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2nd/3rd QUARTER
MERGERS & ACQUISITIONS

Buyer: OPENGATE CAPITAL

Seller: ROYAL BUILDING PRODUCTS' window and
door profilesdivision from AXIALL CORPORATION.
They'rebased in Ontario, Canada and have over 900
employees.
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Buyer: AXISCOMMUNICATIONS

Seller: COGNIMATICS is avideo analytics company.
They are based in Lund, Sweden and have 12 employees.
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Buyer: SYMANTEC (Nasdag: SYMC)

Seller: BLUECOAT isaprovider of web security with
fiscal year ending April 2016 GAAP revenue of $598M.
They are headquartered in Sunnyvale, CA.
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Buyer: ACCENTURE (NYSE: ACN)

Sdller: MAGLAN is acybersecurity company with
headquartersin Tel Aviv, Isradl.
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Buyer: COMCAST & ALARM.COM

Seller: ICONTROL NETWORK S sold their
CONVERGE SOFTWARE platform to COMCAST and
their CONNECT and PIPER business units to
ALARM.COM. Convergeisbased in Austin, Texas and
is ahome security provider. Connect is based in Redwood
City, Calif., and provides an interactive security and home
automation platform. Piper is based in Ottawa, Canada,
and isaDIY Wi-Fi-enabled video and home automation
hub.
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Buyer: CISCO (Nasdaq: CSCO)

Sdller: CLOUDLOCK, INC. isacyber security solution
based in Waltham, Mass.
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Buyer: SEACOST SECURITY, INC.isanaarm
monitoring company.

Seller: Seacoast acquired the accounts of MAIN
SECURITY SURVEILLANCE which was asubsidiary
of PSB.COM. Main Security isbased in Augusta, Maine.
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Buyer: FLIR SYSTEMS (Nasdaq: FLIR), basedin
Wilsonville, Oregon, designs, manufactures, and markets
sensor systems.

Seller: ARMASIGHT, INC. isadeveloper of precision
sporting, hunting, and military optics products. They are
based in San Francisco.
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Buyer: PER MAR SECURITY SERVICES

Seller: NEIGHBORHOOD PATROL, INC. isbased in

Davenport, lowaand isaguard and patrol company.
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Buyer: ADSSECURITY isasuper-regiona security and
automation company.

Seller: ALARM SPECIALISTSisbased in Cocoa,
Florida.
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Buyer: HID GLOBAL

Seller: DEMOTELLER isaprovider of instant issuance
solutions for the financial market.
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Buyer: CAROLINA SECURITY GROUP (CSG
SECURITY) is an aspiring super-regional .

Seller: INTELLIGENT TECHNOLOGY isan aarm
company based in Charlotte, NC with $2- to $3 millionin
revenue and $35,000 in RMR.
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Buyer: SELECT SECURITY isasuper-regional security
company.

Seller: 5STAR SECURITY isbased in Bluemont, VA
and is an alarm company .
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Buyer: TITAN ALARM

Seller: GIANT SECURITY SYSTEMS, INC. isan
alarm company based in Phoenix, AZ.
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Buyer: B SAFE SECURITY isaprovider of security and
firealarms.

Seller: EYESON YOU SECURITY isbased in Bear,
Delaware
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Buyer: DOYLE SECURITY SYSTEMSisanadarm
company.

Seller: MURPHY'SALARM AND LOCK isbasedin
Syracuse, NY and is an alarm company.
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Buyer: SECURITY CENTRAL isawholesale
monitoring center.

Seller: LOSSPREVENTION SERVICESisawholesae
central station headquartered in Clemmons, NC.
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Buyer: SCANSOURCE, INC. is aprovider of technology
products and solutions.

Sller: INTELISYSCOMMUNICATIONS, INC.isa
technology services distributor of business
telecommunications and cloud services.
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Buyer: FIDELITY SECURITY GROUP is Southern
Africaslargest integrated security solutions provider.

