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AN INTEGRATOR’S GUIDE 
TO COVID-19
These are scary times we are living in. We are left feeling anxious and uncer-
tain about the future. Wondering how we are going to keep our loved ones, 
employees, and businesses safe and unharmed during the COVID-19 outbreak. 
This can be a difficult task to wrap your head around when it seems that each 
of these things are of equal importance. 

Since our inception, CE Pro, Commercial Integrator, Security Sales & Integra-
tion, and the Total Tech Summit have put your needs first. In this whitepaper, 
we have pulled together our best facts, advice, and know-how to help you get 
through this. We break down everything from keeping your employees safe 
with a Coronavirus checklist to what exactly an ‘Essential Critical Infrastruc-
ture Worker’ means to how to help your team work remotely and efficiently. 
Security, Custom/Residential, and Commercial integrators alike will find useful 
and helpful information within these pages. 
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Technicians are classified by the 
U.S. government as essential 
workers during the COVID-19 
outbreak.

Federal Govt. Labels Integrators as 
‘Essential Critical Infrastructure Workers’
Department of Homeland Security issues guidelines that would 
enable technicians to continue to install home offices during coro-
navirus crisis. by Jason Knott

Integration companies may be exempted from coronavirus regulations that 
call for a work stoppage in a local area. That’s because the U.S. Department of 
Homeland Security (DHS) has identified integrators as “essential critical infra-
structure workers during the COVID-19 response.”

The DHS guidelines from the Cybersecurity and Infrastructure Agency (CISA) 
specifically cite professionals who are working to assist in the establishment 
of home offices, among other things.

NOTE: These are DHS guidelines and are NOT a mandate to state or local jurisdic-
tions, which can set their own rules. But if the local municipality follows the DHS 
guidelines, integrators can continue working.

In a memo from CEDIA‘s director of government affairs Darren Reaman, he 
notes, “The rapid government response through executive action, regulatory 
changes and legislation at the local, state and federal level to the COVID-19 
virus is unprecedented. 

“We understand CEDIA members across the country are contending with 

http://cedia.net/docs/default-source/govt-affairs/guidance-on-the-essential-critical-infrastructure-workforce.pdf?sfvrsn=2
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executive and legislative action that potentially impacts the installation and 
maintenance of residential technology in thousands of jurisdictions across the 
country because of confusion over defining the essential services critical to 
the country’s infrastructure.

The guidelines provide strategic guidance toward the unified effort to main-
tain the country’s critical infrastructure “and as such we believe these guide-
lines serve an important role as communities respond with executive and 
legislative action,” according to Reaman.

The list of “Essential Critical Infrastructure Workers” identified by the CISA 
Report include: 
›  Maintenance of communications infrastructure- including privately owned 

and maintained communication systems supported by technicians, opera-
tors, call-centers, wireline and wireless providers, cable service providers, 
satellite operations, undersea cable landing stations, Internet Exchange 
Points, and manufacturers and distributors of communications equipment.

›  Installation, maintenance and repair technicians that establish, support or 
repair service as needed;

›  Customer service and support staff, including managed and professional 
services as well as remote providers of support to transitioning employ-
ees to set up and maintain home offices, who interface with customers to 
manage or support service environments and security issues, including 
payroll, billing, fraud, and troubleshooting.

›  Dispatchers involved with service repair and restoration. ■
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Slack, Zoom, Workfront and 
Basecamp are just some of the 
software recommendations for 
staying in touch in a virtual office 
environment.

4 Tips to Run a Virtual Office Effectively

Having the right software — from Zoom to Slack — to commu-
nicate with clients and each other is vital to succeed in a virtual 
office work situation. by Jason Knott

It’s no longer “business as usual” with the COVID-19 coronavirus around. So, 
integrators have to apply the same level of ingenuity they use when designing 
a creative and functional space for their clients to how they communicate with 
their clients and internally with their team.

Ron Callis, CEO of One Firefly, a Miami-based marketing firm specializing in 
the custom electronics industry, has been operating a “virtual office” for the 
past five years. Indeed, none of One Firefly’s 42 employees works in the same 
physical location. Everyone is in a remote home office in both the U.S. or in 
Mexico.

So there may be no one more qualified in the industry than Callis to share 
some of the valuable lessons he has learned over the years for establishing a 
virtual office.

Equip with Good Cameras and Software
Every Firefly employee has a quality camera on their computer or connected 
to their computer and Callis says the team uses video teleconference for both 
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internal meetings and teleconference calls with clients.
For team communication, One Firefly employees are heavy Slack users and 

send over 10,000 messages each month.
“Think about that, without Slack these messages would: maybe not be sent, 

be sent via email, sent via phone text or Skype. Centralizing project communi-
cation and personal messages in one environment has been game changing for 
One Firefly,” says Callis.

Meanwhile, the company uses Workfront for all project management, time 
tracking and task management.

“Operating a remote workforce requires a strong project management soft-
ware and team to be most effective,” he says.

Finally, for client communication the company uses Basecamp 3.
“Every client has 100% or project-related communication is sent through 

this system. This ensures all messages from my team and all client responses 
are tracked and organized,” notes Callis.  

Use Video Conferencing with Clients
For video conferencing with clients, there are several functional options avail-
able for integrators, including Google Hangouts, Apple FaceTime, Microsoft 
Teams and Zoom.

“My sales team and account manage-
ment team has been selling and work-
ing with our client exclusively via video 
conference from home offices for some 
time,” says Callis. “Appointments are set 
and sent via Calendar invite with Zoom 
meeting information in the notes. Many 
clients are then also called via phone, to remind them to go to the calendar 
link to click on the video conference link. In our case, meetings conducted 
this way are far more powerful than in-person meetings thanks to the finger-
tip access to many screens, apps and documents that can be easily shared 
via screen sharing.”

One trick Callis recommends for integrators is to practice looking at the 
screen versus looking into the camera. “This often results in the other party 
seeing and interacting with you in a natural way, as if you were there in per-
son,” he notes.  

Create a ‘Channel’ for Every Client
It’s one thing to conduct teleconference calls but how do you keep them orga-
nized in a virtual office environment?

Meetings conducted this way are far more 
powerful than in-person meetings.

https://slack.com/
https://www.skype.com/en/
https://www.workfront.com/
https://basecamp.com/
https://gsuite.google.com/products/meet/?utm_source=google&utm_medium=cpc&utm_campaign=na-US-all-en-dr-bkws-all-all-trial-e-dr-1008072&utm_content=text-ad-none-any-DEV_c-CRE_246638620283-ADGP_Hybrid%20%7C%20AW%20SEM%20%7C%20BKWS%20~%20EXA%20%2F%2F%20Hangouts%20%5B1:1%5D%20Google%20Hangouts-KWID_43700015211414153-kwd-362516399437&utm_term=KW_google%20hangouts-ST_google%20hangouts&gclid=EAIaIQobChMIvqX639Om6AIViYjICh13vQUDEAAYASAAEgJr8PD_BwE&gclsrc=aw.ds
https://apps.apple.com/us/app/facetime/id1110145091
https://products.office.com/en-us/microsoft-teams/download-app
https://products.office.com/en-us/microsoft-teams/download-app
https://zoom.us/ent?zcid=2582
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To help maintain culture in a 
remote work environment, every 
employee at One Firefly has a 
corporate notebook with the 
company’s core values on it.

