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Don’t Think Outside the Box... Get Rid of It.
Powerful Convergence

VSI VISCOUNT 1-800-476-3774
E-mail us at sales@viscount.com or visit us at www.viscount.com

Viscount trades on the NASDAQ OTCBB as VSYS.
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Use MESH and Save Money   —   Invest in MESH and Make Money

To schedule a meeting during SNG please call Steve Pineau at 1-800-476-3774 ext. 223



2008 Sponsorship Packages

Silver Sponsorship Package Benefits            $5,000

SNG Conference Value 
1 complimentary registration (Additional registrations at $1,200 each) $1,495• 
1 invitation to Speaker/Sponsor dinner (One additional guest at $130) 445• 
Your logo in SNG marketing brochure mailed to 30,000 finance and industry leaders • 

       and distributed at ASIS, ISC West and select trade shows
Your logo and 50-word company description in conference program• 
Signage with your logo at the conference• 
Your logo on the SNG Web site• 
Tabletop space at the conference for literature and handouts• 

Visibility in SDM and Security Magazines with combined distribution of over 60,000
Your logo in two print advertisements in • SDM and Security Magazines 3,800
E-media advertising placement in•  SDM, Security or Today’s Systems Integrator  1,900

       e-newsletters two times (125x125 pixel button)
Visibility in SNG digital newsletter, mailed quarterly to 11,000 subscribers

Your logo and a 50-word description in SNG digital newsletter• 

Gold Sponsorship Package Benefits            $8,000

SNG Conference Value 
2 complimentary registrations (Additional registrations at $1,000 each) $2,990• 
2 invitations to Speaker/Sponsor dinner (One additional guest at $130) 890• 
Your logo in SNG marketing brochure mailed to 30,000 finance and industry leaders • 

       and distributed at ASIS, ISC West and select trade shows
1/2-page ad in conference program• 
Signage with your logo at the conference• 
Your logo on the SNG Web site• 
Tabletop space at the conference for literature and handouts• 

Visibility in SDM and Security Magazines with combined distribution of over 60,000
Your logo in two print advertisements in • SDM and Security Magazines 3,800
E-media advertising placement in•  SDM, Security or Today’s Systems Integrator  3,800 

       e-newsletters four times (125x125 pixel button)
Visibility in SNG digital newsletter, mailed quarterly to 11,000 subscribers

1/2-page four-color ad in SNG digital newsletter with Web site link• 
1/2-page article or advertorial with Web site links in fall issue• 

Plan to Attend SNG 2008:  November 11 and 12

Platinum Sponsorship              

The Security 500 is a component of SNG that is focused on end user issues, networking and education. SNG and The 
Security 500 events overlap Wednesday morning, with SNG attendees selecting the sessions that are most relevant 
for their business. SNG attendees may stay through Wednesday afternoon for an additional fee.

Take advantage of this networking and marketing opportunity through a Platinum Sponsorship, which combines 
all the benefits of an SNG Gold Sponsorship and the Security 500 Sponsorship, with a $500 discount on individual 
costs. More details will be available in the coming months at www.securingnewground.com.

Some sponsorship deadlines are fast approaching, so act soon to make sure you’re included in the 2008 Securing New 
Ground marketing and public relations materials. For more information, call or e-mail Becky Reed at 440.286.4900 
or becky@sjandco.com or go to www.securingnewground.com.

http://www.securingnewground.com
mailto:becky@sjandco.com
http://www.securingnewground.com
http://www.securingnewground.com
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3 Reasons to Be a 2008 Sponsor: 
Prestige, Value, Visibility 
Becoming a Platinum, Gold, or Silver 
sponsor of Securing New Ground is 
one of the best ways to put your com-
pany in front of the most influential 
people shaping the security industry 
today. In 2007, 95 percent of SNG 
attendees held executive management 
positions at their companies. That’s an 
increase of 26 percent from 2006. This 
is the best evidence that SNG is the 
one security conference where deci-
sion-makers come to meet with their 
peers to make deals, exchange informa-
tion and formulate and validate growth 
plans. The financial services industry, 
including bankers, lenders and inves-
tors, is well represented at SNG, making 
up 26 percent of 2007 attendees. 

Numerous industry-leading com-
panies have sponsored SNG multiple 
years. If you ask them why, they’ll tell 
you that it’s money well spent…an 
investment that pays big dividends in 
the form of contacts made, informa-
tion exchanged and deals initiated and 
solidified. 

Prestige
As an SNG sponsor, your company will 
be closely associated with the premier 
security industry conference—and the 
one that attracts the industry’s top 
executives and key players. The net-
working opportunities at this confer-
ence are the best in the business and 
you’ll position your company to make 
the most of them.  

