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Summary of Findings 
 Cable/telco home security products are not taking share 

from ADT Corp. (ADT) and other traditional home security 
companies, according to 12 of 14 dealer sources. 

 Six sources said cable/telco companies have increased 
their advertising and marketing materials despite still 
being in rollout or the test phase in most cities. These 
efforts have yet to result in customer attrition for ADT and 
other traditional companies. Only three of 18 sources said 
cable/telco vendors eventually could become a viable 
threat. 

 Cable/telco companies could benefit from their all-in-one 
bundles, low prices, and home automation features for 
consumers’ smartphones and tablets. 

 However, all sources questioned the cable/telco 
companies’ expertise in home security, the dependability 
of their wireless connection, their background checks of 
employees, their response time, and their customer 
service. Most importantly, sources stressed that 
cable/telco products offer “video surveillance” rather than 
“video security.” 

 ADT’s market position is strengthened by its high-tech 
Pulse solution, which has attracted the attention of 
customers seeking home security automation. Two 
sources mentioned ADT as a potential takeover target for 
a cable/telco company. 

 Among the cable/telco providers, Comcast Corp. (CMCSA) 
was cited as having the best chance to penetrate the 
home security market. 

 Sources reported no noticeable change in DIY home 
security trends. 

 

Research Question: 

Are new cable/telco home security products taking market share from ADT and other 
traditional home security companies? 

Silo Summaries 
1) DEALERS WHO SELL TRADITIONAL HOME SECURITY 
COMPANIES’ PRODUCTS 
Cable/telcos’ entrance into the home security market has 
had no effect for 12 of 14 dealer sources. Of the remaining 
two sources, a president for a high-end company in the 
Chicago area said his business is down 10% for the year as a 
result of the new, larger players. The remaining source said 
the cable/telco companies are slightly chipping away at 
market share but have not yet created much concern. 
Regarding future competition, four sources believe 
cable/telco companies still will not pose a threat to 
traditional security companies’ share. Three said the recent 
entrants will raise awareness of home security and help the 
overall industry, but two others said the entire industry will 
suffer from pricing pressure. The newest players will affect 
only smaller security companies, according to two sources, 
but another said large, established companies also are at 
risk. The remaining two sources said the effects are not yet 
fully known. The lure of all-in-one package convenience, 
relatively low costs, an established clientele, and home 
automation features via a smartphone are reasons why 
cable/telco companies could succeed in the security 
industry. Having said that, all sources raised concerns over 
cable/telcos security offerings, ranging from the 
dependability of the wireless connection, background checks 
of employees, response time, and customer service. Six 
sources reported noticing increased advertising and 
marketing efforts from cable/telco companies. Sources 
reported no noticeable change in DIY security trends, which 
they deemed a nonissue for established security companies 
and new market entrants alike. 
 
2) CONTRACTORS WHO INSTALL HOME SECURITY UNITS 
These four sources, including two who work with ADT, agree 
that cable/telco companies have yet to affect the home 
security industry. Customers can find better value and 
security in ADT’s Pulse if they seeking home automation 
features. A master electrician in Northern California said 
AT&T is training electricians in his area, but could not offer 
more insight. However, he has noticed more people installing 
their own wireless alarm systems. 
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Home Security 

Background 
Sources for Blueshift Research’s April 25 Whisper said a number of national cable/telecommunications providers, including 
Comcast (Xfinity Home Security), Time Warner Cable Inc. (TWC, IntelligentHome), AT&T Inc. (T, Digital Life) and Verizon 
Communications Inc. (VZ, Verizon Home Monitoring), have been promoting home automation services as a part of broader 
security services with such options as motion detectors, window and door sensors, touch-screen controllers and round-the-
clock monitoring. The combination of advanced technology and competitive pricing could threaten traditional market leaders 
such as ADT, Protection 1 Alarm Monitoring Inc. and Monitronics. However, cable/telco home security is in its relative infancy, 
with most rollouts confined to select areas. Also, ADT has made advances in remote technology, and offers features and 
packages comparable to newer market entrants as well as its basic systems that can be installed for much less. 
 
 
CURRENT RESEARCH 
In this next study, Blueshift assessed whether new cable/telco home security products are taking market share from ADT and 
other traditional home security companies. We employed our pattern mining approach to establish sources in three 
independent silos, comprising 18 primary sources and one relevant secondary source focused on trends in the home security 
and automation market, as well as AT&T’s Digital Life packages. 

1) Dealers who sell products for traditional home security companies (14) 
2) Contractors who work with dealers to install home security units (4) 
3) Secondary sources (1) 

 
 

Next Steps 
Blueshift’s next report on the home security industry will reassess the efforts of cable/telco companies to take market share 
from ADT and other traditional home security companies. We will pay close attention to cable/telco marketing and advertising 
materials, and will revisit dealer sources to see if these new players are encroaching on local markets, how their products are 
being priced compared with the competitors, and what customers are saying about the products. Finally, we will watch for any 
industry changes and consolidations as well as any new home security products. 
 
 

Silos 
1) DEALERS WHO SELL PRODUCTS FOR TRADITIONAL HOME SECURITY COMPANIES 
Cable/telcos’ entrance into the home security market has had no effect for 12 of 14 dealer sources. Of the remaining two 
sources, a president for a high-end company in the Chicago area said his business is down 10% for the year as a result of the 
new, larger players. The remaining source said the cable/telco companies are slightly chipping away at market share but have 
not yet created much concern. Regarding future competition, four sources believe cable/telco companies still will not pose a 
threat to traditional security companies’ share. Three said the recent entrants will raise awareness of home security and help 
the overall industry, but two others said the entire industry will suffer from pricing pressure. The newest players will affect only 
smaller security companies, according to two sources, but another said large, established companies also are at risk. The 
remaining two sources said the effects are not yet fully known. The lure of all-in-one package convenience, relatively low 
costs, an established clientele, and home automation features via a smartphone are reasons why cable/telco companies 
could succeed in the security industry. Having said that, all sources raised concerns over cable/telcos security offerings, 
ranging from the dependability of the wireless connection, background checks of employees, response time, and customer 
service. Six sources reported noticing increased advertising and marketing efforts from cable/telco companies. Sources 
reported no noticeable change in DIY security trends, which they deemed a nonissue for established security companies and 
new market entrants alike. 
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 Owner and technician for a home security company in California 
Cable/telco companies are not encroaching on this home security company’s market share, and will not for at least 10 
years. Established companies have superior response time, expertise, training, extensive employee background checks, 
and a UL-certified connection. 

Presence and Effect of Cable/Telcos 
 “I have not noticed Comcast or others getting into our market. The cable/telco companies will not present any 

real competition for at least 10 years.” 
Competition 
 “Cable/telco rates are pretty high to begin with, so they are not competing for the same customers as the small 

security companies. They offer bells and whistles that the customer will not have any use for at all. Once you get 
the picture of someone breaking in on your cell phone, for example, they will already be gone.” 

 “The reason these guys are not real competition is, first of all, they are not well trained. In the systems we have 
run across, they were not properly trained on how to install it, so the workmanship was shoddy and we had to 
tear it all out. They take shortcuts and try to lock you into a contract.” 

Pros, Cons and Product Reviews 
 “I do not know what brands they are using, but the level of service just is not comparable. We respond right 

away, and we are bonded, insured, finger-printed and licensed. … On these service calls with the cable company, 
one guy will not be able to fix it so he will have to call another, and pretty soon you will have two strangers in 
your house. … Plus, they do not know what they are doing.” 

