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New markets

Gunnebo opens the door to new regions
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DEAR READER

Gunnebo on
the world
market

During the ten years or so it has taken to
build up the new Gunnebo, the Group has
established its own operations in all conti-
nents, primarily through corporate acqui-
sitions. The theme of this issue of Gunne-
bo Global is therefore new markets, and it is pleasing to see Gun-
nebo growing rapidly on many exciting markets.

2004 was characterised by continued efforts to improve profita-
bility — we have acquired six companies with a combined annual
turnover of over 620 million Swedish kronor (70 MEUR) and 400
new employees. We have also started up a new security company
in Finland and signed co-operation agreements with five companies
around the world.

Gunnebo's process of internationalisation is continuing. Develop-
ment in several of our largest markets, such as France, the UK and
Spain, has been very strong. We have achieved a strong market
position within several companies. The only large market suffering
from poor development has been Germany.

Gunnebo as a security company was initially created in Western
Europe. Corporate acquisitions and new start-ups have turned us
into a market leader within the majority of our product areas. Over
the next few years, Gunnebo should begin actively cultivating the
Eastern European market. The Group can only achieve increased
sales in Eastern Europe by establishing more of its own subsidiaries.

Asia is probably the market that should be able to report the
best organic growth. We have exceptionally good conditions in
India and Indonesia for organic growth of over 10 per cent a year.
China will now be prioritised and Gunnebo will start production
within several product areas on the Chinese market.

Building up new markets through corporate acquisition will allow
our Group to grow. In terms of finance and organisation, we are
well-equipped for rapid expansion around the world. Gunnebo is a
world leader in certain product areas. We have the potential to
double our business within three to five years.

To conclude, I'd like to thank all colleagues for their exceptio-
nally hard work in 2004. | would like to wish you all a successful
2005 with improved market positions and increased profitability.
Best wishes,

?;m fhlay !

Bjarne Holmqyvist
President and CEO
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Awards for Gunnebo products

Two of Gunnebo's security products
were awarded distinctions in the
autumn.

The ImmSec immigration gate
was voted 'Best Access Control
Product' in the Detektor Interna-
tional Awards 2004, while the
SafeCash deposit and cash machine
won the prestigious iF Design
Award.

The iF Design Award, won by deposit and
cash machines SafeCash R and SafeCash
Eco, confirms the high quality and good
design of Gunnebo's products. The award
is one of the world's most important
design prizes and originates from the
CeBIT fair in Hanover, Germany. It is
awarded to products that excel in terms of
design and quality, and the stamp of qua-
lity accompanying the award has become a
brand recognised worldwide. In 2004
there were 740 entries from 31 countries
with a total of 1,900 products.

SafeCash R and SafeCash Eco will be on
display in the iF design exhibition at the
Hanover fair in 2005 and will also be
published in the iF annual.

IMMSEC WINS AGAINST TOUGH COMPETITION
A total of 1,600 products were entered for
the Detektor International Awards. Four
products were eventually nominated for the
shortlist in the 'Best Access Control Pro-
duct’ class, including Gunnebo Entrance

Award-winning Gunnebo products: the ImmSec immigration gate (left) and the SafeCash R
deposit and cash machine.

Control's ImmSec immigration gate.

ImmSec is an innovative automatic
immigration gate with integrated one-per-
son control which combines two import-
ant requirements: security and speed. The
gate is designed to satisfy ever increasing
demands on optimised, secure border con-
trol, and is adapted, for example, for the
biometric security solutions which more
and more countries are currently shifting
towards.

Of the four nominees in the class, Imm-
Sec won the award, and Gunnebo Entran-
ce Control was presented as the winner at
Sectech's major security banquet in
Copenhagen in early November. ImmSec
received the award for “successfully com-

bining the market's need for security and
efficiency with a unique, aesthetic design”.
“We're very pleased about the award,”
says Lars Proos, Managing Director of
Gunnebo Entrance Control. “It shows
how strong our product development is.
It's also proof that we're on the right track
with our strategy for the future.”
Detektor International is an internatio-
nal trade publication focusing on security
technology in the European market. The
award was set up in 2000 by publishers AR
Media International with the aim of
recognising products and producers that
have introduced particularly innovative,
original or technological solutions.

Motoman and Gunnebo Troax collaboration

As a result of close co-operation
between customer and supplier,
end-customers are being offered
new total solutions.