“We create a ‘channel’ for each client,” says Callis. “All staff associated with 
that account in anyway are added to that channel. This helps ensure that proj-
ects are not siloed and that information relating to a client is shared openly 
and for everyone’s benefit.”

Maintaining Culture in a Virtual Office
So how can an integrator keep a strong company culture with the team work-
ing from home? It certainly takes some effort. At One Firefly, the company has 
instituted many day-to-day habits to strengthen its culture. On its Slack chan-
nel, the company has non-
work-related Slack channels 
such as “movies,” “books,” 
“random,” “dog lovers,” and 
“cat lovers.” The team posts 
regularly on those channels.

There is also a “Core Val-
ues Kudos” Slack channel 
where the team regularly 
give shout outs to their 
peers when they exhibit one 
of the company’s five core 
values: Own It, Find A Way, Grow Together, Bring Good Vibes and Speak Up.

Those values are reinforced with staff notebooks that have the values inside 
them. The teleconferencing systems are also held to conduct regular depart-
mental meetings.

“When we do get together, we make these events memorable, always mak-
ing them 50% work/training and 50% social fun,” adds Callis. ■
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4 Tips for Creating a Coronavirus Safety 
Checklist From a Legal Expert
Jennifer Kirschenbaum offers four important tips for creating a 
coronavirus safety checklist to use before dispatching technicians 
to projects. by Jason Knott

Because installing security contractors and custom integrators have been des-
ignated as “essential, critical infrastructure workers” by the U.S. Department 
of Homeland Security (DHS) during the coronavirus outbreak, they can con-
tinue to work. As such, it is vital that each company create a coronavirus safety 
checklist.

Indeed, during the crisis, customers more than ever will need (or just want) 
an upgraded security systems and home networks in order to work from 
home, wellness solutions like indoor air quality monitors and filters, and 
even larger TVs and better speakers to keep them entertained while they 
shelter-in-place.

The key question is will clients feel comfortable having you or your techni-
cians in their homes during this crisis? They can, if you take the proper precau-
tions and communicate those steps to your customers.

Here are four items that should be part of your coronavirus safety protocol 
checklist.

Security and custom integrators 
should have a coronavirus safety 
checklist for the protection of 
their own employees and their 
clients.
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1. Screen Client’s Health Before Dispatching
“It is a best practice to confirm all appointments in advance and screen all cli-
ents by phone for symptoms before sending any technician out,” advises Jen-
nifer Kirschenbaum of Kirschenbaum & Kirschenbaum, a New York-based legal 
firm specializing in the low-voltage industry. “You can also have the technician 
confirm any fevers on site before he enters the home.”

2. Screen Technicians’ Health Daily; Have Them Sign Off  
on Their Own Health
Kirschenbaum recommends security and home integrators screen every techni-
cian daily for their health, looking for any symptoms of the virus, and have the 
technician sign off that they are OK and healthy enough to work. Any technician 
with a fever or symptom should not be allowed back to work for at least 24 hours.

Put in place measures for any employee who has personally traveled or been 
in close contact with a person who has traveled outside the United States 
within the past 30 days.

3. Adopt an OSHA/DOL Safety Checklist
It is a good idea to adopt a safety checklist from the Occupational Safety & 
Health Administration (OSHA) or U.S. Department of Labor to follow. Among 
the items that would be basic common sense tactics could include:
›  Equip each vehicle with commercial-grade disinfecting wipes, hand sani-

tizer, masks and large plastic bags.
›  Wash hands frequently for the WHO and CDD recommended 20 seconds 

or use hand sanitizer with the advised 60% alcohol rating. Have it readily 
available in all vehicles and in your showroom.

›  Carry disinfectant wipes to wipe all surfaces in the home, including touch-
panels, keypads and switches. Wipe down all unboxed components prior to 
installation.

›  Wear disposable coveralls, gloves and booties (Reports from China indi-
cated the virus could be spread by simply stepping in the saliva or spit 
from an infected person on the sidewalk, carrying it into the home on the 
carpet, then touch the carpet.)

› Disinfect tools with wipes every night
›  Sanitize all cardboard boxes from the jobsite nightly, placing them in plas-

tic bags for disposal.
› Lay down tarps on all surfaces.
›  Maintain the recommended 6 feet of social distance from the client while 

on jobsite, and refrain from shaking hands for the time being.
› Wear N-95 masks if the client desires. ■
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The CARES Act includes $349 
billion in loans that will be 
specifically administered by the 
Small Business Administration 
(SBA).

What You Need to Know to Get Your  
CARES Act Money
Both integrators and manufacturers are eligible for SBA loans for 
two months of payroll, and repayment will be forgiven if CARES 
Act rules are followed. by Jason Knott

The $2 trillion Coronavirus Aid, Relief, and Economic Security (CARES) Act 
Phase III Stimulus package couldn’t come soon enough for many small busi-
nesses affected by the coronavirus economic shutdown.

After scouring multiple news sources, following are key details gleaned from 
the law that apply to installing security contractors, custom integration com-
panies and manufacturers.

Of course, all businesses should consult their own financial advisors and tax 
consultants on the law. Also, the government has created a 35-page overview 
of the law to help boil it down a bit.

What’s in the CARES Act for Small Businesses?
The bipartisan legislation signed into law by President Trump sets aside hun-
dreds of billions of dollars in available funds specifically for small businesses 
to obtain loans from the federal government. The program has $349 billion in 
loans that will be specifically administered by the Small Business Administra-
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tion (SBA). This $349 billion “Paycheck Protection Program” is separate from 
the $50 billion in SBA loans that was put into law several weeks ago as part of 
the Phase II Stimulus package.

Moreover, there is another $454 billion that will be administered by new 
lending agency managed by Treasury Secretary Stephen Mnuchin. Other major 
industries, including the airlines and companies linked to national security, will 
have separate funds available. Here is the full 880-page version of the CARES 
Act passed by the U.S. Senate.

Who Qualifies and How Do You Get a Loan?
Any small for-profit business with fewer than 500 employees is eligible for a 
loan. To obtain a loan, qualifying small businesses are asked to simply go to 
their local FDIC-insured bank. Indeed, speaking to reporters recently, Mnuchin 
said small businesses in many cases will be able to walk out of the bank with 
the money in hand in one day.

In an effort to eliminate red tape, there is no 
hefty government website application. The loans 
are not like SBA Physical Business Disaster loans 
familiar to most people that are linked to natural 
disasters. Businesses that are facing the prospect 
of bankruptcy from the coronavirus outbreak will 
have a separate program in which they can partici-
pate. The SBA has 68 regional offices around the 
nation that dealers can visit to get more informa-
tion face to face.

How Much of a Loan Can You Get?
Small businesses can obtain a loan that covers 2.5 of payroll, not exceeding 
$10 million. So if your regular payroll is $20,000, you can get $50,000. Also, 
payroll above $100,000 for any individual employee is not covered. Portions 
of the loans can also be used for debt obligations, mortgage interest, rent pay-
ments, utility payments, and payroll support. The loans themselves must be 
secured for a term of no longer than 5 years. Businesses will be eligible for the 
loans through December 31, 2020.