Value
If your company is looking for ways 
to effectively and economically market 
your company to key decision makers 
and customers, look no further than 
SNG. Why waste valuable marketing 
dollars on programs and events that 
don’t generate new revenue? Becoming 
a 2008 SNG sponsor will give your 
company and products more recogni-
tion per dollar invested than other 
forms of marketing. Check out the 
sponsorship packages on page 4 and 
you’ll see the value they offer. 

Visibility
In addition to SNG marketing, your 
company will increase visibility through 
our partnership with BNP Media, pub-
lishers of SDM and Security Magazines, 
two of the most widely read and highly 
regarded publications in the industry. 
Depending on your sponsorship level, 
you’ll put your name in front of thou-
sands of industry leaders via:

E-media advertising in • SDM, 
Security, or Today’s Systems Integrator 
e-newsletters.
Advertising and advertorial in the • 
SNG digital newsletter.
Your logo in conference adver-• 
tisements in SDM and Security 
Magazines.

Sponsorship opportunities 
end June 30
There are a limited number of sponsor-
ship packages at each level and the dead-
line is June 30, 2008. To take advantage 
of all the benefits of the SNG marketing 
and public relations programs, contact 
Becky Reed soon at 440.286.4900 or 
becky@sjandco.com.

Mfg/Distributor
37%

Dealers/
CS
8%

Service 
Provider

6%

Other
9%

Integrator
14%

Financial
26%

2007 SNG Attendee Profile
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As long as there have been alarms—150 
years as of 2008—there have been false 
alarms. Three panelists at Securing 
New Ground 2007 addressed the false 
alarm problem and its impact on the 
security industry. 

Richard Chace, executive direc-• 
tor, Security Industry Association 
(SIA), gave a high level overview of 
how industry groups are working to 
solve this perennial problem. 
Gerald Vento, chairman, Westec • 
InterActive, discussed the video 
verification market. 
Russell MacDonnell, chairman and • 
CEO, Rapid Response Monitoring 
Services, added insight from his 
company’s experience providing 
central station services to over 850 
independent alarm dealers. 

Industry leadership
According to Richard Chace, “For years, 
law enforcement agencies have peri-
odically announced that they would 
no longer respond to alarms because 
so many were false alarms. CSAA, 
CANASA, NBFAA and SIA formed the 
SIA Alarm Coalition (SIAC) in 2003 
to serve as the industry voice on false 
alarm management. Since 2003, nearly 
$5 million has been invested in SIAC to 
minimize the problem through effec-

tive alarm management.” He added 
that alarm management also is key to 
the industry’s long-term growth. “We 
need to make sure that police respond 
to alarms triggered by all the products 
security dealer customers are buying,” 
he said. 

“SIAC efforts have resulted in wide-
spread adoption of standards and ordi-
nances, created in partnership with 
well-respected law enforcement agen-
cies, including the IACP, NSA and 
FBI,” explained Chace. “The CP-01 
standard alone has reduced false alarm 
dispatches by 30 percent and total 
alarm dispatches are down 70 percent 
in the past eight years—even though 
the number of alarm installations dou-
bled from 18 million to 36 million in 
the same period.”

Chace reported that the security 
industry has gained considerable credi-
bility for its efforts to reduce false alarms 
and the strain they place on local police 
and emergency resources. “We’ve also 
gained opportunities to partner with 
these resources to promote security 
products and services,” he stated. “This 
work makes dollars and sense.”

Beyond security
Enhanced video verification is one 
industry solution that has had sig-

nificant success reducing false alarm dis-
patches. Gerald Vento commented that 
Westec’s video monitoring center handled 
over two million alarms in 2006 and dis-
patched police to fewer than two percent 
of them. “The security industry needs 
even wider adoption of this solution to 
further reduce false alarms, reduce stress 
on local police and emergency responders 
and ward off onerous local ordinances,” 
he added. “Video verification works, but 
equipment sales are a challenge. To over-
come this, Westec is equipment agnostic. 
This enables us to talk with customers 
about business applications and solutions 
instead of equipment.”

Talking about value-add business 
applications, not just security, is ring-
ing up sales for Westec. “We’re leverag-
ing our video monitoring and verifi-

cation platform, and creating greater 
customer value, by providing solutions 
that meet security needs and deliv-
er actionable business intelligence,” 
noted Vento. “Video enables enter-
prise-wide business intelligence appli-
cations, such as audits, exception event 
reporting and point of sale interface, 
that are more relevant to companies 
and can improve their bottom line. 
Additionally, these applications ben-
efit customers, the security industry 
and local police departments by sig-
nificantly reducing false alarms. 

