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Congratulations to the newest group of Elite Advantage* dealers. Monitronics’ Elite 
Advantage program recognizes dealers for submitting quality accounts and achieving 
high production. Keep up the good work!

Quantity*
Rank  Company     State
   1  Alliance Security        RI
   2  Power Home Technologies       VA 
   3  Liberty Security Systems          AB 
   4  Elite Home Security       UT 
   5  Alpha One Security Solutions   PR    

*Represents a rolling quarterly update of standings for August, September and October 2015.  
Dealers with bolded names are ranked on the Top 25 Quantity and Quality lists.
SEE THE FULL LIST OF RESULTS ON MONITRONICS.NET

Quality*
Rank  Company     State
   1  Safety Alarm       AB 
   2  Allstate Wireless Security         FL 
   3  Safe and Sound Security      CA 
   4  Alarm City       GA 
   5  Solvent Security       AZ      

Elite Advantage Results

In This Issue:

1Move Program Offer: Panel type dependent on availability. Offer available to 
customers with one-year Monitronics account history and up-to-date billing. 
Additional terms and conditions apply; please visit monitronics.com/terms-
conditions. 2Extended Service Option: $50 trip charge may apply. Additional 
terms and conditions apply; please visit monitronics.com/terms-conditions. 
3False Alarm Protection: Monitronics International, Inc. (“Monitronics”) will credit 
Customer’s monitoring account up to fifty dollars ($50) for each false alarm fine paid 
by Customer, if and only if, specific conditions are met. Please visit monitronics.com/
terms-conditions for more information. 4Theft Coverage: Monitronics International, 
Inc. (“Monitronics”) will reimburse Customer up to five hundred dollars ($500) of 
Customer’s paid homeowner’s insurance deductible if, and only if, specific conditions 
are met. Please visit monitronics.com/terms-conditions for more information. 
5Discounts may vary. 

The Consumers’ Choice Award® and any associated trademarks, slogans and logos 
are the sole and exclusive property of Market Data Systems, Inc. and its affiliates. The 
Consumers’ Choice Award® does not sponsor, affiliate, or endorse these products 
and services. Monitronics International, Inc. as the Recipient has been chosen as 
the recipient of the Award in the categories of (1) Home Alarm Security Systems – 
Headquartered in DFW and (2) Business Security Alarm Systems – Headquartered 
in DFW in the Survey Sampling International Survey in the Dallas, Texas area for the 
year 2013 Award Year. 

More than 
Security

Monitronics Rewards Program

Homeowners  
Insurance Savings
Customers with monitored home security 
are often eligible for homeowners insurance 
discounts. Ask your insurance agent how 
much you can save.  

Average Annual Insurance Premium
$1,200

Possible 20% Discount5

$240 per year

Average
monthly savings

$20

Mountain Security
555.555.5555

wwww.yourwebsite.com
License: TX1234

Mountain Security
1234 Street Suite 300

Dallas, TX 12345
555.555.5555

wwww.yourwebsite.com
License: TX1234

Upcoming 
Events:
DECEMBER:
California Alarm Association (CAA) Winter 
Convention (San Francisco, CA) | 12/9-12/12

JANUARY:
ESA Leadership Summit (Chandler, AZ) | 1/31-2/3 

FEBRUARY:
TechSec Solutions (Delray Beach, FL) | 2/2-2/3 

Company     State 
911 Security Systems    TN 
Affordable Technology    CA 
Allstar Networks     TX  
Alpha Omega Security    MD  
American Detection Team    CA 
ASI Sales & Services    TX  
Certified Alarm Services    UT 
E.S.S.C.     TN 
First Response Security    NV 
HHS Security Services    TX  
Homeland Security Services    NJ 
HSS Security     AZ 
iSecure 247     TX  
Multi-Link Security Service   MO 
National Security Alarms   NV 
Premier Security Solutions   CA 
Premier Tech Security    TN  
SECURE-IT     VA 
Security Enterprises    TN  
Security Plus     CA 
SGM Delta Technologies    IN 
Standguard Security    OH 
Superior Sound And Video   NV 
Total Security     OH 
USA Alarm Service    IN

Congratulations to our Q3 Premier Service Providers. Premier Service dealers 
are selected based on volume and high scores on the dealer scorecard. The 
Top 25 always exceed our national averages for service performance ratings. 
Thank you for providing outstanding service to our customers!

Premier Service 
Providers

Industry News, Featured Products 
and Blurbs p.14



“It was very purposeful that 
someone was hired from outside 
the industry to bring a different 
perspective to the business,” 
Gardner said. “We have plenty 
of security expertise at the 
company today. What I have 
is experience in very large 
companies that are recurring 
revenue businesses. I’m bringing 
that here, along with a lot of 
dealer experience.”

It’s important to recognize those 
two common threads between 
the wireless and security sectors: 
RMR and the role of dealers.

“Much like our business, wireless 
is a recurring revenue industry 
where it’s really about taking care 
of your customers, driving low 
attrition and growing revenue,” 
Gardner said. “Dealers were 
fundamental. At Alltel, we had 
our own stores and sold directly 
to consumers, but 40 percent of 
our business came from dealers.”

Commitment 
to a vibrant 
program
Gardner is very clear about the 
company’s commitment to our 
dealer program. There will be a 
strong investment in our brand 
and our online reputation, which 
will help Monitronics overall 
and benefit dealers by putting 
the company in a better light. 
You can also expect increased 
attention to interaction and 
support, and proactively working 
to help you become successful.

