
Actual Hikvision customer
Jacob Burke
USA Alarm Systems, Inc.

SEE THE POSSIBILITIES
It’s more than security, it’s business intelligence.
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POWER PRODUCTS are not likely top 
of mind for customers when it comes to 
security systems. Naturally commercial 
and industrial market end users will be 
budgeting for traditional solutions such 
as access control, video surveillance, 
fire/life-safety, intrusion products and 
the like. However, systems integrators 
can make a powerful pitch for the im-
portant behind-the-scenes power prod-
ucts fueling today’s comprehensive secu-
rity solutions.

“Power protection should be an inte-
gral part of every installation — no mat-
ter what type of business or facility,” says 
Anne Gray, product marketing manager, 
Honeywell Home and Building Tech-
nologies. “Security systems are installed 
for protection, and not protecting them 
could take away from the overall benefits 
of the system.”

It’s not hyperbole to say that the 
impact of power supplies and protec-
tion could play a part in the potential 
dire consequences from compromised 
functionality of an installed integrated 
security system. “When an emergency 
strikes, seconds count. An inadequate 
or improper power supply can trigger 

power losses that result in a breakdown 
of critical communications,” adds Gray. 
“Delays in providing fire first responder 
notification, missed-critical surveillance 
or a loss of access control can have dev-
astating results.”

With that in mind, read on for more 
impactful insights on how power protec-
tion is sure to grab your customers’ atten-
tion and garner bottom-line benefits for 
your company. In addition to Honeywell 
,SSI plugged into the knowledge base of 
several leading power providers includ-
ing Altronix, DITEK, LifeSafety Power, 
Middle Atlantic Products, Minuteman, 
SnapAV WattBox, and SurgeX. Sidebars 
show how integrator Preferred Technol-
ogies caters to myriad municipal and 
education market clients, and how resi-
dential power customers are also being 
well covered.  

Parsing Potential Power Issues
It’s important to identify various power 
issues that can affect security systems. 
As Bill Allen, marketing director, Min-
uteman, explains in brief, surges (an in-
crease in voltage, similar to a tsunami) 
and spikes (a sudden large increase in 

voltage) can cause catastrophic damage 
to any type of electronic equipment. De-
vice power supplies and circuit board 
components can be rendered inopera-
ble from either a surge or spike, he says. 
Brownouts are among the most common 
power disturbances, says Allen, and can 
cause sudden reboots and system resets 
due to the drop in voltage.  

“At a minimum, anything that plugs 
into a wall receptacle should be protect-
ed with a surge suppressor. Surges and 
spikes don’t happen too often, but when 
they do, the damage can be catastroph-
ic,” he says. “Better yet, an uninterrupt-
ible power supply [UPS] is the best type 
of protection.”

A common mistake, notes Lauren 
Simmen, marketing manager, SurgeX, 
is the mental image of a lightning strike 
as most customers’ knee-jerk thought of 
power problems that will affect their sys-
tems, but that’s really only a fraction of 
what to guard against.

“In reality, 80% of surge events oc-
cur within the building or installation. In 
a commercial environment, damaging 
power anomalies can be caused by eleva-
tor operation or the HVAC system kicking 

Security contractors can jumpstart clients’ connected products as well as kickstart 
a new recurring revenue stream by providing power protection. Tap into the latest 
devices, sales strategies and managed services opportunities. By Arlen Schweiger
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on. The same is true on the residential side 
whereby power anomalies generated by 
turning on an AC unit or dryer can slowly 
damage equipment you’ve installed on-
site over time,” Simmen says.

Downtime from power disruption will 
adversely impact all manner of security 
devices, so it’s crucial for customers to 
think about power protection as a foun-
dational system in their investment. 

“A power surge can easily transfer 
from a single device to an entire system,” 
says Anthony Knighton, field sales engi-

neer for DITEK. He outlines a few sce-
narios in which issues may affect certain 
connected technologies: When a video 
surveillance system goes down, the fa-
cility is vulnerable to liabilities; down-
time on access control could allow free 
access to restricted areas or to the facility 
itself, requiring closures or costly physi-
cal security increases; should a fire alarm 
panel go down, the customer may need 
to institute a “fire watch” (stationing of 
additional personnel and equipment), 
incurring massive but avoidable costs.

