
 

We are excited to be working with Syncomm Man-
agement Group as our Executive Director firm. Jerry 
Lenander, Dan VanHart Jr, and Ryan Makovsky are 
our representatives with the firm.  

They have been working on revamping our web-
site!  Please bookmark and visit www.nyelsa.org for 
training schedule, event schedule, and newsfeed 
providing latest association and member news and 
announcements!  This site is updated regularly to 
include the latest information! 

The training Schedule for 2023 is available!  The 
schedule includes Certified Level 1 and Continuing 
Education Courses – Check it out on the website and 
sign up today for upcoming classes. 
 
Our 2023 Youth Scholarship program is now ac-
cepting applications. Please inform your local law 
enforcement and first responder agencies of our 
Youth Scholarship Program.  Information can be 
found on our website! 
 
Work has already begun for our annual conference 
in August. The annual conference will be returning to 
the Turning Stone Resort and Casino in Utica, NY – 
More details will be available soon outlining dates, 
times, great training opportunities, time allotted to 
network with our peers, and guest speakers.  
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Dear NYELSA members, 

Happy New Year! Hope everyone enjoyed the holi-
days and I wish all of you a New Year full of pros-
perity and opportunity. A special thank you to all of 
our board members who have made the commit-
ment to serve our association for another year. 
Thank you, Treavor McEnaney with Knight Protec-
tion serving as our Vice President, Jason Aurelio with 
Safe Secure Sentry serving as our Treasurer, Pamela 
Noll with Allied Alarm serving as our Secretary, and 
Jim Quirin serving as our past President. Thank you 
all for your continued support and dedication to our 
association.   
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Thank you to all our advertisers in THE SECURITY SIG-
NAL for 2023. Your support continues to make this 
valuable publication possible. Advertising space is 
available and is a great way to get your products and 
services in front of our members. Advertise with us 
today and get your companies brand exposure to 
readership in the NY market  

Thank you for reading our newsletter. Remember to 
support all of our newsletter sponsors.  Please con-
sider getting involved with our association on any 
level that you can. Perhaps as committee chair per-
son, training instructor, or simply by attending an 
upcoming association meeting.  Hope to see all of 
you at our upcoming events. On behalf of everyone 
at NYELSA, have a great Happy New Year! 
 
Best regards, 
 
Tom Powers 

NYELSA President  

Continued from Page 1 

 

Thanks To Our Advertisers 
 

AlarmBrand    877-655-3779 
 
All County Security   914-645-1289 
 

Altronix    888-258-7669 
 

ESA National Training School 
 

FieldHub Inc    202-417-8196 
 

Kirschenbaum & Kirschenbaum PC. 516-747-6700 
 

Rapid Response Monitoring  800-558-7767 
 

Security America Insurance  866-315-3838 
 

Security Industry Alarm Coalition 972-377-9401 
 

Stanley Security (SentryNet)  800-932-3304 
 

Please Support Those Who Support 
The New York Electronic &  

Life Safety Association 

https://courses.esaweb.org/
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Legal Column 
By: Ken Kirschenbaum, NYSESA Legal Counsel 

 

HOW BUYERS FIGURE VALUE OF ALARM ACCOUNTS FOR ACQUISITION 

Ken  
   What I have seen happen on alarm account 
deals in Canada differs somewhat from is described 
in one of your previous articles. 
·       Although most buyers have their own method of 
assessing a block of accounts for value and determin-
ing an ROI [return on investment] on a possible pur-
chase, I am not sure many use a DCF [Discounted 
Cash Flow] method for doing so. 
·       Secondly most buyers in Canada will ask about 
all the key value indicators up front such as average 
rate on the accounts, % on signed contract and  % on 
call forward line  and make the Seller attest to these 
in the Letter of Intent rather than dock the seller 
multiple during due diligence process. I tell potential 
sellers to address these points before considering a 
sale. 
·       Thirdly today in Canada there are not many 
deals happening at 26X the RMR on the account base 
unless the block of accounts is very small and not in 
great shape.  Most of you probably know this. I have 
not brokered a deal for less than 30X in the last 10 
years. 
·       Additionally on any article about the value of 
alarm accounts I always like to draw the reader’s 
attention to the importance of higher rates as they 
relate to value because I don’t think this is empha-
sized enough. . Having signed contracts is important 
to getting a deal done at all but having higher rates 
on your accounts is a much under- appreciated way 
to get a higher price. Do the math on how long it 
takes to get your investment back on $35 accounts 
versus $25 accounts and you will see why. 
·       Finally in Canada buyers have long since woken 
up to the added benefits of having their auto-pay 
accounts be taken out of bank accounts rather than 
off credit cards which charge for the service and 
where the expiry dates have to be continually updat-
ed. 
   Just some thoughts and experience from north of 
the border. 
 

