
They have a mission. And they accept it – no matter what the challenge.
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The following has been compiled for your eyes only <stop>

These dossiers fully detail everything you need to know 
about the Pelco Product Sales Manager Force <stop>

On the front line, day in and day out, they lead the company’s 
product sales efforts, continually striving to deliver the tools 
and information to all who are listening <stop>

Your Pelco Product Sales Manager Force is a tight-knit unit, 
tackling missions of critical importance. Acting alone or as a 
group, their assignments take them to the four corners of the 
globe. No climate is too harsh, no opportunity too far away, no 
mission too impossible for them to deliver the right solutions 
to a hungry marketplace in need of their expertise. 

Responsible for a product line that numbers in the 
thousands, it is up to these fi ve dedicated members to 
ensure that Pelco provides the products that meet the 
needs of a demanding marketplace. And if that isn’t enough, 
your PSM Force fearlessly creates and disseminates the 
marketing tools to win every battle, all while paying strict 
adherence to the most important Pelco mission of all: 
Fanatical Customer Service.

Product Experts
Fully versed and trained in the optimum operation and 
performance of the Pelco product line, your PSM Force 
develops the messages, materials and strategies to enhance 
the effective implementation of their product lines.

With carefully placed listening and recording devices, we 
have been able to capture the following notes they shared 
about how they understand their primary missions:

Morello...02:15PST...36°59’N 91°43’W...I am here to 
bring clarity to the viability of deploying network-based 
video over IP and to work with our sales team in the fi eld 
to show customers how powerful a system the Endura 
product family really is. The timing is perfect, the technology 
is where it needs to be and the customers are eager. 
Network-based video security solutions are the future and 
the opportunities for Endura are limitless. I will travel the 
ends of the earth to help our customers and the market 
understand that Endura is the solution for all of their 
network-based video security applications.

Myers...15:27GMT...31°40’N 89°10’W...My mission is 

to radically alter control room design with Video Walls and 
Liquid Crystals. Armed with Pelco’s full complement of  
“viewing weapons,” we’ll change how our industry thinks 
about video.  But our killer hit is fl exibility. The wall you 
design today can be easily reconfi gured to be the wall you 
need tomorrow. I will not rest until I have helped our sales 
team deliver the message and change the way our industry 
views video – pixel by pixel.  

Schwemmer...07:55EST...39°55’N 76°45’W...Even though 
I may be the new kid on the block, I was brought in here 
for one reason – and one reason only: to ensure that 
Pelco’s powerful and varied digital video recorder product 
line is in the hands of all our allies. Thanks to Version 2.0 
software for the DX8000, the introduction of the DX4000 
and our other recording solutions, I have the most-reliable 
arsenal under my command – and I stop at nothing to 
ensure that our entire sales team and distribution channels 
understand what they need to know to effectively relay the 
marketing message with confi dence, resulting in a positive 
customer experience.

Scroggins...11:05MST...43°07’N 76°07’W...The tie draws 
them in. The product keeps them transfi xed. From the 
smallest form factor positioning system in the industry to 
the leading integrated positioning and explosion proof 
systems, I will determine the proper sales channel for 
my products and remove any obstacles – any – that may 
potentially obstruct their path. Nothing will get in my way 
to provide our customers the products they need and the 
service they deserve.

Dunning...00:19EST...32°51’N 96°51’W...It’s the starting 
point of any video security installation and I’m not going to 
let anyone down. Overseeing the largest camera line in the 
industry – from box cameras with Wide Dynamic Range 
and LowLight capabilities to Camclosures, lenses and power 
supplies – I am constantly taking the pulse of the market. 
With this critical information, I am developing the sales  tools 
and strategies that will help our customers see the light. 

Now that you know their mission, here’s yours: Take 
advantage of these valuable PSM Force resources every 
chance you get. Call them. E-mail them. Have them join you 
in the fi eld. But whatever you do, look to them for their 
product expertise, industry knowledge and dedication to 
your success. Good luck. Note: These dossiers will self-
destruct in three...two...one...

compiled by Agent Schock


