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OVERVIEW OF THE 2021 WHITE PAPER 

The current state of the security market cannot be told without starting with what the 
COVID-19 pandemic has done to our country and our world.  In just a few words, a 
June 20, 2021 article in The Washington Post said it best:  ñThe U.S. economy is 
emerging from the coronavirus pandemic with considerable speed but markedly 
transformed, as businesses and consumers struggle to adapt to a new 
landscape with higher prices, fewer workers, new innovations and a range of 
inconveniences.  In late February 2020, the unemployment rate was 3.5 percent, 
inflation was tame, wages were rising and American companies were attempting 
to recover from a multiyear trade war. The pandemic disrupted everything, 
damaging some parts of the economy much more than others. But a mass 
vaccination effort and the virusôs steady retreat this year has allowed many 
businesses and communities to reopen.ò   

 

The contract security industry was not as scathed by the pandemic as most industries, 
underscoring, again, its resilience and importance it plays in our everyday lives.  In 
fact, some security companies are still experiencing increased profits resulting from 
the extra high margin COVID-19 services.  The path forward for those companies, and 
the industry as a whole, remains very uncertain - especially in light of what may 
happen as the new Delta variant of COVID-19 (sometimes referred to as COVID-21) 
continues its rapid spread threatening a new shutdown.   Hereôs  a brief overview of 
what happened to the security industry over the past 19 or so months ï some events 
as a direct result of the pandemic, others politically or socially initiated: 

 

For purposes of reporting the information on the world leaders, we considered G4S as a 
separate company in the chart on page 11.   For the companies that reported their financials 
publically, we found that Securitas had a ñrealò increase in sales globally of 3% when compared 
to the 2019 year.  It reported 2% organic growth in North America for the 2020 year.  Prosegur, 

reported a global decrease in sales of 15% of which 10.1% was the effect of the foreign 
exchange rates and not a decrease in billable hours.   

 

The industry lost approximately $1 billion of revenue at the beginning of the pandemic from 

customers in the ñaffected industriesò.   However, it gained a similar amount through extra, high 

margin, COVID work such as temperature screening and distance monitoring.  Therefore, we 

estimated the total market size to remain at $28 billion ï no change from the 2019 year.  We 

estimate a slight decrease in the number of employees, from 830,000 to 810,000, due to the 

replacement of security officers with remote video monitoring and the number of employees still 

in the unemployment lines receiving the $300 per week in Federal pandemic relief monies. The 

extra high margin COVID work allowed the revenues to stay the same as the 2019 year, even 

though the total number of employees decreased by approximately 20,000.  

 

 

The Five World Leaders  (See pages 11-47) 

The Industry - Revenues and Number of Employees  (See pages 48-51) 
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OVERVIEW OF THE 2021 WHITE PAPER 

Going forward, the security companies will see growth through:  In-house security converting to 

outsourced security, governmental agencies outsourcing the security function, increasing the 

electronics security offering, and the possible legalization of Cannabis at the Federal level. 

Security companies will also face challenges:  reducing the billable manned guarding hours 
and replacing it with electronics, predictive scheduling laws expanding into more states and 

cities, a possible continuing shortage of labor, banks tightening lending standards, expansion of 
the $15 per hour minimum wage into more municipalities, restoration of the full benefits of the 
Affordable Care Act, dramatic increase in state unemployment taxes and increases in taxes on 
income. 

 

During the 2020 year, the margins, for most companies, stayed relatively unaffected as the 

high margin COVID work offset some of the non-billable over time premium pay.  However, 
looking at the first half of the 2021 year, the margins are starting to deteriorate as the COVID 
work has subsided and the companies are having to deal with the high overtime rates.  
Typically the gross margin for small to medium sized companies operating in the U.S. has been 
in the 15% ï 16% range, but has fallen a couple percentage points in the past few months due 

to the shortage of labor.  Ironically, the margins for the large international companies are in the 
18% ï 20% range for two reasons:  they have a lot of revenues coming from the emerging 
markets where the customers will accept a higher billing rate and - they have a larger 
percentage of their revenue coming from the ñintegratedò security offering which typically 

carries 20% or higher margins.  

