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Offering
The Gunnebo Group is a global provider of security solutions where the 
offering is focused on four Business Units: Entrance Control, Safe Storage, 
 Cash Management and Integrated Security.

Protecting valued 
items from burglary, 
fire and explosion

Controlling and 
regulating access  
at key entry points

Safe Storage

Entrance Control

37%

24%

of Group sales

of Group sales
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Each business to achieve 
the Group’s target for 

profitability and growth

Creating an efficient 
and secure cash cycle

Integrated Security

Cash Management 

20%

19%

of Group sales

      of Group sales
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Business Unit 

Entrance Control

Gunnebo provides a wide range of entrance control gates including tripod turnstiles, 
speed gates, full-height turnstiles and security revolving doors to regulate the flow 
of people into, out of and around a site such as office buildings and high-risk sites. 
The offering also includes solutions specifically designed for metro and railway ap-
plication (ticket validation gates) and airports (passenger process automations such 
as automated boarding, anti-return, immigration and pre-security gates). Moreover, 
Gunnebo also provides high-security outdoor perimeter protection solutions in cer-
tain geographical areas.

The Global Market for Pedestrian Entrance Control

The market for pedestrian entrance control has an estimated CAGR market growth 
of around 5% up to 2023, in a market that has a value of BSEK 7.5. On this market, 
Gunnebo has a market share of 12%, making it the second largest player globally.

Geographically, the highest growth rates are expected to come from Asia, the 
Middle East and Africa. But it is also predicted that mature markets in Europe and 
Americas will see healthy growth during the coming years. 

In terms of customer segments, market growth is typically driven by urbanisation 
where airports, metro and bus rapid transport systems (BRTs) are the segments 
expected to have highest increase in demand. Public and commercial buildings and 
in particular office and government buildings remain the main portion of the market 
and are expected to grow. In the coming years segments such as education, leisure 
and entertainment as well as high security are also expected to show an increase in 
demand.

Performance 2019

Entrance Control reported a strong growth in net sales of 21% in constant curren-
cies. The integration of Cominfo is going according to plan, and the expected syner-
gies have been confirmed. Entrance Control keeps growing with innovative solutions 
in the mass transit segment and several new orders have been won with airports. 
This has been possible due to Gunnebo’s ability to deliver global projects with large 
volumes and excellent quality. 

For the full year, the Business Unit reported an EBITA of MSEK 204 (176), resulting 
in an EBITA margin of 15.6% (16.8). Entrance Control has been able to both grow and 
invest in future growth during the year, which explains the slightly lower EBITA margin 
compared to last year. 

Entrance Control is about protecting people, assets 
and buildings through controlling access using passage 
barriers and detection systems.

Market Drivers and Trends

• Growth of urban populations 
driving inner city developments 
for metro and systems for bus 
rapid transport (BRT)

• Increased cross-border movement 
of people gives airport constraints 
with increased number of travellers 

• Staff and visitors increasing 
universal mobility

• Increased process efficiency and 
opening hours

• Growing terrorism and crime 
threats, actual and perceived

• Major investments in critical 
infrastructure such as power 
plants, airports and military sites

Strategic Priorities

• Broad offering from crash-rated 
outdoor range for high security to 
indoor access and flow control

• Specialised ranges for airport and 
metro with focus on passenger 
experience 

• Process optimisation through 
automation with healthy ROI 
thanks to durability and reliability 

• Scalable manufacturing capacity 
to deliver large projects with tight 
lead time

• Ergonomic design to simplify 
human machine interaction

• Customisation capacity for 
integration of third-party devices

• Data analytics capability for 
development of process opti-
misation tools

• Biometric-ready offering for easy  
integration in the upcoming identi-
fication ecosystems

• Software platform for flow 
management to enhance 
operational efficiency

Gunnebo has a global market 
share of 12%, making it the 
second largest player worldwide
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Sales model 
Direct: 10% 
Indirect: 90%, through system  
integrators and distributors

Market segments
Public and commercial build-
ings, stadia, high-risk sites, 
metro and airports

Selected customers 
Honeywell, JP Morgan, LG, Shell, 
Siemens, Stockholms Lokaltrafik 
(SL) and Swedavia Airports 

Product Offering: Speedgates, tripod turnstiles, airport products, full-height turnstiles

15.6%21%
EMEA 51%

Asia-Pacific 34%
Americas 15%MSEK 1,307

2019 2018

Net Sales, MSEK 1,307 1,048

Sales Growth, %  21 13

EBITA, MSEK 204 176

EBITA, % 15.6 16.8

 

Entrance Control in Figures 

Share of Group

EBITA margin Sales by regionSales growth Net sales

Brands

Market Structure

Alvarado, Automatic Systems, 
Dormakaba, Magnetic Autocontrol, 

Integrated Design Limited, Boon Edam 12%5%
Market share, 2018 Selected competitorsMarket growth, 2016–2023Market value, 2018

 MSEK 7,400  

Vision. Shape the future of people flow 

management.

