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Be where your customers are
Target the right prospects through Security Systems News’ engaged audience 

List Rentals
Reach Security Systems News’ audience with your own direct mail piece or email.  
Contact Julie Salles at Infogroup. Phone: 402-836-5667 | email: Julie.salles@infogroup.com
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Qualified Circulation
The most savvy integrators and installers in the industry—those companies 
you want as your customers—read Security Systems News. Our print 
edition alone reaches more than 26,100 qualified professionals.
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Source: 
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Battery Ventures 
to buy NICE PSBU

Non-profi t gives vets ‘freedom’

By Martha Entwistle
PLAINSBORO, N.J.—Security 
industry veteran Frank De Fina, 
61, who served as a top executive 
for a number of video surveillance 

Surveillance Systems 
Inc. creates Allegiant 
Giving to support 
disabled veterans

By Martha Entwistle
BOSTON—Battery Ventures, 
a technology invest-
ment firm based here, 
will acquire the physi-
cal security business 
unit (PSBU) of NICE 
Systems for up to $100 
million.

Jesse Feldman, gen-
eral partner at Battery 
Ventures, told Security 
Systems News that Battery will 
use the PSBU as a platform for 
growth and it is interested in 
possibly acquiring access control 
capabilities and more analytics 
capabilities as well.

By Amy Canfi eld
DALLAS—Forty percent of new 
security monitoring subscribers 
are signing with nontraditional 
providers, according to Tom 
Kerber, Parks Associates direc-
tor of research, home controls 
and energy.

Cablecos and telecoms have 
made big inroads into the resi-
dential security market, and 
they’re in it for the long run, 
according to new research 
about competition in the indus-
try from Parks Associates.

Parks Associates: The ‘silver lining’ for 
traditional companies is home automation  “We have a signed deal. We’re 

just waiting for regulatory 
approval; we expect the 
deal to close in 30- to 
60 days,” Feldman told 
SSN August 3.

Battery will pay $85 
million cash and up 
to an additional $15 
million for the video 
surveillance and PSIM 
provider.

Battery intends to use the PSBU 
to create a standalone company 
based in the PSBU’s current head-
quarters in Paramus, N.J. It will 
have additional offi ces in London 

 DE FINAsee page 41

NICE see page 42

By Martha Entwistle
ROCKLIN, Calif.—His integra-
tion firm hit a major financial 
milestone and moved into a new 
18,000-square-foot headquar-
ters this year, but Surveillance 
Systems president Todd Flowers 
would rather talk about his non-
profit organization, Allegiant 
Giving, which supports disabled 
veterans.

“SSI has had phenomenal 
growth and we’re on track to hit 
$25 million this year, but as we 
experience this growth I don’t 
want to lose sight of SSI’s culture 
of giving back,” Flowers told 
Security Systems News. 

Flowers and his brother-in-law/
business partner, Mark Haney, 
founded Allegiant Giving four 

SSI see page 19

Future acquisitions could include access control

Frank
De Fina 
dies at 61 

Although traditional security 
companies still are responsible 
for more than 75 percent of the 
monitored security market, 
they need to be more proactive 
to stay competitive, Kerber told 
Security Systems News. 

“A lot of people, when cable 
and telecom entered the securi-
ty space, said they’ve done that 
before, they come and they go, 
but I think this data says they 
are here to stay. They’re going to 
market with a full suite of home 

STUDY see page 29

Well-known executive 
Panasonic, Samsung, 
Hikvision, was an 
accomplished 
musician, founded fi rst 
college security degree 
program

Jesse Feldman

SYSTEMS INTEGRATOR HAS ‘CULTURE OF GIVING BACK’ 

Lance Cpl. Thomas Parker enjoys the great outdoors with his wife and 
two daughters. Parker served in Afghanistan and lost his legs when 
he stepped on an IED while returning to camp. He said the ActionTrac 
chair provided by SSI ‘has allowed me to be the dad I want to be to my 
daughters.’ 
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product considered by 
the editors, please submit 
a photo, a description and 
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features to Cath Daggett 
at cdaggett@securitysystemsnews.com. Put “new 
product” in the subject line of your email.

Advertising opportunities include:

Display Ads / Inserts / Wraps + Tips
The foundation of any marketing campaign. Get your
message seen in the pages of Security Systems News.

Marketplace Ads
Ads in this targeted section enable you to influence
thousands of readers without breaking your budget.
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Commercial & Systems 
Integrators
News on the companies 
doing the most progressive 
and complicated work in the 
security industry. Large or 
small, these companies are 
working with new technologies 
to provide solutions to 
increasingly difficult problems.

Residential Systems
Where the public meets the 
industry to protect family and 
home.

Monitoring
Following the evolution 
of monitoring, from video 
verification to two-way medical 
monitoring. Keeping you up to 
date on who’s offering what 
and who’s working with whom.

Suppliers
News on manufacturers 
and distributors—including 
mergers, acquisitions, new 
products, new CEOs and 
everything else that affects the 
way installers and integrators 
win and retain business.

Official ISC West  
Must-See Product Guide
Reach ISC West attendees
This product guide lists hundreds of products by 
category and serves as a road map for attendees as 
they navigate ISC West. Make sure they know about 
your product by purchasing an enhanced listing or 
advertisement! The product guide is distributed in print, 
as well as a digital edition.

See Show Offerings page 13 for details.
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briefs

Security-Net welcomes 
new member companies 
across US and Canada 
EXTON, Pa.–Security-Net, a global 
provider of security integration ser-
vices, announced three new member 
companies: CONTAVA of Edmonton, 
Alberta; A3 Communications of 
Columbia, S.C., and A.C. Technical 
Systems of Toronto. 

Twenty-one companies are now 
part of Security-Net. The new compa-
nies extend Security-Net’s geographi-
cal footprint, expertise in the govern-
ment sector, oil, gas and healthcare 
markets. 

“CONTAVA’s IT background, A3 
Communications’ roots in network-
ing and A.C. Technical Systems’ 
experience in the electrical market 
will no doubt help Security-Net meet 
the demands of tomorrow’s market,” 
said Jim Coleman, president, board 
of directors of Security-Net, in a pre-
pared statement.

Dominic Burns is founder and presi-
dent of A.C. Technical Systems, which 
has three offices in Ontario and two 
in Quebec. It employs 74 and special-
izes in access control, IP video and 
IP intercom systems to several indus-
tries, including mining, education, 
government, utility, commercial prop-
erty management, retail and sports 
arenas.

