
America’s Fastest Growing
Security Dealers and Systems Integrators

77%

23%

What is your  
business mix?

 Residential
22%

% Commerical  
(includes the 

government market)

82%

…on cybersecurity

“We are more                 

selective with our 

technology partners 

based on network 

security concerns.” 

– Richard Stuart, 
VP Security, Vision 
Technologies Inc.

Type of Ownership

Public

Private
96%

4%

…on recruiting and 
IT expertise

“As integrated 

electronic security 

systems become 

more technically  

complex and 

integrated into 

our customer’s 

networks, having 

strong and talent-

ed IT professionals 

is a must. We need 

system architects, 

engineers, and 

cybersecurity pro-

fessionals as well 

as service profes-

sionals with the 

aptitude to quickly 

assess, trouble-

shoot and mitigate 

performance or 

operations issues.” 

– Dan O’Sullivan, CEO, 
GC&E Systems Group

Has your company  
merged with or acquired 
any companies in the  
past 24 months?

The Fast50 Market Research
All entrants of SD&I’s Fast50 fill out a series of market research questions 
designed to give dealers and integrators greater insight into the security 
market and the forces affecting it. Here are the results, along with the con-
tinuing “Fast50 in their own words” observations. Editor’s Note: Percentage 
results for some questions may not total 100% – we encouraged those                 
surveyed to “select all that apply” on certain questions.
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26% 26%
29%

12%
10%

7% 7%8%

73%

32% 33%

19% 19% 18%
23% 23%

What are the top threats/challenges to your business?

…on recruiting and retention

“Industry-wide, experienced and seasoned tech-

nicians are aging, with some wanting to retire and 

others looking to get out of the field and into the 

office. Skilled trades are down in favor of higher 

education for incoming generations, and we are 

feeling the pain.”

– �Andy Boyd, President, Integrated Protection Services (IPS)

…on new players 
entering the market

“Large players are 

coming into our 

space and low-

ering the costs of                    

monitoring rates with 

DIY systems,” 

–� Curtis Kindred, 
President and CEO, 
American Defense 
Systems
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Other

4%

Acquisitions and 
company expansion

23%
Brand management

23%

Customer acquisition & 
attrition management

44%

Human 
resources

25%

Installer training
& certification

38% 

Legal liability

5%

Maintaining 
corporate culture

49%

Marketing & 
advertising

22%

Money management

19%Partnering 
with vendors 

& distributors

7%

Project 
management

19%

Recruiting

49%
RMR generation 

37%

Sales strategies 
& training

32%

Service area expansion

25%

Succession/
transition planning

12%

What are your top concerns when it comes 
to growing your business?

…on recruiting qualified employees

“We have recently partnered with local 

technical colleges and programs, help-

ing them to design curriculum and 

training that will best result in qualified                       

candidates for us.” 

– Brian Thomas, President & CEO,  
A3 Communications Inc.

…on the biggest threat to the 
security industry

“DIY is our greatest threat, and 

it is our job to educate and  

promote the quality difference.” 

–� Jeff Torok, Vice President,  
Am-Tec Total Security Inc.

Aviation/
Transportation

8%

Banking/Financial

26%

Corporate 
(any office-based facilities)

73%

Critical Infrastructure 
(including utilities and 

oil & gas)

23%

Education (K-12 and/
or college/university)

53%

Gaming/Casinos

4%

Entertainment Venues 
& Facilities

7%

Government/Municipal

45%

Healthcare

44%

Hotels/Resorts

7%

Industrial (eg. manufacturing, 
warehouses, distribution 

centers, etc.)

52%

Residential

23%

Retail

29%

Smart/Safe Cities

7%

Other 

4%

What are the top vertical markets that you serve?

America’s Fastest Growing
Security Dealers and Systems Integrators
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…on attracting talent to the industry

“If there was a message to convey 

to the new entrants in our space, 

it would be to recognize the 

incredible potential for advance-

ment in an aging industry.” 

