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Disclaimer and Forward Looking Statements

This presentation may contain “forward-looking information” within the meaning of applicable securities legislation. Generally, forward-looking information can be identified by the use of forward-looking terminology
such as “plans”, “expects” or “does not expect”, “is expected”, “budget”, “scheduled”, “estimates”, “forecasts”, “intends”, “anticipates” or “does not anticipate”, or “believes” or variations of such words and phrases
or state that certain actions, events or results “may”, “could”, “would”, “might” or “will be taken”, “occur” or “be achieved”. In particular, this presentation contains statements regarding: potential acquisition targets
of Avante Logixx Inc. (“Avante”); the ability of Avante to execute on its strategic plan and acquisition strategy; the estimated transaction models for future acquisition; and the estimated potential value creation and
total shareholder returns which management believes may be realized by Avante’s acquisition strategy. All such forward-looking information is based on certain assumptions and analyses which management of
Avante believes to be reasonable in light of its experience and perception of historical trends, current conditions and expected future developments, as well as other factors that management believes to be
appropriate in the circumstances. Such assumptions include: trends in the physical security industry; the ability of Avante to raise capital on acceptable terms; general and administrative expenses and interest
expenses; Avante’s ability to maintain existing customer, supplier and partner relationships; the ability of Avante’s management team to execute Avante’s business strategy, and other matters.
Statements containing forward-looking information are subject to known and unknown risks, uncertainties and other factors that may cause the actual results, level of activity, performance or achievements of Avante
to be materially different from those expressed or implied by any statements containing forward-looking information. The risks, uncertainties and other factors are difficult to predict and may include, without limitation,
risks relating to: general economic conditions; industry conditions; the ability of Avante to raise capital; operating risks; risks inherent in the ability to generate sufficient cash flow from operations to meet current and
future obligations; increased competition; stock market volatility; opportunities available to or pursued by Avante, and other factors, many of which are beyond Avante’s control. The foregoing factors are not
exhaustive. Although Avante has attempted to identify important factors that could cause actual results to differ materially from those statements containing forward-looking information, there may be other factors
that cause results not to be as anticipated, estimated or intended. There can be no assurance that such statements will prove to be accurate, as actual results and future events could differ materially from those
anticipated in such statements. Accordingly, readers should not place undue reliance on forward-looking information. Avante does not undertake to update any statements containing forward-looking information,
except in accordance with applicable securities laws.
Any “financial outlook” or “future-oriented financial information” in this presentation, as defined by applicable securities legislation, has been approved by management of Avante. Such financial outlook or futureoriented financial information is provided for the purpose of providing information about management’s current expectations and plans relating to the future. Readers are cautioned that reliance on such information
may not be appropriate for other purposes.
Any data, graphs or information in this presentation that have been compiled by, or drawn from, a third party has been credited to that third party and Avante does not take responsibility for the accuracy of such
information.
This presentation is for information purposes only and is not intended to, and should not be construed to constitute, an offer to sell or the solicitation of an offer to buy, Avante’s securities. This presentation and its
contents should not be construed, under any circumstances, as investment, tax or legal advice. Any person viewing or accepting delivery of this presentation acknowledges the need to conduct their own thorough
investigation into Avante’s business and its activities before considering any investment in Avante’s securities. Among other things, investors should review Avante’s public filings which are available in Canada at
www.sedar.com.
Non-IFRS Financial Measures
This presentation contains certain financial measures that are not determined in accordance with IFRS, including Adjusted EBITDA.
•

Adjusted EBITDA is calculated by adding back: Expense fair value adjustment of CWL inventory; Depreciation on property, plant and equipment; Amortization of intangible assets; Share based payments; and

Management reorganization & integration costs to Income before income taxes. Adjusted EBITDA is used by management of Avante to provide a more accurate measure of its operating performance.
These measurements should not be considered an alternative to, or more meaningful than, other measures as determined in accordance with IFRS. These measurements do not have a standardized meaning under
IFRS; thus, Avante’s determination of Adjusted EBITDA may not be comparable to that reported by other companies. Reference should be made to Avante’s management’s discussion and analysis and related
financial statements for more information relating to the calculation of Adjusted EBITDA.
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Why the Security Industry
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Why the Security Industry?

