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NAME FOR
THEMSELVES

F AR FROM THE Fab Four’s 
origins in Liverpool, 
George Harrison and his 
wife Kassa are emerging 
as a Dynamic Duo in 
Denver. �eir company, 

Harrison Home Systems, is enjoying a 
huge growth spurt. Projected 2015 rev-
enues look to be up by almost a million 
dollars over last year’s and the integrator, 
who shares the name of the beloved Beatles 
guitarist, has to admit it’s getting better, it’s 
getting better all the time.

Since launching in 2000, Harrison 
Home Systems has evolved from a small, 
A/V-focused �rm to a substantial player 
in the Denver market and now also o�ers 
home automation, lighting and shade con-
trol, among other systems. �is past year 
has been game-changing for the Harri-
sons, who bid on a condo project and beat 
out two much larger local competitors to 
provide the infrastructure upgrades to 71 
residences in Denver’s prestigious Cherry 
Creek neighborhood. It’s a bit of an anom-
aly in Denver right now, as there are very 
few condo projects in the works due to a 
construction-defects lawsuit climate. �is 
one, the 250 Columbine project, ranks as 
Denver’s largest and most high-end, for 
which Harrison Home Systems is install-
ing span audio, video, lighting control and 
motorized shading (see sidebar “Here Comes 
the Sun” on page 42).

While this particular project has facili-
tated swift and signi�cant growth for Har-
rison Home Systems, it’s a natural pro-
gression on the road to the �rm’s success. 
It’s achieved steady growth over the years, 
focusing on mid- to high-end automation 
projects and specializing in single-family, 
high-end custom installs, both large-scale 
remodels and new-construction projects. 
“Our projects are various sizes, but we 
tend to focus on large whole-home auto-
mation projects,” George explains. “A typi-
cal large project for us is in the $250,000 
to $300,000 range.”

CARRY THAT WEIGHT 
As co-owners of the business, George 
serves as GM and head of sales, while 
Kassa handles �nancials, HR and mar-
keting. �e small company shoulders the 
load in seeing all projects through from 
sale to design to completion. �e sta� 
of eight includes: an assistant manager 
(who also oversees all lighting and shade 
design), business development director, 
project coordinator/o�ce admin, system 
designer/warehouse manager, �eld project 
manager, lead technician, and two instal-
lation techs.

making a

Run by Beatle namesake 
George Harrison, with 
wife Kassa, Harrison 
Home Systems is making 
sweet music — plus video, 
lighting, shades and more 
— for clients as business 
booms in Colorado.  
BY ERIN HARRINGTON,  
PHOTOGRAPHY BY PAUL TRANTOW
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George and Kassa 
Harrison have 

successfully mixed 
business and family.

COMPANY: Harrison Home Systems
LOCATION: Golden, Colo.
WEB SITE: harrisonhomesystems.com
REVENUES (FOR 2014): $1.6 million
REVENUES (PROJECTED FOR 2015): $2.5 million
YEARS IN BUSINESS: 13
NUMBER OF EMPLOYEES: 10
SPECIALTY: Home Automation, AV, 
 Lighting  Control and Shades
TOP 5 BRANDS: Lutron, Savant, 
 James Loudspeaker, Integra, Revel
FYI (ONE PIECE OF ADVICE TO ANOTHER 
DEALER): Work on developing strategic 
 partnerships with other trades in your market.”

Quick Stats

“At our size, we all still wear at least a cou-
ple of hats,” George says. Managing several 
jobs can be tricky from a timing and sta�-
ing standpoint, he admits, so they inten-
tionally keep a relatively lean full-time sta� 
and have a reliable and reputable group of 
subcontractors and strategic partners with 
bigger horsepower available to help o�set 
sta� availability during the ebbs and �ows. 
“We use our strategic partners and some 
contract labor for pre-wire and entry-level 
installation, so we can keep our full-time 
sta� focused on the �ner points of our trade 
and keep our overhead low.” 

