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EXECUTIVE INTERVIEW

Become the dominant domestic guarding provider. Check. 
Become the dominant integrated security systems provider 
… in progress. Allied Universal brass discuss parlaying 
the acquisition of Securadyne into a technology play as 
powerful as its manpower position. By Scott Goldfine

H U M A N I T Y ’S  Q U E ST  TO  C O M B I N E 
people with tools, machines and technol-
ogy to generate desired outcomes spans 
back centuries. As a basic human need, 
safety and security has been among the 
leading drivers pushing advancements 
forward and adopting better solutions. 
Allied Universal (AU) is at the forefront of 
that mission today. The well-established 
guarding and monitoring security provid-
er has expanded its o� erings by launching 
Allied Universal Technology Services and 
Risk Advisory and Consulting Services. 
The platform for the former was estab-
lished earlier this year through the acqui-
sition of Dallas-based integrator Secura-
dyne Systems.   

“Looking back to 2015 as Allied Barton, 
the strategic plan was clearly building the 
No. 1 U.S. provider in manned guarding 
services. That was goal one,” says Allied 
Universal CEO Steve Jones. “So we ac-

EXCLUSIVE!

Allied Aims for 

UNIVERSAL 
SECURITY 
SUPREMACY

The nerve center of Allied Universal’s 
operations is its monitoring and 

response center, where security 
intervention  specialists provide 24/7 

surveillance. The company has become 
North America’s leading manned security 

firm and now has sights set on doing the 
same in security technology systems.  
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quired several companies and quickly be-
came tied with Universal for No. 2, behind 
only Securitas. � e Allied-Universal merg-
er in 2016 pushed us to No. 1 in manned 
guarding, then allowing us to continue 
our strategic plan to also focus on ac-
quiring and growing electronic security 
services. All along I wanted to acquire Se-
curadyne, based on my 20-year friendship 
with [Securadyne CEO] Carey Boethel and 
the company he built, its culture and his 
vision, which was the perfect platform to 
bring into Allied Universal.”

Under the leadership of Jones, who be-
gan his career with Universal Protection in 
1996, privately held Allied Universal has 
grown from $12 million to more than $7 
billion and acquired 60 companies from 
2011-2019. Boethel, a longtime member of 
Security Sales & Integration’s Editorial Ad-
visory Board, founded Securadyne in 2011 
and grew it into a $73 million business with 

more than 300 employees and nearly 20 
locations. He was named president of AU 
Technology Services, with former head of 
AU Security Systems Ty Richmond leading 
the risk and consulting division as well as 
Allied’s international business.   

AU’s 215,000-strong security profes-
sionals protect more than 42,000 client 
sites across North America covering ver-
tical markets such as higher education, 
healthcare and corporate campuses. � e 
company also has o�  ces in Canada, Mex-
ico and the United Kingdom. 

Examples of how AU is combining the 
power of both manpower and technology 
include its just introduced HELIAUS risk 
mitigating, personnel management and 
threat forecasting platform. And those 
security officers are now complemented 
by Allied’s integrated access control, in-
trusion detection and video surveillance 
system solutions. AU also operates a 

monitoring and response center where 
security intervention specialists provide 
24/7 surveillance.

“The goal is to be the unequivocal No. 
1 U.S. provider of both manned guarding 
services and technology services,” adds 
Jones. “We have an unparalleled opportu-
nity in that we are in front of our custom-
ers 24 hours a day, seven days a week. We 
know before our customers, in most cases, 
when technology is functioning properly 
or not and where technology needs to be 
serviced or upgraded. So we can provide 
our customers with that one-stop solution 
focused on overall security solutions.” 