Security is a Megatrend
Driven by global tension, widening gap in

•

socioeconomic drivers, urbanization and digitization.
Cost of manpower is going up, cost of technology is

•

Fragmented Market

going down

•

Fragmentated
& Active Market

Highly fragmented market, ripe for further
consolidation

Established Value Proposition
•
•

Proven value-add for clients
Improved service and reducing
costs.

Strong Macro Trends
•

Established
Value Prop

•
•

Outsourced security services
are highly cash generative
Low capex and working capital
requirements
Average conversion rate of
EBITDA to FCF >85%

Consistent
FCF

Active M&A Marketplace
•
•

•
•
•

Security
Industry

Consistent Free Cash Flow (FCF)
•

Macro
Trends

Security services industry is a
large, stable market
Revenues of $3.7billion CAD in
2017
Security services industry 0.6%
CAGR 2017 to 20221
Security alarm services 2.1%
CAGR 2017 to 20222

Recession Resilient
Recession
Resilient

•

• Diversified client base
Increased security concerns
supports consistent security
spend

Active M&A
Market

Active M&A marketplace
Large strategic and PE participation providing multiple
exit opportunities

1.

Ibisworld Industry Report – “Security Services in Canada” – Nov 2017

2.

Ibisworld Industry Report – “Security Alarm Services in Canada” – April 2017
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Opportunities Everywhere Everyday

Investigations &
Intelligence

Protective
Services

Electronic
Security

Cyber

Security
Devices &
Hardware

You see a streetscape.
We see infinite potential.

Monitoring &
Managed Services
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The Opportunity

Why Now?

Why This?

• Global macrotrends (geo-

• Cost of people is increasing, while

political risk, terror threats,

cost of technology is decreasing

socioeconomic drivers, etc). are
pushing security to top of mind

as threats continue to develop
• Customers are suffering from
vendor fatigue in effort to meet

• Recession resilient industry with

One-stop shop
technology-enabled
security solutions
provider

strong EBITDA to Free Cash Flow
(“FCF”) conversion

their various security needs

Why Us?
• Experienced team that has built, scaled, and exited a multibillion dollar security services business
• Management are significant shareholders and aligned with shareholders

Opportunity: Consolidate
group of assets across multiple
sectors into a “one-stop shop”
technology-enabled security
solutions provider

Target Sectors:
• Protective Services
• Electronic Security
• Monitoring & Managed Services
• Cyber
• Investigations & Intelligence
• Security Devices
• Asset Tracking

Return Profile:
15% Return on Invested
Capital (“ROIC”)
8

The Avante Platform Today
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We Have Done A Lot In A Short Period Of Time

J U L Y

2 0 1 8

A U G U S T

2 0 1 8

S E P T .

2 0 1 8

S E P T .

2 0 1 8

S E P T .

2 0 1 8

O C T O B E R .

2 0 1 8

N O V E M B E R

2 0 1 8

Announced $10M
acquisition facility
with RBC

Strategic
Partnership and
$1M investment

Announced share
consolidation (5:1)

Completed Intelligarde
International Acquisition

Executed share

RBC approved credit

Provides greater access

Avante consolidated its

Executed share purchase

purchase agreement to

lines including an

to the burgeoning

common shares on the

agreement to complete the

complete the

complete the

acquisition line in the

cannabis industry where

basis of one (1) post-

acquisition of Intelligarde

acquisition of the

acquisition of

acquisition of Veridin

amount of $10M to

Avante will be the

consolidation common

International further securing the

remaining 49% interest

Watermark Security

Systems expanding

finance future

preferred partner for

share for every five (5)

infrastructure to accelerate Avante’s

in Architronics

expanding consumer

Avante’s footprint in the

acquisitions, a revolving

executive security,

pre-consolidation

position as a leading technology-

base to Muskoka

commercial and

operating line of $2M

residential services,

common shares

enabled security solutions provider

cannabis industry while

to be used for working

integrated security

acquiring national

capital and general

systems, risk

enterprise accounts

operating requirements,

management and due

and a Visa facility of

diligence services

$200k to cover

related to employees

operating expenses

and contractors

Completed
Architronics
Acquisition

Completed
Watermark Security
Acquisition

Executed share

Executed share

purchase agreement to

purchase agreement to

complete the

Completed Veridin
Systems Acquisition

to large national accounts
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Strong Set of Businesses