– Angela White, EVP, Central 1 Security

America’s Fastest Growing
Security Dealers and Systems Integrators

What bleeding-edge technologies  
are you most interested in  
or are considering adding  
to your offerings?

4K VIDEO ANTI-DRONE 
TECHNOLOGIES

ARTIFICIAL 
INTELLIGENCE/

DEEP & 
MACHINE 
LEARNING

BIOMETRICS BODY CAMERAS CLOUD-BASED 
VIDEO STORAGE

DRONES
(AERIAL)

H.265-BASED 
VIDEO 

PRODUCTS

MOBILE ACCESS 
CONTROL 

CREDENTIALS

ROBOTICS 
(GROUND-
BASED)

SMART HOME/
BUSINESS 

AUTOMATION 
PRODUCTS

THERMAL OTHER

33% 10% 22% 32% 12% 56% 11% 19% 58% 3% 34% 14% 14%

…on the evolution of IT in the security industry

“Simple systems are the past. To compete on larger and more 

complex jobs, your team must be very open minded when it comes 

to technology. Hire only technicians that are capable of learning IT 

and other high-tech applications.” 

– �Chris Leonidas, Vice President, Silco Fire & Security

If you service the residential market,  
what smart home products/services have you added  
(or plan to add in the next 12 months) to your offerings?

36% 
Thermostats

28%
Smart home  

hubs

33%
Garage door 
control systems

23%
Miscellaneous connected gadgets 
(smart appliances, window/door 
coverings, plugs, etc.)

31%
Lighting solutions

26%
Audio/Visual and/or 

entertainment

49%
Smart locks

33%
Smoke & CO detection

56%
Video cameras

26%
Water/leak detection

54%
Video doorbells

18%
Voice assistants



America’s Fastest Growing
Security Dealers and Systems Integrators

Do you offer non-contractual monitoring  
(ie Monitor-as-you-go or Monitoring                         
on Demand)?

In-houseWe don’t offer 
monitoring services

We strictly 
offer full-contract 
monitoring either 

internally or via 
third party

In partnership 
with a third-
party monitoring 
provider

58%
11% 7%

24%

What managed or hosted services do you offer?

6%

Access Control  

73%

Video 
Surveillance  

59%

Software

24%

Infrastructure

20%

Security

37%

None

14%

Other

SERVICES

…on sales tactics

“We don’t           

simply encour-

age every sales 

associate to 

attach RMR on 

each proposal –  

we require it. 

The impact 

has been 

exponential.” 

–� Aaron Hughes, 
VP Sales, Brady 
Integrated 
Security

How do you keep up-to-date on  
rapidly changing technologies?

Direct 
communication 

with vendors

82%

Trade magazines 
and related 

websites/social 
media

45%

Self-guided 
research

51%

My consultant(s)

11%

My distributor(s)

24%

Peer interaction

38%

Trade shows and 
industry events

66%

Other

5%

…on competitive sales tactics 

“Deceptive sales practices continue to be a                   

challenge for our industry. There are a few bad 

apples who are giving our entire industry a black eye. 

While ADT has taken a leadership role through legal 

action and by teaming with ESA, TMA and the BBB to 

educate consumers, we need others in the industry 

to join the fight.” 

–� Bob Tucker, Director of Corporate Affairs, ADT

…on growth challenges

“In 2018, our biggest chal-

lenge will be succession 

planning and employee 

acquisition to sustain our 

year-over-year growth.” 

–� Joshua William, General 
Manager, Skynet Integrations
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Alarm management software 33%
Customer Relationship Management (CRM) software 79%

Fleet management 49%
HR-specific software solutions 35%

On-site sales tools/apps (ie eContracts) 43%
Product selection & specification software/apps 31%

Salesperson management software 36%
Technician scheduling and management software 78%

3%Other

Q21 What business/back office technologies do you use?