Verification and False Alarm Reduction

Richard Chase

Gerald Vento

Russell MacDonnell

(Con’t. next page)

http://www.securingnewground.com
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“I’m not sure how much further bur-
glar alarms can go because, alone, they 
don’t add value,” continued Vento. 
“Video surveillance is a $7 billion and 
growing market and IP networked 
video may be 50 percent of that market 
in 2008/09. Video solutions that have 
actionable intelligence applications 
can be an easier sell because custom-
ers can offset their security investment 
with the added business value of these 
applications. It’s the business intel-
ligence application that wins video 
verification sales, not the security cov-
erage,” concluded Vento. 

Dealers’ role
“Rapid Response is dedicating people 
to managing signal alarms, including 

false alarms,” said Russell MacDonnell. 
“We generate monthly reports for all 
our dealers showing total dispatches, 
total false alarms and trends. We work 
personally with dealers that have the 
highest percentage of false alarms to 
reduce their numbers. It’s slow work, 
but it’s paying dividends.

“There is a tremendous fight for 
resources in the dealer business,” 
explained MacDonnell. “They’re 
handling sales, customer education, 
system design and technology. In 
too many cases, technicians hand 
code cards to customers, give a brief 
explanation of keypad operation and 
move on to the next installation as 
quickly as possible. We counsel deal-
ers to devote resources to showing 
customers how their alarm system 

works and how to avoid common 
problems that cause false alarms. 
Explain your local ordinances and 
fines for false alarms. Ask if custom-
ers want to see a police car racing 
down their street in response to a 
false alarm when children are rid-
ing their bikes. You have to say these 
things to get people’s attention.”

MacDonnell believes that technol-
ogy will enable the alarm industry to 
remove false alarms as an impediment 
to industry growth. “Audio and video 
technologies are extremely exciting,” 
he stated. “Where deployed, they’re 
extremely effective. We’ll see more 
deployments as costs come down, new 
entrants come into the industry and 
alarm dealers offer more sophisticated 
applications.” 
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This article excerpted from Security 
Magazine.

This 2007 SNG panel focused on IP 
video, network solutions and video 
analytics because, as moderator Sandra 
Jones, principal, Sandra Jones & Co., 
summarized: “These have the greatest 
growth potential, both on their own 
and as drivers of additional technolo-
gies.” Panel members were:

Bob Beliles• , then Senior Manager 
Physical Security, Cisco Systems
Ray Mauritsson• , CEO, Axis 
Communications
John Romanowich• , President, 
SightLogix
Scott Schafer• , Senior Vice 
President, Pelco 

The video opportunity 
According to Axis Communications’ 
Mauritsson, average worldwide net-
work camera penetration is only 15 
percent. With plenty of room to grow, 
Mauritsson said “the technology shift 
from traditional analog to digital net-
work cameras is a strong, accelerating 
trend.” Three advancements are fueling 
this shift by significantly improving 
network camera performance: 

Higher megapixel cameras provide • 
better quality images over larger 
areas. 
H-264 compression is becoming the • 
new standard, reducing bandwidth 
and storage requirements. 
Video intelligence and analytics at • 
edge devices are transforming video 
into meaningful data for end users. 

Mauritsson stated that Axis camera 
performance alone has improved by a 
factor of 500 since 1996. 

SightLogix’s Romanowich identified 
a specific area of opportunity: preven-
tive network video applications out-
doors that look for motion that violates 
policies and report it in real time. “We 
believe this application could dwarf 

the video market as we know it today,” 
he added. 

The value of technology  
Jones said that “Video technology’s 
value is creating intelligent environ-
ments and providing access to real time 
information anywhere at any time.” 
By providing this value, panelists con-
curred that video technology can help 
turn physical security from grudge pur-
chases into business assets. 

“When designing technology, we must 
think about what keeps end users up at 
night,” explained Romanowich. “One 
big worry is business disruption and the 
huge losses in dollars and reputation 
it can cause. Video security becomes 
more valuable to a business when it pre-
vents or minimizes disruption by giv-
ing responders information quickly and 
accurately about the nature of an event 
and where it is—day or night.” 

Bob Beliles believes the network is 
the value linchpin. He described it as a 
“transformational platform” that can 
turn siloed infrastructure expenses into 
collaborative application assets. “As net-
worked applications, safety and secu-
rity gain new capabilities and provide 
additional cross-functional capabilities 
that facilitate information sharing, cor-
relation and collaboration with other 
applications. Intelligent video surveil-

lance, for example, enhances security 
and gives departments such as market-
ing information to improve customer 
service and facilitate productivity.” 

