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SYNOPSIS   

 

The Security Dealer 
Perspective presents Parks 
Associates' latest survey of 
security system installers 
and their views on market 
changes including the 
introduction of interactive 
services and the entry of 
broadband providers into 
the space.  It also 
extensively profiles their 
sales, installations, and 
other business activities. 

Parks Associates' 
Connected Home 
Systems & Services 
research service analyzes 
the market for home 
management systems and 
services, including security, 
energy, and controls.  

 

ANALYST INSIGHT   

“Dealers and installers play a key role in the market for home security systems and have an up-close view of market changes. Their 
views provide insight into the how the market is evolving and how quickly consumers will adopt the new interactive services offered 
by traditional players and new entrants like Comcast and AT&T.” 

― John Barrett, Director, Consumer Analytics, Parks Associates 
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They will give us true 
competition but also 

move the market 
forward

They will fail as they 
don't know what they 

are doing

They will give us true 
competition and just 

make a difficult 
market even harder

The telco and cableco 
entries will help grow 

the market 

No opinion

Attitudes Towards New Entrants
"Which statement best reflects your views on the entry to security by telcos and cablecos?"

(U.S. Security Dealers)
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Disclaimer 

Parks Associates has made every reasonable effort to ensure that all information in this report is 
correct.  We assume no responsibility for any inadvertent errors. 

 


