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one In a million

Honeywell’s VISTA® Automation Module puts opportunities
at your fingertips. Millions of them.

Honeywell’s breakthrough VISTA Automation Module (VAM) lets you put
the connected home experience within the reach of more consumers
than ever, at a price point that can’t be beat. With VAM, VISTA users can
control their security systems, cameras, lighting, thermostats, locks

and shades—and receive email notifications—on the same mobile
devices they use every day. You can also offer them the same amazing
functionality anytime, anywhere with Honeywell Total Connect™ Remote
Services. And, with millions of VISTA control panels already installed,
VAM is the ideal solution for upgrades and account retention.

Available Spring 2014!

Honeywell

VISTA Automation Module

Haneywell Total Connect™ Video

For more information, please visit www.honeywell.com/security or call 1-800-467-5875.
& 2014 Honeywell International Inc. All rights reserved.
Go to http://sp.hotims.com and enter 501 for product information.
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The right protection system, for any system.

Minuteman’s Enferprise UPS fine has protected communications systems,

network equipment, & security devices for years. The newest edition, the

EnterprisePlus LCD, camies on the name with a new LCD display, a multitude of

configuration options, and additional outlets to increase versatility dramatically.

Superior Power, Superior Value
for systems large and small
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EnterprisePlus LCD features Automatic Voltage Regulation (AVR) for

efficient backup, an SNMP communications slot to give you complete control,

and a 3+year warranty that includes non-prorated battery coverage to ensure
peace of mind. See all the upgrades and standard features below.

All-new LCD Display takes the guesswork
out of UPS & power status monitoring
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See what's new at minutemanups.com/secprod
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Standard or Extended Runtime:
Choose what you need!

E750RT2U vs. E750RTXL2U

Standard Runtime Extended Runtime Capable

= EnterprisePlus LCD is Minuteman's first
UPS available in standard (RT2U) and
extended (RTXL2U) runtime capable models

= Add XL and EXL extemnal battery packs to XL
models for increased runtimes

= Save up to 13% on purchase price when
extended runtime options aren’t needed

Get Extreme Runtime with XL &
EXL Battery Packs for RTXL Models

= Add hours of runfime with unlimited battery

= Unmatched power density in 2U or 3U rack
height cases

= No change to the UPS capacity when
connecting battery packs

Save money with EnergyStar
certified models
= Select EnterprisePlus LCD models meet
Energy Star standards for energy
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= Reduced energy costs and less
environmental impact
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EDITOR’S FOCUS

By Ralph C. Jensen

No Age Limits

very day for the past few years while driving to work, I have passed a company sign that reads,
E“STS360.” I had no idea what this company did, but like the inquisitive journalist that I am, I

performed a Google search. In fact, that is the first thing I do each morning—search the Inter-
net for websites from keywords that I have seen that morning. I like knowing what people do.

While at the STS360 website, I learned that this company is part of the security family, so naturally,
I wanted to know more.

Upon further exploration, I found Jessica Clark, chief operating officer at STS360, along with her
boss, Bobby Khullar, the CEO and president. Clark is the one getting on the ground and mixing it up
with end users and their own installers. In fact, she said that while many people would not want to work
at a correctional facility, she actually looked forward to going in the front
gates and getting to work. r’-\

Hmmm...not me. I dont think I would be going through those front
gates. Thing is, I wouldn't want to be mistaken for one of the residents
and unable to get back out at the end of the day.

STS360 is a fascinating story. As you will read, they started out
with four employees, and despite the economy going south in
2008, their business started to boom. Much of this success
rests on Clark. She is a hustler and not afraid to go find work.
She stays busy and is thoroughly excited about the security
marketplace.

I hope you enjoy reading this piece as much as 1
enjoyed interviewing for it. bs

>
¥

Ralph C. Jensen is the editor-in-chief of
Security Products magazine.