************************** 
Response 
************************** 
   I suspect that the analysis for Canadian com-
panies is similar if not identical to US companies.  
What’s the multiple is the perennial question in the 
alarm industry.  The trouble is that the multiple de-
pends on many factors that the seller is really in 
charge of and responsible for.  Victor hasn’t had a 
deal for less than 30 times. That doesn’t mean you 
should expect that multiple or settle for that multiple 
if your accounts are worth more.   
   I “broker” deals too in the sense that I’ll in-
troduce sellers and buyers and help structure the 
deal, but I am always representing one of both as 
counsel on the deal.  I also value the alarm accounts 
[https://
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INDUSTRY EVENTS 
 

 

• ISC West 
March 28—March 31 
Las Vegas, NV 

 

• ISC East 
November 14—November 16 
New York City, New York 

 

NYELSA MEETING & EVENT News 

2023 BOARD OF DIRECTORS MEETINGS  

• August TBD 

 

2023 ANNUAL MEETING 
 

• August TBD 
 

www.kirschenbaumesq.com/
page/what-is-my-alarm-company-worth].  I’ve em-
phasized it many times; if you want top dollar for 
your alarm accounts you need to have followed best 
practices.  That means proper contracts, E&O cover-
age, your own lines or movable lines at the central 
station, quality equipment, installations and services, 
quality customers with a low attrition rate, properly 
priced jobs so you’re making money, employees who 
have signed an Employment Agreement, right to sell 
accounts without being burdened by rights of first 
refusal [yes some central stations are still trying to 
get that right in their small print Dealer Agreement], 
among other practices that enhance your business.   
   As mentioned by Victor, buyers are looking 
at return on investment.  Return on investment is 
not necessarily what the seller has been able to 
make, but what the buyer believes it will be able to 
make with the account base.   
==================================== 
 
For additional information regarding this article, or 
alarm industry, and / or other legal issues contact: 
 
Ken Kirschenbaum,Esq 
Kirschenbaum &  
 Kirschenbaum PC 
 Attorneys at Law 
200 Garden City Plaza 
Garden City, NY 11530 
 
516 747 6700 x 301 
 
ken@kirschenbaumesq.com 
www.KirschenbaumEsq.com 
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Leaders from NYELSA, NJELSA, and PBFAA were rep-

resented at ISC East 2022 along with Keynote Speak-

er, Robert Few (far right) and Mary Beth Shaugh-

nessy, Event VP, ISC Security Events 
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SIAC  has been actively serving the security industry 
and partnering with law enforcement for over 20 
years, and it is your donations that keep us active. 
For your contributions, thank you: 

Johnson Controls 
ADT 
Comcast 
NetOne 
Resideo 
Alarm.com 
Bay Alarm Company 
Cox Communication 
California Alarm Association 
CPI Security Systems 
DMP – Digital Monitoring Products 
ESA – Electronic Security Association 
Guardian Protective Services 
NMC – National Monitoring Center 
SIA – Security Industry Association 
Stanley Convergent Security Solutions 
Vector Security Inc. 
Vivint 
Wayne Alarm Systems, Inc. 

Our thanks to our Emerald supporters: AAF – Alarm 
Association of Florida; Altronix Corporation; Bosch 
Security Systems, Inc.; COPS Monitoring; TMA – The 
Monitoring Association; Rapid Response Monitoring; 
Washington Alarm. And, thanks as well to our Sap-
phire contributors: Ackerman Security; A-COM 
(United Monitoring Services); Alarm Detection Sys-
tems, Inc.; Amherst Alarm; AT&T Digital Life; DGA 
Security Systems, Inc.; Doyle Security Systems; Elec-
tronix Systems; EPS – Engineered Protection Sys-
tems, Inc.; Gilmore Security Systems; Guardian Alarm 
Co. of Michigan; Habitec Security, Inc.; Michigan Bur-
glar and Fire Alarm Association; Per Mar Security Ser-
vices; Reed Expo; RFI Enterprises, Inc.; Securitec Se-
curity Systems; SEI – Security Equipment Inc. For a 
full list of contributors, please visit our web site. 

