SECURITY
BUSINESS

his eighth annual

report from Security

Business is the result

of a comprehen-

sive research sur-
vey of the industry’s top security
systems integrators and con-
sultants, looking to assess the
state of business in the security
services marketplace.

As evidenced by the numbers in
this report, the state of the secu-
rity services industry remains
exceptionally strong. Of those who
responded, a whopping 89% are
some degree of “optimistic” when it

comes to their business prospects
for the next 2-3 years.

From a technology perspective,
artificial intelligence continues to
grow beyond buzzword status and
into tangible product offerings, ser-
vices and enhancements that are
truly beginning to drive integrator
business growth as well as cus-
tomer demand and satisfaction.

Another key area of focus for our
survey this year is the continuing
emergence of subscription-based
services as a viable go-to-market
strategy for integrators. While a sig-
nificant portion of those surveyed
report a low percentage of revenue
coming from these types of ser-
vices, more than half say they are
contributing more than 10% to their
business’s top-line revenue — a

marked rise vs. our previous state
of the industry survey results.

Security Business has con-
ducted this survey since 2017, and
without fail, every year has seen
workforce development and hir-
ing cited as the biggest business
challenge for integrators. This year
was no exception; however, the
survey did reveal some interest-
ing additional challenges, ranging
from keeping pace with technology
changes, to scaling operations, to
managing customer expectations
and education, to growing com-
petition for customers from an
unlikely source — manufacturers.

Read on for hard numbers on
growth, revenue and RMR, as well
as greater insight into growing
technologies, markets and busi-
ness challenges for the industry.

In all, 95 people qualified to take
the survey. All percentages are
rounded for ease of reading.

While this survey and report are supported by a manufacturer company, that company had absolutely no involvement or influence on
the survey questions, responses or the reporting of the results.
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Respondent Profile SECURITY
: : . VALUE ADDED

The 95 respondents fell into one of the following categories: RESELLER OR
DISTRIBUTOR

3%

ALARM
COMPANY/DEALER —
g% = 0THE/R

\ 3 (1]

~— ELECTRICAL
CONTRACTOR CONSULTANT
5% (SECURITY ORIT)
24%

IT-CENTRIC SECURITY
SYSTEMS SYSTEMS
INTEGRATOR INTEGRATOR
4% 52%

Respondent Location
99% of respondents of this survey were based in North America.
By state, the largest group of respondents came from:

CALIFORNIA

1 2%

TEXAS

11%

ILLINOIS

7%

FLORIDA, OHIO | &

6% ﬂ ]

GEORGIA, NEW YORK, PENNSYLVANIA

5%
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ARTIFICIAL INTELLIGENCE
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hich Al-related challenges pose the greatest
risk to your competitive position?

Al VENDORS SELLING
DIRECTLY TO
END-USERS

COMPETITORS OFFERING
AI-ENHANCED SERVICES

WE CANNOT MATCH
/

\

|
REGULATORY AND
PRIVACY RESTRICTIONS
LIMITING Al IMPLEMENTATION

CLIENTS DEVELOPING Al CAPABILITIES IN-HOUSE
AND BYPASSING INTEGRATORS

— LARGE
TECHNOLOGY

CHANGES COMPANIES
MAKING OUR ENTERING
INVESTMENTS THE SECURITY
OBSOLETE MARKET WITH Al

Respondents were asked to select all
that apply; thus, the sum of the results
will not add up to 100%.

EVEN AS A BUILDING BLOCK,
GENERATIVE Al CAN USE SOME
VERY UNWELCOME SOURCES.

4 4 66
“ VENDORS OVERSELL

EQUIPMENT CHOICE AND INSTALLATION

i e s THE Al CAPABILITIES
ENVIRONMENT. A POORLY INSTALLED SYSTEM END-USERS ARE OFTEN
WILL CERTAINLY BE EXPOSED, AS THE A IS DISAPPOINTED.
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What percentage of your clients are actively
requesting Al-enhanced security solutions?