“I’m looking to collaborate with 
the dealers, listen to their ideas 
about how we can do better, 
and work with them to grow 
the business, but to grow it in 
a financially disciplined way,” 
Gardner said. “We want to help 
them with their own business 
plans, agree on goals and work 
collaboratively more than we ever 
have before to make sure they 
reach those goals.”

Naturally, Gardner is a big 
believer in the bottom line, which 
includes three specific metrics: 
creating accounts, reducing 
attrition, and managing creation 
multiples by acquiring new 
customers more efficiently and 
cost-effectively.

“Those are the three value drivers 
in our industry,” he said. “Our 
dealers can rest assured that 
we’re going to be focused on all 
of those, and we would like them 
to be similarly focused. If all of 
us pay attention to those three 
things, we’re going to have a very 
healthy business.”

Advantages 
in an evolving 
industry
As the industry changes and 
continues to expand with 
new competitors, Gardner is 
convinced that the product 
mix needs to evolve as well. 
He believes it’s time to make 
a strong commitment to move 
beyond the traditional 3-1-1 
approach to home security 
and take full advantage of new 
products and technology.

“We have a tremendous 
opportunity to put together 
product sets that are unique for 
the Monitronics Dealer Program 
and that really give us an edge in 
the marketplace,” Gardner said. 
“We give our dealers access to 
good products, but we haven’t 
really cracked the code with a 
product set that enables them 
to improve their sales. It has 
to be something that’s very 
different, that only we have 
in the marketplace. We have 
relationships with big dealers, and 
that means we have the volume 
and clout to bring it to bear.”

But one of our true advantages 
in an ultracompetitive market 
is customer service. It’s a 
passion for Gardner – not just 
as a differentiator against larger 
competitors but as a time-tested 
way of building a successful 
business.

“Dealers are going to 
hear a lot about new 
ways that we can help 
protect our customers, 
and some of the 
new advances that are 
coming to market,” he 
said. “We’re going to be 
very focused on continuing 
to invest and build on the 
customer experience.”

That’s beneficial to everyone, he 
said. It not only builds the bottom 
line for Monitronics and our 
dealers, but also reduces attrition 
and improves our reputation in 
the marketplace.

“If you start talking about 
business only in terms of revenue 
growth or earnings, and lose 
sight of the customer, you 
have nothing,” he said. “Every 
successful business I’ve been a 
part of has been about building 
a great customer experience. 
When you do that, good things 
happen for everyone.”

Moving quickly 
to make a 
difference 
When Gardner left Windstream in 
February of 2015, he took some 
time off to travel, recharge, spend 
some quality time with his family, 
and also to consider his options. 
He looked at many different 
opportunities, but Monitronics 
stood out. He was particularly 
attracted by our robust  
dealer program.

He started at Monitronics 
on Sept. 10 with more than 
25 years of leadership in 
the wireless and wireline 
telecommunications business, 
helping to build two Fortune 500 
companies – Windstream and 
Alltel – with billions of dollars in 
annual revenue.

But his skills actually fit like 
a glove. He’s learning more 
about our industry on a daily 
basis, but his true strength is 
an extensive background in 
finance and operations. He 
has experience in successfully 
leading dealer-involved 
businesses in an industry  
where the boundaries are 
rapidly changing.

 
The Right 
Leader  
At The 
Right Time 

At first glance, new 
Monitronics President 
and CEO Jeff Gardner 
isn’t a predictable 
choice for the job.  

2. Culture: 
Promote Fun 

And Success.  
“Our culture should be fun and rewarding 
to be part of, but it also has to be also 

proactive and aggressive.”

Believing 
in the  

Three C’s
Jeff Gardner has built a career 

as a successful CEO on three 
bedrock concepts:

1. Customer:  
Provide Outstanding  
Service.  

“We want to provide the kind of customer  
service that can really make a difference.”

“Regardless of what we do 
to change Monitronics, it’s 
not going to get in the way 
of building a stronger dealer 
program,” he said. “That’s been 
the foundation of this company 
for a long period of time, and I 
won’t lose sight of that as we 
plan for the future.”

“I’m trying to make a difference 
quickly,” he added. “I believe in 
the dealer program, and I want 
to build it bigger and better. We 
have a real bias for action now, 
and that’s why I’m here.”

3. Cadence: 
Move Quickly. 

“The world is changing very fast  
around us, and we have to be leading  

that change instead of reacting to it.”

p. 5p. 4 



By financing or reimbursing the 
upfront costs of account creation 
(commission, installation, 
equipment, overhead) through 
a dealer program, independent 
alarm companies could afford to 
mass-market alarms. Our dealer 
program excels in that business 
model, providing the up-front 
capital you need to stock the 
latest inventory, hire great 
people, market your brand and 
grow your business.

So the free basic alarm system 
was born – zero down, $24.99 
a month – and it was a winner. 
The market grew exponentially 
with the entry of new players 
who continued the strategy and 
refined the message:  
Alarms are free.

The need for  
a new 
narrative
But now there’s a problem 
with the “free security system” 
narrative. We are cycling out of 
this period in our industry into a 
new, dynamic marketplace with 
a growing range of high-tech 
offerings. Market penetration 
remains low, and too many alarm 
dealers focus on simply recycling 
consumers who already have 
home security. It’s time to seek 
out new consumers who are 
interested in home security, but 
also are ready for the idea of 
products beyond the free system.

