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‘ CALIFORNIA ALARM ASSOCIATION

Dear CAA Membem/

As we move into the fall season,
we are now less than two months
away from the highly anticipated
CAA Winter Conference, taking
place December 3rd - December
6th at the iconic Fairmont Hotel in
San Francisco.

Registration is officially open at
CAAonline.org, and | encourage
you to secure your spot today. This
year’s event promises to bring to-
gether leaders from across our in-
dustry for a powerful mix of work-
shops, education, networking with
fellow dealers and manufacturers,
and—of course—great fellowship.

One of the highlights of this year’s
conference will be our keynote
speaker, Jo Dee Anderson, who will
not only deliver a dynamic keynote
but also host a breakout session fo-
cused on sharpening presentation
skills—something every profession-
al in our field can benefit from.

CAA
PRESIDENT’S
MESSAGE

We are also honored to celebrate
Tim Westphal as the recipient

of this year’s George Weinstock
Award. Tim’s dedication and leader-
ship have left an incredible impact
on our association and our indus-
try, and we look forward to recog-
nizing his contributions during the
Winter Conference.

I want to take a moment to thank
all of our sponsors, with a special
acknowledgment to Alarm.com,
our Platinum Sponsor, for their
tremendous support of the CAA.
Their commitment, along with the
support of our many other spon-
sors, makes events like this pos-
sible. If you or your company are
still considering sponsorship, there
are opportunities available, and |
encourage you to get involved.

The Winter Conference is shaping
up to be one of our best yet, and |
look forward to seeing you in San
Francisco this December. Please vis-
it CAAonline.org to register today—
you won’t want to miss it.

/

All the Best,

PRESIDENT, CALIFORNIA
ALARM ASSOCIATION
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SERVICE AND TECHHNOLOGY YOU CAN TRUST.

|MEMBER CORNER

/" JOIN THE CAA

You might be .
DISCOVER THE  thinkingabout
BENEFITS joining the CAA

((8(% for a specific
purpose:tosave

by leveraging increased purchasing power, to

network, to gain access to industry-specific sales
coaching or better rates oninsurance policies,

to exchange ideas and best practices, etc.

Once you become a member of the California

Alarm Association, however, you'll find much
more than business opportunities. You'll find

an extended family of like minded people. The  :
connections that you'll make and the great

relationships that you'll forge can last a lifetime.

! GRAND

CENTRAL STATION

@) ¥ ASSOCIATE
% MEMBERSHIP

Associate members of the CAA are individuals
or organizations that provide services, products,
consulting or other ancillary services to support
the electronic security industry. Examples include
product manufacturers, technology providers,
systems support services, legal counsel, insur
ance, marketing & advertising just to name a few.

Associate members are provided with sponsor
: ship opportunities at major events, networking,
advertising, networking, high visibility and :

access to our regular members.

©) REGULAR
4% MEMBERSHIP

Regular members own or are employed
by companies that are active in the in-
stallation and servicing of burglar alarms,
fire alarms, supervisory systems and oth-
er electronic systems. They also must
have a valid California state license to
operate in the electronic security industry.

Electronic security companies large and
small have access to all of the same ben-
efits: advocacy, training, networking, and
ongoing education and certifications.

APPLY NOW

APPLY NOW

EXPERIENCE THE
GCS DIFFERENCE

Personalized Central Station Services

Has your "traditional” Central Station recently been acquired? Are you and your
customers frustrated with fully "automated” Central Station services?
Is your team worn out from a lack of data entry support?

At Grand Central Monitoring Station, We Do Things Differently

Grand Central Monitoring Station - A trusted
partner in tailored security and fire alarm solutions.

(800) 230-1654 | GCSMONITORING.COM

t's a great time to sell your
fire & security integration

1

Rory Russell’s

ACQUISITION &
FUNDING SERVICES

company and..
relax.

Now is the time to call Rory Russell, the industry leader in acquisition and sales with
over 30 years of industry experience and a former security business owner.

With Rory, you will get the most money for your business and you can keep your team
on after selling and even work in an advisory roll - or sell it it outright and walk away.

Your terms, your way! Rory is ready to discuss your preferences, options an terms for
your sale and he will sell your business for the best price ... so you can RELAX!

CALL RORY RUSSELL'S CELL PHONE NOW: 518-608-2348
TO GET TOP DOLLARWITH THE BEST TERMS / NO HOLDBACK

HERE ARE SOME RECENT CLOSINGS FROM RORY RUSSELL'S AFS:

Memphis, TN..coococmmmrsennen $4.2 Million Philadelphia, PA.........cc... $12 Million
L= Taa] oY B = ES— $6.8 Million Sarasota, FL... e $21.5 Million
Los Angeles, CA........ccc.... $10.4 Million Woodland, PA............... $1.8 Million



BUILDING TOMORROW'S
SECURITY INDUSTRY,

One Career at a Time

David Morgan

Co-Founder of SD Marketing and also
the Communications
Chair in the CAA.

C/ ne-third of all certified fire alarm
technicians in California have come
through the WBFAA apprenticeship
program (UATP) that Ron Lander now over-
sees as Chairman.

As Chairman of the Western Bur-
glar & Fire Alarm Association's Unilateral
Apprenticeship & Training Program, Lander
oversees training programs for over 1,000
technicians actively working toward certifi-
cation. But for the CEO of Ultrasafe Securi-
ty Specialists, he’s one of the only people to
win three of the industry's most prestigious
awards: the Weinstock, SAMMYs, and the

first ever Roy N. Bordes Council Member
Award of Excellence.

"It's about paying it forward," Lander
explains from his Norco, California office,
where he's built a regional security compa-
ny into a nationally recognized operation
over 35S years. "Mentoring, passing on what
you've learned, that's what matters. Very
few regrets when you approach busi-

ness that way."

FROM BEAT COP TO TECH PIONEER
Lander's journey to becoming an industry
icon began in an unlikely place: the Los

Angeles County Sheriff's Department in

1984, over an Apple lle computer with 128
megabytes of RAM.

"I started categorizing gang intelli-
gence files from drawers full of index cards
into a spreadsheet," Lander recalls. "Mon-
day morning, | printed it out and brought it
to my boss. Suddenly, we could search for
'vellow spider tattoo' and get three sus-
pectsinstantly instead of combing through
thousands of cards. My boss thought | was
a genius. They made me in charge of tech-
nology and crime analysis."

That "aha moment," seeing how tech-
nology could transform traditional security

work, has driven Lander's approach ever

since. From those early databases that
helped solve crimes to today's Al-powered
central station operations, he has consis-
tently embraced innovation while others
have hesitated.

n ) ” ,

— "We've gone ﬁ om tape
dialers where youd record
and stand by for an emer-
gency message three times,
hoping the operator would
answer; to Al systems that
are eliminating phone calls
entirely,” he notes. "The
technology changes, but the
]ﬁfimiplc remains: embrace

it o get left behind."

THE MULTIPLIER EFFECT

"During his law enforcement years, Lander
served as a training officer working grave-
yard shifts in Lakewood in the 70s and 80s.
His trainees have gone on to become com-
manders and captains. 'l get together with
some of my trainees once a year and have
good laughs about the history, the good old

days, he says. 'l feel like | had something to

do with it by getting them on the right track
from day one."

This mentoring philosophy now reach-
es far beyond law enforcement. Through
WBFAA, Lander helps maintain standards
that have produced thousands of qualified
technicians. The organization's new online
Field Service Technician (FST1) program and
CALeFORMS automation have transformed
what was once a cumbersome process into
an efficient pipeline of talent.

"What used to take hours, filling out
certified payroll forms, tracking appren-
tice progress, now takes minutes," Lander
explains. "Chris, the WBFAA executive
director and his team have created expo-
nential efficiency. We're getting interest
from other states wanting to replicate
what we're doing."

One standout success story is that
of Drew Necker, a young hospital security
manager in Eau Claire, Wisconsin, whom
Lander first met as a consultant. “Even
then, he shined, he knew what he was do-
ing,” Lander recalls. Years later, after work-
ing together on committees including the
school safety standard committee, Necker

has become a leader in his own right. “I

sponsored his placement on the committee
and now he's the head of the committee,”
Lander says with pride. He's stepped into
my spot as a leader in technology, and

he's done well”

EXCELLENCE AS A CALLING CARD

While Lander's training initiatives impact
thousands, his company, Ultrasafe Security
Specialists, demonstrates excellence at the
individual client level. The firm has provided
security for celebrities, including Justin
Timberlake, Britney Spears, and Madonna,
names that reflect a trusted reputation in
an industry where reliability is paramount.

"There are dozens of security compa-
nies in Southern California," Lander notes.
"When celebrities choose you and refer
others to you, it says something about
your standards."

Those standards were nationally
recognized in 2006 when Ultrasafe won
the Security Sales & Integration SAMMY
Award for Integrated Installation of the
Year (Residential category). The project,
securing a 350-unit golf course communi-
ty in Southern California with perimeter

detection, wireless surveillance, controlled

» CONTINUE READING ON PAGE 11
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access gates, and a centralized command
center, was completed in just five months

for approximately $1million.

— "We were a small company
competing against ma-
Jor integrators,” Lander
recalls. "But excellence
isn't about size, it's about
execution.”

THE BUSINESS OF RESILIENCE

Since founding Ultrasafe in 1989 while still
serving as a sheriff's sergeant, Lander has
weathered every industry disruption: DIY
security, Amazon, SimpliSafe, and the tel-
cos. His strategy? "Team up with your peers
soyou can all gain"

He points to the industry's collective
fight against AT&T in the 1990s through the
NBFAA and the current battle to protect
900 megahertz frequencies. "Without
associations working together, we'd be in
real trouble."