DO YOU WANT TO  
KNOW A SECRET? 
A signi�cant secret to their success, the 
Harrisons admit they’ve never had to 
dip into their line of credit or take any 
short-term loans. Rather, they keep their 
deposits in a separate bank account and 
transfer them to the operating account on a 
monthly basis as income is earned on each 
project. “�at way, we never spend tomor-
row’s dollars on yesterday’s project.” 

Invoicing adheres to pretty much the 
same �nancial philosophy. For larger proj-
ects, the company invoices for a 20 percent 

deposit, an equipment deposit, a progress 
payment upon installation and a �nal pay-
ment upon punch list/programming com-
pletion. Smaller projects vary a little more 
but come in somewhere around a 70 per-
cent deposit, 20 percent upon installation 
and remainder upon completion schedule. 

To keep things moving along on time 
and on budget, the company relies on its 
suppliers to get the basics to them quickly 
with free shipping. “We have certain items 
that we stock, so we can pull them imme-
diately for service or a fast-paced job,” 
George notes. “But, we still actively try to 
keep inventory low. We also have a very 
good relationship with Best Buy for Busi-
ness for securing TV models and storing 
them until we need to install them.” 

Describing themselves as “obsessive” 
about their processes, the couple docu-
ments everything and uses Google Drive 
to manage projects. “We leverage technol-
ogy in the �eld. Our technicians update 
project info onsite in real-time to Google 
Drive. �ey use Skype and FaceTime to 
allow more daily visibility across projects 
to management,” says Kassa. “�ese strat-
egies, among many others, allow us to 
operate like a much larger company at our 
relatively smaller size. It provides our cus-
tomers with the best of both worlds.”

FROM ME TO YOU 
Being both life partners and business part-
ners has its rewards, and its drawbacks, the 
couple concedes. �e perks they point to 
include being able to spend a lot of their 
days together. “We work as a team to shape 
our future and our existence instead of hav-
ing to accommodate the interests of share-
holders or corporate pressure,” George says. 
“We make �nancial decisions that are ben-
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eficial to us and our employees as if the busi-
ness were a big family, which, in essence, it
is. We have a lot of flexibility in our day-to-
day schedules which helps us tend to and
spend a lot of time with our young children,
which is one of our top priorities in life.”

There are also challenges. Those include
a difficulty unplugging during “personal/
family” hours as well as the inability for
both to completely leave work behind
while on vacation, for instance. “This
has improved though, as we continue to
grow our talented team,” Kassa notes. A
key strategy the couple has relied upon to
help manage working together is having
very differently defined roles in the busi-
ness. They deliberately carve out some
space from work in the evenings and on
the weekends and have a code word (which
they won’t reveal) that either person can say

to stop a business conversation at any time
outside of work. The agreement is the other
person can’t get mad or argue about it. “It
acts as a personal safety function to pro-
tect both of us when we need space from
work,” she Kassa adds. “Our very obser-
vant and savvy 5-year-old knows this word
and uses it to her advantage, often.”

United in work and life goals, the cou-
ple wants the company to continue to grow
both in expertise and level of service they
provide, but remain small enough to touch
and feel every project. “We have a 5-year-old
girl and a 3-year-old boy and that’s probably
going to be all for us,” George says. “We
share in our duties, and since we had our
daughter in 2009, Kassa has worked part-
time. Kassa is more of the default parent so
to speak and I am more the default business
owner when either needs special attention.”

The couple offers up this advice to other
husband-and-wife business teams: “Clear-
ly delineated responsibilities and a sense
of humor are key if you’re going to work
with your spouse. It’s going to be messy
at times and anyone who says it’s not isn’t
really being honest. Give each other a break;
nobody is perfect and there will be lots of
ups and downs. In the end, the business you
create together makes your relationship that
much more meaningful.” And, as an added
safety net, George and Kassa have a long-
standing pact that their marital relationship
and family come first. “If we ever get in a
situation where the business is straining
that relationship beyond what is acceptable
to us, we will go our separate ways in busi-
ness,” they concur. “Knowing that helps us
feel less stuck when times get rough.”