 “The advantage to using an established company is that they are local, and there is a certain amount of trust. 
The service is better, and the system probably works better. We work with central stations where there are 
multiple locations and 24/7 service. They are UL-certified; they are big and never short-staffed.” 

 “Smaller, local companies are often better even than big, traditional companies like ADT, which sells systems 
here for about $100 for the front and back door. That is not an alarm system! You would have only one zone 
violated, and in our area the police do not even come out unless there are two zones violated. Besides the 
doors, you need sensors on all the windows and a motion detector.” 

DIY 
 No data 

 
 Operations manager for a mid-Atlantic security system dealership 

Although broadband vendors are eager to bundle home automation and 
monitoring services with their existing services, consumers know these 
companies lack both the infrastructure and the expertise to back up their 
claims. All major entrants have established a reputation for dismal service and 
are not taken seriously as emergency responders. ADT and Protection 1 already 
provide popular home monitoring services on mobile devices. The long-term 
competitive threat is real, but only if serious broadband vendors acquire and 
dismantle specialized firms. 

Presence and Effect of Cable/Telcos 
 “In the last few months, we have definitely seen an uptick in 

advertising for home monitoring and automation from Comcast, in 
particular. Time Warner is not playing up their offering, and while there 
is some chatter about Verizon having a similar service, I do not think 
anyone takes it seriously. Comcast really wants a piece of this market. 
Problem: Nobody really likes Comcast or is eager to hand the company 
another $40 to $50 a month.” 

 “I do not think these companies are converting any of our customers or 
hurting the traditional security business in any way. I have not had a 
single legacy system taken over by Time Warner or Verizon, and I think we have lost one account to Comcast in 
the last nine months. They were coming up for a long-term contract renewal and were obsessed with thermostat 
automation, that whole ‘intelligent home’ idea saving energy and heating costs.” 

Competition 
 “This business is becoming more competitive as these gigantic companies try to force their way in. I do not see it 

cooling off or getting easier. That is what is exciting, actually. What someone like a Comcast is doing is turning 

In the last few months, we have 
definitely seen an uptick in 
advertising for home 
monitoring and automation 
from Comcast, in particular. 
Comcast really wants a piece of 
this market. Problem: Nobody 
really likes Comcast or is eager 
to hand the company another 
$40 to $50 a month. 

Operations Manager 
Security System Dealership 

Mid-Atlantic 
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residential monitoring from a niche service into something with broader 
middle-class appeal. They are growing the market opportunity by 
raising awareness. Their customers are all brand-new. Once they 
become customers, it is up to us more innovative providers to convert 
them to our offerings.” 

Pros, Cons and Product Reviews 
 “Taking Comcast as the example, everyone is now aware that the 

company’s service platform is absolutely horrible. You have to wait for 
hours before the company will even acknowledge that your connectivity 
has gone out. You have to schedule a service call weeks in advance, 
and when you do, you still need to block out a 12-hour window, at 
which point you are still not guaranteed that the truck will roll and 
install your service.” 

 “By extension, all these companies have indifferent to bad service 
reputations. If they cannot keep your office or home Internet working, do you trust them to watch your children 
and alert the fire department if the smoke alarms go off? They do not have bonded and certified monitoring 
teams to watch your cameras and process alerts. For all practical purposes they are charging you for a service 
and then expecting you to do all the work of checking your phone updates, scanning the video feeds, reporting 
your own incidents.” 

 “The big selling point on these new broadband-rooted services is that they feed control and oversight back to the 
phone or other mobile device. That sounds pretty attractive. You get to be liberated from the keypad by the door, 
you get the peace of mind that comes with knowing you can see the same feed your monitoring service sees so 
you can confirm to yourself that there is nobody lurking in the bushes, whether you are at home or on vacation. 
You can disarm the system remotely to let a babysitter or child in, and you can arm it again to keep them safe. 
As it turns out, that is what ADT has been offering for a while with Pulse and what Protection 1 has with its 
eSecure service.” 

 “I would think the advantage of going with a broadband vendor really amounts to opportunity and maybe cost. 
Verizon offers their service for as little as $10 a month, but as far as I can tell, it is a basic interface that feeds 
the device output to your phone without doing any more advanced monitoring or support. But if you have been 
looking for a cheap way to route an existing security camera to your phone and do not actually want active 
monitoring, I guess it is a reasonable proposition.” 

 “If you want reliable security, you go to a home monitoring company 
and solicit bids. It is really that simple. You take the lowest bid out of 
the companies that are actually bonded and trained to deliver 24/7 
support. Then you ramp up if you need enhanced services or more 
comprehensive home automation or the kind of remote control that 
Pulse provides.” 

ADT 
 “[ADT’s] Pulse provides every single thing the broadband products do, 

plus infinitely better support on both the 24/7 monitoring and the 
equipment side, and network-independent reliability. It does not rely on 
your broadband connection staying up, which is a critical feature 
because when the power goes out, your home or workplace is at its 
most vulnerable and the broadband stops working. Comcast promises 
that their systems work when the broadband stops, but this runs 
absolutely counter to their entire way of life. It will never be seamless or really reliable.” 

 “The independent products are innovating. Pulse and eSecure already support medical alerts that are absolutely 
critical if you already rely on a third party for monitoring your house while you are asleep. Why not link a baby 
monitor or senior pacemaker to the system as well? They link into the carbon monoxide sensors, the moisture 
sensors in the basement, the locks and appliances themselves. If anything, Protection 1 is a little more 
comprehensive because it can track children and pets as well as medical bracelets, as well as set up custom 
security zones within the house. In all these cases, it is the systems within the house that drive the innovation. 
The mobile interface is just the icing on the cake. With the broadband vendors, the mobile interface seems to be 
the main product, so there is not as much cake underneath.” 

What someone like a Comcast 
is doing is turning residential 
monitoring from a niche service 
into something with broader 
middle-class appeal. They are 
growing the market opportunity 
by raising awareness. 

Operations Manager 
Security System Dealership 

Mid-Atlantic 

[ADT’s] Pulse provides every 
single thing the broadband 
products do, plus infinitely 
better support on both the 
24/7 monitoring and the 
equipment side, and network-
independent reliability. 

Operations Manager 
Security System Dealership 

Mid-Atlantic 
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DIY 
 “I am not seeing a lot of DIY home installation. If anything, this class of technology is getting harder to do it 

yourself as the amount of connectivity and automation becomes more complex. There is no ‘plug and play’ 
home automation system on the market to my knowledge, so you would need to hook up your own cameras and 
feed them back to your personal computer—not impossible, but not trivial either—and wire all your appliances. 
You would need to hook up your own sensors, which is actually relatively easy. But then you would need to watch 
them 24/7, which is why people started paying third parties to watch their house in the first place.” 

 
 Operations manager for a New England security system dealer 

Comcast has just started promoting its home security product as part of its broadband bundle, but has generated little 
interest to date. Other vendors have yet to establish themselves in this space. Although innovative technologies are 
creating opportunities for industry disruption, very few independent competitors have the necessary market reach or 
entrepreneurial spirit. ADT’s Pulse is a great product, but mobile home automation/security systems will become 
ubiquitous over the next three years. Broadband solutions offer nothing that specialized vendors do not already have. 

Presence and Effect of Cable/Telcos 
 “We have started seeing Comcast promote its home monitoring system 

in this region. So far I have not seen any sign of it getting any traction 
at all. I know Time Warner and Verizon have something up their sleeves 
as well. Again, no sign of it yet with our customers. We have not lost 
any customers to any of them or had anyone confess that they are 
even tempted.” 