Despite competitive pressures, Lander
maintains profitability through technol-
ogy adoption and efficiency. "I'm actually
lowering prices because technology keeps
improving. A motion detector that pro-
tects a corner of a $6 million house costs
less than ever. Add in loT connectivity to
water heaters and other devices, and we're
providing more value at better margins."

For security companies struggling to
find qualified technicians, which Lander
saysis "100 percent of them," he offers

straightforward advice: "Seize technology

on all fronts, but don't forget the human
element. It's not just about having hands
to do the work. Today's technicians need
real expertise."

BUILDING THE FUTURE

When asked what he tells young people
considering the security industry, Lander
doesn't hesitate: "You're giving people
peace of mind, making their house their
castle. Thisindustry is recession-resilient,
and the technology is exciting. It's not
crawling through attics anymore, and you
can make a good living "

For established companies, his mes-
sage is equally clear: embrace apprentice-
ships and invest in training. "Not everyone
needs college, but everyone needs skills.
Through WBFAA's three-year program,
apprentices are halfway to an AA degree.
We're creating pathways to real careers."

The online training revolution he's
championing addresses modern realities.
"Technicians can learn at their own pace,
companies can track progress digitally, and
we can reach people who might never have
entered the industry otherwise."

Looking ahead, Lander sees Al and
automation changing the game again. "Re-
petitive tasks will be automated. We need
to be the doctors of security, the trusted
experts who can't be replaced by technolo-
gy. That means continuous learning."

THE LANDER LEGACY

At 73, with Eagle Scout values still
guiding his approach and "very few regrets"

about his career choices, Lander shows no

signs of slowing down. When he received
the George A. Weinstock Lifetime Achieve-
ment Award in 2014, his children asked, "Is
thatit? Is it over?"

"No way," he told them.

"It's just begun."

— That beginning contin-
ues today through the
thousands of technicians
in WBEAA programs,
the mentees now leading
committees he once chaived,
and the ongoing inno-
vation at Ultrasafe. But

perhaps his greatest insight
comes with a warning:
"Don't over-volunteer at
the expense of your business
and family. Balance is key."

In an industry built on protecting oth-
ers, Ron Lander's greatest achievement is
the thousands of professionals he's trained
who now protect communities across the
country. Each technician represents a mul-
tiplier effect, knowledge passed forward,

standards elevated, and careers launched.
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$ ALARM COMPANIES:

WhO Said You Don’t Need EEO?

Larry St. John

20+ year veteran of insurance and
risk management for the construction
and electronic security industries.

(’

M / ost alarm dealers have Errors & Omissions
/ (E&Q) coverage along with their General
Liability (GL). However, some believe that car
rying GL only, and no E&Q, is sufficient. Where
did this idea originate? My family’s unique back-
ground in our industry can probably help shed
some light on this question.

My dad was a veteran Farmers Insur-
ance agent, and | got my start in the indus-
try working for him some 30+ years ago.
They would insure local households from
“cradle to grave” covering everything from
home, auto, life, boat, RV, etc... including
any small business insurance those house-
holds might need. That total-household
acquisition is the goal for most home town
main-street agencies, i.e. Farmers, State
Farm, or Allstate, etc. Dad insured multiple
generations for many households, and they
would pass him down like a family doctor
from one generation to the next.

Like most of those main-street insur-
ers, Farmers wrote a lot of GL for con-
tractors, and still does. But my dad knew
more than the average Farmers agent,
and he was quick to point out that when
it comes to E&O, Farmers *can't* write it
(their underwriters would eventually admit
to their agents), and last time | checked

the same was true for most of the other

main-street insurers, like Allstate and State

Farm. Thatisn't a problem for most of their
small contractor clients, even electricians
doing pre-wire, but as soon as they start
installing activated alarm systems they
need a contract andthey need E&O. The
problem is since the main-street insurers
aren't set up to write E&O, they don’t train
their agents about the unique need some
industries have for the coverage, and so
those most of those main-street agents
unknowingly tell their small business clients
that their GL is fine as is, and the businesses
that started off as electricians or low-volt
age contractors, with GL-only insurance,
think they’re fully covered until they talk to
someone that knows better, orhave a claim

on amonitored system.

— Remember, GL may cover
you for pulling wire or
other basic electrical ops,
but it doesw’t cover claims
of injury/damage avising
ﬁfom a smart system you
programmed not perform-
ing as intended.
S0 as soon as someone turns activates a

burg or fire or other system you've set up,

you have an E&O exposure that GL by itself

isn't designed to cover. GL alone won't help
you there. The good news: GL including
E&O through a good insurance program
custom tailored for alarm professionals (like
ours) will, and usually for no more than youd
pay for GL by itself.

Moral of the story: while it’s great to
find (inherit?) a local agent that insures
all aspects of your personal life, business
insurance is a different animal, and you're
better served by having a broker that is
knowledgeable about your business risks,
and specializes in your industry, rather
than an agent that is tied to just the one
company they have your home, auto and
life insurance with and is stuck trying to
shoe-horn your business in there as well.

Eclipse specialize in business insurance
for alarm dealers and central stations.
General Liability with Errors & Omissions,
Workers Comp, Commercial Auto, Prop-
erty, Inland Marine, Bonds... if your alarm
business needs the coverage, we can help,

and save you money in the process.

Haven’t
We Always
Known
Cameras
Would
Replace
Motion
Detectors?

AlarmVision™
Real Events. Real Time. Real Response.

XV-24 with AlarmVision™ turns existing customer
cameras into smart motion detectors. Monitor areas
and detect activities your customer cares about only
when they want it. Detect real people, not leaves,
branches and birds.

Take action today at
DMP.com/XV24

ALARM Schedules
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CONSUMER ADOPTION AND AI:
Smart Home Device Owners Lead

Elizabeth Parks

President and CMO

Parks Associates

C /onsumer engagement with generative
/AI has accelerated rapidly. By Q4 2024,
47% of US. internet households used
generative Al tools, with smart home and
security system owners adopting these
technologies at higher rates than others.
Among security system owners, 66% re-
ported using generative Al applications
and 31% reported paying for Al tools,
double the average paid adoption rate.

Overall, 71% of consumers said they
were either using or familiar with genera-
tive or conversational Al applications, a sig-
nificant increase from early 2024. Familiar-
ity is highest with voice assistants such as
Alexa, Siri, and Google Assistant, followed
by conversational tools like ChatGPT.
Adoption skews toward younger and more
tech-oriented consumers, households
with children, and remote workers. These
early adopters are critical audiences to win
and convert to influencers for customers
down the line.

Notably, while advertising Al as a
product feature often discourages average
consumers, smart home and security
system owners are more receptive. A
greater share of those segments would be
convinced to buy a product marketed with
Al than turned off by it.

USE CASES: SAFETY, SECURITY, AND
MANAGEMENT

Al'has become standard in smart cameras,
but isincreasingly added to energy saving
devices such as smart thermostats, appli-

Impact of Al Marketing
on Likelihood to Purchase Products

Security System Owners

Smart Home Device Owners

All US Internet HHs

ances such as microwaves, refrigerators,
and ovens/ranges, and hubs. Al is relevant
for identifying security threats, under
standing household patterns for energy op-
timization and routine creation, faster and
intuitive processing of commands, coordi-
nation of devices, and as voice assistants

for generative and command features.

— Parks Associates testing
found that 79% of house-

holds identified at least
one Al-powered smart
home benefit as valuable,
and Al features that align
with the cove value propo-
sitions of the smart home
resonate most strongly with
consumers.

7 Safety and Security: 71% of all US internet
households and 81% of security system
owners rated at least one safety-re-
lated Al feature, such as emergency
support, threat detection, and proac-
tive monitoring, as valuable.

27%

7 Cybersecurity monitoring and technical
support: Al'that can monitor the home
network for cybersecurity threatsis
another top-rate feature, alongside Al that
can provide consumers with tech support,
reducing reliance on costly live agents.

Biometrics: Currently 39% of smart:

phone owners use face unlock, while 52%
expressed interest in doing so. Thirty-six
percent of consumers said they would be
interested in using facial recognition to un-
lock doors, and interest rises to 71% among
smart lock owners. Eufy and Lockly are early
door lock manufacturers enabling facial rec-
ognition for home access control, and many
more are integrating fingerprint readers.

Routine creation and automation: Only
40% of smart home device owners set

up devices to work together for some
coordinated action today, and one-third of
those who have done so report difficulty
creating integrations. Al-driven automation
can remove this friction, helping households
realize greater value from fragmented
ecosystems. Power users with six or more
devices find particular benefit in Al-enabled
automation, which helps coordinate frag-
mented device ecosystems.

» CONTINUE READING ON PAGE 16
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Critical Event
Monitoring

The Only SMART Protection Platform

What if you could access one platform to unify your entire protection offering? Becklar

Monitoring delivers a comprehensive, wholesale ecosystem of advanced solutions to

provide unrivaled security and protection for people, property, and workers including:
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WILLINGNESS TO PAY:

Al AS A SERVICE LAYER

A central question for the industry is
whether consumers will pay for Al-powered
smart home services. Parks Associates’
survey found that 42% of US. internet
households would pay $20 per month for
an Al assistant tailored to their needs. This
level of adoption translates to a potential
$12 billion annual revenue opportunity.
Several industry players already charge for
premium Al services in tested price ranges:

T Alexa+ is free to Prime Members and will be
$1999/month for other customers.

ChatGPT Plus costs $20/month and includes
extended limits on file uploads and data anal-
ysis, access to multiple reasoning models, and
access toimage generation tools like DALLE.

Dealerfocused smart home controls player
Joshai offers its own Almodel JoshGPT that
powers its voice control and automations.
Monthly pricing ranges from $10 - $30/
month depending on control capabilities.