Mission. Provide innovative entrance control 

systems designed for an intuitive user experience.

Sales Model and Customer Structure 

Manufacturing Units  
Zlin (CZ), Lavis (IT), Halol (IN), Kunshan (CN) 

47%24%
EBITA 

Key ratios

Net sales 
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Background

Swedavia owns, operates and develops a 
network of 10 Swedish airports from Malmö 
in the south to Kiruna in the north. The 
company was formed in 2010 and is wholly 
owned by the Swedish government. 

During 2018, 42 million passengers flew 
to and from Swedavia’s airports. Stock-
holm Arlanda and Gothenburg Landvetter 
airports have the most passengers, with 
close to 34 million between them during 
2018. Arlanda has experienced passenger 
growth for more than 100 consecutive 
months.

Challenges 

Air travel is on the rise. The airline industry 
predicts that passenger numbers will dou-
ble by 2027 to more than 8 billion globally. 

Swedavia is a world leader in operating 
climate-smart airports. It has an objective 
to emit zero fossil carbon dioxide from its 
own operations by the end of 2020. 

Innovation is one of Swedavia’s four core 
values, and the company is constantly 
working to create a seamless and stress-
free travel experience. One result of this is 
the introduction of self-boarding gates. 

Solution

Swedavia is installing around 240 Gunne-
bo BoardSec boarding gates and PreSec 
pre-security gates at its airports. Almost 
half of these are at Arlanda, a further 13% 
at Landvetter, 10% at Malmö, and a further 

30% at seven regional Swedavia Airports. 
By the end of 2019, most of the installations 
had been completed.

Results  

The new gates have already improved the 
passenger experience at Swedish airports, 
reducing queues and giving people more 
quality time at the airport. The gates are 
integrated with all types of boarding cards, 
including digital passes in mobile phones. 

Quotes

“These automated systems have now given 
our passengers at Arlanda 20–30% more 

time to spend with our service offerings at 
the airport.”
Johan Monie, Business Process Manager at 
Arlanda Airport

“Bromma Airport now has an even speed-
ier, smoother passenger process with 
these systems. Passenger satisfaction has 
actually increased by 18% since their intro-
duction.”
Susanne Strand, Passenger & Customer 
Experience Manager at Bromma Airport

Swedavia Increases Customer 
Satisfaction by 18% by Implementing 
 Gunnebo Entrance Control Solutions
 
// Swedavia, Sweden

Customer Case
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Aena is the world’s number one airport op-
erator in terms of passenger traffic. Over 263 
million passengers passed through Spanish 
airports in 2018.

Iberia is Spain’s biggest airline. With 144 
aircraft, Iberia offers a vast range of desti-
nations: a total of 138 cities in Europe, the 
Americas, Africa, the Middle East and Asia.

Challenges 

Iberia and Aena want to improve their pas-
senger experience. Through their “Airport 
4.0” strategy, they are seeking to implement 
cutting-edge airport services with the highest 
standards of security, safety, quality, efficien-
cy and care for the environment. 

Solution

This Proof of Concept (POC) for facial rec-
ognition ID provides a voluntary option for 
passengers at Terminal 4 of Madrid-Barajas 
airport to register via an app on a mobile 
device, or from a kiosk at the airport. 

Registration is based on identification 
technology that recognises unique and 
non-transferable physical features, together 
with identity documentation such as ID card 
or passport.

Once they have registered, passengers’ 
biometric information is integrated into the 
Gunnebo speedgates at the entrance to 
airport pre-security and at the aircraft board-

ing gate. This enables travellers to board the 
plane without showing their boarding pass or 
identity documentation at any point. 

Aena and Iberia have worked on this pro-
ject in partnership with IECISA, Gunnebo and 
Thales. Starting in December 2019, the POC 
will last between 6 months and a year.

Results  

Already this POC has improved the customer 
experience at the airport by integrating all 
the ID processes into one mobile phone app, 
reducing the time spent queuing at pre-secu-
rity and at the boarding gates. 

Moreover, passenger security is improved 
thanks to facial recognition technology that 

matches with identity documentation. This 
gives more time for security staff to focus on 
those passengers that require special needs 
or attention, and reduces the turnaround 
time for aircraft at the airport, thereby im-
proving efficiency.

Quote

“Facial recognition and the recording of 
biometric profiles via our application are a 
part of our connected operations project and 
will enable our customers to have a better 
experience. This is the main reason behind 
Iberia’s commitment to innovation.”

