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In a project demanding immense skill,
Stanley Convergent Security Solutions (Stanley
CSS) blends a multitude of old and new
systems into a thoroughly integrated solution
controllable from a single command point.
The company marshals the full measure

of its considerable resources to exceed the
expectations of Indiana’s Conseco Fieldhouse,
subsequently winning SSI’s 2010 Integrated
Installation of the Year Award.
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BY SCOTT GOLDFINE

rom the consulting and
design phase, all the way
through delivery and installation,
Stanley Convergent Security
Solutions was flawless in
their execution of providing
a complete security package
to meet our needs.” This
glowing endorsement from the apt-named John
Ball, director of Building Safety and Security for



Pacers Sports & Entertainment, is indicative of the
expertise and service Stanley CSS demonstrated in
its comprehensive solution for Indiana’s Conseco
Fieldhouse.

The project, which earned the company SSI’s

1 Stanley CSS Software Engineering
Team Leader Blaine Frederick (left) and
Project Manager Mike Davis configure
the networked surveillance system.
This rack contains some of the proj-
ect's 26 Panasonic encoders.

2 Stanley CSS Engineering Manager
Dale Kougel and Pacers Sports & En-
tertainment'’s Emily Cornforth view the
125+ cameras positioned throughout
the $183 million, state-of-the-art facil-
ity located in downtown Indianapolis.
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3 Stanley CSS' Corpo-
‘ rate Commander PSIM
 sits atop Conseco Field-
2 house's security and

¥ facility management
subsystems to facilitate
a single point of com-

mand and control.
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4 John Ball, director of building safety and security for Pacers Sports &
Entertainment, accesses one of more than 50 access controlled doors.
The Lenel-based system also controls six elevators.
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2010 Integrated Installation of the Year Award, in-
volved streamlining the client’s existing, separate-
ly managed systems with upgraded access, video,
intercom and software platforms to enable con-
trol via a single command point. Subject matter ex-
perts from Stanley CSS collaborated with the Stan-
ley Mechanical Access Solutions division to deliver
a best-in-class security solution.

The award is Stanley CSS’ second in the program,
winning when it was known as HSM Electronic Pro-
tection Services in 2007. This year, the Naperville,
Ill. headquartered integrator also captured SAMMY
(Sales & Marketing) awards for Best Overall Inte-
grated Marketing Campaign and Best Community
Outreach Program (see the June issue).

Launched in 2002, the Integrated Installation of
the Year program judges entries based on innova-
tion; systems design; integration of at least three
electronic systems; seamlessness of installation;
uniqueness of application; and end-user satisfac-
tion. Other finalists this year were Benson Systems
of Gilbert, Ariz., and Ultrasafe Security Specialists
of Norco, Calif.

The necessity for flexible technology, extensive
consultation and meticulous project management
made the Conseco Fieldhouse a unique and chal-
lenging job. “Balancing the needs for security for
the professional performers, fans and general pub-
lic, while not hindering the entertainment experi-
ence was a top priority,” says Mark Baruzzini, se-
nior director, Stanley CSS Convergence Center of
Excellence.

INTEGRATOR NETS BIG PROJECT

The crown jewel of Indianapolis’ downtown
cityscape, Conseco Fieldhouse has hosted famous
performers ranging from Cirque du Soleil to the
Eagles to Paul McCartney to Justin Timberlake to
U2 and more, as well as the NBAs Pacers and WN-
BAs Fever. The 18,165-seat, 750,000-square-foot fa-
cility opened in 1999 and is widely considered one
of the finest venues in all of sports.

Perhaps the only thing more important to Con-
seco Fieldhouse’s management than first-class en-
tertainment and profitability is ensuring the safety
and security of its many performers, fans, visitors
and staff. Hence a keen interest in keeping the ven-
ue’s security systems up to date with the latest ad-
vancements and capabilities.
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“We need to always look into managing event se-

m curity and building operations more efficiently and
more effectively. We need to be able to monitor hid-

H den areas in the building and know who is coming
and going,” says Ball. “We needed to upgrade our
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5 Since its opening in
1999, millions of people
have passed this en-
tranceway into Conseco
Fieldhouse to view all
manner of sports and
entertainment events.

6 Legends Sports Bar is one of many attractions within Conseco
Fieldhouse, which also features more than 100 concession stands.
The home to the NBA's Indiana Pacers seats 18,165 spectators.

7 The only thing more impor-
tant to Conseco Fieldhouse
management than first-class
entertainment and profitability is
ensuring the safety and security
of its many performers, fans,
visitors and staff.