The monetization opportunity is particularly
strong among early adopters. Seventy-five
percent of consumers who currently pay for
generative Al applications said they would also
be willing to pay for smart home Al services.
Apple and Samsung users stand out as leading
early targets. While Apple entered the Al market
later than Amazon and Google, its user base
shows strong willingness to pay. Samsung also
benefits fromits SmartThings ecosystem, which
connects to more than 5000 certified products
and enhances its ability to monetize Al features.
Security system owners also show elevat
ed willingness to pay, and they already under
stand the benefits of a smart home with mul-
tiple devices that work together. This suggests
aviable monetization pathway for Al assistant
services within smart home security. Providers
can explore pricing models that bundle Al with
existing security services, differentiating premi-
um tiers from basic packages. Comcast Xfinity
Home users are a unique segment within the
larger Comcast customer base - the broader

Comcast broadband subscriber base does not
show an elevated willingness to pay, but the
Xfinity Home base specifically overindexes,
even against other smart security user groups.
The ISP has an opportunity to superserve this
group with new intelligent of ferings.

% Willing to Pay (Rating 5-7)
at a Tested Price

Security
System Owners
(N=1,285, £2.73%)

Smart Home
Device Owners
(N=1,698, +2.38%)

All US Internet
Households
(N=4,001, £1.55%)

CONSUMER PERCEPTIONS: OPTIMISM
AND CONCERN
Consumer perceptions of Alimproved through-
out 2024. By the end of the year, 29% of house-
holds reported that Al had a positive impact on
their personal lives, up from 24% earlier in the
year. Users of generative Al applications report
edfar higher levels of positive sentiment, indicat
ing that hands-on exposure drives acceptance.
Despite this progress, concerns remain
widespread. Privacy and ethical issues top the
list. Consumers cited fears about job displace-
ment, misinformation, deepfakes, and the
erosion of human creativity. Nearly 40% of
non-users said they do not see value in Al, while
one third reported privacy concerns as a barrier.
Generational divides are evident. Younger
consumers are more optimistic and more likely
to report positive experiences with Al, although
they also express concern about the technol-
ogy’simpact on careers. Older consumersare
less likely to report benefits, less confident in
identifying Algenerated content, and more
concerned about societal impacts on news,
education, and employment.

Deeper qualitative probing around consum-
ers’ concerns about Al reveals that many
consumers fear that Al's core promise - its
competency in being useful, assistive, insight
ful - also holds the seeds of educational, social,
and individual harm in substituting the thought
processes that humans must apply them-
selvestoday. More specifically, consumers see
threat to jobs, a coming tsunamiin misinfor
mation, deepfakes and scams, the undermin-
ing of education, and environmental harm.
Companies working in Al today must clearly
articulate how Al'is working FOR the user, and
not the user for the Al.

— Implications: Building Trust and Dif-
ferentiation

The future of Alin the smart home depends

on balancing opportunity with responsibility.

Al offers companies the potential to gener

ate recurring revenues, enhance customer

engagement, and create differentiation in

a crowded marketplace. Success requires a

clear focus on building trust.

Consumers respond most strongly
when Alis framed as delivering direct benefits
in safety, convenience, and peace of mind.
Companies must also address concerns about
surveillance, privacy, and ethics with transpar
ency and clarity. Early adopters such as smart
home device owners and security system
users represent a key entry point for premium
Al services. Their positive experiences can
influence broader consumer adoption.

Alinthe smart homeisevolvingintoa
foundation for the next phase of connected
living. Companies that move thoughtfully and re-
sponsibly will shape consumer expectations and
capture the opportunity tolead in this new era.

THIS EDITORIAL INCLUDES DATA
FROM THE QUANTIFIED CON-
SUMER STUDY Al IN THE SMART
HOME: APPLICATIONS AND
CONSUMER PERCEPTIONS. FOR
MORE INFORMATION ABOUT
PARKS ASSOCIATES VISIT WWW.
PARKSASSOCIATES.COM
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ProdataKey (PDK) is a cloud-based
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power of the cloud, PDK delivers
high-security features, seamless
integrations, and a unified
management experience on any
device.
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WELCOME TO THE RICK
GOMBAR “MATCHING GIFT

PROGRAM? Formed on Behalf of the
Security Industry in Association with the

Tunnel to Towers Foundation

- Rick Gombar

Retired Insurance Expert
and Marketing Innovator

BACKGROUND

R /ick Gombar, after serving the security
/ industry as an Insurance Expert and
Marketing Innovator for forty-five years,
has retired and is now volunteering his time
as a National Ambassador and Fundrais-

er for the Tunnel to Towers Foundation.
Tunnel to Towers is a nonprofit, charitable
organization dedicated to supporting
America’s veterans and first responders.
Recognizing the synergy that exists be-
tween the security industry and the heroes
who respond to emergency calls, Rick
created a new fundraising program that will
also help raise public awareness that the
security industry and first responders work
together as one. By donating to the Tunnel
to Towers Foundation, Security profession-
als can now publicize to their customers
and subscribers their unconditional support
for our heroes. Also, and inanact of grat
itude and appreciation for the countless
relationships Rick has developed during his

tenure, he is pledging to match, dollar for
dollar, all donations generated through his
fundraising program. To help assure the
longevity of the Matching Funds, Rick has
established a fully funded, twenty-year en-
dowment through his personal living trust.

— The Tunnel to Towers Foundation

Isa nonprofit, charitable organization estab-
lishedin honor of New York Firefighter Stephen
Siller, who lost his life while responding to the
attacks on the World Trade Center. Founded by
Stephen’s older brother Frank, the Foundation’s
original mission was to honor all first respond-
ers who died on September 11, 2001. However,
during the past twenty-four years,andasa
result of the overwhelming support shown by
caring Americans, the Tunnel to Towers Foun-
dation has evolved into a billion-dollar charity.
Today the Foundation funds several programs
dedicated to supporting veterans, our first
responders, and their families. Their top four
programs include:

The Gold Star Family Home Program:
This program provides mortgage-free
homes to surviving spouses with
young children of military service
members killed in action.

The Fallen First Responder Home
Program: This program pays off the
mortgages for families of law enforce-
ment officers and firefighters killed in
the line of duty, or who passed away
from 9/11-related illness.

The Smart Home Program: This
program builds specialty-adapted,
mortgage-free smart homes for cata-
strophically injured veterans and first
responders. Each home is designed
to help assure a better quality of life
through independent living.

The Homeless Veterans Program: This
program is focused on eradicating veter
an homelessness by providing free hous-

ing and assistance to homeless veterans.

» CONTINUE READING ON PAGE 20

MEMBER UPDATES

ISSUE #10 | OCTOBER 2025

2

OpenEye

The Value of the Open Platform

Selecting a cloud video surveillance solution on an open platform expands system capabilities
and helps organizations receive the best return on their security investment.

See how managing an open video surveillance system in the cloud delivers flexibility and room
for future innovation compared to providers offering a closed system.

| Read more here.
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The Tunnel to Towers Foundation has
received an ‘A+” rating from CharityWatch,
their highest rating, for funding 93% of its
cash expenses on its numerous programs.
To learn more about Tunnel to Towers,
please visit t2t.org.

— The Security Industry

Continues to grow at a record pace.
Through new technologies and innovation,
the general public now views security as
anecessary and normal component of
everyday life.

— According to the Securi-
ty Industry Association
(SIA), security products
and services generate over
$431 billion annually to
the U.S. economy while
supporting 2.1million jobs
nationwide. Further, it
is estimated that over 70
million homes in America
have a secmfity system
while another 75,000 busi-
nesses are protected with an
alarm system.

These statistics, do not include our police
and firefighters, who are heavily relied on
to protect the lives and property of the
industries subscribers.

— The Objective of the Matching

Gift Program
Is to form a mutually-beneficial working
relationship between the Security Industry
and the Tunnel to Towers Foundation. As
a benefit, all donations are tax deductible.
And the Matching Gift Program is cer-
tainly an enhancement. But, in addition
to the community service and good will,
advertising concepts on how to promote
your business are included in the business
plan. Therefore, in addition to honoring
our first responders and veterans, new
advertising concepts are included that will

help promote your brand and add to your
business objective.

WHO CAN HELP GROW THE PROGRAM

— The Security Industry

Is comprised of Manufacturers, Distrib-
utors, Dealers, Central Stations, Profes-
sional Service Providers, Publishers, and
various local, state and national Alarm
Associations.

— It is through the participa-
tion of the entive industry,
including alarm system
owners and subscribers,
who can be invited to help
assure the success of this
program.

PROMOTIONAL &

ADVERTISING OPPORTUNITY

Beginning January 1, 2026 and running

for 12 consecutive months, we will run a
centerfold advertisement in the Western
Watchman, the Midwest & Ease Sentinel,
and the Southeast Security magazines.
The Matching Gift Program’s message will
be the focus of the page on the left side of
the centerfold. The page on the right side is
now available for advertising. A commit
ment for the January issue has been made
by Tunnel to Towers to run an open letter
addressed to the readers thanking the in-
dustry for their interest and support in the
program. The February issue will also be an
open letter. This message will come from
Jerry Lenander and his staff announcing
their support. Moving forward, we will be
soliciting manufacturers, central stations,
and others to consider placing an ad. There
will be a border tying the advertisements
together so as to show one message.

The printed monthly publications have a
circulation of 6,000 security professionals
throughout the country. Additionally, a
digital copy will be transmitted to 1,500

security professionals with and additional
21,000 digitally transmitted through their
affiliate Security World. The cost for the
full-page ad is only $1,500 with half of the
advertising revenue donated back to the
Tunnel to Towers Foundation compliments
of the publisher.

