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PRESIDENT’S CORNER
After an initial and sudden slowdown
due to the COVID-19 pandemic,
guarding operations in most
sectors began to return to a
new, socially distanced
normal in the second half
of 2020 and early 2021. And, as they did so, the
market for mergers-and-acquisitions among security
firms revived as the overall economy recovered at
least somewhat. With vaccinations underway, we
expect that momentum to continue during the first
half of the year.
Center stage in the guarding M&A space has been
the months-long drama over the acquisition of G4s,
which kicked off when GardaWorld attempted a
hostile takeover with a $4 billion offer on September
30. Soon thereafter, Allied Universal (which has
purchased more than a dozen security companies,
including U.S. Security Associates, during the past
2½ years) entered the process and submitted what
would be the eventual winning bid. More on the
process is detailed in this issue of The Security
Advisor; as the battle appears to have concluded on
February 22, when an anticipated auction did not
materialize after Garda did not raise its final offer,
below an already accepted $5.3 billion bid from
Allied.
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This issue also features an interview with a global
security executive in the healthcare field: Patrick
Joyce, Vice President and Chief Information Security
Officer at medical technology firm Medtronic. Patrick
delves into the challenges Medtronic faced during
the global pandemic, and how they’re leveraging
equipment, technology, training and culture-building
to button up their perimeters in both physical space
and cyberspace.
This issue also gives a summary of recent M&A
activity, which has included several companies with
multiple deals: Securitas’ acquisitions of FE Moran
Security and STANLEY Security’s business in five
countries; ADT’s purchases of both CLS Technology
and Deterrent Technologies; Convergint’s
acquisitions of Innovative Medical Systems and
Smith Hamilton; and Per Mar’s purchases of
Monument Electronics, Martin Security Systems
and Floyd Total Security. Also detailed are Paladin
Security’s acquisition of Desert City Investigations
and Security and merger with Lyndon Security, and
Protos Security’s purchase of Mulligan Security.
Going forward into 2021, with the new Biden
administration preparing a stimulus package that it
appears will pass through budget reconciliation, the
extension of enhanced unemployment benefits will
result in additional non-billable overtime costs for
guarding companies, as some employees and
prospective employees choose to collect benefits
rather than return to work. In addition, costs for
unemployment insurance also will remain high on a
relative basis. Any additional protections for unions
and employees will result in pockets of increased
unionization, higher employee practices liability and
compliance costs. A minimum wage change if
legislated will be phased in, so we do not see an
immediate effect from that.

Keith Oringer
Founder and President
Security ProAdvisors
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The Battle for G4s Reaches a $5.3B Conclusion

by Keith Oringer, Security ProAdvisors

The battle for G4s, which began in September, appears to
have reached a conclusion. On February 22, GardaWorld
declined to increase its final offer. Allied Universal’s higher
offer negated the need for an auction which had been
setup by a financial board.
The acquisition of G4s by Allied will have numerous
implications going forward for the companies involved and
the guarding industry on the whole.
Allied Universal’s acquisition of G4s comes after a 2½
year period that’s seen Allied purchase not only U.S.
Security Associates (in July 2018) but also more than a
dozen other security companies.
These have included manned guarding firms (Summit,
SOS, Vinson, APG, Cypress, Point 2 Point, Shetler and
S.E.B. Security), as well as technology-based firms
(Securadyne, Midstate Security, Phoenix Systems &
Services, Service Works International, and Advent
Systems). During this time, private equity group fund
Caisse de Depot et Placement du Quebec (CDPQ),
became a major shareholder, making CDPQ and
Warburg Pincus now Allied’s largest shareholders.
The G4s story began on September 30, when privately
held Canadian firm GardaWorld launched an
approximately $4 billion (190 pound per share)
unsolicited, hostile takeover offer for the publicly held
company. The G4s board rejected the offer as too low,
but Garda proceeded to actively seek meetings with the
largest G4s shareholders.
Then, on October 9, G4s shared the news that, “Allied
Universal expressed interest in a possible offer for the
company,” which corroborated an earlier Bloomberg
News report that Allied was evaluating whether to pursue
an acquisition.
On or about October 28, Allied Universal made a
conditional offer at a reported 210 pound per share
(approximately $4.4 billion) subject to a review of G4s’
books. That offer was subsequently rejected by G4s as
too low. Meanwhile, U.S. regulatory permission was
granted to Allied prior to an accepted offer.

