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L
ocated in an area where a booming population
is creating demand for new homes has enabled
Atronic Alarms Inc. of Overland Park, Kan., to
establish solid relationships with different
homebuilders. In the city of Olathe in Johnson

County, Kan., the security company worked with Robben
Development Co., a longtime partner, to offer a structured
wiring package in a 180-unit town house community. 

As a result, Atronic is beginning to receive additional work
through some of the homebuyers, which is what a partner-
ship such as this one is all about. The partnership also won
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INTEGRATED RESIDENTIAL
INSTALLATION WINNER

AT A GLANCE
Company Name: Atronic Alarms Inc.

Owner: Perry Atha

Location: Overland Park, Kan.

Years in Business: 21 years

Number of Employees: 25

Number of Monitored Accounts: More than 2,500

Market Breakdown: Residential 86 percent,with 40 percent in new
home construction; commercial 14 percent

the company Security Sales & Integration’s Sales and Market-
ing Awards’ (SAMMYs) grand prize of Integrated Residential
Installation of the Year for 2003.

Atronic Develops 5 Floor Plans to Be Mass-Produced
Atronic began working on the homes at The Retreat of Fox-

field in September 2001. It took the security company six
months with a two-man crew to complete the first phase of
the project. The final phase lasted another two months. 

Erickson says the company submitted proposals on the
type of security package it would install based on what the
developer had in mind. “The developer wanted a ‘com-
plete’ wire solution that included a simple yet expandable
security system,” he says. “It was agreed we would wire for
the extras and let the homebuyer choose since there would
be such a variation of what they might want.”

Erickson says five plans were used. One plan was marked
up with locations of where data and cable jacks should go
in a home, and four others laid out the security, home au-
tomation and camera locations in the floor plans. Once at
the site, Erickson and his lead installer, Tony Queral, made
minor alterations. “We kept mass-producing those five
master plans,” Erickson says. “So we were able to stay with-
in some similarities with those plans.”

Good, Better and Best Systems Can All Be Upgraded
Queral says it didn’t take long for him and another in-

staller to get familiarized with each home layout. “It took
about two to three hours to home wire one unit,” Queral
says, but adds that each wiring job was not the same.

The town house community consists of a total of 54 units in
18 buildings. Queral says Erickson let him do most of the work
on his own after completing the first six units. “He came
around every once in a while, but his involvement was there.”
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1.The 180 town home units at The
Retreat of Foxfield range in size
and price. Homeowners who have
moved in are already asking for up-
grades, says John Erickson of
Atronic Alarms.

2. Atronic installer Tony Queral
(left) installs a door contact in a
unit’s door with Erickson (right)
checking the work. After a couple of
repeated installations, Erickson let
Queral do the work on his own.

3. Potential homebuyers were able
to touch and play with the security
and home automation systems in
model homes to determine the level
of security they desired.

4. Atronic calls this its technology
service center: Cat-5e cable for
data throughout the home (yellow)
and for phone (blue). The other bun-
dle is for security, fire and home
management wiring. “Our pride and
joy,” says Erickson.

5. A two-man crew was able to
complete the first phase of the in-
stallation in six months to help
meet the builder’s deadline.
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Homes with the “good” or standard
security system consisted of an OnQ
42-inch enclosure, a Radionics control
panel, one voice siren, one interior
siren, and one OnQ telco interface, a
lunchbox with a phone punch down.

The “better” system had an alphanu-
meric keypad, motion detection and
glassbreak detection, and some fire
protection such as smoke and/or heat
detectors. The system also came with
an additional keypad for a bedroom,
and a phone back-up feature. The
“best” system was an added HMS sys-
tem by Home Automation Inc. (HAI),
an Omni LT universal keypad and ther-
mostat and lighting control. A bullet
camera and door intercom system was
installed by the front door. 

Erickson says Atronic selected all
the product lines it used in the proj-
ect. “We chose that equipment be-
cause we’re familiar with the prod-
ucts. End users also recognize the
products and the quality of their per-
formance,” he says. But what good is
the quality of the product without a
quality installation?