HOW YOU CAN HELP SPREAD THE
MESSAGE

— Make a Donation
There are two ways to donate:

Monthly donation. Make a monthly
donation of $11.00 (or more). Details
will be provided on our exclusive Tunnel
to Towers donation page. Monthly
donations will qualify for the Match-

ing Gift Donation Program.

One time donation. A one-time donation
of $11.00 or more. Donations made on a
one-time basis will be directed to a spe-
cial “Matching Donation” account and will
be used to match all monthly donations.

USE AS AN ADVERTISING

& PROMOTIONAL TOOL

We have arranged with Tunnel to Towers
to send a formal “thank you” letter to all
supporters. The letter will honor your
participation and can be sent to both
customers and subscribers so as to provide
evidence of your commitment. Itisour
hope that showing support for our first
responders through Tunnel to Towers and
our Matching Gift concept will attract the
attention of virtually every member of the
security industry nationwide.

CERTAINLY, WE CANNOT IMAGINE
A BETTER CHARITY THAN ONE
THAT HONORS THOSE WHO RISK
THEIR LIVES TO PROTECT US AND
OUR FAMILIES.
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RE FORCES PULLING
AT YOUR COMPANY?

Magnify your trajectory with expert-driven solutions and breakthrough
technology to reduce friction. Charge forward with Rapid Response,

the momentum your business needs.

800.558.7767 # rrms.com RAPID RESPONSE

MONITORING

AL: 440, AK : 2136087, AR: CMPY.0001302, AZ: 20832, CA: AC05498; ACB5700, DC: 602513000011, DE: 02-168, DE Fire: CSRSL-0003, FL: EF0000213, (~)
IL: 127.001246, NV: NV20131073243, NY: 12000266592, OK: 648, OR: 0183, RI: 4349, TN: 834, TX: B09590, TX Fire: ACR-2020, VA: 11-2850, WA: 602 323 440 IQ,‘ 21



FEEL THE FEAR and Do It Anyway

JoDee Anderson

Nationwide-recognized
public speaker and com-
munication strategist with
25 years of experience

W / hy does fear hold so many of us back
/when it comes to public speaking?

The thought of standing at a podium
and speaking on a microphone often sparks
sweaty palms, butterflies in the stomach,
and racing thoughts. Those reactions don’t
mean you can't be an effective speaker —
they simply show you're human.

— Nearly 77% of people
report some level of anxiety
when it comes to public
speaking. Fear, more than
the lack of talent or lknowl-
edge, often prevents im-
pactful communication.

One of the greatest human needs is to
be heard and understood. It fuels belong-
ing, confidence, and connection. Sharpen-
ing your communication toolset empowers
you to hear and be heard — invaluable
not only in business, but in everyday
conversations.

THE SKILL OF PUBLIC SPEAKING

A compliment once given to me was, “You
embody communication in your DNA”
But no one wins the genetic jackpot of
being born with the art of masterful
communication.

Over the course of my 25+ year career
as a public speaker, I've had the honor of
giving thousands of presentations and
learning what works — and what doesn't.
Like any skill, communication grows stron-
ger with time, learning, and practice.

Every time you speak in a meeting,
present to a client, or stand in front of an
audience, you grow. Like a muscle that
must be pushed and stretched, commu-
nication skills improve when we lean into
discomfort — and that usually shows up as
fear or anxiety.

FEAR FUELS YOUR VOICE

Shaky hands, dry mouth, a pounding heart,
sweaty palms, and racing thoughts are the
body’s physiological responses to fear. In
the mind, self-doubt loops: What if | freeze?
What if | forget? What if they don’t like

my presentation?

Here’s the shift — the same physio-
logical response that fuels fear also fuels
excitement. This is called cognitive reap-
praisal. The energy you feel before public
speaking can become the power behind
your presence.

— The best speakers in the
world don’t eliminate
nerves — they manage,
channel, and transform
that energy into impact.

GROWTH IS BIRTHED OUT
OF DISCOMFORT
When it comes to public speaking, what
benefits would you see if you leaned into
fear instead of avoiding it?

Achievement, fulfillment, recognition,

growth, empowerment. Like a runner

crossing the finish line of a marathon,
you discover you are capable of more
than you thought.

— An audience may feel
intimidating, but re-
member they are seeking
education, connection, and
inspiration.

GROWTH CHALLENGE - SHOULD YOU
CHOOSE TO ACCEPT IT?
Whether you want to improve your public
speaking or simply strengthen daily com-
munication, fear must be mastered.

| encourage you to choose one
fear you face in communication — then
confront it. Maybe it looks like raising your
hand to speak in a meeting, volunteering
for ashort presentation, or stepping onto
a big stage. Comfort zones look different
for each of us, but the principle is the same:
every step outside that zone produces
growth. And that growth shows up as
confidence and momentum.

ISSUE #10 | OCTOBER 2025
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CONTRA COSTA COUNTY SHERRIFF'S DEPARTMENT | 202 Basic
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EAST BAY ALARM

il (I

EAST BAY ALARM ASSOCIATION

ASSOCIATION

| www.ebaaonline.org |

Tim Westphal, EsBaA PRESIDENT

JOIN THE EBAA

September 24, 2025 at 11am

o] e

EAST BAY ALARM ASSOCIATION

Contra Costa County Sheriff David O. Livingston is
hosting us at the Contra Costa County Law
Enforcement Training Center. See the inside of an
active facility where the next generation of Northern
California’s law enforcement officers are forged!

E#E%E  Scan to learn
AR

?ia_gu::‘-.-,-_,g,q more & reserve

PoiiEntt

El'ﬂ'f% your spot!

SAN DIEGO

SECURITY ASSOQIATION

SAN DIEGO SECURITY
ASSOCIATION

| www.sdsaonline.org |

Chris Kwast, PRESIDENT

San Diego Security Association is looking to fill all board
positions. If you are interested, please send an email to
events@sandiegosecurityassociation.com
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REDWOOD ALARM

ASSOCIATION

| www.redwoodalarmassociation.org |

Chuck Petrusha, presiDeENT

GREATER VALLEY ALARM
ASSOCIATION

| www.gvaacnline.org |

Joe Castro, PRESIDENT

RAA MEETINGS

Meeting Topic Considerations:

/ Building relationships with public safety
/ Legislation affecting the alarm industry
/ Local ordinances affecting the region
/ Latest technology and solutions

For questions about the association, please contact Chuck
Petrusha at chuck@aclvancedsecurity.us or call 707-443-0366

GLASAA

Greater Los Angeles Security Alarm Associatior

GREATER LOS ANGELES
SECURITY ALARM

ASSOCIATION

| www.glasaaonline.org |

Dave Michel, PresiDENT

GLASAA Meetings and Events

| Please visit our website at www.glasaaonline.org. |

MEETINGS

Our meetings are held at Custom Electronic Supply, 1324 Dupont Court,
Manteca 95336 and they start at 11:30 am. GVAA meetings are held on
the second Thursday of every third month (once a quarter) at the above
location. Please contact Joe Castro at 209-384-3305 or by email at josephc@
alarmwatch.com for more information.

GOLDEN GATE ALARM

ASSOCIATION

| www.ggaacnline.org |

Paul Wassem, PRESIDENT

GGAA MEETINGS

/ Meeting Topic Considerations: / Legislation affecting the alarmindustry

/ Building relationships with / Local ordinances affecting the region

public safety /' Latest technology and solutions

For further information, contact the CAA at info@caacnline.org
or call 800-437-7658.

SILICON VALLEY

SILICON VALLEY ALARM ASSOCIATION

ALARM ASSOCIATION

| www.svaaonline.org |

Benny Martinez, PRESIDENT

INLAND EMPIRE ALARM

ASSOCIATION

| wwwiecaaonline.org |

Richard Jimenez, PrRESIDENT

The SVAA just finished up their first meeting of the year with
2025 elections of a new board as we look forward to serving the
members of the SVAA in 2025.

2025 SVAA President, Benny Martinez, AEC

2025 SVAA Vice-President, Ben Martinez AG/GCS

2025 Secretary, Larry St John, Eclipse Insurance

2025 Treasurer, Alyson Pattie, Barkin, Perren, Schwager
: & Dolan, LLP

2025 : SgtatArms, Stan Hellman, PSR Group

2025 Member at Large, Rich Whitlock, Farpointe Data.

IEAA is a professional association of alarm companies and leading industry
specialists, focusing on bringing together the best resources possible for the
mutual benefit of allmembersandassociates. Itis our goal to bring knowledgeable
people togetherasaresourceto better protect your businessand your custom-
ers safety. Please make time to come out and be a part of what | believe is the
future of thealarmindustry in California. Professional, Beneficial, Informational.

IEAA Membership

If you would like to become a member or have any suggestions on ways

to increase our membership, please give us a call at 800-559-9060.
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ORANGE COUNTY ALARM ASSOCIATION
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MID-CAL ALARM
ASSOCIATION

| www.midcalonline.org |

John Heath, PrESIDENT

ORANGE COUNTY ALARM

ASSOCIATION

| www.ocaaonline.org |

OCAA Officers

To Be Announced, PRESIDENT

Tatiana Abramek, seCRETARY/TREASURER
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About the TMA-AVS-01 Alarm
Validation Scoring Stangard
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SACRAMENTO AREA ALARM ASSOCIATION

SACRAMENTO AREA
ALARM ASSOCIATION 132

SACRAMENTO

ALARM

ASSOCIATION

| www.SAAA-online.org |

Jack Azbil, presiDENT

David Morgan, MARKETING

This year the Orange County Alarm Association is continuing to focus
its’ efforts on recognizing our law enforcement partnerships. We are
endeavoring to build stronger, real-life relationships with our law en-
forcement partners. We have much to learn about law enforcement
issues and we have much to teach in return.
We are encouraging our Chapter members to initiate and cement
relationships by meeting with their local law enforcement agencies.
Consider simply dropping by the station unannounced with donuts,
coffee, pizza or sandwiches. Shift changes present a unique opportunity.
For more information about OCAA activities,
contact the OCAA office at 800-437-7658 or emaill
ocalarmAssoc@aol.com
Visit our new website at

www.ocaaonline.org for meeting information and registration forms,
training opportunities, members list, and a whole lot more.