Have you considered succession  
planning for your business?

No

Yes, I plan to sell when 
the time is right

Yes, via Employee Stock 
Ownership Plan (ESOP) 

Yes, via trust

Yes, within the family

Yes, some other way

12%

11%

31%

30%

10%

6%

…on security products

“With all of the       

concerns over cyber-

security with (some) 

video surveillance 

manufacturers, it is 

simply not worth the 

risk to be included 

with those on a race 

to the bottom where 

price is concerned.” 

– David Vermillion, 
President, Vermillion 
Systems Inc.

Have you been 
approached within 
the past 24 months 
to sell or merge your 
business with another 
company?

45%55%

How do you increase 
your team’s IT 
and cybersecurity 
expertise?

What formal cybersecurity policies/offerings 
does your business have? 

…on growth

“The greatest 

challenge we face 

is maintaining 

company culture 

and high qual-

ity services as 

we continue to 

grow. Finding the 

right people and 

integrating them 

properly is a real 

concern.” 

– Brent Edmunds, 
President, Stone 
Security

…on product 
commoditization

“The most signifi-

cant challenge we 

face is the continued     

commoditization of 

the security indus-

try – the ‘race to the 

bottom’ as it relates 

to price. Convergint 

has addressed this 

challenge by devel-

oping value-added 

services that ulti-

mately create (better) 

business outcomes 

for clients.” 

–� Tony Varco, VP 
Security, Convergint 
Technologies

5   Security Dealer & Integrator / www.SecurityInfoWatch.com	 April 2018



America’s Fastest Growing
Security Dealers and Systems Integrators

How the Fast50  
is Calculated
The companies ranked in the annual 

SD&I Fast50 are recognized and ranked 

based on percentage growth and reve-

nue growth – with their overall ranking 

balancing those two considerations 

using a simple but effective algorithm. 

If we ranked companies purely on 

revenue growth, it would tend to favor 

larger companies – this way, the playing 

field is level for all entrants. 

We also balance the equation by 

studying three years of financial change 

to ensure that high-growth compa-

nies aren’t just “flash in the pan” types 

of businesses, but are able to sustain 

themselves. It also balances ups and 

downs. For example, a company on 

our list could have had negative growth 

in its first year but then achieved such 

strong growth in year two that the  

average was powerfully in the positive.

To enter, companies confidentially 

report to us their three most recent 

fiscal years worth of gross revenues. 

Using those numbers, we compute the 

revenue growth and percentage growth 

for each of their three most recent fis-

cal years. We average the growth num-

bers to generate an average revenue 

growth for the company, and we do 

the same for the company to create an 

average percentage growth.

Companies may enter as long as 

one of their key business efforts is 

the installation of security solutions 

(e.g., video, intrusion, access control, 

perimeter detection, biometrics, etc.). 

It doesn’t have to be a compamy’s sole 

business effort, but it does need to be a 

definitive part of the firm. 

How will (or has already) President Trump’s 
tax plan affect your business?

We will increase 
outside hiring29%

We will be able to 
invest more 
internally 

49%

26% It will have a limited effect

It will pave the way for 
mergers and/or acquisitions10%

It will not have  
an effect10%

Other14%

…on business challenges

“Customer acquisition is one of our biggest                 

challenges. We are using a variety of approaches 

including social media and direct marketing.” 

– Zach Grove, President, Armada Global Inc.

…on dealing with decreasing margins

“Field hardware and installation will become even 

more of a commodity and press margins for inte-

grators. It is critical that integrators continue to 

adapt their business models to maintain margins 

that will allow for growth and reinvestment.” 

–� Jamie Bumgardner, COO, Prime Communications Inc.

» The Fast50 is an annual rankings 
and market research feature in SD&I open to all 
North American security dealers/integrators. 
To access all of the results from all seven years 
of SD&I Fast50 rankings and research, visit            
www.securityinfowatch.com/sdifast50.
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