 

Allied Universal was the most active in buying companies during the reporting period; buying 

Summit Security and SecurAmerica, having revenues of $225 million and $467 million, 

respectively.   However, by far, the one that dominated the headlines from December 2020 

through April 2021 was the G4S acquisition.  The deal was finalized on April 06, 2021 and, at 

$18 billion in total worldwide revenues, created the largest security company in the world. 

Private Equity increased its presence in the contract security industry during the reporting 

period.  New entrants bought ñflagshipò companies as small as $10 million in revenue and 
several others are still looking for just the right company to buy, then build to become a major 
force in the industry.  

 

 

 

Margins (Gross Profit)  (See pages 62 - 67) 

Mergers (See pages 68 - 73) 

Opportunities and Challenges  (See pages 53 - 60) 
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OVERVIEW OF THE 2021 WHITE PAPER 

 

The very large companies, with revenues exceeding $500 million, were (and still are) valued at 

11 ï 12 times the sellerôs EBITDA.  The smaller companies, which are usually bought by their 

larger competitors, are still valued at a multiple of gross profits (instead of multiples of EBITDA) 

since the buyers usually give the seller credit for the redundant overhead cost that goes away 

after the acquisition is transitioned.  However, since the recent increase in non-billable overtime 

premium pay and the increase in the new hire starting pay rate has eroded the gross profits, 

many owners have found that their company is worth less in the present market than it might 

have been as recent as a year ago, even though the gross revenue may have increased  

 

 

The dilemma the owners, who are wanting to sell now, are facing is whether to sell now at a 

possible lower valuation when the transaction is taxed at 23.8% or sell at the new higher 

rate of 42.8%, which is presently being considered by Congress.   In effect, the seller would 

have to receive about 30% more in gross selling price dollars after the new rate goes into effect 

in order to receive the same net proceeds as it would get by selling under the present tax 

structure.  

Multiples (See pages 75 - 77) 

The Dilemma Facing Sellers of Companies in Todayôs Market (See page 78) 
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ABOUT THIS EDITION 

This annual White Paper marks our 13th year of reporting on the status and direction of 
the U.S. Contract Security Industry.  Although the topic headlines remain relatively 
unchanged from year to year, the information within the headings are updated to reflect 
the current status of the industry.  As with all annual white papers, some information is 
inherent to the ongoing activities of the industry, therefore will not change, or will have 
insignificant changes from year to year.  Some information will be duplicated if it applies 
to multiple topics. 

 

 

 We have completed over 250 sell-side engagements for publicly and privately-held 
sellers located in 8 countries, and having revenues ranging from $2m - $250m. 

 

 We have consulted on sales for several companies with revenues exceeding $2bn. 
 

 We constantly search the internet and news sources for information on global 
acquisitions, mergers, and joint ventures.   

 

 We have proprietary files on over 3,000 mostly privately-held security companies, not 
available in public lists or files. 

 
 

 
 

 Annual Reports on the public security companies 
 

 Discussions with the large consulting firms doing research on the manned guarding 
market 

 

 Global news releases 
 

 Federal government reporting agencies 
 

 Our private, confidential files on over 3,000 manned guarding companies operating 
primarily in North America 

 

 Interviews with the owners of many of the U.S. and international  manned guarding 
companies 

Our Qualifications to Publish This White Paper on the U.S. Contract Security Market 

Primary Sources of Information for this Report 
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         OUTSOURCED                        COMPANIES IN          TOTAL REVENUE GROWTH     ORGANIC GROWTH FOR 
     SECURITY OFFICERS                THE UNITED STATES         FOR THE U.S. MARKET                THE U.S. MARKET               
                                                                                                                                                                     

       810k     8k       0%      0%           
(1)  Includes Securitas and Prosegur since GardaWorld, and now G4S, are headquartered in North 

America. 