Holding Co.
Strategic Business Units
MONITORING
& MANAGED
SERVICES

PROTECTIVE
SERVICES

ELECTRONIC
SECURITY /
AUTOMATION

SECURITY
DEVICES &
HARDWARE

INVESTIGATION
& INTELLIGENCE

CYBER

Strong Portfolio United by a Common Business Model
What makes a XX Business

Strong Portfolio
YTD FY19

Revenue
Contribution (%)

Revenue ($)

Protective Services
Electronic Security/
Automation
Monitoring & Managed
Services

30.3%

$6,146,996

32.8%

$6,659,567

12.8%

$2,594,888

Security Devices & Hardware

24.0%

$4,875,498

Investigations & Intelligence

–

–

Cyber

–

–

100.0%

$20,276,949

Leading franchises

Satisfied customer base

Category leader with a brand
that customers resonate with

High level of customer
intimacy and customer love

Valuable installed base

Growth & innovation

Track record of growing
installed base & improving
margins

Strong sales pipeline; utilize
technology to optimize
operations and drive new
offerings

Strong team

Attractive economics

Passionate, capable team;
driving culture of
accountability

High margin -> cash
generation
11

Key Strategic Priorities

We have shown the ability to execute on our strategic priorities

Enhance portfolio with
strategic M&A

Drive organic growth by
selling technology-enabled
solutions

Strengthen our competitive
advantage with investments
in people, technology,
process

12

Enhance Portfolio With Strategic M&A

*Tuck-in Acquisition

*Platform Acquisition

*Purchased remaining
Minority Interest

+$20.9M

8.4x

COMBINED TTM
REVENUE

AVERAGE EV/ EBITDA
PURCHASE MULTIPLE
*Pre-Synergies

*Strategic Partnership

6.6x

AVERAGE EV/ EBITDA
PURCHASE MULTIPLE
*Post-Synergies

*Platform Acquisition

Accretive M&A and strategic partnerships are an essential component to Avante’s long-term strategy

13
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Driving Organic Growth

Q3 FY19 vs. Q2 FY19
1

+12.5% organic revenue
growth QoQ

2

+28.7% organic gross profit
growth QoQ

3

+930 BPS organic gross
margin expansion QoQ

.

Synergies from acquisitions still yet to be fully realized; upcoming quarters will have an emphasis on better monetizing
the existing customer base and grabbing more wallet share through pushing cross-selling initiatives 14

Investments in Foundation

Strategy / Leadership
•
•
•

Technology
•
•
•

Strategy developed that supports overall business
requirements
Appropriate and scalable infrastructure (ERP)
Documented governance supporting technology
decisions

•
•

Strategy /
Leadership
Technology

Finance
•

•
•

Have an articulated strategy
Communicate business strategy throughout the organization
Communicate vision and strategy and review regularly with
management team
Succession planning and staff development is a regular feature of
senior management discussion of regular business
Demonstrate the values of training and facilitate development
initiatives

Process Enhancement
Process
Enhancement

•
•
•

Have access to various sources of financing to remain
competitive
Effectively manage cash flow
Finance department able to grow with the business

•

Finance

Foundation
for Growth

Business Development

Business
Development

•

•

•

Organizational Structure
•
•
•

Aligned to overall business strategy
Clear reporting lines and appropriate span of control
Employees personal objectives align with the overall
business goals and strategy