The bill also provides $10 billion for “emergency grants” of up to $10,000 per 
company for small businesses that need to cover immediate operating costs.

Is the Loan Forgiven?
Borrowers are eligible for loan forgiveness equal to the amount spent during 
an 8-week period after the origination date of the loan on payroll costs, mort-

Any small for-profit business 
with fewer than 500 employees 
is eligible for a loan.
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gage interest, rent or utilities. While the loan is in place, employers must main-
tain the same employment level within their company as they had on March 
13, 2020. In addition, there are limits on the amount of compensation that can 
go to the owner of the company up until March 1, 2022.

But the law takes its one step further by declaring that small businesses that 
either maintain their employees during this crisis or rehire those employees 
will have their loans fully forgiven by the federal government. The amount for-
given will be reduced proportionally by any reduction in employees retained 
compared to the prior year and reduced by the reduction in pay of any 
employee beyond 25% of their prior year compensation.

To encourage employers to rehire any employees who have already been laid 
off due to the coronavirus crisis, borrowers that re-hire workers previously laid 
off will not be penalized for having a reduced payroll at the beginning of the 
period.

Integrators who borrow money in the program will need to verify through 
documentation to their bank lender their payments during the period. Banks 
that receive the required documentation will then have that loan purchased by 
the SBA.

The CARES Act also includes $17 billion to cover six months of payments for 
small businesses that have already taken out SBA loans prior to the coronavi-
rus outbreak but now are having difficulty making those payments due to the 
slowdown.

Any loan amounts that are not forgiven at the end of one year will be carried 
forward as an ongoing SBA loan with a maximum term of 10 years, at maxi-
mum interest rate of 4%.

What Can Individuals Get?
The CARES Act also includes relief for individuals, including expanded unem-
ployment benefits for workers and direct payments by the government. Spe-
cifically, individuals earning less than $75,000 (adjusted gross income) will 
receive a one-time check for $1,200. Families with children will receive $500 
per child. Married couples earning less than $150,000 jointly with no children 
will receive $2,400.

The payouts scale with diminishing amounts up to $99,000 for individuals 
and $198,000 for married couples. Payouts are expected to be out within three 
weeks, according to Mnuchin. Importantly, self employed integrators and 1099 
workers are also eligible.

Individuals who are on unemployment insurance will get a $600 boost in 
their unemployment disbursement per week. Also, self-employed people and 
independent contractors are now newly eligible for these unemployment 

Small businesses 
that either keep 
their employees 
during this crisis or 
rehire those laid-
off will have their 
loans fully forgiven.
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benefits. People who are diagnosed with the virus and unable to work, or self-
quarantining to possible exposure, are also eligible.

Canadian Stimulus Program
Canada has proposed a program for its citizens during this turbulent time. It 
includes a doubling of the payroll exemption for businesses from $490,000 up 
to $1 million in payroll; a suspension of any penalties related to non-payment 
of sales taxes for alcohol, tobacco, fuel and other items until August 31; a spe-
cial tax credit for business investment; and suspension of property tax reas-
sessments. ■
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Coronavirus Crisis Communications: 
4 Strategies for Showroom Owners
Amid the coronavirus outbreak, priorities include both internal 
and external communications; investing in or ramping up your 
website; and engaging in online chat. by CE Pro editors

Though social distancing is the new norm these days, with families cooped 
up at home for the foreseeable future, the mind of a small business owner is 
undoubtedly racing at 100 mph.

While the nation sits, attempting to mitigate the spreading of the novel 
coronavirus (COVID-19), you’re looking for answers on how to keep your busi-
ness running, employees safe and customers engaged.

At a time of crisis, communication is imperative. Unfortunately, there is no 
playbook when it comes to the unique and unprecedented situation we cur-
rently find ourselves in.

So, what should integrators who operate walk-in retail or by-appointment 
showrooms be doing from a communications standpoint while we wait out 
this global pandemic?

Short answer: There’s a ton you could be doing. But let’s boil it down to four 
basic tips that can have the most immediate impact for you and your business.

Inside of showrooms and retail 
stores, dealers can do things like 
placing signage about not touch-
ing items.

For CE Pros

https://www.cepro.com/news/every-ce-industry-event-cancelled-postponed-coronavirus-covid19/
https://www.cepro.com/news/every-ce-industry-event-cancelled-postponed-coronavirus-covid19/
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1. Implement Your Internal Communications Plan
There is no better time than now for CE pros who operate showrooms and 
retail stores to review and implement your crisis communications plan – or 
develop a plan if one doesn’t exist. The process of actually communicating with 
employees can involve any combination of the following methods: emails, text 
messages, flyers or posters in your store/warehouse, an internal website, or a 
Slack or Microsoft Teams-style message board.

However you’re going to communicate with them, there are a few tips to 
consider:
›  Give them the facts. Share relevant information from the authorities on 

the crisis at hand. In this instance, with the Coronavirus, share pertinent 
information from the Centers for Disease Control and Prevention (CDC), 
the World Health Organization (WHO), and your state and local health 
departments. Advise and educate them through resources from those out-
lets on the disease, how it spreads, what symptoms to watch for and more.

›  Promote safety. When it comes to this disease, constant reminders about 
personal hygiene, workplace wellness etiquette and more are critical. 
Make it clear that employees showing any signs of illness — whether the 
symptoms are similar to those exhibited by positive COVID-19 patients or 
not — ought to stay away from the workplace.

›  Reiterate company policies. Now is also a good time to remind employ-
ees of your policies around sick leave, paid time off, travel, group meetings, 
health plan coverage and more.

2. Solidify Your External Communications Plan
Equally as important as talking with your employees is deciding how you’re 
going to communicate with your customers and clients. Some of the same tips 
apply here, but the messaging itself will include a slightly different approach.

Lean into your marketing capabilities and social media messaging where at 
all possible to let them know what’s happening.
›  Give them the facts. Let customers know you’re still open for business 

(if that is the case), and the steps you and your employees are taking to 
ensure the store is clean, deliveries are fulfilled and shoppers can continue 
to shop. Be upfront and honest with customers – they’ll appreciate it.

›  Promote safety. What steps and precautions are you taking to ensure 
your store remains clean and COVID-19 free? It’s highly encouraged that 
businesses — and retailers in particular — take extra steps to deep clean 
their stores, especially areas that are considered high touchpoints. Place 
additional signage around your store, encouraging customers to only look 
at product, don’t touch. Use this opportunity to promote handwashing 

Creating an internal 
and external 
communications 
plan is key during 
crisis.

For CE Pros
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best practices. And maybe even place a few extra hand sanitizing stations 
around your store.

›  Reiterate company policies. Different from your human resources-type 
policies, let your customers know what steps you’re taking, if any, to make 
it easier to shop. Do you plan to provide free shipping during this time to 
accommodate customers who are staying home? Are store hours staying 
the same? Communicate those things to your customers clearly to avoid 
confusion if they try to come to your store.

