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D ea r Reade r
THIS EDITION OF GUNNEBO GLOBAL provides plenty of evidence that Gunnebo is a global player in the security industry. As you can read, Gunnebo has taken on the delivery of
safes to every European Commission office in the world.
This means delivering and installing safes and training and
install safes and train personnel in 133 countries!
BAHRAIN MAY BECOME THE FIRST country in the world

whose citizens can pass the country’s border without presenting a passport to an immigration officer. The immigration clearance will be done at Gunnebo’s automated
immigration control gate, “ImmSec”. Bahrain is now testing four such gates. If successful in tests, these gates will be
installed at every point of immigration in Bahrain.
THIS MAGAZINE IS a tribute to all our partners (agents

and distributors) who represent Gunnebo in all countries
where we don’t have our own Customer Centre. And
that is well over 100 countries! Our partners are truly
“Gunnebo minded” and “passionate” about Gunnebo and
our security solutions. The partnership is normally long,
often lasting for life.
GUNNEBO’S CUSTOMER CENTRES around the Indian
Ocean, which we internally call RIOR (Region Indian
Ocean Rim), have had outstanding growth in the last two
years and a positive development in all respects. On pages
pages 4–13, you can read about some of the business that
Gunnebo has recently done in this expansive region.
AFTER THE COMPLETION of the merger of 40 Gunnebo

acquisitions into what we call “Gunnebo
One Company” I will step down as CEO
at the beginning of next year. It has been
very rewarding to see how people and a
business have grown and matured when
going from “small and independent”
to “great and integrated”. There is
still much more to be done, and my
successor Per Borgvall will get an
exciting company to grow and
cultivate. I wish you all well!
Pleasant reading!
Göran Gezelius
President and CEO
Gunnebo AB
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Bahrain offers all citizens biometric ID control
Gunnebo’s previous installations of
ImmSec – the company’s unique
system for highly secure automated
immigration control – in the UK and
Japan were decisive when Gunnebo
won the contract to supply Bahrain
International Airport with the
ImmSec solution.

ImmSec is a highly secure and efficient
control system that lets only one person
through the gate at a time. The initial
order for Bahrain encompasses four pilot
installations where ImmSec is
integrated with smart ID card
readers, fingerprint scanners, two LCD monitors
and TDAR, Gunnebo’s
unique system for single
person and left items detection.
Bahrain has recently introduced Smart
Card Identification to improve service for
the country’s citizens. Electronic information about each citizen is stored in a central
database. The decision to equip Bahrain
International Airport with electronic pass-

port control is part of this initiative. This
means that Bahrain could be one of the
first countries to allow its citizens to travel
into and out of the country with automated, biometric ID control.
“We believe that ImmSec has considerable potential at all types of entrance and
exit points that need to combine large
flows of people with a high level of security, such as immigration control stations,”
says Göran Gezelius, President and CEO
of Gunnebo AB.
Biometric identification requires ID
documents to be pre-programmed, but in
return waiting times at passport controls,
for example, are far shorter for people with
biometric travel documents.
Administration for the order for Bahrain
International Airport has been handled
by the newly established Customer Centre West Asia, in close collaboration with
Competence Centre Entrance Control.
Installation of the four pilot systems
began in September. Future orders are
anticipated as the airport will be undergoing expansion in the near future. K

New Gunnebo President appointed
Per Borgvall has been appointed
the new President and CEO of
Gunnebo AB.
Borgvall currently holds the
same position at the public listed
company Fagerhult Lighting, and
will take up his new post in spring
2009. Until then Göran Gezelius
will remain President.

If Gunnebo’s time under Bjarne Holmqvist was characterised by acquisitions,
Göran Gezelius has successfully implemented the Gunnebo One Company integration process. However, Per Borgvall
will be taking over the helm as the Group
now enters the next strategic phase, with
the focus on market orientation.
Borgvall is 50 and has spent the past
four years successfully implementing a farreaching growth strategy and considerable
internationalisation at Fagerhult Lighting.
Borgvall’s career to date includes senior
positions in British industrial corporation
IMI Plc. He has also been President of

New President and CEO of Gunnebo
Per Borgvall.

Tour & Andersson AB.
“Per Borgvall’s outstanding leadership
qualities and extensive international background make him the natural choice of
successor,” says Martin Svalstedt, Chairman of the Board of Gunnebo AB.
A more detailed profile of Gunnebo’s
new President will appear in the next issue
of Gunnebo Global. K

The headquarters of the European Commission in Brussels.

European Commission orders
Secure Storage solutions for
6.7 million euro
Gunnebo has signed an agreement
with the European Commission for
the supply of more than 1,000 safes
to be delivered and installed at all
its entities. The order is worth 6.7
million euro.

The European Commission is the executing organ within the European Union.
Based in Brussels, Belgium, the European Commission has entities in a further 133 countries worldwide. A decision
was taken that all European Commission
offices needed to be equipped with efficient solutions for secure storage. All in
all, Gunnebo will install 1,077 safes of five
different ranges to the entities.
“Gunnebo’s capabilities include not
only offering an extensive range of safes,
but also our international presence was an
important factor in winning this order.
We are not only responsible for delivering
the safes, but also for installation, fixation
to the floors and training of the users at
each facility,” says Robert Hall, General
Manager for Competence Centre Secure
Storage.
All safes will be produced by Gunnebo,
either at the facilities in Bazancourt,
France, or in Mora, Sweden.
Delivery and installation started in September 2008, and will continue for the
next 18 months. Deliveries and installation work at all 137 entities will be carried
out by a Gunnebo European installation
team. K
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RIOR’s opening new
doors for Gunnebo
RIOR stands for Region Indian
Ocean Rim. Just a few years ago the
region encompassed six countries
around the Indian Ocean: Australia,
Indonesia, Malaysia, Singapore,
South Africa and India.
Today it spans nine time zones
and includes more than 100
countries in Africa, the Middle
East, Asia and Oceania – countries
with different cultures and forms
of government, and very much
in different stages of economic
development.
The security market also differs
vastly in each country in the region,
but they all have one thing in
common:
They are all in the part of the
world where future growth potential
is greatest. This opens up some
exciting opportunities for the future.
Gunnebo now has Customer
Centres in seven countries in the
region, as well as agents and
distributors in a further 44 – and
that number is steadily rising.

William Mouat, General Manager for RIOR.
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“Next we are planning expansion
in Laos, Bhutan, Bangladesh and
Pakistan, as well as the former
Portuguese colonies of West Africa.
Looking further ahead, nations such
as Iran, Libya and Turkey, will also
be of interest,” says William Mouat,
General Manager for RIOR.

t H E M E – RIOR & agents • • •

Great views for
immediate growth
“There is tremendous potential. The
region around the Indian Ocean
(RIOR) is one of the world’s regions
that has the greatest economic
growth, and each country presents
its own challenges. The oil-based
monarchies of the Middle East open
up colossal opportunities,” says
William Mouat, General Manager for
RIOR, Gunnebo’s largest region by
surface area.

