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Finding the right partner For 
monitoring can be a challenge.

moving your accounts is easy. 
our precise process ensures a smooth transition without 
burdening your office staff. 

below are all of the basic steps we follow  
in order to complete standard conversions.

1
build a dedicated team. We employ the same dedicated 
conversion team members on both the monitoring side 
as well as on the customer side— from the start of the 
conversion process to the end. Ultimately, this helps reduce 
human error and ensures that nothing is overlooked.

2
time it right. To ensure an efficient conversion process, we 
draw on sample data to gauge how long it will take to convert 
the entire subscriber base with maximum success.

3
communicate often, stay connected. To keep everyone 
in the know, we arrange weekly conference calls with the 
conversion teams. During these meetings, we delegate 
specific tasks; define weekly goals; and get everyone aligned 
on what needs to happen and when to reach completion.  

4 run it by the dealer. They review the first batch of inputed 
data, make adjustments, then transfer it to the Bold system.

5
complete and submit. To keep the process moving right 
along, a resporg order on the dealer’s existing receiver lines 
is completed, then sent to the phone companies.

6
set dealers up for success. Training is key to helping dealers 
get the most out of the Boldnet portal—a robust automation 
software that equips them with all the right data and tools. 
To bring them up to speed, dealers and their staff receive 
comprehensive Boldnet training (and subsequent training 
throughout the conversion process, based on the dealer’s 
needs).

7
start with the right data, get the right results. Centralarm 
carefully vets data in its test environment. From there, the 
dealer reviews the data and checks that the information is 
correct. Centralarm then requests a second pass of data 
which is pushed into its test environment.

8
get ready to “go live.” All data is moved to the Bold 
production environment, then the team gets on a conference 
call on the morning of the “go live” date.

9
stay on top of it.  On the day of the conversion, the Centralarm 
Customer Success team carefully monitors signal traffic. 
They keep a watchful eye, ensuring that all the lines have 
swung properly and traffic is being received.

10
Keep things running smoothly. In the weeks after the 
conversion date, the Customer Success team continues 
to monitor signal traffic, keep a watchful eye on potential 
issues, and address potential problem areas proactively.


