
August 22-23, 2018 

Turning Stone Resort Casino 

Verona (Syracuse), NY 



ABOUT THE NYSESA ANNUAL CONFERENCE & GOLF OUTING 

ABOUT THE TURNING STONE RESORT & CASINO: 

From the beautiful Mohawk 
Valley's Leatherstocking 
Region (made famous by 
James Fenimore Cooper) to 
the verdant Adirondack 
Mountains and sparkling 
Finger Lakes wine country, 
there are endless places to 
see and things to do. 

Fishing and boating, sight-
seeing, hiking, shopping, 
museums, history, American 
Indian cultural activities, ski-

ing, casino gaming - the list goes on! 

Located in the heart of Upstate New York, the Oneida Indi-
an Nation's Turning Stone Resort & Casino offers world-
class golf, gaming, entertainment, dining, spa and accom-
modations.  

Since opening in 1993, Turning Stone has evolved into a 
destination resort and one of the top five tourist destina-
tions in New York State, hosting more than 4.5 million 
guests a year. The resort exceeds 3,400 acres. 

Combining 72 holes of golf with more than 700 guest 
rooms, two spas, nearly two dozen dining options, multiple 
entertainment venues, an exciting dance club, and 125,000 
square feet of Vegas-style gaming space, Turning Stone 
provides guests with an unforgettable vacation.  

It’s the ideal adult playground offering around the clock ex-
citement and entertainment. 

ABOUT THE GETAWAY REGION - ONEIDA COUNTY, NY: 

Oneida County is home to the incomparable Turning Stone Resort Casino.  Racing anyone? 

Vernon Downs Casino Hotel features the legendary Miracle Mile Harness Race track, plus the 

casino, fine dining, accommodations, 

and daily racing simulcasts.  

From farmers markets to shopping 

malls, antique stores to specialty 

shops, we have what you’re looking 

for. Original art, designer discounts, fresh flowers, furniture, 

natural foods, sporting goods; everything from the ordinary to 

the eclectic.  

Nearby, you can sail forever on Oneida Lake. Twenty-two miles 

long and five miles wide, it’s the largest lake in New York State 

and home of the historic community of Sylvan Beach. There is 

the wonderful midway at the Sylvan Beach Amusement Park, 

with everything from bumper cars to the Galaxi roller coaster.    

In the nearby town of Oneida, you can explore the Shako:wi Cultural Center, an Oneida Indian Nation museum with an 

impressive collection of artifacts and artwork, traditional crafts, and photographic images on display.  

ABOUT THE SHENENDOAH GOLF CLUB: 

Shenendoah offers 18 holes of PGA-level golf in a spec-

tacular natural setting.  

The course was 

built and is main-

tained to comply 

with stringent 

Audubon Inter-

national stand-

ards for environ-

mental protec-

tion and preser-

vation.  

Designer Rick Smith used the natural landscape to create 

wooded parkland holes, open pastures that capture the 

links feel, and beautifully simple low country-style holes.  

Designed, constructed and maintained to TOUR stand-

ards at more than 7,000 yards, the course offers condi-

tions normally reserved for TOUR professionals.  

In 2006, Turning Stone Resort’s Shenendoah Golf Club 

was host of the PGA National Club Professional Champi-

onship.  



Schedule of Events 
August 22, 2018 

Annual Golf Outing 

Shenendoah  Golf Club  

(located adjacent to Turning Stone Resort Casino) 

7:00am - Golf Outing Registration Opens 

7:30am - Golf Breakfast 

8:30am - Golf Outing Shotgun Start / Scramble Format 

1:30pm (approx.) - Golf Outing Awards Luncheon 

 

Turning Stone Resort Casino  

3:00pm to 4:45pm - “Bonus” Seminar Session(s) 

5:00pm to 7:00pm - Speed Networking Event  with             

   Annual Conference Sponsors 

7:00pm to … - Attendee FREE TIME to dine, gamble and  

  enjoy the many amenities available… 

 