On December 2, Bloomberg reported, “GardaWorld
increased its hostile offer for G4s Plc to 3.68 billion
pounds ($4.9 billion). Canada’s Garda said that its 2.35
pound-a-share cash offer is its final proposal, unless G4s
gets a firm bid from someone else. To improve its
chances, Garda slashed the investor acceptance
threshold to proceed to 50% plus one share, from an
earlier 90%. Garda also agreed a 770-million-pound
support package with G4S’s pension trustees in the U.K.”
But on December 8, the G4s board, according to
Bloomberg, unanimously agreed to a 245-pound, $5.3
billion cash offer by Allied, a deal that looked likely to go
through at the time.
But there was yet a further twist to the narrative on
February 7, when Reuters reported that G4s was in talks
that might result in a “head-to-head auction between
GardaWorld (Garda) and Allied Universal (AU) for the
company’s buyout.” Reuters also reported that Garda
was looking to raise money to boost its bid above Allied’s,
last $5.3 billion offer, which had been accepted by the
G4s Board.
On February 12, RNS, the news service of the London
Stock Exchange, reported that “on the basis that neither
offeror has declared its offer final, such that either offer
may be increased or otherwise revised, a competitive
situation continues to exist for the purposes of Rule 32.5
of the Takeover Code (the "Code").”
The auction never materialized because Garda did not
raise its offer, leaving AU’s previously accepted higher
offer as the likely close of the process. Immediately after
the announcement, the shares of G4s saw a decline from
268 pound to 242 pound, just below AU’s final offering
over sequential business days”, starting February 22.

continued on next page...
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The Battle for G4s Reaches a Conclusion - Industry Impact of the Allied Acquisition
continued
Allied’s acquisition of G4s effectively will cement the
company as, by far, the largest global security company.
Based on revenue, Allied will be approximately 40% larger
than its nearest competitor, Securitas. The approximate
revenues for Allied from the G4s acquisition would total
more than $20 billion, including any non-core services.
Allied also will have a staggering force of more than
775,000 employees globally, with more than 350,000 in
the U.S. Allied will see U.S. manned guarding revenues
of approximately $11 billion, constituting about 40% of
an approximately $28 billion outsourced U.S. contract
security market.
Garda and Prosegur still will be global players, but barring
significant acquisitions, they will not have the size and
reach of Allied or Securitas. It will be hard for other
competitors to match the global reach of Allied and
Securitas, as many large companies already have been
acquired, and few mega-acquisition possibilities remain.
With its new size advantage, Allied will be able to leverage
its enhanced market position to boost profit margin in
markets, both domestically and globally, where there is
limited competition; but, at the same time, retain an ability
to price more aggressively in order to facilitate organic
growth. Allied will have the capability to take jobs at very
low profit margins, with a fixed cost-per-hour considerably
less than the other companies.
To be sure, companies will be able to compete on a local
and regional basis with the leaders, but with size comes
some advantages. Allied and Securitas will have the
ability to leverage a broad array of services in support of
large enterprise security programs on a global basis.
The synergy process will mean that an appreciable
number of employees will be let go, some of whom will
start smaller companies and others of whom will resurface
at existing firms.

There also will be opportunities for the integration and
expansion of companies to both pick up management
talent and garner new accounts where customers want
more of a local touch than the mega-firms can provide.
With the huge undertaking of consolidating operations,
Allied could experience some account slippage as
customers weigh the impact on service. Companies of
all sizes are aggressively looking to expand at Allied’s
expense.
For Garda, the loss represents a setback in its quest to
be a global company with revenues that would rival AU
and Securitas. The acquisition would have more than
tripled its current revenues, and AU, barring any
significant international acquisitions, would have
remained a predominantly U.S. provider. Garda also
missed an opportunity to its physical security capabilities
by not acquiring G4s.
Over the past 10 or 15 years, larger customers have gone
from using many different regional security vendors to just
one or two as their purchasing departments have sought
better pricing. However, with fewer mega-companies able
to service their needs, larger customers might decide to
reverse that trend and return to a region-by-region
approach, to give themselves more choices and to gain
some pricing leverage.
Lastly, it’s likely that private equity will continue forays
into and within the guarding market, making a play to
consolidate smaller to medium-sized companies. We
expect deals to keep going at a good pace, as capital
remains abundant and relatively cheap due to a low
interest rate environment. It’s also likely that there will be
a continued effort by companies to expand their security
technology and consulting operations, both to better
compete in the marketplace and to obtain higher
margins.

