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SECURITY DISTRIBUTING & MARKETING





February 16, 2009
Dear Security Company Executive:

SDM Magazine is conducting its 19th annual industry-wide search for the SDM 100 -– the largest security-installing and monitoring companies in the electronic security industry. We think your company may qualify for this well-recognized, widely circulated report.
The SDM 100 provides an excellent opportunity to market your company to consumers as one of the industry's most well-recognized businesses. Some of you will recall that your company (or a company you recently purchased) was ranked in last year’s SDM 100. Others are new to the ranking process.  In either case, we welcome you to this year’s qualification round. 

At this time, we need to receive your most up-to-date information so we can determine your status in the 2009 SDM 100. The results will be published in our May 2009 issue and online.
Before you begin the application, please note these important points:
· SDM 100 firms are mainly ranked by their RECURRING MONTHLY REVENUE, and by total annual revenue in secondary rankings. On this application, please continue to provide both your RMR and your total annual gross revenue. Both figures still will be reported in the SDM 100.
· Firms with annual revenues below $3 million and/or RMR under $200,000 still may qualify to be ranked among the security industry’s largest businesses. These “Up & Comers in Security,” as they have been recognized in past years, will become part of the May SDM 100 report… if enough firms participate by completing the application. PLEASE –- even if your RMR is under $200,000 you still may qualify to be ranked. Our goal is to publish an SDM 200 -– featuring the largest 200 security firms. Only with your help can we make this happen. All security dealers, regardless of their revenue amount, should complete and submit this application!
· The largest 100 companies in 2009 will be invited to attend the Fourth Annual SDM 100 Gala, to be held on Thursday evening, June 25, 2009 in Baltimore, Md. Leaders from the SDM 100 will receive two complimentary tickets to the gala. (Additional tickets are being sold separately.) For more information, visit www.sdmmag.com/gala.

(Please note: Completion of this application does not guarantee that your firm will be ranked. Ranking depends on results of both your firm and others that apply.)
TO QUALIFY FOR RANKING, YOU MUST SUBMIT ONE OF THE FOLLOWING DOCUMENTS:

· A copy of your company’s tax return (only the page that shows total 2008 gross receipts)

· A reviewed or audited financial statement, which shows total 2008 revenue.
(These documents will remain completely confidential to SDM, and will be returned upon request.)

Thank you for your participation. We look forward to receiving your results.

Best regards,

Laura E. Stepanek

SDM Editor
SDM 100 applications are due on Wednesday, March 18, 2009
Return by mail, fax or e-mail to: Laura Stepanek, SDM Magazine, 1050 IL Route 83, Suite 200, Bensenville, IL 60106. Telephone (630) 694-4027; FAX (248) 502-1031; e-mail: stepanekl@bnpmedia.com. Note: If faxing your entry, please call or e-mail to confirm receipt.
19th Annual

SDM 100
QUALIFICATION FORM

DUE: Wednesday, March 18, 2009

PLEASE PRINT OR TYPE ALL ANSWERS

Return by mail, FAX or e-mail to:

SDM Magazine, Attn. Laura Stepanek

1050 IL Route 83, Suite 200

Bensenville, IL  60106

FAX: (248) 502-1031

E-mail: stepanekl@bnpmedia.com

CONTACT INFORMATION

1.  Your company's name, address, telephone, and fax numbers:

Company name ______________________________________________________

(Doing business as)____________________________________________________

Address _____________________________________________________________

City _______________________________ State ________​_ Zip ________________

Web site URL: ________________________________________________________

Phone  ____________________________  FAX ___________________________​​__

2.  So we may contact you with questions about your application, please provide:

Your name ___________________________  Your title ________________________

Your phone ______________________  Your e-mail address ____________________

3.  Who is your firm's CEO? _____________________________________________
BUSINESS ACTIVITY

4.  What is your company's primary business? (check one)

______ Security system sales/installation, service, and monitoring (monitoring by either your own 

                  central station or a third party)