August 23, 2018 

Annual Conference 

Turning Stone Resort Casino  

7:00am - Conference Registration Opens 

 Attendees will be provided with “Booth Bingo” cards.  They must  

 visit every exhibitor to be eligible for the GRAND PRIZE drawing… 
 

8:00am - (3) Conference Seminar Sessions -  

  concurrent Business / Technical / Sales Tracks 

Visit www.NYSESA.org for full seminar descriptions 

10:00am - Conference Exhibits 

11:30am to 1:30pm - Annual Meeting & Keynote Luncheon 

1:30pm - Conference Exhibits 

3:00pm - (3) Conference Seminar Sessions -  

  concurrent Business / Technical / Sales Tracks 

Visit www.NYSESA.org for full seminar descriptions 

4:30pm - (3) Conference Seminar Sessions -  

  concurrent Business / Technical / Sales Tracks 

Visit www.NYSESA.org for full seminar descriptions 

6:00pm - Conference Concludes 

2018 Highlights... 
Annual Golf Outing 

The 2018 Golf Outing will again fea-

ture an Awards Luncheon which recog-

nizes the outstanding players in our 

group.  Awards will be presented for 

the “Longest Drive” and the “Closest to 

the Pin” as well as 1st, 2nd & Last Place foursome.  
 

Selected Par 3’s will also have “Hole-in-One” contests with 

the top award of $10,000… 
 

“What a golf tournament!  The entire com-

mittee is to be commended for including a 

well organized golf tournament as part of 

the NYSESA Annual Conference.  A sunny 

day on a great course provided the entire 

field of golfers a wonderful golf experience.  

The fact that I recorded a HOLE IN ONE on the 197 yard 17th hole at the 

Shenandoah Golf Course with my family in my group made it all the more 

special.  Keep up the good work.  I plan on playing in every NYSESA golf tour-

nament as long as I can play golf.”  - George Abdoo 
 

Speed Networking Event 

with Annual Conference Sponsors 

 

 

 

 

 

Whether you have spent the day on the links, or are just arriv-

ing for the conference - the 2018 “Speed Networking Event” 

MUST be your first conference stop.  This reception is de-

signed for casual MEET ● GREET ● EAT interaction.  No      

displays, no product demo’s just an informal opportunity to 

meet the conference sponsors BEFORE the conference begins.  
 

Annual Conference 

Seminars | Exhibits | Prizes 

The 2018 Annual Conference is filled with opportunities for 

attendees and sponsors to network and learn. 
 

Three seminar tracks - focusing on SALES, BUSINESS and 

TECHNICAL skills provide attendees with insights on the ever 

changing industry landscape. 
 

The exhibit hall features displays from the industries premier 

vendors and service providers - and attendees can win PRIZES 

by visiting ALL of the various displays... 



August 23 @ 8:00am 

Generate New Revenue, Improve Retention 
and Increase your Company’s Overall Value 
by Focusing on “RGA’s”  
The presentation is to provide a unique perspective into a 
resource that most dealers and their sales teams are not tak-
ing full advantage of, “their customer base”   Almost every 
day I am contacted by someone who is seeking my help to 
find ways to generate more leads, create more revenue, im-
prove sales and retention ways to fight off the competition.   
When I deep dive, most often I discover they are focusing 
much of their energies on “reactionary” activities (Reacting to 
the day without a plan) and virtually little to none on 
“proactive” activities.  Proactivity’s I refer to as “RGA’s” 
“Revenue Generating Activities” resulting in most overlook-
ing their greatest resource “their existing customer base”.   
So, what are “RGA”’s?  
 

I will discuss “RG” Activities that are focused on:  

 Ways to Improve Retention and Customer Satisfaction  

 How to Develop a Pro-Active culture and customer 
experience  

 Identify products and services your customers could 
buy and currently do not  

 Make your customers feel they have a “special rela-
tionship” with your company  

 Provide your customer with ideas how to improve 
their security and safety.  

 Minimize the opportunity for your competitors to gain 
your customers attention.  