MORE THAN 75%

50-75%
OF CLIENTS

25-49%
OF CLIENTS

LESS THAN 25%
OF CLIENTS
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SUBSCRIPTION SERVICES

26-50%

e

51-15% MORE

THAN 75% __ 010%
11-25%
HOSTED GSOC
SERVICES
/ NOT APPLICABLE
MANAGED g TOMY
CYBERSECURITY BUSINESS
SERVICES o
REMOTE
MONITORING SERVICES
VISITOR MANAGEMENT
SYSTEMS
~ ~_CLOUD-
CLOUD-BASED BASED VIDEO
ACCESS CONTROL SURVEILLANCE

Respondents were asked to select all that apply; thus, the sum of the results will not add up to 100%.
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REDUCED HARDWARE '

NOTAPPLICABLE
MAINTENANCE
COSTS/ TOMY

TRUCKROLLS / BUSINESS
ENHANCED REMOTE ._

“PREDICTABLE

CLIENT
DEMAND/ RECURRING
PREFERENCE REVENUE
Respondents were asked to select up to two choices; thus, the sum of the results will not add up to 100%.
21-50%

MORE THAN 50%
| 0-20%
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SuU
BSCRIPTION SERVICES

INCREASED
NEED FOR
PROJECT

MANAGERS

18"

TECHNIGIANS

1 2 %

NOT
APPI.IIIABLE
TomY
BUSINESS
IMPROVED
GDLLABURATION
AND TECHNICAL
SUPPORT
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NEED MORE CHANGEIN
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APPlIGABI.E
ToMY BUSINESS

1]
CUSTOMER NE
SUGGESS STAFF ¢
36%

35%

NEED MORE
BUSINESS
ﬂPERATIONS
AND BILLING
MANAGEMENT
STAFF

17

MORE EMPHASIS
ON VALUE-ADDED
SERVIGESAND
DIFFERENTIATION

o select all

were asked t
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TRAININ

G &
WORKFORCE DEVELOPM
ENT

—

our company
xpeﬂenc
jin any of
g areas?

poes Y
currently e
a skills gap
the followin

pPROJECT
MANAGEMENT
AND
RESOURCE
AI.I.DGATIIJN

cLoun/
SUBSGRIPTION
SERVICE
SALESAND

SuPPORT

How aré you

- -
within YO ur
HIRING PRUJEGT
cﬂNSULTANTS MANAGEMENT
OR SPEGIALISTS AND RESOURGE
FOR GUIDANCE ALLOGATION
1% 7%

W
WW.SECURITYINFOWATCH.COM

dressing
CR

d education

Al training an
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SECUR
ITY TECHNOLOGIES

CED

INTEGRATION

GYBENSEGURITY
EXPERTISE
AND
GOMPLIANGE

GUSTOMER
EDUGATION

AND
GONSUI.TATIVE
SELLING

BUSINESS
DEVEI.OPMENT

TECHNICAL
INSTAI.I.ATION/
INTEGRATION
ACROSS
DIVERSE
PI.ATFORMS

o select all

were asked
f the results

Respondents
that applY; thus, the sum o0
will not add up t0 100%.

INTERNAL

KNUWLEDGE
SHARING AND

0GRAMS

OSS-TRAINING
INITIATIVES

VENDOR-PRBVIDED
TRAINING

o select all
f the results

Respondents were asked t
that apply; t us, the sum ©
will not add upto100%.
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How is your 2025 gross revenue

currently trending vs. 2024 revenue? SIGNIFICANTLY DOWN

(DOWN MORE THAN 10%)

ABOUTEVEN SLIGHTLY DOWN
(FLAT, 1% UP (DOWNLESS
ORDOWN) THAN 10%)

SLIGHTLY
(UPLESS

THAN10%) SIGNIFICANTLY

UP (UP MORE
THAN10%)
How is your 2025 gross profit
margin currently trending vs. 2024?
ABOUT EVEN
0 SIGNIFICANTLY
(%I!A[TI’JV?NI;P UP (UP MORE

B THAN10%)

/.f

SLIGHTLY DOWN
(DOWN LESS
THAN10%) ~ SIGNIFICANTLY
DOWN
(DOWN MORE
THAN 10%)

SLIGHTLY UP
(UPLESS —
THAN10%)
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How does your firm’s overall number of projects
in the past six months compare to the same six-month

period last year?

SIGNIFICANTLY DOWN
4 . (DOWN MORE THAN 10%)

ABOUTEVEN
(FLAT, 1% UP
ORDOWN)

SLIGHTLY DOWN
(DOWNLESS
THAN 10%)

SIGNIFICANTLY
—__UP(UPMORE

SLIGHTLY UP THAN 10%)

(UPLESS —
THAN 10%)

47 % 4 4%

sg#mﬁﬂ'rfr&“ﬂ’és STAFFING Y MAINTAINING TECHNICAL
EXPERTISEACROSS DIVERSE
MAINTAINING NEEDS - HIRING & AND EVOLVING
PERSONALIZED RECRUITING PLATFORMS
SERVICE

