)3# 7EST 3HOW $AILY -!2+%4 42%.$3
7 % $ . % 3 $ !9

!02),





4HE #LOUD TO #ONNECTIONS
 -ARKET #HANGERS TO 7ATCH

)

SC West is one of the best places
to learn what is changing the market—based on what you see on the
show ﬂoor and hear (or don’t hear)
in the aisles. Here’s the list of what I
think will be the ﬁve most signiﬁcant
market changes in 2011.
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 4HE #LOUD
Hosting or delivering Web-enabled
services gained market acceptance as
capital budgets were slashed or eliminated in this deep recession. Even
though funding is more available today,
Security as a Service (SaaS), or cloud
computing, remains the new normal as
users realize its key beneﬁts—reducing
up-front cost and avoiding technology
obsolescence.
Moving business information in the
cloud is powerful, but we’re in a new
phase of information sharing—allowing others to access aspects of our information—that’s creating more beneﬁts and value. It’s unclear how this
will evolve, but security providers are at
the forefront of bringing together voice,
data, video, and other information. If
knowledge is power, sharing real-time
information in the public and private
sectors will change the market.

 4HE )NTERNET $OING
FOR )NTEGRATORS 7HAT THE
$IGITAL $IALER $ID FOR !LARM
$EALERS
The digital dialer has been the foundation for alarm monitoring for more
than 35 years and a source of highly
proﬁtable recurring revenue (RMR).
But the industry will have to ﬁ nd a replacement for the dialer soon because
phone companies are phasing out the
POTS (plain old telephone service)
lines that over 86 percent of monitored alarms use. Many dealers are
already moving to other technologies
(Internet, cellular), as are system integrators who realize they can use these
to provide more value-added services.
This also moves integrators to the
RMR business model and makes them
logical partners for software developers, communication companies, and
Internet providers of every ilk; a trend
that will change the industry landscape. In a recent survey, 75 percent
of integrator respondents said they
added new services in 2009 and 2010.
The most frequently mentioned were
remote video/access control, hosted
access control, video veriﬁcation, and
remote energy monitoring. All of these



!PRIL    s WWWISCWESTCOM

 "9 3!.$2! */.%3
3!.$2! */.%3 !.$ #/

leverage the Internet. It won’t be long
before integrator transactions shift
from a multiple of EBITA to a multiple of RMR.

 4HE 6ERIlED !LARM
'ROWING 0ROlTS AND
)MPROVING 3ECURITYS
2ELATIONSHIP 7ITH &IRST
2ESPONDERS
Video veriﬁed alarms, which signiﬁcantly reduce false alarm dispatches,
have dramatically changed the industry’s relationship with ﬁ rst responders. These alarms have proved so reliable that cities such as Detroit and
New York give priority response to
video veriﬁed alarms. Building bridges with ﬁ rst responders should be
motivation enough for the industry
to embrace video veriﬁed alarms, but
there are other compelling factors,
as shown on the Video Veriﬁcation
table, including giving customers
a premium service that warrants a
premium price and adding cash ﬂow
and accelerating long-term valuations
through premium pricing.
We expect other signiﬁcant changes
in the video market as new technologies
and software providers become the new
market leaders, pushing current market
giants into secondary positions.

 4HE 0LAYERS -ORE
!CQUISITIONS !FlLIATIONS
AND 0ARTNERSHIPS
The security industry continues to attract new entrants, strategic buyers,
and private equity. There were several signiﬁcant transactions in 2010
and more are expected over the next
two years as the industry continues
to consolidate and expand its service
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offering. Scale, market dominance,
and improved proﬁts are always drivers for acquisitions and consolidation,
but another key driver is simplifying
technology at the manufacturing level
so security installers and users no longer have to spend so much time on
the wrong things. Simpliﬁcation took
place in the past when security components integrated, blended all aspects
of physical security, and converged
with IT. By blending technologies at
the manufacturing level, the market
will continue to improve and deliver
operational value to buyers. Suppliers
realize that customers want a trouble
free, end-to-end solution, so partnerships and afﬁ liations are becoming the
new normal for doing business.

 4HE #ONNECTION
7IRELESS 4ECHNOLOGIES
A big change is underway as more smart
services are provided through smart devices and devices that can be connected—but not with wires. Spend time at
ISC looking at the new wireless solutions.
The connectivity they and the Internet
provide will put security into the connected and intelligent environment. Q
Since 1990 Sandra Jones’s consulting ﬁrm
(www.sjandco.com) has assisted integrators,
dealers, manufacturers, new-entrants, and
investors with proﬁt development strategies,
M&A support, and business growth planning. Sandra developed the New Product
Showcase for SIA and is a founder of the
Securing New Ground Conference.