 Create a new steady stream of new solid referral cus-
tomers  

 Create and Establish a new source of continuous 
stream of future revenue  

 Increase your company’s overall value by renewing 
your customer base  

August 23 @ 3:00pm 

Prospecting for Leads Made Easy  
Continuous Prospecting is the key to your business success. Your success 
today is a result of the prospecting you did six months ago. Become skilled at 
networking and remember the old 80/20 rule. Know who to target and how 
to target them and remember to do some prospecting every day through 
warming up cold calls, following up on leads, or networking. Build your per-
sonal prospecting plan to ensure your future by planting seeds daily.  
 

How You will Benefit:  

 The importance of expanding a client base through effective pro-
specting.  

 Identify target markets and companies with the 80/20 rule in mind.  

 Develop and practice networking skills at every opportunity.  

 Develop, refine, and execute the art of cold calling.  
 

What Will Be Covered:  

 The importance of prospecting  ●  Targeting your “Ideal” Market  

 Why & How to Set Goals ●  Effective Networking Techniques  

 The 80/20 rule  ●  Warming up cold calls  

 Regaining lost accounts  ●  Going above and beyond  

August 23 @ 4:30pm 

“SOLD” – The “Inside” Secrets to Closing Sales  
The sales skill of Closing Sales for many sales is something they 
learned by a trial and error basis. Closing Sales is the most criti-
cal aspect of the entire sales process, for many it is the one that 
is the most difficult to master.   Now, that has all changed. With-
in this course, the “Inside” secrets of closing sales are revealed. 
You will learn from a master closer. Everything that I will share 
has been taken from my real-life field sales experience. It is not 
theory based; they are proven methods and techniques that 
were field tested to insure they deliver results. They will work 
both residential and commercial sales.  

The secrets that I share:  

 Understanding the real reason for a “No Sale”   

 The questions you need to ask every time to lead to a closed sale  

 Why the first 45 seconds are the most critical of the closing process.  

 Why where you sit will lead to a closed sale  

 How to close without feeling like you are “being pushy”  

 The questions you need to ask every time to lead to a closed sale  

 How to Continually improve you sales closing skills  

 The three easiest skills to become a master sale closer  

 How to Identify, Isolate and Overcome Objections to close sales  

 “My lethal weapon close” – Lead to more sales than any other  

About The Sales Success Speaker:                Anthony Bartolo Sr.  
 40 years of Experience  

 Coached 100's of Start-Ups, Entrepre-
neurs, New and Existing Business 
Owners. 

 Trained & Coached Over 5,000 Sales 
Reps and Managers. 

 Top General / District Management 
positions: 

 Protection One  

 Brink’s Home Security  

 ADT Security Services  

 Top Sales Management Positions 

 ADT Security Services   

Certified Sales Coach & 
Trainer, 

 

President; Preferred 
Sales Consultants, LLC 



August 23 @ 8:00am 

Active Shooter Preparedness Presentation 
Active shooter situations are typically unpredictable and 
evolve quickly. Typically, the immediate deployment of law 
enforcement is required to stop the shooting and mitigate 
harm to victims. 
 

Because active shooter situations can 
often be over within 10 to 15 minutes, 
before law enforcement arrives on the 
scene, individuals must be prepared 
both mentally and physically to deal 
with an active shooter situation. 

 

Additionally, this knowledge will aid you in understanding 
how the various electronic life safety and security systems we 
install may be leveraged to minimize harm to the occupants. 
 

This session will be presented by: 

Peter Vito, a Private Investigator; former Commissioner of 

Erie County Central Police Services; and a former Erie County 
Deputy Sheriff 
 

Ronald Christopher, Former Chief of Police - Buffalo 

Municipal Housing Authority; and a former Buffalo Police 
Officer, Detective and Lieutenant 
 

In this session you will learn:  

 emergency response when an active shooter is in your 
vicinity;  

 how to quickly determine ways to protect your own life;  

 how to respond when law enforcement arrives on the 
scene; and  

 how to recognize signs of potential workplace violence. 

