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business TOPICS

Safe and Sound

You urge customers to protect their
iInvestments by purchasing all of
the right products. But do you
follow the same advice

eacon Paint & Hardware in New

York City hasn’t had a break-in
since the summer of 1972, when the
store was robbed twice.

“After that, we put up solid steel
gates,” reported Steven Stark, vice
president of the family-operated busi-
ness, located on the city’s upper west
side. “As our neighborhood improved,
we replaced the solid gates with see-
through gates.”

Beacon Paint’s neighborhood has
changed “180 degrees” from the
1970s, Stark said, and is now family-
oriented. Still, the store doesn’t take
any chances. Cameras record every-
thing that happens on the premises.
This includes the office, which used to
be off-camera until a worker got sticky
hands during a renovation.

“After that we put a camera in the
office, just in case we need a recording
of something that happened there,”
Stark said.

A good security system is a must
for any retailer, regardless of where
the store is located. Retailers in towns
big and small can be targeted for crim-

for your storee

@ Protection One’s e-Secure
customers, who have opted for
Optiflex video, can use a BlackBerry
to request on-demand snapshots, via
their e-mail, from any of their cameras.
Protection One e-Secure customers
also can receive event-triggered
images, sent as jpeg still images of
the video, on their mobile devices.
Photo courtesy of Protection One

inal activity, and many aren’t nearly as
secure as Beacon Paint.

According to the National Burglar
and Fire Alarm Association, property

crime makes up slightly more than
three-quarters of all crime in the Unit-
ed States. And nearly 60 percent of
non-residential burglaries occur at
night after business hours.

Nevertheless, security experts note
that many retailers aren’t adequately
protected against crime, including
those in our industry.

Paint and decorating retailers spend
a lot of time urging customers to pur-
chase quality products to protect their
investments. But they don’t always
follow their own advice.

Doug Valenski, director of national
accounts for Brink’s Business Securi-
ty, said one of the biggest mistakes
small business owners can make when
purchasing a security system is to
shortchange it. “Our experience is that
they can become very price-motivat-
ed,” he stated.

Large national businesses often have
aloss prevention manager on staff who
is well-versed on all the latest equip-
ment. Smaller businesses, which don’t
have this luxury, must rely on the ex-
pertise of the security-system provider.
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But too often they try to
“nickel and dime” the secu-
rity-system purchase and in
the bargain, “They still
leave themselves open,”
Valenski said.

Valenski reported that he
has several national paint
store accounts selling high-
end paint brands. He often
asks retailers, “Is your paint
the cheapest paint? No?
Well, it’s the same story
with us. You’ll pay a little
more with us, but we’re
Brink’s.” Well-known for
its armored trucks, the
Brink’s name also is associ-
ated with top-of-the-line se-
curity systems and has been
recognized in the industry for excellent
customer service at its call and moni-
toring centers.

Another mistake dealers make is
that they don’t always repair their secu-
rity equipment once it goes down. This
is almost as bad as not installing one in
the first place, Valenski suggested.

“It always surprises me when we
go to stores that don’t have alarm sys-
tems or have systems that haven’t
been working for some time,” he said.

Contributors

Brink’s offers loss-prevention
alarm systems; 24/7 electronic mon-
itoring with rapid response; access
control through card systems; and
CCTYV capability. The company also
offers fire monitoring in a growing
number of markets. For information,
contact (800) 807-0470 or visit
www.brinksbusinesssecurity.com.

Protection One offers intrusion
detection; access control; security
cameras; remote video; fire sys-
tems; wireless services; climate sen-
sors; monitoring for smoke and car-
bon monoxide; and other security
services. For a free security evalua-
tion, visit www.ProtectionOne.com
or call 1-800-GET-HELP.
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@ Brink’s Home Security offers sophisticated security
protection.Photo courtesy of Brink’s Home Security

“Why does that happen? Usually be-
cause they didn’t want to pay for it.”

Before recommending a system,
security companies try to find out the
retailer’s needs, risks and concerns —
much like retailers do when trying to
determine their customers’ project
requirements.

Among the questions Brink’s rep-
resentatives ask are: What has been
your experience with crime? Are you
losing products due to interior theft?

challenges helps us design a solution
that would best address those needs,”
said Kevin Williams, Protection One’s
vice president of national accounts. It
would be difficult for retailers to make
those decisions alone since, “(We) of-
fer literally hundreds of ways to pro-
tect a business, from simple stand-
alone entry-control systems to com-
plex PC-based systems with hundreds
of card readers.”