CONTAVA specializes in bridging 
the gap between security and infor-
mation technology. The company has 
four locations and 60 employees. Its 
customers include provincial govern-
ment, transportation, oil and gas, and 
others in the commercial market. The 
president of CONTAVA is Curtis Nikel. 

Brian Thomas is president of A3 
Communications, which has five 
branch locations and employs 80. Its 
customers include education, govern-
ment, enterprise, financial and manu-
facturing industries. 

DTT announces portal 
enhancements
LAS VEGAS—DTT Surveillance, a 
security integrator and provider of 
video-based surveillance and loss 
prevention services for the hospitality 
industry, announced enhancements to 
its cloud-based, enterprise manage-
ment portal, MyDTT.

After testing across various enter-
prise customer locations, DTT is 
making these services available to 
its current and future customer base. 
Enhancements include superior 
exception reporting, extended video 
storage and improved video sharing.  

By Martha Entwistle
SYOSSET, N.Y.—Ron Rothman, 
who recently retired as president 
of Honeywell Security Group 
after a 32-year career, joined 
New York integration firm AFA 
Protective, based here, as SVP 
in August.

R o t h m a n  t o l d 
S e c u r i t y  S y s t e m s 
News he’s excited to 
join AFA, which he 
called “a terrific busi-
ness with outstand-
ing leadership and a 
long history of quality 
and integrity over the 
decades.”

“Helping my customers 
to succeed was my goal at 
Honeywell and now I’ll get to 
help AFA do that,” he said. In 
contrast to running a global 
operation, Rothman’s new role 

Universal buys Guardsmark
By Martha Entwistle
SANTA ANA, Calif.—With 
the July 28 announcement 
of its acquisition of guard 
firm Guardsmark, Universal 
Protection Service is now the 
largest U.S.-owned guard firm.

“We are excited about the 
position it puts us in to gain 
business with American com-
panies,” Steve Jones, CEO of 
Universal Services of 
America, told Security 
S y s t e m s  N e w s . 
Universal Protection 
Service is a division 
of Universal Services 
of America.

J o n e s  b e l i e v e s 
being the largest 
American-owned 
guard firm will be a “real dif-
ferentiator” for Universal in 
the U.S. market. 

Based in Memphis, Tenn., 
Guardsmark has more than 
125 offices in 400 cities in the 
United States, Canada, Puerto 
Rico and the U.K. In addition 
to guard services, Guardsmark 
offers risk assessments, execu-
tive protection, investigations 
and background checks. UPS 
operates in 100 U.S. cities. 
The combined company will 
employ 60,000.

Former Guardsmark CEO 

Ira Lipman will  join the 
Universal board of directors 
as vice chairman.

Jones noted that Universal 
competitors “Securitas and G4S 
are foreign-owned and Allied 
Barton recently announced 
that it’s selling to a French 
company.” 

Universal Services also 
recently announced that it 

has a new major-
i t y  s h a re h o l d e r. 
P a r t n e r s  G ro u p , 
its former majority 
owner, agreed to sell 
its controlling inter-
est in Universal to 
Warburg Pincus, a 
global private equity 
firm.  Universal and 

Partners Group are still large 
shareholders in the business, 
Jones said. 

The ownership change was 
tied to the Guardsmark acqui-
sition, Jones said. “We wanted 
to acquire Guardsmark, and 
decided to bring in Warburg as 
an additional investor. Through 
this process, Warburg went 
from a possible minority inves-
tor to becoming [the majority 
owner],” Jones said. Partners is 
based in Switzerland; Warburg 
is based in the United States.

will allow him to work more 
closely as an integrator and 
directly with end user custom-
ers. “I love new challenges and 
learning new things and I’m very 
excited and happy to be taking 
on this new role.”

Robert Kleinman, CEO of 
AFA, told SSN that 
Rothman will over-
see branch operation, 
business development 
and M&A. Kleinman 
s a i d  h e  e x p e c t s 
Rothman “to take our 
branch sales opera-
tions to new levels.”

Based here, AFA has 
been in business for more than 
100 years. It is a public com-
pany, but the Kleinman family 
owns a large percentage of the 
stock. It did $80 million in 
sales in 2014 and $2.5 million 

By Martha Entwistle
ROCKLIN, Calif.—Systems 
integrator Surveil lance 
Systems Incorporated is 
exceeding revenue goals it set 
three years ago and now SSI 
president Todd Flowers says 
his focus is “to become the 
largest gaming 
integrator in 
the country.”

I n  2 0 1 2 
Flowers 
told Security 
Systems News 
he expected 
to hit $21 mil-
lion in revenue 
by 2017. However, Flowers 
expects to surpass that goal 
this year. 

“SSI has had phenomenal 
growth, and we’re on track 
to hit $25 million this year,” 
he said. 

SSI, which moved into 
a new 18,000-square-foot 
building this year, also cre-
ated Allegiant Giving, a non-
profit group that raises aware-
ness and funds for disabled 
veterans. (Read more about 
Allegiant Giving on the front 
page)

In 2012, SSI was primarily 

a West Coast business, but 
today it is national, with offic-
es in New York and Chicago. 
This year it won contracts 
with Yellow Brick Road Casino 
in New York, Gulfstream Park 
in Florida, Viejas Casino in 
California and three resorts 

o w n e d  b y 
Nevada-
based Affinity 
Gaming.

The compa-
ny added eight 
new salespeo-
ple to its staff 
in 2015. 

Flowers 
believes SSI’s customer ser-
vice and delivery model are 
unique. “I believe we are the 
only gaming company that has 
inside and outside sales and 
technical support matched up 
by region,” he said.

This structure enables SSI 
to resolve problems and deliv-
er product quickly, he said.

“We see ourselves as an 
extension of the [casino] 
surveillance personnel. We 
want to make life easier for 
them—to provide the best 
possible customer experi-
ence,” Flowers said. SSN 

in RMR. The company has 18 
offices on the East Coast.

Historically AFA has been a 
fire alarm company and “that’s 
still a very important compo-
nent of what we do, particularly 
in the Northeast,” Kleinman 
said. Today AFA is a full service 
security company that does 
a lot of CCTV, access control 
and some video analytics work. 
Its newer branch offices in the 
Mid-Atlantic “have a more tra-
ditional mix of commercial and 
resi,” he said.

AFA also has a growing 
national accounts business with 
several name-brand custom-
ers in vertical markets such as 
pharmaceutical, big box retail 
and high-end retail.  