8 The project team (back-front,
Ir): Stanley CSS’ Blaine Freder-
ick, Dale Kougel, Mike Davis and
Mark Baruzzini, Pacers Sports &
Entertainment’s John Ball, and Stanley CSS' Richard Phillips.

existing systems that could not interface with each
other while getting more capability with our cur-
rent security staff.”

Combining its own funds with additional dol-
lars from the Department of Homeland Security
(DHS), Conseco Fieldhouse issued a request for
proposal (RFP). Stanley CSS, which already had
its foot in the door thanks to the arena having been
built with Stanley mechanical locks, won the cli-
ent over by serving in a consultative capacity. Stan-
ley recommended more cost-effective options with
better functionality than would have been realized
through the original RFP.

“The customer sought to utilize their past invest-
ments in security and technology, while integrating
new advanced technology and design applications
to maximize the overall security for the organiza-
tion,” says Stanley CSS Executive Security Consul-
tant Richard Phillips, who adds that the project de-
manded competencies beyond the grasp of most
competitors.

FAST BREAK TIMELINE MET

No stranger to equipping sporting venues, par-
ticularly north of the border, Stanley CSS’ custom-
ers include The Bell Centre, The Hershey Centre,
the Montreal Canadiens practice facility, and other
municipal rinks and centers. (For more on Stanley
CSS’ business, see the July 2009 issue of SSI where
the company was named Installer of the Year. It’s also
available at www.securitysales.con)

“One of the most significant challenges of dealing
with a sports and entertainment venue is working
around the constant flux of events being hosted at
the location,” Baruzzini says. “Each event requires
different access control and video setups, whether
it's an NBA game, concert, ice skating, etc.”

Stanley CSS broke ground on the Conseco Field-
house project in July 2009, finishing on budget (at
nearly $300,000) and on schedule 90 days later. The
integrator brought in application engineers and so-
lution consultants to work with the customer on de-
sign, workflow and project expectations.

Being that the project was in response to a DHS
audit, compliancy, which required collaborating
with Conseco Fieldhouse’s IT manager to tweak
and finalize the configuration, was as central to the
scope of work as was meeting the end user’s other
specific needs.
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To ensure the project was properly managed and
progressed smoothly, Stanley held daily meetings
onsite. The workflow included meetings for design
consultation review, implementation, scope and
schedule review, project walk-throughs, and ongo-
ing benchmarks and deliverables.

BESTo

PRODUCTS PERFORM LIKE ALL-STARS

The technology, systems and products selected
included Axis IP video, Genetec NVRs, Lenel ac-
cess control, Harding intercoms and Stanley Se-
curity Solutions’ own W-Q wireless access man-
agement solution (see the equipment list online for
more detail).

All of these elements were skillfully regimented
within Stanley CSS’ Corporate Commander physi-
cal security information management (PSIM) plat-
form. The PSIM sits atop Conseco Fieldhouse’s
security and facility management subsystems to fa-
cilitate a single point of command and control for
all of the integrated pieces.

“The reasons these products were used to con-
struct this solution included: extensive compatibil-
ity with diverse technology and integration with the
Commander PSIM through API and SDK develop-
ment; engineer familiarity; strategic manufacturer
partnerships; and platform flexibility,” says Stan-
ley CSS Software Engineering Team Leader Blaine
Frederick.

The solution encompassed 53 door readers, 128
cameras, three wall-mounted LCD monitors (re-
placing 41 standard CRT monitors) controlled
from the Genetec client and displaying 13 images
per monitor, and another three video windows for
call up and spot monitoring included within the
Commander console itself.

Integrated into the Commander interface are the
customer’s existing analog video, new IP-based vid-
eo, access control, intrusion detection and inter-
com systems, along with control of six elevators.
According to Ball, the solution will be further en-
hanced with planned expansion calling for fire/life-
safety, building management, paging and notifica-
tion, and other enterprise systems.

“This will eventually incorporate other facility
platforms as well such as building power, HVAC,
VoIP and fire in a low-cost way,” he says. “In our
future plans, for example, we will be able to shut
down air handlers if a train wrecks outside. Not
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only can these systems be integrated, they can be
automated. When you start looking at integrating
different systems we see a lot of potential to make
us not only safer but more efficient.”

USERS COACHED ON SYSTEM

According to Frederick, one of the overriding
challenges the project presented was contending
with the cluttered work of Stanley CSS’ predeces-
sor. The existing cable management was chaotic,
not labeled and almost unusable. In addition, the
legacy video surveillance system was improperly
configured and in poor condition.