MAGICAL MYSTERY TOUR
Touring the training circuit has been instru-
mental for Harrison Home Systems’ success.
Keeping on top of emerging technologies
has long been a priority and, over the past
two-plus decades, George has earned just
about every major manufacturer training
certification available. All of the company’s
technicians are CEDIA certified and hold
certifications from Savant and Lutron, among
many others. “We have always invested heav-
ily in staff training” George notes. “We par-
ticipate in the CEDIA Expo as a company.

We offer paid training time and costs. We
also encourage our staff to study and read up
in their spare time to help themselves con-
tinue to develop their career paths.”

Last year, the company initiated an inter-
nal training program based on needs in the
field and new trends. These monthly train-
ing topics range from system troubleshoot-
ing to motorized shade installation and
include manufacturer/rep training, peer-to-
peer and/or management instructions.

A CE Pro 100 honoree in 2014, Harri-
son Home Systems also earned the Cham-
pions of Change award in recognition for
improvements made in employee reten-
tion efforts from ideas gained at the CE
Pro Summit in November 2014. They put
together a plan to retain employees and
make their company a place people want
to work long-term.

“We improved our benefits package,
added supplemental insurance, and have
100 percent participation,” Kassa says.
“The staff is glad to have the opportunity
to have a 401(k) profit sharing plan and
the opportunity to leverage our training
program. The more we can empower our
staff to tackle changing industry trends and
challenges in the field, the more they feel
they can enhance their careers.”

ALL I’VE GOT TO DO
Harrison Home Systems works 100 per-
cent in home automation and A/V, and
that’s all they’ve got to do to be successful,
because they do it so well. They have no
security accounts but maintain a mutually
beneficial referral partnership with a highly
regarded local security contractor.

“We forgo a small recurring revenue
stream in exchange for referrals, some of

“Our technicians update
project info onsite in
real-time to Google
Drive. They use Skype
and FaceTime to allow
more daily visibility
across projects to
management.”

– Kassa Harrison

Motorized window treatments has become
a big category for Harrison Home Systems.
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which have been our largest projects to date,”
George explains. “We’re focused on generat-
ing recurring revenue in different ways that
are unrelated to security contracts.”

When it comes to the hot business top-
ic of service contracts, the couple concurs
that the advantages are recurring revenue
and staying engaged with the client for the
long haul; but the disadvantage of extend-
ed service contracts is that they are hard to
sell. “Our service philosophy is predicated
on proactive remote systems management,
because it is efficient and the least invasive
in our clients’ lives,” George says. “We offer
24/7 support and extended service con-
tracts on top of a year-long labor warranty.”

HERE, THERE & EVERYWHERE
On the job and in their showroom, Harri-
son Home Systems is always present for its
clients. The company has integrated multi-
ple vignettes into its office conference area
and has 2,800 square feet of space includ-
ing its office, showroom and warehouse.
“Our showroom is nicely done but pur-
posefully modest,” Kassa explains.

This aligns with its sales approach,
which she describes as not pushy or over-
bearing. “We pride ourselves on listening
carefully to our clients and designing their
visions, as opposed to pushing unwanted,
over-designed systems on them right out of
the gate,” she says. “Our showroom reflects
this unassuming, wait-and-see approach.

We want our clients to feel comfortable
and we don’t want them to feel like we
are going to gouge them the minute they
walk in our door. The benefits of show-
ing the technology in action are huge. It
helps bring what we do to life for people
who may not have previously lived with
the technology we are offering.”

Showroom visits are by appointment
only, and the Harrisons’ deem it a constant
work-in-progress to showcase the latest and
greatest. They invest about $10K to $15K
a year in improvements. Demos are mostly
informal and flow from the conversations
during client meetings in their showroom.

