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How to Create an Efficient 
3G/CDMA Sunset Strategy
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Yet another technology shift is 
coming to the cellular industry 
and that, of course, will affect 
the security industry.

However, with effective planning, you can help your customers navigate 
this change — and even add value to current contracts. Whether you are 
looking at takeovers, upgrades, or new installs, LTE is the way to go.

INTRODUCTION
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Just like the 2G networks in 2016, 3G is on 
the way out. So too is CDMA technology. 
Telguard’s official negotiated Verizon  
CDMA shutdown date is scheduled for 
December 31, 2022.

Service and support will continue for all 
CDMA devices and 3G units until 2022, as 
long as they remain active. Telguard has 
a complete line of Verizon and AT&T LTE 
communicators available which will make 
the transition easier.

AT&T 3G sunset 
is scheduled for 
February 22, 2022.

INTRODUCTION
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3G/CDMA Sunset Strategy Checklist

CHECK 1

Get the facts & 
avoid common 
misconceptions

CHECK 2

Gather customer 
information

CHECK 3

Brainstorm ways 
to add value 
for customers 
during transition

CHECK 4

Prioritize next 
steps

CHECK 5

Act quickly

CHECKLIST
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Get the facts & 
avoid common 
misconceptions

CHECK 1
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Misconception:

Reality:

Sunset will happen on the announced date 
— as a metaphorical off switch. 

Those dates are when the 3G/CDMA 
networks sunset will be complete. Signal 
quality and allocated bandwidth will likely 
be affected in the months leading up to 
those dates.

CHECK 1: GET THE FACTS & AVOID COMMON MISCONCEPTIONS

Early planning 
is important.
Starting now allows plenty of time 
to contact reluctant clients multiple 
times. This also ensures the extra labor 
can be spread out to avoid exceeding 
capabilities. Early adopters can take 
advantage of sales and discounts offered 
by vendors. Telguard has implemented 
an aggressive 3G/CDMA sunset strategy 
including hardware discounts and more 
economical replacement boards.
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Gather 
customer 

information

CHECK 2
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Step 1

Create a strategy to gather information about the cellular carrier 

technology your customers use (3G, CDMA, LTE) including the 

activation dates and services rendered. Having this information will 

allow you to prioritize. This real-time information is available in your 

Telguard dealer portal.
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Take an inventory of your 3G and CDMA stock. It’s important to 

understand if there is value in products that will become obsolete 

due to the sunset. While CDMA units can no longer be activated, 3G 

units that were previously activated with Telguard can be reused for 

new installations, so their value is not necessarily lost yet. Telguard 

created a tool that assists with the technology identification process 

by simply inputting the Telguard Serial Number.

Step 2

CHECK 2: GATHER CUSTOMER INFORMATION
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The Telguard Serial Number Swap Guide can be 
downloaded on this webpage.

https://www.dropbox.com/s/ikpncjx0gndak61/How%20to%20Swap%20a%20Telgaurd%20Serial%20Number.pdf?dl=0
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Take stock of your capabilities. For each customer, you’ll need to 

replace a physical device, which means an expense on hardware 

and labor. Ask yourself a few questions: Do you know how to handle 

same-brand replacements from a physical installation perspective in 

the most efficient way? From a programming perspective? 

Step 3

CHECK 2: GATHER CUSTOMER INFORMATION

Telguard’s Serial Number swap option is a two-click 
process to swap Telguard units. The new unit inherits all 
the previous settings. Telguard also offers ready-to-print 
Quick Installation guides, wiring diagrams, and walk-
through support over the phone. Link to guide on page 9.
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Utilize the transition  
to add value

CHECK 3
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Considering that 
a technician will 
have to be on-site 
to swap out the 
old technology, 
you should look for 
ways to add value 
for your customer 
during the visit.

Provide a full-system check or any other service that 
doesn’t add much time to the replacement visit to add 
value for your customer. 

1.

Think of ways to increase your recurring monthly revenue 
while reducing the initial cost for the customer. 

2.

For the residential space offer a reduced installation fee 
for an interactive feature. Telguard’s HomeControl Flex 
service is a universal approach to remote arming and 
disarming that is compatible with the most commonly 
used conventional panels. It does not require any extra 
hardware and adds just a few minutes to a standard 
installation or swap.

3.

CHECK 3: UTILIZE THE TRANSITION TO ADD VALUE

https://www.telguard.com/product/homecontrol-flex/
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Prioritize next steps

CHECK 4
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Now it’s time to prioritize.

The easiest way to do this is by activation date. Prioritizing customers 
who have had their current unit in place for the longest, instead of all 
subscribers at once. 

Example: if you have 1,000 subscribers with 3G devices, 
500 of which were activated in 2016, and 500 in 2015, 
you would want to start in 2019 with the 2015 activations 
and the remaining 500 afterward (likely into 2020).

CHECK 4: PRIORITIZE NEXT STEPS
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Some exceptions:

+

If you have a key account with 
multiple locations, it’s easiest to advise 
the customer of all locations at the 
same time. 

Telguard’s subscriber reports allow 
you to quickly sort by activation or 
registration date to more easily prioritize.

Click this link to view a tutorial on running a subscriber report.

CHECK 4: PRIORITIZE NEXT STEPS

If there have been any recent issues 
with customers, it’s likely better to get 

to a manageable level of comfort before 
presenting a new change. 

https://www2.telguard.com/subscriber_listing
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Act quickly

CHECK 5
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Act quickly

CHECK 5: ACT QUICKLY

It’s human nature to put off 
decisions that seem far away. 
That’s why it’s important to 
develop a communications 
strategy that involves at least 
two forms of media (email, 
invoice stuffers, and physical 
mail) and several attempts. It’s 
also important to develop a 
unified message so the customer 
is hearing the same information 
from the customer service 
representative to the installer.

The sunset is an inevitable carrier event that is part 
of the natural evolution of technology. Equipment 
manufacturers and dealers are affected as well.

Current devices will stop working by a 
specific date at the latest, and we want to 
address it before any issues appear.

By installing an LTE radio, we are providing you 
with the most up-to-date technology available 
and will serve you for a long time.
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In the internet era, it’s too easy to search 
and find contradicting information. 
That’s why it’s important to provide your 
customers with detailed, but easy-to-digest, 
information from a reliable source.

Telguard provides templates to 
communicate this information in a way that 
is accurate but not overly complicated.

Strategy is key.

While the sunsets are a big change, 
starting to plan a detailed implementation 
strategy now will ensure that you and 
your customers are not caught off-guard.

+ Click this link to download template customer letters. 

https://www.dropbox.com/sh/wu9bahkfgzwaysd/AACp9bhlcKIxO8sUQFLzILFma?dl=0