We’ve had many successes over the years, but none 
could come without your support on alarm manage-
ment issues and financially. The good work we do is 
reflective of the security industry’s leadership on 
these issues. Again, our thanks to all of you, and stay 
tuned for 2023. 

For more information on SIAC go to: 

www.SIACinc.org ,  www.siacinc.wordpress.com, or 

follow them on www.twitter.com/siacinc.  

https://siacinc.org/our-supporters/
https://www.altronix.com/


Every Alarm Company Should 
Advertise On NextDoor. 
Here’s Why. 
By Brian Plant, AlarmBrand 
 
NextDoor has exploded as the 
hot new social media app for 
communities around the coun-

try. Home services providers like landscapers, plumb-
ers and electricians – as well as your national com-
petitors like ADT, Brinks, Vivint and more – are con-
stantly running ads in the NextDoor newsfeed. 
NextDoor is like the new Facebook, featuring up-
dates from your neighbor across the street (as op-
posed to people scattered all over the globe). If you 
live in a community with an active presence on 
NextDoor, then you’ve seen what an amazing adver-
tising opportunity the platform may present for your 
alarm company. 
 
People Want to Connect with Neighbors AND Ser-
vices. 
There’s a reason why online platforms for neighbors 

have grown exponentially in recent years: Now more 
than ever, people seek connection to their neigh-
bors. While connecting to the global community re-
mains important for some, making local connections 
has become a larger priority since the pandemic. 
People want to know “real life” people who live and 
work in their own communities. Many consumers 
want to support and do business with local compa-
nies rather than large corporations.  

NextDoor is High-Intent Browsing. 
Unlike Facebook, where people are not really looking 
to connect with brands or services, over 90% of users 
open the NextDoor app to get recommendations 
from neighbors for home services. Local Facebook 
groups and other forums can vary by reputation and 
what they have to offer. What sets NextDoor apart 
from them? It’s powered by trusted local infor-
mation, with new updates being posted by neighbors 
every day. Whether someone is searching for a ven-
dor to cater their party, or a licensed alarm dealer to 
protect their home or business, neighbors in commu-
nities from coast to coast are turning to NextDoor for 
the services they need in the 

Continued on Page 9 
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NextDoor Ads Provide Relevant Options. 
NextDoor offers a variety of ways for businesses to 
reach neighbors, each of them delivered in a rele-
vant context that makes sense to the user. Your 
alarm company can take advantage of everything 
from native ads, to display ads, to scrolling video 
ads, to NextDoor’s proprietary Digest email. There’s 
also a NextDoor marketplace, where you can adver-
tise in a “for sale” platform where local users are 
looking for a specific service. It’s even possible to 
showcase multiple services in a carousel format, or 
place a click-to-call ad directly in NextDoor’s in-app 
newsfeed. Another highly popular option for 
NextDoor ads is their Local Deals option. There’s no 
one-size-fits-all model for advertising on NextDoor, 
which makes it appealing to alarm dealers and inte-
grators looking to reach new audiences in their local 
communities. 
 
What Do Ads on NextDoor Cost for Alarm Compa-
nies? 

NextDoor advertising is scalable, and there are a vari-
ety of ways to structure an ad campaign. A modest 
budget similar to what you might expect for Face-
book Ads is sufficient to generate traffic, brand 
awareness, and conversions. The platform offers tai-
lored analytics that measure the effectiveness of 
your campaign, and working with the digital ad ex-
perts at Ignite means you have a dedicated team 
who can adjust your campaign as needed. If you de-
cide to try something new, NextDoor makes it easy – 
and with AlarmBrand as your digital advertising part-
ner, it can be even easier. 
 
