
Case Study

I
n the technology world, the adage “what you see is what 
you get”—or WYSIWYG”—often applies. However, in many 
instances, what VARs and their customers see is not what 
they thought they would—or want to—get.

David Szczygiel, owner of Andersons Cash Register Systems 
in Greensburg, Pa. knows this all too well. Not long ago, the 
VAR was, as he puts it, at his “wits end” with a POS system in-
stallation that involved the deployment of two touchscreen-
based cash registers, scanners, receipt printers and a credit 
card processing system. 

Szczygiel had initially thought the project would be a simple, 
straightforward one, with no problems once the system was 
in place. “At the beginning of the installation, I was pleasantly 
surprised to see that the shop was undergoing a complete 
renovation,” the VAR says. “The part that was most pleas-
ing, of course, was the all-new electrical entrance and wiring 
throughout the building,” which, he believed, would almost 
guarantee the absence of any problems arising on the power 
supply front.

At first blush, Szczygiel’s assessment appeared to be correct. 
The installation procedure “hummed along fine,” he recalls, 
with the typical “working out the bugs” stage of program-
ming the system to meet the needs of the customer as his 
only challenge. But after only a few short weeks, complaints 
about system “lock-ups” began to surface.

The VAR initially addressed the problem by simply power-
ing down the POS system and immediately turning it back 
on. While this solution was somewhat effective, it was not 
practical because of a consistently heavy volume of store traf-
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fic. The end-user neither wanted to cause delays in process-
ing patrons’ transactions nor risk the chance that shoppers 
would grow so frustrated with long waits at the checkout 
counter that they would take their business elsewhere. 

Even more puzzling—and troubling—was the inability to 
identify a system lock-up pattern and the root cause of the 
trouble. “At first it was one unit, then both, with no real 
rhyme or reason,” Szczygiel states. “Lock-ups would occur 
several times in one day, or sometimes skip entire days with 
no problems. My first thought was that it could be a particu-
lar sale or function, but we quickly eliminated this possibility. 
My second and third attempts to remedy the situation were 
more drastic and included new programming and completely 
replacing the POS units.”

Still, the lock-ups persisted.  Further investigation of the store 
as a whole revealed the constant incidence of unexplained 
power outages. However, Szczygiel had fitted the POS equip-
ment with off-the-shelf uninterruptible power supply (UPS) 
systems; hence, he believed it should be unaffected by any 
outages the retailer might experience.  

“Craig proceeded to show us 
a p icture of  what the power 
looks l ike coming out of  the 
UPS units and var ious out lets 
in  the bui ld ing and stated that 
these were not acceptable 
to lerances.”
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Even before this chain of events began to unfold, the team 
at CRS, Inc., the POS distributor with which Andersons Cash 
Register Systems works, had strongly suggested that power 
conditioners from POWERVAR be included in the store’s cad-
re of new technology. CRS continued to make the same rec-
ommendation as problems cropped up, but Szczygiel resisted 
based on the assumption that the UPS units “had to provide 
some kind of conditioning.” 

One day, he discovered otherwise. While still skeptical that 
power conditioning was indeed a “must” for the customer, 
he agreed to meet at the store with CRS dealer representative 
Rick Stange and POWERVAR representative Craig Kalie. It was 
there that the critical differences between a standard UPS and 
a low impedence isolation power conditioner became clear to 
him. Some vendors, the VAR learned, claim certain UPS’s con-
dition power as well as ensure its delivery to POS systems. In 
truth, however, the majority of such devices are simply surge 
protectors with battery systems for providing power in the 
event of an outage. It takes specific electrical components to 
provide the level of protection needed by modern electronic 
systems—and POS systems are no exception.

Just as significantly, the VAR notes, “Craig proceeded to show 
us a picture of what the power looks like coming out of the UPS 
units and various outlets in the building and stated that these 
were not acceptable tolerances. There was the proof; suddenly 
no more skepticism.” The CRS representative also explained that 
despite the newness of the electrical system in the building, mul-
tiple coolers and other electrical devices located throughout the 
structure remained a source of power problems.  
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Both cash registers and all peripherals were subsequently 
integrated with two separate POWERVAR power condition-
ing units. The problems quickly vanished, and have not re-
surfaced since, Szczygiel says.

Each power conditioning unit features three essential compo-
nents: a built-in low-impedance isolation transformer, a pow-
er line noise filter and a surge diverter. These components 
operate together to guard the retailer’s system not only from 
the effects of power outages, but from those of such power 
disturbances as spikes, noise (unwanted high frequencies 
that alter the normal voltage pattern and are generated in 
stores by printers, back-office copiers, air conditioners, cool-
ers and appliances) and common-mode voltage (a voltage of 
any amplitude or frequency that is measured between the 
phase conductor and the ground conductor or the neutral 
conductor and the ground conductor). These disturbances 
can damage retailers’ equipment in three ways—through 
complete destruction, degradation of computer components 
(among them POS systems) and disruption (which manifests 
itself in system lock-ups like those experienced by the Ander-
sons’ Cash Register Systems end-user, as well as in lost files, 
communication errors, “no trouble found” service calls and 
inaccurate, slow system throughput).

“We now include power protection on all new installs, re-
gardless of building conditions or appearance,” Szczygiel con-
clude. “Thanks to Craig at POWERVAR, along with Rick and all 
the staff at CRS,” for providing a solution to retailers so they 
no longer experience the negative effects of minor and major 
power disturbances. l
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