It’s no small thing that what we 
offer saves lives and protects 
property. There are hundreds of 
thousands of homes that are still 
in need of protection, and we 
have the opportunity to move 
things in the right direction. We 
need to re-imagine the market. 
We need to stop giving away 
equipment.

It’s time to promote the value 
of the devices that we install 
based on a new narrative built 
not just on the value of home 
security, but the potential of 
advanced technology and 
home automation. Instead of 
simply re-signing customers or 
giving away alarms, we need to 
develop pricing that matches the 
investment we make in  
new installations.

There’s one obvious reason why 
this new approach makes sense. 
In our experience, accounts 
with an initial investment are 
33 percent less likely to cancel 
during the first year of service 
than those who pay nothing up 
front. When consumers put skin in 
the game from the beginning, they 
place greater value on their alarm 
systems.

More than  
just money
It’s important to understand that 
the idea of doing away with free 
systems isn’t about the dollar 
amount as much as it is the 
long-term benefit. There are  
other benefits to requiring an 
initial investment:

Create Value 
And Build 
Sales By 
Moving Away 
From Free 
Systems

• By eliminating customers who 
are taking what they perceive 
to be a “freebie,” you’re 
reducing your exposure to 
attrition during the guarantee 
period and helping to create a 
long-term customer.

• Internally, you’re separating 
the sales reps who can only 
give away a system from 
the reps who can actually 
sell a system. You can then 
develop the skills of your reps 
accordingly through training 
and coaching.

• You’re ensuring that every 
sale emphasizes value 
creation not just through 
the importance of home 
protection, but also by 
potentially growing a system 
through the enhanced 
security and lifestyle of 
today’s home automation 
products. That’s an attractive 
proposition for a homeowner 
who already understands the 
importance of investing in 
their property.

Today we have access to more 
technology than ever before. As 
luck would have it, we also have 
a world of consumers who are 
tech-savvy and into the Internet 
of Things (or IoT).  They want  
to be connected, and they want 
to be plugged in. Best of all, we 
have the products and services 
that enhance their lives and 
bridge the gaps between home 
and office. These are our  
future customers.

There are many new entrants 
to our industry, and most of 
you are competing with them. 
But remember this: They don’t 
have what you have. You have 
expertise and experience, along 
with a proven track record 
of serving the needs of our 
customers. You also have the 
benefit of being a Moni dealer. 
Working together, we have the 
most advanced, reliable and 
highest-rated service on  
the market.

That level of performance 
certainly shouldn’t be  
provided for free.

BY BARBARA HOLLIDAY
SENIOR DIRECTOR OF DEALER SERVICES

Accounts with an initial 
investment are 33% less 
likely to cancel during 

the first year of service 
than those who pay 

nothing up front. 

In the 
beginning
If you step back in time and 
consider the origins of our 
business, you’ll find that 
electronic alarm systems were 
traditionally big-ticket items 
purchased by the affluent 
to protect expensive items 
and property. Consumers 
valued electronic security as 
technology that would protect 
their investment, and they were 
willing to pay thousands of dollars 
along with an ongoing fee for 
professional monitoring services. 

As a wider variety of alarm 
systems and devices became 
available at a lower cost, and 
as communication methods 
advanced, marketers recognized 
security as a growth industry 
poised for integration into the 
lives of everyday consumers. 
Eventually, several companies 
defined a business model that 
introduced the “zero-down” 
market. 

Some of us have 
been around 
long enough to 
remember the 
birth of the free 
alarm system.
 
In fact, the concept has been part 
of the security industry for so many 
years that it’s hard to imagine a 
business model without it.

But changing times are requiring 
us to re-examine our strategies. We 
need to start by questioning the true 
value of a free security system.

p. 7p. 6 



As a high school senior, Metzger 
worked part-time selling 
cemetery space. Working a 
few hours each week, he made 
between $1,200 and $2,500 
a week as the company’s top 
sales rep (and later as a sales 
manager). Making great money 
working only a few hours each 
week sounds like a dream, but 
Metzger didn’t see it that way.

“I was successful, but I didn’t 
like it,” he said. “I’d only meet 
about two or three clients a 
week for about two hours each, 
so I didn’t have to work much. It 
wasn’t very enjoyable.” 

As a manager, one of his sales 
reps had a background in the 
security industry. Since they 
each worked only about six 
hours a week, they became 
golfing buddies and shared 
information on the course. 

Metzger showed the new rep 
the ropes of selling cemetery 
space, while he soaked up an 
understanding of the security 
industry in return.

After splitting his time between 
selling security systems and 
burial plots, Metzger chose his 
path and founded GuardMe in 
1997 at the ripe old age of 19. He 
had enough basic knowledge of 
the industry to get started, and 
enough cash squirreled away 
from his graveyard gig to finance 
it himself. Today, GuardMe has 
a presence in 37 states and has 
been part of our dealer network 
for about 2½ years.

After starting GuardMe, Metzger 
quickly recognized possibilities 
beyond the security space. Over 
time, the company has moved 
strongly into the audiovisual and 
home automation space.