I foresee smaller companies being created at the local
level thanks to this talented pool of people with industry
experience.

© 2021 Security ProAdvisors, LLC. All rights reserved.
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Securitas Acquires
FE Moran Security,
Part of STANLEY; Reports Modest Growth
Aiming to double the size of its security solutions and
electronic security business, Securitas has acquired FE
Moran Security Solutions, an American alarm monitoring
and electronic security systems integrator, as well as the
electronic security businesses of STANLEY Security in five
countries: Germany, Portugal, Switzerland, Singapore and
India.
The FE Moran Security purchase, for $82 million, bolsters
Securitas’ Midwest presence by adding an integrated
electronic security firm that designs, installs, maintains
and monitors alarms for commercial clients both regionally
and nationally. FE Moran has had recent annual sales of
approximately $53 million.
“This acquisition supports Securitas’ strategy, strengthens
our position as a leader in protective services, and our
ambition to double the size of our security solutions and
electronic security business by 2023,” said Magnus
Ahlqvist, president and CEO, Securitas AB.
With an estimated purchase price of $64 million, the
purchase of the STANLEY business across five countries
will expand Securitas’ footprint and capabilities in
integrated electronic security, including such areas as
access control, intrusion, video, fire and integrated
systems.
With about 580 employees operating out of 20 branch
offices, 11 of them in Germany, the STANLEY entities
provide a complete portfolio ranging from design to
installation, and from maintenance to alarm monitoring,
along with two alarm monitoring centers.
Securitas, which is headquartered in Sweden and has
about 300,000 employees worldwide, experienced
modest organic sales growth of 1% in the fourth
quarter,with sales totaling 26.477 Billion Swedish crowns
($3.145 billion). The company basically flatlined at 0%
growth for the full year, ending at 107.954 Billion Swedish
crowns ($12.95 Billion) in 2020, versus 110.899 Billion
Swedish crowns ($13.3 Billion) in 2019. The company’s
2020 net income was 2.416 Billion Swedish crowns or
$288 Million compared to 3.36 Billion Swedish crowns
or $403.2 Million in 2019.
The operating margin was 5.3% for the fourth quarter
and 4.5% for the full year. Security Services North
America drove the growth, with security solutions and
electronic security sales of 22% in Q4. Results were
affected by cutbacks in Aviation security services, and a
reduction in installations.

Allied Purchases SecurAmerica,
Safety Environment Business Solutions
Allied Universal has purchased both Atlanta-based
SecurAmerica and Ossining, New York-based Safety
Environment Business Solutions.
Founded in 2005, by Georgia entrepreneur Frank
Argenbright, SecurAmerica has 49 offices throughout
the U.S. and operates in more than 100 markets overall,
with revenues of more than $467 million and a workforce
of more than 13,500.
Between one to three months before they closed the deal
with Allied, SecurAmerica went on a buying spree of its
own: gobbling up Central Defense Security, Memphis;
Champion Security, Richardson, Texas; Northwest
Security Services, Seattle; and GMI Integrated Facility
Solutions, which handles janitorial work in addition to
security.
“To have an opportunity to bring SecurAmerica into Allied
Universal is a huge personal achievement and a major
strategic goal for the organization,” said Steve Jones,
Chairman and CEO of Allied Universal, based in Santa
Ana, California. “SecurAmerica is a demonstrated leader
in the security industry and their people and culture will
fit perfectly into Allied Universal and our long-term
organizational plans.”
“SecurAmerica looks forward to partnering with Steve
Jones and his team,” Argenbright said. “Becoming part
of an organization with the scale, technology focus, and
depth of service that Allied Universal offers will afford
SecurAmerica enhanced opportunities for success in the
future."
Safety Environment Business Solutions is a 31-year-old
company that provides security services through more
than 1,300 security officers in 22 states, and which has
had revenue of more than $65 million. The terms of the
acquisition by Allied Universal, which has about 240,000
employees and $8.5 billion in annual sales, were not
disclosed.
“We are truly pleased with this acquisition, as S.E.B.’s
well-established platform, highly skilled security
professionals, and a proven track record of providing
superior security solutions will ideally complement and
enhance our business moving forward,” Jones said.

