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Domestic Drama

Home theaters draw big audiences in the OC.

Home theaters, once a luxury
reserved for the rich, are
quickly going mainstrea

t the touch of a single but-

ton, the lights dim, the 50-

inch flat screen monitor

broadcasts a clear sharp

image, surround sound fills
the room and the couch begins to rum-
ble.While this might sound like Saturday
night at the local movie theater, it is becom-
ing more likely that this is a daily event in
many family or media rooms here in Orange
County.

The home theater, once a luxury res-
erved for the rich and famous, is quickly
going mainstream. Equipment prices are
dropping due to the continued deprecia-
tion of initial research-and-development
costs combined with increased competi-
tion from new global suppliers. With Orange
County residents now spending more time
at home, many are reinvesting some of
their swelling home equity in the ultimate
in home entertainment - a personalized
home theater.

Competing concepts

The good news for consumers is that
prices are dropping. The bad news is that,
with many new manufacturers entering
the market with different technologies,
consumers are finding it difficult to stay

www.ocmetro.com

educated on what to buy and how to
install it.

“The comment that I hear from cus-
tomers most often is, ‘How can these manu-
facturers expect us to buy this stuff when
it's so complicated?"” says Wil Vitela owner
of Home Theater Tech, located in Mission
Viejo.

There are several major changes occur-
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ring in the marketplace that make pur-
chasing decisions complex, according to
Vitela. The information technology and
entertainment industries are merging,
many systems can’t communicate with
each other and many consumers want
technology to do a better job of matching
their lifestyle requirements.

Some consumers make the mistake of
purchasing equipment, thinking that it
will either be a “plug and play” system, or
that it will easily integrate with equipment
they already have. Once they have it home
and out of the box, consumers soon find
that what they have is a tangled mass of
wires, a drawer full of remotes and a
headache.

These guys make house calls

Fortunately, a new breed of retailer is
emerging to take on the task of consulting
with consumers, selling equipment and
integrating the myriad of home electron-
ics platforms. Vitela calls himself a “hybrid
retailer.”

“I have a storefront, but I also go out into
the home to consult with clients and install
and integrate equipment. I also sell
equipment that the Best Buy and the Circuit
City stores don't have,”Vitela says. “People
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