Asked about revenue goals, 
Kleinman said he’d like to 
increase “topline revenue by 

20- to 25 percent and recurring 
by 15- to 20 percent in a four- to 
five year period—whether that’s 
through acquisitions or organic 
growth, I don’t care,” he said.

Kleinman said he does not 
have any acquisitions in the 
pipeline currently, but he’s defi-
nitely interested “if the right 
property comes along.” He 
also said that he expects that 
Rothman’s “contacts within 
the industry will help with 
acquisitions.”

Rothman officially left 
Honeywell in June. Asked about 
his short retirement, Rothman 
said what looks like a short 
retirement has actually been 
a six-month-plus transition. 
Rothman said he made the deci-
sion to step down as president 
of Honeywell Security Group at 

Ron Rothman

Ron Rothman joins AFA Protective

SSI eyes $25m
RoThmaN see page 21

GUaRDS see page 19

“SSI has had 
phenomenal growth, 
and we’re on track 

to hit $25 million this 
year.”

—todd Flowers, SSI

Steve Jones
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Battery Ventures 
to buy NICE PSBU

Non-profi t gives vets ‘freedom’

By Martha Entwistle
PLAINSBORO, N.J.—Security 
industry veteran Frank De Fina, 
61, who served as a top executive 
for a number of video surveillance 

Surveillance Systems 
Inc. creates Allegiant 
Giving to support 
disabled veterans

By Martha Entwistle
BOSTON—Battery Ventures, 
a technology invest-
ment firm based here, 
will acquire the physi-
cal security business 
unit (PSBU) of NICE 
Systems for up to $100 
million.

Jesse Feldman, gen-
eral partner at Battery 
Ventures, told Security 
Systems News that Battery will 
use the PSBU as a platform for 
growth and it is interested in 
possibly acquiring access control 
capabilities and more analytics 
capabilities as well.

By Amy Canfi eld
DALLAS—Forty percent of new 
security monitoring subscribers 
are signing with nontraditional 
providers, according to Tom 
Kerber, Parks Associates direc-
tor of research, home controls 
and energy.

Cablecos and telecoms have 
made big inroads into the resi-
dential security market, and 
they’re in it for the long run, 
according to new research 
about competition in the indus-
try from Parks Associates.

Parks Associates: The ‘silver lining’ for 
traditional companies is home automation  “We have a signed deal. We’re 

just waiting for regulatory 
approval; we expect the 
deal to close in 30- to 
60 days,” Feldman told 
SSN August 3.

Battery will pay $85 
million cash and up 
to an additional $15 
million for the video 
surveillance and PSIM 
provider.

Battery intends to use the PSBU 
to create a standalone company 
based in the PSBU’s current head-
quarters in Paramus, N.J. It will 
have additional offi ces in London 

 DE FINAsee page 41

NICE see page 42

By Martha Entwistle
ROCKLIN, Calif.—His integra-
tion firm hit a major financial 
milestone and moved into a new 
18,000-square-foot headquar-
ters this year, but Surveillance 
Systems president Todd Flowers 
would rather talk about his non-
profit organization, Allegiant 
Giving, which supports disabled 
veterans.

“SSI has had phenomenal 
growth and we’re on track to hit 
$25 million this year, but as we 
experience this growth I don’t 
want to lose sight of SSI’s culture 
of giving back,” Flowers told 
Security Systems News. 

Flowers and his brother-in-law/
business partner, Mark Haney, 
founded Allegiant Giving four 

SSI see page 19

Future acquisitions could include access control

Frank
De Fina 
dies at 61 

Although traditional security 
companies still are responsible 
for more than 75 percent of the 
monitored security market, 
they need to be more proactive 
to stay competitive, Kerber told 
Security Systems News. 

“A lot of people, when cable 
and telecom entered the securi-
ty space, said they’ve done that 
before, they come and they go, 
but I think this data says they 
are here to stay. They’re going to 
market with a full suite of home 

STUDY see page 29

Well-known executive 
Panasonic, Samsung, 
Hikvision, was an 
accomplished 
musician, founded fi rst 
college security degree 
program

Jesse Feldman

SYSTEMS INTEGRATOR HAS ‘CULTURE OF GIVING BACK’ 

Lance Cpl. Thomas Parker enjoys the great outdoors with his wife and 
two daughters. Parker served in Afghanistan and lost his legs when 
he stepped on an IED while returning to camp. He said the ActionTrac 
chair provided by SSI ‘has allowed me to be the dad I want to be to my 
daughters.’ 
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SEE COLOR IN
LOWLIGHT IN

FULL HD 1080p
WITHOUT IRs

Battery Ventures 
to buy NICE PSBU

Non-profi t gives vets ‘freedom’

By Martha Entwistle
PLAINSBORO, N.J.—Security 
industry veteran Frank De Fina, 
61, who served as a top executive 
for a number of video surveillance 

Surveillance Systems 
Inc. creates Allegiant 
Giving to support 
disabled veterans

By Martha Entwistle
BOSTON—Battery Ventures, 
a technology invest-
ment firm based here, 
will acquire the physi-
cal security business 
unit (PSBU) of NICE 
Systems for up to $100 
million.

Jesse Feldman, gen-
eral partner at Battery 
Ventures, told Security 
Systems News that Battery will 
use the PSBU as a platform for 
growth and it is interested in 
possibly acquiring access control 
capabilities and more analytics 
capabilities as well.

By Amy Canfi eld
DALLAS—Forty percent of new 
security monitoring subscribers 
are signing with nontraditional 
providers, according to Tom 
Kerber, Parks Associates direc-
tor of research, home controls 
and energy.

Cablecos and telecoms have 
made big inroads into the resi-
dential security market, and 
they’re in it for the long run, 
according to new research 
about competition in the indus-
try from Parks Associates.

Parks Associates: The ‘silver lining’ for 
traditional companies is home automation  “We have a signed deal. We’re 

just waiting for regulatory 
approval; we expect the 
deal to close in 30- to 
60 days,” Feldman told 
SSN August 3.

Battery will pay $85 
million cash and up 
to an additional $15 
million for the video 
surveillance and PSIM 
provider.

Battery intends to use the PSBU 
to create a standalone company 
based in the PSBU’s current head-
quarters in Paramus, N.J. It will 
have additional offi ces in London 

 DE FINAsee page 41

NICE see page 42

By Martha Entwistle
ROCKLIN, Calif.—His integra-
tion firm hit a major financial 
milestone and moved into a new 
18,000-square-foot headquar-
ters this year, but Surveillance 
Systems president Todd Flowers 
would rather talk about his non-
profit organization, Allegiant 
Giving, which supports disabled 
veterans.