3. Invest in Your Website
It’s 2020, and we’re still out here championing the idea of creating a robust 
website (or bolstering what you have). It sounds crazy, but it still needs to be 
talked about because a majority of independent dealers and custom integra-
tion firms either don’t have one or haven’t made a serious investment in their 
web presence.

The situation with COVID-19 is a prime example of why an e-commerce 
platform — or at the very least a sophisticated web presence — is critical. 
While customers are social distancing themselves at home, they’re doing so 
with their smartphones in hand, browsing e-commerce websites and social 
media. They’re a captive audience, and 
businesses with a strong web and digital 
marketing strategy are sure to reap the 
rewards over these next few weeks.

Even when we’re not facing a global 
pandemic, nine out of 10 shoppers begin 
their product searches online. And if 
you’re not one of the first sources of infor-
mation, your chances of landing the sale with that shopper are slim to none.

With foot traffic in stores reduced at present, now would be a great time to 
review your website and consider upgrades and changes to enhance that digi-
tal presence.

4. Integrate Online Chat
Retailers and custom integrators looking for a specific tactic to take in enhanc-
ing their online presence should consider integrating an online chat service 
into their website.

First and foremost, chat is a remarkable sales tool. The digital team at 
Nationwide Marketing Group reports that conversion rates from customers 
who initiate online chat conversations range from 45% to 75%.

Chat is a great opportunity to connect with your customers and make a 

The situation with COVID-19 is a prime 
example of why an e-commerce platform 
— or at the very least a sophisticated web 
presence — is critical.

For CE Pros

https://www.retaildive.com/news/87-of-shoppers-now-begin-product-searches-online/530139/
https://www.retaildive.com/news/87-of-shoppers-now-begin-product-searches-online/530139/
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strong first impression before they even walk into your store — which is more 
critical than ever right now.

Plenty of platforms exist, including Comm100, Podium, Tawk.to and Live 
Chat Inc. But before you sign any contracts, spend some time thinking about 
how the chat function will integrate into your business strategy:
›  Who on your team will answer chats? Access should be limited to top 

salespeople on your team who have extensive product knowledge, high 
close rates, and strong grammar and spelling skills.

›  What are the goals of the chat? Of course, it’s to connect with customers. 
But you should also consider how to move the online connection into an 
in-store experience — offline conversion rates are higher, and the average 
ticket sale typically ends up higher as well.

›  When should you offer chat? At the very least, during normal business 
hours. If possible, chat should start a few hours before the store opens and 
last a few hours after it closes. If you’re only open Monday through Friday, 
chat is a great opportunity to connect with customers while you’re closed 
over the weekend.

Of course, these are just a handful of strategies and suggestions to get you 
through a crisis situation. Additional Coronavirus response best practices and 
strategies are available on the Nationwide Marketing Group website. Our team 
will regularly update that link with new resources and documents to provide 
everyone in the independent retail and custom integration industry with the 
tools they need to continue running their business. ■

For CE Pros

https://www.comm100.com/
https://www.podium.com/webchat/
https://www.tawk.to/
https://www.livechat.com/
https://www.livechat.com/
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How Integrators Can Get Government 
Loans to Aid Cash Flow During  
Coronavirus Crisis
The U.S. Small Business Administration is providing low-interest 
Economic Injury Disaster Loans up to $2M during the coronavirus 
outbreak. by Andrew Nichols

The United States Small Business Administration (SBA) is looking to help inte-
grators and other small business owners during this tough economic time by 
making it easier to apply for low-interest loans.

The SBA’s Economic Injury Disaster Loan program is designed to provide 
businesses of any size with working capital loans of up to $2 million.

“The SBA will work directly with state 
Governors to provide targeted, low-
interest loans to small businesses and 
non-profits that have been severely 
impacted by the Coronavirus (COVID-
19),” says the Administration’s website.

The application process is designed to be easy for businesses. Those seek-
ing a loan can apply online under the “Disaster Loan Assistance” program, and 
a loan will be awarded once the SBA conducts a credit assessment and a loan 

For CE Pros

https://disasterloan.sba.gov/ela/
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officer estimates the needs of the business.
The organization’s goal is to provide a loan within 2-3 weeks, but once clos-

ing documents are signed the SBA will send an initial disbursement of up to 
$25,000 to businesses within five days.

The SBA says loans may be adjusted after closing due to changing economic 
circumstances, such as increasing the loan for unexpected repair costs or 
reducing the loan due to additional insurance proceeds.

SBA Loans for Manufacturers and Exporters
Some SBA loans are also available to U.S. small businesses and manufactur-
ers that export directly overseas, or those that export indirectly by selling to a 
customer that then exports their products.

These SBA loans include:
›  Export Express loan program allows access to capital quickly for busi-

nesses that need financing up to $500,000. Businesses can apply for a line 
of credit or term note prior to final-
izing an export sale or while pursu-
ing opportunities overseas, such as 
identifying a new overseas customer 
should an export sale be lost due to 
coronavirus.

›  Export Working Capital program 
enables small businesses to fulfill 
export orders and finance interna-
tional sales by providing revolving 
lines of credit or transaction-based 
financing of up to $5 million. Businesses could use a loan to obtain or 
retain overseas customers by offering attractive payment terms.

›  International Trade loan program helps small businesses engaged in inter-
national trade to retool or expand to better compete and react to changing 
business conditions. It can also help exporting firms to expand their sales 
to new markets or to re-shore operations back to the U.S.

For more information on all SBA loan programs click here, and click here to 
see all documentation requirements for loan applications. Integration com-
panies were recently declared as “essential critical infrastructure workers” by 
the U.S. Department of Homeland Security which can allow them to continue 
working during the outbreak unless local or state laws forbid it. ■

Integration companies were recently 
declared as “essential critical infrastructure 
workers” by the U.S. Department of 
Homeland Security which can allow them 
to continue working during the outbreak 
unless local or state laws forbid it. 
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10 Strategies to Thrive During the  
Coronavirus Outbreak
Instead of being idle, integrators should outreach to clients with 
assuring messages, look for opportunities to help them, and brush 
up internal policies. by KMB Communications

In the coming weeks and months, families will be spending more time together 
at home than they probably ever have. A lot of time, with nowhere to go other 
than under one roof trying to manage a completely new mode of life during 
the coronavirus outbreak. Now’s your chance as a home systems integrator to 
help them conquer boredom, work and school obligations, stress, and social 
isolation.

“This situation is giving us all the opportunity to find our escape, and that 
place is our home,” observes Skyler Meek, director of marketing, Screen Inno-
vations. “Your home is your sanctuary is a story that dealers have telling their 
clients for years, and now we are all feeling that truth more than ever.”

By the same token, almost every facet of your work environment has flipped 
seemingly overnight. Face-to-face contact with clients, conference-room pow-
wows with your staff, training opportunities, jobsite walk-throughs, marketing 
efforts—they’re handled much differently. You, your staff, and the profession-
als with whom you collaborate are all adjusting to the situation. And although 

High-tech home sanctuaries are 
going to be more desired due to 
the coronavirus outbreak.
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it may feel strange, uncomfortable, and stressful, there are alternative mea-
sures you can take to keep your business running smoothly and even capitalize 
on new opportunities.