© 2021 Security ProAdvisors, LLC. All rights reserved.
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G4s Business Resilient in
Fourth Quarter, 2020 Overall

Shenille Engelhart-Skopik, president of CLS Technology,
said her company will be able to respond more effectively
to customers’ changing needs and provide career growth
to long-term employees as part of ADT.

Despite uncertain times, G4s reported “an exceptional
commercial performance with new and retained contract
wins that have a total revenue value of £5.5 billion, ($7.6
billion).” For 2020, new and retained contract wins
produced an annual revenue value of £3.0 billion ($4.15
billion) compared with £2.5 billion ($3.46 billion) in 2019.

“For the past 15 years, CLS and our dedicated
employees have established a reputation for excellence
in both service and solutions, and we’re proud to join an
organization who is similarly passionate about upholding these values,” she said.

In addition, G4s Retail Cash Solutions has begun to roll
out its software-and-service solution to a large big-box
retailer in the U.S., a program that will continue at least
through 2021, the company believes.
“G4s today is a focus global business delivering integrated
security solutions which combine our risk consulting,
security, technology and data analytics capabilities,” said
Ashley Almanza, CEO. “The benefits of our strategy,
strong execution and rapid response to COVID-19
continue to be reflected in the Group’s results in 2020.”

ADT Commercial Buys
CLS Technology,
Deterrent Technologies
To deepen its ability to serve mid-market, large-scale and
national commercial customers in the Houston area, ADT
Commercial has purchased Katy, Texas-based systems
integrator CLS Technology. To do the same in New York
and New Jersey, ADT has acquired Ocean, New
Jersey-based technology integrator Deterrent
Technologies.

Founded in 1982, Deterrent has served myriad industries
such as pharmaceutical, healthcare, finance, law,
insurance, education, government, and multi-family
facilities. The company designs, installs and services
all-encompassing systems for physical security and life
safety in complex commercial settings throughout the
East Coast.
“Deterrent’s customer-first philosophy perfectly aligns
with our focus on customer service excellence, and we’re
looking forward to the success their expertise will bring to
the Northeast region,” Bresingham said.
“ADT Commercial’s national footprint will allow us to
better serve our clients’ growing needs, and … our
dedicated team of loyal and hardworking employees
will have the benefit of security, growth, and the ability
to continue serving our customer base,” added David
Hersh, president of Deterrent Technologies.

A low-voltage integrator that’s served eastern Texas for
15 years, CLS is focused on installation, inspection and
maintenance of a variety of systems - such as fire alarm,
video surveillance, access control, intrusion detection,
emergency notification, and intercom and sound
reinforcement - spanning myriad commercial
environments.
“Joining forces with the CLS Technology team allows us
to continue to deepen our fire and life safety capabilities
and services across Houston and the state of Texas, and
continue to effectively deliver on our promise for service
excellence in the region,” said Dan Bresingham, executive
vice president, ADT, which has purchased 24 companies.
© 2021 Security ProAdvisors, LLC. All rights reserved.
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Q&A with Patrick Joyce, Medtronic
Patrick Joyce serves as Vice President and Chief Information Security Officer (CISO & CSO) for medical
technology company Medtronic, which is based in Ireland but has its operational headquarters in
Minneapolis. He has led an integrated physical and cyber security function for the company for the
past eight years and is in his 16th year at Medtronic overall, having led its audit, IT and global security
functions. Joyce recently spoke with Security Advisor about his role and the converged physical and
cyber security opportunities and challenges that he and his company face during and after COVID-19.
This is an edited transcript of what he had to say.
Security Advisor: Given your role at Medtronic and the
increasing pace of technology convergence, how do you
approach collaboration between physical and IT security?
Patrick Joyce: We converged and functionally aligned
these teams into one global security office eight or nine
years ago. Today they are integrally connected. The two
teams work together in responding to what’s occurring
locally, or even to a world event, but the key is the
aligned roles and connectivity.
SA: What are some of the unique physical security
challenges facing a global medical technology company
like Medtronic?
PJ: I’m not sure it’s unique to medical devices or medical
technology. We have team members from my organization
in eight different time zones. All the things we had to do
for COVID—such as travel restrictions, supply chain
challenges, different rules in different countries for how
materials and people can move or how people can
interact —these are the same challenges for most global
enterprises. The only difference for us, which is true for a
lot of other companies, is that, sure, we had to enable
people to work from home—but we still needed to
manufacture, we still have to distribute, we still need to
develop therapies, and in many of these cases, those
people can’t always work from home. They have to
operate safely and securely within our facilities, even when
we were in various degrees of lockdown. We need to alter
our operations by location and potentially move into
additional lockdowns as conditions dictate. But caring for
patients is key, and because we have people in the field,
we’ve had to deploy new secure remote technologies to
enable patients to receive those therapies; and in many
instances, we are helping providers do that remotely. We
quickly had to pivot and do that back in March, so our
security and IT teams needed to react quickly, and so
today those protocols are well established.

