
 

 

4th/1st QUARTER  
MERGERS & ACQUISITIONS  

 
Buyer:  CONVERGINT  
TECHNOLOGIES is a systems integration 
company. 
 
Seller:  GENESIS SECURITY SYSTEMS 
is a systems integrator based in 
Germantown, MD and has 75 employees. 
************************************ 
Merger:  NORTEK SECURITY & 
CONTROL merged with CORE 
BRANDS.  Nortek provides smart 
connected devices and systems for 
residential, security, access control, and 
digital health markets.  Core Brands focuses 
on control, audio, power management, 
connectivity and video distribution.  Both 
are based in California.   
************************************ 
Buyer:  ALLEGION (NYSE:ALLE) 
manufactures and sells mechanical and 
electronic security products and solutions 
worldwide. 
 
Seller:  TECHNICAL GLASS 
PRODUCTS (TGP) and AURORA 
SYSTEMS (AD SYSTEMS).  TGP is a 
manufacturer of advanced fire-related 
entrance and wall systems.  TGP had approx 
$80 million in net sales for the trailing 12 
months ended Sept. 30, 2017.  AD 
SYSTEMS is a manufacturer of high 
performance door systems based in Everett, 
WA.  AD generated net sales of approx. 
$18M in 2017. 
************************************ 
Buyer:  THE BRINK’S COMPANY 
(NYSE:BCO) 
 
Seller:  RODOBAN is based in the state of 
Minas Gerais, Brazil.  They provide cash-in-
transit, money processing and ATM 
services.  The company generates annual 
revenue of approx. $80 million.  
************************************ 
Buyer:  DTT is a provider of video-based 
managed loss prevention solutions. 
 

Seller:  LP INNOVATIONS, INC. is a loss 
prevention provider to the retail industry 
which has approx. 70 employees and is 
based in Milford, MA. 
************************************ 
Buyer: WAYNE ALARM SYSTEMS 
 
Seller:  LEXINGTON ALARM 
SYSTEMS is based in Bedford, MA with 
approx. 20 employees.  Wayne will gain 
about 8,700 accounts from Lexington. 
************************************ 
Buyer: KASTLE SYSTEMS 
INTERNATIONAL is a systems 
integration company. 
 
Seller:  URBAN ALARM is a security 
provider and patrol service based in 
Washington DC. 
************************************ 
Buyer:  RED HAWK FIRE & 
SECURITY, LLC 
 
Seller:  DIVERSIFIED PROTECTION 
SERVICES (DPI) based in Anaheim, CA 
and ATCI COMMUNICATIONS, INC. 
based in Miami, FL.   DPSI provides design, 
construction, installation, and service of 
specialty systems and ATCi is a systems 
integrator.    
************************************ 
Buyer:  MOTOROLA SOLUTIONS 
(NYSE:MSI) 
 
Seller:  AVIGILON (AV.TO) is based in 
Vancouver, British Columbia and designs, 
develops and manufactures advanced video 
solutions.  The company has 1,171 
employees and has TTM revenue of 
$390.9M. 
************************************ 
Buyer: GENERAL DYNAMICS 
(NYSE:GD) 
 
Seller:  CSRA (NYSE:CSRA) provides 
next-generation technology solutions to 
federal customers.  The company’s FY2017 
(March) revenue was $5 billion and they 
have 19,000 employees. 
 

Buyer: IDENTIV, INC. (Nasdaq:INVE) 
 
Seller:  3VR SECURITY, INC. is a video 
technology and data analytics company 
based in San Francisco.   
************************************ 
Buyer:  AMAZON (Nasdaq:AMZN) 
 
Seller:  RING SECURITY is a smart-
doorbell maker that streams audio and video 
to cellphones.  The company is located in 
Santa Monica, California. 
************************************ 
Buyer:  WIPRO (NYSE:WIT) 
  
Seller:  DENIM GROUP is an independent 
application security firm based in San 
Antonio, Texas. 
************************************ 
Buyer:  MAGAL SECURITY SYSTEMS, 
LTD (Nasdaq:MAGS) 
 
Seller:   ESC BAZ LTD. is an Israeli-based 
company focused on the development and 
manufacturing of military-grade smart 
Security Video Observation and 
Surveillance systems. 
************************************ 
Buyer:  JOHNSON CONTROLS
(NYSE:JCI) 
  
Seller:  SMARTVUE is an IoT wireless 
video-surveillance company based in 
Nashville, TN.  
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AN INTERVIEW WITH  
LUIS LOPEZ  

FOUNDER/PRESIDENT  
ALANTE SECURITY 

 
This quarter, Sokoloff & Compa-
ny interviews LUIS LOPEZ, 
Founder and President of 
ALANTE SECURITY.  Alante 
Security is a guard company and 
distributor of various se-
curity products that is 
based in Westbury, NY.  
 
How did you get into the 
security industry and 
how did you start Alante 
Security Group? 
 
I retired from the Police 
department at a relatively 
young age and wanted to 
embark on a new career 
where I would be able to 
use my Police and mili-
tary experience.  I was 
confident that I would be 
able to bring a unique 
perspective and expertise 
to the industry so I started 
Alante from a small room 
in my house.  As the 
company grew we moved 
to my garage.  Several 
years later we outgrew 
the garage and purchased 
a two story building consisting of 
3000 square feet.  Seven years 
later we sold the building and are 
currently leasing an office con-
sisting of 5000 square feet. 
 
