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Targeting The PERS Market
SentryNet has always been dedicated to finding new ways to make it easier for our dealers to sell, set up and install new programs for generating RMR. A recent meeting with Brian Vance of Linear produced some great marketing points that can help your company diversify and thrive in today’s tough market:
· Retirement/ Assisted Living Centers:  Meet with General Manager and Staff.  Present our product as an all-purpose Emergency System.  Explain the use of smoke detectors and non-activity devices (motion detectors, door contacts.)  Also present this as a Profit-Center for the facility.  Money can be earned from the monitoring.  Generate some of the monitoring profits to the Assisted Care Center/Retirement Center.  They may already have a system in place, but are willing to update it. You will be surprised by how many don’t have a system.

· Day Care Centers:  Sell it to them as a safety device.  16 channel (16 user) panic button device.  They will also see a great benefit in the smoke detectors and the fire protection it can offer.  Sell it as an emergency button for each day care worker to carry with them in case something happens to a child.

· Cottages, summer homes, vacations homes, etc:  Excellent for temporary living quarters.  Provides basic fire protection and personal emergency protection.  Many security panels can also provide this as well as burglary protection.  

· Private Pay customers:  Any individual or family can benefit from a PERS System.  Many alarm dealers sell it as an add-on to their existing alarm system.   Simply sending a mailer to your existing account base or making phone calls to your account base will generate leads. Send a letter to all of your alarm customers introducing these products.  You will get referrals, it’s been done many times before.  One good idea is to stuff a flyer or brochure in every bill sent out each month for 3 months!

· State Government Business:  Many states offer financial assistance to people on state disability, etc.  Usually the DHS (Department of Human or Health Services) offers such programs.  Contact the appropriate state agency and find out what requirements must be met to be an approved vendor.  Generally the state will contribute a percentage of the monitoring costs, for your customer.

· Insurance Companies:  Call on Long Term Care Insurance companies.  You will have to meet with several people in each company, such as the Vice President, the Health Counselors, Case Workers, etc.   This works well, but it’s a long term process.  Sell them on using you exclusively.  The key here is to sell them on saving money, because fewer claims will be paid and their customers will have a better link with Medical help, should they need it.  In the long run, it saves them money.  It also gives them a “competitive edge” over their competition, by offering this benefit!

· Home Health Care Companies:  Work in connection with any provider of in-home nursing or health care.  This is big business!  $Billions of dollars each year spent on this area alone!  Get to know the nurses and the managers of the company.  They will refer you business!  These companies provide in home nursing, IV and physical therapy, etc.
The PERS market remains a booming source of potential revenue that may be overlooked by many alarm companies. Call Kurt Erdman 800-932-3304 at SentryNet to find out more.