Seller: TYCO (NYSE:TYC) isselling its South African
Security Business. In fiscal year 2016 the segment is
expected to generate revenue of USD 160 million.

Buyer: ACCENTURE (NYSE:ACN)

Seller: REDCORE is aconsulting business that
specializesin providing identity and access management
services (IAM), aswell as security services. They are
based in Melbourne, Australia and have approx. 130
employees.
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Buyer: JVALLEY SOFTWARE SOLUTIONSisa
distributor of video management software (VMS) in the
Middle East and North Africaregion. They are based in
Jordan.

Seller: LENSEC isamanufacturer of VMSthat is
headquartered in Houston, Texas.

B T T T

Buyer: L3 COMMUNICATIONS(NYSE: LLL)

Seller: MICREO LIMITED is aspecialized Electronic
Warfare subsystems provider in Australiawith
approximately 70 employees.
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Buyer: ELECTRIC GUARD DOG isaprovider of
electric fencing and perimeter security.

Seller: PERIMETER SECURITY SYSTEMS has 180
locations, mainly concentrated in North Carolina, South
Carolinaand Georgia.
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Buyer: VANDERBILT isaprovider of security systems.

Seller: ACCESSCONTROL TECHNOLOGY LTD.
designs and manufactures access control and video
management solutions and is based in Dublin, Ireland.
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Buyer: OS| SYSTEMS (Nasdag:0SIS)

Seller: AMERICAN SCIENCE & ENGINEERING,
INC. (Nasdaq: ASEI) isaprovider of detection solutions
for advanced cargo, parcel, and personnel inspection.
They have 245 employees and are based in Billerica,
Maine.
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AN INTERVIEW WITH
PHIL LAKE, PRESIDENT
KNIGHT SECURITY SYSTEMS

This quarter, Sokoloff & Company interviews
Phil Lake, President of Knight Security Sys-
tems. Knight is a provider of security systems
solutions covering access control, video and
alarm systems integration, monitoring, and ser-
vice. They work in many vertical markets and
have installed over 5,000 systems since 1983.

What is your background ?

at Knight.

How does Knight continue to succeed and grow
when there is so much competition?

When we bought the company we made some
very important decisions early on:

1) No venture capital —we didn’t want anyone
telling us how to run the business. We wanted
to run it the way we knew would be successful
and we all had enough corporate experience to
know what not to do.

make decisions on site that we can’t. So we
developed core valuesto guide us: Honor, In-
tegrity and Service. That's across the board —
we use those values for clients, one another and
vendors.

Those early decisions helped shape the compa-
ny, make us competitive and keep us growing.

What is the corporate culture at Knight?
We focus on training and have immense appreci-

ation and respect for our employees. Our busi-
nessis based on our team of professionals!

| have afinance degree and started life
as an accountant. | discovered early
onthat | hatedit! Luckily, | was
fortunate enough to be working as
Controller for Canada’s Honeywell
Commercial Division. | was good at
my job and bugged the hell out of my
boss to give me anew opportunity.

He made me a branch manager in the
Atlantic Region. After that, | found
my niche. | turned around a couple
businesses in the Western Region then
I moved into the security division,
took over acompany that was strug-
gling, and got that moving.

| began to be known as a “fix it guy”.

After Honeywell, | went to Chubb
Canada and was managing a division.
The CEO asked meif | wanted to go
to Austin, Texas and turn around a
business that was having problems. |
was excited to work in the US and
was able to turn that business profita-
ble and stayed three years.