Gunnebo Troax and robot
manufacturer Motoman Robotics
have signed an agreement for the
supply of machine guarding systems
for the robot manufacturer's
customised system deliveries.

Motoman Robotics is one of the world's
leading manufacturers of industrial robots
and a wholly owned subsidiary of Japan's
Yaskawa Electric Corporation, the world's

largest manufacturer of industrial robots.
Motoman produces automation equipment
for most types of industrial production, and
the three-year agreement with Troax means
that Troax equipment will in the main be a
standard part of Motoman's customised
system deliveries. Troax will also train Moto-
man's personnel in machine protection.

“This alliance with Troax will make the
planning and installation of our robot
systems more efficient,” says Johnny Jar-
hall, Motoman's sales manager for North-
ern Europe.

“We see an opportunity to focus in a
simple way on safety and security, while

Troax's products will enable our fitters to
save time on the workshop floor.”

LOCAL SERVICE AN ADVANTAGE
Stefan Andersson, Managing Director of
Troax, says the agreement will strengthen
both companies and is very important
strategically.

“By joining forces, we can offer the end-
customer a total solution,” he says. “Our
combined strength is based on Motoman
having a strong presence in most of the
markets where Troax has subsidiaries and
distributors, which means that we can also
offer local service and support.”
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Gunnebo has managed six
new acquisitions in 2004,
with a combined annual
turnover of 620 million
Swedish kronor (70 million
euro). The Group has made
four new acquisitions since
the previous issue of
Gunnebo Global. This has
strengthened Gunnebo's
position in retailer security,
entrance security, external
perimeter protection,
electronic security and

physical security.

=

International clothing chain Benetton is one of many companies to use Gateway's artzcle surveillance system

Gateway makes Gunnebo

a strong new player in retail sec

The acquisition of Gateway Security
AB marks Gunnebo's entry into a
brand new segment in the field of
retailer security.

Swedish company Gateway
develops, produces and markets
article surveillance systems for the
retail trade.

The retail trade is a relatively
new, yet strategically important
market for Gunnebo.

Cash management services are increa-
singly being transferred from banks to the
retail trade, and two years ago Gunnebo
launched the completely sealed cash hand-
ling system SafePay specifically for the
retail trade.

In addition, several other products such

as alarms, CCTV systems and access con-
trol have been sold to major retail chains,
primarily on the European continent.

Now the Group is taking another
important step into this market with the
acquisition of Gateway Security AB. Gate-
way develops, produces and markets anti-
shoplifting systems for stores.

The range includes systems for all four
technical solutions developed to date.

COMPLETE RETAIL PROGRAMME

The company has a development
department and production facilities in
Motala, Sweden, and subsidiaries in Por-
tugal, Brazil and the USA.

Gateway has some 60 employees in total
and an annual turnover of approximately
100 million Swedish kronor (11 million

“Retail is a
priority area for
Gunnebo”

euro). Following the acquisition, Gateway
Security has become part of the Gunnebo
Physical Security division.

“With Gunnebo's strong brand and
sales organisation, we're creating a power-
ful market concept for these products,”
says Torbjorn Browall, divisional manager
of Gunnebo Physical Security and first
Executive Vice President of Gunnebo AB.

“Similarly, Gateway's products strengt-
hen our competitiveness. With Gateway



in its stores.

Ity

we can offer the retail trade a complete
security programme.

“Retail is a prioritised area for Gunnebo
and offers excellent business opportuniti-
es. Gateway fits particularly well into this

» .
concept,” Torbjérn Browall explains.

Hennes & Mauritz uses Gateway to protect its

stores against theft.
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Stronger position in Italy and Belgium

within physical and electronic security

Gunnebo has strengthened its
market position within physical and
electronic security in Italy through
the purchase of Chubb Lips S.p.A.
in Italy.

Chubb's physical security
operation in Belgium was acquired
at the same time.

Historically, Gunnebo has had

a relatively small presence on

the Iralian market when it
comes to electronic and physical security.
However, Italian company Italdis occupi-
es a strong position in the market for
entrance security products.

The acquisition of Chubb Lips S.p.A.
also gives Gunnebo a good market posi-
tion within physical and electronic securi-
ty in the country. The Italian business has
an annual turnover of some 140 million
Swedish kronor (15.6 million euro) and
around 80 employees. Most of the busi-

ness is in Milan.