“In the early 2000’s, at the 
beginning of the housing boom, 
we realized we had to diversify 
into more offerings beyond 
security,” Metzger said. “We 
felt that security was becoming 
a commodity, especially with 
builders. So we offered security 
but made our profit margins on 
things like audio and video. Now, 
more than half our business is 
no longer even just security, but 
large home automation systems, 
audiovisual systems and things 
like that.”

Regardless of the product 
mix, Metzger said, GuardMe’s 
success comes from attention 
to the basics. Sales volume is 
important, but it’s all about cost 
and attrition.

“It’s a lesson learned over 
time, but I think the mistake 
that’s made too often in our 

industry is that people are 
constantly chasing volume,” 
he said. “We’ve learned over 
time to focus on profit margin.  
Being profitable starts with 
management of creation cost 
and ends with controlling 
attrition. Volume will come from 
running an efficient business, 
knowing your numbers, 
understanding your marketing, 
and not being afraid to stop 
doing things that aren’t working. 
What you’re doing might be 
driving volume, but it has to be 
driving profitable volume.

“Running a clean business will 
correlate to acceptable volume 
levels, but also to a very highly 
profitable business,” he added. 
“That’s what everybody should 
be after, as opposed to worrying 
about how many units you sell in 
a month. That’s what’s going to 
give you longevity.”

Owners and executives 
typically have interesting 

stories about how they got 
involved in the industry. 

But it’s hard to top 
GuardMe Security founder 

and CEO Craig Metzger, 
whose path to the security 

business actually went 
past the graveyard.

- Craig Metzger, GuardMe

We’ve learned over time to focus on 
profit margin. Being profitable starts 
with management of creation cost and 
ends with controlling attrition. 

p. 9p. 8 



BY JASON JOHNSON
NATIONAL TRAINER

Let’s focus on a relatively simple 
way to reduce attrition. Start 
by understanding the benefits 
of signing customers up for 
payment with ACH checking. 
Our experience shows that 
customers who use ACH are 
less likely to get behind on their 
payments.  

We have found that 50 percent of 
accounts that are 60 days past 
due are likely to chargeback.   
Credit cards have a much higher 
rate of being lost, stolen, or 
expiring. By actively pursuing 
ACH accounts – and by handling 
collection efforts early in the 
process – you can help lower 
the percentage of first notice 
accounts and also reduce 
chargebacks.

Once you understand the 
importance of ACH payments, 
the next question is: How do you 
get sales reps to gain that same 
understanding? 

Start by introducing this payment 
method to new sales reps during 
the early phases of training. ACH 
payment affects your bottom line, 
so think of ways you can make 
your sales reps understand that it 
can impact their personal bottom 
line as well.

One way is through incentives. 
Consider rewarding your reps with 
a $20 or $30 commission bonus 
for each new ACH account, or 
provide smaller incentives to new 
reps so that they get an early 
understanding of the importance 
of ACH and chargebacks early in 
their training.

You could also choose the 
opposite approach: Make a 
deduction for sales reps who 
don’t set up ACH accounts. 

Even minimal deductions can 
add up. With a $50 deduction 
per account, if a sales rep signs 
up three new deals a week with 
credit card payment, it would 
result in $150 in deductions. 
That’s $600 a month, and $7,200 
a year. That not only shows reps 
the real impact on their personal 
earnings, but also creates a 
pool of money that you can use 
towards growing your business.

Just by taking these simple steps, 
you create a situation where 
everyone benefits. The customer 
starts out on the right foot with 
the correct form of payment, the 
rep understands the importance 
of ACH, and you see the results 
on your bottom line with cleaner 
accounts that will bolster  
your portfolio.

coming soon
to a city near you

sales savvy:  
EMPHASIZE 
ADVANTAGES OF 
ACH OVER CREDIT 
CARD BILLING

MEET YOUR 
ACCOUNT 
EXECUTIVE 
AND ACCOUNT 
MANAGER
In an ongoing effort to support 
your business, we’ve added 
to your team! You  now have a 
dedicated Account Executive (AE) 
and Account Manager (AM). 

In Dealer Development, your 
Account Executive provides 
ongoing training customized to 
your specific needs, including 
training on sales, operations, 
job costing and our technology 
offerings. Your AE works to help 
you achieve company goals,  
and foster healthy growth for  
long-term success.
 
In Dealer Support, your Account 
Manager specializes in  
maximizing profitability and  
mutual account performance. 

 

Jared Noell | AM, National

Eric Trevino | AM, National

David Chen | AE, Western Region

Tavares Hunter | AE, Central Region

Adan Coss | AE, Eastern Region

Katerina Bakunina | AM, Western Region

Tyson Pradia | AM, Central Region

Sarahi Sanpedro | AM, Eastern Region

Successful Moni 
dealers will tell 

you that there’s no 
magic involved in 

running a profitable 
business. They 

keep a watchful 
eye on outstanding 

customer service, 
lowering the 

cost of customer 
acquisition, and 

reducing account 
attrition. 

Three Ways to Push Through
ACH Objections
 
1. IT’S TOO DIFFICULT. “We do a secured draft for the monitoring, 
so all I need from you is a voided check.”

2. THEY PREFER MANUAL BILLING. “Our company has made 
efforts to go green, so we don’t mail paper statements to your 
home. Instead we can do an easy secured draft from your account. 
If I can get a voided check, we can get started.”

3. THEY PREFER CREDIT CARDS. “Because of the potential for 
credit card identity theft, we like to make sure all billing is done 
through a secured process, and allow you to change it later if you 
want.  Let’s start with a voided check so that we can set it up.”