� at is a bold statement and quest in an 
industry that has remained mostly frag-
mented among several thousand dealers 

Allied Universal Fast Facts
 Founded in 1957
  Headquartered in Santa Ana, Calif., 
and Conshohocken, Pa.
  International offices in Canada, Mexi-
co and the United Kingdom
  Allied Barton merged with Universal 
Protection in 2016, becoming North 
America’s largest security services 
company
  From 2011-2019, Allied grew from 
$12M to $7B in revenues and made 60 
acquisitions
  Employs more than 215,000 people
  Acquired Securadyne Systems in April 
2019 and launched Allied Universal 
Technology Services
  Manned guarding services include 
armed and cleared security profes-
sionals, vehicle patrol, visitor man-
agement/concierge, K-9 services and 
guarded touring and management 
software
  Technology services include access 
control, video surveillance, fire/life 
safety, alarm monitoring, emergency 
communications, threat management 
and response, and hosted /managed 
services via firm’s Monitoring and 
Response Center (MaRC)

SS1909 pp34-40 Allied Universal.indd   35 8/21/19   11:42 AM



36 SECURITY SALES & INTEGRATION  SEPTEMBER 2019  securitysales.com

and integrators — the overwhelming ma-
jority local or family run businesses with 
a handful of large regionals, and fewer still 
national and international providers. To 
� nd out more, SSI met with Jones, Boeth-
el, Richmond and Allied Universal CIO 
Mark Mullison.  

Was there a particular point where the 

lightbulb went on that you needed or 

wanted to reach into technology and 

expand out of manned security?

STEVE JONES: It goes back almost 20 
years when we originally started our secu-
rity systems and technology business. We 
were a smaller regional guarding services 
business and as we started to grow the 
challenge was how many strategies can 
you execute very, very well on at the same 
time? So we decided let’s first start with 
the biggest part of our business, which 
was the security guarding side. Let’s build 
that and then expand and roll out technol-
ogy within that national footprint. 

We realized we had a captive audience 
in our customer base that was very inter-
ested in having a security system solutions 
provider. But we didn’t have the depth of 
resources across the country that we need-
ed in technology, like we had in manned 
guarding. Carey [Boethel] will tell you he 
and I were having discussions about this 
possibility two or three years ago. So it’s 
been part of our strategic objectives. But 
first we focused on the manned security 
core, and now the new core is building up 
these technology solutions.

CAREY BOETHEL: Technology is and 
has been an important part of the Al-
lied Universal offering. Securadyne was 
viewed as a platform to which Allied can 
begin to grow a national and, eventually, 
an international presence in technology 
services. Securadyne was seen as a scal-
able way to really begin a strategic pivot. 

JONES: What we liked about Securadyne, 
albeit that it was a smaller company, is 
that Carey did it the right way. He built out 
an ERP system for the business that was 
signi� cantly bigger than what he needed 
for the size of the company, but he got ev-
eryone on the same platform. They had 

created all the tools needed from pricing 
work to managing the work� ow, and their 
cost structure through di� erent business 
intelligence tools and their ERP system. 
Every one of their branches was up on it. 
It was a fully integrated, turnkey, well-run 
operation.

How do you see the advantage of being 

able to bring a solution to the end customer 

that has both the manned and technology 

sides of the security equation? 

BOETHEL: We’re big believers that the best 
solutions are those that find the right bal-
ance. Finding that balance between guard-
ing and technology is something that very 
few players in this industry can do. Both of 
those disciplines have major expenditures 
for corporate security, users and public 
safety o�  cials. � inking about them togeth-
er and holistically is conducive to not only 
a more cost-e� ective solution but also one 
that really transcends either discipline indi-
vidually. It’s conducive to better situational 
awareness. It can help speed and improve 
the e�  ciency of � rst response. 

We have customers that, historically, 
had been serviced by both Allied Univer-

sal and Securadyne. We’ve started there, 
ensuring that those customers understand 
why the combination makes sense and our 
plans for the future. � en we’re also com-
municating with existing guard customers 
about the virtues of adding technology to 
the conversation. We’re talking to technol-
ogy customers about why it makes sense to 
think about this in a more holistic fashion. 