“To date only a small proportion of our
sales have been on the Italian security mar-
ket,” says Bjarne Holmgqvist, Gunnebo
President and CEO.

“The acquisition of Chubb Lips S.p.A.,
which already has some 20 per cent of Ita-
ly's physical security market, will give us a
very strong platform for further growth.”

A THIRD ACQUISITION

The physical security business

of N.V. Chubb Security

Systems in Belgium has an
annual turnover of around 55 million
Swedish kronor (6.1 million euro) and
some 30 employees, 16 of whom are servi-
ce technicians.

“In acquiring Chubb's physical security
business, we are improving the sales poten-
tial in Belgium for our products and streng-
thening our position, especially on the ser-
vice side,” says Bjarne Holmqpvist.

Swiss Hammer a new addition for
Gunnebo Entrance Control

Gunnebo has acquired Swiss
company Hammer Sicherheit. The
company manufactures and sells
security booths and revolving doors
and is a leader on the Swiss market.

Hammer Sicherheit has an

annual turnover of some 35

million Swedish kronor (4 mil-
lion euro) and a total of 17 employees,
with 14 in Switzerland and three in Ger-
many.

CO-ORDINATION GAINS

Hammer Sicherheit specialises in areas
such as high-graded security booths and
secure revolving doors, and will represent
a strategic strengthening of Gunnebo
Entrance Control, which has a similar pro-
duct range.

“The acquisition will strengthen our

CompactSave
provides effici-

ent access con-

| o
& trol and indivi-

_-'.‘.h dual segrega-

tion.

market position on the Swiss market and
broaden our product range to include
high-quality security booths, especially for
confined areas,” says Bjarne Holmqpvist,
Gunnebo's President and CEO.

“We also foresee production synergies
with Gunnebo Entrance Control's other
production units.”
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Exclusive course attracts golf enthusiasts

— guests play in secure resort thanks to Fichet Sécurité Electronique

A few kilometres north of Cannes, not far
from the picturesque village of Tourrettes,
lies Domaine de Terre Blanche. An exclu-
sive resort covering 266 hectares (around
660 acres), it boasts two golf courses desig-
ned by Dave Thomas, surrounded by five
areas for private villas. At the centre of the
complex is a Four Seasons hotel with 115
suites. The man behind the entire invest-
ment is German billionaire and founder of
software giant SAP, Dietmar Hopp.

“The aim was to build a golf resort with
everything the golf enthusiast could ever
want,” says Jean-Francois Schwab, Mana-
ger of Terre Blanche. Construction began
in 2000, and the hotel and two golf cours-
es opened in spring 2004. By then the first
private villas had also been completed.

The target group for Terre Blanche is
capital-strong individuals looking for a
second home where they can indulge their
passion for golf. With two 18-hole cour-
ses, golf is of course the main focus of the
resort.

“The people we are targeting have golf
as one of their main interests,” says Jean-
Frangois Schwab. “We're talking about
people from all over the world who like the
South of France and are looking for high
standards. They also want an opportunity
to get away from it all without being

disturbed.”

GUESTS WITH HIGH DEMANDS
The private plots, all of which are directly
adjacent to the golf courses, vary in size
from 2,500 square metres and upwards. In
other words the people who invest here
need to have plenty of capital, and consi-
dering the type of guests at the resort there
are also high demands on security. Terre
Blanche is enclosed by eight kilometres of
fencing fitted with an electronic alarm
system, video surveillance and special sen-

sors. Admission to the resort is controlled
by an advanced access control system, and
all the villa complexes have internal pho-
nes and CCTYV systems linked to a moni-
toring centre manned round the clock.
Large parts of the integrated electronic
security system have been supplied by
Fichet Sécurité Electronique.

“Fichet Sécurité Electronique have had
quite a say in the development of the secu-
rity system,” says Jean-Francois Schwab.
“They've been one of our biggest suppliers
of security equipment.”

“Our hotel guests and villa owners place
great demands on us when it comes to
maintaining a high level of security. In fact
the high security is one of our main selling
points in promoting Terre Blanche.”

UNIQUE IP COMMUNICATION NETWORK
Alain Ricci is head of Fichet Sécurité
Electronique for the Mediterranean regi-
on, and Bernard Clement is the project
manager for Terre Blanche from Fichet
Sécurité Electronique's side.