Gabriel Perdiguero 
Transformation Director, Iberia Airlines

Facial Recognition ID  Innovates the Airline Industry

Robert Hermans, SVP Entrance Control: You have  

delivered an impressive profitable sales growth of 21%  

in 2019. How come you have been so successful?

“The growth we have experienced this 
year is the result of long-term strategic 
investments in our product portfolio 
and a strong marketing agenda to-
wards growing customer segments as 
airport, metro and public and commer-
cial buildings. With our global footprint 
we have the capability to make large 
and complex deliveries to global cus-
tomers. This capability will continue to 
drive our growth.

“In July, we acquired Cominfo, 
which has been a targeted company 

for a long time. This has also been a 
good contribution to our growth for 
2019.”

Most of the products you provide 
come from your own production. 
How do you ensure production scal-
ability as growth continues?
“With the acquisition of Cominfo, com-
pleted in July 2019, we extend not only 
our geographical footprint but also 
production capacity. So we are ready 
to continue to grow!” 
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A wide range of safe storage products is available from the Gunnebo brands, in-
cluding modular strong rooms and vault doors, mechanical and automated safe 
deposit lockers, high-security electronic locks and locking systems, safes and filing 
cabinets, globally marketed through the renowned brands Chubbsafes, Hamilton 
and Steelage. These brands have been providing customers with peace of mind for 
centuries. Gunnebo’s offering in Safe Storage also includes high-security server cab-
inets (SecureIT) that protect sensitive IT equipment not only against intrusion, manip-
ulation and wilfull damage, but also from intelligence gathering and and high-energy 
electromagnetic pulse attacks. 

The products are certified by independent certification bodies which guarantee 
a specific level of protection against burglary, fire or explosives. Since there is no 
global certification standard, Gunnebo certifies its products in accordance with the 
most trusted regional norms, such as EN in Europe, UL in the USA and BIS in India. 
Independent certification is important for customers as it provides a recognised clas-
sification system which corresponds to local insurance ratings.

The Global Market for Safe Storage

The market for safe storage is very fragmented with only a few players acting on 
more than one continent. The market is also fragmented in terms of offering, stretch-
ing from high-graded products down to basic metal safes. Total market value is 
estimated at some 32 BSEK where Europe, Middle East and Africa represents 39%, 
Asia-Pacific 33% and Americas 28%. The annual CAGR market growth is estimated 
at 6% until 2022.* 
*Source: Global Safes & Vaults Market 2018–2022

Performance 2019

Safe Storage reported sales growth of 6% in constant currencies. As part of the 
cost-efficiency programme, the Business Unit will continue reviewing the cost struc-
ture in Europe. Safe Storage has begun its journey to change its route-to-market in 
Europe to a partnership model. In parallel, market testing of new, innovative, prod-
ucts aimed at driving growth is now ongoing in several customer segments. Some of 
these projects are already expected to contribute to sales in 2020. 

For the full year, the Business Unit’s EBITA amounted to MSEK 144 (151), resulting 
in a margin of 7.1% (8.3). The lower margin is explained by a cost level in Europe 
which was too high and costs for setting up the new Business Unit global structure. 
The overall cost structure is being addressed by the cost-efficiency programme 
launched in July 2019.

Business Unit

Safe Storage
The mission of Safe Storage is to protect cash, valued 
items and data from burglary, fire and explosion, as well 
providing peace of mind at home, in transit and at work. Market Drivers and Trends

• Demand for safes and vaults to 
protect valuables growing outside 
the banking sector

• Changing needs of what individuals 
and businesses want to protect 
drives customisation 

• Cybersecurity growing in 
importance 

• Safe storage products integrating 
technology for more connectivity

• Greater security concerns, due  
to terrorism and a more uncertain 
world order for all public and high-
risk sites

Strategic Priorities

• Customer-driven solutions through 
a new, proprietary innovation 
model

• Capture growth within Safe 
Storage by product offering and 
sales through distribution partners

• Support bank customers in their 
change process 

• Grow the business by entering 
new, targeted market segments 
with tailor-made solutions

• Develop solutions for intellectual 
property and data protection

• Provide enhanced competence 
in security and high-risk site 
protection

Innovation will drive future 
growth in an expanding market
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Sales model 
Direct: complex projects, ATM 
safes and service
Indirect: safes, cabinets and 
service

Market segments
Bank, public sector, homes, 
 retail, commercial offices, 
 pharma, distribution, ware-
houses storing high- value 
goods and high-risk sites

Selected customers
JP Morgan Chase & Co, Manappuram, 
Nova Vaults, SEB, Watsons Personal 
Care, FamilyMart, Indonesia  National 
Museum, National Center for Research 
on Human Evolution

Product Offering: Safes, vaults and vault doors, security cabinets, automated safe deposit lockers, high-security locking systems

7.1%6%MSEK 2,019

2019 2018

Net Sales, MSEK 2,019 1,826

Sales Growth, % 6 4

EBITA, MSEK 144 151

EBITA, % 7.1 8.3

 

Safe Storage in Figures 

Share of Group

EBITA margin Sales by regionSales growth Net sales

Brands

Market Structure

FireKing, Godrej, Tristar, 
Liberty, Promet, Wertheim,  

Robur, Phoenix safe, Invest Rem7%6%
Market share, 2019 Selected competitorsMarket growth, 2019–2022Market value, 2019

 MSEK 32,000  

Vision. Become the number one protector of valuables  

in selected markets through industry leading innovation.