What do you enjoy about your 
job and running a security busi-
ness? 
 
I enjoy the independence of own-

ing a business, being my own 
boss and seeing the fruits of my 
labor and sacrifice.  I also like 
running the company and work-
ing all jobs from the actual guard 
service to now serving as presi-
dent and CEO.  I have and con-
tinue to wear many hats.  
 
Alante Security Group has been 

in business for 26 years.   What 
do you attribute your success to 
and how do you keep your cus-
tomers? 
 
I attribute our success to the fact 
that we are intimately involved in 
the day to day operation and de-
tails of every customer we ser-
vice.  Our management staff is 
hands on and I am always availa-
ble to discuss with our clients 
any issue they may have.  Clients 
enjoy a level of customer service 
uncommon in the industry. For 

that reason, most of our work 
comes from referrals. 
 
How do you find and train peo-
ple and what is your corporate 
culture like? 
 
We have very little turnover.  My 
HR Department Head has been 
with me from the very beginning.  

The staff at corporate head-
quarters has been with 
Alante for many years.  They 
are hardworking, dedicated 
and loyal and all work for the 
success of the company.  
 
For recruitment we use nu-
merous apparatuses.  Poten-
tial candidates are referred 
by current employees and 
from time to time we place 
classified ads in industry spe-
cific publications.   
 
The most effective tool, how-
ever, is online recruitment 
services.  They allow us to 
hone in on multiple potential 
candidates that have the pre-
requisite experience level or 
qualifications. This allows us 
the opportunity to quickly 
sift through masses of poten-
tial hires so that we are able 
to choose the most qualified 

individuals.  
 
Tell us about the changing land-
scape of protection and how it 
has evolved over the years. 
 
The industry continues to evolve 
in a positive direction.  In addi-
tion to an ever-expanding pool of 
clientele, clients are requiring a 
better trained and qualified guard 
force.  A robust training and 
quality control program has nev-
er been more important or neces-
sary.  They are key factors in 

“I attribute our success to the 
fact that we are intimately 
involved in the day to day 

operations and details of every 
customer we service.” 



 

 

customer satisfaction and reten-
tion.   
 
In addition, the growing influ-
ence of the electronic surveil-
lance industry has also had an 
impact on our operations.  In an 
effort to keep pace with the 
changes we have secured the 
necessary expertise and licens-
ing needed to take advantage of 
any opportunities.  We 
have partnered with the 
leading manufacturers and 
distributors in the electron-
ic surveillance community 
and look forward to estab-
lishing a presence in the 
space. 
 
Tell us about some jobs 
that Alante has done that 
has saved a customer’s 
assets and how you appre-
hended or prevented a 
problem from occurring? 
 
While there have been sev-
eral examples of exempla-
ry service I’ll relay one ex-
perience where Alante tru-
ly went above and beyond 
for our clients. 
 
While servicing a residen-
tial complex it was discov-
ered that there was a rash 
of vehicular break-ins occurring 
in the early AM hours.  This par-
ticular complex was a sprawling 
property which included wooded 
areas devoid of any fencing or 
electronic surveillance.  The lev-
el of guard coverage requested 
was woefully inadequate and the 
client’s budgetary constraints 
did not allow us to increase the 
level of security officers as-
signed to the location.  In an ef-
fort to thwart the culprits, 
Alante’s executive staff made 

the decision to augment the pa-
trol by utilizing privately owned 
vehicles.  Our efforts were fruit-
ful. The vandalism and theft oc-

curring at the facility stopped 
and the client was able to stay 
within their budget.  
 
How do customers find you, 
what type of outreach do you 
do?  Social Media?  Word of 
Mouth?  Advertising? 
 
Alante is a certified Small and 
Veteran Owned Business. These 
certifications afford us the op-
portunity to bid on projects of-
fered by all levels of govern-
ment.  Potential clients can also 

find us through the internet and 
we advertise through local me-
dia.  Additionally, a great source 
of pride for us is that we are of-

fered work based on the 
quality of our service.  Cli-
ents promote us through 
word of mouth.  
 
What are your goals for 
Alante in the next five 
years?  
 
My goals for Alante for the 
next five years are to ex-
pand our client base expo-
nentially. We may be a 
small company but we are 
capable of doing very big 
things. We would like to 
offer our brand of commit-
ment, professionalism, and 
customer service nationally 
and abroad.   

Do you receive our free weekly e-mail  
Security Newsletter Update?  If not, please 

adjust your spam filter or sign up easily  
online at www.sokoloffco.com. 

 
While at our website, surf around.  
There’s plenty of useful information,  
including valuation case studies and our 
archive of newsletters tracking historical 

industry performance.  
 

“Always do right.  This will gratify 
some people and astonish the rest.” 

‐ Mark Twain (1901) 

Luis Lopez, Founder/President, Alante Security 
 
After serving with distinction in the United States Air Force, Mr. Lopez 
went on to serve as a New York City Police Officer where he attained 
the rank of Detective Sergeant.  His career spanned twenty years 
serving with some of the department’s most diverse units: Uniformed 
Patrol commands, Plainclothes/Undercover Narcotics, Public Morals, 
Robbery Investigation Units and the Police Commissioner’s specialized 
Community Affairs and Immigrants Liaison Units. 

Sokoloff & Company 
 

Please contact Pete Sokoloff  
Senior Managing Director 

for a confidential consultation  
about your company’s merger  

and acquisition needs. 
818-547-4500 

psokoloff@sokoloffco.com 
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