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Operational

Stacey Steiger, Vice President of Product and Marketing,
Salient Systems explores how Al is the diagnostic,
predictive and informative solution of tomorrow

itting down with Stacey Steiger,
Security Journal Americas learns
why Al will become a holistic and
strategic problem solver.

I am the Vice President of Product and Marketing
at Salient. On the product side, | focus on
product strategy and definition - ensuring that
the future releases of our software meet the
needs of our market. That includes the video
management system (VMS) component, as well
as our hardware and cloud services.

Having worked in executive software leadership
for over 20 years across a variety of markets, I'm
used to engaging with customers to understand
the pain points they face, so that | can help to
deliver solutions that truly benefit them.

Since joining Salient six months ago, | have been
able to blend my software background with

a fresh perspective of the security industry.
This unique outlook, while working across both
the product and marketing areas, means | can
identify the problems we need to solve for our
customers, while effectively conveying this
message back to them.

My time here has been one of deep learning
and absorption. I've been discovering what
the security industry cares about, in preparation

for revisiting and refining our product
vision and strategy.

Part of this is ensuring that we have a clear
direction in the context of the massive
technology shift we're seeing right now
with the rise of Al.

What I've been able to understand about Salient
is just how incredibly smart, motivated and
genuinely interested people are at this company.
They want to make sure that our customers
succeed at what they do. That’s not something
you can manufacture. There’s a great culture
here that is very real.

This is evident in the way our customers view
us and our willingness to help. At Salient, our
teams are deeply invested in the success

of our customers - whether that means jumping
on a support call, troubleshooting

an integration challenge, or going the extra
mile to ensure a seamless installation. Our
systems engineering team exemplifies this
commitment, ready to get on a plane at the
drop of a hat to assist a customer or integrator
on-site. But that dedication runs throughout
the entire organization - it's simply part of
who we are.

We also serve a wide range of customers -

from smaller businesses to large

multinational enterprises and air-gapped

critical infrastructure sites. While customers
need to have their security systems on premise,
others are happy to work within the cloud space
completely. Many work on a hybrid model,

but Salient is unique in providing each with a
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