“SSI has had phenomenal 
growth and we’re on track to hit 
$25 million this year, but as we 
experience this growth I don’t 
want to lose sight of SSI’s culture 
of giving back,” Flowers told 
Security Systems News. 

Flowers and his brother-in-law/
business partner, Mark Haney, 
founded Allegiant Giving four 

SSI see page 19

Future acquisitions could include access control

Frank
De Fina 
dies at 61 

Although traditional security 
companies still are responsible 
for more than 75 percent of the 
monitored security market, 
they need to be more proactive 
to stay competitive, Kerber told 
Security Systems News. 

“A lot of people, when cable 
and telecom entered the securi-
ty space, said they’ve done that 
before, they come and they go, 
but I think this data says they 
are here to stay. They’re going to 
market with a full suite of home 

STUDY see page 29

Well-known executive 
Panasonic, Samsung, 
Hikvision, was an 
accomplished 
musician, founded fi rst 
college security degree 
program

Jesse Feldman

SYSTEMS INTEGRATOR HAS ‘CULTURE OF GIVING BACK’ 

Lance Cpl. Thomas Parker enjoys the great outdoors with his wife and 
two daughters. Parker served in Afghanistan and lost his legs when 
he stepped on an IED while returning to camp. He said the ActionTrac 
chair provided by SSI ‘has allowed me to be the dad I want to be to my 
daughters.’ 

More than 15,000 
page views per 
issue!
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Digital Source Books
These targeted digital resources provide installers and integrators with all the 
information they need to keep pace with the monitoring and access control markets. 
Sponsorship allows you to show these buyers how your solutions fit their needs.

2015
monitoring 

source Book

JUne 2015

Monitoring stations 
with an edge

Central station
transformation

Many manners 
of monitoring3> 5> 7>

SEPTEMBER 2014

3>

5>

6>

2014 
Access Control Source Book

Cover photo courtesy of Maxxess Systems

‘Culture of security’ tops back-to-school lists

Video companies branching out into access control

Cloudy distinctions in access control

DIGITAL  
PUBLICATIONS

n   In-depth articles on emerging trends

n   Buyers guide grid that contains ONLY sponsors’ information

n   Intelligence page: Things to know, What’s happening, FAQs and more

n   Social page: A page dedicated to your social media links

n   Profile Pages: Detailed information about sponsoring companies

Basic Sponsor: 

Full Page Ad
Inclusion in the following section:
n Buyers guide grid

Bronze Sponsor: 

Full Page Ad
Profile page (adjacent to the ad)
Inclusion in the following sections:
n Buyers guide grid
n Intelligence page
n Social page

Silver Sponsor:  

Full Page Ad
Profile page (adjacent to the ad)
Inclusion in the following sections:
n Buyers guide grid
n Intelligence page
n Social page

PLUS:
Sponsor #1 - Additional Full  
Page Ad on Front Inside Cover
Sponsor #2 - Additional Full  
Page Ad on Back Cover  
 Both sponsors get  logo included 
in digital edition deployment email  
with lead generation

Gold Sponsor: 

Full Page Ad
Profile page (adjacent to the ad)
Inclusion in the following sections:
n Buyers guide grid
n Intelligence page
n Social page

PLUS:
-  Full Page Ad positioned adjacent  

to the Front cover 
-  Banner ad in the digital edition  

deployment email with lead generation

JUNE:  
Monitoring Source Book 

SEPTEMBER 
Access Control Source Book 

Sponsorships

TWO 
POSITIONS 
AvAILABLE

ONLY ONE 
POSITION 

AvAILABLE
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Avg. Monthly visits ........................38,095

Avg. Monthly Unique visits .........24,148

Avg. Monthly Page views ............62,174

* 2015 data

.COM

Site features include:
n Top news stories 
n Market news 
n ssnTVnews 
n Webcast library 
n Industry blogs 
n NewsPolls 
n Events Calendar 
n Products 
n And more!

Safari Power Saver
Click to Start Flash Plug-in

Subscribe  Login Follow Us:
  

Commercial |  Monitoring |  Residential |  Suppliers |  News |  Also Noted |  20 under 40

BLOGS |  VIDEOS |  WEBCASTS |  SHOW PRODUCTS |  RESOURCES |  TECHSEC |  DIRECTORY

by: Spencer Ives - 09/16/2015 | 

by: Spencer Ives - 09/16/2015 | 

by: Spencer Ives - 09/16/2015 | 

by: Amy Canfield - 09/15/2015 | 

by: Spencer Ives - 09/15/2015 | 

by: Amy Canfield - 09/14/2015 | 

Monitoring

World Wide competes with DIY
cameras

Many manners of monitoring

Wayne Alarm builds out AES
Network

Residential Systems

Crime Prevention Security
Systems widens Florida territory

Alliance’s new VP targets
increasing growth

Growing strong in the Southeast
to the tune of $25m in sales

Suppliers

Hikvision opens first Canada
office

IHS ranks Hikvision tops in IP
video globally

New Viscount CEO Sieracki
looks to commercial market

Commercial & Systems
Integrators

TycoIS to expand SMB
operation to 10 new locations

ASIS: A show for integrators,
too

Integrator SSI’s non-profit
gives ‘freedom’ to veterans

General News

North American PERS market
to hit $3 billion in 2020

News Poll: Millennials love
technology

Clearing up cloud confusion

Top Stories

The security industry gives back
Twenty-three percent of companies reward employees for volunteering

GENERAL NEWS

YARMOUTH, Maine—Systems integration firm SSI founded Allegiant Giving to
aid veterans and residential security company Alliance Security donates
systems to domestic abuse victims. SSI and Alliance are not alone in their
charitable efforts—Security Systems News’ latest News Poll shows 89 percent
of responding companies involve themselves in charities.

Read more  Log in or register to post comments

Pittsburgh looks to automating false alarm fines
Stan Martin: SIAC advocates for this option

MONITORING

PITTSBURGH—Pittsburgh is looking at automating collections for false alarm
fines, according to a recent NPR report.

Read more  Log in or register to post comments

North America will lead card-based access control
Global market to grow at 10.5 percent CAGR over the next five years

GENERAL NEWS

AUNDH, India—Future Market Insights, a research firm based here, projects
that the card-based electronic access control market in North America will
grow from around $2 billion in 2014 to $3 billion by 2020, with a CAGR
between 7 and 8 percent.