WE’RE HERE TO 
SUPPORT YOU: 
800.615.3844

p. 11p. 10 



creative outlet

Companies can avoid significant 
employment tax and other 
liabilities by classifying certain 
workers as independent 
contractors instead of employees. 
However, simply labeling a worker 
as an independent contractor 
is not sufficient, even if the 
parties have a written agreement 
concerning that designation.

Courts apply different tests to 
evaluate a worker’s independent 
contractor status and it may be 
possible to be an independent 
contractor under one test and an 
employee under another.

There is no single definitive 
legal test to determine whether 
an independent contractor or 
employment relationship exists. 

But, here is a quick review of 
independent contractor tests 
under the federal Fair Labor 
Standards Act (FLSA) and the 
Internal Revenue Code (IRC). 
Other independent contractor 
tests, including under state law, 
may apply. Companies should 
understand the tests applicable to 
their working relationships  
and jurisdictions.

The FLSA 
Independent 
Contractor 
Test:  
Economic  
Realities
Under the FLSA, courts consider 
whether the worker is dependent 
economically on the company to 
which he provides his services. 
An individual’s specific work 
circumstances determine his 
employment status under the 
FLSA. Contractual language, the 
worker’s title or label, and common 
law factors evaluated  
in isolation do not define  
the relationship. 

No single factor determines a 
worker’s status as an employee 
or independent contractor. 
Courts analyze the totality of the 
working relationship, including 
consideration of five factors 
originally identified by the U.S. 
Supreme Court:

• The degree of control.
• The relative investment  

in facilities.

• The worker’s opportunity  
for profit and loss.

• The permanency of the 
parties’ relationship.

• The skill required for  
the work.

Courts generally consider these 
five (or similar) factors and most 
have added a sixth: Whether the 
worker’s services are integral to 
the company’s business.
 

The IRS 
Independent 
Contractor Test
Under the IRS’s independent 
contractor test, the company’s 
degree of control over the 
work plays a significant role. 
For example, the IRS’s general 
rule is that an individual is an 
independent contractor if the 
person for whom the services are 
performed has the right to control 
or direct only the result  
of the work and not the means 
and methods of accomplishing  
the result. 

The criteria are grouped into three 
general categories:

Behavioral control (the right to 
control the manner in which work 
is performed).

BY JENNY MCCARLEY
DIRECTOR OF LEGAL COMPLIANCE

Avoid 
Misclassification 
Of Independent 
Contractors

Financial control (the right to 
control economic aspects of a 
worker’s activities).

The relationship between the 
parties, which includes such 
factors as:

• Written contracts. While 
written contracts are not 
sufficient to determine a 
worker’s status, they may 
evidence the parties’ intent.

• Employee benefits. 
Independent contractors are 
not typically entitled to receive 
benefits an employer provides 
to its employees.

• Permanency of the 
relationship. Independent 
contractors are typically 
engaged for specified periods 
or projects. 

• Services provided that are key 
aspects of the business.  If 
services are a key aspect, it is 
more likely that the worker is 
actually an employee of  
the company.

As you evaluate your internal 
processes related to this reminder, 
please feel free to contact us. We 
can refer you to law firms that 
specialize in employment law.

 To learn more visit  
www.alarm.com.

© 2015 Alarm.com. All r ights reserved.

NOW AVAILABLE: 

Alarm.com Stream 
Video Recorder

Continuous Recording
The Alarm.com Stream Video Recorder 
(SVR) provides secure 24/7 high  
definition recording, with remote video 
streaming accessible from anywhere.

Fixed Lens Pan Tilt Video ServerOutdoor Day/Night Dome

Full line of HD cameras  •  Infrared night vision  •  Wireless with EZinstallTM 

icontrol one. 
The Security & Home 
Automation Solution 
That Has It All. 

Discover how easy offering 
interactive security and home 
automation can be with 
!control One, coming soon to 
Monitronics dealers. !control 
One is designed to be 
compatible with many 
leading security panels, and 
features an lmmersive HD 
Video™ experience and easy 
installation. Best of all, it 
provides the enterprise-class 
reliability and performance 
you'd expect from a leader in 
home automation. 

Coming soon to
Monitronics dealers! 

icontrol. 
NETWORKS 

Contact your Monitronics 
representative for more details. 

© 2015 !control Networks, Inc. All rights reserved. lcontrol, 
!control Networks and the lcontrol logos are trademarks of 

!control Networks, Inc. 

The ProShop has a new suite of sales sheets, brochures and 
pop-up banners to help with your marketing efforts and show 
that you’re an industry expert. Based on your feedback, we have 
incorporated more color options and a gallery of images for 
you to choose from based on your target audience. Customize 
each piece with your company contact information and logo to 
represent your brand.

Security is Our Priority
Alarm Response Center

YOUR PROTECTION IS OUR PRIORITY

An estimated 2.1 million U.S. burglaries occurred in 2012; 
that’s 1 every 15 seconds. Even in the safest neighborhoods, 
the threat of burglary is real. That’s where Monitronics comes 
in. Since 1994, we’ve taken pride in protecting customers and 
their families. Today, over 1 million customers trust us as their 
personal home security provider.