Mouat personally is based in Singapore,
the base of one of the region’s Customer

Centres. The others are in Australia, Indonesia, India, South Africa and Dubai.
Gunnebo also has a 30 per cent holding
in the Customer Centre and production
plant in Malaysia, as well as agents and representatives in a further 44 countries – and
counting. Gunnebo currently has almost
1,500 employees in RIOR.
The largest markets at the moment are
West Asia, India and South Africa. Along
with Indonesia and Singapore, West Asia
and India are also the fastest growing.
Other areas of interest are the nations of
Indochina: Cambodia, Laos, China and

in particular Vietnam, which is currently
making several economic reforms.
“Economic growth in our fastest growing markets is so strong that they are well
placed to avoid the current problems in the
global economy,” says Mouat.
A 10 per cent increase

The types of products that are in demand
vary from market to market, but generally
speaking Gunnebo is strongest in secure
storage products and solutions for the bank
sector.
“Both Chubbsafes and Fichet-Bauche
are very well-known brands in the region.
We can also offer top-quality solutions for
entrance control and outdoor perimeter
protection,” Mouat explains.
Gunnebo’s largest installation at the
moment comprises a raft of solutions for
external protection at the QIPCO Tower in
Doha. The 200-metre-high tower recently
erected among the other spectacular buildings in West Bay, the ultra-modern commercial and residential area of the Qatari
capital, contains 800,000 square metres
of office space over 52 floors. (Read more
about this project on page 10.)
Mouat expects sales in RIOR to increase
by more than 10 per cent in 2009, primarily thanks to a higher proportion of integrated security solutions.
“Gunnebo has security solutions to meet
all needs, as well as in-depth knowledge of
the optimum solution in each individual
case. Our greatest challenge lies in getting
that message across,” William Mouat concludes. K

The coloured areas shows the countries in RIOR
where Gunnebo at present is active. There is
one Customer Centre in every area, except in
China where Gunnebo works through agents
and representatives.
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South Africa – the fastest growing market
RIOR West:
The western part of the region
encompasses around 75 countries
in Africa, the Middle East and West
Asia, with a population of approximately 1.2 billion and population
growth of 2.2 per cent. The area
includes industrialised nations like
Cyprus, Israel, Morocco, South
Africa, Tunisia and Turkey, wealthy
oil monarchies and the countries
south of the Sahara with extremely
low GDP.

The market for security products has risen
by an average of 12 per cent in the area,
but is still considerably smaller than in
the rest of the world. Last year the average
inhabitant spent seven dollars on security
products. Having said that, there are considerable variations.
Several nations are currently spending
billions on new security systems at airports,
embassies, tourist centres and other highrisk installations following the ever-present
threat of terrorist attack.

Dubai is one of the most interesting and fast-growing markets for security products in RIOR West.

South Africa growing fastest

South Africa, one of Africa’s most industrialised nations, is the second largest market
for security products in the area, and the
fastest growing. One of the main reasons
why demand has more than doubled in
recent years is the high level of criminality in the country. South Africa, where a
quarter of the working-age population are
unemployed and many heads of family die
of AIDS, is top of the list for violent crime
globally.
The use of CCTV systems is quickly
spreading from airports, banks and casinos to garages, hospitals, hotels, mines
and shopping centres. Figures show that
criminality in Johannesburg’s shopping
district has halved since the installation of
hundreds of CCTV systems.
Construction boom in oil nations

The area’s only OECD member Turkey
is also one of the world’s fastest growing
6

markets for security products, with annual
growth approaching 12 per cent. But the
largest market is still Israel, where security
has been a fundamental principle since it
became a nation in the late 1940s, and
demand has doubled in recent years.
Other highly interesting and fastgrowing markets for security products
are Iran, Kuwait, Qatar, Saudi Arabia,
Dubai and the UAE. A fair proportion of
these nations’ oil billions are invested in
the ongoing construction boom, which
includes many extremely large projects.
The greatest increase is predicted in electronic security products such as entrance
control, CCTV and EAS systems. However, demand for more basic products such as
alarms and mechanical security is expected
to remain higher here than in other parts
of the world. K

FACTS – RIOR West
(Africa, Middle East, West Asia)
DEMAND FOR SECURITY
PRODUCTS:
K Demand 2007: 4 billion dollars
K Forecast growth 2008-2012:
+9.2% a year
K Forecast 2012: 6.2 billion dollars
PRODUCTION OF SECURITY
PRODUCTS:
K 2007: 2.6 billion dollars
K Forecast 2008-2012: +8.8%.
K 2012: 4 billion dollars
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A quarter of the world market
RIOR East:
RIOR East encompasses Asia and
Oceania and a large number of
countries in various stages of
political and economic development:
successful industrialised nations
such as Australia, Hong Kong,
Japan, New Zealand and Singapore;
developing countries like
Bangladesh, Bhutan and Nepal; and
the super-growth nations of China
and India.

The area is the world’s largest manufacturer of security equipment, with production worth 21.7 billion dollars last
year. Three-quarters of this is produced
in China and Japan.
When it comes to demand for security
products, the area is third worldwide.
Last year sales of security products in the
area totalled 15.7 billion dollars. That
equates to a quarter of the world market. Demand is expected to increase by
just over 9 per cent in the next few years.
Entrance control, CCTV and EAS systems are growing fastest.

in India are installing security systems of
the kind used in more developed countries,
and India is also investing heavily in developing security-intensive infrastructure
such as energy and transport.
Advanced security systems

In Malaysia, Singapore, Thailand and Vietnam demand has risen by more than 10 per
cent annually in recent years, in most cases
from a very low level. In most cases growth
is expected to continue at about average.
The same is true of South Korea, which is
the third largest market for security products in the area.
Slower growth is predicted in Japan
and in Australia, one of the most security-intensive nations in the area. In both
cases an increase is expected in biometric
entrance control systems and intelligent
ID cards. Australia’s first system for electronic immigration control was installed
last autumn in Brisbane, and further airports are following suit. K

FACTS – RIOR East
DEMAND FOR SECURITY
PRODUCTS:
K Demand 2007:
15.7 billion dollars
K Forecast 2008-2012:
+9.6% a year
K Forecast 2012:
24.7 billion dollars
PRODUCTION OF SECURITY
PRODUCTS:
K Production 2007:
21.7 billion dollars
K Forecast: 2008-2012:
+9.7% a year
K Forecast 2012:
34.4 billion dollars

Hong Kong is one of the most security-intensive
markets in RIOR, reflecting the area’s position
as a major centre of commerce and trade.

China and India growing most

Japan is the world’s second largest market for security products, after the USA.
However the world’s fastest growing market, China, is hot on their heels and is
expected to surpass Japan in the years to
come. Demand for security products has
doubled in China in the last five years, and
is expected to continue rising by around 13
per cent a year.
In India the security product market is
growing almost as rapidly but from a far
lower level, partly due to the national tradition of manual guarding.
However, the rising number of multinational companies now setting up business

The articles are based on reports from The Freedonia Group, an international business research
company.
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Evolve and Gunnebo
develop cash management
solutions for South Africa
British-based cash-management company Evolve has been present on the
South African market for five years. However, it was clear from the start
that European solutions needed further development for use in South Africa.