Read more  Log in or register to post comments

Also Noted

»Gallagher chosen at World Trade Center

»Drone restrictions sought

»Tunstall acquires N.Y. PERS company

Industry goes to bat for children in need
Mission 500 softball game raises $75,000

GENERAL NEWS

RIDGEFIELD PARK, N.J.—Representatives from dozens of security companies
raised nearly $75,000 in a fundraising softball game Sept. 12, held by Mission
500, the nonprofit organization dedicated to serving the needs of children and

communities in crisis.

Read more  Log in or register to post comments

Dice has 200k accounts in the cloud
With 200k accounts in place today, Dice sets sights on 1 million accounts

MONITORING

BAY CITY, Mich.—Dice has added more than 200,000 accounts to its cloud-
hosted monitoring center platform this year, said Cliff Dice, company
president and CEO.

Read more  Log in or register to post comments

Smart lock surpasses crowdfunding goal
CEO gains insight from customer input

SUPPLIERS

ORLANDO, Fla.—Westinghouse Security’s Nucli smart lock raised $90,000 in
two weeks on crowdfunding site Indiegogo, far surpassing its goal of $50,000.
At the same time, Indiegogo is affording Nucli principals insights into what
potential customers want in a smart lock.

Read more  Log in or register to post comments

»Johnson Controls to sell JCSS to Versar for $20m

»Guest Commentary: Liability issues that face today's security
management

»Lippert Award given to Frank De Fina posthumously

»Milestone, Genetec top VMS market

»GHS gets $50m credit facility

Most Popular

BLOG | Reorg at Honeywell ARTICLE | Johnson Controls to sell
JCSS to Versar for $20m

ARTICLE | Smart lock surpasses
crowdfunding goal

ARTICLE | Dice has 200k accounts
in the cloud

ARTICLE | North America will
lead card-based access control

Poll

SSN News Poll November 2015

Security industry executives need to make careful decisions about attending
tradeshows and conferences. Time away from the office needs to be worth the
time and money. How do you decide which events to attend?

What is your role in security? *

 Integrator, installer, monitoring.

 Manufacturer.

 End user.

How do you decide which trade shows or conferences to attend? *

 I go to the same events every year.

 It depends on money, time and projects we're working on.

 I only go if I'm speaking.

What would draw you to a new conference? *

 Attendees, keynotes, speakers.

 Something different.

 Location.

Please elaborate on your answers and leave your name and contact
information for follow-up.

Verification *

Submit

Type the characters you see in the picture; if you can't read them, submit the
form and a new image will be generated. Not case sensitive.  Switch to audio
verification.

Honeywell  reorg explained. bit.ly/1LjCqHh
 @HoneywellSec @SIAonline @esxweb

SSN_Editor 
@SSN_Editor

Here's an Eric Trevino card to add to the 
collection! @SSN_Editor  @Mission_500
 pic.twitter.com/O8G5Iu03rV

Retweeted by SSN_Editor

MoniDealerProgram 
@MoniDlrProgram

Show Photo

“Organizations that have women in decision-
making positions function better than those 
that don’t.” —@POTUS #WomenSucceed

Retweeted by SSN_Editor

The White House         
@WhiteHouse

2h

15 Sep

14 Sep

Advertiser Index

Acquisition & Funding Services
AES Corporation
Affiliated Monitoring
Altronix
Arecont Vision, LLC
AvantGuard Monitoring Centers
Axis Communications
C.O.P.S. Monitoring
Capital One
Central Security Group
Diebold Security
Digital Monitoring Products
DSX Access Systems, Inc.
EMERgency24
Honeywell
IDIS Americas
ISC East
Keyscan
LogicMark
National Monitoring Center
Nest
OnSSI
Rapid Response Monitoring
Resolution Products
Samsung Techwin America
Securing New Ground
Security Central
Security Door Controls
Speco Technologies
SSN Cloud Plus
Techsec
The Great Conversation
United Central Control
Vanderbilt Industries

Blogs
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Novi looks to
bridge gap
between DIY/MIY
and traditional
companies

NEWS AND NOTES

Insider's look at
non-traditional
GHS deal

Webcasts

Available on
demand

Grow your
business with
Nest’s latest
innovations
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to buy NICE
security unit for
$100 million

Study: Cablecos,
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Integrator SSI’s
non-profit gives
‘freedom’ to
veterans
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Our popular website reports the news as it happens for 
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EMAIL
NEWSLETTERSLEAD G E N Receive the contact information* for every person who clicks on 

your ad. Includes: contact name, company, job title, state and 
email address.

Lead generation email products

AvG. 
NEWS
 EMAIL 

OPEN RATE

35%

*  email address is guaranteed for every person. Other data may not be available.

Generate leads and reinforce your brand by sponsoring these popular, targeted e-newsletters.

AvERAGE 
OPEN RATE

37%
Sent weekly to: 17,500

Our extremely popular weekly broadcast email keeps readers fully informed with breaking news and 
relevant stories crucial to the industry. Two sponsorships available: Primary and Secondary Ads can be 
graphic or text and are clickable to your provided link.

Sent monthly to:
MONITORING – 12,000  COMMERCIAL INT. – 17,000  MONEYLINE – 20,000  RESIDENTIAL – 12,000  ACCESS CONTROL— 15,000
The Top 5 monthly e-newsletters focus specifically on stories in the Commercial Integration, Monitoring,  Residential, Finance 
and Access Control arenas. These emails keep readers up-to-date on stories they may have missed in their specific field. It 
also gives you an opportunity to target your message directly to prospects with an interest in your product and/or service. Two 
ad positions available per email: Skyscraper ad and text only ad.

Sent to: 17,500

Be connected with the hottest news. Sponsoring the SSN Breaking Newswire allows you to engage readers as they access 
vital news, as soon as it happens. The package includes exclusive sponsorship of five editions.

Sent bi-monthly to: 25,000

Security Showcase is an email broadcast that presents security product solutions to an audience of integrators, dealers and 
end users. Showcasing your product is an extremely cost-effective way to generate leads and build product awareness.

Focus by Security Showcase is a dedicated broadcast email that delivers your custom message to an audience of your 
choice. This unique opportunity allows you to reach security professionals with buying power, without other advertisers’ 
materials in the email. Drill down into our extensive audience to target exactly who you want to reach.

BREAKING
NEWSWIRE

Access Control
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Partner with Security Systems News on a lead-generation webcast. Security Webcasts provide valuable industry 
knowledge to an engaged audience. Sponsorship gives you the opportunity to position your company as a thought 
leader. Sponsor one of our editorially designed webcasts or create your own. We handle all the details from 
marketing and administration to technology and reporting.