______ Security system sales/installation only

______ Security system monitoring only

______ Systems integrator (primarily sell access control, CCTV, etc.)

______ Residential low-voltage systems contractor

______ Authorized-dealer company (subscriber account purchase, billing, monitoring, etc.)

______ Other (please state) ______________________________________________

5.  What was your company's TOTAL revenue in calendar or fiscal year 2008 from security system sales/installation, service, leasing, and monitoring? (Note: Do not include revenue from product manufacturing or distribution.)  $______________________________
PLEASE NOTE: To verify your answers, you MUST submit either an audited or reviewed financial statement or a copy of your firm’s tax return (only the page that shows total gross receipts), which will be kept confidential. If neither of these documents is available, please complete and return this application with a note stating the expected date on which you will furnish these documents. (You may return this Qualification Form first, if necessary, followed by financial documents later.)

6a.  Of total revenue, approximately what percentage was derived from each of the following services? (Total must equal 100 percent.)

______________ % Sales/installation

______________ % Service

______________ % Monitoring

______________ % Sales of subscriber contracts to other parties

______________ % Other, please state ________________________________________

(Total MUST equal 100% of total annual revenue)

6b.  Looking only at sales and installation revenue, approximately what percentage was derived from:

______________% Burglar alarms (including residential burg/fire)

______________% Commercial fire alarm systems

______________% Access control systems

______________% CCTV systems

______________% Integrated commercial systems (may include all or some of the above)

______________% Integrated residential systems (may include structured wiring, security, 

       automation, sound systems, home theater, etc.)

______________% Other, please state _________________________________________

(Total MUST equal 100% of sales revenue)

7a.  Please complete the following formula to help indicate subscriber account activity. 

Start with: Total subscribers at year-end 2007:


________________
ADD subscribers gained through new installations in 2008:
________________

ADD subscribers gained through purchase in 2008:

________________

ADD subscribers gained through other means in 2008:
________________

SUBTOTAL:






________________
Now, SUBTRACT subscribers sold to others in 2008:

________________

and SUBTRACT subscribers lost in 2008:


________________

SUBTOTAL:






________________
ADD or SUBTRACT other activity affecting sub. accounts     
________________

BOTTOM LINE: Total subscribers at year-end 2008:

________________

7b.  Of your total subscriber accounts at year-end 2008, approximately how many were:         Residential ______________               Non-residential ______________  
8a.  What was your firm's Recurring Monthly Revenue (RMR) in both 2007 and 2008?

RMR is the amount of contractually recurring revenues due from customers in force, as of the end of the year, expressed monthly. For instance, a $20 per month residential monitoring customer, whether billed quarterly $60, semi-annually $120, or annually $240, is a $20 RMR customer. Similarly, a $60 per month commercial customer (which may include monitoring, maintenance and/or lease) is a $60 RMR customer irrespective of their billing cycle. RMR should not include amounts for maintenance if it is billed on a Time and Materials basis, rather than a contractually fixed charge.

$ _____________ RMR on December 31, 2007

$ _____________ RMR on December 31, 2008

$ _____________ Net gain or loss (amount on 12/31/08 less amount on 12/31/07)

8b. Of 12/31/08 RMR, what amount is from non-owned accounts that you monitor for other dealers? $ ___________________

INTERNAL OPERATIONS

9.  Is your firm (or its parent) publicly traded?  [  ] Yes, trading symbol is ____________   [  ] No

10a.  Including your main office/headquarters, how many business locations does your company operate? ______________________

10b.  Location of branch offices (list mailing addresses; use a separate sheet if necessary)

   a. __________________________________________________________________________

   b. __________________________________________________________________________

   c. __________________________________________________________________________

11a.  How many RESIDENTIAL systems did your company install in 2008? ______________

11b.  Please estimate the total sales (non-recurring) revenue for residential system installations in 2008: $ ___________________

12a.  How many NON-RESIDENTIAL systems did your company install in 2008? ___________ 

12b.  Please estimate the total sales (non-recurring) revenue for non-residential system installations in 2008: $ ___________________

13a.  Do you operate your own central station?        [  ] Yes      [  ] No

13b. If yes, please estimate how much you spent in equipment purchases for your central station in 2008? (Include cost for items such as receivers, software, computers, etc.) $ __________________

14.  Do you participate in an authorized dealer program as an authorized dealer?

         [  ] Yes        [  ] No        [  ] Not sure

         If yes, which one(s)? __________________________________________________________

15.  How many people does your company currently employ? (Please include only employees in the electronic security division; do not include security officers.)