Brian Holden, director, SnapAV 
WattBox power products, adds that be-
cause of the microprocessors used to 
deliver crucial functions across tech-
nologies like access control, fire/burg 
and surveillance, as the sophistication 
of the systems increases there’s a great-
er chance they will lock up or require a 
power cycle reboot.

“Consider the number of times a ba-
sic residential security panel needs to be 
power cycled — rarely, if ever — versus 
the issues generated from large access 
control systems or large building-wide 
fire protection system. The latter is much 
more critical and requires more service,” 
Holden says.

Conveying Coverage Options  
to Customers
Power supplies are often overlooked by 
customers who are focused more on the 
key features and benefits of the complete 
security system they are purchasing, 
notes Honeywell’s Gray. “It’s kind of like 
light switches for a new home — you ex-
pect them to be there and work without 
paying extra for them,” she says. “Since 
life-safety and security products provide 
critical alerts and information it is vital 
that they have the power they need to 
function properly. Reminding custom-
ers of this fact will help pave the way for 
a discussion of power requirements, op-
tions and associated costs.”  

During those discussions integrators 
may need to be prepared for customers 
who aren’t expecting to feel the financial 
strain, but the potential repercussions 
later on could prove far more costly than 
initial investment and ongoing expendi-
tures for the insurance of proper power. 

“It’s important to ask potential cli-
ents about the last power failure they 
experienced, and what some of their 
pain points are in maintaining reliable 
power,” says Middle Atlantic Products’ 
Scott Lowder, director of product man-
agement, power. “Using that feedback 
supports power assurance and helps 
integrators educate the client about val-
ue of a well-designed system. While a 
well-designed system may cost more ini-
tially, it lowers risk of damage to sensitive 
solutions and savings can be realized in 

Based in Houston with another office in 

Austin, Texas, Preferred Technologies 

(Pref-Tech) is a LifeSafety Power dealer 

that relies on intelligent power supplies 

to win over its customers in the educa-

tion, industrial, ports, refineries, chem-

ical facilities and other mission-critical 

markets.

“We like to extend the security solu-

tions to create solutions that enhance 

operations or provide key business 

insights for big businesses, so power’s 

a key component in all of that,” says 

president Shaun Castillo. The compa-

ny began seeing advantages several 

years ago in enlisting intelligent power 

supply modules for previously unman-

aged products like electronic locks and 

backup batteries, “so we can bring that 

data and management into a central 

pane of glass [dashboard] that hopeful-

ly customers can use to predict issues and address them prior to things happening.”

Castillo says that with today’s PoE access control devices and IP cameras, the 

topology for installing LifeSafety Power’s intelligent power supplies that allow for 

reboots and preemptive measures like setting voltage thresholds is not much different 

than “power supplies that folks have been installing for decades,” except they’re main-

ly going through the network switch now.

“It’s more after you make that plug in to the network and what you’re going to do 

with the intelligence you have coming from that power supply” that’s the differentiator, 

he says. “If you control an output to a device you can control power to the device right 

from the network, and there are all kinds of advantages to that.”

Castillo adds that Pref-Tech has managed to secure more business because of 

integrations with LifeSafety Power offerings, enabling “sole source justifications” from 

end users seeking specific manufacturers’ access or video products that his company 

could deliver instead of going through multiple bids. Beyond security, Pref-Tech has 

even expanded power supplies to connected systems like solar, yielding data like 

knowing when to hook up a generator when there’s not enough battery.

“We’ve got some very loyal customers,” he says.

Shaun Castillo of Pref-Tech says access 

control integrations with LifeSafety Power’s 

Unified Power Solutions products help earn 

the company more jobs.

 I
M

A
G

E
 C

O
U

R
T

E
S

Y
 L

IF
E

S
A

F
E

T
Y

 P
O

W
E

R

Pref-Tech Prefers ‘Central Pane of Glass’ View 
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lower overall maintenance over the life of 
the installation.”

Moreover, adds DITEK’s Knighton, 
“Integrators should discuss surge protec-
tion during the system design and pro-
posal stage, and should always include 
a surge refusal form for the customer to 
sign should they wish to waive liability.”