The Sacramento Area Alarm Association hosted their Annual Christ
mas Party at The Citizen Hotel on Thursday, December12th in which
Dawn Smith was honored with the Parker Maurie Memorial Award for
her outstanding contributions to the security industry. In addition,
the 2025 Board was elected: President Jack Azbill, Varitec Systems;
Vice President Brian Clay, Lead Star Security; Treasurer Tauni Wallace,
Honeywell; Secretary Raven Brockway, Eclipse Insurance; Seargeant
at Arms John Watson, Republic Elite Integrators; Officer at Large
Dawn Smith, Total Monitoring Services; and Immediate Past President
Sarah Wilson, Signal Service. Thank you to SAAAs 2024 Board, and
we welcome the 2025 Board. For 2025, SAAA will continue to build
upon the momentum from 2024’s successful, and informational Police
Forum and Fire Forum. The 2025 Police Forum will be held on March
19th, after CAA's Day at the Capitol on March 18th.
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MERGERS & ACQUISITIONS LLC

John H. Colehower

Managing Director

Providing Acquisition Services to the Security Industry
for 30 Years

MergersAcquisitionsUS.com Direct:

jcolehower@MergersAcquisitionsUS.com RIRANGCEEAS

$ CITRINCOOPERMAN®

Alyson Pattie

rtner

21700 Oxnard Street #3950
Woodland Hills, CA 91367

® 818.297.1244

= apattie@citrincooperman.com

www.citrincooperman.com

national
nmc =— monitoring
center

Tatiana Abramek
Senior Sales Executive
e. tabramek@nmeccentral.com

t. 877-353-3031

Rebecca Ste

ne 1€

866.722.1448
480.273.6400
rebeccastengel@cmsn.com

RMWATCH

Monitoring Facility
Castle Business

DewbymediGier ADVANCED CUSTOMER SECURITY ’-.

P.0.Box 867

Merced,CA 95341 MATTHEW HOFFMAN
President

209.723.2667 matth@alarmwatch.com

800.927.6623
Fax 209.722.1107

ALARM INSURAN

John Bures, CPCU
President - Alarm Insurance Agency/Michael J. Kelly Insurance Agency

PO.B. 61886
North Charleston, SC 29419

Phone: (248) 206-0900
Phone: (800) 474-0933
Fax:  (800) 240-0631
jbures@alarmins.com

www.alarmins.com California License # OK04779

FLAIR

ELECTRONICS

Standard and Custom Magnetic Contacts
Wired and Wireless Annunciators
Perimeter Fence Sensors

Call today for free samples

800-532-3492
sales@flairsecurity.com
www flairsecurity.com

At Flair

We Care!

e

Rapid Response Monitoring
WWW.ITMS.com

Taylor Reilly

ACCOUNT MANAGER

© 315.898.6884
@ Taylor.Reilly@rrms.com
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N Now Available at All
D/krr/]bufars Near You

by NAPCO

by NAPCD

Ready to Arm

L
®
o

Fastest Installs ~ Lower Account  Security/Fire/Video 'l l ) Voice SelfHealing  Doorbell Smart
+ More Accts/Day Costs Automation Control WiFi &Video  Automation

Napco introduces Prima: me smarer Alin-One System,
with revolutionary 5-Minute Install, for adding more residential RMR-Accounts/Day than
ever possible - "Installers Optional”. Have your salesperson put it in while he’s already
there, or do it along with your customer, remotely. Put an end to Labor Backlogs and
Maximize Accounts! The 7 Prima® Super Panel for Security/Fire/Video & Automation features -3 e
a 5-Step Account Wizard, On-Screen How-To Tutorials for sensor placement, etc., & one-button i S
“Go-Live" Central Station-Connect. Stopping costly truck-rolls, Smart Self-Healing Wifi Video &
Doorbells with Al, keep actively fixing any connectivity issues for you, behind the scenes. And, Stay
in control & up to date, in real -time with Prima’s unbeatable team of all-new powerful backend

& mobile dealer dashboard plus nicer, lower monthly costs for full interactive services & advanced
dual Wifi + cellular communications. And, consumers will love the integrated remote App > >

Bruce's House

Simply smarter, Prima has everything you want & nothing you don't, in 2 money-saving
kits from NAPCO, the name known for professional security & reliability for decades.

n NApco 1.800.645.9445*Www.napcosecurity.com Napco Prima® is a trademark of Napco Security Technologies.

“Service with Integrity and Commitment”

Success
Stability
Constant

Call Today to Join Our Solid & Stable Monitoring Pragram

Tivm LEBLANC
(951) 442-2526

Sales@TriStarMonitoring.com + TriStarMonitoring.com

State of the Art Technology

Rock Solid, Enduring Ownership @
Veteran Owned Ca License #ACD7211
Sigifredo Ruiz John Kaloper
Territory Sales Manager National Accounts

(702) 528-8985 (949) 870-0480

sigifredo.ruiz@jci.com john.kaloper@jci.com

Vaughn Wells Mark Stirling
Territory Sales Manager Technical Sales Trainer
(360) 606-2516 (503) 530-6687

vaughn.wells @jci.com mark.1.stirling @jci.com

Freddie Amaral

Technical Sales Trainer
(951) 429-2036
freddie.amaral @jci.com

DSC

DIGITAL SECURITY CONTROLS LTD.
An ISO 9001 Registered Company

3301 Langstaff Road, Concord
ON, Canada L4K 4L2
www.dsc.com

V'Y TELGUARD 3}

AMETEK

DUAL PATH
Ny
(=]

N

INTERNET 56 LTE-M

Now CSFM Certified!
TG-7FEM
Multi-Carrier

Dual Path

Fire Communicator

Two paths,
mulllltiple carriers.

Meet the industry’s first dual path multi-carrier communicator.
Telguard’s new TG-7FEM not only connects seamlessly
to all three major carriers—it can also connect via wired internet access
and can be operated on AC or DC power. A cost-effective solution that works
for virtually any job? That’s what we call visionary versatility.

M MULTI-CARRIER

S ATeT TMobile verizon

Cell /IP Communications/Smart Hub
Virtual Keypads & Downlouds
For Top;Panel Brands |

NAPCO

Jason Harris
Western Regional Sales Manager
AK.N. CA, WA, MT, ID, WY, UT. CO, OR

Cell: 631-553-5067

iharris@napcosecurity.com

Christian Brandow
SW Regional Sales Manager
AZ,S.CA, NM, NV, HI
Cell: 631-786-3882

chrandow@napcosecurity.com

Eric Felton
Regional Sales Manager
TX, OK
Cell: 631-793-4713
efelton@napcosecurity.com

Honeywell® & ADT®

L

333 Bayview Ave., Amityville, NY 11701
1-800-645-9445
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SELL THE OUTCOME, NOT THE
EQUIPMENT: Shifting the Sales Conversation

Audrey Pierson

W/ hen you walk into a sales presentation,
/what are you really selling?
If your answer is cameras, panels, or moni-
toring packages, you might be missing the
bigger picture. The truthis, your prospect
doesn't care about the specs on your latest
4K camera or the bells and whistles of your
alarm panel. What they do care about is how
those tools will change their daily reality.
That’s why one of the most important
shifts you can make in security sales is to
sell the outcome, not the equipment.
This simple mindset shift transforms a
technical pitch into a human conversation,
and that’s what builds trust, creates value,
and closes deals.

WHY OUTCOMES MATTER MORE THAN
EQUIPMENT

Think about your last major purchase. Did
you buy the product for what it was or for
what it did for you?

Whether it’s a car, a new laptop, or
even a vacation, people are motivated by
outcomes. Security sales are no different.

For business owners, the outcome
might be fewer employee theft incidents,
smoother operations, or peace of mind
when they’re offsite. For homeowners,
it’s sleeping better at night, knowing their
family is safe. In every case, the outcome is
what justifies the investment.

When salespeople focus only on the
product, prospects hear features, and

they don’t know how to connect those
features to their world. When you focus
on outcomes, they hear solutions to
their problems.

That’s the difference between being
seen as just another vendor or as a trusted
advisor. One handles a transaction; the
other builds a business relationship.

THE "WHAT’S IN IT FOR ME?" QUESTION
Every prospect is silently asking:
“What's in it for me?”

Your job is to answer that clearly, confi-

dently, and consistently.

— Here’s how to translate features
into outcomes:

Feature: High-definition
cameras with remote access

Outcome: Managers can check in on
late-night shifts without leaving home,
reducing stress and liability.

Feature: Integrated access control system

Qutcome: Lower costs from lost keys,
smoother employee onboarding, and
improved operational efficiency.

Feature: 24/7 monitoring

Outcome: A small business owner can
finally take a real vacation, knowing
someone else has eyes on their property.

The shift is subtle but powerful. Instead of
leading with “Here’s what it is,” you lead with
“Here’s what it does for you.”

HOW TO SELL THE OUTCOME

Moving from equipmentfocused to
outcome-focused selling won't happen
overnight, but it’s a game changer. Start
practicing these strategies:

1 BEGIN WITH DISCOVERY

You can't sell the outcome if you don’t
know what matters most. Ask open-ended
questions like:

—

“What keeps you up at night
about your business security?”

“What'’s your biggest concern about
protecting your people or property?”
“What would give you the most peace of
mind in your security setup?”

Their answers give you the language

you need to connect your solution

to their goals.