Competition 
 “These companies obviously have the advantage of a ubiquitous base 

of existing clients. Everyone has cable and a cell phone, so buying 
monitoring service from them may feel more like an add-on, an 
extension of an existing relationship instead of an all-new expense. 
That may help them pick up all-new customers we would ordinarily 
have gotten a chance to talk to and bring over to our service. But they 
are not cutting into our business, and I am still seeing the same 
number of inquiries for new service as I did this time last year.” 

 “Having them in the industry definitely confuses the lines. It used to be 
that people chose between a local, independent provider that would 
monitor all sensors from nearby and know who to alert in the event of 
an incident, or else they could choose a national company like ADT that 
would feed everything to a remote call center somewhere. Some liked 
one model, and others liked the other. I would think a national cable company will not ever get the ‘local’ value 
proposition right, so they will compete more with the ADT and Protection 1 type companies of the world.” 

 “Competition for us is not bad. We have all the accounts we can service. While we would not mind growing and 
training a lot of people and expanding our geographical presence, the fact is we are in a good place right now. 
We are the people on the ground here in town. As long as we get a trickle of referrals from people moving into 
town or changing their service, we do all right holding them. This is a sticky business. Once you have a customer, 
you are generally locked in for at least three years, and then renewal is fairly straightforward. It is not like 
Comcast is pulling customers away from us or even from ADT, really. They are building their own market.” 

Pros, Cons and Product Reviews 
 “From what I have seen, the cable services offer all the bells and whistles of modern security systems without 

the actual security system side. Mobile interface is great. Remote home automation is great. But everyone I talk 
to just sort of laughs about Comcast providing great customer service in an emergency. The notion is scary. 
Verizon is worse. Time Warner is worse.” 

 “Someone who chooses Comcast or Time Warner for their home system is really buying an automation and 
camera interface with maybe a sensor or two on the doors and an electronic lock you can toggle with your 
phone. It is not a traditional home monitoring service, although the equipment is often very similar. The goal is to 
put the house and the homeowner in more immediate contact, not to insert a third party between them who can 
watch the house while the homeowner is off living life.” 

The cable services offer all the 
bells and whistles of modern 
security systems without the 
actual security system side. 
Mobile interface is great. 
Remote home automation is 
great. But everyone I talk to just 
sort of laughs about Comcast 
providing great customer 
service in an emergency. The 
notion is scary. Verizon is 
worse. Time Warner is worse. 

Operations Manager 
Security System Dealer, New England 
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 “The … mobile and remote applications [are] fantastic and can really launch a whole wave of interest and 
installations. Whoever installs the hardware is welcome to do so. That is not really a hugely profitable area for 
us. We make most of our money on the recurring monitoring service, so it would be fairly smart for someone to 
let Comcast install the systems and then take over the signal down the road so the homeowner does not have 
to.” 

 “I do not think many small security companies are poised to handle that kind of new influx of interest and 
customers. Most of us are very small and are happy to do a truck run once a week or even a few times a month, 
then keep the coverage area clear and incident-free. It is not really an ambitious industry. You could not be 
ambitious even if you wanted to, because you do not have the marketing resources or the national brand of 
someone like ADT or Protection 1.” 

ADT 
 “Pulse is great, but [ADT is] not revolutionizing the market with it. We are a small, regional company and we have 

mobile and remote interfaces. … It is just the next big thing in terms of marketing. By 2016, every security 
system sold will come bundled with a wireless remote and a tablet interface.” 

DIY 
 No data 

 
 Executive at a leading home and business security firm in the Midwest 

Cable and telco companies have cropped up in test markets but with little effect to date. This will change when the new 
entrants ramp up security sales along with their traditional services. The home security market already is very 
competitive, and the new players will make competition tougher and drive prices down. Customers who select cable or 
phone companies do so for the convenience of bundled service, while those choosing a traditional security company are 
looking for brand reputation and quality customized service. DIY security consumers have always existed. 

Presence and Effect of Cable/Telcos 
 “We have seen an increase in presence of cable and telco companies entering the home security market. To 

date, there are several that have started offering security systems and services in test markets. We have not 
seen a big impact, but expect that we may in markets where these companies focus their teams on adding 
security sales to their traditional services.” 

Competition 
 “The security market is very competitive today, and we expect that competition will increase. … We expect to see 

pressure applied on pricing.” 
Pros, Cons and Product Reviews 
 “Most of the security equipment on the market today is not proprietary, so resellers do have access to a lot of 

the same equipment. The difference is in the expertise that is applied when putting together a customized 
solution for each customer.” 

 “Consumers that go with a cable company or telco choose that option largely due to the convenience of service 
bundling.” 

 “Consumers that choose a traditional security company do so because of brand reputation and because they 
appreciate that security is their core competency.” 

DIY 
 “There has always been a DIY consumer set that wants to install and even monitor their own equipment.” 

 
 President of a Rocky Mountains ADT system dealer 

Although Comcast does offer home security services in the region, it is not aggressively promoting them, and no other 
nontraditional vendor has surfaced. Comcast’s technology appears to be a copy of ADT’s Pulse and is unlikely to capture 
the interest of existing ADT customers. Pulse itself is a nice way to attract customers from less innovative security 
companies, but no concerted efforts are being made to convert existing accounts. 

Presence and Effect of Cable/Telcos 
 “I had to look up Comcast’s offerings to see if they were selling home security product in our region. I have not 

seen any ads or mailings, and I am actually a Comcast subscriber.” 
 “I am not seeing anyone else on the cable TV or the phone side pushing their security systems. AT&T said they 

were rolling out here, but I am not having any existing customers tell me they are leaving for AT&T. Whenever I 
ask people who are looking into buying a system for the first time who else they are considering, they give me a 
lot of local, independent shops. Nobody has said AT&T or Comcast yet.” 
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Competition 
 “We are not losing anyone to these companies yet, and nobody in our pipeline says they are choosing them over 

us.” 
Pros, Cons and Product Reviews 
 “Comcast and AT&T are just selling pretty basic stuff. Pulse does all that and was always already integrated into 

a more robust premise watch system. What ADT did was bring the phone back into the loop as an off-premise 
control pad and as a secondary output device for incident reporting. Pulse builds on some really sophisticated 
sensors and signaling. I think Comcast thinks the phone leg in the network is the important one. It is not.” 

ADT 
 “Our people come to us for monitoring, and the Pulse product is a way 

to get them to come into the door if they were on the fence. It is a 
sweetener. When we are trying to win someone from a less 
technologically advanced company, we will pull out Pulse and see if the 
other guy can match the ability to roam away from the fixed keypad. 
Everyone hates the fixed pad. Everyone hates not knowing if it is really 
armed or not. Pulse makes the sale against people who only have the 
fixed point, which is a shockingly high slice of the industry.” 

 “A large percentage of our new business goes straight to Pulse because 
Pulse is what made the sale for us. I would say easily 50% to 60% of 
our new subscribers, if not more, are in it because Pulse is on the table. 
They were willing to pay for a top-of-the-line system anyway, so the 
added fee is really negligible to them and we can always discount it 
from the installation and equipment anyway. … Right now, we are not 
converting the base. We are just using it to win new business.” 

DIY 
 “I do not think DIY is really an issue for us. I get a few people who installed their own system or tried to do it and 

failed. I also get a few people coming over from other companies trying to bring their equipment with them, 
maybe because that company is stagnating or does not offer the phone control capability. It is all the same to 
me. We want people to buy up-to-date equipment. We also want people to sign up for the monitoring. If someone 
wants the monitoring but is already installed, I am not going to turn them away. If someone installs their own 
system, they still need monitoring.” 