SA: In this COVID-19 pandemic work world, what are
your concerns about Medtronic’s employees using
Internet-connected devices for business outside of the
office?
PJ: We were fortunate in that we’ve been actively moving
toward a work-from-anywhere mantra for our colleagues for
some time, and so we’ve been securing our perimeter at the
endpoint and user level. We’re focused on securing our users
wherever they are. We’ve deployed technologies that help
us to have higher degree of usability and protected
control—things like multi-factor authentication, endpoint
detection and response, greater visibility and central
management—so you have real time intelligence on what’s
going on across your entire user and endpoint perimeter.
SA: What additional steps have you taken to protect your
employees during the COVID-19 pandemic from the
standpoint of both physical and cyber security?
PJ: For those colleagues of ours that need to be on-site
to deliver and conduct their roles, we have strong protocols in place. Because we are global as an enterprise and
each circumstance is different, we are looking at those
protocols site by site, locale by locale, region by region.
We were locked down much tighter in China earlier on,
then we were locked down in Europe before the U.S.
continued on next page...
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Q&A with Patrick Joyce, Medtronic
continued

PJ: We work closely with internal teams, local partners in
healthcare, government and others to make sure we are
doing the right thing at the right location. We’re also being
very careful not to force people into work situations in
which they’re not comfortable. The people who can and
are able to work remotely are doing that very effectively.
From a cyber-risk perspective, that’s where we’ve spent
most of our time and energy. We’ve bolstered most of our
capabilities to make sure we’re less vulnerable to certain
types of attacks. It’s about protecting the data and the
systems and protecting our colleagues so they can do
their jobs effectively.
SA: What advice do you have for CSOs and CISOs in
working with their organizations to add new physical and
cyber security tools and technology?
PJ: There isn’t a day that goes by that we don’t receive
unsolicited emails from different vendors trying to sell the
latest widget or capability. Some of them are very good,
but you can’t possibly look at all of them. We take a
slightly different approach. In my opinion, the tools are the
latter part of the story. The first part of the question is
about required capabilities. It’s about stepping back and
understanding where you have gaps and needed
capabilities. Usually, you’ll start from a business process
perspective, flowing into who’s doing the work and how
is the work getting done. Next is the technology, which is
the enabler to help you do something better, faster, with
fewer people, or to accomplish it more effectively. Yes,
the tools are critical. But first, it’s about understanding the
capabilities you need, then the processes, and then finally
the tools.
SA: What combination of in-house and contract employees do you use for physical guarding?
PJ: Our physical guarding is contracted, and we manage
that in partnership with our global facilities teams.
Because we are global and dispersed, our physical
security team sets the standards at a global level, yet
those policies are executed at a local level and we feel
that’s most effective.
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SA: When implementing or upgrading physical security
technology, do you prefer to work with a security system
integrator or do the work in-house?
PJ: Yes and yes. I prefer in many cases to use an
integrator for specialized capabilities and for speed. We
are firmly NOT practitioners of the “not inventing here”
syndrome. Meaning, we want to leverage other people’s
experience and learn from other people’s good and bad
experiences. At the same time, we want to leverage and
use our own people who are experts in our business and
what we’re trying to accomplish. We’ll use integrators for
adding specialized technical capabilities, and even
potentially process capabilities that we don’t have, or
where we need to rapidly and effectively deploy. But we
want to make sure that we have capabilities in our own
shop. It’s the best of both worlds.
SA: How do you go about promoting a company-wide
security culture, and how do you see that challenge
evolving as a result of COVID-19?
PJ: I’m fortunate. We’ve been able to build a strong
security awareness and education team. We’ve worked
hard on that area in recent years. Security awareness in all
forms, physical or cyber, or during travel, are all crucial for
a global enterprise. This is a consultative and educational
capability we deliver for our stakeholders. Training can’t be
viewed as a burden or a speed bump that someone has
to complete with a check box. We approach it in snippets,
so it’s not overwhelming. We’ve been working hard to
‘gamify’ it or to make it fun. We’ve worked to make it
relevant for employees in their home life, especially when it
comes to cyber, so we’ve developed materials for employees to take home and educate their families. We believe
that if they see it as a value proposition at home, then
they’re more likely to adopt the right behaviors in the
workplace. The other element, which has been extremely
successful, is our security ambassador program. We have
identified business associates across the globe who want
to learn more about and engage in security. As volunteers,
they are involved in special training; they are involved in
awareness; they’re plugged in. They become a resource
to their own organization and to us, in order to further
spread the word and connect the dots. That’s something
we’ve done not so much directly related to COVID, but
more to make security a mainstream conversation.