WEBCASTS

Receive:
n   Qualified leads from our engaged audience 
n   Complete project management 
n   Three custom questions on registration page 
n   The opportunity to educate decision makers about 

your value proposition 
n   Enhanced credibility by teaming with SSN 

Marketing efforts include: 
n   One print ad relating to Webcast topic 
n   Three email broadcasts to a targeted audience
n   One Security Showcase ad 
n   One Poster ad on SecuritySystemsNews.com 
n   Listed under Webcast tab on SecuritySystemsNews.

com 
n   email broadcast template provided to you to send  

to your own customer base 

Sponsors receive: 
n   Qualified leads from our engaged audience 
n   Logo in print ad 
n   Logo in all email broadcasts (3 min) 
n   One Security Showcase ad (logo on landing page)
n   One Poster ad on SecuritySystemsNews.com (logo on landing page) 
n   Logo on webcast listing on SecuritySystemsNews.com 
n   email broadcast template provided to you to send to your own customer base 

Sponsor a SIA webcast and position your organization as a technology thought leader. Basic and exclusive 
sponsorships available.

securitysystemsnews.com/webcasts 

Emerging Technology Webcast Series

Team up with techology
The Security Industry Association and Security Systems News present a webcast series 
that brings up-and-coming technology to the frontlines for physical security practitioners.

Sponsor a 2015 
Emerging Tech

Webcast

Partner with us on these influential lead-generation 
webcasts. As a sponsor, you’ll receive quality leads, 
extensive brand exposure and association with the  
topics that drive our industry.

SPONSORS RECEIVE:
•	 Qualified	leads	from	our	subscriber	base
•	 Enhanced	credibility	by	teaming	with	SIA	and	SSN
•	 Extensive	brand	exposure	on	all	webcast	marketing,	including:	
	 -	 One	print	ad	promoting	webcast	in	SSN
	 -	 Multiple	email	broadcasts	to	SSN	subscribers
	 -	 One	SSN	Showcase	ad
	 -	 E-ads	on	SecuritySystemsNews.com	and	SIAonline.org

SpONSOrShIpS	ArE	SOld	pEr	wEbcASt:

Exclusive sponsor $7,500
Multiple sponsors $3,000 

March 27, 1pm ET
Mass	Notification:	this	Is	Not	a	test

May
Going	wireless:	locks

August
Seeing	is	believing: 
Video	Verification

October
From	the	living	room	to	the	 
control	room:	4K	Ultra	hd	Surveillance

 2015 Emerging Technologies Webcast Series includes:Parterships:

SIGN	Up	EArly	tO	tAKE	FUll	 
AdVANtAGE	OF	yOUr	bENEFItS!

tim	purpura
Group	publisher,	SSN	
ph:	207-846-0600	x217
tpurpura@securitysystemsnews.com

Alain	p.	taylor
Security	Industry	Association
direct:	301.804.4711
ataylor@siaonline.org

Marc	benson
Security	Industry	Association
direct:	301-804-4710
mbenson@siaonline.org

Contact Us:

(talk	to	your	SIA	rep	for	your	SIA	member	rate)

PRESENT

contact your account manager for details.
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VIDEO

Content includes:
n    Interviews with industry newsmakers
n   Event coverage 
n   Product introductions 
n   Educational/instructional information 
n    And more!

Monthly SITE sponsorship
n   Logo above ssnTVnews player 
n    Exclusive poster ad on the TV landing page
n   Five second logo in pre roll (except for Product 

Announcement videos)
n   Video posting for a month

SSN TV
Use video to grab the attention of your prospects. ssnTVnews provides security professionals with video interviews 
essential to running their business. Whether you’re the monthly TV sponsor or you place your own video or 
commercial on our site, you’ll have the attention of decision makers.

video Posting
n   Post your own video (5 minutes max)

Pre-roll Commercial video
n    Up to 60-second paid commercial  

announcement
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Official ISC West Must See Product Guide

SHOW
OFFERINGS

Show Offerings

Reach ISC West attendees
This product guide lists hundreds of products by category and serves as a road 
map for attendees as they navigate ISC West. Make sure they know about your 
product by purchasing an enhanced listing or advertisement! The product guide is 
distributed in print and digitally.

Twitter Events at ISC West and ESX
Sponsor the Twitter Wall and join the social side of the industry!

A month prior to the shows, the SSN team will build a Twitter community using a special 
show hashtag. Our editors and respected industry Tweeters will tweet about the shows, 
news, special events and more. At the shows, we will have a display of the tweets on an 
extra-large screen in a prominent location to draw the attention of attendees. There will 
be promotions to encourage tweeting participation, such as an iPad mini giveaway for 
the “Most Valuable Tweeter” and a random drawing from the pool of all tweeters. 

SPONSORSHIP DESCRIPTION

bAsIc Logo prominently featured on the Twitter Wall

sIlvEr Same as basic sponsorship, plus a commercial built into the feed that runs at least 1x per hour

gOlD Same as silver sponsorship. Plus a pull up banner positioned next to the Twitter Wall

Become a sponsor  
to gain extensive brand  
exposure and position  
your company as an  
industry thought leader!

BROUGHT TO YOU BY:

Must See
PRODUCT GUIDE

2015

APRIL 15-17, 2015  •  LAS VEGAS, NEVADA

SPONSORED BY:

G
O

LD
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BR
O

N
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R
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The Guide will be distributed in two phases:
n   The digital edition will be emailed to SSN subscribers  

and pre-registered attendees one month prior to ISC West. 
n   The print version will be handed to attendees as they enter the show,  

and will also be distributed in the onsite publication bins.

Product listing includes:
Company Name
Product Name
20-word Product Description
Photo
Booth Number

ENHANCE YOUR LISTING!
Include your company logo and URL, 
with a live link in the digital edition.   

ADS AvAILABLE
Sponsor this essential guide and you’ll 
get your logo on the cover, a full or 1/2 
page ad inside the guide and a FREE 
enhanced listing.

securitysystemsnews.com

Contact:
NYC/LONG ISLAND
Tim Purpura
VP & Group Publisher
207-846-0600 x217
tpurpura@securitysystemsnews.com

NORTHEAST REGION
Sarah Flanagan
Account Manager
Ph: 207-846-0600 x274
sfl anagan@securitysystemsnews.com

SOUTHEAST, MIDWEST
Kerry Rasor
Account Manager
207-846-0600 x273
krasor@securitysystemsnews.com

WESTERN STATES & WESTERN 
CANADA
Rob Akert
Account Manager
623-376-9513
rakert@securitysystemsnews.com
----
Tom Akert
Account Manager
847-334-4570
takert@securitysystemsnews.com

twitterwall2014

#ESX2014
@ESX2014

NOW FEATURING AN 

 

TWITTER WALL!