Williams believes most retailers take
security seriously. “However, the
biggest mistake we see is when clients
don’t include SecureCell as part of the
system,” he said. “Our SecureCell prod-
uct provides important back-up if the
phone line fails or is tampered with.”

SecureCell allows users to connect
to Protection One’s monitoring center
through a digital wireless network,
which uses the company’s own wire-
less technology. SecureCell takes over
alarm signaling if the landline connec-
tion is lost, either through an act of na-
ture, human error or malicious intent.

New Gadgets
Philip Reno, owner of G&R Paint
Co. Inc. in San Francisco, has taken a
variety of security measures to protect
his store, even though he’s never had a

“It always surprises me when we go
to stores that don't have alarm
systems or systems that haven't

been working for some time.”

Have you ever been burglarized?
What are your hours of operation?
How many people are inside the facil-
ity at any given time? And so on.
Based on retailers’ answers, Brink’s
then provides a recommendation.

Protection One, another large secu-
rity-system provider, likewise consults
with business owners to help them
choose from the company’s large in-
ventory of products.

“Hearing the owner’s concerns and

problem. “We’ve been very fortunate,”
he said but acknowledged that his sys-
tem probably has been a deterrent.

Reno has installed motion detec-
tors, door keypads and an alarm sys-
tem on all the windows and doors,
which are clearly labeled so that per-
petrators can see that the store is pro-
tected. “It’s well advertised, you might
say,” said Reno.

Additionally, Reno has a security
camera in place. “It’s there as a pre-



cautionary measure and also as insur-
ance. (Burglars) are less likely to
cause you problems if it’s there, if
they know you have a camera watch-
ing them,” he said.

Among the basic security products
that retailers should consider are a bur-
glar alarm system with electronic off-
site monitoring, camera surveillance
and a keypad entry to control who is
able to open and close the store.

But there are many more options
from which to choose.

Like the paint and decorating in-
dustry, the security-systems industry
has seen a lot of technological ad-
vances in recent years, creating an ar-
senal of James Bond-type gadgets.

Closed-circuit TV (CCTV), which
offers surveillance capabilities from
off-site locations, was one of the
biggest breakthroughs of the past. The
first CCTV system was launched in
1942 in Germany. Since then, a more
sophisticated form of CCTV has ar-
rived, using digital video recorders
(DVRs) that provide longer-lasting
recordings. Today’s DVR systems al-
so offer additional capabilities, such as
motion detection.

With current CCTV systems, a re-
tailer can monitor his store on the main-
land from a beach in Hawaii simply by
connecting to the store cameras using
the Internet. From a personal comput-
er or laptop, the retailer not only can
check that the store is safe but also that
employees open on time, stay until
closing and perform work properly.

DVR cameras are one upgrade
every retailer should seriously consid-
er, according to security companies as
well as those retailers who have them,
since VCR tape is grainy and has a
shorter lifespan. VCRs also are prone
to malfunction.

In most cases, VCR systems can be
swapped out easily for DVR systems,
Valenski said, adding that lease-to-
own options can help retailers afford
the technology.

Infrared illuminating cameras also
are a worthwhile consideration, espe-
cially since the majority of break-ins
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Store Security Tips

According to security experts, fall
is a perfect time for retailers to re-
evaluate their security practices since
it’s often dark at closing time and the
bustle of the holiday season is just
around the corner. Protection One, a
leading electronic security company,
suggests these tips for keeping busi-
nesses, employees and inventories se-
cure during this season and year
round:

» Make well-lit, access-controlled
parking available and suggest a “bud-
dy” system within the parking area.

* Never leave your reception area
unattended.

* Don’t allow entry doors to be propped
open if no one is present or nearby.

» Don’t allow unknown service per-
sonnel free access to your store.

 Monitor and report suspicious
activity in or near your facility.

* Consider an integrated, monitored
security and fire system as well as a
remote video system, which allows
easy access to facility cameras via
the Internet.

« Install an electronic access system.

« If you already have a security sys-
tem, request regular system inspec-
tions and evaluations.

» Employ updated computer security
software for your entire network.

* Back up and store sensitive and
critical information and databases.