continued on next page...
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Q&A with Patrick Joyce, Medtronic
continued

SA How does your travel security work?
PJ: We actually have a pretty extensive travel security
program for our business travelers. We have not extended
that to employee family-member travel, but we have
extended other resources to employees. Those are
automatically sent to them based on itineraries. At the
senior level, even if they’re going on a personal trip, often
times they will come to us and seek our advice on that
destination. Locational risk changes, and so those
locations where there is higher risk one day may change
the next, and vice-versa. As we all know, it changes
based on the situation at hand.
SA: With Medtronic operations in so many jurisdictions,
how do you approach collaboration with law
enforcement?
PJ: As a global function, we have security officers and
security managers assigned by region who are familiar
with the risks and circumstances, as well as the law
enforcement protocols. We partner closely with our local
country business leadership, and we partner closely with
our country and regional legal leadership. We execute on
a distributed model more than a centralized point when it
comes to law enforcement connections. We have a
24/7/365 central command center that services and
provides support for all employees, and it’s the first place
to call if colleagues need assistance. We partner with our
human resource teams, employee health and safety
group, facilities and risk management teams to ensure
that we address local needs appropriately.
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SA: How do you see your approach to physical and cyber
security training and awareness changing post-COVID-19,
especially as a global company?
PJ: We’ve been migrating more toward virtual online
training for some time, and of course that’s occurring
100% right now. Instead of an annual certification where
everyone is required to take and pass the test and move
on, we’ve adopted more of a modular and situational
approach. We actively put out more information on a
frequent basis, with much more about what’s going on
in the world. If there is a large-scale phishing attack going
on, we’ll use that as an opportunity to educate. We want
to continue to create an ongoing dialogue for our stakeholders to learn and be engaged, as opposed to a
speed-bump moment where they have to check off a
box and complete a task.
SA: What changes do you foresee for security at
Medtronic as the economy opens up, post-COVID-19?
PJ: IIt really isn’t a case of opening up again. It’s a case
of how we are going to need to operate. We all realize
that the brick-and-mortar office location is going to be
different going forward based upon many factors, and
that’s not just for companies with a large physical
presence. There will be many evolving changes. Going
forward, determining what is needed in our office
workspaces and how those spaces will be used will
have a security impact, and we are working with our
facility partners on determining that future. Given our
experiences over the past year, people expect that they
can operate from anywhere, get access to what they
need to get access to, and do all of that securely. That’s
where our energy is focused and where our future is
directed.