 

MARKET  MARKET BY THE NUMBERS 
 

  

 

                 OUTSOURCED AND IN-HOUSE           

                          SECURITY MARKET                                                                                                                                                                             

     $43bn   
                                                                              

    

                                                                                                OUTSOURCED CONTRACT  

                                                                                                      SECURITY MARKET               

                       $28bn  
                

                 $18bn  
                   REVENUES FOR THE 5  

                      MARKET LEADERS     

                                                                                      

$5.5bn                                   

    REVENUES FOR THE 2 

 MAJORITY FOREIGN-OWNED   

     INDUSTRY LEADERS (1) 
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DEFINING THE US CONTRACT SECURITY MARKET 

Today, many of the smaller companies that provide only traditional standing security 
officer services continue to use the terms ñsecurity guardò or ñcontract securityò as a way 
to describe their company and the limited menu of services they can afford to provide.  
These are the terms the general public are still the most familiar with as they search 
listings to find a company that may provide only a standing security officer for primarily 
temporary assignments. 

 

However, the larger companies that still derive a significant portion of their revenues 
from traditional standing security officer services have moved away from describing their 
company in the above terms; instead use terms such as, ñsecurity solutionsò, or 
ñintegrated security solutionsò (or other combinations of similar terms) as a way to define 
their company and services offered.  In fact, Securitas made a bold move at the end of 
2020, by redesigning its logo ( the first redesign since 1972 ) headlined by the tagline 
ôSee a different worldô.  The news release on this announcement went on to report that 
the new brand highlights the companyôs human and progressive approach to security, 
and the positive impact of its innovation and technologyðin effect, Securitas further 
distancing itself from its smaller competitors and the long standing labeling that 
highlighted its manned guarding services over its more technologically advanced 
offerings.  

 

As pointed out throughout this white paper report, this year saw more and more smaller 
companies turn to some sort of ñintegrated guardingò as a way to deal with the serious 
labor shortage.  We expect this trend to continue past the end of the crisis as the 
technology, coupled with the manned guarding component, becomes a lot more efficient 
and the customers become more demanding to receive it. 

 

Below is a description of most of the service offerings by the traditional manned guarding 
companies (although now describing themselves according to the terms identified 
above):   

¶ Traditional on-site standing security officers (often enhanced by a roving vehicle 
patrol function) 

¶ Remote video monitoring 

¶ Robots 

¶ Drones 

¶ K-9 security 

¶ Systems integration - Integrated with artificial intelligence platforms 

¶ Roving vehicle patrol 

¶ Traditional concierge services 

¶ Executive protection 

¶ Investigation services 

¶ Cash-In-Transit (armored car services) - although only to a limited extent, if any, 
provided by a traditional manned guarding company. 

¶ COVID-19 temperature checks, distance and mask monitoring (as of the publishing 
of this white paper report, much of the COVID services have been terminated, but 
may return if the new Delta variant proves to be the fourth round of the pandemic). 

¶ Cyber securityðalthough offered on a limited basis by the traditional contract 
security companies.  
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MARKET  5 WORLD LEADERS 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

(1) All revenues are for the 2020 year, except GardaWorld, which ends its year January 31, 2021. 

(2) Local currency to U.S. dollar conversion rates (based on average rates for the 2020 year) 

                      MSEK = million Swedish Krona   9.16 SEK =  $1 

                                 Ã         = British Pound                           Ã 1 =  $1.28 

                                 ú         = Euro                                         ú 1 =  $1.14 

                                 CN      = Canadian Dollar                     CN1 = $0.7568 

 

 (3)  Over the past 4 years G4S has divested non-core businesses generating revenues of approximately $1.7bn.   

 

 (4)  Prosegur entered the U.S. market in early 2019 and presently has approximately $300M in revenue from U.S. 
operations. 

 

 (5)  Additionally, Garda has approximately $600M in cash-in-transit revenue services in the U.S. 

 

 (6)  Represents total revenues for North America; with significant amount coming from U.S. sources, and an insig-
nificant international portion 

 

 (7)  Estimated Run Rate Revenues as of December 31, 2020. 

 

 (8)  Amounts estimated since financial are not released as public information. 

    Revenues 

    Globally   

Company 
Country 

Headquarters 

Local 

Currency 
in U.S. $  

Approximate 

U.S. 