“The first inquiry came in about three
years ago, and since then we've been fol-
lowing  developments and keeping
ourselves prepared. In September 2003 we

Guests can play golf without being disturbed

by security procedures or uninvited guests.

were asked to tender for the security
system at the resort entrance.

“We won the contract for certain parts
of the resort: security at the resort entran-
ce and access to the hotel complex, golf
courses and villa complexes. We produced
a comprehensive solution including
systems for access control, camera surveil-
lance, fire and burglar alarms and internal
phones. To increase the information flow
we've used a unique IP communication
network that uses fibre optics for data,

image and sound transfer.”

MUST NOT DISTURB GUESTS
While security is a top priority at Terre
Blanche, it is important at this type of
resort that it does not disturb the guests or
encroach on their lives.

“A lot of different people come into
contact with one another at the resort,”
Alain Ricci explains. People who live here,
hotel guests, visiting golfers and of course
Terre Blanche personnel.

“It was therefore important to strike a
balance in the level of security, so that one
person's peace and tranquillity didn't
become another person's restriction of
freedom. One example is ID badges using
RFID technology in villa owners' cars.
This enables fast identification on entering
the resort, while maintaining a high secu-
rity level.”

Terre Blanche has now opened. Several
of the plots have been sold and some of the
villas have already been completed. Even
so, Fichet Sécurité Electronique is still
involved in the project.

“Some of the areas are still under con-
struction,” says Laurent Mussilier, MD of
Fichet Sécurité Electronique, “and our
teams have to help develop and fine-tune
the system. This exciting project has only
just begun.”



GUNNEBO GLOBAL

Faster security information increases
peace of mind for bank staff

New technology is providing faster
and more secure security
information for the major banks.
Fichet Sécurité Electronique has
upgraded its information transfer
system for French savings bank
CéPAL, which has over 200
branches in Limousin and Auvergne.

Stéphane Leprévost is head of the security
department at CéPAL and his role is to
ensure the security chain works as quickly
and efficiently as possible. Now the bank's
own security rules have resulted in a
switchover to IP communication for alarm
centres and surveillance systems.

“This enables us to harness the flow of
information transfer, storage and image
transfer,” says Stéphane Leprévost.

“In short, we want to switch from a
slightly outdated system to modern tech-
nology, and above all to technology that is

Stéphane Leprévost at CEPAL has every rea-
son to be pleased. Thanks to the new system,
the bank can transfer security information

more quickly.

better able to react proactively in the secu-
rity chain.”
Fichet-Bauche was one of the suppliers

to Caisse d'Epargne in Auvergne, before
the Auvergne and Limousin regions mer-
ged. Fichet-Bauche installed the alarm
centres for the network in Auvergne.

FASTER INFORMATION TODAY
“When we made the decision to go over to
the IP system, we thought the solution
from Fichet Sécurité Electronique seemed
most suitable, and also the easiest to
implement as we only had to upgrade the
existing system (Arcana) to achieve the
goal.

“The results in the field are already con-
vincing today. Security information is
transferred faster, enabling faster deci-
sions.

“In addition, our personnel also have
greater peace of mind. They know we can
react very quickly to all security problems,
and thereby steer our response in a more
rational, efficient way.”

Advances in

As technology is adapted to the
customer's needs, so financing
methods must also be adapted to
the customer's business.

Eric Ducoulombier, head of
investor relations at finance institute
LixxBail, describes an original
partnership between the finance
institute and Fichet-Bauche.

LixxBail was formed as a strategic comple-
ment to leasing companies loxxia and Sli-
bail, which belong to the large French
banks CCF and Crédit Lyonnais.

LixxBail specialises in lease financing for
equipment and capital goods for compa-
nies and professionals. And this is where
security products come in.

“The benefits of leasing security pro-
ducts are the same as for all other kinds of
equipment,” says Eric Ducoulombier. “It
isa solution that brings great clarity thanks
to regular costs, good control over the
company's operating budget and an

Eric Ducoulombier sees great potential in the

market for leasing security products.

opportunity to focus on investments.

“r - . iy
It is always possible to make additions,
whether renewing or expanding solutions,

security product leasing

and it's easy to adapt the agreement to the
latest developments.”