SA: How has your approach to executive protection
changed in the last 20 years?
PJ: It’s changed a lot. Our prior approach was
lower-touch and very specific or circumstantial for
business-level executive protection in the earlier years.
In the last 10 or so years, especially in the last three to
five, given the span of reach and responsibility that our
company has across the globe, we’ve taken a much
more risk-based approach. It’s certainly not
one-size-fits-all, and it’s more consistent. It’s contextand situation-aware; and its risk-based, meaning:
“Who’s going where, for what purposes? Who are they
meeting with? What are the circumstances on the
ground?” We do a fair amount of analysis to make sure
we are appropriately scoping and deploying the right
solutions.
© 2021 Security ProAdvisors, LLC. All rights reserved.
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Q&A with Patrick Joyce, Medtronic
continued

SA With all the lessons learned over the course of your career, what’s your best piece of advice for physical and
information security professionals?
PJ: It goes back to what I learned way back in the day as a Second Lieutenant in the Air Force. Your job in leading people
is to train, equip, motivate, coach, guide, and provide the resources necessary for them to do their best work …and then
get the heck out of their way and let them do it. What gets me up every day is the focus on and ability to build and develop
a very strong team. By hiring the right people and then empowering them, and then building those trusted relationships, it’s
amazing what people can do. It’s about being a humble servant leader and building those conditions whereby people can
simultaneously have both successes and the opportunity to learn and grow. A trusted team relies upon each other as much
as they rely upon themselves. Sure, you have to have a hierarchy, and you have to have a chain of command, but I follow
the team-of-team’s mantra. To be effective in speed and execution, it’s about trusted relationships. Our mission statement
at Medtronic was written by our founder Earl Bakken in 1960. We live by that mission statement literally every day. When I
interview people, I try to determine their fit for the role, and do they have the right skill sets? Then we talk about what
makes them tick, and what gets them up in the morning. When I joined the company almost 16 years ago, our key statistic
was that we were saving or positively impacting a life every six seconds and that stat was hugely impactful to me. Today
that stat has changed to two lives every second! When we talk about the mission of restoring health and extending life,
and when I interview people, I get down to the discussion of what motivates them at work. This is a place and a mission in
security where people can get both their head and heart wrapped around what we do every day.

HEADLINES
Convergint Acquires Innovative
Medical Systems, Smith Hamilton
Convergint Technologies has purchased two companies
that have expanded the Schaumburg, Illinois-based
system integrator’s expertise in the financial and
healthcare industries and extended its total of
acquisitions to 35 since 2014.
The purchase of Innovative Medical Systems, based in
Grand Rapids, Michigan, brings into the fold a
value-added reseller of certain acute care and technical
products used by hospitals. The specialized integrator
provides hardware and software systems that service
real-time location and EMR battery management in
addition to security.
“This will be an exceptional marriage of Convergint’s
global reach with IMS’ expertise in acute care patient
safety and real-time locating capabilities,” said Dan
De Jong, CEO of IMS. “Our cultures complement one
another, and we share the same basic approach to
customer satisfaction and after-sale support. We look
forward to the new opportunities we can now bring to
our customers.”
The purchase of the second company, Smith Hamilton
Equipment, based in San Antonio, Texas, adds an
equipment and security solutions provider for the financial
sector. The company provides physical and electric

security focused particularly on retail bank branches
and credit unions, with 11 officers in the southern U.S.
servicing more than 800 financial branch operations.
“Many have come to the table throughout the years, but
none like Convergint,” said Jeff Braselton, founder of
Smith Hamilton. “In the last three years, they have proven
to be a company committed to their colleagues, their
customers, and their word.”
“What made Innovative Medical Systems and Smith
Hamilton such an easy decision for Convergint was their
unwavering commitment to company culture and being
their customers’ best service provider,” added Ken
Lochiatto, CEO of Convergint. “We are excited to work
with their colleagues, customers, and partners and to
expand the work we provide in the financial and
healthcare industries with the addition of these two
exceptional companies.”
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HEADLINES
Per Mar Purchases Monument
Electronics, Martin Security
Systems, Floyd Total Security
Per Mar Security Services, a 68-year-old, family-owned
company with 24 branches and 2,400 team members
throughout the Midwest, has acquired two Indiana-based
security companies - Merrillville-based Monument
Electronics and Valparaiso-based Martin Security
Systems - as well as Twin Cities-based Floyd Total
Security.
Founded in 1982, Monument has a client base in
northwest Indiana that Per Mar will serve out of its offices
in Valparaiso and Griffith.
“Our family-owned business has been providing
personalized security services to our valued customers
for the past 25 years, and we feel that Per Mar will
continue that tradition,” said Carol Green, owner of
Monument.
Founded by 1984, Martin serves clients in the same
geographic area that Per Mar will serve out of the
Valparaiso location.
“I am proud of the work that we have done here in the
Valparaiso area and I wanted to be sure that my
customers would be well cared for, and I am happy that
Per Mar is committed to doing just that,” said founder
Robert Martin.
“We feel lucky to have been selected by Carol Green to
serve her customers going forward. She clearly cares
about them, and we look forward to getting to know
them as well,” said Brian Duffy, COO of Per Mar, which
addresses the full spate of security needs for homes and
businesses. “Robert [Martin] has built a great company
and a wonderful team. We look forward to serving his l
oyal customers and expanding service options.”
Floyd Total Security also has joined Per Mar Security
Services. Serving the Twin Cities and surrounding areas
for more than 75 years, Floyd Total Security provides
security, video and lock solutions to commercial and
residential customers.