 
 Account executive for an independent security system dealer in the Southeast 

Comcast is in the lead when it comes to broadband vendors moving into the security space, but all IP security products 
are fundamentally flawed and customers will migrate away from these new vendors after the first major outage. Viable 
competitors will shift away from security-oriented claims to focus on home automation, especially as consumer-facing 
smart grid applications come online. DIY installation is a niche threat at worst. 

Presence and Effect of Cable/Telcos 
 No data 
Competition 
 “If I was to pick a cable company with a good chance to sell security 

systems, I would say Comcast. They have the reach and the expertise 
installing and selling hardware in the home and small business. 
However, they do not seem to be actively promoting the product, so 
maybe it is still in the pilot program stage. Beyond them, the phone 
companies are not really taken seriously for in-home installation and 
equipment upkeep. That is why landlines are dying out. Cox is big here 
in cable, but as far as I know they have no security or home automation 
piece.” 

Pros, Cons and Product Reviews 
 “IP telephony is terrible for real home security. The power goes out, the 

connection goes out. The system cannot call back to confirm if there is 
a premise breach. Even if the system is working on a battery and a 
cellular connection, you cannot really call local 911 and have an immediate fix on the location. They can 

A large percentage of our new 
business goes straight to Pulse 
because Pulse is what made 
the sale for us. I would say 
easily 50% to 60% of our new 
subscribers, if not more, are in 
it because Pulse is on the 
table. 

President, ADT System Dealer 
Rocky Mountains 

If I was to pick a cable 
company with a good chance to 
sell security systems, I would 
say Comcast. They have the 
reach and the expertise 
installing and selling hardware 
in the home and small 
business. 

Account Executive 
Independent Security System Dealer 

Southeast 
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estimate where you are, but it is still technically an unverified call at that point. And in the event of a power 
failure, you will be on a long list of incidents flagged for following up as resources allow. You do not want that.” 

 “Comcast is not an expert at cellular connectivity. They deal in cable. The cellular companies are more 
interesting because they usually have a fixed line piece of the bundle that the security system can access. You 
need fixed line for uninterruptible power, 911 tracking, dial tone in a network outage. We can build a cellular 
signal into our security systems, but we still encourage people to keep a land line for the system.” 

 “Competition is about the same as ever. There are always new people coming in and old ones exiting. Right now 
we are back in boom mode after years of nothing. The real estate market is finally turning, and people are 
moving into new houses and offices. Some new condo buildings are actually opening for business and need 
systems in place. That is what we focus on. Comcast does not.” 

 “Phone companies have the right idea by selling their product as an intelligent home, an automation product. 
They have plenty of competition there from just about everyone in the security business who is happy to sell you 
a wireless automation solution with mobile input and reporting, something exactly like what ADT has with their 
Pulse. That is not a new or unique product; it is just that everyone is finally interested in it because they can 
finally run it all on the phone they are carrying anyway. They do not have to get to a computer to run it on the 
Web.” 

Industry Trends 
 “ADT is doing very well with Pulse. We are doing very well with our interactive control feature, the remote 

monitoring and automation. It is not a new product, as I have said. But it is something people are asking for and 
we are happy to provide. As the smart grid evolves … we will see a lot more interest in networking smart 
appliances. … This will take place over the next decade, definitely, but it is a space people want to be in.” 

DIY 
 “I cannot say I am seeing a lot of home installation gone right or wrong. Our population is very mechanically 

inclined, but they do not want to mess up their real estate with a botched project, and they definitely are not 
geniuses at network management. As the business shifts toward higher-end computing and signal broadcast, 
they are happier to let us do the fine work on that side. Also if they do it themselves, it may void the 
homeowners insurance break they get for having a system in the first place, which is a big disincentive.” 

 
 Founder of a Northwest security system dealer 

New security products from cable/telco companies are not taking market share from traditional security vendors. 
Hardware manufacturers and local service companies will be the real winners of broadband providers’ entry into the 
home monitoring space, but legacy security firms that can match the technology should not be threatened. Any effort to 
expand the home automation market beyond its current niche will benefit all constituencies. Strategic M&A presents an 
overwhelmingly attractive opportunity. 

Presence and Effect of Cable/Telcos 
 “Comcast is trying to get into this business, but nobody takes them seriously. AT&T just launched their intelligent 

home service here after what felt like a year-long delay. That tells you most of what you need to know. These are 
exploratory products, really just subsidized R&D.” 

Competition 
 “What will happen is the home monitor and home alert products will become ubiquitous. Think of smoke alarms 

after the laws passed to make them mandatory, or cable boxes for that matter once cable went from a premium 
movie channel environment to a ubiquitous utility. Right now only 20% of all American homes even have a cheap 
access pad, let alone automation switching or takeover gear or any of that. Honeywell [International Inc./HON], 
[United Technologies Corp.’s/UTX] GE Security and Bosch will reap the benefit of that 400%-bigger new market 
opening up in the next few years.” 

 “In the meantime, service providers will come and go depending on the quality of their platform and their 
business decisions and the way they can prospect those new customers and retain them once they have them. 
Think of this like the cellular phone service market 15 to 20 years ago: The people who make the phones get 
paid, the people who sell the phones get paid … and the people who handle the service contracts may or may 
not get incredibly rich.” 

Pros, Cons and Product Reviews 
 “Comcast is welcome to grow the market. As long as they do not insist on proprietary equipment, there is 

nothing saying I cannot have my truck wire the house to better-than-Comcast specifications at a cheaper price 
and then when that homeowner gets tired of Comcast’s underwhelming support, sign up with me at the end of 
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the contract. At best, Comcast may keep them for the three years their contracts will run. Maybe a lot will defect 
before that, but I am already looking ahead to a busy 2016 and 2017.” 

 “We are the professionals in the premise monitoring and security world. Comcast and AT&T have a lot of 
resources to throw at building the market in order to win themselves a toehold here, but it takes more than 
resources to keep that toehold in the long run. We can install equipment that is network-neutral, so it actually 
stays accessible in a power outage. We know about uninterruptible power supply, where to put the big box so it 
is out of the way. Comcast would probably want to just set it on top of the DVR and expect you to smile.” 

 “What you need to compete with Comcast is the ability to route alerts and control to and from the phone, 
something like Pulse. That is a no-brainer, but it is a nontrivial barrier to entry in this business. You still have a 
surprising amount of market share locked up in localized one-shop operations where everything is still done over 
phone line—old equipment from the 1990s, no Internet compatibility, 
no homeowner-facing front end. We support wireless control. Everyone 
on ADT, Protection 1, Vivint [Inc.] supports wireless control and phone 
messaging. If you have it, you can still write your own ticket as large as 
you want it.” 

 “What is interesting is the way AT&T is opening up the intelligent home 
to a mass market. Now the bandwidth is available to run every premise 
from the phone, so this has the potential to become a next-generation 
utility for everyone in the middle class and up. As it expands, pricing will 
come down. As the price of energy and heating fuel rises, demand for 
intelligent environment control will expand.” 

 “A mass intelligent residential environment benefits everyone. We can 
chew off all we want simply helping people design better systems from 
the off-the-shelf functionality that people like Comcast provide. 
Comcast gets a way to monetize spare bandwidth.” 

Possible Consolidation 
 “This is a woefully fragmented industry. ADT is the giant with, what, 

25% of the monitoring market, and even that represents 20% of the total opportunity. Below them are 
companies like Protection 1 with 3% or 4% of the existing market, and then you have the rest of us not even on 
the national radar. At that level, to be honest, every home where someone decides to rig their own system can 
help kill a small business. ADT is not threatened by it.” 

 “We need a lot of consolidation in this industry to establish clear dominance in that 400% bigger space that is 
coming. Maybe that will be driven by people like Comcast buying local shops to absorb our subscriber base and 
our monitoring infrastructure. Maybe it will come from private equity trying to roll us all up into something that 
competes with ADT.” 