20 NEW BUSINESS PROPOSALS
Contact  with
established through Crédit Lyonnais,
which has long been one of Fichet-
Bauche's customers. Fichet-Bauche had a

Fichet-Bauche  was

concrete assignment: to create a leasing
product for one of its customers.

“In order to pull it off they contacted us,
and this has resulted in a highly effective
partnership that has extended far further
than simply preparing and finalising a
financing agreement.”

The partnership is now about more
than a single agreement. A training pro-
gramme in equipment leasing has been
designed for the management and sales
force at Fichet-Bauche.

“This has generated new business oppor-
tunities. 20 business proposals have been
presented so far, and the number of agree-
ments reached is very satisfactory.”
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the door to new markets

Gunnebo's history as a security company
only stretches back 10 years or so, even
though most companies in the Group have
a far longer bistory.

Nowadays, Gunnebo is a fast-growing
international security company which is
continuously seeking new business oppor-
tunities, both on large known markets
and on smaller, relatively unexplored ones.

With its acquisitions and establish-
ments of recent years, Gunnebo has taken
a step into various new markets. Large
and small acquisitions have led to promi-
nent positions on new markets.

The theme of this issue of Gunnebo
Global is new markets. We will present
some of the many markets where Gunnebo
is now an important player, while also
showing a selection of Gunnebo's broad
operations.

We will talk about pioneering installa-
tions in Miami and Moscow, about the
Asian security market and what it is like
selling security products in the Middle
East. We will take you to Africa, South
America and Eastern Europe — all of
which are exciting new markets for an

international security Group.
> > >
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Gunnebo in the USA

Gunnebo is represented in the USA through Gunnebo Security Inc. and Gateway Security Inc.
(Gunnebo Physical Security), Gunnebo Omega (Gunnebo Integrated Security) and Gunnebo

Johnson Corp. (Gunnebo Engineering).

An order has been signed in Miami to install the USA's first robotic safe deposit boxes in January
2005. This is a good reference order for future installations.

Miami leads the way for

American banks have a more
traditional view of customer service
than their European counterparts.

But Beach Bank in Miami dares to
go against the flow.

American Gunnebo Security has
installed the first two robotic safe
deposit systems in all of North
America.

With a few exceptions, the US security
market is still relatively unexplored within
the Gunnebo Group. Gunnebo Security's
installation is therefore a breakthrough in
more ways than one. It is not only the first
installation of robotic safe deposit boxes in
all of North America: It could also repre-
sent Gunnebo Physical Security's gateway
into a new market with major potential.

LARGE BANK SECTOR IN USA
“There's no doubt that the possibilities are
tremendous, as the USA has such a large
bank sector,” says Tom O'Doherty,
Managing Director of Gunnebo Security
Inc. in Miami.

“Even a small market share would mean
massive volumes, which would be a signi-

ficant addition for the whole of Gunnebo.”

Even so, the road to an American bank
automation order has not been an easy
one.

USED TO TELLER SERVICE
Automated solutions, used extensively in
Europe, have not yet found their niche in
American banks, which work in a comple-
tely different way with more tellers and
traditional opening hours.

“We've been trying to introduce the
automation concept for
several years, but the
banks have been unwil-
ling to change direction
and invest in new techno-
logy that hasn't been
tested in North America
before,” says Tom O'Do-
herty.

“I think what's needed
is a small bank like Beach
Bank, which is looking at
improved customer servi-
ce, to introduce automa-
ted solutions. Miami attracts a lot of Euro-
peans, and this is a way for Beach Bank to

“I think what's e
needed is a small
bank to introduce

automated
solutions”

Tom O'Dobherty, President of Gunnebo Secu-
rity Inc. in Canada and the USA.

US banks

give them the kind of service they're used

to at home.”

Following this first installation — two
systems of around 120 safe deposit boxes
each — Tom O'Doherty believes that more
banks will change their attitude. Many
banks like to see a first installation up and
running before they make their own inve-
stment in new technology.

WANT TO SEE IT WORKING FIRST

“Several banks are just waiting to see this

system installed and in

operation before proceed-
themselves,”  says
Tom  O'Doherty. “I
think that bank managers
are ready for changes that
will reduce costs and give
them superior customer
service.”

Moreover, Beach Bank
is already considering
more installations.