Revenue 

          

 

 

{ǿŜŘŜƴ 

a{9Y млтΣфрп ϷммΦфōƴ ϷрΦнōƴ 

 

 

¦ƴƛǘŜŘ YƛƴƎŘƻƳ 

ϻтΦлōƴ Ϸфōƴ ϷоΦлōƴ 

 

 

¦ƴƛǘŜŘ {ǘŀǘŜǎ 

ϷфΦлōƴ ϷфΦлōƴ ϷуΦфōƴ 

 

 

{Ǉŀƛƴ 

ϵоΦсōƴ ϷпΦмōƴ ϷлΦоōƴ 

 

 

/ŀƴŀŘŀ 

/bϷоΦтōƴ ϷнΦуōƴ ϷлΦсōƴ 

(6) (7) (8) 

(1) 

(2) 

(5) 

(4) 

(3) (6) 

(6) 

https://www.securitasinc.com/en/
http://www.g4s.com/
http://www.aus.com/
http://www.prosegur.com/en/
https://www.garda.com/
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MARKET  

OVERVIEW OF WORLD LEADERS 

 

Highlighting the World Leaders  

 

The five World Leaders highlighted in this report have at least $1 billion in revenues from 

manned guarding services globally, with the largest portion of their revenues coming from the 

U.S. market (except Prosegur) - the largest security market in the world.   

 

These companies are large enough and have sufficient financial resources to lead the charge in 

changing the way the next generation of security companies will meet the ever increasing 

demands of its customers and general public.  As indicated in the section on the World Leaders, 

each is expanding its menu of services to incorporate the use of technology.  They have been 

pouring huge amounts of capital in developing this technology over the past few years and are 

now using it as a way to meet this ramped up demand and move farther away from some of 

their smaller manned guarding competitors - ones without the resources for the large investment 

in technology and perceived as a provider of commoditized, low-margin services.  

 

Important Note to Reader 

 

The information on the five leaders presented on pages 13 to 47 was gathered from market 

sources and primarily the annual reports (in the case of Securitas, G4S, and Prosegur - the 

three publicly-owned companies).  The companies do not follow a uniform format (from one 

company to the other) in reporting their revenues, market statistics, identifying services offered, 

etc.  Therefore, the information presented on these pages should not be used to compare one 

companyôs performance against any of the other companies, but should only be used to 

evaluate the performance of the individual company.  It is suggested that the reader visit the 

companyôs website to obtain further information on the companyôs performance, especially in 

conjunction with the footnotes accompanying the information being presented. 



 

 Blue print is information inserted by Robert H. Perry & Associates 

Source:  Websites for Allied Universal and G4S and News releases 
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Key Performance Indicators 
 
 
 
 

 
 
 
 

 
 
 
 
 

 
 

 
            Worldwide  
               Revenues                            Employees                         Countries              
 
 
 
 
 
 
 
 
 
 
 
 
 

           Customer                    Revenues from                Gross Profit 
       Retention Rate          Technology Offerings               Margins              

OVERVIEW OF WORLD LEADERS 

On April 6, 2021 Allied Universal 

acquired G4S creating the largest 

security company in the World 
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Over 

$18 
billion 
(1) 

90 
Over 

800,000 

Over 

14% 
Over 

92% 
Over 

25% 

(1)  $18.5 billion considering Allied Universalôs run rate at the date of the G4S acquisition. 
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Allied Universal was formed in 2016 with the coming together of two security company 
giants ï Allied Security at approximately $2.5 billion of revenue and Universal 
Protection at approximately $2.3 billion. 
 

The company was originally formed when two seasoned security executives partnered 
with a small California Private Equity Group to buy Spectaguard ï a local company 
based in Philadelphia primarily providing security for local sporting events.  The newly 
formed company went on to buy Allied Security (established in 1957) in 2000; and 
rebranded to Allied Security.  It continued to purchase additional large companies, 
such as Barton Protective with approximately $350 million in revenue (and renamed 
itself AlliedBarton), and Initial Security with approximately $225 million in revenue. In 
total, AlliedBarton made approximately 10 acquisitions.  AlliedBartonôs first Private 
Equity Group owner was MacAndrews & Forbes, then the Blackstone Group (one of 
the largest Private Equity Groups in the world) until its sale to the Wendel Group in 
December, 2015.  AlliedBarton merged with Universal Protection in April of 2016 and 
the newly formed company took on the name of Allied Universal.  At the time of the 
merger, Allied Security had grown to a run rate of approximately $2.5 billion. Wendel 
retained a significant ownership in the merged company until all its shares were bought 
by the remaining shareholders in late 2020.  
 