Wire Runs Are in Every Bedroom,
Kitchen and Entertainment Area

The installations weren’t difficult
for Atronic’s technicians. The chal-
lenge was the number of installations
they had to complete to meet the de-
veloper’s deadlines. 

For the home automation capabili-
ties, Atronic homeran two runs of Cat-
5e and RG-6 coax to each unit’s bed-
room, entertainment area and kitchen.

They also ran these wires to the outside
of each home in case a future home-
owner wanted to add an intercom sys-
tem and a camera at the front door. For
the fire protection portion, the compa-
ny only wired for photoelectric smoke
detectors on each floor, and for car-
bon-monoxide detectors and heat sen-
sors in the garages. 

Depending on the security, the cost
of each system ranges from $2,500 to
$6,000. “With the design of the system
and the prewiring, the systems can be

as simple or as elaborate as the end
user wants,” Erickson says. 

The floor plans are one-and-a-half
and two-story designs with two and
three bedrooms and two-and-a-half to
three bathrooms. The town homes run
anywhere from $170,000 to $220,000.

Current Homeowners Are Already
Inquiring About Upgrades

Few people have moved into the new
town homes — a first of their kind in
the Kansas City area, says Erickson —
so there hasn’t been crime reported,
according to Erickson. People who
have moved in — considered uncon-
ventional buyers, like young up-and-
coming professionals or widowers —
are adding some extras to their security
system. They are also inquiring about
adding monitoring services. However,
the future upgrade potential for these
systems is still yet to be seen.

From this partnership, Erickson says
the builder, developer, marketer and
homebuyer were satisfied with the
combination of security and structured
wiring in one system. Atronic plans to
sell this concept to other builders as a
standard package offering. ■

www.securitysales.com — JULY 200350

2003 RESIDENTIAL INSTALLATION OF THE YEAR

6.Town homes with security
upgrades include an intercom
system at the front door.

7. Atronic posted in each town
home a flyer explaining how the
unit is wired for the future. It’s
also gives the company good ex-
posure to the builder and devel-
oper for future jobs.

6
7

Brand Description

OnQ Double jacks (phone and data)
1X11 telco interface
42-inch enclosure
Mounting skirt 

HAI Omni LT master control panel 

Radionics 2000 Series control panels
220 keypad

Ultra Tech RJ31S telephone interface panel 

Brand Description

G.R.I. Door, window contacts

Ademco MPI15F interior flush siren 

Elk Products Voice siren driver 

Prewire for: fire loop; intercom front door; cam-
era; uplink; glassbreaks; keypads; overhead doors;
thermostat data lines; motion detectors; outdoor
temperature sensors; shielded 4-conductor wire

Note:The equipment listed here represents the
typical or “good” town home system.

The Retreat of Foxfield Equipment List
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Johnson Controls of Hillside, Ill., and Atronic Alarms Inc. of Overland Park, Kan., faced some
stiff competition from other entrants.Take the ones done by OneSource Building Tech-
nologies of Houston and AVD Media of Chewelah,Wash., which were finalists in Security

Sales & Integration’s Sales and Marketing (SAMMYs) Integrated Commercial and Residential In-
stallation of the Year categories for 2003.

OneSource Building Technologies in-
stalled a scalable software-based securi-
ty system at the headquarters of a pe-
troleum company based in Texas that
included access control; more than 100
emergency call stations, almost 200 ma-
trix switchers, and much more.

A retired couple’s dream to have the
ultimate in-home automation at their
new residence enabled AVD Media to
install a system that includes automatic
lighting control and home theater. Intru-
sion detection, security cameras and
biometric thumbprint readers are also
part of the package. SSI salutes both
companies for their integration work.

Kudos to Commercial, Residential Installation Finalists

OneSource’s work at this Petroleum com-
pany’s headquarters included scalable
software for access control, including
more than 400 prox readers.  

AVD Media’s installation consisted of security,
including intrusion detectionand biometrics,
automatic lighting control and home theater,
and more.