2 PAINT THE PICTURE
Don’t just describe features. Help them
see theresult.

— “Instead of worvying about
false alayms while you're
out of town, imagine get-
ting a quick video clip on
your phone showing that
everything’s fine.”
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This creates an emotional connection

to the outcome.

3 CONNECT TO BUSINESS VALUE

In commercial sales, tie outcomes to
dollars and cents. Emphasize how your
solution reduces risk, saves time, improves
operational efficiency, or avoids damaging
incidents. Business buyers want ROI, not
just resolutions.

4 USE STORIES AND EXAMPLES

Real-world success stories make outcomes

feel real. Share how your system prevented

a brealk-in, stopped internal losses, or gave a
family peace of mind after an incident.

5 KEEP IT SIMPLE

Prospects don’t need every technical detail.

They need to know how your solution

will make their life, job, or business easier,
safer, or more profitable. The clearer you
make that connection, the stronger your
close will be.

FROM VENDOR TO PARTNER

At the end of the day, selling outcomes
positions you as more than a salesperson,
you become a partner in your customer’s
safety, success, and peace of mind. That
shift builds stronger relationships, fuels
referrals, and opens doors for future upsell
opportunities.

Remember: Nobody wakes up wanting
to buy cameras or panels. They want what
those systems deliver - security, safety,
efficiency, and confidence.

So the next time you sit down with
a prospect, don’t just ask yourself what
you're selling. Ask:

“WHAT OUTCOME AM I DELIVER-
ING FOR THIS PERSON?”

IF YOU CAN ANSWER THAT, YOU
WON'T JUST CLOSE MORE SALES,
YOU’'LL CREATE LASTING VAL-
UE FOR YOUR CUSTOMERS AND
YOUR COMPANY.
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CALIFORNIA AUTOMATIC FIRE ALARM ASSOCIATION

BOARD OF
DIRECTORS

PRESIDENT

Kirk Greenwood
JOHNSON CONTROLS INC.

VICE PRESIDENT-NORCAL

DIRECTORS

John Bennett
BENNETT FIRE & SECURITY

Sean Defriese
PHASE ONE FIRE LIFE SAFETY SYSTEMS

Queen Gonzalez

Daniel Tate
INTREPID ELECTRONIC SYSTEMS

SECRETARY

Curtis Street
SET DEEP BLUE INTEGRATION

IMMEDIATE PAST PRESIDENT

Joel Reitz
SABAH INTERNATIONAL

INTELLIGENT FIRE SYSTEMS
& SOLUTIONS, INC.

Nevady See
urity
2025 Vingeg s.mr:;\nmm,.

/ _ &y Frank Alvernaz
' {0 R e 84N g = : EVERON SOLUTIONS
. 7 Kevin CGreen

VICE-PRESIDENT -SOCAL PYRO-COMM SYSTEMS

CAFAA ADMINISTRATION MANAGER:

Joseph R. Cervantes Sr. Esther Aviles

SPACE AGE ELECTRONICS

SE
CURITY ASSOGJATTDH

John Kapis

COFFMAN ENGINEERS Qur website - www.cafaa.com
Phone - 888-607-5959
Address - PO Box 4,067, Redondo

Beach, CA 90277

Manay Rubles, Preyigens

R - T TREASURER
RUNNER UP NSA 2025 SCHOLARSHIP WINNER .
Savanna Truax with father Henderson FD Chief Eric Truax and fami vy Kiyomura

e o AUTOCALL

NSA 2025 FIRST PLACE SCHOLARSHIP WINNER

Sebastian Rios with father LVMPD Officer Gustavo Rios and family John Mait |'ej ean

SIEMENS INDUSTRY

NSA (NEVADA SECURITY ASSOCIATION)

BOARD OF
DIRECTORS

PRESIDENT:

Manuel Robles
STING ALARM

VICE PRESIDENT:

CGreg Maguire
SECURITY 101

Join us for NSA's upcoming lunch meeting
on August 21,2025. The meeting will be at
ADI's Las Vegas, NV branch.

Meet some vendors, hear from a guest
speaker, do some networking and have
lunch! Contact NSA to RSVP.

SECRETARY:

ASSOCIATE DIRECTOR:

Duncan Coons
EAGLE SENTRY

TREASURER & IMMEDIATE PAST PRESIDENT:

Delmy Andlrades
ADI

EXECUTIVE DIRECTOR:

John Perdichizzi
ASAP SECURITY

SERGEANT AT ARMS:

Alan "Ray" Reza

Join NSA and have a say in the direction
of the alarm industry in Nevada. NSA is its
members and Members make the NSA.
Your participation is crucial!

Jeanne Palmer

1000 N. Green Valley Pkwy #440-643
| Henderson, NV 8907z
702-551-4672

Visit our website for more information
on the Nevada Security Association
and to download a membership
application. Contact us at
info@nevadasecurityassociation.org
702-551-4,672.
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ICAFAA membership offers numerous bene-
fits, including training courses and access to
up-to-date information through meetings and
forums. These meetings provide networking
opportunities with industry professionals
and authorities having jurisdiction. Members
can attend roundtable discussions, annual
meetings, and trade shows to stay informed

about fire alarm technology and regulations.
Additionally, members gain access to a wealth
of knowledge and technical support for
code-related inquiries.

CAFAA collaborates with various associ-
ations and agencies to provide comprehensive
resources to its members. Asa member, you

can also participate in committees and con-

tribute to the advancement of industry stan-
dards and legislation. If you have suggestions
for improvement, you can contact CAFAA
directly or engage with the Board of Directors.

In-Person Training is back, after two
successful events in Northern and South-
ern CA we will be scheduling more in 2024,
so stay tuned!

TOTAL MONITORING
SERVICES INC.

Locally owned and operated in
Northern California
UL 5-8219-1

TIM M. SPROUL
President / CEO

(916) 480-4800

(888) 610-4377 Toll Free
(888) 610-4399 Fax
tsproul@tmscentral.com
Lic. #ACO 5715

Think Signs.
Think Maxwell.

y professionals build their
¢ 1977 with personalized
and high quality products

800-472-7336
maxwellmfg.com
signs@maxwellmfg.com

cals » Stakes

reen Mfg.. Inc. Al rlghts reserved.

TOTAL MONITORING
SERVICES INC.

Locally owned and operated in
Northern California
UL 5-8218-1

DAWN SMITH

Product & Services Manager

Toll: (888) 610-4377
Direct: (916) 480-4828
Cell: (916) 474-0486
dsmith@tmscentral.com




WESTERN BURGLAR & FIRE ALARM ASSOCIATION

BOARD OF
DIRECTORS

<

PRESIDENT:

IMMEDIATE PAST PRESIDENT:

WBFAA ADMINISTRATION STAFF

EXECUTIVE DIRECTOR:

Ron Lander
ULTRASAFE SECURITY SPECIALISTS

SECRETARY/TREASURER:

George Gunning

USA ALARM SYSTEMS

DIRECTOR:

Connie Moorhead

TRAINING DIRECTOR:

Chris Moorhead

Shane Clary
BAY ALARM COMPANY

DIRECTOR:

Curtis Streeter
DEEP BLUE INTEGRATION

DIRECTOR:

Richard Jimenez
IE ALARMS

Join the

5 WBFAA

Morgan Hertel
RAPID RESPONSE

0000006

Benjamen P Clark
Advanced Security Systems

Samuel S Sellers
Western States Fire Protection

APPRENTICESHIP DIRECTOR:

Dan Van Hart

WBFAA UATC MANAGER:

Sean Higgins

codes

collaborating with peers

each other

Congratulations Recent Graduates

Victor Marquez
AJ Kirkwood & Associates, Inc.

Jason Cowart

Alpha Security Unlimited

Stay current with the fire alarm industry and related

Learn about Emergency Responder Communication
Enhancement System (ERCES) technology

Gain helpful resources on emerging technologies

Give technicians a path to success

Find opportunities for networking, sharing, and

Connect with other members to communicate and help

Stay ahead of the competition

Kevin Molina

Glendale Fire Systems, Inc.

Wenderson Alexandrino
Petaluma School District
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ARIZONA ALARM ASSOCIATION
TREASURER:

BOARD OF
DIRECTORS

AZAA

PRESIDENT

Brianna McNeely,
G & TALARM

DIRECTOR:

Kim Cahoon,
NAPCO

VICE PRESIDENT:

Ron Mitchell,
THE ALARM CREW

— Arizona Alarm Convention: Free Classes
and Security Industry Appreciation Night
“Dr. Gilda” Carle will be this year’s guest speaker at
the Arizona Alarm Convention October1-2,2025
speaking on starting with a genuine conversation
in sales. She has appeared on numerous TV and
radio shows including Fox News, Oprah and the
Phil Donahue Show. Don’t miss the Security
Olympics - techs vs. management - this should
be fun. The Convention begins on October 1with

OREGON ALARM ASSOCIATION

DIRECTORS

‘ BOARD OF

PRESIDENT:

Casey Phillips
PHILLIPS ELECTRONICS

VICE PRESIDENT:

Michael Elsberry
A & E SECURITY

SECRETARY:

Open

TREASURER:

Brian Dotson, TELEGUARD
Charlie Lester, api

Jonathan Maiuri, Az sTaTE 48
SECURITY & MEDIA

our golf tournament and lunch at Stonecreek Golf
Club whichis next door to the Embassy Suitesin
Phoenix where the remainder of the Convention
willbe held. From 4 pm to 7 pm on October 1we
willhold Security Industry Appreciation Night - an
opportunity for all security company owners,
managers, technicians and other personnel to visit
with the exhibitors, see what's new in theindustry
and enjoy drinks, food and great networking.