13%‘

ENSURING CONSISTENT CUSTOMEREDUCATION SUPPLY CHAIN VOLATILITY, MANAGING CASHFLOW
SERVICE QUALITYACROSS AND MANAGING TARIFFS,AND COMPONENT FLUCTUATIONS BETWEEN
DIFFERENT DELIVERY COMPLEX TECHNOLOGY AVAILABILITY PROJECTAND RECURRING
MODELS DISCUSSIONS ISSUES REVENUE

6%’ 1% 5

6% o

BALANCING TRADITIONAL COORDINATING MULTIPLE
PROJECT WORK WITH SOMETHING SUBSCRIPTION BILLING

CLOUD-BASED ELSE CYCLESAND
SERVICE DELIVERY SERVICE LEVELS

Respondents were asked to select up to three choices; thus, the sum of the results will not add up to 100%.
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RISKMANAGEMENT
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How signifi is th

“oystomer cation 92 g DERATE

as a busl sS hallengé* AFEE(E?YF{{
ANDPROIEGTSG E

HANDLED

THROUGH NORMAL MAJOR GHAI.I.ENGE

SALES PROGESSES RE(]UIRING
SIGNIFIGANT

TIMEAND RESOURGES

topics are the mosS
ommon for your firm? _ cLouDYS: e l0eY
ON-PREMISE TRENDSAND
AIGAPABILITIES soLUTION FUTURE-
TRADE-OFFS PROOHNG

AND REAlISTIC

EXPEGTATIONS AND SEGURITY STRATEGIES

FOR SEGURlTY IMPI.I[:ATIONS
SYSTEMS

TOTALGOST OF
OWNERSHIP

FOR
SUBSGRIPTIUN

ROI
MEASUREMENT TRAmTlnNAL
MODELS
PERFORMANGE
METRIGS FOR
SEGURITY
INVESTMENTS

W
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INSURANGE
PREMIUM REDUCTIONS

S FROM TEGHNOI.OGY

PRODUCTIVITY GAIN

GOMPLIANCE cosT

AVOIDANGE

ENERGY/RESOURGE
GONSUMPTION
REDUGTION
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MARKET DYNAMICS

What is the current state of pricing
pressure in your market?

EXTREME PRESSURE
BSUGTMNIIEAPI?EEESIl\lgLEE WITH UNSUSTAINABLE
THROUGH VALUE b L[?OWIVIBPIE'I'SI'IEEI%A

DIFFERENTIATION

&

MINIMAL PRESSURE

WITH CLIENTS FOCUSED

ONVALUE OVERPRICE  Np SIGNIFICANT
PRICING PRESSURE IN
OUR MARKET SEGMENTS

MODERATE PRESSURE
REQUIRING CAREFUL
COSTMANAGEMENT

How important is M&A (buying or selling)

to your business strategy? FOCUSED ON ORGANIC GROWTH
AND DEFENDING AGAINST

/ CONSOLIDATION

OPENTO
ACQUISITION
OPPORTUNITIES
THAT ARISE

CONSIDERING SELLING EVALUATING

OUR COMPANY IN PARTNERSHIP

NEXT 2-3 YEARS WITH PRIVATE
EQUITY OR

LARGER FIRM

NOT RELEVANT
TO OUR CURRENT

ACTIVELY
BUSINESS MODEL

PURSUING
ACQUISITIONS
FOR GROWTH
AND CAPABILITIES

Respondents were asked to select up to three choices; th us, the sum of the results will not add up to 100%.
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which trend poseé®
the greatest threat M:Tféﬁ:'}:{?s
to your pusiness del? END-USERS

TEGHNOI.OGY
EVUI.IJTION
MAKING
CURRENT
EXPERTISE
0BSOLETE

GUSTOMERS
GOMMITTING
TOASINGI.E,

END-TO-END
VENDOR cLoub
soLUTION PROVIDERS
TAKING OVER
REMOTE
MAINTENANGE

AND
UI’SEI.I.ING
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equITY ROLLUPS
CREATING
LARGE,
GUNSDLIDATED
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What are your top investment priorities GEOGRAPHIC
ORVERTICAL

for the next 12 months? / MARKET

EXPANSION

OPERATIONAL
AUTOMATION
AND EFFICIENCY

TOOLS

STAFF
TRAINING AND
DEVELOPMENT

(TECHNICAL
AND BUSINESS
SKILLS)

CLOUD PLATFORM
PARTNERSHIPS AND CERTIFICATIONS

CYBERSECURITY INFRASTRUCTURE
AND COMPLIANCE PROGRAMS

/

Respondents were asked to
select up to three choices;
thus, the sum of the results
will not add up to 100%.

