYBERSPACE—There continue to
be more questions than answers
regarding video analytics. It has
still yet to be determined how this
technology will be best brought
to market, where it will be best
employed, how it will be best
made profitable. At ISC West
and in the weeks following, this
reporter had the opportunity to
ask seven of the leading compa-
nies the same basic questions, so

we thought we'd share with you
some of their answers.
Participating in this virtual
roundtable are David McGuinness,
CEO of ObjectVideo; Scott
Schnell, CEO of VideolQ; Zeev
Farkarsh, CEO of ioimage; Steve
Russell, chairman and founder of
3VR; Craig Chambers, CEO of
Cernium; Elan Moriah, Americas
president for Verint; and Eric
Eaton, CTO at BRS Labs.
ANALYTICS sce page 36

Mace’s CSSS plans

Shopping for new wholesale central;
integrating DVRs with CS platform

By Daniel Gelinas, associate editor

WALNUT CREEK, Calif.—Mace
Security International is ready
to expand the role of what a
security company can do [or its
dealers. According to Mace CEO

Dennis Raefield, three new hires,
the acquisition of the manufac-
turer’s own central station, and
the development of a new dealer
program will position Mace well
for the future of the industry, a
future based on next-generation
services like remote video and
access control.

While recently hired Mace CSSS
management stall is working on
a definitive dealer program and
software/hardware innovations,
such as DVRs that automatically
configure and integrate with the

MACE sce page 27

This announcement comes just a few months
alter Axsys told shareholders it was exploring
a sale of the company and had hired
investment firm Jefferies & Company
to investigate options. The stock price
had fallen from roughly $70 in late
2008 (and a high near $80 last summer)
to a low of $25 in March. The stock
had been hovering around $40 per share after
news of the potential sale broke.

Wall Street analysts have been proven right

in their predictions at the time that a govern-
ment contractor was likely to buy the com-
pany eventually, as Axsys’s camera technology
focuses on high performance electro-optical
and infrared sensors and systems and multi-axis
stabilized cameras typically sold to the military.
However, said Jeff Nestel-Patt, Axsys director
of corporate marketing, part of the company’s
recent growth and success is attributable to

AXSYS sce page 35
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The Yes! attitude

How Defender Direct has grown 70 percent
year over year and isn’t stopping now

By Martha Entwistle, managing editor
INDIANAPOLIS—What’s the
secret to becoming the coun-
try’s largest ADT
dealer? It just
might be Defender
Direct’s investment
of $16,000 in train-
ing for each of its
employees during
the first four years
of employment. At
1,500 employees
and counting, thats
a major outlay, but
management said it’s paid off in
the long run.

Surprisingly, the Defender
Leadership Advantage train-
ing program does not focus on
technical or job-based training.
Its focused instead on helping
employees do things like manage
their personal finances, set goals

The game of life: All
new hires are trained in
life skills as proscribed
by the above.

and develop healthy habits.

“The unique thing is that no job
training is involved in any of the
training programs. We
believe that businesses
don’t grow; people do,”
said Marcia Raab, chief
marketing officer and
a partner at Defender
Direct.

The company believes
that if employees are
happy and success[ul in
their personal and home
lives, “this will lead to
success in business and in their
communities,” she said. Defender
is convinced that support at home
is crucial, so it spends part of the
$16,000 to pay for employees to
bring a guest to different training
programs, including a volunteer
trip to Mexico.

DEFENDER sce page 29
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Tracey Ritchie, 30

Director of Marketing & Dealer relations,
United Central Control

racey Ritchie began her career in security as an assistant
Tto the VP of sales at UCC and rose through the ranks. “I

have a background in marketing and public relations, and
it was through looking for a job in that market that I happened
to stumble upon security,” Ritchie says “I've been with UCC for
almost seven years now, and have learned so much more about
security since I've been here.”

Ritchie sees security moving in a much more technology-oriented direction and
feels the future of the industry will depend on promoting its cutting edge. “We're
already beginning to attract the young, savvy techie crowd,” Ritchie says. “As secu-
rity gets more into stuff like video and moves more into technology, I think we’ll
continue to attract young, bright minds.”

Ritchie, who serves on the board of the Texas Burglar and Fire Alarm Association,
sees the importance of being involved. “I would like to be someone who has con-
tributed to the industry as a whole,” Ritchie says. “I'd like to know I've contributed
to helping our industry to grow.”

Tracey Ritchie

—Daniel Gelinas

Lisa Roy, 37

VP global security and fire safety

operations, Johnson Controls

n Lisa Roy’s case, she did sort of go to college to be in the secu-
I rity industry. “Controls theory was what I was drawn to,” she

says, having studied electrical engineering and joining up with
Johnson Controls 15 years ago as an application engineer intern.
Now; after a left-hand turn into sales and time managing the govern-
ment vertical for JCI, she has a global team and lives on Continental
Airlines, going from Louisiana to Wisconsin to points around the world.