MARK MULLISON: We have been spend-
ing a lot of time talking about the future of 
security and come to the conclusion that, 
over time, the lines between physical se-
curity and cybersecurity will begin to blur. 
Technology will unquestionably play a huge 
role going forward. There are things that 
machines will do better than people, but not 
everything. � e best outcomes will be from 
ecosystems that effectively marshal all the 
different resources, whether it’s cameras, 
IoT devices, drones or security profession-
als. It’s not about tech versus people; it’s 
about allowing both to collaborate. 

We’re spending a lot of time at Allied 
Universal talking about how we enable 
that. We’ve made a down payment on 
that with the announcement of our new 
platform called HELIAUS. It consists of a 
mobile device for our security profession-
als and a portal that allows people to un-
derstand, in real-time, what’s happening 
and also go back in time to do analytics for 
an awareness of what’s been happening. 
More than that, we have brought to bear 
arti� cial intelligence technology that un-
derstands all this information and can 
make predictions about what’s likely to 
happen, as well as prescribe what ought to 
be done to drive a better outcome. 

All these things are coming together, 
allowing us to have a tremendous level of 
situational awareness and be able to pre-
dict and prevent issues before they occur. 
It’s really an exciting future for us.

Do you think it’s possible and feasible to 

be as dominant market share wise on the 

electronic technology side as on the 

manned security side? 

JONES: Yes, our customers are embrac-
ing the relationship. They want us to be 
the experts for the security challenges 
they face. And in coming up with the right 

“We realized we had a 
captive audience in our 
customer base that was 
very interested in having 

a security system 
solutions provider.” 

— Steve Jones

EXECUTIVE INTERVIEW: ALLIED UNIVERSAL UPS ITS GAME
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answers, a lot of it may be within technol-
ogy. So I do believe that not only is it at-
tainable, but strategically they align really, 
really well together. The convergence of 
manned guarding and technology as one 
total solution from the customer’s per-
spective is already here. 

� ey are laser focused on what’s in the 
best interest of protecting their employ-
ees, facility, intellectual property, their 
product, and how do you do it in the most 
secure, safe and cost-effective way. So I 
do believe the opportunity to be No. 1 in 
both is real. There’s a significant amount 
of companies out there, 3,000 or so small 
security systems integration and technol-
ogy companies, where we can acquire a 
few every year and get to our goal along 
with internal organic growth.

One of the pushes on the technology side 

has been creating solutions that can act 

as force multipliers. Can you give some 

perspective on the concern or reality of 

technology replacing manned security 

versus complementing it? Do you feel it 

is displacing some manpower, or is it just 

augmenting it? Now that you have such a 

vested interest in both sides, obviously, 

you want to make them as complementary 

as possible, but to what extent is 

technology affecting those positions, if you 

will, or displacing manned security? 

BOETHEL: Technology today, like the 
Cloud and to a lesser extent Big Data, al-
lows us to do things that we couldn’t do 10 
years ago. Some of those things were tra-
ditional responsibilities of manned guard-
ing but can now be done through virtual 
tours, interactive services or other forms of 
virtual guarding. We can do things techno-
logically today that are relatively new and 
somewhat disruptive, but we don’t think 
it’s a zero-sum game. We think di� erently. 
We believe the two are complementary and 
best deployed in concert with one another. 
How do we bring both to bear, with an end 
user, in order to create incremental value, 
not at the expense of one or the other but 
for the bene� t of the customer? 

RICHMOND: There’s going to be some 
degree of task transferring, if you will, but 
there is no doubt that the human element 

is always going to be a part of the security 
model. Probably the security o�  cer in the 
future is going to be even more produc-
tive, better paid and better equipped. Uti-
lizing all of the different aspects of tech-
nology, security personnel will be a much 
tighter, integrated part of the solution and 
overall delivery system. As a matter of fact, 
you’re creating more intelligence, more 
information and more decision-making 
capabilities in the hands of the security 
officers so that they become even more 
valuable, more responsive and more deci-
sion-making capable. 