TABLE OF CONTENTS

COVER STORY

SECURITY, AT WARP SPEED
By Ralph C. Jensen

A WELL-OILED MACHINE

Success of partner loyalty programs rely on mutual exclusivity and value
By Ginger Hill

INCREASING CLOUD PRODUCTIVITY FOR BUSINESSES

Canadian property manager turns cloud-based videos practicality
into better business processes
By John Smith

USING ACCESS CONTROL HARDWARE

FOR ADDITIONAL SOFTWARE APPLICATIONS
Planning ahead can prevent harm to people and the bottom line
By Gerald McHugh

SPRING FORWARD

Five ways to improve relationships with new prospects
By Rab Phillips

DS12

DS18

DS22

DS24

ON THE COVER

Jessica Clark, COO, and Bobby Khullar, president of ST5360 take a few moments from their always hectic
schedule to talk about life as an integrator, and their work in the Texas prison system. The young company is
based in Plano, Texas.

Dealer Strategies

www.security-today.com
Volume 4, No. 3

EDITORIAL STAFF

Editor-in-Chief/Associate Publisher Ralph C. Jensen
E-news Editor Brent Dirks
Senior Editor Lindsay Page
Content Development Team Ginger Hill
Jamie Friedlander
ART STAFF
Art Director Dale Chinn
PRODUCTION STAFF
Director, Print and Online Production David Seymour
Production Coordinator Teresa Antonio
SALES
Randy Easton 678-401-5543
Brian Rendine 972-687-6761
Sam Baird +44 1883 715 697
Jane Dai +86-755-26289889
Peter Kao +886-2-2949-6412

SECURITY, SAFETY AND
ENVIRONMENTAL PROTECTION GROUP

President & Group Publisher Kevin O’Grady
Group Circulation Director Margaret Perry
Group Marketing Director Susan May
Group Website Manager Scott Newhouse
Group Webinar Administrator Tammy Renne

"4 1105 MEDIAZ

President & Chief Executive Officer Neal Vitale
Senior Vice President & Chief Financial Officer  Richard Vitale

Executive Vice President Michael J. Valenti
Vice President, Finance & Administration Christopher M. Coates
Vice President, Erik A. Lindgren
Information Technology & Application Development

Vice President, Event Operations David F. Myers
Chairman of the Board Jeffrey S. Klein
REACHING THE STAFF

Staff may be reached via e-mail, teleph fax or mail. A list

of editors and contact information also is available online at
www.security-today.com.

E-mail: To e-mail any member of the staff, please use the
following form: FirstinitialLastname@1105media.com
Dallas Office {weekdays, 8:30 a.m. - 5:30 p.m. CT)
Telephone (972) 687-6700; Fax (972) 687-6799

14901 Quorum Dr., Suite 425, Dallas, TX 75254

Corporate Office (weekdays, 8:30 a.m. — 5:30 p.m. PT)
Telephone (818) 814-5200; Fax (818) 734-1522

9201 Oakdale Avenue, Suite 101, Chatsworth, CA 91311

0514 | DEALER STRATEGIES



ASSISTANCE

We believe ongoing training makes a healthier business. The moment you join our program,
we supply you with expert assistance in every area: sales, marketing, installation and cost creation.
We're fully invested in your success every day, every week, every month. At Monitronics, we give you more.
877.289.0899 | monidealerprogram.com

Monitronics.

YOUR DEALER PROGRAM

Go to http://sp.hotims.com and enter 504 for product information.



DEALER STRATEGIES

By Ralph C. Jensen

SECURITY, AT

here is no telling what an appetite for success and a passion for
technology will produce. One thing for certain, the desire to give
the customer the best security solution possible will likely bear a
long-term, winning combination.

Jessica Clark, age 36, has that passion, and her recipe for success should be
patented, if it isn't already. Years ago, Clark was an art student in New York,
who completed her studies but had a rough time finding employment. To
make ends meet, and because she is a person who works smart, she took tem-
porary employment as a receptionist.

Call it providence, but Clark took advantage of the time while working at

WARP SPEED

an IT company by reading and studying potential job plans. First she studied,
and then Clark began to make grammar and style corrections on a $75 mil-
lion proposal the contracts department was working on. Once she had the
concepts in place, she began to offer suggestions that seemed to make a job
easier, more efficient and profitable, and by the time the company won the
contract only she and a consultant were left working on it.

Her diligence in asking what the company was doing and if she could join
in the planning meant the temporary job didn't last long. She was soon hired
full-time as a valued member of the professional staff. Her desire to learn
brought her in touch with Bobby Khullar, who was the executive vice presi-
dent at the IT firm.