* Shred or destroy old documents
containing sensitive business
information.

« Keep an inventory of your most
critical equipment, hardware and
software.

* Develop fire and emergency plans
and regularly practice drills.

» Keep facilities well-lit, inside and
out, even during non-business hours.

« Form a safety team to help keep
safety and security issues a focus.

* Encourage employees to secure
valuables, including documents that
might contain personal information,
in their work areas at all times.

occur at night. These specialty cam-
eras see and record activity that might
be impossible to detect otherwise, and
they are able to record during daylight
hours as well.

Depending on their focus range and
other capabilities, infrared illuminat-
ing cameras generally cost no more
than $100 extra. Retailers often pur-
chase the cameras to monitor activity
near office areas and around the back
door, which may not be as well lit as
the front entrance.

Another technological advance-
ment isn’t as readily apparent. It’s lo-
cated within the computer panel of
high-tech alarm systems.

As Valenski explained, Brink’s
alarm system has the capability of ac-
cepting upgrades by “talking” to the
company’s central station. “It has a lot
of memory...and the ability to keep
expanding,” he said.

Additionally, “It can tell us if
there’s something wrong,” he added.
For example, “If the panel thinks
there’s a corruption to the software, it
tries to load up new software and self-
correct the problem, or it tells us that
we need to make a service call.”

Among its bells and whistles, Pro-
tection One offers a unique, propri-
etary e-Secure service. With e-Secure,
“Customers are really getting two sys-
tems in one: a traditional security sys-
tem that’s monitored by Protection
One’s central station, and a system that
can be controlled and monitored re-
motely and directly by the customer,”
said Richard Ginsburg, Protection
One’s president and CEO.

The system allows customers to
conveniently control and monitor their
business security systems off-site, us-
ing an Internet-connected computer,
personal digital assistant (PDA) or text-
enabled cell phone. From almost any-
where, e-Service customers can check
their alarm status, arm and disarm the
system, view the system’s history, add
and delete users and perform other
tasks—all from the same Web site.

Protection One’s e-Secure cus-
tomers who have opted for Optiflex



video can use a BlackBerry to call up
on-demand snapshots, through their e-
mail, from any of their cameras. Pro-
tection One e-Secure customers also
can receive event-triggered images,
sent as jpeg still images of the video,
on their mobile devices.

Williams noted that Protection One
makes use of power automation and
communication tools that are the direct
results of advances in technology.

“In short, our dedication to using
state-of-the-art technology allows us
to deliver valuable, life- or property-
saving alerts or information in a mat-
ter of seconds,” he said.

Upgrade, When?

It would be difficult to keep pace
with all of the technological upgrades
in the security industry. That’s why se-
curity companies try to keep close tabs
on their retailer customers.

Protection One only suggests product
upgrades in relation to each store’s ex-

isting system, growth or changing needs.
“Depending on the scale of the existing
system, few or no upgrades may be
needed for years,” Williams said.

“We maintain a relationship with
our customers so that as the business
grows or changes, they are aware of
any upgrades or new offerings that
might best meet their needs at any giv-
en time.”

Retailers, meanwhile, need to be
aware of changes in their stores and
market areas that might warrant an up-
grade in their security.

Are you planning a remodel that
might affect store windows or en-
trances? Has customer traffic in-
creased? Have crime statistics sud-
denly gone up in your area? Whatev-
er the situation, your security compa-
ny needs to be kept apprised of it.

Stark reported that he has no plans
to upgrade his store’s security system
any time soon. Beacon Paint has DVR
cameras, which Stark said he would
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recommend to other retailers, and he is
satisfied for the time being.

Reno also is satisfied with his cur-
rent system. On a side note, Reno re-
ported that while G&R Paint Co. has
had no problems with crime, there are
“all sorts of things going on” in the
back alley behind the building, includ-
ing heavy tagging.

Interestingly, while other buildings
all around him have been tagged,
Reno’s store has stayed clean and graf-
fiti-free. Reno believes the fact that he
owns a paint store has something to do
with keeping the perpetrators at bay.

“I think it’s because taggers know
that we’re going to paint over it right
away, and they don’t want to waste
their time,” he said.

An effective, up-to-date security
system offers retailers the same barri-
er against crime.

It also offers peace of mind — and
that’s worth the price of the system
any day. W

@ Protection One

www.ProtectionOne.com