Siemenswas next up. | became presi-
dent of their security division and six
months later | took over the fire divi-
sion. In 2006 | left Siemens when
Trey West, my current partner and
Martin Krohn another partner - both
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Each quarter we have an all team meeting
where everyone in the company attends.
We give them all theinfo on how the
businessisrunning. Thisincludesan
overview of financials, how we're doing
and what our goals and objectives are.
We also celebrate anniversaries and new
team members. Thisreally keeps people
connected and satisfied. They feel part of
something; ateam. It's an open environ-
ment where everybody contributes. Not
everybody can be part of every decision
but they’re certainly part of the process
and they have avoice. Weinstill alot of
pride in our employees; they give alot
and it's a nice place to work. It'sso hard
to find great people so once you find
them, you have to keep them.

We also plan fun things for our employ-
ees. We have a happiness committee in
each office — you can comein and look at
the calendar and see what’ s planned for
the month. We always have a day to
celebrate peopl€e’ s birthdays and we
schedule al kinds of events: swimming
at the lake with Jet Skis, Flag Day, pot
luck, bring your dog to work, watermelon
eating contests... stuff that we all enjoy.

We also do acontest called Tech Trids
where each office nominates their top
tech person. All those folks are then

of whom | had worked with at Sie-

mens - told me they bought this little company
caled Knight Security and wanted meto join.
Knight only had ten to fifteen employees and
one officein Dallas. | wasn't sure | wanted to
do this but it was an exciting thought to build a
new company. | had confidencein Trey and
Martin, so | invested and took aleap of faith.

We opened a greenfield office in Houston in
2008 and merged in Safesight in Austin in 2009.
ChrisHugman had built Safesight and isa
current partner in Knight. Now we' ve got close
to 100 employees, officesin Dallas, Austin,
Houston and remote team in Rio Grande, San
Antonio, Midland, Lubbock and Amarillo. Pro-
jects completed range from $1,000 to $12.5
million.

We have alot of fun and it was one of the best
decisions I’ ve ever made. | really love working

2) We needed to have the latest PROVEN tech-
nology — we decided we would only sell what
we had tested and what we were sure was going
to work.

3) To succeed, we needed to be a great service
company; we really focused on that. Weinsti-
tuted service level agreements and regularly
seek to out-perform the high level s established
in our contracts. We position ourselves against
some industry leaders who sometimes do poor
installations and are lacking at great service and
support.

4) We have many technicians and know that, to
be successful, we need to empower them to

“We developed core values to guide us: Honor,
Integrity and Service.”

brought to one office where we have
them do amock job - the person that wins gets a
prize and, most importantly, bragging rights.

How do you decide what products you will en-
dorse and use on aregular basisin your instal-
lations?

It has to be proven technology. We keep the
product line narrow - we don’t want five access
control product lines, we want two or three, we
don’t want the latest flavor of the month, we
want what we have confidencein. Thisway we
can train and certify our folks on theline and
they will know it backwards and forwards. Fur-
ther, because we are specific and focused, the
manufacturers of these products consider us a
platinum customer. We sell alot of their prod-
uct and they put us at the top of their recommen-
dation list.



Knight has two proprietary services— Secure-
Plan and SecurePlanHealth. What wasthe
impetus for developing these services and what
puts them ahead of other services out there?

Over the years, we' ve heard from many compa-
nies that they couldn’t get their current provider
out to fix the problem. 1f something failed, it
would take four daysfor aservice call. Not
with Knight Security. SecurePlan™ isour
trademarked service level agreement. It offers
our clients an unmatched level of support - if
you call us by noon we will respond the same
day. If we don't respond that day? The next
monthisfree. And that’'sinwriting.

Thisisaguaranteed priority ser-
vice. If something failswe replace it
at our cost - all labor and equipment
- during normal business hours. Not
only that, we put free loaner equip-
ment in if anything has to go back to
the manufacturer. The service also
provides afull annual diagnostic for
the system, technology updates, and
priority dispatch, whichisabig deal.

SecurePlanHealth™ takesit to the
next level. It'sonething for aclient
to know something’ s failed but often
they have no idea there’ s a problem.
For example, you go to alot of facil-
ities where there may be three or
four hundred cameras. How do you
know if oneis down? No one
watches all cameras. We realized we
needed away to take care of thisso
we created SecurePlanHealth,
which we just received a patent on.
With this plan, we are able to moni-
tor the health of our clients' systems.