 

 
At the time the merger with AlliedBarton was announced in April of 2016, Universal 
Protection had a run rate revenue of approximately $2.3 billion, but had grown to $2.5 
billion by the time the merger became effective August 1st. Universal was established 
in 1965 and had revenues of about $15 million 20 years ago when it was bought by 
Brian Cescolini and Steve Jones through a management led buy-out. Universal grew 
organically and reached a volume of around $350 million in 2008 when it teamed with a 
mezzanine fund in California to provide short-term acquisition funding.  Universal later 
teamed with the Partners Group, headquartered in Europe, for an expanded acquisition 
line; then with Warburg Pincus for the financial backing it needed for the acquisition of 
industry giants such as Guardsmark (about $500 million in revenue) and the contract 
security division of ABM (revenues of around $400 million). In 2018, in order to buy the 
$1.5 billion US Security Associates company, Allied brought in Caisse de d®p¹t et 
placement du Qu®bec, a very large investment funds management firm headquartered 
in Montreal, Canada and most recently, the J. Safra Group.   
 
 
 

OVERVIEW OF WORLD LEADERS 

Alliedôs History 

Universalôs History 
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G4S began as a ñnight watchmenò company in Copenhagen, Denmark in 1901. In 
1968 it became a part of Group 4, a security company owned by the Philip-Sßrensen  
group of companies. In 2000, Group 4 merged with Falck (Falcon) ï a nationwide 
security company established in Denmark in 1930 - and rebranded as Group 4 Falck.   
In 2002 Group 4 Falck purchased the Wackenhut Corporation; then a $2.8 billion 
company headquartered in the U.S. and founded by George Wackenhut in 1954.  In 
2004, Group 4 Falck merged with Securicor, a very large security company 
headquartered in London, at which time it rebranded itself again as Group 4 Securicor.  
The combined revenues of the 2 companies at the time of the merger was 
approximately $5 billion. In2006, the new brand and logo, G4S, is rolled out worldwide. 
G4S went on to expand, domestically and in emerging markets organically and 
through select acquisitions while divesting non-core and underperforming operating 
businesses with revenues of approximately $2 billion. At the time of the sale to Allied 
Universal, G4S had revenues of approximately $9 billion.  

 

 

OVERVIEW OF WORLD LEADERS 

G4Sôs History 

Source:  Websites for Allied Universal and G4S and news releases 
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On April 6th, with all the approval hurdles finally cleared, Allied Universal bought 

G4S, putting an end to almost nine months of speculation over whether G4S would in 

fact be taken over and just who would be the successful suitor.   The acquisition was 

historic: creating the largest security company in the world with sales over $18 
billion coming from 90 countries making it almost twice as large as Securitas, its 

nearest competitor. Its 800,000 employees make Allied the 3rd largest employer in 

North America and the 7th largest employer in the world. 
 

It all started around June of 2020 when the share price of G4S was depressed by the 
global pandemic; as were the prices of the stocks of most of the UK public 
companies.  An October article in The Financial Times reported that ñ[UK equities] are 
now trading on the greatest discount to global equities for 50 yearsò. This low share 
price made G4S a prime take-over target by a financial group or one of its 
competitors. Garda World, a $3 billion Montreal based international privately held 
security company, recognized this opportunity and made its first formal offer of $4.2 
billion to G4Sôs Board of Directors in October. Although the offer was a 31% premium 
over G4Sôs depressed share price, the Board rejected the offer as being ñhighly 
opportunistic and significantly undervaluing the G4S businessò.  Garda eventually 
increased its bid, but not enough to win the Boardôs approval; which instead supported 
an offer by Allied Universal at $5.3 billion (approximately $8.3 billion on an enterprise 
value basis) and over 11 times EBITDA.   

 

Initially, the G4S North America business (U.S., Canada and Mexico) will be run by the 
current Allied Universal structure in Santa Ana, California reporting to Steve Jones, 
Alliedôs CEO. The international businesses ï all operations outside of North America ï 
will be headquartered in London and will be led by Ashley Almanza, G4Sôs current 
CEO, for the first year of the transition and Tim Weller, G4Sôs CFO, will continue in his 
financial role for the International Business of the combined group for at least six 
months after closing. 

