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BIO: 

Steve is the CEO/President, Secre-

tary, and Treasurer of Guardian 8. 

Prior to joining G8, Mr. Cochennet 

served as the President, CEO and 

Chairman of EnerJex Resources, Inc. 

Prior to EnerJex he spent 17 years as 

an executive for Aquila. 

 

Company Profile: 

Guardian 8 Holdings, through its 

wholly owned operating subsidiary, 

Guardian 8 Corporation, is the devel-

oper and manufacturer of the G8 Per-

sonal Defense Device, a unique and 

innovative product which is antici-

pated to combine eight non-lethal 

technologies designed to help prevent 

and protect an individual from ag-

gressors and assailants, while notify-

sors and assailants, while notifying 

law enforcement or others of the 

situation. The small, easy to use 

hand-held unit will integrate an alert-

ing siren, LED strobe light, laser spot-

ter, camera, microphone, emergency 

notification, and pepper spray. The 

company plans to initially market their 

personal defense solution to profes-

sional security organizations, and 

eventually to individuals and the retail 

markets. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Cochennet, would you 

describe your product for us? 

Mr. Cochennet: Guardian 8 (G8) is a 

personal defense device. One of our 

patents pending is combining Blue-

tooth

®

 technology with a personal de-

fense device, by syncing the device 

with your cell phone. The product is 

about five inches long with a pistol 

type grip, trigger and a flat front. It is 

called Guardian 8 because there are 

eight functions that can help to deter 

or avoid altercations or assault con-

frontations. If you are in a situation by 

and depressing the trigger, the  de-

vice activates a very loud and pierc-

ing air horn siren similar to what used 

to be used at football games, which 

can be heard from a long ways away. 

It has a state of the art LED light that 

given the brightness and the fre-

quency of the pulses will temporarily 

impair vision, disorient whomever 

your assailant or attacker. In addition, 

the device will automatically call 911, 

or any other number you program in 

it, along with a prerecorded message. 

Another feature is you can talk real-

time with the 911 operator or wher-

ever you direct the call whether it be 

security dispatch if you are a security 

guard, or campus police if you have a 

loved one at college. Through cell 

phone triangulation, the user can be 

located. It also takes a time/date 

stamped picture each second of your 

assailant and whatever else may be 

going on around you, so the pictures 

can be used for prosecution. If all of 

the above actions have not deterred 

or mitigated the situation, you can 

depress the trigger a second time and 

the device deploys infrared pepper 

spray. 

 

CEOCFO: What are the target mar-

kets for Guardian 8? 

Mr. Cochennet: The initial primary 

target market is going to be domestic 

and international professional security 

markets. The device provides a multi-

level non-lethal alternative that also 

can document a situation and provide 

immediate contact and notification in 

one hand. We will also make the 

product available to the retail market 

but the initial primary focus will be 

professional security. In the retail 

market we believe there will be inter-

est for women in general, college stu-

dents, real estate agents, postal 

workers, UPS or Fed Ex or taxi driv-

ers convenience store workers. 

 

CEOCFO: What is the key that allows 

Guardian 8 Holdings to put all of the 

pieces together in one technology? 

Mr. Cochennet: I mentioned earlier 

the Bluetooth

®

 technology essentially 

syncs your phone to the device. We 

have also designed proprietary elec-

tronics circuitry that allows us to com-

bine all these functions into one unit. 

There is currently no another product 

like it in the market. You can buy 

pepper spray, a light, camera, siren, 

and phone. All of these technologies 

exist, but there is not a product on the 

market that combines, configures, 

sequences them in such a way. 

Again, the purpose of the unit is to 

provide a deterrent, document, and 



communicate simultaneously with 

others. 

 

CEOCFO: When you turn the G8 on 

is everything activated? 

Mr. Cochennet: Yes, every function 

is available for activation once you 

turn on the unit. However, nothing 

happens until you actually pull the 

trigger. When you turn on the device, 

it automatically syncs to your cell 

phone. You can carry the device with 

you or keep it in your car. It has a 

two-stage trigger; the first stage acti-

vates everything but the pepper 

spray. The second pull of the trigger 

actually releases the pepper spray if 

you need it. 

 

CEOCFO: Where are you in the 

commercialization process? 