Brian Plant is Managing Director at AlarmBrand, 
offering website creation and marketing for the elec-
tronic security industry that communicate your story, 
resonate with your audience, and generate revenue. 
Since 2009, brands that you know and trust have lev-
eraged AlarmBrand to grow their businesses, includ-
ing SDM 100, SDI Fast 50, monitoring centers, tech-
nology providers, professional corporations, and 
small / medium businesses across the USA.  

Continued from Page 8 







IRS, and anyway, who can blame them.  The ERC 

came about in March of 2020 as part of the CARES 

Act, and then was expanded greatly in December 

2020 by the Consolidated Appropriations Act of 

2021, which among other things eliminated the ban 

on the ERC if a taxpayer received a paycheck protec-

tion program (PPP) loan. Congress then expanded 

the ERC to the last two quarters of 2021 in the Amer-

ican Rescue Plan Act of 2021, enacted on March 11, 

2021, and, added, a new section to the Internal Rev-

enue Code, (§3134). The IRS has placed  94 frequent-

ly asked questions on its website and issued a 102-

page notice, Notice 2021-20, on March 1, 2020, pur-

portedly to explain the 2020 ERC.  As if that wasn’t 

enough, on April 2, 2021, the IRS issued Notice 2021-

23 concerning the ERC for the first two quarters of 

2021. At 17 pages, it is easy reading compared to the 

previous 102-page notice. According to the IRS press 

release accompanying Notice 2021-23,  the changes 

to the ERC for the first two quarters of 2021, include: 

1). The increase in the maximum credit amount, 

2). The expansion of the category of employers 

that may be eligible to claim the credit, 

3). Modifications to the gross receipts test, 

4). Revisions to the definition of qualified wages, 

and  

5). New restrictions on the ability of eligible em-

ployers to request an advance payment of 

the credit. 

Here are some of the provisions of the ERC as modi-

fied: 

If your company’s or organization’s gross receipts 

declined by more than fifty percent in some quarter 

of 2020 you automatically qualify.  Unfortunately, 

most alarm companies have RMR that stayed fairly 

constant so they ‘failed” this test.  What to do?  Stay 

tuned and I will tell you later in the article. One little 

known fact is that if you did qualify for any eligible 

quarter in 2020, your eligibility continues through 

the quarter that 2020 gross receipts rise to more 

than 80 percent of 2019 gross receipts 

Employee Retention Credits – A Clar-

ification  

By Mitch Reitman 

One of the many COVID Relief 

measures hastily issued by Congress 

was the Employee Retention Credit 

(ERC).  The ERC offers refunds against 2020 and 2021 

payroll taxes of as much as $31,000 per employee, so 

the numbers can add up.   

For many companies that were hit hard by COVID, 

the ERC was easy to apply for, the checks have taken 

a while to come, but we have quite a few clients that 

have received them. 

We also had quite a few clients that qualified for the 

ERC in 2021, but many did not qualify or fell into gray 

areas.  In the past few months, hundreds of  “credit 

mills” have sprung  up that telemarket to business 

owners offering to get the credit for the “small fee of 

20%.  This can amount to $40,000 for a $200,000 

credit, something that a legitimate accounting firm 

can do for $3,000 or less.  To make things worse, 

these aren’t established companies, they are mostly 

fly by night companies that prey on unsuspecting 

business owners with the promise of a quick buck, 

and assurances that the ERC is really a grant or that 

the IRS is too busy to audit you.  This couldn’t be far-

ther from the truth.  The IRS is estimating that the 

amount of ERC fraud could reach a TRILLION dollars, 

more than the Gross National Product of most coun-

tries.  President Biden authorized the IRS to hire 

85,000 new auditors and we get a feeling that those 

people might look into this.  

The ERC is easy to qualify for if you understand all of 

the rules.  Of course if you are spending your time 

running a business, you may be too busy to read the 

Act, its modifications, and the Notices from the IRS 

that clarify their position.  That is your accountants’ 

job, but, unfortunately, they may not be aware of 

some of the clarifications issued by Congress and the 

Continued on Page 13 



 

If your company suffered a decline in gross receipts 

for the second quarter of 2020. Gross receipts which 

usually run a $100,000 a quarter dropped to 

$49,000. Fortunately, the next quarter, gross receipts 

bounced back to the usual $100,000 a quarter. In this 

situation, your company qualifies for employee re-

tention credits for the second quarter and then again 

for the subsequent third quarter. For 2020 employee 

retention credits, you can’t get more than $5,000 for 

an employee for the year and you get the credit only 

for wages you didn’t pay using paycheck protection 

program loans, and not for wages paid using other 

tax credits. Third, finally, while you can get employee 

retention credits for a fifty percent decline in the first 

quarter’s receipts, only wages paid after March 12, 

2020 plug into the credit formula. 