August 23 @ 3:00pm 

New York State Department of State Update 
Understanding The Recent Changes To The 6D Rules & Regulations - 
AND - What You Need To Know About A D.O.S. “Alarm License” Audit 
 
NYSESA is proud to host a discussion with representatives of the New 
York State Department of State (DOS).   
 
The discussion will focus on two specific areas of concern to alarm 
dealers and members. 
 
1) The update to the Article 6D “alarm license” rules and regula-

tions.  Discussion will cover what is, and what is not, included in 
the rules and regulations update, as well as the background on 
why the update was necessary. 

 
2) The recent changes in the audit process including notification, 

what you will need to provide and each step of the audit pro-
cess.  Be prepared and make your companies audit less stressful. 

 
As time permits - the above discussion will conclude with a general 
question and answer session. 

August 23 @ 4:30pm 

The Crossover of Physical and Digital Security 
 

Keynote Speaker Alexander Urbelis presents an “encore”     
discussion embellishing upon his thoughts and observations 
discussed during the keynote speech. 
 

Building upon the concepts, techniques, and vulnerabilities dis-
cussed during his keynote address on election hacking, this breakout 
session will delve into further detail concerning the ever-increasing 
crossover of physical and digital security.  
 
Exploring concepts such as the digital exploitation of physical securi-
ty systems (e.g., IP-based CCTV cameras) and vulnerabilities inherent 
to various IoT devices that could adversely impact physical security, 
this session will illustrate the convergence of digital and physical 
security.  
 
Intended as an interactive session, the discussion will center on 
whether this convergence is inevitable or necessary, whether it car-
ries with it more benefits than costs, and methodologies to mitigate 
both physical and digital security risks. 

‘Knowledge is power’ is a popular proverb. It means that 
knowledge is more powerful than physical strength and no 
great work can be done without knowledge. 
 
Knowledge is a powerful factor that empowers people to 
achieve great results. The more knowledge a person gains, 
the more powerful he becomes. 
 
This means that ‘true power comes from knowledge’. No 
individual or nation can prosper in life without knowledge.  
 
A knowledgeable person has more power to foresee the 
future outcome, and he can respond in a way that brings 
him the desired outcome. 
 
There is no end to knowledge. There is no limit to what a 
person can learn. Even big problems can be solved if we 
have the knowledge of solving it. 



August 23 @ 8:00am 

Z-Wave - Today's Protocol for Home  
 Automation & System Integration 
Meeting your customers' expectations by offering a connect-
ed home is easy when you understand the basics of Z-Wave 
RF technology.   
 
This session will show how to establish a robust network, 
explain simple do's and don'ts and review troubleshooting 
techniques.  
 

 What is Z-Wave - Z-Wave is the leading smart home 

technology found in millions of products around the 
world. It is a wireless technology that will not interfere 
with your Wi-Fi signal and operates on low power. When 
Z-Wave technology is utilized inside everyday products 
such as locks and lights, these products become “smart” 
– giving them the ability to talk to each other and ena-
bling you to control the devices and thus your home, 
from anywhere at anytime. 

 

 History - The Z-Wave protocol was developed by Zensys 

in 2001 introduced a consumer lighting control system 
which evolved into Z-Wave as a proprietary system on a 
chip for home automation and system integratio.  Today 
there are more than 300 manufacture's producing over 
1,500 unique devices worldwide. 

 

 How does Z-Wave work?  Z-Wave is based on a mesh 

network topology. This means each (non-battery) device 
installed in the network becomes a signal repeater. As a 
result, the more devices you have in your home, the 
stronger the network becomes. While Z-Wave signals 
easily travel through most walls, floors and ceilings, the 
devices can also intelligently route themselves around 
obstacles to attain seamless, robust, whole-home cover-
age. 

 

 Household products, like lights, door locks and thermo-

stats are made “smart” when Z-Wave connectivity is 
added inside the product’s design, giving them the capa-
bility to communicate and perform the desired functions 

that you want. 
 
 

The above seminar 
session is eligible for  

(2) New Jersey License 
Renewal CEU Credits 

(TECES) 

August 23 @ 3:00pm 

New York.  New Code.  “UPDATED with 2017 Supplement” 
New York State Uniform Fire Prevention and Building Code (the 
Uniform Code).  
 