“Evolve have an excellent system to count
and secure cash at store till level, but we
needed to find a partner to help us develop
the concept, especially in the area of security,” says Arno von Helden, Country Manager for Evolve in South Africa. “We were
evaluating a number of partners but none
of them had the appetite, interest or vision
of Gunnebo. Gunnebo understood the
importance and the potential of Evolve’s
product and its market and this made it a
great fit from the start.”
Evolve and Gunnebo began working
together in 2005 through a common customer: First National Bank.
“The most important part was Gunnebo’s
eagerness to develop a good solution. It
was not about money, the approach was
more “let’s do it until we get the perfect
solution”. Personally, this was a breath of
fresh air – to find a partner in the true sense
of the word, is quite rare.”
increase in crime

In South Africa, as in most markets in
the world, the amount of cash in circulation is increasing year-to-year and so
are cash-related crimes and robberies. In
South Africa especially, these crimes can
be very violent. Evolve Corporation’s mission is to deliver a solution that makes the

environment safer and more efficient for
both employees and customers in the retail
trade. “We simply want to make sure that
what is inside the store can be counted and
secured in the most efficient way possible,
and protect the staff and the cash,” says
Arno von Helden.
MEUR 90 TO DATE

Gunnebo and Evolve have designed a safe
that incorporated Evolve’s cash reading
technology with Gunnebo’s safe technology including a number of custom design
features enabling the product to become
the first Intelligent Category rated safe in
South Africa. The product was launched a
year ago, and in the past 12 months over 1
billion Rand (some 90 MEUR) has passed
through the systems.
How would you describe Gunnebo as a
Group?
“I see Gunnebo as a leader in security
worldwide. It is a forward-thinking company with integrity and commitment to
producing the very best products for its
customers and partners. These are very
important factors which are not always easily found in business today,” states Arno
von Helden. K

The safe that Gunnebo has designed
for Evolve is the first Intelligent
Category rated safe in South Africa.

African distributors on study visit to Indonesia
When Gunnebo South Africa organised
a conference for its central and southern
African distributors, the choice of location
was Jakarta. This is because the majority
of the distributors buy products from PT
Chubb Safes in Indonesia. The conference
was therefore the ideal opportunity for the
8

delegates to see production at first hand
and discuss new solutions face to face with
Chubb Safes personnel. As well as a factory
visit there was also a seminar and product
demonstrations, along with a visit to the
Taman Mini Indonesia Indah park.
“The aim was to give distributors a chance

to exchange experiences while also familiarising themselves more closely with Gunnebo and our offering – and I think we succeeded,” says Robert Hermans, Country
Manager Gunnebo South Africa. K
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Standard Bank and Gunnebo
secure branches throughout Africa

Facts – Standard Bank
of South Africa Ltd
K Established in 1862.
K In 1962 a subsidiary company was
formed to carry on business in South
Africa and South West Africa (now
Namibia).
K Listed on the Johannesburg
Stock Exchange in 1970.
K Standard bank now has operations
in18 African countries including Angola,
Botswana, Ghana, Kenya, Malawi,
Mozambique, Nigeria, Swaziland,
Uganda, Zaire, Zambia and Zimbabwe.
The bank also has operations in 20 territories outside Africa including Argentina,
Brazil, Hong Kong, Isle of Man, Jersey,
Russia, Turkey and the UK.
K All in all, the bank has 709 branches
in South Africa and 306 in the rest of
Africa.

The head office of Standard Bank is located at Simmonds Street, Johannesburg. The bank aims to become number
one in Africa. Gunnebo delivers products for physical security to their branches all over the continent

Standard Bank is one of South
Africa’s four largest banks with
operations in a further 18 African
nations and 20 countries outside
Africa. The bank has a clear
strategy to continue its growth
on the African continent and
other emerging markets through
acquisitions and establishments. The
aim is to become the number one
bank in the African continent.

Since all countries in Africa are still very
much cash-based societies, the needs of
banks are very high with the customer base
expanding day by day. And since cash is in
itself a target for crime, cash handling and
secure storage are some of the highest priority issues for banks, whether regarding
existing branches or the establishment of
new ones.
“As a common base, we have a security policy in place for our operations in
Africa, which focuses on physical security
and software security,” says Tony van den
Heuvel, Premises Manager Africa.
Among other things, the policy states

what equipment should be used. Standards
in South Africa are ahead of other African
markets for two reasons: the infrastructure
for more advanced solutions is in place,
and the ‘bad guys’ are farther advanced
here.
A 40-YEAR RELATIONSHIP

“The policy has been developed out of reallife experiences, and is used as a minimum
requirement. Some countries require higher security, such as Botswana, in which case
we make add-ons to our policy.”
Today Gunnebo supplies vaults, vault
doors, record room doors, security locks,
bullet-resistant doors and ATM service
doors to Standard Bank’s branches all
over Africa. Gunnebo is a preferred supplier and by far the biggest supplier when
it comes to physical security, but is not the
only supplier.
“Our philosophy is that installation and
service should be done locally by locals,
but it is difficult to manage sometimes,”
says Tony van den Heuvel. “The more
sophisticated the solutions, the more
sophisticated the required maintenance.

Also here, Gunnebo can sometimes help
us through partners, which is something
we value highly.
“The relationship between Gunnebo
and Standard bank dates back at least 40
years or so, and over the years Gunnebo
has delivered the right equipment at the
right time. This is the main reason we
chose Gunnebo as a preferred supplier also
for activities in other African countries.”
MORE RISKS TODAY

The main challenge for expansion on the
African banking market going forward is
to find the right premises for establishment. Sometimes it can take years just to
find the right owner for the premises. In 10
years’ time, Tony van den Heuvel believes
that Africa will have opened up more to
the outside world and to new technologies,
which in turn will bring more risks.
“Take Uganda for example. Ten years
ago, Uganda was a 100 per cent cash-based
society. The implementation of cheques
and credit cards has simultaneously opened
up a new arena for crime.” K
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Security top priority
for ‘The Tornado’
One of many ongoing impressive
construction projects in Doha, Qatar
is QIPCO tower, also known as ‘The
Tornado Tower’ due to its iconic
structure inspired by the symmetry
of the swirling desert tornado.
What differentiates this massive,

52-storey, 210-metre-high building
project from other impressive
equivalents in the neighbourhood is
its focus on security.

