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With a customer base that includes many well known large retailers as a reference, 

Sentry Technology has been able to build on their already strong presence in 

North America and Europe while growing in the Latin American marketplace 
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BIO: 

Peter L. Murdoch has been President 

and Chief Executive Officer since Janu-

ary 8, 2001. Mr. Murdoch has extensive 

experience in the retail security industry 

as well as in the sales of technology-based 

products. He was Managing Director of 

ID Security Systems Canada, Inc. prior to 

it being acquired by Sentry. Beginning in 

1997 he has served as member of the 

management committee of Dialoc ID. 

Prior to joining ID Security Systems Can-

ada, Inc., Mr. Murdoch was Vice Presi-

dent of Sales for Catalyst International 

Business Systems. He is an economics 

graduate from the University of Western 

Ontario. 

 

Company Profile: 

Sentry Technology Corporation designs, 

manufactures, sells and installs a com-

plete line of Closed Circuit Television 

(CCTV) solutions, Electro-Magnetic 

(EM) and RFID based Library Manage-

ment systems as well as Radio Frequency 

(RF) and Electro-Magnetic (EM) EAS 

systems. The CCTV product line features 

SentryVision®, SmartTrack, a proprie-

tary, patented traveling Surveillance Sys-

tem. The Company's products are used by 

libraries to secure inventory and improve 

operating efficiency, by retailers to deter 

shoplifting and internal theft and by in-

dustrial and institutional customers to 

protect assets and people. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Murdoch, what was your 

vision when you became CEO of Sentry 

Technology, and where are you today? 

Mr. Murdoch: “When I started with 

Sentry it was a subsidiary of a Dutch 

company called Dialoc ID Holdings. The 

plan was to integrate the businesses of 

Dutch with Sentry taking advantage of 

Sentry’s direct sales force. In Europe Dia-

loc was to sell Sentry products through its 

dealer customer base. Today the situation 

is quite a bit different. We purchased 

Sentry and ID Systems, a Dialoc subsidi-

ary of the Dutch company and combined 

the two within the Sentry public struc-

ture. 

 

Since then the company has been concen-

trating on two primary product lines, the 

first being our patented SmartTrack™ 

traveling camera system. SmartTrack™ 

has two pan, tilt and zoom cameras that 

travel along a rail mounted on the ceil-

ing. It is ideal for big box retail, distribu-

tion and transportation companies. Sec-

ondly, we are successful marketing our 

patented library security products that 

include electromagnetic theft prevention 

systems. Our library product line includes 

QuickCheck™ a self-service kiosk that 

allows patrons to borrow their own books 

without the intervention of a librarian. 

There have been many changes since 

becoming involved with Sentry and we 

are now well positioned to grow the com-

pany.” 

 

CEOCFO: Who is using your products 

today? 

Mr. Murdoch: “Many organizations. On 

the retail side, our SmartTrack™ custom-

ers are four of the five largest retailers in 

the world including Wal-Mart in the UK, 

Target, Metro AG and Carrefour. In the 

library sector key customers are the Li-

brary of Congress, Dallas Public, New 

York Board of Education, Vancouver 

Public and the library of the Supreme 

Court of Canada.” 

 

CEOCFO: What are you providing and 

what is the business model? 

Mr. Murdoch: “Sentry manufactures and 

installs security and operational video 

solutions in retail, distribution and trans-

portation companies featuring our 

SmartTrack™ traveling system. For li-

braries, we offer a complete line of theft 



prevention systems, security tags, self-

service systems and RFID solutions. In 

North America, video and library systems 

are sold by a direct sales force and in ex-

port markets by dealers and distributors.” 

 

CEOCFO: How do you drive business? 

Mr. Murdoch: “We have a wonderful 

base of large customers that are recog-

nized market leaders and innovators in 

applying security technology. The suc-

cessful introduction of SmartTrack™ 

with the world’s largest retailers is driv-

ing business with prospective customers 

in all sectors. The same applies in Librar-

ies. When leaders like the Library of 

Congress and the Texas Buy Board 

speak, the market listens. We also sup-

port our direct sales efforts with sector 

focused trade shows, direct marketing 

and print ads.” 

 

CEOCFO: Are most businesses ready to 

go the next level of security you offer? 

