l}nuu-lu'n:;_ out from securily systems,
audio components are a natural outlel
for growing dealers’ businesses.

your mind, bt the question is how

it. How about the addition of cus

inatallation services that you can offer
within vour existing market? Of course, the big
question is, which services 10 expand into: there’s
lighting, control systems. viden, HVAC, sude, ete.

My vote is for andio, and here's the simple res-

son why: installation of andio systems are often-
times less complicated than the other calegories.
Alsg, several entry-level products to get you stert-
ed are readily available, Speakers, volume controls,
wire and relped components can simply be par-
chased through local distributors, Plos, there is 2
wiide variety of well-respected brands in the seco-
rity industry, that will provide valuable iraining.

TRAINING AMD BUYING BENEFITS

Speaking of raimng, finding opponunities for
audio installation sducation 1= easy. By joining
CEDIA (Custom Electronics Design Instalintion
Associstion), Indisnapolis, you will find mraining
opportunitics available at their regionnl events,
which are conducted severn]l fimes a year aonoss
the country, Also, they offer training ai their anng-
al Expo. Other industry events, such as the Elee-
trosnie House Expo — held twice a year, one on the
East Coast and once on the West Coast — Flf'l.'l-‘.’i-irt
manufacturer-taught training courses as well. Fur-
thermore, ADI, Melville, M.Y., condocts training
at their endless mumber of T*f.t[u.‘lf. hield acrosz the
nation each vear

All this training can be accomplished without
hecoming a certified dealer, which s requined by sev-
gral manufaciarers when you bay direct. OF course,
when yvou become accomplished in audio installs-
tion, vou will have the credibility to by direct. This
mieans vou can upErade intn the higher-end prodscts.




The bepefits of buying direct are clear: dealer
traming &t the headguarters {they offer better train-
ing facilities), deeper discounts for volume pur-
chases, dzaler incentive programs, and dealer refer-
ruls. Of course, now you'll forgo the advantages of
buying from a distobutor, which is eseally local
and has quicker accessibility to produsts,

“We were strictly security instzllation and mon-
itoring for years, We expandzad into avudio by
installing well-know consumer brands that the
homeowner cowld identify with. We were able to
tell an exciting story abourt Hfestyle systems that we
were less fammiliar with," says Greg Simmons, co-
owner of Eagle Sentry, Las Vegas. “Once we
became fully educated in te feamres snd bepefits
of distributed andio, we wpgraded inte high-end
custom brands because we knew we could provide
n compelling story. Today,” several years after
expanding into cuztom instzllation, a kigh percent-
age of our revenus comes from disirboted sndio”

SELECTING BRAMDS

When selecting which brand w go with, there ars
several factors mvelved, First, when starting out,
vou should select a brand that offers ease of instal-
Intion, and choose & company that provides ade-
quate prodect training through industry events. Of
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Speco Techrolngies' fine iIndudes products that mest
the needs of middle fo low-end [obs.

coure, it goes withoot saying, don't foe-
et to consider the margine.

As mentioned, there are several
options available in the securty
industry, such as Speco Technolo-
pics, Proficient Audio Svstems and
M&S Systems (Music and Sound).
According to Peter Botelho, vice
president of marketing at Speco Tech-  §
nodogies, Amityville, M.Y., “Por dealers
who are focused on profit-conscious
installations, they will find that Speco
Technologies offers a substantial mar-
gin. Our prodocts are designed to
meet the needs of middle o low-
end jobs, We offer excellent
prodoct training through our
independent reps, ADI Expos
and al our factory. And to
stay ahead of the technology

Al spenkers from Speoker-
Croft are designed with a piv-
oling tweeter fo divect saund,

Once you feel comfortable installing speakers

and volume controls, you should consider expand-

ing into more elaborate audio systems, such as
multi-zone/multi-source keypads, control systems
and home theater audio systems.

“"Coming from the security side, my best advice
to someone who wishes to expand into other
areas of opportunity is, don’t jump in too fast,”
says Greq Simmaons, co-owner of Eagle Sentry, Las
Vegas. “Put your toes in the water before taking
the big plunge. Mever shoot for the big jobs right
away. We took it slowly, and it was a few years
before we felt confident in installing elaborate
audio systems. A few years after that, we became
proficient in whole-house audiofvideo, home the-
ater, control, lighting and HVAC.™

As far as challenges are concemed, the integra-
tor new to custom installation will find that the
last 5 percent of the installation is the maost diffi-
cult part of the process: that is, getting the equip-
ment to function correctly once everything is

wired up and in
place. To make this
process less frustrating, test-

ing should be conducted along several

points during the installation. As time goes on,
you will become more familiar with the system
and effective at troubleshooting.