Weinstall a device we call
“KnightSentry™” on any system
we've put in and it will tell uswhat’s
wrong and where. We can even tell
when a hard drive is about to fail —
in fact we regularly replace them

Phil Lake, President, Knight Security Systems

Phil has been in the Life Safety/Security, and Controlsindustries for thirty years
and has held the President title for twenty. The companies he has led include
Honeywell, Chubb Security and Siemens. Phil holds a Certified General
Accountant Degree (CPA equivalent) from the University of Toronto.

A lot of integrators have salespeople that design proud to say we have an incredibly high 27%

the systems. We decided long ago that sales-
people are relationship builders and that’ s their
strength. They work with our clients to deter-
mine needs and objectives. They communicate
these needs to the engineering team and let the
engineers decide the best solution to meet the
client’s need.
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open rate. We do webinars, limited Google
Ads, which we will be ramping up, and have
done eight tradeshows in the first six months
with another seven coming up between Septem-
ber and December.

The marketing thrust is really helping Knight to
grow.

What do you consider some of the most
exciting trendsin the security space?

Certainly the cloud; but for me, | think
the most exciting trend is the ability to
monitor the health of the system. We're
just getting started with SecurePlan-
Health™ and we're going to take it
national. It's one thing to have a security
system it’s another thing to be confident
that it’s working, recording and doing
what you want it to do. The ability to
provide that and serviceit in atimely and
professional way iswhat I’ m passionate
about. Technology isimportant, but the
question is, no matter what technology
you have, isit up and running? With
security there's no second chance, you
either captured the event or you didn't. If
you didn’t it'stoo late. No do overs.

Where do you expect Knight to be five
years from now, what are your goals?

In the next five years we will more than
double our business. We'll do this
through service and our monitoring plans.
Knight is about service, our people and
our ability to attract great employees and
clients.

Sokoloff & Company

before they fail. That way our cus-
tomers never lose video. Fifty percent of the
time, we dispatch service before the client even
knows something iswrong. We now have tens
of thousands of devices we are monitoring con-
stantly.

The company covers many markets. What are
some of the challengesthat exist in doing
business with these different verticals?

Each vertical has different problems, require-
ments and priorities. We change designsto
meet the needs of the customer, but the princi-
pals are the same: security, security, security.
It'sjust a question of what level of security they
need — financial may need more than a corpo-
rate office for example. Every one of our pro-
jects are custom built to that client’s require-
ments, thereis no one sizefitsall.

Tell us about your marketing.

In the last three years, we' ve spent a phenome-
nal amount of money in building our brand.
We also brought in a marketing firm last year,
Built by Masonry, which has really ramped up
our social media. We use Twitter, Facebook,
YouTube, LinkedIn and just launched a new
website. Thisyear alone we've done four ma-
jor pressreleases. We produce ablog on
LinkedIn called “Phil-osphy” which discusses
very interesting topics like “ There are three
types of customers, which one are you?’ and
“How SecurePlan outshines the competition”.

Currently we're putting together videos on
Knight Security Systems and SecurePlan. We
also do infographics and alot of email blasts -
with 23,000 contacts in our database - we' ve
sent out 217,000 emails so far thisyear. We're

Please contact Bernie Walko
Managing Director
for a confidential consultation about your
company’s merger and acquisition needs.
818-547-4500
bwalko@sokol offco.com

Do you receive our free weekly e-mail
Security Newsletter Update? If not, please
adjust your spam filter or sign up easily

on-line at www.sokol offco.com.

While at our website, surf around.
There'splenty of useful information,
including valuation case studies and our
ar chive of newdetterstracking historical
industry performance.

“Always do right. This will gratify
some people and astonish the rest.”
- Mark Twain (1901)
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