SALES AND
MARKETING
FOR SUBSCRIPTION

SERVICES
Al AND ADVANCED

ANALYTICS CAPABILITIES

How do you see your company’s role
i 2 UNCERTAIN - INDUSTRY
evolving over the next 5 years? B Db oo

o

GOMPREHENSIVE\
SECURITY
SOLUTIONS
PROVIDER TRADITIONAL SECURITY
INTEGRATOR WITH
ENHANCED
TECHNOLOGY
CAPABILITIES

TECHNOLOGY ITINTEGRATOR
CONSULTANT WITH PHYSICAL
AND MANAGED SECURITY
SERVICES PROVIDER SPECIALIZATION

\

SPECIALIZED
NICHE PROVIDER
IN SPECIFIC
VERTICALS OR
TECHNOLOGIES

COMBINED CYBER
AND PHYSICAL
SECURITY PROVIDER
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How optimistic are you about your
business prospects for the next 2-3 years?

SOMEWHAT
OPTIMISTIC -
STEADY GROWTH
EXPECTED WITH

CAREFUL
MANAGEMENT

/ Ve
NEUTRAL - SOMEWHAT

UNCERTAIN MARKET PESSIMISTIC -

CONDITIONS WITH CHALLENGING
MIXED SIGNALS HEADWINDS AND

MARGIN PRESSURE

VERY
OPTIMISTIC -
SIGNIFICANT
GROWTH
OPPORTUNITIES
DESPITE CHALLENGES

INAN ‘EVOLVE OR DIF’
ENVIRONMENT, | FEEL WE
ARE AHEAD OF THE CURVE
COMPARED TO THE MAJORITY.

AS REGULATIONS TIGHTEN, THE DEMAND FOR COMPLIANT, RELIABLE FIRE
PROTECTION SYSTEMS CONTINUES TO GROW. THIS STEADY DEMAND

PROVIDES ASTRONG FOUNDATION FOR SUSTAINABLE GROWTH, EVEN IN
THE FACE OF ECONOMIC FLUCTUATIONS OR SUPPLY CHAIN CHALLENGES.
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Respondents were asked t0 select up
to three choices; thus, the sum of t
results will not add up to 100%-
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IN THEIR OWN WORDS

éé

What is the biggest
4 AS TECHNOLOGIES EVOLVE,
challenge our industry WE MUST EQUIP THE NEXT

? GENERATION OF TECHNICIANS
needs too¥erESNI AND STAFF WITH THE SKILLS

NEEDED TO STAY COMPETITIVE.

4 4

A BIG CHALLENGE HAS BEEN

THECOST OF LABOR 1STOBEAN EROSION OF
RISING MUCH FASTER THAN RADITIONAL SECURITY SYSTEMS
CUSTOMERS' TOLERANCE INTEGRATOR'S ROLE WITH CUSTOMERS.

FOR HIGHER SERVICE RATES.

4 4

4 4

éé

~ h

NEW ENTRANTS ARE PUTTING
COMPETITIVE PRESSURE
ON TRADITIONAL SECURITY
INTEGRATION COMPANIES.

éé

WITH THE RAPID ADOPTION OF Al, THERE ARE ALMOST TOO MANY
OPTIONS FOR CLIENTS TO TRACK SO THEY LOOK TO CONSULTANTS
TO HELP GUIDE THEM THROUGH THE PROCESS. IN THE RECENT PAST,
THE CHALLENGE WAS AROUND CLIENT SELF-EDUCATION, BUT THE
PENDULUM SEEMS TO BE SWINGING BACK IN THE OTHER DIRECTION.

4 4
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IN THEIR OWN WORDS

éé

What advice would you give to STOP LIVING PROJECT TO
a small-to-mid=-sized integrator PROJECT AND BUILD THE
trying to compete with larger RMR TO KEEP THE LIGHTS ON

- ) AND PEOPLE EMPLOYED.
organizations and private

equity rollups? ,’

LARGER ORGANIZATIONS
MIGHT HAVE DEEPER
POCKETS, BUTTHEY
CAN'T MATCH THE
TRUST AND PERSONAL
SERVICE THAT SMALLER

INTEGRATORS PROVIDE.

r D
WORK ON YOUR
EXIT PLAN
AND M&A PROSPECTS. “
- . GIVE YOUR PEOPLE THE TOOLS,
KNOWLEDGE, AND POWER
“ T0 MAKE THEIR OWN

DECISIONS. IF IT'S HONEST,
SAFE, AND TAKES CARE OF THE
CUSTOMER, YOU CAN'T REALLY
GO WRONG.

9
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