BOETHEL: As some of that task transfer 
occurs, it’s not about the disintermedia-
tion, if you will, of the guard. It’s about en-
ablement, and it’s about efficiency. Man 
guarding serves a variety of very unique 
and highly valuable functions, not the least 
of which is first response. I don’t think 
anybody today is talking about technology 
that’s displacing of guards when it comes to 
� rst response or emergency management. 
But to the extent that we can equip those 
guards with technology to provide better 
situational awareness and, in some in-
stances, can be prescriptive with respect to 
what actions need to be taken, then we’ve 
created a much more valuable solution. 
It’s a multifaceted solution. It’s technology 
enabled. It’s situationally aware, it’s much 
more e�  cient and it’s more cost e� ective. 
It’s not one or the other. 

MULLISON: Unquestionably, there are 
some things that machines will do better 
than people, but it won’t be everything. 
It’s going to be a long time before tech-
nology can administer CPR. It’ll be a long 
time before technology can go get an AED 
and use it to help somebody in need. It’s 
going to be a long time before technolo-
gy can warmly greet somebody and make 
them feel welcome. Our vision is not one 
of replacing people as much as it is bring-
ing people and technology together to 
drive better outcomes.

JONES: Given where the cost of labor 
is, customers are always looking to use 
technology to augment some manned 
physical personnel locations. � at’s been 
going on for the past 10 to 20 years re-
gardless of whether we are in this busi-
ness or not. Right after 9/11, the number 
of manned guards grew significantly. 
Then within a few years technology like 
major camera upgrades, physical turn-
stiles, etc. eliminated guards. So this 
proliferation everyone is afraid of has al-
ready happened. The balance is already 
there between how much technology is 
in manned guarding. 

Certainly technology continues to im-
prove, and manned guarding along with 
it. Situational awareness, risk manage-
ment and threat awareness technologies 
are out there creating better information 
flows that manned guarding operations 

EXECUTIVE INTERVIEW: ALLIED UNIVERSAL UPS ITS GAME

AU’s 215,000 security professionals protect 
42,000+ client sites, covering markets like higher 

education, healthcare and corporate campuses. 
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use to provide better security services 
that mitigate risk within our customer 
base. I don’t see a displacement. I see 
manned guarding growing at a smaller 
pace than technology, but continuing 
to grow. If technology wasn’t where it is 
today manned guarding would be grow-
ing probably two to three times the pace. 
But both sides of the security spectrum 
are going to continue to grow. No matter 
what, you need people to use that tech-
nology and you need people to respond 
to the emergency.

If you look at the competitive landscape, 

what concerns you the most for the 

technology services business? Is it the 

local, regional, national or global 

providers? How are you planning on 

differentiating yourself among them? 

BOETHEL: There’s a few different ways 
we di� erentiate ourselves in the market-
place, one of which is our vertical mar-
ket expertise. Some technology service 

providers are focusing on hardware, the 
sale of the installation thereof and do-
ing so in a way that really isn’t all that 
unique, market to market. We take a very 
di� erent approach. We invest in develop-
ment of subject matter expertise, which 
you need for a given vertical. People talk 
a lot about that, but the extent to which 
it’s implemented in the marketplace is 
debatable. We really go deep within the 
customer’s organization, much deeper 
than, for example, an IT or an electrical 
contractor might go. 

So when I’m asked if I’m concerned 
about new market entrants, the answer 
is not a great deal. We’ve created a pretty 
unique niche for ourselves. If you are an 
integrator focusing conventionally on the 
installation and service of commercial o� -
the-shelf products, you’re going to strug-
gle with the commoditization that comes 
along with that. If, however, you’re really 
going deep into your customer’s organi-
zation, with an eye towards not only risk 

mitigation but actual business-process 
optimization, you’re able to create value 
in di� erent ways even if you do it through 
the same exact technology that you’ve 
otherwise deployed for loss prevention. 

That’s a big part of our strategy for dif-
ferentiation. � e vertical market expertise 
that we possess creates a different con-
versation. It’s a di� erent vernacular. It’s a 
di� erent value proposition. It’s a di� erent 
ROI, and it’s an approach that relatively 
few players in our space take. If you think 
about which companies out there in the 
marketplace today can truly provide end-
to-end solutions with a holistic apprecia-
tion for all the di� erent aspects of security 
and safety, the list of competitors shrinks 
really, really fast. 