An amended and updated version of the New 
York State Uniform Fire Prevention and Building 
Code became effective on October 3, 2016 in-
corporating the International Codes developed 
by the International Code Council (ICC).  
 
This session will focus on the new Uniform Code 
and what you need to know.    
 
Additionally, this session will cover the supple-
ment released in 2017, which companies are out of compliance with 
because they just aren’t aware of the significant changes, especially 
those that are part of the New York modifications.  
 
Much has changed and some items represent potential new revenue 
opportunities for servicing companies.   
 
You will not want to miss this session! 

August 23 @ 4:30pm 

The Future of Security Video Recording / Technology  
 
How will the new and evolving camera technologies influence the 
future of security and video surveillance?  
 
Video surveillance equipment and services are in demand. The video 
surveillance market is expanding at a growth rate putting it on track 
to more than double in value by 2022.  
 
High-definition camera technology, video analytics, and more com-
prehensive physical security concerns are some of the factors pro-
pelling this strong growth in many new markets. 
 
In recent years, security camera resolution has improved first to HD 
quality and then to 4K Ultra HD. This coupled with new camera tech-
nologies and advanced software applications provide for many new 
and unique solutions.  
 
Understanding the full scope of new options and technologies offers 
you insights in to new and diverse installation applications.  Don’t 
miss this opportunity to elevate your technical staff to new levels. 

Joseph Hayes 
NTS Instructor, 
CPP, PSP, SET 



CONFERENCE  
INFORMATION... 

Conference / Association: 

New York State Electronic Security 

Association (NYSESA) 

1971 Western Avenue - PMB # 1105 

Albany, NY 12203 
 

Phone: 800-556-9232 (NY) or  

 814-838-0301 (Outside NY) 
 

Fax: 814-838-5127 
 

Email: Info @ NYSESA.org 
 

Website: www.NYSESA.org 

Conference Hotel & Golf Course: 

Turning Stone Resort & Casino 
5218 Patrick Road 
Verona, NY 13478 
 

 

Phone: 800-771-7711    
 

Website: http://turningstone.com 
 

Hotel Overnight Room Block =  

 $149.00 per night + tax 

  

Block closes July 23, 2018  
 

Mention NYSESA when  
making reservations. 

 

 
Local Information: 

Oneida County Tourism 
 

Phone:  800-426-3132   
 

Website: www.oneidacountycvb.com 

Conference Shipping:  
 

Items must be marked with  

NYSESA  
& will NOT be accepted  
more than THREE DAYS  

prior to the CONFERENCE.

Exhibit Hall Schedule: 
 

August 23, 2018 
7:00am to 9:30am           Set up 

 

10:00am to 11:30am        Exhibits OPEN 
 

Exhibits closed during Keynote Luncheon 
 

1:30pm to 3:00pm Exhibits OPEN 
 

3:00pm to 6:00pm        Tear down 

August 23 @ 12:30pm 

SECURING AN ELECTION IN 2018 AND BEYOND 
ADDRESSING PHYSICAL AND DIGITAL SECURITY BLIND SPOTS 
 

Alexander Urbelis, a lawyer, hacker, and outspoken critic of electronic voting   

systems will address the politically, technically, and legally charged 
issue of whether the United States is doing enough to protect the 
sanctity of the electoral process. With the 2018 midterm elections 
around the corner, and what appears to be state action and feder-
al inaction to secure voting processes, Urbelis will detail the physi-
cal and digital security vulnerabilities inherent to voting systems 
and also present actionable threat intelligence data of relevance to 
state and local authorities charged with securing the ballot. In so 

doing, Urbelis will examine both the overlapping roles of physical and digital security and 
will step through the roles that security professionals, academics, hackers, and lawyers 
play in the election ecosystem – with the end goal of assessing whether we are (or can 
be) doing better at securing our elections. 