Mission. To protect valuables and to provide peace 

of mind at home, in transit and at work.

Sales Model and Customer Structure 

Manufacturing Units  
Doetinchem (NL), Markersdorf (DE), Halol (IN),  
Jakarta (ID), Cincinnati (US) 

EBITA 

Key ratios

Net sales 

EMEA 56%
Asia-Pacific 27%

Americas 17%

33%37%
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In the spring of 2019, Gunnebo installed 
a large automated safe deposit locker 
system, SafeStore Auto, in Singapore, as 
demand for instant access to secure stor-
age grows with wealthy people investing 
in precious metals and gems. The project 
clearly signals a potential market outside 
the banking sector, which has been the 
traditional customer segment for these 
innovative devices.

With 4,251 boxes, this SafeStore Auto 
installation is by far the largest in Asia. The 
client, Singapore G Pte Ltd, held a lavish 
opening ceremony attended by bankers, 
business people, the media and high net 

worth individuals. 
Singapore G leases office space and stor-

age and is marketing the deposit boxes to 
wealthy people. As this is already the sec-
ond major SafeStore Auto installation in Sin-
gapore, it certainly underlines the potential 
to grow in this area, especially with service 
providers outside the banking industry. 

The project was a logistical challenge 
with very tight deadlines. Installing the 
solution required 12 shipping containers 
from three different factories from all over 
the world. 

Moreover, the installation took place 
on the third storey of an existing building, 

with floor loading constraints, stringent 
fire regulations and the need to reposition 
and strengthen walls. Gunnebo’s global 
engineering team – known for reliability and 
professionalism – built the main structure, 
supported by a local partner and Gunnebo 
staff from Singapore and Malaysia. 

Quote

“It was a tough challenge, but we managed 
to do it – and even ahead of schedule! The 
owner was very happy with Gunnebo.”
Eric Lim, Channel Sales Manager,  
Safe Storage 

Asia’s Largest SafeStore Auto  
Installation Signals Market Potential
 
// Singapore G Pte Ltd 

Customer Case
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The growing number of self-service environ-
ments has increased customer expectations 
for round-the-clock accessibility for valua-
bles. Particularly in the area of safe deposit 
lockers as users expect high tech solutions 
today. So how should businesses which offer 
safe deposit lockers address this?

Safeguarding client valuables in safe de-
posit lockers (SDLs) is a service offered by 
banks as well as hotels, cruise ships, casinos 
and many other operators in the hospitality 
industry. Security and client convenience are 
their top priorities.

A new generation of safe deposit lockers 
combining automated technology and ad-
vanced identification features, developed 
by Gunnebo, has emerged providing the 
flexibility required for most convenient 24/7 
self-deposit or retrieval of valuables. 

Designed to offer extended services to 
users, automated self-service SDLs are also 
modular enough to fit into small, medium or 
large spaces. Flexible, compact and porta-
ble, these new systems fulfil the needs of 

banks, hotels, homes or offices who want to 
create self-service areas.

The Benefits of Self-Service SDLs

Customers are not the only ones to benefit 
from fully automated safe deposit lockers. 
Managers in the banking, hospitality or ser-
vice industries also have much to gain from  
a high-tech safe deposit locker solution.

A first-class customer service for the pro-
tection of valuables helps increase turnover 
and client satisfaction by:
•  Freeing up staff for more value-added ac-

tivities as customers no longer need to be 
accompanied into the vault room to deposit 
or retrieve their belongings,

•  Optimising space allocation as self-service 
SDL areas require less room,

•  Providing increased ROI opportunities 
since 24/7 availability allows for increased 
rental fees,

•  Differentiating the brand by delivering an 
innovative self-service environment and 
attracting a new generation of users not pre-
viously interested in safe-deposit lockers,

•  Reducing back-office administration thanks 
to an automated registration process and 
system monitoring,

•  Providing customers with a service with 
uncompromised security,

•  Generating usage data which can be used 
to improve the customer experience.

This is an edited version of a post originally 
published on Gunnebo’s blog.

Why Self-Service is a Fast-Moving 
Trend in Safe Deposit Lockers

Stefan Syrén, SVP Safe Storage: Innovation is key for Safe  Storage going 

forward. What activities have been carried out in 2019, and when will we 

start to see the results?