The last component to this system is how to sell
1o homeowners. You know the reasan to for a
security system, but whole-house audio is com-
pletely different. Mow you're selling an upgraded
lifestyle system. This means you need to focus on
the pleasures of life and the benefits of ambiance.

S0 emphasize the benefits of background music
playing throughout the house and engage in the
excitement of surround sound.

Finally, documentation will save you a lot of
time and energy when troubleshooting a system
or designing an upgrade several years later. You
should have a comprehensive list of each wire
pulled and the components used.
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% curve, we recently
hired a prodoct
manager who is
focused on devel-
4 oping advanced
T 2edio solutions”

1

Another
mJ provider is Profi-

cient Audio Sys-

M&5 Systems” MC2000 provides multF-room cudio tems, Riverside,

ond intencom featuras 0n O singke metwork,

Calif. Accosding o
vice  president
Keith Marshall, “Proficient iz very focused on the
noods of regidentisl security dealers. As a result,
security dealers have adopled Proficient across the
eoumtry as their bramd of choice for bome theater and
dismbuted audio insmllations, We have nice entry-
level priced product for tract developments and
budgel installations. We also have a logical product
upgrade path for higher prced custom nstall jobs.”

The third hrand mentioned, which is available
through distribution is M&S Syatems, Dallas.
According 10 Lorelel Coanod, prodoct manager,
“We have s comprebensive installation training
program o case dealers into distributed avdio. Cuar
training, which extends from rough-in to finish,
feaches them how (o layout a system and install it
For denlers who are interested in our MC2000 dis-
tributed audio system, we teach them howy to inte-
grate the computer with the music system, so that
the system allows the homeowner 1o copy and man-
age their music filss™

Agyon book into mere costonm beands pote mano-
factorers who have expandsd prodoct line offerings,
such as fully integrated kevpads, control systems and
related components, Also, you should note compa-
nies who reward their dealers for high purchase
vodumes, It 15 also important (o find manufac-
furers whe are pot over distiibuted; this way youo
can offer a truly custom system, And once again,
consider the margins you want,

SPEAKER SECRETS

Based on the audio application, the type of
speakers you will need (o select can vary, You
will find 3 wide vanety of speakers available
that differ in quality, performance, price,
application and placement. The size of the
room will also dictate the type of speskers, For
rooms that are 150 1o 200 =g I, 2 two-way speak-
er with a & in. woofer will do. If in the badroom.
for example, von should place 3 left and right
speaker over the fool of the bed. In cases where
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you only bave room to install one speaker, such as
the bathroom, closet or hallway, you should install
n smgle speaker that contains a left and right chan-
nel, but still enables you to get stereo sound.
SpeakerCrafi’s DT line of speakers is a good
example of speakers that offers this unique feature,

As the room increases, especially if high ceilings
are involved, you should move up (0 a thres-way
speaker with an B in. woofer. In the case of a living
COOML, You may want o consider a 3.1 system (thres
speakers in the froat, two in the rear, and one sub
woofer), whers you will want to aim the speakers
toward the sitting area. Of course, you can make the
assumption thet the bomeowner may want o re-
organize the furniture at some point Thus, this
would affect the placement of the speakers,

Says Jostin Jones of Just in Time, & sysiem inle-
grator in Riverside, Calif., “Our solution to manag-
ing re-organization of a room is that we install ATM
speakers from SpeakerCraft becanse (hey ars
designed with a pivoting tweeter which enables us
to direct the sound wherever it néeds to go, Soonce
the speakers are installed, we have successfully pre-
venied problems that might ocour down the road.”

When itcomes to wiring, raditional audio svitems
untilize & central amplifier ot the distmbution point and
push an amplified sigeal over 16-gonge wine, four-
conductor [ 16/4) speaker wire to each room, In newer
sysiems, Cat 5 wiring connects the amplifier to wall
motmted volume coatrols and keypads. It carmies [oft
and right andio as well a5 power and IR o each 2one.
Another new such system is A-BUS, which features
distributed amphification technology, However. some
crities say it 18 oaly powerful enough for ml:tkgtn.lud

music, not home thester.

Proficient’s AWS00TT & the flagship of o
line of high-performance indoor/outdoor speakers.
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