A great professional relationship was soon hatched.

BLOSSOMING INTO SECURITY

In 2000, Khullar founded Sigma ITPD. This company supported thousands of
desktops and mostly attended to the needs of the government, in particular,
the Navy; but by 2005, the market was getting a little too tough, and profit
margins were getting slimmer by the month and Sigma Surveillance was born.

Khullar wanted to move in a different direction and felt that the security
industry was a natural progression. Sigma Surveillance began building and
marketing a series of DVRs, affectionately called “Dali DVR"—named after
the famed surrealist artist Salvador Dali. This product is still being built and
sold, but by 2008, the business needed to move in yet another direction. Sigma
soon became STS360, currently based in Plano, Texas.

As the security market was feeling the pinch by a stalling economy in the
early 2000s, STS360 was just getting off the ground. Probably not the best year
to launch a new business, but for this small integrator, business was taking off.
And, being a Texas-based company probably helped as the economy in the
Lone Star State was still riding the crest of a higher wave of prosperity.

“Once we decided to go fully into the security market, Jessica was very aggres-
sive to advance the company and stand out from the competition as an IP video
surveillance integrator,” Khullar said. “Jessica also established a solid relationship
with OnSSI as a platinum partner with their video management system.”

STS360 started with four employees and had very modest revenue:
$500,000. Growth was projected, but it would take a couple years to realize
substantial margins; however, Khullar and Clark were in it for the long haul,
and both knew security was the right place to be.

“The first year, I started out as the business development director, sales per-
son and writing proposals,” Clark said. “Once we were awarded the Texas De-
partment of Information Resources contracts, we quickly became a recognized
state vender, and the work really started to take off. We primarily work in the

DEALER STRATEGIES



Quicker Starts - Faster to the Finish

Napco Commercial 24V Addressable/Conventional/Wireless Systems
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public sector, and being DIR-recog-
nized makes a huge difference for us”
A short time later, revenue more
than doubled, and by 2009, contracts
and work nearly doubled again. In
2010, the company began to hit its
projected stride.
HARDCORE SECURITY
STS360 was awarded a security con-
tract by the state of Texas’ Depart-

ment of Criminal Justice (TDCJ)
for the Polunsky Unit in Livingston,
Texas. This was no ordinary con-
tract, for any company, and not for
the faint of heart. Texas houses its
death row inmates and has a maxi-
mum capacity of 2,900 inmates. This
unit, located about 60 miles east of
Huntsville, along the Big Thicket,
also houses Texas’ supermax units.
Working at the Polunsky Unit

takes nerve and expertise.

“T've always been sort of a tomboy,
so working at a prison site didn't both-
er me at all,” Clark said. “Some people
get to the front gates of a prison and
have second thoughts about going on
in to work. I really took it in stride and
was excited about every day of work
inside the prison”

Being the chief operation officer
of ST5360 didn't offer Clark a pass
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That's because Axis network cameras with Wide Dynamic Range technology
can handle bright lights and dark shadows in the same image. And that means
it's easier to spot and identify people, vehicles and incidents, no matter how
awkward the lighting conditions. WDR makes life simple for your security

To learn more about WOR, image usability and the surveillance solution
that’s right for your customers, visit the Axis interactive guide at
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of not getting involved, rather it was
sort of an invitation to put hands on
a work project and really be a part of
company business. Certainly, Clark
spends time behind a desk with the
mandatory paperwork and execu-
tive issues, but she also like mixing it
up with the work crews in the field,
which is yet another talent of her
management style.

Clark said that the executive staff
at the company leans toward hiring
staff that is IT savvy, construction
centric and that has industry talent.
It seems to offer them a team that
is trained from the start, which also
minimizes the learning curve. This
also means that the integration staff
is up-to-speed on the latest designs
and IP video surveillance solutions.

“When we walked into the prison,
we devoted our time to comprehen-
sive 1P solutions,” Clark said. “The
prison had an older system in place
that needed to be completely over-
hauled and expanded greatly. We
walked in with a completely net-
worked system that offered the latest
information to the administration,
along with high-resolution images”

STS360 took advantage of their
new-found success at the prison by
laying in thousands of feet of con-
duit, building new network closets
where previously there was no con-
nectivity at all throughout the hun-
dreds of acres, and installing new
servers, power supplies and emer-
gency response power abilities, as
well as visitation phone monitoring,
detection control systems and video
intercom.