Full-time

Part-time

Executive management
_________
_________

Sales/marketing

_________
_________

Project management
_________
_________

IT (information tech.)
_________
_________

Installation

_________
_________

Technical service

_________
_________

Central station

_________
_________

Customer service

_________
_________

Administrative support
_________
_________

Other _____________
_________
_________

TOTAL


_________
_________

16a.  Did your firm purchase any security companies in 2008?

[  ] Yes; number of companies _____  Number of subscriber accounts purchased _____  
 [  ] No

17. Please list your top three suppliers (both manufacturers and distributors) in order of volume purchased from them (#1 is largest volume).
Manufacturers




Distributors

1. _____________________________________
1. __________________________________

2. _____________________________________
2. __________________________________

3. _____________________________________
3. __________________________________

18.  Who, at your firm, is responsible for making equipment-purchase decisions?

_______________________________________________________________________________

OUTLOOK & OPINION

19.  How do you expect revenues in 2009 to compare with revenues in 2008?

[  ] Up by ________%        [  ] Down by_______%         [  ] Stay the same

20.  Please describe the market for security system sales in 2008 compared with 2007. Was the market strong, average or weak? What segments exhibited the best/worst growth? 

_______________________________________________________________________________

_______________________________________________________________________________

21.  Please describe your expectations for the market in 2009. 

_______________________________________________________________________________

_______________________________________________________________________________

22. What was your company’s most significant accomplishment in 2008? 

_______________________________________________________________________________

The information furnished on this application is accurate to the best of my knowledge.

Signature ____________________________________________ Date _______________________

Thank you! Applications are due on Wednesday, March 18, 2009

See optional survey…next page.

SDM Optional Survey of Sales & Rates

Please complete – at your option – a survey on sales, installation, monitoring and service rates and practices. Your answers will be kept confidential, to be used only in aggregate with the results from other respondents, presented later in 2009 in SDM and at Securing New Ground conference.

1. By what percentage have you increased the recurring revenue rates charged to your customers during 2008? (check one)

_________ We did not implemented a rate increase in 2008.

_________ Less than 2.5%

_________ Between 2.5% and 5%

_________ Between 5% and 7.5%

_________ More than 7.5%

2. What hourly rate do you currently charge your customers for service performed during regular business hours?




Residential rate

Commercial rate

$0 to $50

____________

____________

$51 to $100

____________

____________

$101 to $125

____________

____________

$126 to $150

____________

____________

$151 or more

____________

____________

3. In 2008, what percentage of your new system sales were generated by the following:

_________ % cold calls

_________ % telemarketing

_________ % work from existing customers (add-ons, new sites, etc.)

_________ % referrals

_________ % advertising (which media?) ______________________________________________

_________ % Web site or other online activities (i.e., e-newsletter)

_________ % other (please state) ____________________________________________________

4. In 2008, what percentage of your account base was monitored by the following? (check all that apply)

_________ % traditional digital communications

_________ % radio or cellular

_________ % remote video

_________ % direct connect

_________ % Internet

_________ % other (please state) ____________________________________________________

_________ % a combination of these technologies

5. In 2008, what percentage of your installations were done by the following:

_________ % your own employees

_________ % dedicated subcontractors

_________ % contract labor

6. What percentage of troubleshooting, servicing, and software updates do you perform remotely (by phone or Internet)?      _________ %

7. What new service or capability did you add in the past 12 months?   ___________________

________________________________________________________________________________

________________________________________________________________________________

8.  When selling, what percentage of the time does your firm collaborate with another firm on the sale?       _________ %

Thank you. Please return this completed survey with your SDM 100 form.
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