  

 

 

 

 

 

 

OVERVIEW OF WORLD LEADERS 

The Pandemic was One of the Largest Factors Contributing to the Buyout 

The Acquisition Rationale 

Source:  Websites for Allied Universal and G4S and news releases 
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¶ Before the acquisition almost all of Alliedôs approximately $9 billion revenues came 
from customer locations in the United States. With offices now in 90 countries, Allied 

can service many of its international customers globally without having to sacrifice 

profits through outsourcing contract work in these areas. 

 
¶ Almost 50% of G4Sôs revenue comes from some level of technology offerings 

enhanced over the past 10 years through large financial investments; whereas less 

than 5% of Alliedôs revenues are from this service. The legacy Allied customers can 

now be offered more advanced technology that carries higher profit margins than 
traditional manned guarding services; while at the same time enhancing the service 

delivery to the customer. 

 

¶ With over 800,000 employees worldwide, Allied now has more bargaining power to 
negotiate better rates on health insurance, uniforms and, to a certain extent, workers 

compensation and liability insurances ï even though Allied may be self-insured in 

some of these areas.  In the U.S., where Allied is large and shares a footprint with 

G4S, it is estimated that $140 million of redundant cost will be eliminated through 
merging the two operations. The redundant cost eliminations for operations outside 

the U.S. become insignificant, since the legacy Allied company does not presently 

have operations in areas outside the U.S. (except a minimal amount in Canada, 

England and Mexico).  
 
 

  
Itôs obvious that the creation of this mega company will be a game changer for the 
global security industry ï especially its smaller competitors. Many of the competitors 

are already talking about the possibility of growing their company through the fall- out of 

some of Alliedôs and G4Sôs legacy customers that just donôt want to be a part of such a 

large company where largeness usually means a diminishing of service levels. This will 
be true to a certain extent, but many of the owners we talked with reported losing 

customers to the larger Allied.  And some reported having to reduce the billing rate to 

keep a current customer that Allied approached with a lesser cost structure.   Allied, 

through the purchase of G4S, can now offer the service at lesser rates per hour since 
their service delivery cost is less, in most instances, or they are offering integrated 

guarding services to include technology, resulting in the larger Allied making more  

 

OVERVIEW OF WORLD LEADERS 

The Strength in Numbers 

What the Purchase Means to Alliedôs Smaller Competitors 

Source:  Websites for Allied Universal and G4S and News Releases 
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money on a lesser bill rate than the smaller competitors in many cases. Some customers 
had rather sacrifice some personal attention (provided by the smaller competitor) in 

exchange for a break in the total cost for their security.  

 

How much revenue will hit the streets? It will be a lot in the case of an $18 billion 
company. If Allied does everything right in transitioning the customers and employees 

and hits the industry average attrition rate of 8% - 10%, almost $1 billion of Alliedôs 

revenue will go away in the U.S. alone. An additional $800 million - $1 billion of 

revenue will be leaving Allied in the foreign markets. AND adding to the challenge ahead 
for the Allied management; in total, Allied has to add about $3 billion of new revenue just 

to show a modest 5% growth ï the estimated conservative growth for the industry. Some 

of this growth will come from existing customers increasing their security menu to 

include the additional services Allied is now able to offer. Some will come from Allied 
getting heavier in the municipal and governmental sector by replacing local police forces 

and other governmental employees. Some will come from in-house converting to 

outsourced security and, as mentioned above, some of the new revenue will be coming 

from Alliedôs smaller competitors that canôt offer the menu of services Allied can now 
offer coming primarily from the G4Sô technology divisions.   

 
  

Alliedôs end game is to go public.  G4S has already started the process of delisting its 

stock from the London exchange and, when completed, the new private company will 

save millions of dollars it cost G4S to adhere to the reporting requirements of a public 
company.  Allied has already started positioning itself for a successful public offering. At 

$18 billion, it already has enough revenue.  Now, it has to maintain a better than average 

growth trajectory - a daunting task, given it has to bring in new revenue, globally, of over 

$3 billion just to maintain a 5% net growth rate (assuming an industry average retention 
rate of 10%).  