Like the security solutions they are 
feeding, there isn’t going to be a one-size-
fits-all installation for power protection, 
notes Ronnie Pennington, national sales 
engineer, Altronix. Every installation is 
somewhat different, even when systems 
are blueprinted for commercial custom-
ers such as franchised locations found 
in retail and the fast-food industries, 
he says. Plus different types of devices, 
whether networked or standalone, also 
have different requirements. 

Core power issues to address with cus-
tomers to ensure proper installation, ac-
cording to Pennington, include: the type 

of infrastructure that will host the power 
solution; the number of devices to be 
powered at each location; the maximum 
power consumption (total amperage) for 
all of the devices connected at each loca-
tion; and the distance of the devices from 
the primary power source, whether it be 
PoE or a conventional power supply.

“However, there are potential issues 
that require specific attention and may 
not be as apparent, such as voltage drop 
due to long distance cable runs, and the 
threat of external power surges which 
may require additional external surge 
protection,” Pennington cautions.

When it comes to UPS systems, there 
are various flavors to consider, accord-
ing to Minuteman’s Allen. Three types 
of UPSs, he explains, are: a standby UPS 
(good), line-interactive UPS (better), and 
online UPS (best).

A standby UPS essentially switches 
to battery backup and would be recom-
mended for small security systems or 
devices with low power draw, according 
to Allen.

A line-interactive UPS also provides 
full protection, but has a built-in voltage 
regulator to solve a drop in AC voltage or 
an overvoltage condition. Since brown-
outs and overvoltage conditions are a 
more common problem, a line-interactive 
UPS solves these without going to battery 
mode and preserves battery power. These 
are good for protecting medium-sized, 
more critical systems, Allen says.

An online UPS takes the incoming AC 
signal, converts it to DC, and then at the 
output the DC signal gets converted back 

to AC and sends the clean AC signal to 
the attached devices. “Through this ‘dou-
ble-conversion’ process, the AC signal is 
totally cleaned up and regenerated, thus 
providing the best protection through an 
impenetrable ‘electrical firewall.’ An on-
line UPS is typically used in higher-end, 
mission-critical applications,” Allen says.

Intelligent Solutions Offer More  
RMR Opportunities
Today’s power products extend beyond 
their primary purposes by being a part 
of the connected ecosystem. They’re yet 
another example of how IP is influenc-
ing the security industry to the benefit of 
both systems integrators and customers.

“The migration from analog to IP 
continues to play a key role in nearly all 
aspects of security, and the immense 
data these products provide requires 
increased security and network perfor-
mance, as well as detailed analytics and 
diagnostics. Power and transmission 
devices that control, monitor and report 
system or device events are now part of 
the network architecture delivering a 
true end-to-end solution,” says Altronix’s 
Pennington.

Such power-related managed services 
can detect and fix problems remotely 
with quick detection, often without the 
need for a truck roll, generate routine re-
ports and report back on the health of the 
system employed. 

“Customers get better data and 24/7 
service. Providers get a new revenue 
stream and improved efficiencies,” says 
Honeywell’s Gray.

Middle Atlantic Products’ Scott Lowder, director 
of product management, power, says typical 
UPS solutions are heavy and best practices rec-
ommend they are placed in the lower third of a 
properly ventilated equipment rack and mounted 
with rear support.

IMAGES THIS PAGE COURTESY MIDDLE ATLANTIC, MINUTEMAN, ALTRONIX, DITEK

Products from companies such as (clockwise from left) Minuteman, Altronix and DITEK enable se-
curity systems integrators to respectively address end users’ UPS, PoE and surge protection needs. 
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Plus proactive power system manage-
ment with networked components, and 
not simply reactive measures, is vital to 
system integrity at the protected premis-
es, notes LifeSafety Power Vice President 
of Engineering Joe Holland. For example, 
it can notify, ahead of time, of impending 
lock failure or battery fatigue allowing for 
timely service and maintenance before a 
loss occurs.

As Holland suggests, several of the 
managed services systems integrators 
can provide offsite include: remote bat-
tery testing; power recycle; output super-
vision; low battery warning; overcurrent 
alert; service due reminders; and AC loss.