Here are 10 ways to conquer this crisis by revamping your sales and business 
strategies:

1. Show Empathy with Assuring Messages
“Whether you communicate with your clientele via email, newsletters, or some 
other mode of messaging, reach out to them as their trusted tech advisor,” 
advises Ed Buday of Buday’s Home Electronics Simplified, Kalamazoo, Mich.

Empathy goes a long way in your approach: Are they experiencing any 
Wi-Fi difficulties now that the entire family is online and eating up band-
width? Do they need additional content to watch? Are they concerned about 
the spread of germs? You have solutions for these and other issues, so make 
them aware of it.

2. Focus on Solutions that Resonate with House-Bound Customers
What makes sense from a sales and marketing perspective? Which technolo-
gies should you pitch to your house-bound customers?

“Voice control, projection screens, and wireless networking solutions are 
the front runners,” says Mark Cichowski, CEO of Clarity AV International, a rep 
company based in Southern California. Anything that keeps your clients well 
connected, happily entertained, and fosters a sense of health and well-being is 
going to resonate.

3. Embrace the Home Office with Enhanced Wi-Fi
“Your clients have probably already experienced Wi-Fi hiccups when the kids 
are playing Minecraft and they’re trying to do their actual job,” says Joe Whita-
ker of Thoughtful Integrations, St. Louis and Dallas. Slower-than-normal con-
nections, buffering of video downloads, and spotty streaming, can bring work, 
school and play to a grinding halt. 

Alleviate these bandwidth burdens by offering to upgrade their existing 
Wi-Fi network. Be sure to mention other perks that come with having a bet-
ter wireless networking system, such as enhanced cybersecurity, privacy, and 
parental controls.

Nathan Holmes, technical director at Access Networks, advocates upgrading 
to Wi-Fi 6. This new version of Wi-Fi has been engineered to handle the band-
width requirements of multiple devices operating on the network at the same 
time. “As more and more Wi-Fi 6 devices hit the market, updating your Wi-Fi 
network to support them is a logical next step,” Holmes says. 

For CE Pros
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Immersive theater experiences 
will enable homeowners to feel 
outdoor experiences even though 
they are inside.

4. Foster Health and Wellness Through Touchless Voice Control
Consumers have wiped clear the store shelves of disinfectant. Preventing the 
spread of germs is top of mind. In addition to recommending thorough and 
continual cleaning of items like handheld remotes and light switches, suggest 
the addition of voice control. Your clients can keep their hands off the goods, 
minimize the spread of germs, and still stream Netflix, a favorite playlist, 
adjust the lights, and more.

Offer suggestions on ways to interact with their voice control platform: Keep 
the kids entertained with a “joke of the day” or trivia.” Enjoy an audiobook. 
Teach it some new home control tricks or curate a new music playlist, suggests 
home systems integrator Steve Stary, vice president of Brilliant AV, Costa 
Mesa, Calif. “Remind them to explore additional options at their leisure, then 
add them over time … which many have in abundance right now.”

The adoption of voice control platforms is expected to soar, so should your 
product offerings in this category. Carry good, better, best options, adding a 
system like Josh.ai to your lineup. Engineered to understand natural inflections 
and patterns of speech rather than scripted commands–it’s intuitive for the 
entire family to enjoy. With data privacy being top of many people’s minds, the 
Josh.ai platform offers a secure option dealers can offer as an alternative.

5. Provide a Window to the Outside World
“In these challenging times, as many families are and will be self-isolating, cre-
ating experiences in the home with loved ones becomes even more important, 
and enjoying movies, art, and games can make 
an incredibly positive contribution to how we all 
tackle this challenge together,” says Tim Sinnaeve, 
managing director of Barco Residential.

With more time to consume content—and more 
time to have a system professionally installed–
consumers more than ever are realizing the advan-
tages of having a big, immersive screen in their 
homes. A projection screen/video projector combo 
brings home the cinema experience, but it’s not 
just theaters that are closing. Health clubs, yoga studios, sports stadiums, con-
cert arenas, hotels, resorts, golf courses, museums, nature centers, bowling 
alleys, and other gathering spots are shutting their doors.

A projection screen can also deliver these experiences to home-bound fami-
lies. Introduce the notion of swinging a golf club on the fairway of a course 
in Ireland or relaxing on a beach in Thailand. Explain how they can exercise 
with an instructor via live video streams, view works of art up close, bring the 
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sights and sounds of nature to the living room, grab a front-row seat to hear a 
favorite band.

“It’s like having a digital canvas in your living room that makes everything 
come to life,” Sinnaeve comments. And when it comes to gaming, “being able 
to interact on a lifelike screen is about as close to virtual reality as you’ll get.”

To evoke the true sense and sensation of being somewhere other than the 
living room also requires audio, “After smell, hearing is the most powerful 
sense we have for memory recall. The sound of waves lapping gently against 
the beach, a friend’s laughter, thunder rolling as rain taps against the roof, or 
even just a particular song can all bring memories flooding back,” says Nick 
Berry, CEO of Origin Acoustics.

Dealers have the opportunity to create these feelings in customers, with 
minimal impact on the architecture of their sanctuaries. Combining that with 
Artnovian acoustic panels, the kids can play games while minimizing noise pol-
lution in the home office.”

Families that previously followed hectic schedules, hardly home for long 
enough to cook dinner let alone transform a room into a media space, are 
finding themselves with ample time to tackle lengthier home improvement 
projects. Show them a more sophisticated home theater setup including a 
motorized screen, projector lift, or a complete room overhaul where the tech-
nology meshes with the room design. If you’ve resisted working with a home 
theater designer, chalking it up to your busy installation schedule, connect 
with one now to forge a new partnership that can contribute to the differentia-
tion and prosperity of your business.

A designer like Lisa Slayman, principal of Laguna Beach, Calif.-based Slay-
man Design Associates and Slayman Cinema, for example, applies design ele-
ments to optimize the performance of the AV equipment. Rayva offers another 
approach through its prefabbed theaters that are quick to specify and install. 
Take time now to make the connections that you and your clients will benefit 
from in the future.

6. Evoke a More Peaceful Environment
“Many consumers don’t have the luxury to spend much time at home and 
assessing how to make our spaces warmer, more inviting, and more func-
tional,” says Cory Lovett, CEO of Nexus21. “Now they do, so now’s the time 
that dealers should help them explore technology that can improve the flow 
and functionality of their homes.”

Motorized screens and shades, for example, can contribute to a home’s 
atmosphere without conflicting with its design, plus offer a host of “stay-in-
place” benefits. Two that will resonate with your clients: video always looks 

Now is the time for 
integrators to help 
customers create 
spaces that feel like 
an escape from the 
world around them.
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better in a dark room, and a home’s heating and cooling unit can operate more 
efficiently when the shades are down.

7. Host Educational Webinars and Remote Video Consultations
Can’t meet with your clients but want to give them the low-down on some 
practical home tech solutions like those mentioned above? Discuss the ben-
efits and explore options with your clients in a friendly, conversational manner 
by hosting educational webinars.

You can schedule live, interactive webinars, or pre-record them so customers 
can access the information at their leisure. You’ll feel more connected and pro-
active with your efforts and so will they. Take it a step further of offering Face-
time consultations. You can engage with 
customers virtually and discuss concerns 
and offer solutions.