“If the system works as
intended, the bank is
planning to make a further three installa-
tions over the next two years.”
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Gunnebo Asia Pacific co-ordinates all of Gunnebo's security activities in the region.
The division's annual turnover is approximately 35 million euro.

One of Gunnebo's refitted factories was inau-
gurated in Halol, India, in 2004.

More want to invest in security in Asia

Domestic demand has replaced
exports to the USA as the main
growth motor in Asia. Productivity is
increasing and a long tradition of
saving means there is financial
scope for increased consumption.
“The Asian markets are
developing very quickly right now,”
says Gunnebo Asia Pacific's division
manager, Deepak Khetrapal.

Gunnebo's latest division, Gunnebo Asia
product-based  but
geographic, which is perhaps an indication

Pacific, is not

of how important the expanding markets
in Asia and the Pacific region are. Asia and
the Pacific area are home to around 60 per
cent of the earth's population, and a large
percentage of them live in poverty. The
region has developed rapidly over the past
25 years, despite economic crises and epi-
demics such as SARS. This development
has created an economic elite which has
earned great wealth, although individual
investors and many workers have also sha-
red in the increased prosperity.

“Poverty remains and is significant, but
it has decreased, as has illiteracy,” says

The stock exchange in Calcutta is a lively place. The economy in Asia is growing strongly and

demand for security products is steadily increasing.

Deepak Khetrapal. “For the first time a
wide range of consumer goods and services
are now within reach of millions of Asians.
Economic development is very rapid at
present.”

STRONGER WILL TO INVEST IN SECURITY
The security market in Asia is in a similar
situation to most other industries in the
region. The banks suffered heavily in the
major economic crisis of 1997, but they
are now recovering and investing to
strengthen their positions, even in terms of
security. Rapid growth in the region will
lead to a greater awareness of security risks
and an increased desire to invest in securi-
ty, both among companies and private
individuals.

Deepak Khetra-
pal, divisional
manager of Gun-
nebo Asia Pacific.

“In order to benefit from the increased
demand in Asia, we not only need compe-
titive prices but also a good insight into
customer requirements,” says Deepak

Khetrapal.

INTEGRATED SOLUTIONS GUNNEBO'S IDEA
One of Gunnebo Asia Pacific's main stra-
tegies for winning market shares on the
Asian market is to create integrated securi-
ty solutions from all the products develo-
ped within the Group, solutions that
encompass perimeter protection and
electronic security, fire safety and physical
security.

“We have very high-quality products
with international certificates, a broad
product range and globally leading
brands,” says Deepak Khetrapal. “In addi-
tion, I think Gunnebo's products within
bank automation could be a competitive
advantage for us.

“The Indian market, for instance, is
growing more and more sophisticated
with more high-security products and gre-
ater demand for automation products,
among other things. This opens up good
opportunities for us.”

11
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Two of Gunnebo's
strongest markets in
the Asia Pacific regi-
on are Indonesia and
India.

Here the Group
has modern produc-
tion facilities, and
banking is developing
rapidly. Gunnebo
also has a significant
market share in phy-
sical security.

Gunnebo Global
has spoken to two
important customers
in the region.

Gunnebo in Indonesia

Gunnebo's Indonesian subsidiary P.T. Indolok Bakti Utama has 1,100 employees, 400 of whom

work in the capital, Jakarta.

PT Indolok Bakti Utama is Indonesia's leading company in integrated security systems.

Indra Kuntoro, Managing Director of Bank Central Asia, has made sure that the bank now has
an advanced, integrated security system combining security guards and technical equipment.

Expanding electronic s

Indonesian bank security is facing
an intensive phase of development.

In the past five years, PT Indolok
Bakti Utama has delivered security
alarm systems and CCTV systems
for Bank Central Asia’'s branches
worth 1.5 million US dollars.

The deregulation of the banking sector in
Indonesia in 1988 led to a rapid expansion
of banks in the country. The economic cri-
sis of the late 1990s meant that many col-
lapsed, but between 1989 and 1993 over
100 new banks started up in Indonesia.
Bank Central Asia, BCA, is a publicly list-
ed company and Indonesia's largest priva-
tely owned/listed bank. The bank has
enjoyed rapid growth since it was first lis-
ted in 2000.