“The previous security provider was over-
whelmed by the required maintenance and inte-
gration of a solution on this scale,” he says. “The
customer would have to physically switch cables
during events to display the desired scene on the
monitors. The previous monitor wall had 41 mon-
itors using eight DVRs with the video quality low-
ered enough to get adequate video storage.”

Conseco Fieldhouse personnel have been moni-
toring the system in-house since it went online last
October.

“Once the system was in, Stanley provided ad-
ministrator, operator and super-user training ses-
sions to meet our specific team needs,” says Ball.
“They were very thorough with the training as they
were careful to cover all of the operator documen-
tation, help files and day-to-day functions.”

Stanley CSS maintains the system through an
annual preventative maintenance agreement sup-
ported by the firm’s 24-hour customer service cen-
ter. In addition, integrated solution engineers are
available either onsite or remotely to address tech-
nical issues as needed.

SOLUTION IS A SLAM DUNK

In practically no time at all, the system lived up
to its billing and demonstrated its value. A week
after the project was completed the facility’s secu-
rity staff used the surveillance system to help ap-
prehend an intruder breaking into the gift shop to
steal jerseys.

“We are pleased with the system. It is advanced
enough that I believe it will be another six months
before we are really able to see many of the bene-
fits. Our guards are able to see so much more now,”
says Ball.



Adding to the client’s delight is the way Stanley CSS
has served as a truly consultative partner, delivering
a customized solution with cost savings derived from
superior system optimization. Conseco Fieldhouse
was also able to eliminate expensive maintenance
contracts it had on the older video systems and tech-
nology with the previous security provider.

“The flexibility and open architecture of this sys-
tem not only meet our needs today, but also those of
tomorrow,” adds Ball. “We know this will further en-
hance our ability to provide a safe and secure venue.
We look forward to our continued partnership with
Stanley, assured they will be there with the solutions
to meet our complete security system needs.” [

Editor-in-Chief Scott Goldfine has spent more than 11 years with SECURITY SALES &

s big as it is in size, with more than
AZ,OOO employees working out of more
than 75 branch locations generat-

ing in excess of $465 million, Naperville,
ll.-headquartered Stanley Convergent
Security Solutions (CSS) has proven its
collective heart is just as large. In 2009, the
Stanley Gives Back program helped more
than 35 different charities across the nation,
donated in excess of 12,000 hours in volun-
teer work and raised more than $102,000
for assorted philanthropic causes.

“Whether we build a house for some-
one through Habitat for Humanity, contrib-
ute monetary funds to a women'’s shelter,
adopt a family for the holidays or raise
money for cancer research, we are impact-
ing people’s lives and the lives of future
generations,” says Beth Tarnoff, Stanley
CSS director of marketing. “Being such a
large organization, we have the ability and
scope to have an amazing positive impact
in communities across the continent. Serv-
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Stanley Convergent Security Solutions

Best Community Outreach Program

Don't Underestimate the Payback of Giving Back -

ing others, both customers and communi-
ties, is the driving force of Stanley CSS and
the foundation of its corporate culture.”

Four main elements ensure the pro-
gram’s success: 1) nationwide community
impact with a localized touch, where
branches are encouraged to get involved;
2) comprehensive community support,
where fundraising, donation collection
and volunteer work are all endorsed; 3)
nationwide campaigns, where sugges-
tions are shared with each office and then
executed and coordinated on a local level;
and 4) team competition, where branches
vie to raise the most money, volunteer the
most hours and develop the most creative
fundraising events.

“In our opinion, the most enduring
impact from our companywide Stanley Gives
Back campaign is helping to reinforce the
giving and caring nature of our employees,
encouraging them to touch more people
in a positive fashion and to attract more

STANLEY Stanley Convergent Security Solutions, Inc.
®

Security Solutions

INTEGRATION. He can be reached at (704) 663-7125 or scott.goldfine @ bobit.com.

employees who share our company value of
helping the community. It's very exciting to
see how much of an impact our associates
have made across the country,” says Stanley
CSS North America President and COO

Tony Byerly.

One of Stanley CSS' many philanthropic
endeavors is Habitat for Humanity. “Serving
others, both customers and communities,

is the driving force of Stanley CSS and the
foundation of its corporate culture,” says
Director of Marketing Beth Tarnoff.

888-476-4787 www.stanleycss.com
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