8. Hone Your Skills with Online Training
A pain point for many integration firms is 
finding and retaining talent. Ongoing edu-
cation and opportunities for self-improve-
ment are proven methods for both. Even if you’re not looking to hire, at least 
encourage everyone on the team to use their time wisely by taking an online 
course. From the bookkeeper to the lead technician, they’ll be able to hone 
their skills, be on their A-game, and feel good about their jobs.

9. Do Some Heavy-Duty Housekeeping
When you’re focused on landing and finishing jobs, important parts of your 
business are often neglected. When was the last time you spruced up the 
showroom or organized your inventory? Maybe your business management 
software needs to be updated? Or perhaps you’d like to implement a com-
pletely new platform? Is your email database up to date? There are probably 
many housekeeping tasks you could tackle during the quarantine.

10. Train Your Next Pool of Talent
Kids home from school and college need something to do. Why not hire them 
to help out and learn the ropes of the home systems business. Give them sim-
ple jobs and expose them to the fun, interesting aspects of your work. You’ve 
been dealing with a talent shortage for years.

Take this time to inspire and mentor the next generation of home systems 
installers. At the same time, you can listen and learn from them. Key in on 
what motivates them, how they think, how they shop, what excites them. 

Discuss the benefits and explore options 
with your clients in a friendly, conversational 
manner by hosting educational webinars. 
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Understanding what makes this next-generation workforce tick can unlock a 
lot of potential avenues of opportunity for your business.

So, while the world may be in upheaval there are services, products, knowl-
edge, and inspiration you can provide to your current clientele as well as pros-
pects. As always, be there to help and share how you can support them, but 
most of all, be genuine. We’re all in this together but together, we’ll rise above 
and get past this. ■

For CE Pros



27 An Integrator’s Guide to Coronavirus: Is There a Silver Lining? www.cepro.com

Coronavirus: Is There a Silver Lining?

Integrators should use this downtime to clean up their databases, 
update their website, conduct internal trainings, and implement 
new software. by Randy Stearns

Entrepreneurs are optimists and opportunistic by nature. As such, even in 
the face of adverse conditions such as those presented by the coronavirus, 
it is natural for us to try to look on the bright side. For business leaders, the 
business lockdowns thrust upon us by coronavirus create severe challenges. 
But to those who subscribe to the saying “when life gives you lemons, make 
lemonade,” it also presents a new and unique opportunity. What you ask is 
this silver lining?

Over the past weeks, the clients of most system integrators have shut down 
their job sites and facilities completely or, at a minimum, limited access in 
order to reduce the risk of contamination. As a result, talented team members 
are sitting on the sidelines waiting patiently for the storm to pass. Most are 
“working from home,” but working on what?

System integrators have been riding the wave of economic prosperity for 
several years, with a seemingly never-ending backlog where 100% of the avail-
able hours are spent on project work. The intense focus on fulfilling demand 
has, for some, come at a price.

Now is a good time to be imple-
menting new software for your 
company.
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Suddenly having access to idle resources creates a tremendous opportunity 
for business leaders to work on the business instead of in the business (as 
proffered by Michael Gerber in The eMyth). Just think of the long list of internal 
projects that have continued to slip down the priority list for months, if not 
years, while project work takes precedence. Examples include updating poli-
cies and procedures, conducting technical and product trainings for your staff, 
and implementing or updating software to simplify and streamline day-to-day 
operations.

How many of you have said to yourselves, and even promised your staff 
“as soon as we get a break from this constant flow of back-to-back projects, 
we’ll… [fix what’s broken in the business… and train our people]”? Guess what? 
That time has come.

While we sit on the edge of our seats 
waiting for the scientific community to 
develop a vaccine and treatment for coro-
navirus, the effects of the pandemic (i.e., 
work slowdown) have delivered an anti-
dote for those trying to find time to focus 
on sidelined internal projects.  Now is the 
time to build the business infrastructure required to guide your business suc-
cessfully through this new decade!

Make a list of projects, prioritize them, assign team members, and get to 
work. As soon as the coronavirus releases its grip on the economy, hopefully 
you’ll find yourself energized and excited about running your redesigned busi-
ness as a newly well-oiled machine. ■

Randy Stearns is CEO of D-Tools Inc.

Now is the time to build the business 
infrastructure required to guide your 
business successfully through this new 
decade! —Randy Stearns, D-Tools
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14 Things Pro AV Integrators Can Do  
Right Now to Maintain Cash Flow
Extending credit terms, freezing overtime, sending techs home,  
& using showroom equipment for inventory can aid pro AV inte-
grators’ cashflow. by Jason Knott

The outbreak of COVID-19 has sorely affected most businesses, not just pro 
AV integrators.

But unfortunately, pro AV integrators are likely facing limited or restricted 
access to job sites, a slowdown of permits and inspections, no new projects, 
clients wanting to downsize or cancel.

No one knows how long this situation will last, so what should you be 
doing?

According to industry veterans Paul Starkey and Steve Firszt of Vital Mgmt, 
there are 14 immediate actions integrators should be taking to protect your 
business and manage your cash flow.

1. Tighten purchasing; buy only essentials for projects that can be delivered.
2. Verify which vendors are classified as essential and are still shipping.
3.  Be diligent with Accounts Receivables, Request for Proposals and Collec-

tions; you have to stay on top of this particularly at this time.

Integrators can make these 
changes to maintain cash flow 
during these uncertain times.
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4.  Send techs home if no work; encourage them to take vacation time now; 
no immediate cash savings but down the road this helps.

5. Freeze overtime; look for ways to get it done without it.
6.  Stay close to trade partners; communicate frequently; find what is hap-

pening with their pipeline.
7.  Keep cash in the business; you may be called upon to put more cash in for 

the short term.
8.  Extend terms with vendors; communicate with vendors you don’t want to 

get on credit hold; but some will work with you.
9. Consider using showroom inventory for delivery.
10.  Freeze hiring; a given; it will be tough to retain your full staff through 

this.
11.  Become hyper familiar with the near-term production workload. Project-

by-project detail is important.
12.  Have a policy on PTO, voluntary and involuntary; take attendance, know 

where you stand.
13.  Over communicate with your team. It is true that you cannot over-com-

municate in this environment; be proactive.
14.  Reach out to clients to help with their networks, security or other con-

cerns they might have; avoid being the ambulance chaser. Let them know 
of precautions you are taking; work from home, sanitization, masks, 
gloves, etc.

“It is important to have a rapid response team assembled in your company 
even if it’s only three or four people,” say Firszt and Starkey of Vital Mgmt. 
They recommend meeting weekly and communicating daily with your team to 
help avert issues from spiraling out of control.

“Stay calm, remain confident and be of solid mind,” they add.

For Commercial Integrators



31 An Integrator’s Guide to Coronavirus: How Integrators Can Ensure End User Adoption www.commercialintegrator.com

How Integrators Can Ensure End User 
Adoption During the COVID-19 Era
Carousel Industries chief technology officer Jason Viera outlines 
how integrators can play a more important role for their clients 
and end user adoption. by Jason Viera

Much of the effort that goes into preparing an organization to succeed in the 
“new normal” of the coronavirus era ties back to technology.