“There is a very big opportunity for us to devel-
op innovative solutions for our customers and 
expand into new customer segments. We are 
now well on our way. In 2019, we increased 
our spend on innovation, which we now do in 
three dimensions: 

• Design to cost, aiming at continuing to work 
with improving the way we build our products 

in a smarter way,
• Leveraging on local successes and 
scale them up to become global,
• Introducing new offering to new 
customer segments and/or taking 
key offerings into new market seg-
ments through innovative business 
models.
We expect the results to come 
through from 2020 and onwards. 
This is just the beginning, we 

will continue to invest heavily in innovation in the 
coming years as well.”

During 2019, you have shifted your route-to-
market from direct to indirect through enter-
ing partnerships on several key markets in 
Europe. Why?
“Gunnebo should focus on being good at under-
standing customer demands and translate them 
into product innovation, product supply and man-
agement of safe storage project businesses. For 
product sales, we will continue to enter into part-
nerships on our key markets. This is how we have 
been successfully operating our Safe Storage 
business in markets such as US, India and South-
East Asia for a long time. Now we will benefit from 
this knowledge in Europe as well.” 
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Business Unit 

Cash Management

Gunnebo’s portfolio consists of solutions for deposit, dispensing and recycling of 
notes and coins, envelope and coin roll systems, closed cash management, drive-
up systems, application and monitoring software, and services. 

With this portfolio, Gunnebo is seen as a provider with a comprehensive offering, 
for CIT service providers, banks and retailers both in front-end and back-office. 

The Global Cash Market

That cash is disappearing is – globally – still a myth. Between 2011 and 2018, cash 
in circulation relative to GDP has increased 9.6% across all continents. 85% of 
transactions globally are made in cash, 79% in Europe*. 

Traditionally, cash has been managed by banks globally, but in recent decades, 
there has been a shift towards cash being managed by retailers. This has meant 
increased costs for bricks-and-mortar retailers, where the cost of cash often ac-
counts for between 5% and 10% of total costs. A third player in the cash ecosys-
tem is CIT companies, which provide services to facilitate the physical flow of cash 
between the bank and retailer.
*Source: Global cash report from paymentscardsandmobile.com 

Performance 2019

Cash Management ended a challenging year where net sales fell by 9% in constant 
currencies. A stronger cost focus and the expected increase in sales of newly 
launched products set the stage for increased sales and improved margins ahead. 
Cash Management has launched several innovative products and pieces of soft-
ware over the year. In 2020, the Business Unit presented a partnership with Loomis 
in the US, for which Gunnebo developed both products and software for Titan Z, 
Loomis’ new retail solution for cash deposits. This shows that Gunnebo has the 
expertise and capacity required to develop and deliver hardware and software 
solutions to global partners. 

For the full year, the Business Unit’s EBITA amounted to MSEK 68 (122), resulting 
in a margin of 6.6% (11.2). The lower margin is mainly explained by the drop in sales 
volume in all regions while Gunnebo has continued to invest in growing customer 
segments. Gunnebo is taking measures targeting the profitability structure in the 
Business Unit. 

Cash Management is about reducing the cost of 
handling notes and coins for banks and retailers. It 
is also about supporting cash-in-transit (CIT) service 
providers to expand their offering to retailers through 
providing software, hardware and services that increase 
efficiency and safety throughout the cash cycle.

Our key differentiator  
today is software

Market Drivers and Trends

• Increased focus on efficient 
management of cash due to  
high costs

• Focus on the total cost of 
ownership management

• As-a-Service infrastructure

Strategic Priorities

• Provide fit-for-purpose hardware, 
software and services to optimise 
the cash process

• Provide software that allows cash 
optimisation and central device 
management

• Offer new business models such 
as pay-per-use
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Sales model 
Bank: direct, with partners and CIT. 
Retail: direct, with partners, CIT 
and banks

Market segments
Retail, bank and 
other businesses 
managing cash

Selected customers 
Auchan, Carrefour, COOP, Rabobank, 
Transguard, Emirates NBD, Coles,  
Z- energy, Lojas Americanas, RaiaDrogasil

Product Offering: Closed cash management, recycling, cash deposit, cash management software

6.6%–9%MSEK 1,034

2019 2018

Net Sales, MSEK 1,034 1,090

Sales Growth, % –9 2

EBITA, MSEK 68 122

EBITA, % 6.6 11.2

 

Cash Management in Figures 

Share of Group

EBITA margin Sales by regionSales growth Net sales

Brands

Market Structure

Glory, Tidel, Suzohapp,  
Arca, Diebold Nixdof and  

Cash Guard7%5%
Market share, 2019 Selected competitorsMarket growth, 2018–2020Market value, 2018

 MSEK 15,000  

Vision. Lead and co-develop the future customer payment 

cycle by offering best-in-class uptime and peace of mind.

