Security Scanner’ Review

How long will it take for most
security systems to be based on
open platforms?

WITHIN THE NEXT 2 YEARS

16%

WITHIN THE NEXT 3-5 YEARS

35%

WITHIN THE NEXT 6-10 YEARS

22%

WILL NEVER HAPPEN

27%

Although the responses were fairly widely dispersed,
SSI's September 2010 Web poll found that more

than a third of security professionals anticipate most
electronic security systems to be open and interoper-
able by 2015. And nearly six in 10 expect that to take
place within the next 10 years. Still, more than one in
four believes such systems will remain proprietary.

What impact do you believe the
recent midterm elections wiill
have on your business?

14%
21%
21%
23%
6%

Nearly seven in 10 respondents (68 percent) to the De-
cember 2010 Web poll viewed the Republican Party’s
increased presence in the U.S. House of Representa-
tives, Senate and gubernatorial positions as a positive
following the previous month’s midterm elections. This
is not too surprising considering SSI's 2010 Security
Industry Demographic Census (published in the March

2010 issue) showed 61 percent of respondents identi-
fied themselves as supporters of the Grand Ole Party.

> SIGNIFICANT
IMPROVEMENT

> SOME
IMPROVEMENT

> ANY CHANGE
IS WELCOME

>DON'T
EXPECT MUCH
DIFFERENCE

> LOOK OUT;
IT'S GOING TO
GET WORSE

Which skills are most critical
for security field technicians to

35%
22%
22%
15%
= 6%

Critical thinking abilities and good social graces are
among the leading qualities security company owners
and supervisors covet the most in their field techni-
cians, according to October 2010's Web poll. Also
coming in strong was IT expertise, while an area for-
merly an overriding factor — electronics and electrical
training — barely registered among respondents.

> LOGICAL
PROBLEM-SOLVING
ABILITIES

> CUSTOMER
SERVICE
APTITUDE

> IT TRAINING
AND
KNOW-HOW

>TECHNICAL
TROUBLESHOOTING
ABILITIES

> ELECTRONICS/

What is your leading
grievance regarding wholesale
distributors?

SELLING DIRECT TO
CONSUMERS / END USERS

39%

PUSHING WHAT'S BEST FOR THEM,
NOT YOU

%
23%
CUSTOMER SERVICE / SUPPORT
%
19%

PRICING / BILLING

19%

Almost four of 10 respondents to the January 2011
Web poll took issue with wholesale distributors sell-
ing their wares directly to consumers or end users,
thereby circumventing the professional installing
security dealer or integrator. Close to one in four cited
the ulterior motive of pushing what's in their own best
interests — perhaps for a higher profit margin, sales
incentive or bonus, to dump surplus inventory or other
self-directed reason. It's worth noting that “Selection /
Inventory” went unselected as an answer choice.

Security Scanner is a monthly Web poll that asks security professionals their views on a variety of issues and topics impacting
the market. Security Scanner is an informal and nonscientific poll.

What is your 2011 revenue
growth projection?

OUTSTANDING, AT LEAST 20%
%
7%
STRONG, AT LEAST 10%

29%

MODERATE, AT LEAST 5%

19%

SLIGHT, LESS THAN 5%

16%

POOR, FLAT AT BEST
%
13%

More than half the respondents to the November 2010
Web poll projected double-digit revenue growth in
2011. However, nearly a third expected to see little to
no growth, or even a decline, during the coming year.

What percentage of your service
calls are callbacks?
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More than half the respondents to the February 2011
Web poll were apparently getting the job done right
the first time, saying less than 5 percent of their
service calls were callbacks. However, just over one

in five cited a frequency in excess of 10 percent. Per-
haps of most concern was the 8 percent of companies
that were not tracking their service calls at all, thus
missing an opportunity for greater efficiency.
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Which one of the following fire/
life-safety opportunities interests
you the most?