August 22 @ 3:00pm 

ESA Insurance & Member Savings Program Benefits Update 
The presentation will include an overview of the general liability and E&O insurance offered 
through Security America RPG, as well as the “new” ESA Insurance Solutions which provides 
you with access to an entire portfolio of products including health insurance, workers comp, 
business auto insurance, commercial property insurance, as well as home, auto, and life insur-
ance.  It will also cover both the ESAvings and ESA Member Savings Programs – featuring ex-
clusive discounts and incentives for many of the products and services your company purchas-
es on a regular basis. 

August 22 @ 3:30pm 

RMR Opportunities for Cloud Based Video Storage/Retention  
The presentation will provide a unique perspective into an RMR business model. Dealers are 
finding that it is getting harder and harder to make a profit and good margins from a hardware 
sale today, and and are seeking solutions that not only solve a problem, but is also creating a 
nice RMR stream for them.   As the length of time required to keep video continues to in-
crease, many end users need storage for up to three to five years. For example, the Cannabis 
industry requires four years of video storage in some states, while the statute of limitations 
for workplace liability suits in New York is three years. State-owned colleges, and even munici-
palities, are showing interest because they self insure, and must self-fund any settlement. 



Company:   

Contact:      

Email:      

 

Address:    

City:   St:  Zip:   

Phone:  Fax:    

 

Payment Type:  Check (   ) Master Card (   )   Visa (   )    Amex (   ) 

 

Credit Card #:        

Expiration:   Security Code:   Card Zip Code:   

Signature:    
 

Mail Payment (with completed form) to: NYSESA - 1971 Western Avenue, PMB #1105 - Albany, NY 12203 

Credit Card Payments may be faxed to - 814-838-5127    OR Scanned / Emailed to - Info@NYSESA.org 

NYSESA Annual Conference Registration Form 

X PLEASE Indicate Participation Opportunities Selected BELOW:   NYSESA 
Member 

NON 
Member 

ANNUAL CONFERENCE PARTICIPATION 

   CONFERENCE PASS -  (available only for Alarm Dealers - NO VENDORS) =   TOTAL CONFERENCE PASSES =    

 Admission to the Speed Networking Event, and Member Breakfast and Keynote Luncheon, and ALL Seminars for ONE attendee   
 Attendee # 1:            Email:   $150 $200 
 Attendee # 2:            Email:   $95 $200 
 Attendee # 3:            Email:   $95 $200 
 Attendee # 4:            Email:   $95 $200 
 Attendee # 5:            Email:   $95 $200 

Registering more than (5) individuals ?? Attach a list of all attendees names / email addresses - and enter total registration fee(s) below…   
       

   EXHIBIT HALL ONLY PASS -  (available only for Alarm Dealers - NO VENDORS) =   Registering more than (2) individuals - attach list of names.  

 Attendee # 1:            Email:   FREE FREE 
 Attendee # 2:            Email:   FREE FREE 

ADDITIONAL CONFERENCE TICKETS 

   ANNUAL MEETING KEYNOTE LUNCHEON TICKET =   Registering more than (2) individuals - attach list of names.  

 Attendee # 1:            Email:   $50 $75 

 Attendee # 2:            Email:   $50 $75 

GOLF OUTING PARTICIPATION 

   GOLF OUTING INDIVIDUAL GOLFER   $175 $200 
    includes greens fees, cart, breakfast and lunch for ONE golfer    
   GOLF OUTING SPONSORED FOURSOME   $700 $800 

    includes greens fees, cart, breakfast and lunch for FOUR golfers, plus HOLE SPONSORSHIP    
 PLEASE LET US KNOW IF YOU WILL BE PROVIDING YOUR GOLFERS, OR IF YOU NEED US TO FILL THE FOURSOME. 

  YES we have (4) golfers - NAMES BELOW   NO we need golfers - PLEASE FILL OUR FOURSOME 

 Golfer #1:  Golfer #2:  

 Golfer #3:  Golfer #4: 

 SPONSORING MORE THAN ONE FOURSOME - PLEASE ATTACH  A SEPARATE LIST OF ALL GOLFERS / FOURSOMES. 

TOTAL PARTICIPATION SELECTED =     $$ 

  