“Systems integrators need to focus on 
adding new services that bring tangible 
monthly revenue streams and also get the 
user endeared to their services with valu-
able benefits,” Holland says. “Managed 
power allows systems integrators to re-
motely provide service and maintenance, 
saving trip time, field visits, technician and 
other expenditures to more effectively trim 
labor costs. It’s a matter of leaving money 
on the table by not recognizing managed 
power service offerings and also losing 
money by not utilizing managed power to 
run their businesses more efficiently.”

Solutions Help Dealers Save the Day
Offering power protection solutions is a 
no-brainer for security providers for the 
mere fact that virtually every customer 
with technology to be powered will bene-
fit. It’s yet another way for security integra-
tors to be heroes in their customers’ eyes.

DITEK’s Knighton cites two cases in 
particular in which power protection has 
significantly aided customers. In one, a 
Florida school district spent $2 million 
in one year replacing fire alarm systems 
that were damaged or destroyed by tran-
sient surges; once surge protection was 
installed on the fire alarm systems, the 
trouble alerts and extensive replacement 
costs were completely eliminated. 

In another case, a Southeastern U.S. 
airport had installed a new access control 
system, but dry air created electrostat-
ic discharge that damaged the internal 
circuitry and caused controlled doors to 
malfunction; a major surge event caused 
card reader and maglock failures, which 

locked people into or out of secured ar-
eas until the system was manually over-
ridden. Surge protection was installed 
on each controlled door panel, and no 
further reports of malfunction or damage 
have occurred.   

“Hospitals, schools, datacenters, air-
ports, banks, truck stops, convenience 
stores, warehouses, stadiums; any facil-
ity that requires electronics or electri-
cal systems to function all require surge 
protection to stay up and running and 
avoid downtime or replacement of criti-
cal equipment,” says DITEK’s Knighton. 
“It is a cost-effective and simple way to 
protect a business’ infrastructure against 
damage that can be easily implemented 
across multiple systems in a facility.”

Minuteman’s Allen says his compa-
ny also receives plenty of anecdotal evi-
dence that underscores the importance 
of selling power. He adds that commonly 
product warranties are not covered by 
power anomalies, even more reason for 
systems integrators.

“Dealers that recommend a full pow-
er protection solution are actually doing 
their customers a favor by protecting the 
expensive equipment the customers are 
paying for. Not only that, but if a device 
gets damaged by a power anomaly, the 
customer is going to call and complain 
to the dealer that their security system is 
broken and the dealer needs to fix it,” Al-
len says. “Selling power protection is an 
add-on sale that benefits everyone.” SSI

Power protection products on the residential technology side have taken advantage of 

remote monitoring and management for several years now thanks to innovations such 

as BlueBOLT by Panamax/Furman, which has given rise to competitive products like 

SnapAV’s WattBox and OvrC tandem and SugeX’s envision tool.

With residential dealers often connecting not only security but home automation, 

lighting controls, audio, video and other 

products, these power outlet-connected 

remote diagnostics products enable 

complete system overviews and the con-

venient ability to troubleshoot and reboot/

recycle systems without rolling a truck.

SnapAV WattBox’s Brian Holden, 

director, power products, explains that it’s 

estimated around 80% of electronic de-

vice issues can be resolved with a simple 

device reboot/power cycle. For WattBox 

dealers, the ability to combine the power 

solutions with parent company SnapAV’s 

OvrC remote management platform and 

app yields greater productivity and the ability to make more money, he says.

“OvrC-enabled IP WattBox Power Conditioners will first utilize intelligent self-heal-

ing and auto-reboot capabilities to solve issues without the customer noticing. Then, 

should an issue require dealer support, reboot of devices can be triggered remotely,” 

he explains. “These are two strong lines of defense against rolling a truck.”  

SurgeX Marketing Manager Lauren Simmen says dealers can implement enVision 

before, during or after an installation. “When installed ahead of time, it can identify 

potential power anomalies and present the opportunity to correct them even before 

the system is installed,” she says.

When installed during the job or left onsite, enVision can report abnormal power 

conditions back to the dealer or be used as a troubleshooting tool. “EnVision can 

provide the tangible proof of power problems dealers need to convince customers to 

implement a power foundation to safeguard their installs against all forms of power 

problems,” Simmen says.

Rebooting the Residential Market

SnapAV WattBox plus OvrC equates to a 

strong remote management tool for residential 

technology installers.
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