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Managed access mainstream?
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main drivers fueling managed AC’s wider acceptance. “One is
hardware costs and commoditization—hardware is getting cheaper.
The hardware’s becoming smaller and more efficient so you can
put more capability in a smaller box. Also, the cost of connectiv-
ity is coming down quite a bit,” Jobanputra said. “Another trend
1 see—and this will really accelerate things going forward—is the
availability of 3g and 4g network cellular technologies. We basically
have cellular modems now with really good bandwidth, and they're
becoming cheaper. There's embedded versions of these, and we
now have manufacturers who are putting cellular modems inside
their equipment and it makes it easier to deploy.” Esprida markets

all about recurring revenue. It's the whole reason Integrator Support
[a firm that helps integrators generate RMR, for which G4S supplies
the video monitoring fulfillment] was formed. The problem is that
dealers looking to get into a new technology or a new business can
very easily make mistakes,” Cordasco said. “So Integrator Support
acts as a clearing house for any of the technologies they’re going to
offer. They've vetted it so that they’ll be able to keep the little dealer
from Lincoln, Nebraska, [rom screwing up his business.”
Jobanputra agreed there was a fundamental change occurring with
both end users and manufacturers in which everyone was more open-
minded and the more “innovative” companies were embracing new
business models. “Software systems have evolved quite a bit, as well

its products and services worldwide through
OEMs, distributors, strategic partners and a
direct sales force.

Szezygiel said that changing technology
had led to impressive growth at Brivo. “Brivo
has been in the ‘Security as a Service’ busi-
ness for 10 years and our growth has been
exponential. We have enjoyed double digit
growth in years like 2009 where most of the
security industry contracted. We are seeing
many new integrators with an awareness of
hosted and managed access,” Szezygiel said.
“This is somewhat driven by a desire to shift
their business model from a hardware installer
to service provider but is also driven by end-
users who are asking [or alternatives to the
traditional shrink-wrapped client/server solution.”

Atteberry agreed growth in the managed services market was
impressive and said Siemens felt positively about the future. “For
full remote security management of a security system, including
hosted and managed access control, hosted and managed video, and
two-way audio interaction, we foresee about a 15 percent market
growth over the next two years,” Atteberry said.

CHANGING PERCEPTIONS

“Its always been around, but it hasn’t been as mainstream because
of the limitations in technology,” Honeywell’s Smith said. “Today,
we're seeing a huge uptick in the number of dealers getting in on
this primarily because a lot of them are already doing some sort of
RMR either through intrusion or video or they just realize that RMR
is really the true value of your business in the long run.”

Eden Prairie, Minn.-based USA Security provides Honeywell’s
managed access control. USA sales manager Kohler Brandon agreed
additional revenue streams are attractive. “I still think there are a lot
of security companies that don’t want to touch managed services.
However, the ones that do will be the ones around in the future
and I guess then you can call it mainstream,” Brandon said. “The
benefits are endless and the RMR is plentiful.”

Cordasco agreed the draw of RMR would drive growth going
forward and lead to more dealers becoming service providers. “It’s
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“For full remote security
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interaction, we foresee about
a 15 percent market growth

over the next two years.”
—Phil Atteberry, Siemens

... Ten years ago there was this whole idea of,
T'm inviting Big Brother into my house, and
he’s going to watch everything I do and this
evil corporation is going to know all my usage
patterns.’ And that sort of sentiment has really
dropped off,” Jobanputra said. “Corporate
manufacturers are more open-minded now.
In the past, corporations in a manufacturing
setting were focused on ‘How many boxes did
I ship?’ and all revenues were proportional
to how many boxes were shipped. And the
minute you talk to these guys about service
or software, it's a huge paradigm shift.”

Atteberry affirmed there was a shift into
this new managed-services provider trend as
acceptance of new business models grew. He
feels the end result will be greater value. “It’s all about looking at ways
to come up with cost-effective solutions, looking at new technologies,
at software-as-a-service to transfer a lot of our capital expenditures
and turn them into operational costs. Its all about providing that
kind of value to our customers. Its the value that they want and need
to be more effective in what they do,” Atteberry said. “I would say
another driver is that the software-as-a-service model is becoming
more and more accepted by, not only the security industry, but by
business as a whole. Several years ago there were only a few things
we did on the web. But now more and more companies are utilizing
these kinds of tools. There’s a greater acceptance of utilizing the web
as a ool to conduct day-to-day business.”

Szczygiel agreed the Internet had shifted everyone’s perceptions
of what was possible and accessible to the average individual, but
warned new entrants to the market to be careful not to get swept
up in the new technology and promise of new revenue. “There is a
viable business in creating new managed access centrals sprinkled
around the U.S. in the short term. But I think in the long term,
integrators are spending a lot of money to set up infrastructure that
is, in my view, destined to be overrun by this march of technol-
ogy,” Szczygiel said. “Everything is going the same way—toward
more centralized services delivered from specialized providers
who can do it all at a much lower cost and much higher quality
level than any mom and pop could ever do it.”
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