In most cases, IT teams already have the skills and knowledge to make those 
things happen—like deploying new platforms and installing new hardware.

Here’s the real challenge:  arguably the most challenging factor in this equa-
tion is end user adoption.

Getting your employees, customers, and others to use the technology avail-
able within your organization can’t be accomplished by the IT group alone.

Much of the responsibility falls to the CTO and others at the leadership level, 
regardless of whether it is an integrator or end-user organization.

For any technology to be leveraged remotely, end users require a solid work-
ing knowledge of those tools and how to use them.

If they don’t have at least a baseline familiarity, they won’t have a positive 
experience–certainly not the most productive experience–and your IT team 
ends up with a black eye when it’s all said and done.

For Commercial Integrators
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But wait, there’s good news! Your IT leader can be the hero.
Organizations that are adequately prepared, where end users are trained and 

enabled with resources and support, those businesses are already on the road 
to workforce readiness success.

Their people understand how to use the technology that’s available to them 
and they can transition to working offsite without losing their momentum.

How Integrators Can Help with Technology Adoption
Sometimes it’s the simple things. Here are a few examples:
›  Do your employees know they can add background images to their video 

conference feed so their home office (even if it’s a basement or child’s bed-
room in real life) looks more profes-
sional and less distracting?

›  Can your users launch a new confer-
ence session quickly to take advantage 
of a customer’s last-minute availability 
to talk about an upcoming project?

›  Don’t forget the importance of adding 
a personal touch.When possible, pick 
up the phone or have your team members do the same to check in and ask 
end users how they’re doing and what you can do to better support them. 
Offer additional support, if doing so will lessen the stress they’re feeling.

If users don’t know new features exist, or the tricks to get into a virtual con-
ference room on short notice–and if your employees aren’t inquisitive enough 
to discover them on their own–then the experience is diminished for everyone.

Remember that remote work isn’t a one-for-one swap with working in a tra-
ditional office. It’s easy to be preoccupied during an audio-only call, for exam-
ple, when e-mails or this afternoon’s presentation beckon.

The ability to hold collaboration sessions without distractions–by knowing 
how to mute a dog barking in the background, or by understanding it’s possible 
to blank out a too-bright window in a seldom-used home office–means your 
users have a better experience and their productivity remains high.

It’s up to your company’s leadership to make end user adoption–and enable-
ment–a priority.

Organizations that do a better job enabling their teams to leverage those 
tools will see more positive user experiences, while also enjoying increased 
productivity and improved social dynamics, whether most of your communica-
tion are internal or customer facing. ■

Jason Viera is the chief technology officer at Carousel Industries.
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Small Integration Firms Can Weather 
The COVID-19 Storm: Here’s How
Small integration firms should rely on their agility, relationships 
with customers and cash reserves along with government help to 
make it through COVID-19. by Zachary Comeau

By now, you know that COVID-19, a novel coronavirus affecting that lives 
of everybody on the planet, is devastating the economy with state and fed-
eral-governments pushing workers to stay home so health officials can stay 
ahead of the virus’s spread.

If you run a small integration firm, then you don’t need us to tell you how 
this is affecting the economy. The picture is not pretty, no matter how you 
frame it.

For the AV integration industry, those results could be mixed, depending 
upon your customer base, projects already under contract and your financial 
position.

Stay Nimble and Communicate with Customers
Small businesses also have the luxury of already being lean, which provides 
an added agility to navigate tough economic times, says Randy Johnson, 
president of Missouri-based integrator Sound Solutions.

Integrators have several 
tricks they can use to ride-out 
COVID-19.
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The company has a small staff of 14, most of whom are currently working 
out of their homes if they can.

Despite the economic challenges both present and ahead, Johnson says 
the company is in a decent place due to its fiscal conservatism and ability to 
avoid having to borrow money.

“We can shut our doors and pay our guys for two months,” he said. “We’re 
better than some — not everybody — but some.”

Because it’s a smaller company, its relationships within the local com-
munity will help Sound Solutions navigate the public health and economic 
crisis.

The company, which has always aggressively paid its loans, is scaling back 
to just minimum payments. In addition, gym memberships for employees 
and a health savings account contribution program are suspended.

Profit sharing is also on hold until Johnson and the team can evaluate how 
the crisis will affect the company in the long run.

Now, Johnson is pivoting to focus on the company’s customers and support 
them as best they can. He plans to be flexible with turning certain offerings on 
and off to save clients money.

If your integration firm also dabbles in event production, you’ll see event 
revenues fall off a shelf. Large events and gatherings were among the first 
things to be shut down, so you may want to wrap up and close some integra-
tion deals very soon.

That’s what Massachusetts-based AV installer Revelation is doing. According 
to Executive Producer Anthony D’Elia, 2020 is expected to be the firm’s first 
big year of integration after primarily being a production company.

“It’s a godsend that we started doing integration a couple years ago,” D’Elia 
says. “This will be our first real profitable year with integration and that profit 
will see us through this year.”

Revelation’s integration portfolio is also diverse, with clients including 
churches, government buildings, golf clubs and university campuses.

The production loss will undoubtedly hurt, to the tune of about a $300,000 
loss for the small company of seven full-time staffers.

“We do believe that can be replaced with our integration business,” D’Elia 
says.

Like most small businesses, the company has no plans to cut its staff, 
including several part-time employees, by utilizing its reserves and relying on 
upcoming integration projects being executed and paid.

Many events the company was scheduled to produce have been rescheduled 
for the fall, which means that could be a very busy season for Revelation and 
the year may not be much of a loss at all.
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Small Business Loans, Government Assistance Is On the Way
To be on the safe side, D’Elia said the firm will apply for a low-interest loan 
from of up to $2 million from through the U.S. Small Business Administration’s 
(SBA) Economic Injury Disaster Loan Program and rely on other state and fed-
eral assistance for help.

According to the SBA, those loans come with interest rates of 3.75% for 
small businesses and offer long-term repayments of up to 30 years in order to 
keep payments affordable.

The company has enough reserves to pay 
its employees for three months, and the loan 
would provide an extra buffer until business 
resumes as usual.

D’Elia said the company has always priori-
tized its employees, including a matching 401K 
contribution and paying full health insurance.

“We believe taking care of our people pays off in the end,” he said.
Lawmakers on Capitol Hill and several affected states are also taking steps to 

pass legislation to give both employee’s and businesses a needed hand, although 
that’s of course taking a bit longer to come to fruition in Washington, D.C.

Look for Work Where You Can
Back in the Midwest at Sound Solutions, Johnson is still getting calls for security, 
access control and drive-thru projects, which are the company’s bread and butter.

With many of those buildings currently closed, some of those projects are 
being moved up. That’s helping to keep the company at ease and provide some 
much-needed cash sooner than later.

At Wisconsin-based Lifeline Audio Video Technologies, they’re also banking 
on their education projects providing a source of income during the crisis.

“The good news is we deal with a lot of education and these budgets are 
already set,” says President and CEO Scott Wright.

Although new appointments have ground to a halt, Wright says customers 
are still buying.

The company has closed several deals in the last few weeks that had already 
been in the works. A “substantial amount” of work has already been accepted 
for the year, so the company is banking on those providing enough revenue to 
make it through a downturn.