“Security is still relatively simple in most
Indonesian banks,” says Indra Kuntoro,
General Manager at Bank Central Asia.
“Many banks still rely on security guards
or police officers to monitor their bran-

ches. Some banks are fitted with security
alarm systems and CCTV, but they are
only local measures and not connected to
a central surveillance point.

“This is roughly how things were with
us prior to 1998 as well, but since then
we've worked to develop an advanced
integrated security system combining
security guards and technical equipment.”

ALARMS MORE COMMON
Bank Central Asia now has an overall secu-
rity system comprising security guards,
advanced technical equipment, a surveil-
lance centre, a management centre, patrol
units and assistance from the police and
fire authorities.

“The aim of an integrated security
system like this is, of course, to minimise
opportunities for crime,” says Indra Kun-
toro. “That's why the guards' expertise is
also particularly important.”

The technical solutions are, however,
crucial to building up a complete security



Banks in Indonesia
The bank sector in Indonesia comprises 5 state banks, 26 regional development banks, 74
private/listed banks and 31 foreign or multinational banks.
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Bank Central Asia’s head office in Jakarta,

Indonesia.

GUNNEBO GLOBAL THEME - THE NEW MARKET

The yecurity systems mean customers receive

even better service in Indonesia.

ecurity at banks

solution like BCA's. Electronic security,
including alarms and video surveillance, is
an area showing general growth in Indo-
nesia today. This is due to several factors.
Banks want to protect themselves against
robbery, and companies and banks are
taking more and more precautionary mea-
sures bearing in mind the terror attacks in
Indonesia of recent years.

CUT PERSONNEL BY HALF

Moreover, advanced technology in
electronic security systems is a secure and
effective complement to the heavy, manu-
al monitoring that is predominant in bank
security in Indonesia today.

“Our complete electronic — security
systems have enabled us to reduce the
number of security guards from 2,300 to
1,200 this year,” says Indra Kuntoro. “By
investing in advanced electronic security
system we can streamline the operation
and protect our personnel better.”

This trend in Indonesia has led to close

collaborations with several new customers
for PT Indolok Bakti Utama, including
BCA, as a leading bank. Since 2000, Indo-
lok Bakti Utama has worked to improve
and upgrade electronic security at the
bank's branches across the whole of Indo-
nesia.

“To date we've installed security alarm
systems at 400 branches,” explains Vin-
centius Liong, Project Manager for Gun-
nebo's Indonesian subsidiary. “And start-
ing last year we made progress with digital
CCTV systems at 100 bank branches.
This year we've equipped another 100
bank branches with CCTV, and during
2005 another 130 bank branches will be
equipped.”

NEW SURVEILLANCE CENTRE
The security alarm systems and digital
CCTV at the various branches are con-
nected to a round the clock security moni-
toring centre (SMC) in Jakarta. The
central station was also built by Indolok

Bakti Utama, and next year the service will
be expanded with another surveillance
centre in Surabaya region. One very
important part of the technical solution
for monitoring the alarms is the high
demands placed on the reliabilicy and
redundancy of the system. If the security
alarm system at one of the branches were
to signal problems, there are secure alter-
natives in place, using advanced wireless
Radio IntelliNet network, for transferring
alarm signals and data electronically to the
alarm centre. Therefore, it is not possible
to cut the cables and turn the alarm off by
any intruder, and this type of solution is
important in a country where logistics
constitute a complicating factor.

“For our part, in the future we'll need
even more technology that can safeguard
security, even from long distances,” says
Indra Kuntoro. “Within a few years, BCA
plans to be able to monitor bank branches
in six major cities in Indonesia — that's
equivalent to 500 branches, and around
80-85 per cent of our business.”

SIGHTS SET ON OIL AND GAS INDUSTRY
More and more banks and other compa-
nies in Indonesia are thinking along the
same lines. Vincentius Liong thinks there
is a massive potential market in Indonesia,
particularly in electronic security. The
development here is still in its infancy, and
Indolok Bakti Utama is working on a
number of interesting projects that could
become major orders.

“We're not only working with banks
but also several other markets,” he says,
“such as the oil and gas industry, mining
and other large corporations.

“The security market has changed dra-
matically in Indonesia after the terrible
bombing events in Bali and Jakarta. We've
received far more inquiries regarding
CCTV equipment, and products such as
metal and explosive detectors, bullet resi-
stant glass doors and windows and bomb
blast security window films.”
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