Sponsor the ESX Twitter Wall
Live at the show, powered by SSN

The ESX Twitter Wall will be strategically positioned at the 
show providing attendees with a constant feed of show buzz. 
Participating as a sponsor offers your brand exposure throughout 
ESX and positions your company as a savvy thought leader.
 
Join the Social side of ESX

Sponsorships:

Be recognized as a technology leader by sponsoring the ESX Twitter Wall. Your 
company name and logo will be prominently featured on the twitter event landing 
page and on signage around the onsite displays, located at the ESX Show.

A month prior to ESX, the SSN team will build a Twitter community (using a 
specifi c hashtag like #ESX2014). Our professional reporters plus respected 
industry Tweeters will tweet about ESX, news of the show, special events, and 
more!

There will also be give-away promotions to encourage participation in the Twitter 
event. There will be a MVT (Most Valuable Tweeter) who will win an iPad Mini, 
and there will be a random drawing for another iPad Mini from the overall pool of 
tweeters. Each time someone tweets, their name goes into the pool.

Basic - Your logo prominently featured on the Twitter Wall 
($2,500US)

Silver - Your logo on the Twitter Wall and a commercial 
built into the feed that that runs at a minimum of 1x per hour. 
($3,500US)

Gold - Your logo on the Twitter Wall, a commercial built into 
the feed that runs a minimum of 1x per hour, and a pull-up 
banner positioned next to the Twitter Wall. ($5,000US)

Exhibitors get one free listing
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EVENTS

Align your brand with this cutting edge business forum. TechSec Solutions New Technology Conference attracts 
high level security end users, integrators, installers, consultants and other security professionals to discuss 
security technologies. This two-day premier event has come to be the industry’s “thinking conference.” Techsec 
Solutions delivers high caliber education on emerging technologies, presented by the industry’s most respected 
thought leaders and the editorial team at Security Systems News.

February 2-3, 2016
Delray Beach Marriott, FL

www.techsecsolutions.com

Cloud
Cloud+ is the first ever cloud-centric security conference and technology showcase. We’ll answer questions top 
security professionals are asking about cloud technology and cover how it will impact every stakeholder in the 
security industry. Our technology showcase is the ONLY place that features leading cloud companies side by side. 
Make sure your company’s solutions are seen by sponsoring and/or exhibiting! Several sponsorship levels are available.

Dec. 7-8, 2015 • Crowne Plaza Hotel • Foster City, CA

www.ssncloudplus.com

Our event sponsorship packages give you an integrated marketing approach–incorporating onsite branding, 
e-media messaging and print advertising–all for one set price.

For more information, contact: 
Kerry Rasor, Conference Director  
207-846-0600 x273 
krasor@securitysystemsnews.com
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SERVICES

PRODUCT / SERVICE DESCRIPTION

nATIvE ADvErTIsIng Combine a page of related stories written by a contributing editor with a full page ad for your products.

pOsT-shOw MArKETIng cAMpAIgns Match your leads with our extensive database to enhance the sales process.

vIDEOgrAphy We offer complete video services, including filming, editing and marketing, particularly at industry shows.

whITE pApEr AnD cAsE sTuDy pOsTIngs Show your thought leadership and gather leads.

MIcrOsITEs Custom, dedicated web page within securitysystemsnews.com.

blOggIng Become a thought leader with content from our contributing editors.

DATA AppEnDIng Need more info on your prospects? Let us fill in the gaps with enhanced demographic and behavioral 
information from our extensive audience database.

Let our professional 
marketing and editorial 
teams do the work for you.Marketing & Content Services
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PRINT SPECS

Accepted formats:

PDF/X-1A
•	 Strongly preferred format. 
•	 	Use	the	Overprint	Preview 

feature in Acrobat to verify that your 
PDF will print properly before sending.

Tiff or EPS
•	 Resolution	is	300	dpi.
•	 CMYK	channels	only.

FTP instructions
Digital files may be uploaded to our FTp site. 
you must have an FTp client to access the 
site. Mac users can use Fetch, pc users can 
use smart FTp, etc.

host: ftp.securitysystemsnews.com
username: production
password: 8sh2gdi8

Once uploaded, please email:    
ldubois@unitedpublications.com 

Include: 
File name
Advertiser name
Issue date

by mail
please send advertising materials to:
lise Dubois, production Director
security systems news 
106 lafayette street 
yarmouth, ME 04096

207-846-0600 x214
ldubois@unitedpublications.com 

Submission Policies:

• All files must be submitted “print 
ready.”

 • Any file manipulation and/or 
repair is a billable service.

•  Publisher will not be held respon-
sible for errors when files are not 
submitted in accordance with 
our specifications.

TAB PAGE:

Bleed 10 7⁄8 13 7⁄8 276 352
Trim 10 5⁄8 13 5⁄8 270 346
HALF TAB:

Bleed 10 7⁄8 7 1⁄2 276 191
Trim 10 5⁄8 7 1⁄4 270 184
JUNIOR PAGE:

Bleed 8 3⁄8 11 1⁄8 213 283
Trim 8 1⁄8 10 7⁄8 206 276

TAB SPREAD:

Bleed 21 1⁄2 13 7⁄8 546 352
Trim 21 1⁄4 13 5⁄8 540 346
JUNIOR SPREAD:

Bleed 16 1⁄2 11 1⁄8 419 283
Trim 16 1⁄4 10 7⁄8 413 276

FRACTIONALS:

2/3 Page 4 9⁄16 10 116 254
1/2 Island 4 9⁄16 7 1⁄2 116 191
1/2 Horiz. 7 4 7⁄8 178 124
1/2 Vert. 3 3⁄8 10 86 254
1/3 Tab 9 5⁄8 3 245 76
1/3 Sq. 4 9⁄16 4 7⁄8 116 124
1/3 Vert. 2 3⁄16 10 56 254
1/4 Page 3 3⁄8 4 7⁄8 86 124
1/6 Page 2 3⁄16 4 7⁄8 56 124
Marketplace 3 3 76 76

 inches millimeters
 Width Height Width Height

 inches millimeters
 Width Height Width Height

 inches millimeters
 Width Height Width Height

Tabloid Spread

Junior Spread

1/2 Tab

1/2 Vert.