“Since this building will be leased to major
international companies, security has been

one of the top priorities from the start,”
says Ahmed Bayomi, civil engineer at the
construction company Six construct/Midmac.
IMPRESSIVE LIGHTING

The construction project began in 2005,
and will be ready for delivery to the client
in November 2008. The tower will stand
as a new landmark on the skyline of Doha
– particularly at night – with its 540 light
fixtures and over 35,000 lighting combinations.
All in all, the tower will offer over 58,000
square metres of high quality commercial
offices to let, and parking for 1,700 cars
and 16 high-speed elevators. Translated
to security terms, this means high flows
of goods, vehicles and people that need
to be controlled in a secure and efficient
way. Since Gunnebo West Asia has many
similar reference projects already installed
in Doha, Six construct/Midmac turned to
Gunnebo for support. In the end Gunnebo
will be responsible for access and entrance
control in terms of SpeedGates inside the
building and road blockers, static and
hydraulic bollards and boombarriers on
the outside.
GOOD RELATIONSHIP

“The co-operation with Gunnebo has
gone very smoothly. Gunnebo is one of
the best subcontractors in this project. We
get all the information we need, support in
resolving technical issues, and agreed deliveries arrive on site in time,” says Ahmed
Bayomi. K

High security has the highest priority in the
new tower in Doha, Qatar, according to
Ahmed Bayomi. Therefore Gunnebo has been
chosen to take care of access to the spectacular
building.
10
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Partnership crucial on a booming market
For the past five years, a large
proportion of all construction
cranes in the world have been
based in the Emirates and Qatar.
Massive buildings still literally rise
as mushrooms from the earth, one
more impressive than the other.

The majority of these buildings will host
offices for multinational companies that
require a security level where entrance control of all people passing in and out of the
building every day is standard.
“In order to get Gunnebo’s products
specified on the drawing board in the early
stages, it is therefore very important for us
to have good co-operation with specifiers
and developers. Therefore, in 2003 we
started working with Qatar-based Capital Technology, a co-operation that has
resulted in a large number of prestigious
installations,” says Jacob Touma, General
Manager Gunnebo West Asia, based in the
UAE.
Together with Capital Technology,
Gunnebo has equipped a great number of

installations in Qatar, from sports arenas
to financial institutions, with entrance
control solutions.
DELIVERS ON TIME

“Over the past year, we have noticed that
Gunnebo’s solutions for entrance control
are being specified in the drawings already
from the start, which is of course a rewarding outcome,” says Awwab Obaidullah,
Sales Manager at Capital Technology.
Two determining factors for success are
quality and on-time deliveries. Massive
construction projects can take anything
from five months to six years from start to
finalisation.

Jacob Touma (left) and Awwab Obaidullah are pleased with the development of the
business.

A RELIABLE PARTNER

“No matter the construction schedule,
one thing is for certain: the day we get our
drawings approved we’ll have to deliver
promptly. With Gunnebo we have developed a team that will ensure this, involving the factories, Gunnebo’s regional sales
organisation and ourselves at Capital
Technology delivering the right products

on time,” says Awwab Obaidullah. “In
Gunnebo we have found a partner with
high technical knowledge and high-end
solutions that make it possible to be part of
the most prestigious construction projects
here in Qatar.” K

West Asia is one of the most expansive regions in the world. The new buildings, which will host international companies, demand a high security
level. Gunnebo has already installed entrance control in many of them, often in collaboration with Capital Technology.
11
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Qatar is part of RIOR, one of the most expansive regions in the world, which means Gunnebo’s products are increasingly in demand – including its
electronic safe deposit locker system.

Safe deposit lockers
an expanding business
in the Middle East
Gunnebo’s unique solution for
automated safe deposit lockers –
the electronic SafeStore Auto – is on
the rise in the Middle East. To date,
12 units have been installed in the
UAE and Qatar alone, and interest in
the solution is increasing.

“I learned about this solution when I was
working as senior manager of administration and properties for Doha bank Qatar
back in 2002. When I decided to start up
my own business, I decided I should market
unique solutions. In mid-2004 I purchased
49 per cent of an existing company called
Saneem Trading & Import Co., in which
SafeStore Auto was one of the products
in the company portfolio,” says AbdullNaser A. Dawoud, Managing Director of
Saneem Trading & Import, distributor of
SafeStore Auto in Qatar.
Four years later, six units have been
installed for Doha bank, a bank whose
chairman, Sheik Fahad Bin Moh’d Bin
Ja’bor AlThani, has a very futuristic vision
12

where the Doha bank should be a leader
within banking technology and give stateof-the art service to its customers.
FOR MEN AND WOMEN

“We have chosen to target the SafeStore
Auto solution towards two customer segments: ladies and businessmen. Ladies
because they tend to keep their jewellery,
and businessmen because they need secure
storage for important documents. A common denominator for both is that 24/7
access is required,” says AbdullNaser A.
Dawoud.
“SafeStore Auto is the perfect solution
for both target groups since all installations
are centrally located and available 24/7. At
the same time, the system very much supports Doha bank’s overall mission – to be
one of the leading banks in technology and
level of customer service.”
For Doha bank, Gunnebo has also
developed a customised solution for central administration of the six installed
units, where the software SafeNet allows

central management and administration of
all systems installed.
BRIGHT FUTURE

“Banking is a business that has been developing strongly in recent years in this region,
and this is a development we foresee continuing for some years to come,” says Jacob
Touma, General Manager Gunnebo West
Asia. “In this region, banks are very open
to new solutions as long as they add value
for all parties concerned, which is the case
for SafeStore Auto, as it not only adds
value by offering unique 24/7 service but
also turns a bank’s non-profit SDL business into a profitable one. Therefore we
see a bright future ahead for solutions like
SafeStore Auto!” K

AbdullNaser A. Dawoud sees a bright future
for the SafeStore Auto in the Middle East.
Twelve units have already been installed.
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Pawnshop that puts
security first
The high quality and security
offered by Gunnebo’s products
were deciding factors when Villarica
Pawnshop of the Philippines chose
vault doors from Chubbsafes. The
company ordered 20 vault doors
earlier this year.
“I now feel the pawnshops are well
secured,” says Henry R. Villarica,
president of Villarica Pawnshop.

There is quite a proliferation of pawnshops
in the Philippines. The Philippines was
one of the hardest hit by the financial meltdown in Asia in the latter part of the 1990s.
This is one reason why the pawnshop business has grown during the last few years.
According to the national industry
organisation CPPI, there are 5,931 head
offices with 6,177 branches operating in
the pawnbroking sector all over the country. Villarica Pawnshop is one of the Philippines’ largest pawnshops with more than
328 branches.
“The company started up back in 1954
in Manila,” says Henry R. Villarica, “and
we’re growing steadily. By the end of this
year we expect to have more than 360
branches in the Philippines.”
Valuable safes a must

It was at the CPPI (Chamber of Pawnbrokers of the Philippines, Inc.) convention
in 2003 that Henry R. Villarica first came
into contact with Chubbsafes. There was
a demonstration showing how Chubbsafes
doors and vaults can withstand physical
attack from sledgehammers, drills and oxyacetylene. The product demonstration was
held by SBMC, Solid Business Machines,
Gunnebo’s authorised Chubbsafes dealer
in the Philipines.
only chubbsafes in the future

“I got the impression that Chubbsafes had
security products of high quality.”
Villarica Pawnshop has now bought a total
of 40 vault doors from Chubbsafes, 20 of
them this year.
“Chubbsafes’ vault doors are more
expensive than local alternatives, but the
Chubbsafes products give me peace of
mind and a sense of security. I’m very
pleased with the products which I believe
live up to our wishes and requirements. In
the future we plan to source all vault doors
from Chubbsafes,” Henry R. Villarica concludes. K

Facts – Gunnebo Group
vaults and vault doors
Gunnebo has a complete range of
vault doors and pre-fabricated vaults.
Both the doors and the vaults are
tested and approved to international
standards and meet extremely high
security requirements (Grade V-XII).
Gunnebo’s Secure Storage products
are marketed under the Chubbsafes,
Rosengrens and Fichet-Bauche brand
names. In addition to vaults and vault
doors there are also safes, deposit
lockers, document cabinets, highsecurity safes and data media safes
under the three brand names.