Organization
al Structure

•

M&A

•
•
•

•

Talent

Plan in place to attract, retain and engage top
performers
Regularly review compensation alignment and benefit
structure
Provide regular forum for communication and
collaboration
Companywide succession plans to eliminate talent
gaps

Improved professional image of marketing tools and
business correspondence
Excite current customers with trained and engaged
employees, and consistent, repeatable business
reporting
Sales performance enhancing tools such as
opportunity tracking, standardized reports and
automated order entry forms
Focus on higher margin product and service

M&A
•
•

Talent

Effective front office processes such as
customer acquisition, retention and sales
Efficient back office ‘Order to cash’ processes
Strong ROI on support functions such as
Finance, IT and HR
Constant innovation

Business /
Risk
Governance

•

Grow market share by acquisition
Improve business diversification by integrating new
products and services aligned to current customer
base
Enter new markets through step out acquisitions

Business / Risk Governance
•
•
•
•
•

Sound security and privacy policies in place
Effectively manage the shareholder issues
Accurate current industry intelligence on the
competition
Appropriate checks and balances in place to prevent
fraud and reduce errors
Board of Directors
.

Investments in platform are enabling Avante’s acquisitive growth
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The Avante Platform Today Summary

✓ We have acquired $21M in TTM revenue. We have shown to be
disciplined capital allocators and will say no to a transaction if
investment criteria is not met

✓ We remain focused on driving organic growth through different
initiatives and are steadfast in realizing cross-selling
opportunities, better monetizing the existing customer base, and
improving customer experience

✓ We have invested resources into a strong platform infrastructure
creating and top-grading talent, technology, and systems that
are not only enabling our acquisitions today but will also do so
moving forward

16

Building for the Future

17

Roadmap

YR 1

Vision
and
Growth

YR 2

YR 3

We have a clear vision

•

We have a detailed growth
plan

•

We have a structure
aligning stakeholder

interests

YR 5

Optimize operations and
geographic expansion

Expand geographic presence and
solution offerings through strategic
M&A and capital investments

SET THE
DESTINATION
•

YR 4

Market Leader
Leader
Market

Local Leader
•

Best-in-class operations

•

Increase ARPU (average
revenue per user)

•

Foster innovation

•

Implement best practices

18

How We Create Long-Term Value

Corporate Mission

Growth in
Invested
Capital per
Share

Acquire

Value
Creation
and Total
Shareholder
Returns

High IRR /
5-6 year
Payback
Period

Build
Maximize ReInvestment
Opportunities

Minimize
Dilution

Focus on
Payback &
IRR

Align
Incentives &
ROIC

Generate Cash
Value
Creation
Framework

Capital
Allocation
Model

Security/
Defense
Industries

Compound shareholder capital at 15% rates over the
long-term by prudently acquiring and building a
collection of high-quality security businesses and
continuously reinvesting their cash earnings.
19

M&A – Investment Criteria

•
•

•

Leveraged at corporate level
Consistent, growing FCF

Strong FCF

•
•
•
•
•
•

Recurring revenue models
Low capital requirements
High customer lifetime value
Low customer acquisition cost
Minimal fixed asset requirements
Valuation metrics:
• 6– 8x EV/EBITDA
• 5 – 7x Post Synergies

•
•

Asset light model
Accretive to XX

•
•

Consistent revenue growth
Consistent RMR growth

High ROIC
Acquisition

Highly fragmented industry
Growing, niche industry that can be too small to attract
competition
Long product life cycles
Large addressable market

Financial Characteristics
Qualitative Characteristics

•
•

Margins

Attractive
Business
Economics

Competition

•
•

•
•

Stable, with leverage to fixed cost
infrasctructure
Gross margins >30%
EBITDA margin >10%

Customer
Retention
& Revenue
Predictability

Growth

•
•
•
•
•

$10 - $20M in revenue
Contracted recurring revenue (>30%)
Sticky customer base
Low customer concentration, low attrition
Metrics: RMR, ARPU, Retention Rate