Monitronics partners with the industry’s leading brands to bring 
you the most advanced home security products and services. 
But our greatest value to you is our award-winning, 24/7 alarm 
monitoring service. Our certified operators are your silent 
guardians. We hope you never have to hear from us, but there’s 
comfort in knowing we’re always here in case of an emergency. 

It’s not just our job. It’s our mission.

HOW WE PROTECT YOU

Based in Dallas, Texas, Monitronics’ CSAA Five Diamond 
Certified Alarm Response Center delivers advanced, reliable 
alarm monitoring to over 1 million customers nationwide.  
Our trained operators ensure fast, professional response to 
burglary, fire, carbon monoxide, and medical emergencies.
 
Monitronics is at the forefront of monitoring innovation. 
We’re a charter member of the ASAP (Automated Secure 
Alarm Protocol) program that works with police departments 
to exchange dispatch information electronically. Currently 
available in select cities, the normal 3-4 minutes needed to 
convey emergency information to a police department over 
the phone is now reduced to a matter of seconds. Rest easy 
knowing we’re here around the clock, helping keep you and 
your family safe.

Your alarm 
sounds

Alarm signal is sent to 
the monitoring center

Certified operator 
receives the alarm signal

Attempts are made to 
reach the owner;

if necessary, appropriate 
authorities are notified

Call Mountain Security Today:

555.555.5555

HomeTouch® Care

ENVIRONMENTAL SENSORS

CAMERAS

Smoke Detectors Heat Detectors Carbon Monoxide
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LIFE SAFETY

Medical 
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Motion Detectors

Keychain  
Remote

SECURITY 

Door/Window 
Sensors

Glass Break 
DetectorsSenior citizens want to remain independent and secure as 

they enter their golden years, and Monitronics has the answer. 
HomeTouch® Care offers affordable and dependable home 
automation with the extra protection of medical monitoring. 

INCLUDED IN THIS PACKAGE:
•  Free extended service.
•  Free installation.
•  Free equipment.
•  1 Full-Color Touch-Screen Keypad.
•  1 Keychain Remote.
•  1 Pet-Sensitive Motion Detector.
•  3 Door/Window Sensors.
•  Security Yard Sign & Window Decals.
•  1 Medical Pendant or Watch.

HOMETOUCH FEATURES:
•  Arm/disarm your system remotely
•  Local weather alerts

ADD-ON FEATURES

An Extra Level of Security for Seniors

Starting at

$46.95/month*
$99 activation fee required

*HomeTouch Care: For new residential customers only. Promotional pricing applies to service rates only and excludes taxes, permit fees and other charges, including $99 activation fee. Equipment type
dependent on availability. Monthly rate based on 36-month or 60-month monitoring agreement; may increase after 12 months. Standard message and data rates may apply to all text alerts.Video
recordings only available for pre-selected activities. Credit restrictions may apply. Minimum trip charges apply to Extended Service. Not available in certain geographic areas. Offers may be modified or
discontinued without notice. HomeTouch requires the installation and/or activation of a compatible alarm system with Monitronics monitoring service and a compatible computer, smartphone or tablet with
Internet and e-mail access. Equipment fees and monthly charges apply if additional equipment ordered. Installation work performed by licensed personnel where required by law. The medical alert
system is not a medical device and does not provide medical advice, which should be secured from qualified medical personnel. The medical alert system is not designed to work away from the home.
Additional Terms and Conditions may apply. (http://www.monitronics.com/terms-conditions)

Call Mountain Security Today:

555.555.5555

License: TX1234

1234 Street Suite 300 | Dallas, TX 12345
wwww.yourwebsite.com

More than Security
Monitronics Rewards Program

HOMEOWNERS INSURANCE SAVINGS
Customers with monitored home security are often eligible for 
homeowners insurance discounts. Ask your insurance agent 
how much you can save.  

Average Annual Insurance Premium
$1,200

Possible 20% Discount5

$240 per year

Average
monthly savings

$20

Along with our award-winning alarm monitoring service, we provide solutions that make 
customers’ everyday lives easier. Security made simple – that’s what you deserve.

FREE MOVE PROGRAM
We move with you – for FREE. You get a brand-new 
security system at no charge and we transfer service to 
your new home.1

FALSE ALARM PROTECTION
False alarms waste time and money for you and 
emergency responders. We will credit your account up  
to $50 for each false alarm fine paid by you.3

 

EXTENDED SERVICE
Parts and labor are covered when your security system 
needs service, under normal operating conditions and  
due to ordinary wear and tear.2

THEFT COVERAGE
We’ll reimburse up to $500 of your paid insurance 
deductible if you have property stolen while your 
Monitronics-monitored security system is armed.4

1Move Program Offer: Panel type dependent on availability. Offer available to customers with one-year Monitronics account history and up-to-date billing. Additional terms and conditions apply; please visit monitronics.
com/terms-conditions. 2Extended Service Option: $50 trip charge may apply. Additional terms and conditions apply; please visit monitronics.com/terms-conditions. 3False Alarm Protection: Monitronics International, 
Inc. (“Monitronics”) will credit Customer’s monitoring account up to fifty dollars ($50) for each false alarm fine paid by Customer, if and only if, specific conditions are met. Please visit monitronics.com/terms-conditions for 
more information. 4Theft Coverage: Monitronics International, Inc. (“Monitronics”) will reimburse Customer up to five hundred dollars ($500) of Customer’s paid homeowner’s insurance deductible if, and only if, specific 
conditions are met. Please visit monitronics.com/terms-conditions for more information. 5Discounts may vary. 