A wide variety of different valuables can
be pawned at Villarica Pawnshop, including jewellery, watches, home electronics
and even gold. This places high demands
on security, and the security aspect is
something Henry R. Villarica emphasises
strongly in the choice of vault doors.
“We need vaults where we can store our
customers’ valuables safely. That’s why
the vault doors must also be high quality
to ensure they can withstand burglary,”
Henry R. Villarica explains.

Pawning items is a common practice in the
Philippines. Villarica Pawnshop, for instance,
has more than 360 branches there.
13
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Doing business in the Pacific islands calls for patience – and a lot of travelling. Neil Duncan has been dealing in security products for over 20 years.

The Islands
of Opportunity
Neil Duncan has been travelling the route through the Pacific Islands for
nearly 20 years. The specific circumstances in the area have taught him to
understand things from the customer’s perspective.
“The Pacific Islands are blessed with many natural, cultural and climatic
advantages, but trading there has its own sets of challenges,” says Neil
Duncan.

Having joined Chubb NZ Ltd in 1980
working in the Lock & Safe Division in
Wellington, Neil became involved in
export to the islands in 1990 when the
then export representative moved back
to work for Chubb Australia. Chubb had
been approached by a firm of Architects
based in Apia, Samoa who had been tasked
with designing a new Central Bank. They
were after a “one stop shop” security products and service provider that could offer
advice on security design and then supply
and install all the appropriate equipment.
This for Neil was a bit of a “baptism of fire”
as he had never travelled, let alone worked
in this part of the world. From early on in
14

this project it became evident due to the
environment that the security needs of a
Central Bank in the Pacific Islands would
be far more focused on heavy duty physical
protection, and there were a whole heap
of logistical issues to cope with that would
not be experienced in meeting the security
needs of a similar bank in New Zealand
or Australia.
Own model

Fortunately the project was a success for all
parties, partly due to working alongside a
very supportive Fletcher Construction, the
main contractor and some very competent
New Zealand and Australian based sub-

contractors. Anti lance grade Vault Doors
were installed alongside a massive cyclone
resistant Truck Dock Door, large enough
to cope with semi trailer trucks loaded with
shipping containers. From there Neil continued to work through the Pacific Islands
specialising in supporting the various Government Departments and working with
the local and Australian owned banks.
The Bank of Hawaii entered the financial services market from a zero presence
in the Pacific Islands, starting in Fiji and
then expanding to other countries in its
own right, or with joint venture arrangements. Neil developed a “model” with the
then banking architectural division based
in Honolulu where each branch was kitted
out with an Instavault, Safe Deposit Lockers, Cash Cabinets, Safes, Fire Resistant
Cabinets etc.
things can change quickly

When the banking industry in New Zealand went through a major branch downsize in the mid 90s the challenge became
what to do with all the second hand Safes
and Fire Resistant Cabinets which had been
made redundant. Neil negotiated with the
Government of Vanuatu who were at the
time initiating a Government Department
risk assessment programme and as a result,
many hundreds of redundant products
from the New Zealand banks were installed
in these buildings to protect cash,
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valuables and essential records.
“The Pacific Islands are blessed with
many natural, cultural and climatic advantages, but trading there has its own sets
of challenges where one always needs to
be aware of political and financial issues.
It’s all about developing and supporting
long term relationships and endeavouring
to understand things from the customer’s
perspective,” says Neil Duncan.
need of physical security

“Where in New Zealand or Australia a bank
would factor into their security plan a likely response from a security guard in a short
period of time should there be a problem,
in many of these Pacific Island locations
there is no such credible service available.
That be the case, far more emphasis needs
to be placed on adequate physical security
being the first line of defence. When fires
occur in commercial buildings they often
burn to the ground and they and the contents become a total loss. This places far
more emphasis on organisations to build
fire resistant vaults and seriously evaluate
what is done to protect critical paper and
computer records.”
the product stood the test

A real testament to investing in good physical security is evidenced in this photograph of an Instavault which was installed
in a commercial enterprise in Honiara,
Solomon Islands. When the recent riots
occurred, the building was torched and
substantially destroyed.
“Fortunately for the client, all the cash
and records were saved. An excellent result
for the client and very satisfying for us
knowing that the product stood the ultimate test,” says Neil Duncan.
Neil looks forward to the new relationship with Gunnebo and believes
that accepting the trading difficulties the
islands continue to offer, there are still
good opportunities for the future.
“It’s great to be working for a company
with great products, a solid foundation
and a well respected range of internationally accepted brands.” K

In Perth in Western Australia, Askwith Safe Company an agent for Gunnebo.

Successful agent
in Western Australia
In a country as vast as Australia,
Gunnebo depends on partnerships
with quality agents. Their mission:
to effectively represent the Secure
Storage solutions to customers.
A growing co-operation with the
Askwith Safe Company has been a
success formula in the western part
of the country.

Founded in 1997 by brothers Peter and
Richard Askwith and located in the city
of Perth, Western Australia, the Askwith
Safe Company quickly became one of the
premium resellers of Safe, Data Protection and Vault products in that territory.
Over the years the business partnership
between the Askwith Safe Company and
Gunnebo Australia has grown considerably. In 2006 the Askwith Safe Company
became the Sole Distributor of Chubbsafes
and SecureLine branded products for the
territory of Western Australia.
Growing fast

To assist the customers in Western Australia, Gunnebo has established a bulk
order plan for Askwith. This allows them
to access container loads of Chubbsafes
and SecureLine products directly from
Gunnebo’s factories to their storage facil-

ity in Western Australia. This initiative has
allowed Gunnebo to grow substantial sales
in the Western Australia region and pass
on considerable savings to the end users
by reducing added freight and transport
costs.
largest showroom

Askwith Safe Company now have the largest showroom and most comprehensive
range of Gunnebo Chubbsafes and SecureLine products in Western Australia. Their
customer base encompasses Government
Departments, Defence Facilities, Corporate Companies, Mining Companies, Safe
Security and Fire Security Resellers, just to
mention a few.
gunnebo a key factor for success

Askwith has a team of eight dedicated
staff members, covering all areas of Sales,
Administration, Technical Service Assistance and Logistical Operations. Both
Peter and Richard agree that “being associated with the strength of a Global Company such as Gunnebo and aligning their
business with Quality Brand names like
Chubbsafes, has been a key factor in establishing the Askwith Safe Company, as the
leader in Safe, Vault and Data Protection
product sales in Western Australia”. K
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With tradition and innovation
Devauze focuses on the customer
The company Devauze of Marseille
has been an agent for FichetBauche safes for more than 35
years. Devauze, which has been
part of the Point Fort Fichet network
from the beginning, has gradually
developed into one of its most
important players.

