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Television/Radio Ad
WINNER!
ADT Security Services,
Boca Raton, Fla.
ADT’s testimonial-style television ad boosts credibility by
telling a story of a potential burglary being thwarted by an ADT

home alarm system. Complete with special offers and the potential to save up
to 20 percent off homeowner’s insurance, ADT brings home the message of af-
fordability as well as added value.

Advanced Security,
Janesville,Wis.
Advanced Security’s holiday radio ad
offers home security and peace of
mind for less than $1 a day. The com-

mercial ends with the company’s name and phone number. It’s a short, power-
ful radio spot that grabs the listeners’ attention by highlighting the fact that
security is affordable at a time of year when most things feel unaffordable. 

Guardian Protection
Services, Pittsburgh
Guardian fills its television ad with

special offers that are hard to pass up. The company boasts a $79 in-home
burglary system with installation and a key fob to control it. Plus, the phone
number and Web site are prominently displayed throughout the commercial. It
also supplies strong statistical evidence that a security system is necessary. 

Overall Integrated Marketing Program
WINNER!
HSM Electronic Protection
Services, Jupiter, Fla.
HSM uses creative, original material to
separate itself from the pack. Its mar-
keting theme of “Protecting What’s Im-
portant to You” is effectively highlight-
ed with supporting photos and text
throughout its marketing campaign.
Clean, easy-to-read materials create a
very professional brand image. 

Vector Security,
Pittsburgh
When you see Vector’s complete mar-
keting package, it’s unmistakably Vec-
tor. The dark blue and bright red colors
of its logo are utilized throughout its
materials. Each element is specific to
the audience it’s targeting, which al-
ways boosts marketing success. 

ADT Security Services,
Boca Raton, Fla.
ADT of Boca Raton, Fla., uses its ma-
terials to instill peace of mind. This
company knows how to brand its prod-
ucts and services. Brands like Quiet
Care and Companion Services are easy
to remember and provide the prospect
with a good deal of information about
what they’re purchasing.

HSM Electronic Protection Services,
Jupiter, Fla.
HSM’s television ad is a sweet departure from the
norm. The message is that like a father watches
out for his child, HSM is “always there for you.”

The idea is further impressed upon prospects with the company’s tagline,
“Protecting what’s important to you.” 
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