The basic tenets remain the same, though: “It’s about how we might take a different
approach to market,” she says, “coming from the customer perspective, driving their
business needs instead of [ocusing on the technology.”

As the industry embraces this “revolution of what it takes to be a security integra-
tor,” she predicts, “you'll see a better caliber of person, one who can articulate the
value proposition to a customer who wants new security technology to better run
their business.”

“We haven't explored security technology fully from the business side or the customer
side, and I want to be around to watch that happen,” she says.

Lisa Roy

—L. Samuel Pfeifle

Josh Timko, 26

President, SafeNet Security

osh Timko started in the security industry in 2003 as an
J intern, while pursuing a law degree in Criminal Justice and
Law Enforcement at the University of Akron.

He says as soon as he got involved, he was hooked for life.
Helping people stay protected gave him more satisfaction than
any other career path he’d thought of. So when the boss said
he wanted out and was thinking of selling, Timko stepped up
with his partner to purchase the company.

“I still get excited about all the new technologies and trends in our markets,” he
says, and believes other young people could get excited, too. “You have to realize
that most people do not go through high school planning on their future in the
alarm industry,” he says, adding that it’s important the industry stress the endless
possibilities that exist. Timko hopes his legacy is that he helped people [eel sale
and secure, and, “I want to leave knowing that every time I walked into a potential
client’s home or business, I had an advantage over the next guy with my knowledge
and ability to relate to the customer.”

Josh Timko

—Angelique Carson

Aaron
Wahrsager, 27

COO, Smith & Wesson Security Services

es, Aaron Wahrsager has security in his genes. His father

Warren has been in the industry since 1977, “so I more or

less grew up into it. I've been working here probably since I
was 12 or 13, in some capacity,” Wahrsager says. “I would go out
with installers as a helper to get a [eel for everything.”

Not everyone has the opportunity to grow up in the industry, however, and Wahrsager
feels more can be done to recruit new blood and fresh ideas. “I think the industry as a
whole needs to portray itself as a professional industry. Some people have an impression
that it's a grimy, trunk-slammer industry,” Wahrsager says. “If people see a classier side,
they’ll be interested in it.”

Wahrsager isn't anywhere near considering retirement, but when he does, his aspira-
tions are simple. “When I leave this industry, I would like to think that I left it a better,
more professional industry than when 1 got here,” Wahrsager says. “Overall, I want
people to appreciate what I've done.”

Aaron Wahrsager

—Daniel Gelinas

Curtiss
Weinstein, 36

President, Absolute Security

resh out of the service, Curtiss Weinstein sold vacuum clean-
i F

ers door-to-door. “I was very good at it, but I hated it,” he

says. He switched to selling alarms and, wanting to be an
entrepreneur, became an ADT dealer. That was more than 10 years
ago. Today, Weinstein is president of Virginia-based Absolute Security, the second-larg-
est ADT dealer in the country. What would he like to leave as his legacy? “Not a mess,”
Weinstein jokes. He wants to make good decisions that'll benefit his company and his
employees. “I'm 36 years old, I haven't scratched the surface yet. I'm still figuring out
what I'm trying to build,” he says.

Weinstein is certainly doing his part to attract young people to the industry. Most of
his 150 employees are young, and he’s hired and trained many in door-to-door sales,
some who've stayed in the industry and others who've gone on to successful sales
careers elsewhere. Weinstein says there’s no better “bootcamp” for business training
than knocking on doors.

Curtiss Weinstein

—Martha Entwistle

Leanne
Woodhouse, 37

General Manager of Marketing and Dealer

. Relations, SecurTek
eanne Woodhouse began her career 10 years ago with a then-
Leanne Woodhouse L

nascent SecurTek as a dealer channel manager. “I haven’t moved
around a lot. I've been there from the beginning,” She says.

Woodhouse feels the industry will face increasing difficulty attracting bright newcom-
ers without proactive action. “I think if we want to get more young people we need to
let them know that this is a career option—it’s not usually top of mind,” She says. “Its
working with community colleges or other educational facilities, where someone goes
to get their low voltage electrical training, working with business schools, bringing in
young people on practicums or internships.”

As for the future, Woodhouse is modest. “I've been fortunate enough to have worked with
some great people,” she says. “I would like it if the people I've learned from were able to
say they had the opportunity to grow or learn something as a result of working with me. It
is a sign of my success when people that work with me become even more successful.”

—Daniel Gelinas