The story began in 1976 when Jean-Paul
Risterucci found a job as a warehouse
worker at the parent company Fichet. He
was quickly promoted to marketing man,
and in 1987 he became area manager for
Point Fort Fichet in Alpes-Maritimes and
Corsica. The following year he was in
charge of the entire Provence-Alpes-Côted’Azur region. Four years later he realised
his dream of running his own business by
acquiring Devauze in Marseilles.
The market is growing, the brand is well
established, the products are high quality
and – most importantly of all – Jean-Paul
and Fichet have an excellent working relationship. A lot of trust has been built up
in 16 years of working together. For JeanPaul, it’s also about upholding a tradition.
Both his father and his grandfather were
locksmiths.
taking care of customers

Jean-Paul Risterucci will soon be one of
the most important figures in the company. According to Jean-Paul, the secret
is always to take care of customers. They
place high demands on both service and

product quality, and expect a
supplier who is dynamic and
accessible.
The Devauze company is a
success. Jean-Paul, like his customers, is very particular about
suppliers fulfilling his requirements. Professional suppliers are the very basis for
satisfied customers, and partners such as
Gunnebo are continuously inspected with
regard to success factors such as quality,
efficiency, receptiveness and innovation, as
well as training, support and marketing.
For Jean-Paul’s son, Nicolas, it felt only
natural to start working with his father after
his studies at Euromed Marseille School of
Management.
“I’ve always been fascinated by the profession that’s my family legacy. Working to
improve security for both property and people is highly rewarding in many ways,” says
Nicolas, who is now an authorised FichetBauche dealer and Internet specialist.
Innovation and tradition

Nicolas Risterucci often contributes new
ideas about the security industry, and has
spent the past two years developing the
Internet operation.
“Like other sectors, the security industry
is receiving more and more Internet queries. The Internet and e-mail have opened
our company up to the outside world and
made it possible to communicate with a
younger, more mobile, less loyal and more
cost-conscious target group,” Nicolas

Jean-Paul Risterucci and his son Nicolas head
up Devauze. They are the third and fourth
generations of locksmiths.

explains.
Devauze continues to develop with an
openness for innovation, a respect for tradition and an ambition to always live up to
the customer’s expectations.
“In many ways the rules of play on the
Internet are reminiscent of reality. There’s
a tendency to underestimate the difficulties associated with the Internet, but it can
be quite awkward dealing with matters on
paper, and it’s no easier when everything’s
digital,” says Nicolas. K

Facts
K Devauze currently has a turnover of
1.1 million euro.
K The Point Fort Fichet network was
founded in 1972 and now encompasses
250 sales offices in France, as well as
representation in Belgium, Spain, Portugal, Switzerland and Italy.
K Point Fort Fichet is owned by Fichet
Serrurerie Bâtiment which specialises in
locks and high-security multipoint locks,
and has been part of the Assa Abloy
Group since 1999.

AGT Sécurité values close relations
AGT Sécurité is a French security company with 20 employees who spend their
time integrating security solutions.
“We’ve been working with Gunnebo for
15 years. Gunnebo supplies high-quality
products and systems and is good at developing the technology it offers,” says Thierry Gaumont, General Manager at AGT
Sécurité.
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The most important Gunnebo product
for AGT Sécurité is the software solution
Site Master Industry (SMI).
“SMI is available in different versions
and is easy to tailor to the customer’s needs.
Because the system is scalable we sell it to
businesses of all sizes in all sectors – from
local government to large companies in the
service sector.

“Today we enjoy a close working relationship with Gunnebo, which is something our end customers appreciate as well.
Many are very positive when the company
that integrates the security systems comes
along with the system designer. Customers
feel that we’re genuinely working together,
which of course is a great strength for us as
a supplier.” K

Prefabricated
lightweight vaults offer
a flexible solution
Extremely lightweight, flexible vaults
that can be built to order are some
of Gunnebo’s major new products
this autumn. Despite their low
weight, the vaults are certified to
security class two and three.

With low weight, the new vaults
can be installed high up in buildings.

Gunnebo’s Rosengrens, Fichet-Bauche
and Chubbsafes brands. The product
names are Celinus (Rosengrens), Citadem (Fichet-Bauche) and Modulguard
(Chubbsafes). K

Extra light document cabinet
with high fire protection rating
Extremely light and easy to handle,
but can withstand fire for up to two
hours. Rosengrens’* new Vertical
Binder cabinet has the advantages
of a classic filing cabinet, but new
technology makes it considerably
lighter than traditional cabinets of
the same size.

Certified document cabinets are often
heavy and awkward, making them hard to
handle. Vertical Binder is a new type of vertical cabinet with a fire protection rating.
Using the latest technology in fire-resistant
materials, a lightweight yet safe document
cabinet has now been developed. Furthermore, the walls of the Vertical Binder are
thinner than in other filing cabinets, which
further reduces the weight. Benefits of a
light cabinet include ease of transportation

in a lift, and it can also be used higher up
in an office building where the load on the
floor has to be lower.
Tests and documentation show that the
Vertical Binder resists fire for two hours,
which is pivotal. An extra feature in addition to the demands of the test is that the
cabinet has a separate barrier for each drawer, which means the contents are protected
against fire even when the cabinet is not
locked. And if a drawer is open, the files in
the closed drawers are still protected.
Vertical Binder comes in a 2, 3 and
4-drawer version. The cabinet is extra
wide to accommodate as many files as
possible. K

* Rosengrens is a Gunnebo brand of safes.

NEW PRODUCTS

Prefabricated vaults comprising a door
and a number of panels bolted together
were already a part of Gunnebo’s product
range. Modular vaults have several advantages over concrete ones: they are easy to
extend, modify and move, allowing far
more flexibility than their concrete counterparts. Modular vaults are also nice and
easy to install.
The new modular vault developed by
Gunnebo weighs extremely little, thanks

to far lighter panels
than in other similar
products. The vaults’
low weight means they
can be installed high up
in buildings where the
floor must not be subjected to
excessive loads. Another great advantage is
that the vaults can easily be adapted to specific customer requirements, which means
they are not restricted to a particular size
or shape.
Gunnebo’s new prefabricated lightweight vaults fulfil European burglary protection norms and have a security rating
of two and three. They also offer ballistic
protection.
The vaults have been launched under
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NEW PRODUCTS

A brand new system called SecurWave makes it easy to centralise and simplify security work at banks. Moreover, a single system enables monitoring
to be remotely controlled.
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New comprehensive
security system for remote
monitoring of bank sites
Gunnebo has launched a new
integrated security solution
for remote monitoring of bank
premises.
The system is called SecurWave
and it enables comprehensive
and centralised multi-function and
multi-site security management at
several branches.