Paladin Acquires Desert City
in B.C., Merges with Lyndon in Ontario
Vancouver-based Paladin Security has acquired
Kamloops, British Columbia-based Desert City
Investigations and Security Inc., while merging with
Lyndon Security to service clients in southern Ontario.
Paladin has a staff of more than 12,000 in 26 offices
throughout Canada. The purchase of the 31-year-old
Desert City was the first for Paladin’s eight-year-old office
in Kamloops, which has served major retail and government facilities.
“Providing a full range of security services, Desert City
has reduced risk to property owners through an approach
that Paladin will continue to maintain and grow further,”
said Ryan Anderson, Paladin Security’s Kamloops branch
operations manager, in a statement.
Desert City’s president Pat Bodnard will retire after 33
years in the industry, Paladin announced.
“We feel very honored that Pat has entrusted us to
assume the care for his clients who have been so loyal to
him over the years,” said Shawn Wright, executive vice
president of Paladin Security B.C.
In Ontario, Paladin has merged its operations with Lyndon
Security, which employs 450 people in four branch offices
that serve sectors such as institutional, commercial and
manufacturing, most notably petrochemical, oil and gas.
Paladin sees the merger as a boost both to its influence in
the region overall and the services provided to Lyndon
clients.
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“We have always admired the way that Lyndon Security
conducts business by prioritizing customer care,
emphasizing culture and values, and most importantly focusing on doing right by their people,” said Chad Kalyk,
president of Paladin Security Group, in a statement.
“Therefore, when the opportunity arose to merge our
operations, we knew it would be a great fit; not only for
our organizations, but most importantly for our employees
and clients.”
“It is paramount to have a local presence and local
management team to build long-term and successful
strategic partnerships with clients and our security team,”
said David Hehn, Lyndon managing partner, who is now
Paladin’s vice president. “Paladin recognizes, acknowledges and supports the company, team and culture we
have built at Lyndon, as well as our commitment to the
communities we serve.”
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Protos Security Buys
Mulligan Security
Protos Security, a tech-enabled portfolio company of
Southfield Capital that provides guarding solutions for
customers throughout North America, has purchased
Mulligan Security, which provides security, fire and life
safety to large corporations in New York City and the
northeast.
“This acquisition greatly accelerates the growth of our
self-perform direct guard capabilities,” said Nathaniel
Shaw, Protos Security CEO. “With an impressive roster
of blue-chip customers across many industries, the
addition of Mulligan further diversifies Protos and makes
us an attractive security services partner to customers
such as real estate firms, schools and corporate
institutions.”
Founder and President Kevin Mulligan and his senior
leadership team will remain in place, the companies
announced.
“We look forward to working with Nathaniel and the
Protos team to further tech-enable our business and
continue to delight customers as we have for decades,”
Mulligan said. “I know that our leadership position as the
premier security services and fire and life safety provider in
NYC and the Tri-State Area will only expand in partnership
with Protos.”

About Security ProAdvisors
Security ProAdvisors provides advisory, consulting, and
brokerage services to the security industry - guarding,
system integration, and electronic security. Security
ProAdvisors represents sellers in security transactions.
For more information about Security ProAdvisors,
visit our website at www.SecurityProAdvisors.com
© 2021 Security ProAdvisors, LLC. All rights reserved.