The Consumers’ Choice Award® and any associated trademarks, slogans and logos are the sole and exclusive property of Market Data Systems, Inc. and its affiliates. The Consumers’ Choice Award® does not sponsor, 
affiliate, or endorse these products and services. Monitronics International, Inc. as the Recipient has been chosen as the recipient of the Award in the categories of (1) Home Alarm Security Systems – Headquartered in 
DFW and (2) Business Security Alarm Systems – Headquartered in DFW in the Survey Sampling International Survey in the Dallas, Texas area for the year 2013 Award Year.

1234 Street Suite 300 | Dallas, TX 12345
wwww.yourwebsite.com

Call Mountain Security Today:

555.555.5555

License: TX1234

Pop Up Banners: 
Make your company stand out 
with our portable 7’ pop up 
banners. 

Award-Winning Alarm Response 
Center (Sales Sheet And 
Brochure): 
Show potential customers that 
you are partnered with an award-
winning Alarm Response Center 
that provides the best possible 
service and protection to over 1 
million customers with 24-hour live 
alarm monitoring.    

Monitronics Rewards Programs 
(Sales Sheet and Brochure): 
Monitronics provides a number of 
extras that make your customers’ 
lives easier, including the Free 
Move Program, Extended Service, 
False Alarm Protection, and  
Theft Coverage. 

HomeTouch Care (Sales Sheet 
and Brochure): 
Senior citizens want to remain 
independent and secure, and our 
HomeTouch Care packages are 
the answer.  Show your customers 
the affordable and dependable 
home automation packages that 
include medical monitoring.   

Security Equipment (Sales Sheet 
and Brochure): 
The Security Equipment sales 
sheets and brochures cover 
panel system features, equipment 
imagery, functionality and home 
automation features so that your 
customers can manage their 
homes remotely.   

legal corner: 
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Alarm Response Center 
Commendations

Product 
Spotlight

2GIG 
Thermostat
 
This thermostat connects to all Z-Wave hubs, including the 
2GIG Go!Control panel, giving a customer control over their 
home’s comfort from any location. It’s easy to install, with 
a front-loading battery compartment that holds four AA 
batteries to power the thermostat for up to two years. It also 
can be powered by the HVAC system’s 24 VAC “C” wire. It’s 
compatible with most contemporary Central HVAC systems 
(standard or heat pump), making it an ideal solution for 
retrofit or new construction.

Monitronics is only as good as 
the employees who contribute 
their time and energy to make 
the company successful. 
Monitronics is greater because 
of their commitment to 
excellence. We celebrate and 
appreciate their efforts.

Emergency Dispatch Operator: 
Daniel Ramos
Alarm signal: Tamper; Burglar
Installing dealer:  
Alliance Security

Early one morning in August, 
Daniel Ramos handled a tamper 
signal from a customer’s home. 
The customer was out-of-state 
at the time, but still took the time 
to praise the service that Daniel 
provided. “He was professional 
and efficient,” the customer said. 
“I really appreciated his help 
today. It’s nice to know that  
such competent help is available 
and keeping track of things  
at my home.”

Daniel was also singled out 
by a customer whose burglar 
alarm went off in September. 
The customer took the time 
to let us know how valuable 
Daniel’s service was. “Daniel was 
professional, efficient, and he 
listened to me. Daniel is A-OK!”

Emergency Dispatch Operator: 
Nathalie Nava
Alarm signal: Multiple signals
Installing dealer: Pinnacle Security

Nathalie Nava responded to 
multiple signals coming from 
a customer’s home early one 
morning in October. Firefighters 
quickly arrived to handle the 
emergency. The customer later 
praised Nathalie: “There was a fire 
at my home, and I kept pressing 
my medical pendant and the 
fire button on the keypad to let 
you know there was a fire and I 
needed help!” Nathalie’s response 
was quick and decisive.

“20 Under 40” 
Recognizes 
Monitronics 
Executive and 
Two Authorized 
Dealers
We’re proud to say that Monitronics 
has a substantial presence on the 2015 
Security Systems News “20 Under 
40” integrators list, including one 
Monitronics executive and leaders of 
two companies in our dealer program.

Congratulations to Barbara Holliday, 
Senior Director of Dealer Services for 
Monitronics; Ben Brookhart, CEO of 
Power Home Technologies; and Brian 
Fabiano, Chief Marketing Officer for 
Alliance Security!

“I’ve long admired the careers and 
accomplishments of previous 20 Under 
40 honorees,” said Holliday, who 
started with Monitronics in 1998. “It’s 
a privilege to be in the 2015 class, and 
I’m honored to have been included with 
such an outstanding group of people.”

Holliday, Brookhart and Fabiano all 
gave a great deal of credit to colleagues 
at their respective companies. 
Brookhart has been involved in the 
security industry since 1997, and co-
founded Power Home Technologies in 
2004. The company has been with Moni 
since 2011, and now has locations in 
seven Southeastern states.

“I’m honored to be selected to SSN’s 
20 Under 40,” he said. “It’s a great 
accomplishment that I couldn’t have 
achieved without great employees, 
vendors, and business partners.”

Alliance Security has been an 
authorized dealer since 2008. Fabiano 
was an IT contractor for a security 
dealer before co-founding Alliance 
Security in 2003.