MASS NOTIFICATION SYSTEMS (MNS)

30%

SYSTEM COMPLIANCE TESTING
AND INSPECTIONS

22%

TRADITIONAL SMOKE/FIRE DETECTION

CARBON MONOXIDE (CO) DETECTION
While reliability concerns continued to be debated,
IP-based systems found itself tied atop the list of fire/
life-safety opportunities, according to respondents to
the March 2011 Web poll. Matching it with close to a
third of the tally was mass notification systems, while
system compliance testing and inspections garnered

close to a quarter of the vote. Many found the latter
appealing as a recurring revenue generator.

Where do you most commonly
come up with your best business-

related ideas?
> QUIET, ALONE 74‘yo
10%

TIME (E.G. IN CAR,
SHOWER)

> ATDESKORIN

OFFICE
> NETWORKING WITH 1 00/
COLLEAGUES 0
> DURING STAFF 30/
MEETINGS 0

> IN SEMINARS OR

TRAINING 30/0

Security professionals apparently don't share the sen-
timent expressed in the familiar song refrain, “Don't
want to be all by myself,” at least not insofar as think-
ing up their most surefire business ideas. So much
for personal time. Nearly three in four respondents
to June 2011's Web poll said solitary situations with
minimal distractions is most conducive to generating
their next winning work-related concept. Far behind
at 10 percent apiece was being behind a desk or in-
teracting with peers. Ironically, an activity sometimes
designed to brainstorm ideas, staff meetings, barely
registered a blip in the survey.
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What impact will the Japan

earthquake/tsunami have on your

equipment suppliers and general
business needs/expenses?

> SIGNIFICANT IMPACT

e Q4%
25%
19%

> MODERATE IMPACT ON
SUPPLY CHAIN AND
BUSINESS OPERATIONS

> MINOR IMPACT ON
SUPPLY CHAIN AND
BUSINESS OPERATIONS

> MAJOR IMPACT ON
SUPPLY CHAIN AND
BUSINESS OPERATIONS

6%
6%

Nearly seven in 10 respondents to April 2011's Web
poll anticipated the Japan natural disasters would
have a moderate to significant affect on the security
equipment supply chain, as well as other facets of
business operations. However, one-fourth said they

saw little to no ill effects despite the electronics-
centric nation’s tremendous setbacks.

> NO IMPACT ON SUPPLY
CHAIN AND BUSINESS
OPERATIONS

How has your business done in
the first half of 2011?

10%-19% AHEAD OF BUDGET

8%

3%-9% AHEAD OF BUDGET
%
(1]

WITHIN +/- 2% OF BUDGET

14%

3%-9% BELOW BUDGET

3%

MORE THAN 10% BELOW BUDGET

24%

2011 may be looked back on as one of extremes if
the results to the July 2011 Web poll are an accurate
reflection. More than half the respondents said their
business was at least 10 percent ahead of budget
through the first half of 2011. However, about one

in four said they were more than 10 percent below
budget. Meanwhile, 14 percent were about flat. Still,
more than six in 10 reported being ahead of budget
overall could certainly be viewed as a positive.

If you could have more of one
of the following highly desirable
things, which would it be?

TIME

29%

HEALTH
21%
LOVE
21%
FAME

0%

Perhaps money can't buy you love but it still topped
the list of most desirable things installing security in-
tegrators most covet. However, matching money with
nearly three in 10 responses to May 2011's Web poll,
was time. It was also a dead heat for love and health,
with some one in five respondents selecting those
prized choices. Modesty is apparently a dominant trait
within the security ranks as fame received no votes.

To what extent will telecom
companies offering security-
related services eat into security
companies’ residential business?

EamSr 4401
35%

MARKETPLACE
> MODERATELY,
10% OR MORE OF
MARKETPLACE
> SLIGHTLY, LESS

THAN 10% OF

MARKETPLACE
The fact that a story about Verizon's monitoring in-
terests topped August 2011's news stories indicated
what a hot topic this Web poll proved to be. That's
why it generated a very high response rate and some
comments featured in the October 2011 issue's
“Sounding Off" section. Nearly seven in 10 (69 per-
cent) took the telecom companies’ move into security

THE END
> SIGNIFICANTLY,

25% OR MORE OF

23%
18%
> ZERO, O

TELECOMS CAN'T 1 3 /

DO SECURITY! 0
very seriously, believing they may soon command at
least 10 percent and as much as 25 percent or more
of the residential marketplace.