1/4

Tabloid Page Junior Page

1/2 Island

1/2 Horiz.

1/6 1/3 Square

2/3 1/3 Vert.

1/3
Tab

Dimensions:

Print Specs
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EMEDIA 
SPECS

Website Ads
•	 Pop-ups:	 300	x	250	pixels
	 		 550	x	480	pixels
•	 Leaderboard:	 728	x	90	pixels
•	 Mini	Leaderboard:		245	x	90	pixels
•	 Poster:		 300	x	250	pixels

File specifications:

GIF/JPG/3rd	party	tags:	
-	 Max	file	size:	50K.
-	 Fifteen	second	animation	limit,	max	

of three loops.

FLASH:	
-	 Max	file	size:	80K.
-	 Fifteen	second	animation	limit,	max	

of three loops.
- Flash files must contain the 

clickTAG variable to track click-
throughs correctly†. See Adobe’s 
official guide on how to set up a 
Flash file using the clickTAG vari-
able	at:	(http://www.adobe.com/
resources/richmedia/tracking/
designers_guide). A hard-coded 
URL	link	is	also	acceptable	for	
non-third party tag ads*. The SWF 
file also needs to include a target 
of  “_blank”.

†We are not responsible for the inability to 
track click throughs of ads not designed to our 
specifications.

*Although we try to accommodate the click 
through tracking of 3rd party tags, we do not 
guarantee it.

Newswire Ads 
•	 640	x	90	pixels	GIF	or	JPG,	 

max	file	size	of	50K	and	URL.
•	 Text	ad:	50-words	of	copy	 

and	URL.

Showcase Ads
•	 60-words	of	copy,	a	short	headline	

and	URL.
•	 100	x	100	pixel	image	in	static	GIF	 

or JPG format.

Focus
•	 640	pixel	wide	GIF	or	JPG	image	 

and	URL.	(Whole image will be click-
able to destination URL.).

•	 Subject	line.

— or—

•	A	table-based	HTML	file	with	a	width	
of	640	pixels.

•	All	graphics	must	be	hosted	on	your	
server and have absolute file paths.

•	Subject	line.

Top 5 Ads
•	 Skyscraper:	140	x	525	pixels	GIF	or	

JPG	and	URL.
•	 Text	ad:	Headline	and	up	to	40	words	

of copy.

SSN News TV
Site Sponsor:
•	 Logo	for	TV	Player:		72	dpi	GIF	or	JPG.
•	 Logo	for	pre	and	post	roll:	72	dpi	JPG.
•	 Poster	ad:		300	x	250	pixels	GIF	or	JPG.

video Posting:
•	 Less	than	5	minute	video:		 

320	x	180	pixels,	.flv	file
•	 Files	should	be	 

uploaded to ftp site.  
See instructions above.

Video

e-Media Specs

FTP instructions
Digital files may be uploaded to our FTp site. 
you must have an FTp client to access the site. 
Mac users can use Fetch, pc users can use 
smart FTp, etc.

host: ftp.securitysystemsnews.com
username: production
password: 8sh2gdi8

Once uploaded, please email:    
ldubois@unitedpublications.com
pmacijauskas@unitedpublications.com
 

Include: 
File name
Advertiser name
Issue date

send e-materials to
cdaggett@securitysystemsnews.com
pmacijauskas@unitedpublications.com

Questions, contact: 
peter Macijauskas 
e-Media Manager  
207-846-0600 x282

file manipulation
Any manipulation work that needs to  
be done to submitted digital files will be  
billable at $150/hour, with a one-hour  
minimum charge.

NOTE:  We strongly advise against using  
redirect/shortened URLs for your email ads.  
If you choose to do so, we cannot provide  
you with leads and click throughs.
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PUBLISHER’S POLICIES:
Publisher reserves the right to hold advertiser and/or its advertising agency jointly and severally liable for 
such monies as are due and payable to the publisher. All advertising contracts accepted are subject to 
change in rate upon notice from the publisher. Contracts may be canceled at the time the change in rate 
becomes effective without incurring a short rate, provided the contract rate has been earned up to the 
date of cancellation. The publisher reserves the right to reject any advertisement. The advertiser agrees to 
indemnify and protect the publisher from any claims or expenses resulting from the advertiser’s unauthorized 
use of any name, photograph, sketch, or words protected by copyright or registered trademark. If the 
publisher determines that an advertisement simulates editorial, it must carry the word ADVERTISEMENT at 
the top. The publisher is not liable for delays in delivery and/or non-delivery in the event of an Act of God, 
action by any governmental or quasi-governmental agency, fire, flood, insurrection, riot, explosion, embargo, 
strikes, whether legal or illegal, labor or material shortage, transportation interruption of any kind, work slow-
down, or any condition beyond the control of the publisher affecting production or delivery in any manner. 
Full ad price will be charged for any cancellations made after published closing date. Contract advertisers 
will be short-rated to the appropriate rate if the number of ads upon which the rate was based are not placed 
within a 12-month period beginning with the month of the first contracted insertion.

POLICIES

UNITED PUBLICATIONS FAIR PRICING POLICY

At United Publications, parent company of Security 
Systems News, we believe that every customer should 
receive outstanding value for their marketing dollars.

The most important value we can provide is to publish 
news that commands close readership by your 
customers and prospects. We work hard to ensure that 
we provide our audience with unique and well-crafted 
products.

Our goal is to provide you with highly cost-efficient 
communication vehicles that reach your customers and 
prospects, across all media channels.

We believe that volume customers deserve volume 
discounts. That’s why we reward them with generous 
frequency discounts built right into our rate structure.

Our guarantee to all United Publications customers is: 
No one will buy at a lower price, unless they run a larger 
schedule. You can be assured that you are getting the 
lowest price available for your marketing program.

We think that’s the fair way to conduct business. We’re 
confident you will agree.

AGENCY COMMISSIONS AND DISCOUNTS
A 15% agency discount is given to recognized 
agencies on space only if paid within 30 days of invoice 
date. Production charges are non-commissionable. A 
2% cash discount is given to companies that pay within 
10 days of invoice date. A 1.5% finance charge will be 
added each month to all outstanding invoices over 30 
days.

CREDIT TERMS
First-time advertisers must prepay. To establish credit 
for billing on subsequent insertions, advertisers and/or 
agencies must submit a credit application with the first 
insertion order. Invoices are payable upon receipt.

United Publications, Inc. P.O. Box 998, 106 Lafayette 
Street, Yarmouth, ME 04096

James G. Taliaferro Tim Purpura

Rev. Date: 9/22/2015