“I’m excited to be chosen, especially 
along with such a group of fantastic 
people in our field,” he said. “Without 
the support of everyone in our company 
who push Alliance to think outside the 
box and do the things we do, I certainly 
wouldn’t have been selected.”

All 20 winners will be honored at the 
annual TechSec conference in Delray 
Beach, Fla. on Feb. 2 and 3, 2016.

2GIG-GC-TBZ48 

Award-Winning Dealer Marketing  
The Dealer Marketing team was honored at the 12th Annual Stevie 
Awards for Women in Business. The team received a Bronze Stevie® 
Award for the ISC West 2015 Campaign in the category Marketing 
Campaign of the Year.

The complete line of Interlogix™ intrusion solutions can now be found at 
ADI stores nationwide. Starting with security, Interlogix delivers industry-
leading products that measure up when and where it counts the most. 
To learn more, visit interlogix.com.

Interlogix is part of UTC Building & Industrial Systems, a leading provider of intelligent building 
technologies that make the world a better place to live. © 2015 United Technologies Corporation, Inc. 
All rights reserved. 

Now available
at ADI.
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Barbara Holliday,  
Monitronics

Ben Brookhart,  
Power Home Technologies

Brian Fabiano,  
Alliance Security

Monitronics Announces  
2016 Dealer Council
Craig Metzger of GuardMe is one of three dealers who will 
serve on our 2016 Dealer Council. It’s a “think tank” that’s 
made up of successful business owners with exceptional 
communications skills who were nominated by their peers to 
become part of the council.

In addition to Metzger, other members are Todd Johnson, 
CEO at Capital Connect in Tucson, Arizona; and Russell 
Keddie, managing partner of Liberty Security in Edmonton, 
Alberta (Canada). Each member’s term is for one year.

They will contribute to our Authorized Dealer Program by 
helping to develop and beta-test new initiatives; identifying 
potential issues and solutions; and fine-tuning dealer 
communications. They’ll also serve as ambassadors for our 
dealer program for the purposes of references and recruiting.

“I was in a dealer program before joining Monitronics, and 
I was president of the dealer council there,” Metzger said. 
“There’s definitely value in it. It’s a two-way street: The council 
is a good way to help both Monitronics and the dealers be 
profitable and successful.”

Sweepstakes 
Winner
Gets VIP 
Treatment
Trey Chaffin of Birmingham, 
Alabama, may only be 20 years 
old, but he’s been a devoted 
NASCAR fan for years. So he was 
thrilled to learn that he had won 
the grand prize in our Moni Motor 
Madness sweepstakes, which  
was part of a comprehensive 
Facebook campaign.

Trey and his dad enjoyed two 
prime seats at the Nov. 8 AAA 
Texas 500 NASCAR race at Texas 
Motor Speedway, along with two 
full-access pit passes, lodging 
and transportation. “It was one 
of the best experiences I’ve ever 
had,” Trey said after the race. “We 
just had an amazing time.”

Trey also received a free basic 
security package, along with three 
years of free monitoring. He plans 
to surprise his grandparents with 
that as a present.

And 
the winner is...

Congratulations to American Defense Systems and Palmetto 
Alarm for winning the 2015 Moni Football League (MFL) 
Challenge! The winners will receive an all-expenses paid  
Dallas Cowboys Experience! 

p. 15p. 14



Peace of Mind with  
More Options than  
Ever Before! 

With an extensive set of panel features and compatible  
products to include a variety of wireless keypads, keys  
and sirens, IMPASSA is also now compatible with:

- WTK5504 2-Way Wireless TouchScreen Arming Station
- Alarm.com and Telguard interactive solutions

Give your customers more options. The choice  
is all yours with Monitronics.

For more information, talk to your Monitronics security professional.

From Tyco Security Products

© 2014 Tyco Security Products

Monitronics now offers dealers 
more options to work with than 
ever before with IMPASSA, the 
next generation all-in-one security 
system from DSC.

the big picture

www.lynxtouchtoolkit.com
© 2014 Honeywell International Inc. All rights reserved.

Sell up to four cameras with every  
LYNX Touch 7000 Control System!
Make more money per install by adding video, Honeywell  
Total Connect™ Remote Services, two-way voice over Wi-Fi®  
and Z-Wave® automation. 

Simon XTi 
is the perfect fi t.
Now available with a white faceplate to compliment any 
decor, the new look of the award-winning Simon XTi is clean 
and simple. Featuring self-contained security, life safety and 
lifestyle management, Simon XTi delivers image capture 
technology and an easy-to-use touch screen to keep homes 
connected, protected and a whole lot more. 

interlogix.com/simonxti

CONTACT YOUR DISTRIBUTOR FOR NEW PRICING INFO!

_simon_xti_ad.indd   1 11/19/13   1:4

Make the SMART choice…
TRI-ED is your optimal distribution partner.

 S  ales Support
M  anufacturer Registration
 A  ggressive pricing
 R  ewards Program
 T  echnical training

Your distributor 
should be more 
than just a 
warehouse. 

The right partner 
can make the 
difference.

Contact us for all of your security, connectivity, fire and automation needs.

Connectivity • Security • Solutions 

888 874 3336 (Branch Sales)  800 366 4472 (Technical Sales) 

TRI-ED carries the industry’s leading manufacturers:

For a full list of our supplier partners, visit www.tri-ed.com 
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