DIY 
 No data 

 
 Founder of a Southwest ADT system dealer 

Local consumers have been reluctant to deepen their relationships with national cable operators in particular, weakening 
the appeal of cable-delivered security bundles. Interest in ADT’s Pulse is only beginning to ramp up among affluent and 
tech-savvy younger homeowners. DIY installation acts as an incentive to professional dealers to keep costs down and to 
innovate where possible. 

Presence and Effect of Cable/Telco 
 “I see these news reports that Comcast and Time Warner are getting into home security, but I do not think it will 

play here. People around here hate the cable companies. They hate the service or the lack thereof. They hate 
the pricing. They hate seeing a bigger and bigger share of their paycheck go to the company that really only runs 
a luxury entertainment service. They do not want to turn that entertainment check into a necessity, which is 
what security alarms are.” 

 “I am not seeing any of my subscribers turn to the cable company.” 
Competition 
 “Competition is healthy. We welcome competing bids from everyone around and will not bankrupt ourselves 

trying to match them down to the bottom. We offer good service and high-quality equipment. 
Pros, Cons and Product Reviews 

A mass intelligent residential 
environment benefits everyone. 
We can chew off all we want 
simply helping people design 
better systems from the off-the-
shelf functionality that people 
like Comcast provide. Comcast 
gets a way to monetize spare 
bandwidth. 

Founder, Security System Dealer 
Northwest 
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 No data 
ADT 
 “Pulse is something I love and we offer, but only 10% of our new accounts add it on. People are just afraid of 

committing to the pricing in this economy.” 
 “The Pulse accounts are my best. They want the technology at any price and have the means to pay for it. 

People love being free of the box by the front door. They love being able to arm the darn thing from the car or 
unlock the door to let the neighbor kids in. It is starting off very small for me, but we have not even really had the 
ability to offer it for all that long. I am trying to make up for lost time.” 

DIY 
 If someone wants to install their own system they bought off eBay and monitor it themselves, we will not stop 

them, but we will warn them there is probably an easier way. And I will look into ways to give that person 
something new he cannot get on his own off eBay.” 

 
 J.D. Benfer, president of Response Center USA, Texas 

Far from being disruptive, the cable/telcos will actually indirectly boost sales for smaller local securities companies 
through their massive advertising campaigns. Telco company products are more style than substance, with the focus on 
monitoring family members and the house rather than stopping home theft or crimes. 

Presence and Effect of Cable/Telcos 
 “Smaller alarm companies will benefit from national security advertising by cable/telco companies. It will raise 

customer awareness.” 
Competition 
 “A local company can always outcompete a big company. I put my cell phone right on our website. What other 

companies do that?” 
 “This is not the first time cable/telcos have tried to get in the industry. In the 1990s AT&T stuck their toes in the 

water to see how it went. They helped advance two-way audio, but they also got into a dealer program they were 
not equipped to manage.” 

Pros, Cons and Product Reviews 
 “From what I have seen so far, customers getting the telco security products are buying bells and whistles [that] 

are not used that much.” 
 “Customers generally don’t understand that a ‘video alarm’ is not self-surveillance. They think that if they have a 

video, the police are going to run right out there. But that’s not what happens, because neither an alarm 
dispatcher nor the police actually sees the video.” 

 “With a video alarm … you are sending a video clip of what caused the alarm to the central station for immediate 
review and dispatch. Video alarms increase the value of monitored alarms, which is the core element in the 
alarm industry business model. We use audio and also video verification equipment whenever we can.” 

DIY 
 No data 

 
 Peter Rogers, co-founder and senior advisor of FrontPoint Security 

Most cable/telco providers are unlikely to be a serious threat because few consumers have faith in these companies’ 
service and dependability. Message boards and company forums are already flooded with consumer complaints about 
their home security services. Telcos’ increased marketing efforts have not lured customers away from this source’s 
company. ADT uses the same software platform as Comcast, which is an Internet-enabled system that is considered 
inferior to the robust cellular connection used by FrontPoint and other established companies. ADT may be an acquisition 
target. 

Presence and Effect of Cable/Telcos 
 “We have definitely noticed cable and telco in our area. … These companies are releasing products on a regional 

basis.” 
 “These new companies will attract customers. They are increasing the overall awareness about home security, 

but they will not do so at the expense of established companies with good reputations. We are not aware of 
having lost any customers to the new entrants, although new customers are saying they have heard of them.” 

 “The penetration of monitored alarm systems is about 20%. When I got in the business back in the 1980s, it 
was about 13% or 14%. We are now entering a second wave of growth, including through the availability of 
interactive services—mobile apps, home automation, remote arming and disarming, which many of the 
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traditional dealers are already offering. And the telcos are creating additional demand. Advertising is 
accelerating and fueling overall growth in the industry. We are expecting to see a net gain.” 

Competition 
 “Utilities have tried to get into home security before, and it did not go 

well for them. That is not to say they cannot make it this time; the 
technology is certainly more in their favor this time around. With their 
billions, they could easily build a company the size of ADT, but that is a 
pretty high-profile, high-risk play. There are rumors that they might even 
buy a company like ADT.” 

Pros, Cons and Product Reviews 
 “For telcos, it was a logical step to enter the home security industry, but 

the manner in which they did it was ill-conceived and poorly executed.” 
 “The irony is that ADT and Comcast are using exactly the same 

[software] platform: iControl [Networks Inc.]. Both ADT and Comcast 
invested in it. With iControl, all the interactive services are handled 
through broadband. If you have a loss of connectivity, you may have an 
operating [alarm] system but you will have lost the interactive 
component.” 

 “People who choose to go with a cable company do so for convenience. 
They think there is an advantage to having a one-stop shop, and 
actually, a lot of the cable companies require you to bundle your 
services.” 

 “For consumers that choose established home security companies, it is for protection and peace of mind. Some 
of the new entrants are among the most hated consumer brands, so peace of mind does not exactly spring to 
mind. Some telcos do not even give a separate number for alarm services. It seems that they are just trying to 
shovel all the services in the same unsatisfactory pipeline.” 

 “In user forums, we are seeing many customers who are very unsatisfied with telco employees’ level of training 
in the field. Telecom companies do not seem to have made the investment in robust service.” 

DIY 
 No data 

 
 Keith Jentoft, president of RSI Video Technologies’ Videofied, Minnesota 

Telcos’ entry into the security market will be enormously disruptive, especially for smaller dealers. The effect has been 
slight so far because telcos still are testing their home security programs. Many industry veterans point to new entrants’ 
previous failures, but the technology base has changed and the threat is quite real, at least over the long term. Telco 
offerings’ fatal flaw is that they lack the technology to verify a crime in progress, so they are likely to flood law 
enforcement with false alarms, undermine or even end police response to alarm calls, and put the entire home security 
industry at risk. Traditional dealers’ best strategy is to incorporate video alarms that central stations can use to verify a 
break-in, weed out false alarms, and ensure a priority response from the police. ADT appears to be positioning itself to be 
bought by a telecom company, and has already joined AT&T in trying to weaken state licensing requirements for alarm 
companies. 

Presence and Effect of Telcos/Cable 
 “Telcos have not yet really made their presence known or felt. Telcos will have a massive and disruptive impact, 

but not yet. The impact on traditional security companies so far has been slight. The giant is just testing the 
waters and morphing in response to what it finds. When the message and products are identified, tested and 
deliver what is needed, then the telcos’ impact will be felt.” 