Mr. Cochennet: We anticipate hav-

ing product on the market by the 3rd 

Quarter of 2012. We have working 

prototypes, so we have fin-

ished the initial research and 

development stage. How-

ever, we have decided to 

redesign and add some new 

technologies that have be-

come available in the last 24 

months. We have proven 

that the technologies and the 

combinations work from an 

electronic functionality 

standpoint. 

 

CEOCFO: There is a big potential 

market for Guardian 8; what is the 

general strategy for reaching the mar-

ketplace? 

Mr. Cochennet: As mentioned ear-

lier, the first market that we are going 

to pursue is the professional security 

market followed by corporate ac-

counts, and in time the general public. 

If you think about law enforcement, 

there is about a million officers in the 

United States, and there are approxi-

mately 5 million private security per-

sonnel. It will be available to the pub-

lic, but our initial marketing foray will 

be for professional security and we 

have a lot of interest. Once that mar-

ket has been penetrated, we will start 

a more active retail focus. Distribution 

channels will likely include national 

and international distributors. 

 

CEOCFO: Is there much training in-

volved in using your product? 

Mr. Cochennet: There will be training 

especially on the professional security 

level. We are in the process of devel-

oping the training program. 

 

CEOCFO: In a world where people 

will call a lawyer for almost anything, 

have you considered the concerns 

that someone may say, “You should 

not have used that device on me”. 

Mr. Cochennet: I would say that it is 

better to have that debate over our 

product, verses a gun or other lethal 

device. Again, you will have docu-

mentation through the camera, so if 

someone says “You should not have 

used this on me” and they were com-

ing at you with a club or a knife or 

trying to assault you, you have docu-

mentation through audio and pictures. 

One of the benefits of this product is 

you are going to know a lot more of 

what transpired versus many other 

self defense devices. 

 

CEOCFO: Where will you be manu-

facturing and what are your plans as 

far as getting the physical product 

ready? 

Mr. Cochennet: We have done the 

initial research and development, and 

we are incorporating the new tech-

nologies before we take it to market. 

We intend to manufacture overseas. 

 

CEOCFO: Guardian 8 Holdings be-

came a public company fairly re-

cently; what is the financial picture 

like today? 

Mr. Cochennet: Our burn rate is very 

low for a publicly traded company. 

We have sufficient cash at this point 

to gets us into the next development 

or enhancement stage. It is likely we 

will do some type of small secondary 

offering between now and rolling out 

product, but again our burn rate is 

relatively small, and we have cash in 

the bank, so we are in pretty good 

shape. We have already paid for the 

intellectual property, we have already 

done all the research and develop-

ment, we have already started some 

of the marketing and we are pretty far 

along. 

 

CEOCFO: You mentioned a number 

of people that have come onboard to 

the company, is your manage-

ment/staff complete or do you still 

have some gaps to fill? 

Mr. Cochennet: Yes. I have been the 

CEO and President since inception in 

2009. We recently hired Paul Hughes 

as COO. Paul was a marketing ex-

ecutive with Taser. In addition, we 

recently appointed three new board 

members. Kathy Hanrahan, former 

President of Taser, Cory Lambrecht 

former EVP for Smith and Wesson, 

and Jim Nolton founding member of 

Mobility Electronics. As we get closer 

to market in June and July 

we may add a couple addi-

tional personnel, but at this 

point we are pretty well set.  

 

CEOCFO: Final thoughts, 

why should potential inves-

tors pay attention to Guard-

ian 8 today? 

Mr. Cochennet: If people 

evaluate the potential mar-

ket and potential demand for 

this product, I believe there 

will be considerable interest in the 

company. I do not believe there is a 

product in the market that competes 

with what we intend to offer. The 

product provides a non-lethal defense 

alternative in a package that does not 

exist today. Our current challenge and 

focus is just getting to market. There 

have been several companies who 

have done very well targeting the law 

enforcement market. There are 1.2 

million people in law enforcement 

domestically and we are targeting 

professional security alone is 5 times 

that size in the States; the ratio is 

even greater internationally. So in 

terms of the potential market oppor-

tunity for that space not to mention 

the long-term retail market, I believe 

once people begin to follow the com-

pany there will be interest. 

There is currently no another product like it in 

the market. You can buy pepper spray, a light, 

camera, siren, and phone. All of these tech-

nologies exist, but there is not a product on the 

market that combines, configures, sequences 

them in such a way. Again, the purpose of the 

unit is to provide a deterrent, document, and 

communicate simultaneously with others. - C. 

Stephen Cochennet 