“We are intentionally not an 800-pound
gorilla and this allows us to be very agile,

HERE COMES THE SUN
HARRISON HOME SYSTEMS is providing the electronic infrastruc-
ture upgrades for the 250 Columbine residences in Denver. Along
with audio and video, a major aspect of the project is lighting
control and motorized shading. The residences are scheduled
to be finished in late 2015. The integrator worked with Lutron
and Mountain View Window and Door to create synergy between
windows and shades to control sunlight and privacy, as well as a
whole home automation throughout the entire facility. Mountain
View Window and Door is actually not a vendor on the 250 Col-
umbine Project, but Harrison Home Systems has specified Lutron
lighting control and shades throughout the project.

As company principal George Harrison explains: “We put pre-wire
and equipment packages together for audio, video, home automa-
tion, lighting and motorized shades that have been very well-re-
ceived. So far, unit project amounts range from $30,000 to $150,000
each. We are acting as the home technology adviser on behalf of the
developer. We’ve met with each homeowner, hosted them in our
showroom, and presented our offerings. We are coordinating with
various stakeholders for each unit such as interior designers and we
are in constant contact with the developer and the project’s builder.”

Harrison specified Lutron for lighting and shades and arranged
with the developer to wire every window in the building with
Lutron shade wire as a courtesy to the homeowners. The devel-
oper also created custom ceiling pockets for every window in the
building to house the automated shade hardware. “This gives the
building a unique feature, at least in our market,” he says.

Harrison says his company has a unique partnership with Moun-
tain View Window and Door, a major Andersen dealer in the area. “In
addition to networking and sharing leads together, we outfitted their
showroom to include Lutron motorized shades and draperies for
window and door displays, as well as a pro audio and video system

controlled by a Savant automation system to use for large events.”
The integrator maintains permanent Harrison Home Systems signage
and marketing materials in their showroom; sponsors and partici-
pates in specifier targeted marketing events at the showroom; and
uses their facility as another venue to meet with potential clients.

“The building is high-end and it’s in the very high-end shop-
ping district area of the city. Privacy is going to be important for
these homeowners, so with the wire already in place, motorized
shades are a no-brainer for almost every owner,” he continues.
“We’ve already gotten referrals from some of the homeowners for
other projects. These are the people in our market that you want
to know and we’ve been able to make a good impression on them.”
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 and makes our clients feel special,” 
Kassa says. “We are also a husband-and-
wife team, which is appealing to many cou-
ples and allows us to relate to our clients 
on a more familiar level. We subsequently 
have much more skin in the game than just 
a salesman for a much bigger company. We 
feel the key to our success has been lever-
aging strong relationships both with each 
other and with the colleagues we’ve part-
nered with over the years to make our small 
business compete like a large business.”

IT’S GETTING BETTER 
ALL THE TIME
Of course, it’s tough to avoid the topic of the 
famous name. Sharing the same name with 
one of the world’s most beloved musicians 
must, inevitably, have its ups and downs. 
While George’s name is always a good ice-

breaker, and is also understandably very 
memorable from a networking standpoint 
as few people forget meeting George Har-
rison, this George Harrison with wife Kassa 
have undoubtedly made a most notable 
name  
running a very successful integration com-
pany while simultaneously creating a family 
life for themselves and their children. 

“Some clients get a kick out of saying 
they have George Harrison providing their 
audio system,” Kassa says. “George Har-
rison also seems to be many of our clients’ 
favorite Beatle. We don’t, however, use Bea-
tles songs in our showroom demos … but 
we love all of their songs.”

It’s easy to see why Harrison Home Sys-
tems clients love George and Kassa Har-
rison, as well. It truly is getting better all 
the time. CE Pro

1.Kassa Harrison demonstrating the Savant SmartView Tiling system to a customer in their show 
home.  2. George Harrison with the Savant Tiling system.  3&4. The Lutron Pico battery-powered 
keypad system at Mountain View Window & Door.  5. A Lutron drapery track.
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