20

M&A Pipeline

In Assessment

Holding Co.
Strategic Business Units

11

PROTECTIVE
SERVICES

MONITORING
& MANAGED
SERVICES

ELECTRONIC
SECURITY /
AUTOMATION

4

2

1

SECURITY
DEVICES &
HARDWARE

1

$6M - $25M

INVESTIGATION
&
INTELLIGENCE

1

CYBER

2

Revenue Run-Rate

7% - 10%

EBITDA margins

5x – 8x

EBITDA Purchase multiple
pre-synergies

M&A pipeline is healthy and robust. We may be announcing a number of acquisitions in the very near term allowing Avante to grow into
21
the platform quickly absorbing the corporate costs as we scale at a highly accretive rate

5-Year Plan

Growth Vision
•

Deploy ~$50-$75 million of acquisition capital in the first three
years looking to acquire another beachhead vertical in addition
to tuck-in opportunities

•

$200M+, cumulative
Acquisition Capital Deployed

Each year, grow annual acquisition capital deployed, to target
of ~$200M+ of cumulative capital in year five

•

Optionality for larger, more material transactions to accelerate
above time frame if value creating

Financing growth
•

ROIC of 14-15% after-tax,
after corporate overhead
“Return on Total Invested Capital”

Achieve a balanced mix of internal financing, shares, debt and
vendor take-back notes (“VTB”), carefully weighed against risks.
Early transactions may be more dilutive

Transaction model
•

Target $30M
Run-rate EBITDA

Consideration to be paid in cash, Vendor Take Back (“VTB”)
notes, XX shares (if required). VTB issuances will be subject to
time and performance based vesting
22

Q3 FY19

Financial Highlights
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Q3 FY19 Financial Highlights

MEANINGFUL REVENUE AND GROSS PROFIT GROWTH STEP-UP VS Q2 FY19
• Q3 FY19 Revenue of $8.8M vs $5.8M in Q2 FY19 (+51.0% QoQ)
• Q3 FY19 Gross Profit of $3.0M vs. $1.7M in Q2 FY19 (+73.1% QoQ)

GROSS MARGIN EXPANSION QoQ
• Consolidated gross margins expanded 450 BPS QoQ to 34.1%
• PSD – 29.0%; ESD – 26.1%; MMS – 68.1%; SD – 41.3%

STRONG ACQUISTIVE AND ORGANIC GROWTH
• Acquisitive revenue growth: +38.5% QoQ; Organic revenue growth:
+12.5% QoQ
• Acquisitive gross profit growth: +28.7% QoQ; Organic gross profit
growth: +44.4% QoQ
CORE BUSINESS OPERATIONS ARE STRONG
• Adj. EBITDA before corporate costs1 was $1.2M in Q3 FY19
• Adj. EBITDA was ($354k) owing to significant investment in Avante’s
foundation to facilitate future growth

$8.8M

CONSOLIDATED REVENUE

+51.0%

REVENUE GROWTH QoQ

+450BPS
$1.2M

GM EXPANSION QoQ

ADJ. EBITDA BEFORE
CORPORATE COSTS

Execution against organic and acquisitive strategy producing meaningful results as acquisitions have began to
materialize
1. Adj. EBITDA before corporate costs is a non-IFRS, non-GAAP metric and management believes is a better representation of what Avante looks like at scale
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Q3 FY19 Consolidated Revenue and Gross Profit

Revenue Growth YoY

Gross Profit Growth YoY

+2.4%

+44.6%

+6.0%

+34.7%

Revenue Growth QoQ

Gross Profit Growth QoQ

+12.5%
+44.4%

+38.5%
+28.7%

Both revenue and gross profit has increased significantly YoY and QoQ highlighting Avante’s ability to execute against
25
its organic and acquisitive growth strategy

