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Q&A

Compiled by the staff at Dealer Strategies, a specialty publication

WHAT A FEW INTEGRATORS THINK

»

Jordan Heilweil
President of Total Recall
Corp.

Education: lowa State
University

Based in Suffern, New
York, Total Recall is best
known for donating a
complete security upgrade
at the Statue of Lib-

erty following Hurricane
Sandy, and is an electronic

Buddy o]ms

President and CEO of
18I Security

Education: Robert Morris
Univerity/University of
Pittsburgh

Based in San Antonio,
Texas, ISI Security is best
known for commercial and
correctional facility design,
installation, maintenance
and service needs.

markets. technology and long-term
Tel: (877) 496-8145 service and maintenance.

Tel: (972) 248-4949

'\

Levy Acs Carey Boethel Jessica Clark
President and CTO of President and CEO of COO of STS 360
American Integrated Securadyne Systems LLC Education: Pratt Institute,
Security Group Education: Texas A&M Brooklyn, N.Y.
Education: New York Insti- University Based in Plano, Texas,
tute of Technology Based in Carrollton, Texas, STS360 is well known for
Based in the greater New Securadyne Systems is its network converged
York City area, AISG is a full-service security security systems. STS also
best known for specializing solutions provider focus- augments its integrated
in the design and deploy- ing on enterprise-class, services with personal,
ment of open-platform, IP electronic security systems. correctional and property
video surveillance systems, Securadyne offers services protection apparatuses.
thermal imaging, access ranging from consultative Tel: (972) 392-3635
control and intrusion needs and analysis through
alarms in various vertical turnkey deployment of

security firm specializing
in large-scale security
solutions for law enforce-
ment and the corporate
community.

Tel: (800) 659-7793

Tel: (210) 495-5245

ecurity integration is a big, ongoing topic. There seems to be plenty of

work these days to keep the aggressive and valued integrator busy. We

wanted to know a few things about the work an integrator faces day

in and day out, so we asked a few questions. Our integrators’ profiles
are listed herein.

HOW DO YOU DETERMINE WHAT

SECURITY JOBS YOU WILL BID?

ACS: AISG rarely goes after bids, but when we do, we look for projects with
challenges like multiple integrations between various platforms, manufactur-
ers and equipment. In other words, we look for projects where our experience
as integrators can be put to work, and of course, this type of project attracts
less competition.

CLARK: First and foremost, we look at the owner of the project: Does that
vertical fit within our business model? Second, we qualify the job by look-
ing at the horizontals, technology requested and the scope: Is it something
STS360 can deliver a quality final product on? Lastly, we look at the manufac-
turers specified and determine if it is a manufacturer we want to support: Do
we want to sell a product we do not believe in?

Once that is determined we move forward, to bid or not bid. ‘Something
worth doing is worth doing right” There could be no truer words in the secu-
rity integration market.

HEILWEIL: Our best customers understand and appreciate the expertise
we bring to the table. The bids we respond to are ‘open design’ bids where
we can design and build a meaningful solution targeted to that specific cus-
tomer’s needs.

BOETHEL: We pursue new business opportunities that create long-term
service relationships. If there is a project opportunity but no long-term ser-
vice potential, we carefully scrutinize the opportunity and challenge ourselves
as to why we should pursue it. Most of the time we don’t. There are always
strategic exceptions, but we try to remain disciplined in this regard.

JOHNS: We attempt to match our strengths with our customer’s needs.
When doing so we find that we can give a very competitive price and still sup-
ply exemplary service.

HOW MUCH TIME DOES IT TAKE TO

COMPLETE A PROJECT ESTIMATE?

ACS: Tt all depends on how complex the project is and how many sites are
interconnected or integrated.

CLARK: We have mandated within STS360 that for any direct opportu-
nity request, we turn around the estimates including full scope of work, phas-
es, warranty contract terms, and related documentation within 24-48 hours,
depending on the complexity of the design. For smaller project estimates, we
can turn the quote around within a business day, in most cases.

In our CRM, we can track when an opportunity started and what stage it is
in. Opportunities not moving through stages in the appropriate timeframe are
flagged and escalated to management to move the process along.

HEILWEIL: The time it takes to complete an estimate is dependent on
project size and scope. Small projects may take under a week while large cam-
pus environments or a city solution may take 30 or 40 days. Our proposals
are broken down and detailed so that the customer understands our vision
for their solution.

BOETHEL: The time it takes to develop a project estimate depends on
a number of factors, not the least of which is the size and complexity of the
job. Our standard approach is to assign a pre-sale engineer or a team of engi-
neers to larger, complex deals. Most of the time, we have a business develop-
ment professional working closely and collaboratively with the engineer, and
for the average size job—if there is such a thing—we can typically turn the
estimate around in a day or so.

JOHNS: Project estimate production time varies significantly based on the
size, complexity and scheduling needs of each project. We do not measure this
matrix as it is better to get it right than get it fast.
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DO YOU HAVE ANY
INFLUENCE ON WHAT
TYPE OF SECURITY
PRODUCTS WILL BE USED?
ACS: Sixty percent of the time, the
RFPs are written in a way to hard spec
a product from a manufacturer. The
other 40 percent, we can drive the bid.

CLARK: Management ultimate-
ly can veto or force-feed a product
upon our team, but that is not our
style. Frankly, we are not the ones
who have to work with the client and
satisfy their requirements on a day-
to-day level, but we want to be able to
empower our teams to do just that. If
a sales person believes in the product
they are selling, and the engineers
believe in the product they are sup-
porting, they will be successful and
make the client happy.