Security is a pivotal issue for banks. They
are faced with having to deal with a number
of different constraints: a huge number of
systems all need to be able to communicate
with one another, maintaining them is not
easy and there are IT network compatibility issues to deal with – and all of this across
a number of different sites.
Gunnebo’s new SecurWave system has

been developed specifically to help tackle
the challenges of managing a network of
bank branches and integrates several security functions and services: intrusion detection, access control, CCTV and electronic
locks management.
centralised function

“One advantage of SecurWave is that
it can be easily integrated into a bank’s
existing information system for the tightest multi-function and multi-site security
management. Moreover, there is only a
single ‘intelligent’ automation used for
managing all areas that need to be secure;
the reception area, the control rooms, the
vaults, etc., enabling all systems to communicate with one another,” says Dominique Auvray, head of market development

for Gunnebo’s Competence Centre Electronic Security.
A single application, SecurManager,
complements the solution, making it possible to remotely and securely control and
centrally manage all the various connected
sites. The application groups together all
system information and carries out operational functions, supervision roles, consultation tasks and administration, for
instance.
“In addition to the technical dimension,
we wanted to strengthen our system platform and offer our clients a lasting, flexible
solution that can be adapted perfectly to
the technical and structural environment
in which businesses in the banking sector
operate,” Auvray explains.
The new product has been developed

Facts – SecurWave offers the following
functions and services:
K Intrusion detection
…across the various zones under surveillance, issuing of technical alarms, traceability and alarm response in accordance
with defined procedures.
K Access control
The system controls access to and the accessibility of different zones, and also manages SAS functions and the integration of single-person access systems.
K CCTV
SecurWave can be interfaced with the various recorders and
CCTV systems on the market.
K Electronic Locks Management
The system manages the electronic locking devices installed
on the various security features at the sites. It receives and
analyses locking/unlocking requests, schedules openings and
manages controls. It continually adapts and can integrate any
new procedure.

following thorough studies, analyses
and understanding of all risks and
constraints with which the banking
sector has to deal.
Leading position

“The development of SecurWave
demonstrates our ability to anticipate market trends, to integrate new
technologies and to understand how
important electronic security is in the
bank environment,” Auvray continues.
The new system consolidates
Gunnebo’s position as the banking world’s most important security
partner. K

NEW PRODUCTS

SecurWave integrates all security functions. All the modules that make up the
system interact with one another.
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Daniel Bidault
– long-distance
runner who can
keep a secret
Daniel Bidault, 57, works within Business LIne Site Protection in Gunnebo
France. He is technical manager for entrance control, works in central
support and is a project manager. He is also head of security for the
defence and nuclear power section. He has 32 years in the security
industry and eight years with Gunnebo under his belt – valuable experience
when working with top-secret information.

projects I like. The only drawback is that
sometimes I feel a bit lonely.”
However, the transformation to
‘Gunnebo One Company’ has meant that
Daniel Bidault can now work directly with
specialists who are also his colleagues.
integrated company

“I’m in charge of our classified operations
and access authorisation for the whole of
Gunnebo France.
“France’s Directorate for Defence Protection and Security is responsible for
accrediting companies and individuals that
have been appointed as suppliers of classified operations. The background check and
approval process can take over six months,”
says Bidault.
The president’s residence

Gunnebo France is charged with protecting
and monitoring important, sensitive places, people and buildings, as well as prestigious locations and monuments. Examples
include the French President’s residence,
embassies and ministries. Bidault says that
in his line of work it is important to be able
to work in secret and to be able to keep
secrets.
“Important information is surrounded
by great danger. A lot of people want to
20

access this kind of information behind
your back. Classified operations apply
regulated procedures according to law, but
most importantly of all the business partners must be able to trust each other.”
During his eight years at Gunnebo,
Bidault has
worked
in
many
different roles,
including
regional
manager for
the Paris area.
Today, therefore, his dayto-day work
incorporates several roles – something he
is very happy about.
“Having several roles comes naturally to
me. Of course I can’t do everything, but
I can delegate and surround myself with
knowledge so I can handle the special

“Thanks to the new organisation I’m now
working with specialists who used to be suppliers or partners, but are now colleagues.
Our partnership is very different these
days. Methods, documents, sales and marketing material – it’s all the same for everyone in the Group.
This makes our
exchange of information
simpler
and more fluid,”
Bidault explains.
“The
change
has also enabled
us to integrate
the security solutions under a single name, Gunnebo, which encompasses
access and entrance control solutions such
as gates, fencing and road blocks, as well
as bomb and bullet-resistant doors and
glass. The same goes for software solutions
for integrated electronic security systems,

I like to travel to
foreign countries and
see and meet unusual
people and animals.

G un ne bo G l o b a l

Daniel Bidault is technical manager for Site Protection at Gunnebo France. But he is also an extreme runner and has taken part in 24-hour
track-running races.

CCTV systems and so on.”
In his professional capacity Bidault has
met several ministers, former French President Jacques Chirac and the current President, Nicholas Sarkozy. Outside of work
he spends a lot of time meeting unusual
people.
run for fun

“I like to travel to foreign countries and see
and meet unusual people and animals. For
example, I’ve met the ‘Blue Men’ in Mauritania, the Tuareg in Niger, the Dogon in
Mali, Pygmies in Cameroon and Zulus in
South Africa. My next trip is to Madagascar to watch lemur.”

Another unusual hobby is long-distance running. Bidault has qualified as
an extreme runner, which enables him to
take part in renowned races such as 100
km, 24-hour track running, 48-hour and
6-day non-stop events.
“For example I took part in the Dakar–
St Louis race in Senegal, a non-stop
desert race of 222 km along the beach.
I’ve also taken part in a special desert
race in Niger, a day-and-night event
covering 555 km.
“I hope to continue competing in
this kind of race for many years to
come, even if I have a few ‘mechanical
problems’ these days…” K
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Great need for anti-theft systems
in South American shops
The need for anti-theft and article
surveillance systems in retail has
increased greatly in recent years
in South America. Consequently
GL Group of Chile, an agent for
anti-theft products from Gunnebo,
has grown rapidly in just a few
years. The company now supplies
much of the retail sector in the
region with intelligent solutions.