Mission. Be the experts in the complete payment cycle providing cost-

effective and secure solutions through innovative business models.

Sales Model and Customer Structure 

Manufacturing Units  
Binefar (ES), Cincinnati (US) 

EBITA 

Key ratios

Net sales 

EMEA 71%
Asia-Pacific 7%
Americas 22%

16%19%
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Hermitage Amsterdam lies in the heart of 
the Dutch capital and ranks among the 
most visited museums in the Netherlands. 

Unlike most museums, the Hermitage 
itself has no artwork or permanent collec-
tion. Instead it organises two exhibitions a 
year with items from the 3.5 million works 
of art housed by its parent museum, the 
Hermitage in St. Petersburg, Russia. 

The Hermitage attracts an average of 
420,000 visitors each year, including many 
students from schools who are offered free 
art lessons.

Managing Cash Payments

The Hermitage has grown in recent years 
particularly since the opening of a restau-
rant in 2015. Together with the ticket office 
and shop, this meant the addition of a third 
area where the museum was taking pay-
ments. Overall 25% of visitors were paying 
with cash – less than the national average 
of 40% (2018) – so it was essential for the 
Hermitage to organise cash operations 
efficiently.

A Partnership Built on Trust

“After we had decided to choose a cash 
recycling solution for the Hermitage, we 
started an investigation into the various 
options,” explains Finance Manager, Peter.

They compared five machines and 
judged them based on the following crite-
ria:
• The machines had to be safe and robust 

(with an ECB certified safe),
• There had to be sufficient capacity for 

coins (cash registers),
• Only a CIT company should be able to 

open the cash recycler – no member of 
staff should have access to the safe,

• Within the system, it should be possible 
to make the money flows from different 
departments visible separately, for exam-

ple the cash flows from the museum shop 
and the museum entrance,

• The purchase price and the annual op-
erating costs should not be too high 
and through a more efficient system, the 
museum should be able to make cost 
savings.
“After an extensive evaluation, we finally 

opted for Gunnebo’s SafeRecycling solu-
tion,” says Peter.

Separate Payment Areas

Since it was necessary for the museum to 
keep the cash coming in from the different 
payment areas separate, a Gunnebo Safe-
Recycling solution for notes and coins was 
the ideal option. Not only does it track the 
amount being deposited by employee, 
but this data is easily visible and can be 
checked online using Gunnebo’s CashCon-
trol software.

“Human error is not uncommon so cash 
automation naturally saves us time. With 
this system in place, proper control of the 
process is possible,” comments Peter.

The recycling system is accurate and 
cash differences come to light automatically.

“This saves a lot of time and frustration 
as you do not have to re-count the money 
manually,” he adds.

Cash Availability

When employees deposit cash, it is first 
sorted and then used to replenish the float. 
If there is an overflow of money, it is stored 
in the back office ready to be collected by 
CIT services. To make back-office process-
es as self-sufficient as possible – and to 
avoid having to order too many coins from 
the CIT company – staff return the overflow 
cassette with coins to the SafeRecycling 
unit. 

“It is nice that the Gunnebo SafeRecy-
cling solution has a large capacity, other-
wise we would have to re-order coins much 
more often,” states Peter. 

In the past, cash payments were also 
made by the Hermitage. There was an em-
ployee who managed the cash and made 
sure that cash was available. Because Gun-
nebo SafeRecycling can issue the deposit-
ed coins and notes, the museum has been 
able to cancel this internal cash register 
and effectively create its own ATM. 

“Gunnebo’s great experience in retail 
solutions certainly played a major role in 
choosing supplier,” concludes Peter, “And I 
am still happy with our choice.”

Cash Recycling Delivers  
Cash Process Efficiency
 
// Hermitage Amsterdam 

Customer Case
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Automated cash recycling is an excellent 
way of not only reducing operational costs 
but also improving the customer experience. 
For sites with multiple points of sale, such 
as museums, hotels, casinos and cruise 
ships, managing and processing cash is a 
serious challenge.

Portioning out cash, keeping cash reg-
isters stocked with change and counting 
up at the end of the day are necessary, 
functional tasks, but are costing businesses 
time and therefore a considerable amount 
of money.

As a functional task, manual cash  
handling is not adding any value and pre-
vents staff from spending time on the floor 
with the customer. 

Automated cash recycling significantly 
reduces time spent on such tasks (for a 
member of staff who usually counts cash 
manually, a cash recycling machine can 
easily save them 30 minutes or more) and it 
eliminates cash-counting errors. This in turn 
means less stress for employees and de-
livers a return on investment to businesses 
from savings on time, cash collection and 
bank charges.