Having said that, I do put limita-
tions on manufacturers of product.
We stick to top-tier products only
and we refuse to be a ‘jack-of-all-
trades, master-of-none’

HEILWEIL: We have been in the
security industry for almost 30 years.
When we are delivering a design
build, we absolutely have input on
which manufacturers’ equipment we
should use. We stand by, taking the
time to understand our customer’s
needs, and then we design the solu-
tion from there. We always strive to
use the best-of-breed when design-
ing our solutions, while keeping
costs and budgets in mind.

BOETHEL: I defer to my en-
gineering team on what products
comprise our solutions. We set com-
pany-wide standards for products,
and our engineers select from those
standards based on the specific and
unique requirements of the job.

JOHNS: Product specification
will also vary based on the proj-
ect type and construction delivery
methods. We do influence the prod-
ucts on many occasions, but we try
to give our customers options, pros
and cons and allow our customers to
decide what is best for them.

IN A NEW BUILDING
PROJECT, WHAT IS YOUR
RELATIONSHIP WITH THE
GENERAL CONTRACTOR?
ACS: This is where we shine. We
work with the owners of the projects,
which usually is a general contrac-
tor or an electrical contractor. We

WWW.SECURITY-TODAY.COM

will work with them from concept to
implementation, and help design the
project, bring in the right technology
and implement it.

CLARK: A sense of partnership
and reciprocation is essential when
working with a GC that is manag-
ing the overall construction involv-
ing multiple trades. Having a good,
strong and honest relationship with
that GC is what makes things hap-

pen to remove barriers and meet
timelines when you're dependent on
other trades to do so. The bottom
line is that they own that site until
they hand it off to the client, so your
commitment to them should be no
different than if you were working
directly with the client themselves.
HEILWEIL: When we are work-
ing with a GC or EC, we make a con-
certed effort to develop and main-

tain a good, working relationship.
Communication is a key element.
You have to remain flexible as the
schedule may change. It can become
challenging when construction de-
lays cause delays in your installation
schedule, but that’s contracting.
BOETHEL: Our relationship
with the general contractor takes
one of two forms: We work directly
for them, or we work directly for the
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end user and coordinate with the general contractor on related trade issues.
We typically prefer to work directly for the end user because they need to be
actively involved in the commissioning of systems. To the end user, working
for the GC at arm’s length can make that collaboration a challenge.

JOHNS: Again, this also depends on contract delivery and or procurement
methods. Many times we are working directly for a general contractor; other
times we work directly for owner coordinating with the general contractor.

HOW DO YOU BEST MEET THE TIME

GUIDELINES OF AN INSTALL CONTRACT?

ACS: We work tightly with the customer on a weekly basis - project updates
and forecasts - to make sure we meet all milestones and deadlines.

CLARK: The most important thing to meeting or exceeding installa-
tion timelines is being highly organized and communicative. I cannot stress
enough how important these two factors are to us as a part of our core meth-
odology at STS360. Internally, we have customized an incredibly robust in-
frastructure management system that encapsulates the two beautifully. All
pieces of the project have to be working as one, and we always assign a single
Project Manager to be responsible for this-from receipt of purchase order to
final acceptance.

HEILWEIL: Planning, planning, planning. Plan the project. It is crucial
to plan and schedule your materials. Then, plan your build schedule. We plan
each phase or task of the project with a timeline; then, we meet on a weekly
basis to review our schedule and adjust accordingly.

BOETHEL: All aspects of the work are planned in advance. We produce
work breakdown schedules and thoroughly plan each phase of our own im-
plementation. We also help plan and coordinate the work of other related
trades in order to ensure they finish in time for us to complete our work by
the required finish date. We are often the last trade on the job and the last
trade off the job.

JOHNS: Planning, planning, planning. Projects meet their schedules when
schedules are well thought out, communicated and coordinated continuously from

the time the decision to bid is made through the last day of the warranty period.

DO YOU WORK WITH A SECURITY CONSULTANT?

HOW ARE THEY BEST HELPFUL TO YOU?

ACS: Yes, we do. We create relationships with consultants, and these type of
relationships are always a two way street. We can introduce a consultant to our
customers for new business opportunities the same way the consultant has a
trusted integrator who delivers the designed projects.

CLARK: For the most part, we do not work with security consultants. How-
ever, with our go-to-market strategy and myriad business, industry and technical
experience, we are confident in our ability in providing assessments, design, en-
gineering, scope writing, implementation planning, documentation, deployment
management, and everything that goes in between.

HEILWEIL: We have worked with several security consultants. It's a good
working relationship with a good consultant that makes for a positive out-
come on a job.

As our industry matures, many more standalone products are being inte-
grated into solutions. Products may work on their own but not in the solution.
Having consultants that understand that and work with you to resolve the
issue makes for a much better relationship, and in turn, a happier customer.

BOETHEL: Consultants play an important role in the value chain, es-
pecially on the up-front risk analysis, threat assessment and systems plan-
ning. On construction projects, they play an invaluable role in the production
of construction documents. The best consultants are those that appreciate the
value that the integrator brings to the equation—not just the installation of
technology, but also the design and value-based engineering of systems, com-
missioning of systems, and, perhaps most importantly, service after the sale.

JOHNS: Yes, many times we work with security consultants either through
them acting as owner’s reps or assisting us in development and installation of
our systems. They are helpful by adding their expertise to the process, be it
educating and looking out for the owner or assisting us directly in the plan-
ning, design and installation process. s
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