  

On March 24, 2021, Allied announced the newly hired Global CFO, Tim Brandt, who will 

focus on the integration of G4S, as well as get Allied prepared for the eventual Initial 
Public Offering. Tim comes to Allied with a vast amount of experience in mergers and 

acquisitions and IPOôs in his 30 years spent with Deloitte where he was the managing 

partner in the Orange County, California office. 

  
In addition to entering new markets and introducing new products, Allied intends to 

maintain its momentum of making acquisitions in select markets ï especially in the 

systems integration side of the business. Also, to better position Allied for a successful 

transition of G4S and continuing its commitment to growth, especially now, in the foreign 
markets, Allied hired Mike Beregovsky as Chief Merger & Acquisition Officer and Co-

Head of Strategy & Investor Relations. Mike, who comes from Warburg Pincus, one of  

OVERVIEW OF WORLD LEADERS 

Alliedôs End Game 

Source:  Websites for Allied Universal and G4S and news releases 
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Alliedôs major shareholders, will also be leading Alliedôs global mergers and acquisition 

activities. Danette Perkins, previously VP of Acquisitions, was promoted to President of 

Mergers & Acquisitions for North America.  
 
 

 
As with all large acquisitions, most of the price being paid comes from debt instruments. 

In the case of this transaction, unverified sources have estimated that over $4 billion of 

the price is coming from borrowed money rather than outright cash from the equity 

group owners. This additional debt added to Alliedôs existing debt load makes Allied 
highly leveraged. But the two majority financial group owners are used to running 

leveraged companies and are no strangers to the public markets.  Alliedôs private equity 

investors own collectively 90% of the company and include:  Caisse de d®p¹t et 

placement du Qu®bec, Warburg Pincus, Partners Group and J. Safra Group ï 
collectively managing almost $500 billion (one half a trillion U.S. dollars) of investor 

funds.  Additionally, Tim Geithner, the Treasury secretary under the Obama 

administration, is now the president of Warburg Pincus. He comes to the transaction 

with a vast amount of experience in advising companies with a high debt leverage with 
plans for a public offering.  
 

 
 
 

OVERVIEW OF WORLD LEADERS 

Allied Universal has a  Large Financial Commitment from Its Investors - Having a lot 

of Experience in the Public Markets 

Source:  Websites for Allied Universal and G4S and News Releases           
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Allied Universal and G4S Combined Footprint 

 

 

 

 

 

 

North America 

$12.3bn 

5% technology 

Europe & UK 

$3.1bn 

12% technology 

8% cash  

South America 

$0.7bn 

7% technology 

APAC 

$1.2bn 

4% technology 

(Includes Australia, 
Thailand, Hong Kong) 

Middle East 

$.4bn 

15% technology 

Africa 

$0.6bn 

14% technology 

21% cash 

OVERVIEW OF WORLD LEADERS 

Source:  Websites for Allied Universal and G4S and News Releases 



 

U.S. Contract Security Market White Paper   

August 2021   

 
Page 21  

 

MARKET  

Revenue by Customer Types  

(Combined Companies) 

OVERVIEW OF WORLD LEADERS 

Source:  Websites for Allied Universal and G4S and News Releases 
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Financial Performance - Statutory Basis 

 Blue print is information inserted by Robert H. Perry & Associates 

See page 11 for foreign monetary conversion rates. 

See Page 12 for ñImportant Note to Readerò 

Source:  G4S Annual Report and Accounts 2021 

м DǊƻǳǇ ǳƴŘŜǊƭȅƛƴƎ ǊŜǎǳƭǘǎ ŦƻǊ нлмф ŀǊŜ ǇǊŜǎŜƴǘŜŘ ƻƴ ŀ Ŏƻƴǎǘŀƴǘ ŎǳǊǊŜƴŎȅ ōŀǎƛǎ 

ϷоΦпōƴ ϷоΦоōƴ 

ϷфΦлōƴ ϷфΦфōƴ 
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Key Performance Indicators 
 

Revenues in U.S. Dollars $11.9billion 
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Key Performance Indicators 
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Financial Summary - Around the World 

Full Year 2020 Compared to 2019 

Fourth Quarter 2020 Compared to 2019 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

¶ MSEK to U.S. Dollar Conversion Ratios 

 Year 2020 - Average Rate -     9.16 SEK to $1 

 Year 2019 - Average Rate -     9.47 SEK to $1 

OVERVIEW OF WORLD LEADERS 

$2.9 bn $3.0 bn $11.9 bn $11.7 bn 

 Blue print is information inserted by Robert H. Perry & Associates 

See page 11 for foreign monetary conversion rates. 