Jim Metz, EvEroN

Rebecca Stengel, cms
Nicole Swartwout, 1-wirep
Eric Taylor, Bay ALARM

Travis Thief, b H pacE

Dr. Gilda will be speaking on October 2 at 830
am., followed by classes for owners and upper
management; technicians; and alarm coordi-
nators. There will be more time in the morning
to visit the exhibitors. At noon we will hold our
annual First Responders Appreciation Lun-
cheon (there is an extra charge for the golf and
this luncheon) where we invite Chiefs of Police,
Alarm Coordinators and their staff to join us.
Thisis a great way to end the Convention!

www.AZAlarmAssociation.com or
call 480-831-1318.

IMMEDIATE PAST PRESIDENT:

ADMINISTRATOR:

Jesse Foglio
FIRST RESPONSE SYSTEMS

REGULAR DIRECTOR:

AJ Gomez
GLOBAL SECURITY

OBFAA MEMBERSHIP

REGULAR DIRECTOR:

Ericka Berman

GOVERNMENT DIRECTOR:

Vincent Ferraris
PORTLAND POLICE BUREAU

COORDINATOR:

Open

PUBLIC SAFETY AGENCY MEMBERS:

Patrick Petrie
ACTION TECHNOLOGY SYSTEMS

ASSOCIATE DIRECTOR:

Jake Coulter
WESCO

Justin Gates
CENTRAL STATION MONITORING

Multnomah County Sheriff's Office
Oregon City Police

Portland Police Alarms Administration
Tigard Police Dept. Alarm Unit
Washington County Sheriff's Office

Clackamas County Sheriff's Office

Please contact us if you would like to be a
member of the OBFAA. Being part of the
OBFAA has many benefits such as the latest
news dealing with the alarm industry in the

Pacific Northwest, OBFAA represents You and
Your opinion to consumers, lawmakers and the
public at large. The bigger the organization,
the louder its voice.

PO Box 19688, Partland, OR 97280
Phone: 503.624.6487 | Email:
officecbfaa@gmail.com www.
facebook.com/OBFAA
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2025 SCHOLARSHIP MATCHING SPONSOR Tom Schrock of Everon,
CBFAA President Bill Roberts and Immediate Past President John Wrzesinski present

the check to winner Noah Gillespie.

COLORADO BURGLAR & FIRE ALARM ASSOCIATION

COLORADO

twd| | BOARD OF
dkead| | DIRECTORS

PRESIDENT

Bill Roberts
EVERON

VICE PRESIDENT

Tom Schrock
EVERON

SECRETARY

Jennifer Porter
ADVANCED BURGLAR & FIRE ALARM COMPANY INC.

Sus Yot (Gl P

e ot e

Memo: Cangratutasionst

2025 CBFAA SCHOLARSHIP WINNER Noah Gillespie, his father
Castle Rock Police Officer Scott Gillespie and Buttercup, the Police Therapy Dog.

TREASURER

IMMEDIATE PAST-PRESIDENT

Amancla Wehr
ALARM DETECTION SYSTEMS

BOARD MEMBER AT-LARGE

John Wrzesinski
ALARM DETECTION SYSTEMS

EXECUTIVE DIRECTOR

Branclon Busby
ALARM DETECTION SYSTEMS

BOARD MEMBER AT-LARGE

Gary Hartzell
EVERON

Jeanne Palmer Wulforst
JEANNE@CBFAA.ORG

421 S. Pierce Ave.Louisville, CO 80027
chfaa@chbfaa.org
www.chfaa.org

— CBFAA Announces its 2025 Youth Scholarship winner! | Noah Gillespie

Noah is from Colorado Springs, CO and is
the son of Officer Scott Gillespie of the
Castle Rock Police Department. Along with
his excellence academically, Noah partic-
ipated in Jr ROTC, Student Government,
National Honor Society and the Civil Air
Patrol, lettered in sports and volunteered
in his school and community. Noah wrote

about how his father’s career helping others

as a police officer, specifically as a School
Resource Officer who started a program
utilizing police therapy dogs, has made a
large impact on his life. We wish him the
best as he heads to college in CA this fall.

Join CBFAA to participate in our
upcoming event this year:

/ September 18th Industry Get Together
and Scholarship Fundraiser at Top Golf.
Download a membership application

from our website www.cbfaa.org
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WASHINGTON STATE AREA

BOARD OF
DIRECTORS

SILSA W

e g, 8 v

PRESIDENT:

Steve Autio

SECRETARY:

Phill Moran
LIMITED ENERGY SERVICE

TREASURER:

Open

PAST PRESIDENT:

Jamie Vos
SECURITY SOLUTIONS

BOARD MEMBERS:

EXECUTIVE DIRECTOR:

mike Miller
MOON SECURITY

Shannon Woodman
WASHINGTON ALARM

Amanda Hoskins
WESCO

Jerome Brady
ADI

Rick O'Brien
NW SECURITY &§ SOUND

Otis Simmons
SIMPLY WIRED LLC

CSS ALARMCONNECT™

Full Mesh, Auto Provisioning, Self-Healing,
SD-WAN Connectivity between all nodes
using redundant diverse ISPs

Access Carrier 1
CO POP

Access Carrier 1
GA POP

UL DC

CSS Cloud LA

Customer
Site 1

Customer
Site 2

CSS Cloud SC
UL DC

Margaret Spitznas

Contact: SILSANW1@outlook.com
for maore information on events and
membership. PO Box 73087 Puyallup,
WA 98373 360-729-7772
www.silsa.org

TX POP

Access Carrier 2
GA POP

Access Carrier 2
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Women in the
Security Evolution

“ WISE REIGNITES:

Building a Stronger, More
Inclusive Security Industry

T /he California Alarm Association is proud
/to announce the latest developments
of WISE which stands for Women in the
Security Evolution. This is a dynamic
initiative dedicated to empowering women
and fostering diversity within the security
and fire alarm industry. After a brief pause,
WISE is back with renewed energy, fresh
leadership, and an unwavering commit
ment to creating pathways for women to
thrive in our field.

WHY JOIN WISE?

WISE offers a unique opportunity to be
part of a supportive community that un-

38

derstands the challenges and celebrates the
successes of women in the security and fire

industry. Members benefit from:

~~ Networking Opportunities: Connect
with like-minded professionals, in-
dustry leaders, and peers who share
your passion and ambition

Industry Advocacy: Be part of a
collective voice promoting gender
diversity and inclusion in secu-

rity and fire alarm sectors

Mentorship Programs: Both re-
ceive guidance from experienced
professionals and give back by men-
toring the next generation

Connie Moorhead

WISE Visibility
Committee Chair

Leadership Growth: Develop skills and
confidence through active participation
in committees and initiatives

Professional Development: Access to
exclusive educational resources, training
sessions, and workshops designed to
advance your career are in the works

CHAMPIONING WOMEN IN SECURITY
AND FIRE

The security and fire alarm industry has tradi-
tionally been male dominated. The industry is
only represented by women at a rate of 14%.

WISE is working to change that narrative.

» CONTINUE READING ON PAGE 40

In the Race for Life Safety, StarLink Fire Goes the Distance
e Others Drop Out, If Delivers Every Time

Engineered for the Need for Speed:
Fast Alarm Signal Delivery. Fast, Easy Installs. Zero Compromises.

& Goes the Distance & Stays on Track — Starlink's Dual antennas & boosted signal clarity punch through weak or
“dead zones". Proven to deliver where single-antenna units can drop off &/or suffer multiphase-effect signal-clashes

& Always On the Mark Ready fo Go w/ One fo Stock & Standardize On - One StarLink Fire Dual SIM Model
is Verizon & AT&T, Sole or Dual Path; w/ Cellular + IP or Exclusive Super Dual™ UL 864 Cell-only Dual Path

O Fast, Effective, Universal Reporting to Any Central Station — No new CS Account needed

S No Global Signal Hops, Detours or Delay - Unlike others, StarLink Fire Signals Stay in the US -
For fastest central station response. UL & ASRA-Certified (Al Signals Remain in America) + SOC 2 Cybersecurity

S No Panel Reprogramming - Universal for any 12V/24V FACP. Installed w/ EZ Quick-Connect modular jacks

O Speedier Fire System Inspections — with StarLink Fire MAX2's Easy Red/Blue Color Coded Indicators
that demonstrate the active carrier, Verizon or AT&T and its failover functionality/QoS

& Cost-Free, Built in StarLink Cell Jamming Supervision - Detected < 200 secs + sounds local alarm
(no added equipment): Self-Supervised too - no UL PAM Fire Relay needed

 Backed for the Long Run by Napco’s US NICET-Certified Tech Team — Experts in Fire & Code Compliance
 Quick Instant Pro Rebate on top of new low price & plans

N StarLinkrire MAK2

‘ ‘ NAPCD Fast-Track Your Next Fire Install with NAPCO, Scan @R to Get Started
1.800.645.9445 | www.StarLinkFire.com

StarLink, StarLink MAX are trademarks of NAPCO Security Technologies, Inc. Other marks remain intellectual property of respective cos.
See Full Incentive Promotion details online; void where prohibited, subject to change without notice.

The Choice of More &
National Fire Providers E|-.-




— Our mission is clear: CAA
WISE operates based
onfomf cornerstones to
enhance (1) equality, (2)
visibility, (3) accessibility
and (4) inclusivity for
women within the electron-
ic security industry while
ensuring gender neutvality

Sfor all to join.

By creating an inclusive environment where
women can share experiences, overcome
barriers, and access opportunities, WISE
plays a critical role in diversifying our indus-
try's workforce.

When more women enter and succeed
in the security and fire sectors, everyone
benefits. Diverse teams bring fresh per-
spectives, innovative solutions, and better
serve the increasingly diverse customer
base we all support.