If your company’s gross receipts in quarter 4 of 2020 

declined by more than twenty percent as compared 

to quarter 4 of 2019? You qualify for employee re-

tention credits for quarter 1 of 2021.  In 2021 em-

ployee retention credits can equal as much as $7,000 

an employee for each quarter.  If your gross receipts 

in the first, second or third quarter of 2021 declined 

by more than twenty percent, you qualify for em-

ployee retention credits for either one or two quar-

ters. You’ll qualify for the quarter with the decline. 

And if the quarter is the first or second quarter, you’ll 

also qualify for the subsequent quarter. 

If a federal, state or municipal government order ful-

ly closed your business due to Covid-19, wages you 

paid employees during the closure probably count 

for employee retention credits for 2020 and for the 

first three quarters of 2021.  If a federal, state or mu-

nicipal government order partially closed your busi-

ness due to Covid-19, and that partial closure was 

more than just nominal, wages you paid during the 

partial closure probably count for employee reten-

tion credits in 2020 and for the first three quarters of 

2021.   

 

The IRS defines nominal as ten percent or greater. 

Further, the IRS rule looks at either hours of service 

or gross receipts  As with a full closure, only wages 

paid during the partial closure count. These are both 

a bit tricky so make sure that your tax pro under-

stands the ERC.  

 

A government order that fully or partially suspends, 

not your company, but a supplier you rely on can 

qualify you for employee retention credits, too.  We 

have a client who wasn’t able to get 5G radios in a 

timely manner.  When they did get them there was 

no time to negotiate with customers to get any pay-

ment.  We believe that they may qualify due to the 

lost revenue due to having to replace 3G radios and 

the supply chain issues and we are getting a Tech-

nical Ruling from the IRS.  

If a government order closed down a company’s 

physical office location, and employees can success-

fully telework, that doesn’t count as a full or partial 

suspension, but, if employees can’t telework (think 

installers and service techs), the closing of the physi-

cal office location counts as a partial suspension.  If 

you did transition to remote work, and the transition 

took two-weeks or longer of transition time, the IRS 

says that creates a partial suspension. 

If a government order closed a customer, or group of 

customers, and this caused a nominal reduction in 

revenue, it may qualify you.  We have a client that 

had a major fire alarm client, with 17 locations, close 

for ten weeks.  This caused their fire service and in-

spection revenue to drop by fifteen percent in that 

quarter.  They didn’t have the requisite drop in total 

revenue, but they most probably qualify for the ERC.  

We are requesting a Technical Ruling from the IRS.  

 

Technical Rulings are significant because, if the IRS 

rules in your favor, you are entitled to take the cred-

it.  It is in essence a get out of jail free card.  The IRS 

issues Technical Rulings because they have no issue 

with you taking a credit that you are entitled to, as 

long as you truly are entitled to it.   

Continued from Page 12 
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So you see, all is not lost.  Business owners have 

been through some tough times.  Many of us have 

taken extreme measures to retain employees.  We 

are most certainly going to endure a recession in the 

next few months, and don’t count on the Govern-

ment to help you. 

Talk to your tax professional and see if you might 

qualify for the ERC.  You want to make a well in-

formed decision and that means taking a credit the 

your truly entitled to. If you have any questions, 

email me at MReitman@Reitman.US.  We are glad to 

help.   

 
Mitch Reitman is Founder and Principal of Reitman Con-

sulting Group, Inc., which provides tax compliance, due 

diligence, brokerage, valuation services, litigation sup-

port, and financial consulting to the Systems Integration, 

Security, and Fire Alarm Industry. An ESA Hall of Fame 

member, Mitch is an active member and board member 

of several state and local Associations 
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