 “Telcos are taking a methodical and scientific approach of testing the product set, the feature set, the marketing 
message. And they are not done yet. They have massive back-end investments to build the infrastructure to 
support the coming business, but they do not pretend that the business is there yet. I have spoken with many of 
the telcos, and none of them believes that they are where they need to be to capture the markets that they have 
identified.” 

Competition 

The irony is that ADT and 
Comcast are using exactly the 
same [software] platform: 
iControl [Networks Inc.]. Both 
ADT and Comcast invested in it. 
With iControl, all the interactive 
services are handled through 
broadband. If you have a loss 
of connectivity, you may have 
an operating [alarm] system 
but you will have lost the 
interactive component. 

Co-founder & Senior Advisor  
FrontPoint Security 
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 “The alarm industry is made up of a few large players and then tons of small players. Telcos are a big threat to 
the little guys. The big companies like ADT will figure out how to play the game, but the competition will result in 
consolidation that could wipe out the small dealers.” 

 “I have heard from many of the ‘old timers’ that this entry will fail like it has always failed. It is simply déjà vu. 
This is where I think they miss what is actually happening. Technology has fundamentally changed. While 
Comcast and others may make many mistakes, they are in for the long haul and will evolve. The technology base 
is different, and they have a competitive edge that they will learn how to exploit.” 

Pros, Cons and Product Reviews 
 “A potential fatal flaw in the telcos’ equation: police response and the 

value of the basic security. If the foundation of basic security decays, 
the rest of the equation decays as well and threatens the telcos’ 
business model. None of the technology in the new home security 
packages being proposed does anything to fundamentally change the 
number of false alarms created.” 

 “There is absolutely no doubt that all of the new home security systems 
have moved from wired to wireless. Wired sensors, sirens, contacts 
keypads and other devices have become extinct. People will not 
tolerate having installers put in wires, and the alarm companies cannot 
afford the labor to do so. The last item that continues to need cables 
and power cords are the cameras. Even wireless Wi-Fi cameras need 
power cords and, while there are very few alternatives, wired cameras 
stand out as an anomaly in the wireless packages that now dominate 
the home security market. My belief is that wireless cameras will 
become very important as the paradigm becomes deployed.” 

ADT 
 “ADT is positioning itself to be courted by the telcos. One rumored 

reason that Tyco was broken up, splitting the business into ADT 
residential from Tyco commercial/manufacturing, was because ADT 
would be a good target for a telco.” 

 “The new telco entrants have far greater resources and scale than 
even giant ADT could possibly have. The telcos are playing to their 
strengths, and ADT, even with the Pulse platform, does not have the size to compete head to head with the 
telcos once they have their ‘recipe’ correct.” 

Background Checks for Cable/Telco Employees 
 “ADT just joined AT&T in their efforts in Florida to weaken the licensing laws for security company personnel. I 

also heard that they have dropped credit scores for prospective clients. I believe that ADT’s exit strategy is 
ultimately to sell to a telco, and they decided that they would have greater value if they could help create a telco-
friendly licensing structure in the states.” 

DIY 
 No data 

 
 Vice president for a large alarm company broker in the Midwest 

Cable/telco providers have yet to affect traditional home security companies. However, cable companies are preparing to 
spend millions on marketing, which has some small alarm companies concerned, and the cable/telco will benefit from 
having low entry costs and all-in-one home automation offers. Established dealers have the advantages of a loyal 
customer base and superior customer service. 

Presence and Effect of Cable/Telcos 
 “We have not really seen any effect of cable/telco companies entering the home security market. However, we 

know that cable companies are gearing up to spend millions on marketing their security products, which has 
some small alarm dealers concerned. 

Competition 
 “The new entrants are not really a threat to large alarm companies, but the small ones are concerned, especially 

the ones in the residential arena. They are worried that the cable and phone companies are going to take over 

I have heard from many of the 
‘old timers’ that this entry will 
fail like it has always failed. It is 
simply déjà vu. This is where I 
think they miss what is actually 
happening. Technology has 
fundamentally changed. While 
Comcast and others may make 
many mistakes, they are in for 
the long haul and will evolve. 
The technology base is 
different, and they have a 
competitive edge that they will 
learn how to exploit. 

President 
RSI Video Technologies’ Videofied 

Minnesota 
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big chunks of their market share. I think the cable companies will get their fair share, and so will the alarm 
dealers.” 

Pros, Cons and Product Reviews 
 “The alarm companies are warning customers that it is going to be the same old cable story. They are saying, 

would you rather have a company that responds to all your needs immediately, or one where you call and have 
to wait and wait for service that may take three, four, or five days or even a week to respond to a problem?” 

 “Consumers might choose a cable/telco company because of the marketing.” 
 “People who choose an established dealer often do so because they have been with them for a long time, 

service has been great, and they do not want to rock the boat. … Plus, the service has already been paid for. 
Why should they switch and pay the same $25 somewhere else?” 

DIY 
 No data 

 
 Executive for an established, regional home security company in Texas 

Cable and telco companies have had slight success in taking share from established security companies such as ADT, 
but the source is unconcerned. One newer player reportedly has failed, and the others have weak offerings and 
substandard customer service. He has heard complaints about IP-enabled security networks crashing, which does not 
happen at established security companies because they use UL-certified central stations. Cable and telco companies’ 
failure to offer interactive security services also severely limits their ability to take over existing markets. 

Presence and Effect of Cable/Telcos 
 “The cable and telco companies are slightly chipping away at the home security market, but we are not 

concerned about it. A few have already tried it and really bombed at it. One in particular really screwed up. I 
would rather not mention which company, but let’s just say it was a very large one. Now some cable and telco 
firms are looking to buy established home security companies who know what they are doing.” 

Competition 
 “Comcast and Cox [Enterprises Inc.] are in our area and definitely trying 

to chip away at our market. AT&T is also trying to get into it in a big way. 
It is too early to say the impact they might have on the market share of 
established companies like ours. However, I guarantee they are not 
going to get as much of the market as they think they are. We are 
selling a lot of cellular systems, and ours are much more reliable than 
theirs.” 

Pros, Cons and Product Reviews 
 “The draw of cable/telco companies is lower cost and getting an all-in-

one deal from one vendor. People hear that you can spend another $5 
a month on your cable bill and get home monitoring. But it is just 
monitoring. It is not like having an interactive system where you can 
check on your iPhone to see if your kid is home.” 

 “The advantage to an established home security system is veteran 
expertise and good service. You know that if you need to call someone 
up in the middle of the night, you will get a technician on the phone.” 

 “We are also hearing complaints about the cable/telco IP-enabled systems crashing. Although all Internet 
networks go down, if you have a UL-certified central station like we do, it will never ever go down. And it is not 
just having a UL-certified station, it is the redundancies. It is having multiple locations that can take over if 
necessary. When you are dealing with life safety, fire, carbon monoxide, you need a system like that. There is a 
lot more to it than just charging $5 a month extra on your cable bill.” 

 “It is one thing to tell consumers that you can spend a few more dollars a month on your cable bill and get home 
security monitoring, but if the cable or telco companies do not offer interactive services, they are missing the 
boat. I worked for ADT for years, and it had incredible name recognition and great interactive services. Without 
interactive services, the cable companies are really in trouble. And right now they are not offering that.” 

DIY 
 “We have a few customers who are installing their own DIY systems. They are trying to save some money. 

Normally, we have to correct their mistakes later on.” 
 

It is one thing to tell consumers 
that you can spend a few more 
dollars a month on your cable 
bill and get home security 
monitoring, but if the cable or 
telco companies do not offer 
interactive services, they are 
missing the boat. 