New opportunity, new 
challenge
New video technologies create new 
challenges. “Reliability, scalability, ease 
of installation and supportability are 
more important considerations for 
manufacturers than inventing, say, a 
core processor,” noted Pelco’s Scott 
Schafer. “Providing measured business 
value is an important new requirement 
in the sale, delivery and support of 
IP-based systems. There’s a real need 
for integrators to be more consultative 
in their approach and provide more 
system design.”

Beliles added, “There’s much to learn 
about networking. You don’t get video 
over the network suitable for business 
use simply by putting an Ethernet chip 
on the back end of a camera or record-
er and running it over an IP network. 
That’s just a science fair project. 

“The fact is, many networked systems 
are difficult to deploy. Manufacturers 
that make IP video and video analyt-
ics easier to provision and easier to 
connect to other systems will be the 
winners, as well as their integrators 
and end users.” 

Technology Trends in the 21st  Century

L to r, Scott Schafer, Bob Beliles, panel moderator Sandra Jones, John Romanowich, Ray Mauritsson

http://www.securingnewground.com
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In a world that faces an ever-increasing combination of threats—where security solutions are growing

more complex, you need a strong and trusted partner. As a leader in every area of security—intrusion,

access control and video surveillance—Honeywell and its scalable, integrated solutions secure millions

of premises around the world, including homes, businesses, industry and critical infrastructure. If you

take great technology and put it together with the best, most experienced people, it's a winning

combination—and the reason so many of the world's leading security dealers, integrators and end-users

have chosen Honeywell as their partner of choice.

a winning combination

For additional information, please visit www.honeywell.com/security
© 2007 Honeywell International Inc. All rights reserved.

http://www.honeywell.com/security
http://www.honeywell.com/security
http://www.hidcorp.com
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The Security 500 
“Solutions for Enterprise Security Leaders”

The Roosevelt Hotel

New York City, NY

Wednesday, November 12, 2008

8:00 a.m. – 6:00 p.m. 

For the second year, the Security 500, 
the industry’s breakthrough conference 
that focuses on the business impact of 
security leaders, will be held in concert 
with Securing New Ground. Following 
the all-day SNG program on Tuesday, 
SNG attendees will have their choice of 
Wednesday morning sessions in: 

The Security Channel track• 
The Security 500 track• 

Attendees may attend sessions in one 
or both of these tracks. If you want 
to attend the Wednesday afternoon 
Security 500 sessions as well, be sure to 
sign up for those when you register. 

Security Magazine presents the 
Security 500, which is the leading 
management conference on managing 

and measuring the value of the secu-
rity function within an organization. 
In addition to an outstanding confer-
ence program, attendees will receive 
The Security 500 Research Report, 
which uniquely ranks the 500 biggest 
and best buyers of security products 
and services in the U.S. 

Highlights of the 2008 con-
ference program:
Keynotes from two industry thought 
leaders: 

Bill Jacobs, Director of Global Risk • 
Technologies, Cisco Systems
John McClurg, Global CSO, • 
Honeywell

Sessions/Panels on:

The Leadership Role of Security • 
Leaders
Security in Vertical Markets • 
Security 500 Research Report • 
Findings, presented by Mark 
McCourt, publisher of Security 
Magazine 

The Security 500 program is devel-
oped in partnership with The Security 
Executive Council, the leading indus-
try membership organization that 
includes over 150 security executives 
from Fortune 1000 companies, institu-
tions and government organizations. 

Security 500 Conference Sponsorship Package Benefits  $3,500

Benefits Value 
Two complimentary attendee registrations $   890• 
Up to four additional attendee registrations at half-price ($222.50)• 
Nominate one speaker (preferably a client) to participate on a panel during the program• 
Logo appears prominently on signage displayed at the conference 750• 
Logo appears on all attendee promotion including: 3,000• 

                 -Six print advertisements in Security Magazine
                 -13 e-Newsletters, each mailed to over 15,000 Security subscribers
                 -120 x 60 button on www.securitymagazine.com/500
                 -All print attendee promotional materials (mailed to over 20,000 subscribers)

Sponsor logo and 50-word company description in the Security 500 Conference  150• 
       program distributed to all attendees

1/2-page profile, including 4-color logo, published in the November 2008  4,150• 
       Security 500 issue of Security Magazine and published on www.securitymagazine.com

http://www.securitymagazine.com/500
http://www.securitymagazine.com
http://www.securingnewground.com

