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SECURITY INDUSTRY

solutions. Substance in the form of 
technology, depth, genuineness and 
going beyond the mere outer façade 
to offer more values in all the areas. 
This is what differentiates Matrix from 
the lot. Matrix solutions are packed 
with ‘More’. More productivity, more 
applications, more flexibility, more 
functions, more features, more cost 
saving, more reliability and more 
support. Matrix positioning is based 
on offering more of these true inherent 
values, which customers expect from 
infrastructure solutions.

Q. What is your marketing and 
channel strategy? What kind of 
plans and expectations do you 
have for this segment this year?
Currently we cover entire Kutch & 

Saurashtra except Rajkot region and we 
are focusing on developing the strength 
of our dealers, SI and Resellers.

We strengthen our SIs by giving 
qualified trainings to their engineers. 
This enables them to assist customers 
promptly for all programming and 
customization purpose. 

Q. What are the challenges that 
you are currently facing in India?
The biggest challenge for us currently 
is from the unorganized and imported 
brands, especially the Chinese origin 
products. Competition on the grounds 
of quality, service and providing a 
complete solution has never been an 
issue for Matrix. So the major challenge 
we face is from low cost imported 
products. 

Q. In your opinion, what is the 
state of security industry in India 
and what is the trend you see in 
the space?
The Private security industry in India 
was valued at Rs. 40,000 Crore in 2014 
and is expected to rise to Rs. 80,000 
crore by 2020. Government initiatives 
such as the development of 100 smart 
cities and ‘Make in India’ campaign has 
also added to the overall growth of the 
industry. Development of infrastructure 
and residential complexes offers a sea 
of opportunities to the growing security 
industry.

Q. Which market are you 
targeting?
In spite of direct selling, we believe 
to do business and improve our 
relationship with help of dealer 
network. We deal in SOHO, SME & 
Large Enterprise and are always ready 
to motivate as well as assist our dealers 
for any kind of queries and remote 
technical support.

Q. What are the various security 
related products that you offer?
We are in the Telecommunication 
field since 1992 and joined hands with 
Matrix in 1996. Since then, we have 
been dedicatedly contributing to the 
telecom business. With Matrix growth 
in R&D and introduction of Security 
products and solutions we have never 
thought of choosing any another brand 
than Matrix.

Q. What is the advantage of Matrix 
products vis-à-vis the competition?
Matrix is a SUBSTANCE brand. 
Substance is in the DNA of Matrix 
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“Development of infrastructure and residential 
complexes offers a sea of opportunities to the 
growing security industry”