Q3 FY19 Strategic Business Units Summary

Q3 FY19

Protective Services

Electronic Security

Monitoring & Managed
Services

Security Devices &
Hardware

Combined

$3,247,379

$2,982,661

$902,845

$1,713,130

$8,846,014

$942,094

$749,528

$615,100

$707,934

$3,014,657

Gross margin %

29.0%

25.1%

68.1%

41.3%

34.1%

Operating Expenses

$449,191

$857,106

$202,453

$451,433

$1,960,183

SBU EBITDA

$492,903

-$107,577

$412,647

$256,502

$1,054,474

15.2%

-3.6%

45.7%

15.0%

11.9%

Revenue

Gross Profit

SBU EBITDA %

Fundamentals are strong. Core business shows strong top-line growth and earnings visibility driven by both acquisitive and organic growth
with room to capture further upside through unlocking cross-selling opportunities, as well as streamlining core business operations of
26
acquired companies

Q3 FY19 Financial Summary

✓ Execution of organic and acquisitive growth strategy delivered
meaningful results

✓ Core business operations are strong showing both top-line
growth and earnings visibility with synergies still yet to be fully
realized. Strategic business units are profitable but Avante has
re-invested in platform infrastructure in order to achieve longterm vision

✓ EBITDA profile will recover in future quarters as corporate costs
will be amortized over larger revenue base. Corporate costs
which are expected to stay relatively flat through FY20 are
currently underutilized with capacity to support new businesses
that are introduced to the platform
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What You Heard Today

The Platform Today
✓ Acquisitions are starting to materialize

✓ We have invested in our foundation

✓ We are operators at heart. We create value by accelerating portfolio company growth

✓ Core business operations are strong

Building For the Future
✓ We are realizing our 5-year roadmap

✓ Platform investments are in place to achieve scalability

✓ M&A pipeline is healthy and robust

28
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Q&A

Appendix

Platform at a Glance

Revenue

Shareholder Base

$20,898

$23,337

FDSO

% Ownership

Management

6,750,9811

32.0%

Institutional

9,390,0002

44.5%

$26,649

$14,581
$8,938 $10,026

$6,746

FY13

FY14

FY15

FY16

FY17

FY18

LTM

Trading Summary

Enterprise Value

Volume

1.
2.
3.

XX.V

Jan-19

Feb-19

Dec-18

Oct-18

Nov-18

$0.00

Sep-18

-

Aug-18

$0.50
Jul-18

500
Jun-18

$1.00

Apr-18

1,000

May-18

$1.50

Feb-18

1,500

Mar-18

$2.00

Jan-18

2,000

Dec-17

$2.50

Oct-17

2,500

Nov-17

Thousands

Type

Ticker
Share Price @ Dec 31, 2018
Fully Diluted Shares Outstanding
(Weighted)
Market Cap
Total Debt

TSXV: XX

3

Cash Balance
Minority Interest
Enterprise Value

Source: SEDI
Source: Thompson One Reuters
Total Debt = bank indebtedness and vehicle loans + obligations under finance lease, + long term portion of bank indebtedness and vehicle loans

$1.95
19,364,401
$37,760,582
$4,213,475

$3,024,116
$527,641
$39,477,582
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Platform at a Glance

Revenue (Thousands)

Gross Profit (Thousands)
$8,846

$5,385

$5,562

Q1 FY18

Q2 FY18

$6,017

Q3 FY18

$6,372

Q4 FY18

$5,575

$5,856

Q1 FY19

Q2 FY19

Q3 FY19

Gross Margin
36.2%

35.1%

$3,015

$1,949

$1,952

Q1 FY18

Q2 FY18

$2,143

Q3 FY18

$2,243

Q4 FY18

$1,862

$1,741

Q1 FY19

Q2 FY19

Q3 FY19

Adj. EBITDA
35.6%

35.2%

34.1%

33.4%

$617,927

$672,287
$565,695

$525,509

29.7%

$351,085
$106,864
Q1 FY18

Q2 FY18

Q3 FY18

Q4 FY18

Q1 FY19

Q2 FY19

Q3 FY19

($354,964)
Q1 FY18

Q2 FY18

Q3 FY18

Q4 FY18

Q1 FY19

Q2 FY19

Q3 FY19
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Enhance Portfolio With Strategic M&A

As Avante continues to execute on its strategic vision of building a technology-enabled security solution through a
combination of acquisitive and organic growth, Avante is anticipating revenue in excess of $44MM for the next twelve
months.