“Right now we are working on closing existing deals, making sure we can 
get into places along with staying as positive as we can,” says Wright. “Making 
sure our employee’s lives are effected as minimally as possible while still keep-
ing our business flowing.” ■

For Commercial Integrators

With many of those buildings currently 
closed, some of those projects are being 
moved up.

https://disasterloan.sba.gov/ela
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Why Security Pros May Benefit 
From the Coronavirus Outbreak
Though COVID-19 is putting serious stress on citizens and myriad 
industries, history has shown that the security industry will likely 
remain bulletproof. by Scott Goldfine 

From both business and personal standpoints, these are strange and chal-
lenging times for all of us, some of course more than others. Personally, my 
heart goes out to those most directly impacted by the coronavirus crisis.

Professionally — layoffs and furloughs notwithstanding (to whom my heart 
also goes out to) — this ordeal I believe underscores what a strong, vital and 
resilient industry all of us as security practitioners are fortunate to be a part of.

Those in the know understand those virtues are among the qualities that 
ought to draw many more talented young people to careers in security, but 
that is another topic.

Here, I wanted to offer some words of support and encouragement by 
reminding everyone that, amid the virus-inflicted economic downturn, 
security is about as recession-proof an industry as any one might speculate 
about. Or as I like to say, there is security in security.

It is not immune to market volatility but it is certainly more stable than 
most; so recession resistant is perhaps the most accurate descriptor. This is 

The security industry is likely to 
remain resilient during times of 
economic downturn.

For Security Integrators
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because when money flows, people, businesses and other organizations spend 
money on security and security-related solutions; and when things dry up, the 
haves continue to allocate funds to security to safeguard resources and assets 
from the have-nots.

Furthermore, humans’ basic need for security and safety remain relative 
constants throughout any Wall Street rollercoaster rides.

While from a societal perspective it is a shame, according to some reports, 
that crime is spiking in places, it is an opportu-
nity for security dealers, integrators and moni-
toring providers to deliver solutions. During 
these daunting times, you and your company 
can come through heroically to help combat 
such crime and at the same time maintain 
profitability.

In cases where existing or prospective cli-
ents may be financially strapped due to the coronavirus crisis, your company 
can foster long-term brand loyalty throughout the communities it serves by 
extending payment plans or offering more value-add services. Doing so will 
also boost morale within the ranks for being associated with an empathetic 
employer.

An additional opportunity I want to highlight is how currently having so 
many places on lockdown could be taken advantage of from a security stand-
point. Being able to freely access typically busy locations unimpeded by peo-
ple, crowds or schedules can provide ideal circumstances to upgrade, install or 
service devices, systems and solutions without business disruption.

Those factors could in some cases dramatically reduce the time needed to 
complete projects — and help keep a security provider’s own personnel bus-
ily working during this crisis. It’s true that some end-user organizations may 
be experiencing cash-flow issues, but again that could be a means by which to 
work even more closely with them as a caring partner.

Whichever way you and your company navigate the present climate and 
emerge on the other side (yes, “normalcy” is just around the corner) for now I 
urge a continued outreach to maintain an ongoing connection with customers 
and the marketplace.

Make use of email, websites, social media and, in some cases, text or even 
phone calls. Remind them you are working through it just like they are, and 
eager to assist in any way possible to bring them more peace of mind and make 
their lives easier. For now, I continue to wish you, your family and business the 
best of health and outcomes. ■

For Security Integrators

Furthermore, humans’ basic need 
for security and safety remain relative 
constants throughout any Wall Street 
rollercoaster rides. 
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What Small Business Owners Need 
to Know About the Families First 
Coronavirus Relief Bill
Small employers and self-employed individuals are given new tax 
credits and federal payroll-tax relief to pay for the new mandatory 
benefits. by Mitch Reitman 

WASHINGTON, D.C. — On March 18, President Trump signed into law the 
Families First Coronavirus Response Act, a broad response to many of the 
challenges caused by the spread of the coronavirus disease, COVID-19.

U.S. businesses with fewer than 500 employees can use the funds granted 
by the Act to provide employees with paid leave, either for the employee’s 
own healthcare needs or to care for their family members.

Eligible employers will be able to claim these credits based on qualifying 
leave they provide between the effective date — the beginning date will be 
within 15 days of the March 18 date the Act became law — and Dec. 31.

Equivalent credits are available to self-employed individuals based on simi-
lar circumstances.

For coronavirus-related reasons, employees will be able to receive up to 80 
hours of paid sick leave and expanded paid childcare leave when employees’ 
children’s schools are closed or child care providers are unavailable. Health 

Learning what about this new 
bill could keep your doors open.

For Security Integrators

https://www.congress.gov/bill/116th-congress/house-bill/6201/text
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insurance costs are included in the credit. Employers won’t face any payroll tax 
liability. Employers will receive 100% reimbursement for paid leave.

To take advantage of the paid leave credits, businesses can keep and access 
funds they would otherwise pay to the IRS in payroll taxes. If those amounts 
aren’t enough to cover the cost of paid leave, employers can seek an expe-
dited advance from the IRS by submitting a streamlined claim form that will be 
released next week.

For an employee who’s unable to work 
because of coronavirus quarantine or self-
quarantine or has coronavirus symptoms and is 
seeking a medical diagnosis, eligible employers 
can receive a refundable sick leave credit for 
sick leave at the employee’s regular rate of pay, 
up to $511 per day and $5,110 in the aggregate, 
for a total of 10 days.

For an employee who’s caring for someone with coronavirus, or is caring for 
a child because the child’s school or childcare facility is closed, or the child-
care provider is unavailable due to coronavirus, eligible employers can claim a 
credit for two-thirds of the employee’s regular rate of pay, up to $200 per day 
and $2,000 in the aggregate, for up to 10 days.

Eligible employers are entitled to an additional tax credit determined based 
on costs to maintain health insurance coverage for the eligible employee dur-
ing the leave period.

Along with the sick leave credit, for an employee who is unable to work 
because of a need to care for a child, eligible employers can receive a refund-
able childcare leave credit. The credit is equal to two-thirds of the employee’s 
regular pay, capped at $200 per day or $10,000 in the aggregate.

Up to 10 weeks of qualifying leave can be counted toward the childcare leave 
credit. Eligible employers are entitled to an additional tax credit determined 
based on costs to maintain health insurance coverage for the eligible employee 
during the leave period.

The Security Industry Association (SIA) surveyed the law and has provided 
a summary of key provisions that will impact the business operations of SIA 
members, including tax credits for employers, employee paid leave and unem-
ployment insurance. ■

Mitch Reitman is the Managing Principal of Reitman Consulting Group, a 
member of the SSI Editorial Advisory Board and an SSI Industry Hall of Fame 
inductee.

U.S. businesses with fewer than 500 
employees can use the funds granted 
by the Act to provide employees with 
paid leave.

https://www.securityindustry.org/2020/03/19/summary-of-new-covid-19-stimulus-law-phase-2/?utm_source=Informz&utm_medium=Email&utm_campaign=sia%2C%20security%20industry%2C%20security%20industry%20association&_zs=epOLX&_zl=H5122