There are only a select few companies 
in the world today who can have that con-
versation with a customer, bringing to 
bear all of those di� erent disciplines into 
a single end-to-end solution. � at is at the 
core of our di� erentiation strategy.

It’s portable, easy to use, with many useful 
functions. You will save installation time, 
reduce errors, improve quality, and increase 
client satisfaction.

⊲ 7 inch LCD touch screen 1920 x 1200
⊲  Supports up to 12MP IP cameras
⊲ ONVIF IP camera test
⊲  Test H.265/H.264/MPEG4/MJPEG IP cameras
⊲ Built in Wi-Fi can receive images 

from wireless IP cameras
⊲  Simultaneous IP and analog camera testing
⊲  RJ45 Cable TDR test

⊲  DC12V 2A output to power cameras
⊲ PoE at/af power output, supplies 

temporary power for PoE cameras

⊲  Snapshot and save camera images and  
videos files in built-in SD card

⊲  UTP cable test displays continuity 
and configuration

Features:
⊲ WiFi access point 
⊲ HDMI input and output
⊲  7.4VDC-5000mAH 
 Lithium Ion battery
⊲  Supports more than 30 protocols
⊲ PoE voltage test
⊲ Audio input and output test
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RICHMOND: Fundamentally, we tried to 
create a DNA in the company that ensures 
that we have the right kind of integration 
of all of the di� erent product and service 
lines. � e front-end engagement with the 
customer, the understanding of the issues, 
needs, pain points of the customer, and 
how you bring a broader integrated solu-

tion sets to the customer is something we 
have been putting a tremendous amount 
of investment in, from an education, 
awareness and accountability standpoint 
and how we measure performance. � ose 
attributes have been put in place and de-
signed, and culturally are a part of who we 
are. I think that is going to be absolutely 

critical to our success. It starts with our 
CEO, all the way down.

JONES: The companies that we are re-
ally in a space race with are the two big 
international players, Securitas and G4S. 
We are all approaching it by looking at the 
overall security capabilities and solutions 
provided to customers. We all know it’s a 
combination of technology and manned 
guarding. We believe our size, scale and 
service capabilities within the United 
States give us a unique advantage. We will 
never underestimate those two organiza-
tions, but we certainly have more resourc-
es in the U.S., and our goal is to truly lever-
age that and build that out to get a nice 
lead on them.

The big challenge when you grow is 

remaining innovative and nimble. Is it really 

possible on a big scale to do that? 

JONES: We certainly think so. � at’s actu-
ally one of our core business philosophies, 
being � exible and nimble and to � ght bu-
reaucracy. We believe our ability to pivot 
with the technology and execute on that 
strategy shows that we have a vision for 
the future, and we’re able to execute on it. 
Our ability to expand and grow with our 
new Risk Advisory and Consulting Ser-
vices business again shows that we act on 
needs we see in the industry. 

We’re always trying to stay one step 
ahead of not only the industry but try-
ing to think ahead of what our customers 
need. We were one of the first to partner 
with some of the robotics companies and 
put robots in the � eld to determine the ca-
pabilities, the limitations and where it re-
ally works well. We’ve got accounts where 
we work with drones. We’ve got a castle 
where we’re doing complete 100% man-
aged services, and doing remote mon-
itoring of the video and access control 
systems. � en we’ve got accounts that are 
just traditional manned guarding. 

As we continue to look at the future of 
the industry, there’s a lot on the horizon 
that could come about depending on 
where technology goes. We are constantly 
having those discussions. If the technolo-
gy gets there, we want to be � rst to market 
with rolling out solutions. SSI

Supporting customers 

on every step of 

the journey

ACCESS
CONTROL

VIDEO
MANAGEMENT

WORKFLOW
INTEGRATION

Vanderbilt Industries@VanderbiltInd

vanderbiltindustries.com
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