The Benefits of Cash Recycling Are Hard to Ignore

Christian Weisser, SVP Cash Manage ment: How has Cash Man-

agement’s software offering evolved to meet business needs?

“Our key differentiator in the market today is software, and it will become even more 
critical in the future. Gunnebo already has one of the strongest software platforms on 
the market, and in order to support retailers, banks and cash-in-transit partners going 
forward we provide connectivity through common cloud-based platforms, which also 
allow remote service, and new business models not requiring up-front investments in 
hardware.”

During 2019, Cash Management expe-
rienced a decline in sales and margins. 
What actions are taken to secure the 
Business Unit capture growth in the 
market with improved margins going 
forward?
“We are in the middle of a transition of our 

business model, which has been made 
possible by the Business Unit structure. 
We are working on several levels to get 
back into profitable growth including new 
partnerships, an aggressive marketing 
activity plan and adjustment of the fixed 
cost structure.”

This is an edited version of a post originally published on Gunnebo’s blog.
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Business Unit 

Integrated Security

Products and services in this Business Unit 
can generally be divided into the following 
areas:

• Integrator business for electronic se-
curity encompassing solutions for access 
control, intruder security and video surveil-
lance. Business in this product area normally 
takes place in project form and Gunnebo 
generally sells, installs and services products 
purchased via third-party suppliers. 

This business is carried out under the 
Gunnebo brand.

• Electronic article surveillance (EAS) and 
loss prevention encompassing anti-theft 
systems for the retail and fashion industries. 
The offering includes sales of third-party 
products as well as in-house developed 
products under the Gateway brand name. 

Bundled into loss prevention solutions also 
including CCTV and access control the offer-
ing is sold under the Gunnebo brand.

• Fire projects and fire safety includes ma-
jor projects to integrate fire security systems 
on larger sites. This business is sold under 
the Gunnebo brand. 

Fire safety refers to sales of fire hydrants, 
fire extinguishers, protection panels and flex-
ible sprinkler piping. Fire safety is sold under 
the Minimax brand in India.

• Gunnebo Business Solutions is the 
Group’s common platform in software solu-
tions being developed in the Business Units 
Entrance Control, Safe Storage and Cash 
Management. The common platform enables 
Gunnebo to offer Software-as-a-Service 
solutions. It also opens up the opportunity to 
offer new business models as subscriptions, 
including product-as-a-service. This devel-
opment is customer-driven and is core for 
several of the ongoing innovation projects.

Integrated Security consists of a number of local business operations, each 
with its own market conditions and having their own strategic direction. 

• Gunnebo Retail Solutions is a suite of 
software services focusing on digital store 
operations for retailers. The solution is based 
on the trend where shopping for the end cus-
tomer is all about speed, convenience and 
flexibility. This creates a need for retail stores 
to become even more efficient and one key 
factor to get there is digitalisation.       

Gunnebo Retail Solutions have committed 
to enable physical stores to stay competitive, 
by digitising store operations and keeping the 
store in full flow. It enables store operations 
to reach new levels of efficiency, by optimis-
ing current and new processes, allowing all 
of the store’s systems to be managed in one 
application.

The solution is managed as a start-up 
within the Gunnebo Group and has won its 
first clients during the year. 

Market Structure

Gunnebo estimates that the total market 
value for Integrated Security is over BSEK 
400. The annual market growth during 2019, 
according to the Group’s assessment, is 3%, 
and Gunnebo estimates itself to have a limit-
ed market share of under 1% globally, but a 
stronger position in certain geographies. 

Strategic Review

In 2019, Gunnebo has made a strategic 
review of the Unit’s business operations 
where customer and product synergies 
have been identified with other Business 
Units. This means that approximately 20% 
of the business operations will be merged 
into Safe Storage and Entrance Control in 
2020. At the same time, the Business Unit 
will change name to Other Business, which 
better reflects the Business Unit’s diversified 
operations. The new reporting structure and 

historical key ratios will be presented in the 
first quarter report of 2020. The strategic 
review of the remaining business operations 
in Other Business will continue.

Performance 2019

Integrated Security ended a weak 2019 with 
a 6% decline in net sales in constant curren-
cies. Profitability improved over the year but 
has not reached a satisfactory level.  In the 
ongoing strategic review customer and prod-
uct synergies have been identified with other 
Business Units. As a consequence of the 
strategic review, items affecting compara-
bility and an impairment totalling MSEK –56 
were linked to the Business Unit in the fourth 
quarter. 

For the full year, EBITA amounted to MSEK 
17 (1), resulting in an EBITA margin of 1.5% 
(0.1). The full year EBITA improvement was a 
result of the ongoing cost-efficiency meas-
ures taken to improve the performance of the 
local operations. 
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Strategy & Goal. The strategy for each individual business 

within Integrated Security is to optimise the customer offering 

within each business, with the common goal to achieve the 

Group’s target for profitability and growth.