Mr. Murdoch: “In a world of 

fixed and dome camera solu-

tions, we are offering some-

thing that’s different. More and 

more, customers are realizing 

that improvements in video 

transmission rates that make 

remote video viewing viable. 

SmartTrack™ combined with 

our video server is ideal for this 

application. We call the combination of 

the two OperationalVideo™ a process 

that allows retailers to manage safety, 

security, merchandising, displays, pric-

ing, signage and employee compliance, 

real-time over the internet. Businesses are 

definitely ready to get more productivity 

from their video systems.” 

 

CEOCFO: Will you tell us about your 

application of RFID technology? 

Mr. Murdoch: “We apply RFID primar-

ily in our library program. An RFID tag 

is applied to a book and read by our 

QuickCheck self-service system. Quick-

Check is finding a growing market in 

libraries. Self-service increases the effi-

ciency in libraries while reducing operat-

ing budgets. Currently we have more than 

250 systems installed in approximately 

190 libraries.”   

 

CEOCFO: You have a recent contract 

with Dallas Public Library; is that typi-

cal? 

Mr. Murdoch: “It is typical. Dallas Pub-

lic Library has been a customer of Sentry 

for a number of years. We started selling 

Dallas Public our electromagnetic system 

as well as security strips that are applied 

to books to prevent theft. Recently a re-

quest was issued by the library to propose 

additional anti-theft systems as well as 

self-service systems, and we were suc-

cessful in winning the contract.” 

 

CEOCFO: What sets Sentry apart?  Why 

are companies choosing Sentry? 

Mr. Murdoch: “On the library side we 

have innovative products that include 

software features in our self-service sys-

tems that closely align with the needs of 

libraries. Systems are modular in design 

so customer can configure the system 

exactly as required. QuickCheck can be 

delivered with and without an EM deacti-

vator for security and with or without an 

RFID reader. There is a tremendous 

amount of flexibility as to how we apply 

our technology in libraries. Regarding 

OperationalVideo™, the unique applica-

tion of our traveling CCTV system is 

truly setting Sentry apart. Early adopters 

of the technology are experiencing 

greater operational efficiency and cost 

savings.” 

 

CEOCFO: Do acquisitions play a role 

with the company? 

Mr. Murdoch: “Currently we are con-

solidating what we have done recently 

and making our company more profit-

able. We see big growth opportunities for 

the products that we’ve developed. The 

market has recognized value in both our 

library and traveling camera systems. We 

have our hands full at the moment work-

ing on existing opportunities and are not 

looking at any specific acquisitions.” 

 

CEOCFO: Is international a growing 

arena for you? 

Mr. Murdoch: “Yes it is. We have a very 

strong retail base in Europe, servicing 

large customers. Typically, we supply 

export markets through dealers and inte-

grators managed by our international 

sales manager. We also are seeing growth 

in Latin America. Recently Sentry signed 

business with Sodamac, which is one of 

the largest retailers in Latin America. 

Sodamac has introduced us to subsidiar-

ies and sister companies within its or-

ganization and will host a SmartTrack™ 

product demonstration in Santiago Chile 

in July.” 

 

CEOCFO: What is the financial picture 

for Sentry? 

Mr. Murdoch: “Sentry is continuing to 

build strength financially. We are looking 

for capital for growth to take 

advantage of our many oppor-

tunities. We’re optimistic that 

we will attract capital at the 

right price.” 

 

CEOCFO: Why should inves-

tors be interested and what 

might they miss when they first 

look at the company? 

Mr. Murdoch: “Investors are looking for 

growth opportunities with companies that 

can be competitive in the future. We have 

been able to identify markets were we 

have a competitive edge. For instance 

OperationalVideo™ is just the beginning 

of a new development in the security 

business that will become a multi-billion 

dollar market and Sentry has technology 

that is ideally suited for this application.” 

 

CEOCFO: What should people remem-

ber about Sentry? 

Mr. Murdoch: “I think people should 

remember that Sentry has refocused its 

business around core products in growth 

markets and we have solid customer ref-

erences for new product applications that 

will result in greater success for our com-

pany.” 

 

“We have a wonderful base of large customers 

that are recognized market leaders and innova-

tors in applying security technology. The suc-

cessful introduction of SmartTrack™ with the 

world’s largest retailers is driving business with 

prospective customers in all sectors.” 

                                               - Peter L. Murdoch 