See Page  12 for ñImportant Note to Readerò 

Source:  G4S Annual Report and Accounts 2020 
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Financial Performance Explained  

Around the World 

Full Year 2020 Compared to 2019 

 
Full Year - 2020 vs. (2019) 

 
¶ Organic Sales were flat in 2020 (4%). 
 
¶ All business segments were negatively impacted by the corona pandemic, but to 
some extent offset by increased extra sales, which amounted to 16 percent (14) 
of total sales. 

 
¶ Real sales growth, including acquisitions and adjusted for changes in exchange 
rates, was 1 percent (6).   

 
¶ Sales of security solutions and electronic security sales amounted to MSEK 23 
478 (23 290) or 22 percent (21) of total sales for the full year.  Real sales growth, 
including acquisitions and adjusted for changes in exchange rates, was 5 percent 
(10). 

 
¶ Operating income before amortization was MSEK 4 892 (5 738) which, when 
adjusted for changes in exchange rates, represented a real change of  -10 
percent (3).  The operating income was supported by corona-related government 
grants and support measures of MSEK 780 in 2020, mostly within Security 
Services Europe. 

 
¶ The Groupôs operating margin was 4.5 percent (5.2).  While the corona pandemic 
impacted all business segments to varying degrees, the main negative impact 
occurred in Security Services Europe. 

 
 

 

OVERVIEW OF WORLD LEADERS 

See Page 12 for ñImportant Note to Readerò 

Source:  Securitas Full Year Report 2020  
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See page 12 for ñImportant Note to Readerò 

Source:  Securitas Annual and Sustainability Report 2020  
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Financial Performance Explained  

Around the World 

Fourth Quarter 2020 Compared to 2019 

 
Fourth Quarter  - 2020 vs. (2019) 

 
¶ The 1 percent reduction in organic sales is due to the negative impacts of the 
corona pandemic through reduced service levels, mainly in the aviation segment, 
and lower installation sales.  Increased extra sales which amounted to 17 
percent (14) of total sales offset most of this decline.  Security Services North 
America delivered organic sales growth of 4 percent (2) with positive impacts 
from the Guarding and Critical Infrastructure Services business units. 

 
¶ Real sales growth, including acquisitions and adjusted for changes in exchange 
rates was 3 percent (3). 

 
¶ Sales of security solutions and electronic security sales amounted to MSEK 5 
883 (6 145) or 22 percent (22) of total sales for the fourth quarter.  Real sales 
growth, including acquisitions and adjusted for changes in exchange rates, was 4 
percent (7). 

 
¶ Operating income before amortization was MSEK 1 404 (1 497) which, when 
adjusted for changes in exchange rates, represented a real change of  4 percent 
(-2).  The operating income was supported by corona-related government grants 
and support measures of MSEK 230 in the quarter. 

 
¶ The Groupôs operating margin was 5.3 percent (5.3).  Security Services North 
America and Security Services Ibero-America contributed to the operating 
margin, while Security Services Europe and the other segments hampered the 
development. 
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 Blue print is information inserted by Robert H. Perry & Associates 

See page 11 for foreign monetary conversion rates. 

See Page 12 for ñImportant Note to Readerò 

Source:  Securitas Full Year Report 2020, and Annual and Sustainability Report 2020  
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Financial Summary - North America 

Full Years 2020 Compared to 2019 

Fourth Quarter 2020 Compared to 2019 

 
 

  Security Services North America provides protective services in the U.S., 
Canada, and Mexico.  The operations in the U.S. are organized in four 
specialized units - Guarding, Electronic Security,  Pinkerton Corporate Risk 
Management, and Critical Infrastructure Services.  Guarding includes on-site, 
mobile and remote guarding and the unit for global and national accounts, as well 
as Canada and Mexico.  There are also specialized client segment units, such as 
aviation, healthcare, manufacturing and oil and gas. 

 
 

OVERVIEW OF WORLD LEADERS 

$1.3 bn $1.3 bn $5.2 bn $5.1 bn 