Executive, Regional Home Security 
Texas 
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 President of a high-end, established security company in the Chicago area 
The entry of cable/telco companies into the security market worries this source, even though most of his clientele would 
not consider switching. He estimates that he has lost 10% of his business to the new entrants and is preparing himself 
for further losses. His company has fought back by investing in professional-grade video cameras, but the change has 
been costly. The cable/telco systems attract consumers with their low startup and monthly costs, but their quality and 
customer service are much lower than that of established companies. He predicts customers will turn against the cable 
companies when they have to pay hundreds and even thousands of dollars for false alarms and repairs to shoddy work. 
He also warns that to save on expenses, telco companies are working to get rid of the requirement that bans felons from 
working on home security systems. 

Presence and Effect of Cable/Telcos 
 “We are seeing AT&T getting into the market and are not excited about 

the cable companies jumping into the business. We are trying to live off 
a relatively small number of loyal clients, and I cannot say my core will 
not be affected.” 

 “We are down 10% year to year because of the cable/telco companies 
and that is probably going to ramp up. The cable companies are trying 
to get 40% to 50% of the market. I am not saying they will get there, but 
they are going to try.” 

Competition 
 “The new entrants will affect even companies who have regular clients. 

We used to get $800 to $900 for some equipment, and now we are 
getting $200 for something that costs us $1,000 to produce. All the big 
companies are fighting to get into your house and charge you a monthly 
fee, and for the lonely dealer, it is forcing change. My company has 
found a shift into professional-grade cameras. The new entrants are 
hurting us, but other doors are opening up in the high-performance 
level. We have embraced change, but it is expensive.” 

 “The cable companies are going to screw up this industry. The big companies like AT&T and Comcast are going 
to flood the market, and you are going to see a free-for-all, a bloodbath. By that, I mean people may have sign-up 
fees of only $99 a month and then $30 a month for security, but they are going to be paying for false alarms to 
the tune of $200 to $300 a pop. People are going to get incredibly frustrated and bounce the cable companies 
out on their ear.” 

 “We have a multimillion-dollar operation, and we see maybe 5% attrition a year. I have to work constantly just to 
keep up with it, but we have a lot of customer loyalty. The cable companies are probably going to see attrition 
rates of 35% or more when their contracts end; the customers are going to say, ‘I am done with you; I am sick of 
this.’ But the big cable companies really do not have to answer to anyone.” 

Pros, Cons and Product Reviews 
 “The advantage that established security places have is high touch and local touch. We investigate false alarms, 

we look for pets, maids, kids and other people that may have set it off. It takes a lot of finesse. Cable companies 
are not going to allocate the same amount of customer care; they just do not have the resources. 

 “Our customers are generally well-heeled people who are not interested in what we call ‘low-down, no-down’ 
systems. They want to be able to get a hold of you, they want to know who they are doing business with, 
especially when it comes to security.” 

 “Established alarm companies also use a more secure connection than the Internet—a UL-certified cellular line. 
The cable and telco companies using the Internet do not have a backup UL connection. That is why our high-end 
customers would never go with a cable company. The security system is not reliable enough.” 

 “The lure of an all-in-one system and the low cost are the reasons people would choose cable/telco companies 
for security. People may think they are getting a deal on home automation from the cable companies—the alarm 
system, the furnace and air conditioning you can turn on remotely, and for so little money a month. But wait until 
the heater is acting funny and a heating and air professional comes out and says, who put this piece of garbage 
in? And oops, they blew the motherboard that costs $1,200. … Even the big companies are not even going to be 
able to handle all these complaints.” 

Lack of Background Checks for Cable/Telco Employees 

Established alarm companies 
also use a more secure 
connection than the Internet—a 
UL-certified cellular line. The 
cable and telco companies 
using the Internet do not have 
a backup UL connection. That 
is why our high-end customers 
would never go with a cable 
company. The security system 
is not reliable enough. 

President, High-end Security Company 
Chicago 
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 “Here is a little-known problem with cable companies getting in the market: People may have to worry who has 
access to their security system. In our company, everyone is fingerprinted by the state … and we have a 50-state 
check done to weed out pedophiles and other felons. AT&T has 100,000 employees, installers, and people 
selling their products, and just lobbied the state of Michigan to drop the screening requirement. And AT&T’s plan 
is to go state by state to get those requirements dropped.” 

 “How AT&T got Michigan to change the law is that they argued that the alarm system is home automation and 
tied to cable TV and not creating new connectivity, so they are grandfathered it in. You have to be screened to 
visit the home, but not if you are remote-programming the system. They did not want an FBI check to ban maybe 
20% of their workforce from working on alarm systems.” 

Industry Trends 
 “The alarm industry has been pushing for what it calls ‘verified response’ alarms. The police cannot run out 

every time an alarm goes off; they are sick and tired of being the gophers while the alarm companies make 
millions and they lose millions on these calls. In the last few years, in L.A., Reno and Las Vegas, for example, the 
call has to be verified or it is no response.” 

 “ADT is an industry leader. It has 105 years in the business. We never had to worry about them too much; they 
were too sloppy with all the co-branding.” 

DIY 
 No data 

 
 
2) CONTRACTORS WHO WORK WITH DEALERS TO INSTALL HOME SECURITY UNITS 
These four sources, including two who work with ADT, agree that cable/telco companies have yet to affect the home security 
industry. Customers can find better value and security in ADT’s Pulse if they seeking home automation features. A master 
electrician in Northern California said AT&T is training electricians in his area, but could not offer more insight. However, he 
has noticed more people installing their own wireless alarm systems. 
 
 Technician for a Southeast ADT system dealer 

So far broadband providers have made minimal headway with their security products. This source’s pipeline of new 
system installations is picking up marginally as the housing market improves. Competition is not intense. Many local 
dealerships were weakened by the recession and are not equipped to grow. ADT’s Pulse and rival mobile interfaces are 
becoming the industry standard. Self-installation has become a bit more prevalent but is not a threat. 

Presence and Effect of Cable/Telcos 
 “I do not ever see the cable company getting in our way of bringing in customers.” 
 “We are a little bit busier, maybe an extra truck call a month compared to where we were last year. People are 

moving again, and as they move they need to take security service with them.” 
 “We are a meat-and-potatoes security company, without the remote lights and thermostats you see Comcast 

selling.” 
Competition 
 “There are still lots of security companies in this part of the country even though a lot gave up during the 

recession. We picked up some of their service agreements. Those of us who are left seem to be at a good size. 
We are not starved for business, but we do not really have the hands on deck to get a lot busier, either.” 

Pros, Cons and Product Reviews 
 No data 
ADT 
 “We offer the Pulse, and it is doing OK. People like the power to arm the system on their phone or from any seat 

in the house via the iPad.” 
DIY 
 “Some people started wiring their own doors to save money, so we rolled out new offers to basically discount the 

installation down to parts and labor. We want to sell the monitoring contract. Obviously, the do-it-yourself types 
cannot monitor their own doors, so they have to come to us or someone like us anyway. It seems to be working 
for us. Our installation calendar is more full than it was, and we are not seeing as many bungled projects.” 
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Home Security 

 Technician for a Northeast ADT system dealer 
Neither corporate nor affluent residential customers take Comcast and the phone companies seriously as security 
providers. Mobile access is a competitive necessity. The rise of VoIP telephony is creating security challenges that 
nonspecialized vendors are not equipped to address. Self-installation was always a fringe market and has not become 
unusually prevalent. 

Presence and Effect of Cable/Telcos 
 “The cable company’s service is a notorious joke. Nobody who has ever had to wait for the cable guy to install or 

repair a malfunctioning system will trust that company with more of their dollars and with the responsibility of 
monitoring their worksite or home. Nobody who has ever suffered through random DSL outages when they need 
the Web to work or had to navigate the cell phone company’s help line wants to do it again, ever.” 

