Security Dealer Perspectives: Views from the Front Line

By Yilan Jiang, Senior Director of Consumer Analytics; Sharon Jiang, Consumer
Insights Manager; Yuting Mu, Consumer Insights Analyst Il; Jennifer Kent, SVP,
Principal Analyst; Daniel Holcomb, Senior Analyst, Parks Associates

TABLE OF CONTENTS 1a 2026

SYNOPSIS
As consumer preferences
shift and technology
advances, security dealers

Drivers of Residential Security Business

Customer desire for cameras and video doorbells

must adapt to changing Customer desire for smart home devices like locks,
market dynamics, including lights, thermostats
increasing competition from Households moving from one home to another
DIY security solutions and existing home

tech giants. This survey of
security dealers, now in its
12th year, provides security
dealers’ perspectives on

Increasing crime/fear of crime

Households moving into new builds

market growth, operational The purchasing of additional/second homes
priorities, and competitive
challenges. More MDU renters and owners opting for unit
security
This study provides critical Other
intelligence for security
manufacturers, service ©Paris Assodates
providers, and investors
looking to understand the Key questions:
shifting competitive - How are security dealers fairing in a challenging business environment with tariffs impacting supply
landscape and identify and housing market constraints limiting demand? What is their outlook for 2025 business results?

opportunities for growth in

. How are dealers balancing residential vs. commercial business for growth?
the security market.

How are security dealers adapting to the growing market for self-installed and self-monitored
security options?

What smart devices and components are dealers selling attached to their systems?
What devices have aftermarket or upsell potential?

What is dealer interest in offering new value-added services like video verification, vehicle
monitoring, whole-home technical support, EV charging installation, and senior-care services?

What are dealer perspectives on technologies that will shape the future of the industry, including Al
and Matter?

What are dealers’ plans for succession and how many dealers are actively looking to sell
accounts?
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