1

1.
2.
3.
4.

2

3

Avante Logixx Inc. Trailing Twelve Months (“TTM”) revenue from October 1, 2017 to September 30, 2018
Watermark Security Inc. revenue as at Dec 31, 2017
Veridin Systems Canada revenue as at Sept 3, 2018
Intelligarde International Inc. revenue as at Sept 30, 2018

4

33

Enhance Portfolio With Strategic M&A: Scorecard

Type

Architronics Limited

Watermark Security
Inc.

Veridin Systems
Canada Inc.

Intelligarde
International Inc.

Minority Interest

Tuck-in

Platform

Platform

Strong FCF
Margins
Gross Margin >30%
EBITDA Margin >10%
Accretive to Avante
Consistent Growth
Customer Retention and Revenue Predicatability

$10 - $20MM in revenue
Low customer concentration
Competition
Fragmented Industry
Long Product Lifecycles
Large Addressable Market
Attractive Business Economics
Recurring Revenue Models
Minimal Fixed Asset Requirements
Valuation (6 - 8x EBTIDA)
Valuation (30 - 40x RMR)
Active & disciplined pipeline
• Ability to walk away from transactions due to unfavourable terms or due diligence
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Consolidated Case Studies

•

Universal Services of America (“USA”) was formed as a janitorial company in 1965 serving Southern California

•

In 2000, Brian Cescolini and Steve Jones purchased USA from its founders

•

Organic client additions and numerous acquisitions sparked unprecedented growth, increasing revenues from USD $12MM in

Wendell to sell 40%
stake in Allied
Universal to CDPQ at
an enterprise value of
$7B

2000 to $2B in 2014, 44.1% CAGR
•

Wendel, a leading European buyout firm. acquired AlliedBarton Security Services in 2015 for $1.6B

•

USA merged with AlliedBarton Security Services in 2016; combined entity was named Allied Universal

•

Acquired U.S. Security Associates for approximately $1 billion; combined entity: $7B revenue and 200,000+ security professional

•

Feb 2019: Selling 40% stake to Caisse de depot et Placement du Quebec (CDPQ) at an enterprise value of $7B
7,000

USD ($ millions)

Stage 4

6,000

Feb 2019: Sell
40% stake to
CPDQ for $7B

Stage 3

5,000
4,000

Stage 2
2015 revenue: $2B

3,000
>40 acquisitions from 20072012

Stage 1

2,000

$12M in revenue

1,000
-

2000

2001

2002

2003

2004

2005

2006

2007

2008

2009

2010

2011

2012

2013

2014

2015

2016

2017

2018

Other Notables:

GardaWorld

Securitas

ADT / Tyco

•

~30 acquisitions between 2000 & 2007

•

50+ acquisitions since 2000

•

250 acquisitions since 2000

•

Deployed ~$680MM CAD

•

Deployed $2.5+ billion CAD

•

Deployed $36.0+ billion CAD

•

Grew revenues to $1.1B CAD in 2008

•

Grew revenues to $14.8B CAD in 2017

•

Grew revenues to $2.6B in 2019

•

2000 – 2018 Revenue CAGR: 28.0%
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PLATFORMS

Avante Security Inc.

Veridin Systems Canada

Intelligarde International Inc.

CityWide Locksmiths

ADH Fine Hardware

High-End Residential Security

Enterprise Security Systems

Guard Services

Locksmith Services

High-End Decorative Hardware

PREVIOUS DEALS

INTEGRATED INTO

AVANTE

SECURITY

INTO Electronics Inc.

LVS Inc.

Architronics Ltd.

Watermark Security Inc.

High-Rise Security Experts

Commercial and Residential Security

Smart Home Automation

Security Services | Muskoka Region

Closed August 2014

Closed April 2015

Closed July 2018

Closed August 2018
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