Work completed at the Polunsky
Unit has led to other TDCJ work at
the Stiles Unit near Beaumont, Tex-
as, and the Darrington Unit, south
of Houston, in Rosharon, Texas.
STS360 also has ongoing work at 12
Texas prisons.

“Its not that Texas is building
more prisons; they are simply up-
grading the security systems at the
facilities statewide,” Clark said. “We
are pleased to be able to protect those
workers and staff at the prison sites,
and seeing the return on investment
the very moment these systems start
rolling out is unparalleled and re-
warding, It has literally changed the
culture of the way the wardens can
manage their units and the depart-
ment can train its staff”
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FINDING SUCCESS

IN THE INDUSTRY

This kind of hard work and a suc-
cessful 2013 keeps the wheels in mo-
tion for Clark and her staff. She said
that last year was a banner year for
this company, and revenues showed
healthy increases and the ability to
meet, and even surpass, their finan-
cial goals. This company is able to bid

on any security install that it wants,
thanks to the ability to present a $5
million bond on any project.

Some may call this luck, but Clark
freely admits it is the willingness to
take advantage of luck, or prosperity,
when you come face-to-face with an
opportunity to grow a business.

“When it is time to step up and
grow a business, that is where my

strength lies,” Clark said. “I'm loyal
to a fault, but I also believe in what
we are doing as an executive team
and as a company team. What I really
enjoy as a business executive is help-
ing people succeed. No matter what a
person does on the job, they want to
be good at it, and we want the same
experience for them”

~Seneca

SENECA EXPANDS PRODUCT LINE INTO
A COMPLETE SURVEILLANCE ECOSYSTEM

Future proof your surveillance system with xVault open platforms:
e of the latest upgrades

» Take Bcivans

» Longev&y in the digital security and surveillance market
» Dedicated, in-house customer support
» We stand behind our customers and products

xVault systems feature the Intel® Xeon® processors.

lmulmmwm*.imm:ﬂ.m.mm trade

3 mm;

Camearas

For more information about the xVault product line please

call 877.814.0348 or visit www.xvaultsecurity.com

rwwxvaultsecurity.com
e mw«mmmu@mmm

Go to sp.hotims.com and enter 512 for product information,

HISTORICAL ROOTS AND
INTO THE FUTURE

Khullar and Clark’s story goes back
17 years, and it seems to detail how
two people can take a start-up secu-
rity company during lean economic
times and make a successful run.

“Jessica understands my busi-
ness management style, and she
stays one step ahead of me,” Khuller
said. “She is always thinking several
years ahead, and that’s our success
story. We never delved into the ana-
log market because we saw IP video
surveillance as the future. Because
we understand the digital world and
embrace it, we thrive”

Their booming business strategy
is all organic growth. STS360 is de-
termined to stay debt free and retain
the ability to work anywhere, at any
time. For a company that started
with four employees and one small
office in Plano, Texas, growth is al-
ways on their mind.

Because they depend upon or-
ganic growth, they develop resources
as they go along and have hired a tre-
mendous staff of system engineers.
Their four-employee model has now
grown to more than 20 workers;
the company has a satellite office in
Houston, Texas with four employees;
and they have recently opened an of-
fice in Austin, Texas.

“Our business plan marries a
technical project manager with a
sales person, one-to-one, which al-
lows us to build a strong customer
support team,” Clark said. “Our
staff knows what they are talking
about when it comes to bidding a
job, and they work well together to
keep the customer at ease and in-
volved in the project””

Clark keeps the ball rolling. She
said that she was taught as a girl to
have confidence in all that she does,
even in the man’s world of security
integration. She said that she has
the DNA to look critically at a po-
tential job and make decisions that
most people can’t or won't make. The
small business environment suites
her professional needs, and person-
ally, she sees a very bright future for
the security industry for many years
to come. bs

Ralph C. Jensen is the editor-in-chief
of Security Products magazine.
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