As retail has expanded in scope in South
America, the market for EAS – Electronic
Article Surveillance – products has
gathered momentum.
“There is strong interest in anti-theft
systems right now. As in many other
parts of the world, many stores and shopping centres are struggling with shoplifting and theft. In Chile the problem has
mainly increased over the past two years,”
says Gady Levin, founder and Managing
Director of GL Group.

where GL Group has around 20 per cent
of the market.
The company started off small, but
development has come quickly thanks to
a concerted, goal-conscious effort.
“The primary factors were good service
and reliable products,” Levin explains.
At the time, 10 years ago, sales of antitheft systems to the major retail chains
were dominated by two companies that
mainly focused on products using acousto
magnetic (AM) and radio frequency (RF)
technology respectively. GL Group saw an
opportunity to enter the market by cultivating small and medium-sized stores.
“We could offer an alternative in the
shape of Gateway’s RF system, which
boasts superlative design and function.
An important customer in the early days
was Carrefour, the major French grocery
chain, for whom we installed the system
in a number of stores.”
the gunnebo products expand

offered an alternative

Since starting up 10 years ago, Santiagobased GL Group has grown dramatically.
Today it is one of the region’s two most
important players in providing anti-theft
systems for retail. One example is EAS
installations in Chilean shopping centres,

The retail sector in Chile is an important
target group for GL Group.
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Gateway are Gunnebo’s anti-theft products, and the Gateway EAS range includes
systems (antennas), deactivation equipment, and security tags and anti-theft
labels. GL Group gradually expanded its
Gunnebo range with surveillance systems,
alarms, CCTV and People Counters,
which register the number
of people entering and
exiting a store. GL Group
focuses on all technologies
(acousto magnetic, electro magnetic technology
and radio frequency), that
Gunnebo Gateway offers.
“We have excellent
experience of Gunnebo’s
products. Our best seller
is the RF Spirit 201 EAS
system,” Gady Levin concludes. K

In spring 2008, Nordic bank Nordea acquired 76 new branches that now need upgraded
security.

Heightened security at
new Nordea branches
Gunnebo has been asked to supply
and install security equipment at Nordea’s new branches in Sweden and to
upgrade cash handling systems at a
number of branches in Norway. Altogether the installations are worth just
over 3.3 million euro.
Nordea took over the operation
from Svensk Kassaservice’s 76 branches in Sweden on July 1 this year, and
Gunnebo has already begun upgrading
the branches’ security. This includes
installing burglar alarms, CCTV systems, new alarm communication with
GPRS technology over Nordea’s own
network, and systems for closed cash
handling, note deposits and cheque
authentication.
The order also encompasses delivery
and installation of systems for closed
cash handling at Nordea’s branches in
Norway.
“This order demonstrates the
strength of Gunnebo’s business model:
delivery of complete security solutions
at very short notice for key customers,”
says Sven Boëthius, General Manager
of Customer Centre Gunnebo Nordic.
In Norway, where Nordea has used
closed cash handling systems for over
10 years, the order relates to an upgrade
of existing systems as well as the installation of various new systems. Work is
scheduled to run until mid-2009. K
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Gunnebo products protect British embassies
Gunnebo anti-terrorist products are
constantly gaining ground. This is
particularly clear from the fact that
Gunnebo has been entrusted to
deliver and install anti-terrorist and
security products at more and more
British embassies.

The most recent examples are the embassies in Harare, Doha and Manila. The
outer area surrounding the British embassy in Harare, the capital of Zimbabwe, is
protected from terrorist attacks and unauthorised vehicles by Elkosta Truckstoppers, DSP Road Blockers and Hi-Speed
Bi-Folding Gates.
The embassies in Qatar’s capital, Doha,
and Philippine capital Manila are also
being protected by Hi-Speed Bi-Folding
Gates. DSP Road Blockers have also been
installed in Doha.
Moreover, all three embassies are install-

ing security-grade turnstiles with vehicle
protection bollards for controlling pedestrian traffic to and from the area.
Gunnebo is responsible for all these
projects from initial customer contact,
through the design phase in collaboration
with project managers and architects, to
the installation itself.
The security installations at the British
embassy in Manila have been managed by
Competence Centre Outdoor Perimeter,
CCOP, assisted by Gunnebo’s new global
technical supervisor Torsten Schniedermeier, an electrician with extensive experience of gates and security installations.
Torsten Schniedermeier is based in Salzkotten, Germany, but is constantly travelling
around the world, and is at the disposal
of Gunnebo Customer Centres and customers who require professional assistance
with integrated installations of security
products. K

Security solutions for Le Crédit
Lyonnais self-service branches
Gunnebo France has signed a
contract to deliver and install
security solutions for the new
self-service branches of French
bank Le Crédit Lyonnais (LCL).

Gunnebo France has supplied security
solutions for LCL’s self-service stations
since 2005. The latest order has come

about due to a major restructuring whereby a number of staffed LCL branches have
been replaced by self-service.
Rapid-build modular system

“This order is of strategic importance. The
restructuring of the first 450 LCL branches
is scheduled for completion before June
2010, and LCL is planning to convert a

Torsten Schniedermeier is technical supervisor at Gunnebo and specialises in integrated
installations of security products.

further 250 or so branches in line with the
same concept,” says Christian Guillou,
head of Gunnebo France.
One-third of the 450 branches will be
fitted both with vault modules and the
SAS high-security door. The vault module
Citywall is a unique, rapid-build modular
system of security walls, specially designed
for the banking and retail sectors.
100 security doors

A further 150 branches will be fitted with
high-security doors.
The first order encompasses delivery and
installation of 50 vault modules and 100
security doors by mid-2009.
“Gunnebo and LCL have a long relationship. This order bears testimony to
the fact that Gunnebo has delivered innovative, efficient solutions of high quality.
Now we are helping our customer in the
strategic move towards increased accessibility through self-service,” says Christian Guillou, Country Manager Gunnebo
France. K

Gunnebo France will continue to supply Le
Crédit Lyonnais with security solutions.
23

Gunnebo AB, Box 5181, SE-402 26 Göteborg, Sweden

Susanne Lundgren knows how to hit the target – whether at work or doing archery.

Top salesperson and archer
She’s a top salesperson at Gunnebo
and a successful archer as well.
Susanne Lundgren has been doing
archery for 34 years and has taken
part in several Swedish, European
and World championships. She
explains that there
are many
similarities
between sales
and archery.

“In both you
have to assess
possibilities and
keep cool in different situations. Mental
strength is of the essence.
When things don’t go your way, you have
to regroup and renew your efforts,” says
Susanne Lundgren.
Being just 10 years old when she took up

archery, Susanne has been an active field
archer for 34 years with some time off to
have children. Her best result is coming
fifth in the World Games, the ‘alternative
Olympics’, in Japan in 2001.
Last year she took part in the World
Championships in Croatia and was doing
well the first two days.
“But on the third day my brand new
bow broke. I had to borrow equipment
and ended up coming fourteenth,” says
Susanne.

Currently Susanne is supervising the
installation of alarms at Saltvik, a highsecurity prison being built in the nearby
town of Härnösand which is planned
for completion in 2010 – an order won
by Gunnebo Nordic and the Stockholm
branch worth more than 400,000 euro. “I
love my job. We cover a very large geographical area, and being an installation
co-ordinator makes it nice and varied,”
says Susanne.

Loves her job

She is however less pleased with her silver
medal from this summer’s Swedish Field
Archery Championships, and now intends
to stop competing at top level and instead
focus her energies on training, motivating and inspiring young talent at the local
sports club. And on selling top security
products, of course. K

won a silver medal

She lives and works in Söråker, close to
Sundsvall on Sweden’s north-east coast,
and along with her colleague Ronny Pettersson she is responsible for sales in Sweden’s northern provinces. Susanne has
been selling security products for just over
17 years and is also an installation co-ordinator in the northern region of Sweden.
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