Product Offering:  Electronic security, fire security, loss prevention and group-common digital platforms 

1.5%–6%MSEK 1,099

2019 2018

Net Sales, MSEK  1,099 1,164 

Sales Growth, % –6  –5 

EBITA, MSEK 17 1

EBITA, % 1.5 0.1 

 

Integrated Security in Figures 

Share of Group

EBITA margin Sales by regionSales growth Net sales

Market Structure

<1%3%
Market share, 2018Market growth, 2018Market value, 2018

BSEK 400  

Brands

Manufacturing Units  
Halol (IN), Cincinnatti (US) 

EBITA 

Key ratios

Net sales 

EMEA 39%
Asia-Pacific 21%
Americas 40%

4%20%
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Background

RD, created in November 2011 from the 
merger between Raia S.A. and Drogasil 
S.A., is Brazil’s leading drugstore brand 
with more than 2,000 shops in 23 states.  
It is also the leading chain in terms of  
revenue and combines an integrated  
portfolio of assets focused on health  
and well-being.

Growing Together with Gunnebo

The partnership with Gunnebo began in 
2011 and has evolved gradually. With a 
base of 30.6 million active customers, the 
company has been aiming to increasingly 
improve in-store customer shopping expe-
rience. 

RaiaDrogasil locations have adopted a 
more modern layout and the product mix 

has been expanded by 14,000 items to 
meet changing consumer  preferences.

No Compromise on Security

Throughout these changes, RaiaDrogasil 
has prioritised security and has worked with 
Gunnebo to minimise losses.

After nine years of in-store anti-theft 
protection, which has been expanded along 
with the company’s expansion nationwide 
and supported by a maintenance contract 
managed through a customised web portal, 
the partnership between Gunnebo and  
RaiaDrogasil reaches the next level of secu-
rity. During 2019, Gunnebo has developed 
the entire infrastructure and technology 
solutions for three loss prevention reference 
stores in São Paulo, where, besides the 
antennas and tags, there are alarms, video 
analytics (CCTV and Gatecash), people flow 

counters and queue management systems. 
In addition, Gunnebo has provided an ad-
vertising solution integrated with the CCTV 
system to help drive sales.

Winning the Battle  
Against Inventory Losses 

The intent of the project is to help store 
leaders further reduce inventory losses 
through better management with more 
technology. Gunnebo antennas and labels 
are present in 98% of the more than 2,000 
stores installed in 23 states, 47% of them in 
São Paulo.

According to the company, in the last six 
years inventory losses have been falling by 
about 10% annually with the set manage-
ment (procedures and processes), peo-
ple (training and culture) and technology 
(equipment and software).

Complete Loss Prevention  
Solution Reduces Shrinkage
 
// RD, Drugstore Brand, Brazil  

Customer Case
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The rising threat posed by terrorism is a 
challenge faced around the world. During 
2019, Gunnebo worked closely together 
with the Spanish Ministry for Home Affairs 
to address border control for the country.

The Spanish Ministry for Home Affairs 
is responsible for national security and as 
a part of this remit, needs to know who is 
entering the country. When the government 
identified a need to reinforce border securi-
ty, Gunnebo was able to help.

The Ministry was specifically looking for 
technology able to identify black-listed indi-
viduals and also keep a track of the number 
of people entering and leaving Spain from 
and to countries outside of the European 
Union.

Gunnebo delivered an Integrated Secu-
rity project securing six entrance points at 
the southern border by equipping the area 
with 35 facial recognition cameras 

connected to a software platform for video 
analysis.

As a result, the Ministry can now imme-
diately raise an alarm if someone tries to 
enter the country who is considered to be 
a threat. The facial capture technology also 
allows them to crosscheck daily on who 
has come into the country against those 
who have left to ascertain which people are 
still on Spanish soil.

Stefan Syrén, SVP Integrated Security: In 2019,  Integrated 

 Security did not achieve the Group’s targets on growth and 

profitability. What measures will ensure the Business Unit is 

 developing in the right direction 2020?

Integrated Security is a portfolio of 
different, standalone businesses. 
Some are performing well in line and 
above Group targets for growth and 
profitability, some are not. We are 
currently reviewing these different 
businesses, to define the strategy 
for each of them going forward. It is 
already now clear that around 20% 

of the Unit has synergies with other 
Business Units in Gunnebo and will 
be integrated into Entrance Control 
and Safe Storage during Q1 2020. 
With this, the Unit will change name 
to Other Business and the strategic 
review of the remaining business op-
erations will continue with increased 
focus.

Customer Case

Border Control Crucial to National Security
// Spanish Ministry for Home Affairs