MOMENTUM BUILDING: SEPTEMBER
18TH MEETING SUCCESS
The September 18th WISE meeting demon-
strated the enthusiasm and commitment
of our community. With outstanding
participation and engaging discussion, the
event showcased the collaborative spirit
that defines WISE. The highlight of the
afternoon was an exceptional presentation
by Kelly Bond, whose insights and expertise
resonated with all attendees. The energy in
the meeting was palpable, confirming that
WISE is not just back—it's thriving.
MENTORSHIP: THE HEART OF WISE
While WISE is of f to a strong start, we need
your help. The Mentorship Committee is
actively seeking volunteers who are pas-
sionate about guiding others and shaping
the future of our industry. Mentorship is
not just beneficial, it's critical to the sustain-
ability and growth of our field.

Experienced professionals possess in-
valuable knowledge about navigating chal-
lenges, building careers, and succeeding in

this industry. By sharing that wisdom with
emerging talent, mentors create aripple
effect that strengthens the entire security
and fire alarm community. Whether you're
a seasoned veteran or someone who has
recently overcome obstacles yourself, your
perspective matters and your guidance can

be transformative.

— Ifyou're interested in join-
ing or assisting in leading
the Mentorship Committee
or becoming a mentor,
please veach out. Your time
and experience could be the
catalyst for someone’s suc-
cessful career. Please reach
out to Michelle Chestnut,
Vanessa Castro, or Audrey
Pierson for more details on
this committee.

AN INVITATION TO ALL: MALE ALLIES
WELCOME

WISE extends an open invitation to all CAA
members—women and men alike. While
our focus is empowering women in the
industry, we recognize that meaningful
change requires collective effort. Male
allies, or WISE Guys as we like to call them,
play an essential role in WISE's success. By

joining, men can:

Demonstrate their commitment
to diversity and inclusion

Learn how to better support female
colleagues and team members

Contribute perspectives
that help break down barriers

Modelinclusive leader-
ship for the next generation

Creating an equitable industry isn't just
awomen'sissue, it's everyone's responsi-
bility. We need advocates, champions, and
allies at every level to ensure that talent,

not gender, determines success in our field.

JOIN THE EVOLUTION

The rekindling of CAA's WISE represents
more than the revival of a group—it's a
recommitment to building an industry
where everyone can succeed. Whether
you're looking to advance your own career,
support others in theirs, or simply be part
of positive change, WISE welcomes you.

The security and fire alarm industry
is evolving, and WISE is leading the way.
Will you join us?

For more information about WISE
membership, the Mentorship Committee,
or upcoming events, please contact the
California Alarm Association.
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HMARKETING

DO NOT REINVENT THE WHEEL
ON YOUR MARKETING STRATEGY

At this moment, we have successful marketing campaigns
active for security companies throughout the country.

Learn how we place your marketing campaigns right
in the middle of success.

SCAN OR VISIT WWW.SD.MARKETING



FOR IMMEDIATE RELEASE

SEPT 18, 2025

NAPCO SECURITY TECHNOLOGIES, INC.
333 BAYVIEW AVENUE

AMITYVILLE, NY 11701

1-800-645-9445

NAPCO WELCOMES RICHARD GIBBEY AS
NATIONAL ACCOUNTS SALES MANAGER

Amityville, NY - NAPCO Security Tech-
nologies, Inc. NASDAQ: NSSC) is pleased
to announce that Richard Gibbey has
joined the company as National Accounts
Sales Manager. In this role, Gibbey will be
responsible for driving sales growth and
developing strategic relationships with
national accounts across NAPCO’s security
product portfolio. He will report to Duane
Warehime, Vice President of Sales, NAPCO
National Accounts.

Gibbey (who goes by Ric) brings exten-
sive sales and account management experi-
ence to NAPCQO, with a proven track record
of cultivating partnerships and expanding
market share in the security industry.

His expertise in working with large-scale
customers will help strengthen NAPCO’s
position as a trusted provider of intrusion,
commercial fire, and access control solu-
tions for national retail, commercial, and

institutional clients.

“We are excited to welcome Ric to the
NAPCO National Accounts team,” said
Duane Warehime, VP of Sales, NAPCO
National Accounts. “His customerfirst
approach and industry knowledge will be

a great asset as we continue to drive this
business segment and support our growing
list of partners.”

Ric Gibbey can be reached directly at 631-

487-8701 (cell) or by email at rgibbey@napco-
securitycom. And, see Ricand the NAPCO
National Accounts Team and the latest tech
from each of its divisions, Napco, Alarm Lock,
Marks USA and Continental at GSX Expo
2025, Booth 2527 in New Orleans, Sept. 29
to Oct 1. For more information about NAPCO
Security Technologies and its full line of prod-

ucts, visit www.napcosecurity.com.

ABOUT NAPCO SECURITY
TECHNOLOGIES, INC.

NAPCO Security Technologies, Inc. (NAS-
DAQ: NSSC) is one of the world's leading
manufacturers of technologically advanced
electronic security equipment including
intrusion and fire alarm systems, access
control and door locking systems. The
Company consists of NAPCO plus three
wholly-owned subsidiaries: Alarm Lock,
Continental Access, and Marks USA. The
products are installed by security profes-
sionals worldwide in commercial, industrial,
institutional, residential and government
applications. NAPCO products have earned
areputation for technical excellence,
reliability and innovation, poising the Com-
pany for growth in the rapidly expanding
electronic security market, a multi-billion

dollar market.

Introducing nexus by NMC

Where Account
Management
and Business
Intelligence Meet

nexus R Current Month

Live Alarm View

Data Management
Accounts on Test
Growth & Attrition Report
Runaway Accounts

Agency Dispatch Count Rep

Canceled Net Add
40 12 ® Canceled
® Net

Introducing NMC Nexus, the 2023 TMA/SSI Marvel Technology
Award winner. It's a centralized hub for 24/7 access to critical
data, featuring user-friendly dashboards and reports. Nexus

national
monitoring

center boosts productivity, lowers liability, and improves customer
service with advanced business intelligence and real-time
reporting. Count on Nexus for top-notch dealer support and
positioning your business for success.

Visit: nmccentral.com/nexus
1-877-353-3031

2023 TMA/SSI Marvel
Technology Award Winner




CALENDARS 2025

— Send your events to
THE MIRROR:
themirror @caaonline.ory

OCTOBER

October 9th

SAAA Networking
Event

NOVEMBER

November 13th
CBFAA Board Meeting

November 18th

Micl Cal Alarm Associa-
tion Cloud Meeting

CAA
CONVENTIONS

December 3rd - 6th

/ CAA Winter
Conference

INDUSTRY
EVENTS

October 4th - 8th
/ TMA Annual Event

November 18th - 20th
/ |ISC East

TRAINING

DECEMBER

December 3rd - 6th

CAA Winter Confer-
ence

December 11th

SAAA Christmas Dinner

AND EDUCATION

The State of California Bureau of Security
& Investigative Services is recruiting Alarm
Company Operator (ACO) Qualified Managers
(QMs) to participate as Subject Matter Experts
(SMEs) in Exam Development Workshops
for the purposes of writing, reviewing,
and revising items for a new version of the
Alarm Company Qualified Manager Exam.
Workshops are two days long and may be
held remotely or in person, and SMEs will
receive $200 per day for their participation.
For in-person workshops, the Bureau will
booklodging as well as airfare to and from
the workshops. Meals and mileage will be
reimbursed in accordance with State travel
guidelines. ACO QMs who are interested must
enter into a three-year contract with the State
of California and must be holders of an ACO
QM Certificate in current and clear status

and be active in a current ACO licensee’s

BUREAU OF SECURITY
AND INVESTIGATIVE
SERVICES

BSIS ADDRESS AND
TELEPHONE NUMBERS

2420 Del Paso Road, Suite
270, Sacramento, California
95834.

The following are a list of important
Bureau numbers to update your records:

Main Number:

916/322-4000

Toll-Free Number: ................. 800/952-5210
Licensing Fax Numbe ..916/5757290
Enforcement Fax Number: .916/5757289
Email: oo bsis@dca.ca.gov
Web Homepage: .....www.dca.ca.gov/bsis

business. If you are interested in participating, fill
out the Qualified Manager Subject Matter Expert
Registration Form found here:
www.bsiscagov/webapps/workshops.php
Thank you for your interest!
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WBFAR URTC

llluminating the Path to
Training & Compliance

Join a Thriving Community of Over 96 Companies!

550+ Journeymen and 200 Apprentices

The highest quality apprenticeship programs
Online CEH training for journeymen
Compliance tools for state licensing

Your liaison to state agencies

(800) 809-0280 www.wbfaa.net
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WINTERCONVENTION
REGISTER TODAY!

December 3-6, 2025 | Fairmont Hotel, San Francisco

Join us this December for the California Alarm Association’s Winter Convention
at the Fairmont San Francisco—where the security industry’s leaders, innovators,
and professionals gather to connect, learn, and celebrate.

Register at caaonline.org/winter-convention/
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WHY ADVERTISE WITH US?

« Targeted Audience: Connect with
industry professionals.

« Brand Alignment: Showcase your
brand in a leading industry publication.

- Digital Benefits: Gain online visibility

with links to your website.

COST-EFFECTIVE TARGETED
ADVERTISING: EXPOSURE

Customize your Highlight your products and
campaign to fit your services in a publication that
budget. speaks to your market.

Leverage Your Presence

ADVERTISE IN
THE MIRROR

NIBBOB

Expand your influence in
the security and fire safety
industry with The Mirror,
the goto publication for
security and fire alarm
contractors. Directly reach
decision-makers in your

field.

CONTACT US FOR TAILORED
ADVERTISING SOLUTIONS

© (800) 437-7658

° themirror @ caaonline.org

THE MIRROR
WIBBOB




