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Congratulations to All The 2006 SAMMYs Finalists!

Commercial/Industrial Sales Brochure
WINNER!
HSM Electronic Protection
Services,
Jupiter, Fla.
HSM’s commercial sales brochure
draws readers in with a story told
through attractive, eye-catching pho-
tographs and text that captures the
reader’s interest. The piece conveys a
strong, professional company image.

The Protection Bureau,
Exton, Pa.
“Big Enough to Protect. Small Enough
to Care.” This is the bold, confident
message conveyed throughout The
Protection Bureau’s brochure. The
high-tech look draws the reader in,
while the friendly, caring text keeps
him or her riveted. 

Unisource Document/
Secure Identity,
Lenexa, Kan.
Providing benefits is one of the keys
to any marketing piece. Unisource re-
cently updated its brochure to high-
light the benefits of each individual
system. With a modern look and an
overview of the company and its 
mission, this piece is at the top of 
its game.   

Newspaper/Yellow-Page Ad
WINNER!
Security Solutions Inc.,
Norwalk, Conn.
Simple, clear and concise, this ad
boosts brand identity while highlight-
ing the company’s products and serv-
ices. It reminds prospects of the signs
they’ve seen in the neighbor’s yard
and makes them wonder, “Why don’t I
have a sign like this, and how can I
get one?”

Allstate Security Industries,
Amarillo,Texas
Allstate knows that longevity and
awards are two compelling reasons to
call a business for service. That’s why
the company touts that it’s been in
business “since 1926,” and it’s been
voted “Amarillo’s Best Alarm Compa-
ny” four years in a row by Amarillo
Globe News. 

Custom Alarm,
Rochester, Minn.
Custom Alarm uses its yellow-page ad
to remind prospects to keep their chil-
dren safe. Its “Security Is a Family
Matter” ad tugs at the heartstrings,
while emanating a feeling of safety
and security.  

Residential Sales Brochure
WINNER!
Guardian Protection
Services,
Pittsburgh
Colorful diagrams in Guardian’s “Tech-
nology for Living” brochure help new
homeowners not only understand the
benefits but also the need for various
electronic systems, such as security,
networking and whole-house audio.

ADT Security Services,
Boca Raton, Fla.
Why should senior citizens choose
ADT as their security provider? This
sales brochure presents a convincing
argument by defining its “Home Health
Security Services” designed specifi-
cally for seniors. 

Connective Home,
Brookhaven, Pa.
Connective Home’s “total capabili-
ties” brochure uses bold color and a
sleek design to create an image of
strength and help this business estab-
lish credibility as the one that will
provide solutions.  

Company Logo Design
WINNER!
Provident Security,
Vancouver, British
Columbia, Canada
It’s no accident Provident’s logo is an
owl. This wise and friendly creature is
also a predator. Clients expect friend-
ly service, and they expect Provident
to prey on intruders before they break
and enter. 

Dehart Alarm Systems,
Sarasota, Fla.
Dehart’s logo effectively and immedi-
ately communicates that it provides
alarm systems. The bright yellow 
color was chosen intentionally to fur-
ther convey the message that intrud-
ers should “exercise caution and 
keep out.”   

Haig Security Systems,
Green Brook, N.J.
A home with a vault for a door immedi-
ately communicates that this home is
safe. With its bold colors and clever
design, Haig’s logo brings new mean-
ing to the term “home safe home.”
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