Competition 
 No data 
Pros, Cons and Product Reviews 
 “Security is even more of a high-stakes relationship than simply worrying about your TV feed. You need specially 

bonded, licensed and certified installation and service crews because these are the people who have the keys to 
the house in an electronic surveillance sense. They have to be trustworthy. The cable company is not.” 

 “What I see about cable/telcos’ offering is that you can turn the lights on and off and they have an iPhone app. 
We have some automation, but there actually is not much demand for it. We offer the iPhone app as a matter of 
course to all our new customers and to any existing customer who asks for it.” 

 “VoIP absolutely needs every powered device in the chain back down to the backbone network to stay lit. Lose 
one, you are blind and the alarms are useless. We work with custom fiber in very VIP cases and otherwise offer 
cellular connectivity to customers who insist on VoIP. It is not going to work because if the power is out, odds are 
good the cell network will start browning out also. We tell people that and they keep the landline. I seriously 
doubt Comcast is pushing people back toward AT&T. They want to keep phone as part of their bundle, so their 
system just will not work, cellular connection or not.” 

DIY 
 “Residential security customers do not want to get their hands that dirty. They are too busy. Hire someone to 

come in and install it. I have not seen that change just because now the parts are on Amazon or whatever.” 
 
 Technician for an independent security firm in the Southwest 

ADT appears well positioned to maintain its place as a leading specialized security firm, and its Pulse product will be key 
to that story. Broadband security packages are priced to compete with ADT, which is about double what value-oriented 
residential customers are happy to pay. Most independent vendors still are operating in defensive mode and do not relish 
having to fight new entrants for prime accounts. 

Presence and Effect of Cable/Telcos 
 “The cable companies are just cloning their existing price structure, 

which is $30 to $50 per month for every type of service they fold into 
the core TV package. Maybe it makes sense for them, but I think it will 
backfire.” 

Competition 
 No data 
Pros, Cons and Product Reviews 
 “The problem is that TV, broadband and even phone are really utility 

products that people have to have. We all grumble at writing a $100 
check to the cable company every month like it was the power bill or 
the water bill, but that is just the world we live in. Phone is a trickier 
thing because the cable company has not cracked the cell phone yet, 
but they would if they could. What I am saying is that $40 to $50 a 
month for security—which for most people is more of a luxury service—
is extreme.” 

 “Everyone who wants security at ADT’s price has security at ADT’s price 
or lower. Telling people they can get it from the cable company at ADT’s 
price is not going to win a lot of friends. Maybe it has automation. We have automation. Maybe it has a remote 
arm and unlock. We have that. ADT has that. It is not a real ‘wow’ maker.” 

Everyone who wants security at 
ADT’s price has security at 
ADT’s price or lower. Telling 
people they can get it from the 
cable company at ADT’s price is 
not going to win a lot of friends. 
Maybe it has automation. We 
have automation. Maybe it has 
a remote arm and unlock. We 
have that. ADT has that. It is 
not a real ‘wow’ maker. 

Technician, Independent Security Firm  
Southwest 

 1 Ferry Building, Suite 255, San Francisco, CA 94111 | www.blueshiftideas.com 
16 



 

Home Security 

 “What we have is a lot of independent dealers who are already tired. I worked at five separate companies in the 
last three years because they all shut down. Nobody was building, and nobody was installing new alarms. Now 
things are a little better, and you tell me the cable company wants to go toe-to-toe with ADT?” 

ADT 
 “Pulse is great. Telling people they can leave the house and call the keypad to lock or unlock the door is a true 

miracle, the best value-add in over a decade. … ADT is using it to reawaken interest in this service now that 
people feel a little better about their finances.” 

DIY 
 No data 

 
 Master electrician in Northern California 

With the exception of AT&T, cable/telco companies are not yet encroaching on the home security market in this source’s 
area. The popularity of wireless systems at established security companies is soaring. Unlike newer cable/telco 
companies, established security companies and good DIY systems use a safer, more robust connection than the Internet. 

Presence and Effect of Cable/Telcos 
 “I have not really noticed cable/telco companies moving into home 

security, with the exception of AT&T. AT&T uses technicians they have 
trained for a couple of days to install these systems. Like other 
companies, they operate by having their customer pay an installation 
fee and then catch them with a monthly fee.” 

Competition 
 No data 
Pros, Cons and Product Reviews 
 No data 
DIY 
 “What I am seeing is more and more people installing their own 

wireless alarm systems. I would definitely go wireless. We are in a time 
when wireless is very reliable and no longer a problem to install. It is 
not like the old days, when you had to have a certain connection. It is 
working perfectly now.” 

 “I have seen that people in the United States are very scared. People 
hear ADT and others saying that you need something to protect you, 
and it strikes a chord. People are definitely jumping on this train.” 

 “The advantage of wireless systems from established companies or do-
it-yourself systems is that they are not using the Internet. An Internet-based system is not totally reliable. Good 
security systems use a different kind of wireless connection that is safer and stronger. If cable companies use 
the Internet, that is a problem.” 

 “Some places advertise ‘free’ alarm systems that are easy to install, then charge you $100 a month for 
monitoring. What I would do is go to Amazon and buy a wireless security system for less than $300.” 

 “I work with a lot of old houses … that have hard-wired security systems. In these homes, many of the alarm 
systems are more than 10 years old. And so many times, I am seeing wires all twisted together or worse.” 

 “The beauty of wireless security systems is that you can have a sensor on every window and do not have to 
bother with all those wires. The sensor has a battery, and it will tell you when the battery has to be replaced. It is 
the same kind of message you get on your iPhone. … If you have 25 windows and five doors, you can put 
sensors on each window and put sensors inside to detect movement. You can also do it yourself.” 

 
 

Secondary Sources 
This secondary source discussed the potential for cable providers to gain share in the home security market and stated that 
only 1% of homes currently have home automation systems. 
 
 

The advantage of wireless 
systems from established 
companies or do-it-yourself 
systems is that they are not 
using the Internet. An Internet-
based system is not totally 
reliable. Good security systems 
use a different kind of wireless 
connection that is safer and 
stronger. If cable companies 
use the Internet, that is a 
problem. 

Master Electrician, Northern California 
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Home Security 

 April 26 JS Online article 
AT&T’s newly available “Digital Life” packages are designed to help the company gain a foothold in the home security 
market, which is a relatively untapped market. 

 “AT&T Inc. launched its home security and automation service in 15 cities Friday, with an eye toward getting 
customers hooked on security cameras, thermostats and locks they can control from phones and tablets.” 

 “The entire U.S. home security market is worth about $18 billion per year, said Glenn Lurie, who is in charge of 
expanding the reach of AT&T’s network to new types of devices. That’s small compared with AT&T’s $127 billion 
in annual revenue. But only 20% of homes have security systems, so there’s an opportunity to expand the 
market, Lurie said.” 

 “AT&T will charge $250 for the equipment and installation of a home security package, plus $40 per month.” 
 “Ralph De La Vega, head of AT&T’s wireless division, said employees who tested Digital Life in Atlanta and 

Dallas last year bought a lot more cameras than the company had been expecting. One of them set a camera to 
be triggered by motion sensor on the front porch and nabbed a thief who had been stealing packages.” 

 “Only about 1% of homes have automation systems, and De La Vega said this could be a big opportunity as well. 
He’s happy he can now check whether his garage doors are open and close them from his phone.” 

 
 
 

Additional research by Scott Martin and Diana Hembree 
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