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Have you ever wondered why there are three large dots 
above the Securitas logo? It goes back to the founding 
of the company by Erik Philip-Sörensen in Sweden in 

1934. The dots represent the founding values of integrity, vigilance 
and helpfulness, and those values inform everything the company 
does in its “six pillars of protective services,” which are comprised 
of on-site guarding, mobile guarding, remote guarding, fire and 
safety, corporate risk management, and electronic security. Today 
Securitas is the world leader in protective services, with over $10 
billion in annual revenue. 

The last of these pillars was added in 
2016 when Securitas AB finalized the 
purchase of Diebold’s electronic security 
business, which itself enjoyed a rich his-
tory in the security industry, particularly in 
the banking and financial sector. Diebold’s 
electronic security business officially 
began in 1947 upon the acquisition of O.B. 
McClintock in Minneapolis, but the com-
pany reputation was built much earlier than 
that with its fire-proof safes. Eventually it 
also became known as the standard in ATM 
machines. As Diebold Security, the com-
pany was named SDM’s Systems Integrator 

of the Year in 2011, and now, eight years later, is the 2019 Systems 
Integrator of the year as Securitas Electronic Security Inc. (SES). 

The transition to SES brought a new energy as well as new 
opportunities to the company (ranked No. 3 on the 2019 SDM 
Top Systems Integrators Report), according to SES President and 
CEO Tony Byerly. “It is an honor to be part of Securitas. From the 
founding of the company they have always focused on security, 
which is the core of everything we do. They are not just security 
but services and we are a service-focused company.”

As the sixth pillar of protective services, SES filled an important 
gap for Securitas — the electronic security component — and from 

the beginning of the relationship it was evident the new parent 
company was interested in making sure SES had all the resources 
and support it needed to succeed. 

“We certainly have a new parent and new opportunities to offer 
more solutions through them, but the Diebold legacy was the foun-
dation of the security business for Securitas in North America,” 
Byerly says. “It really brought to life that sixth protective service 
and … Securitas supported building out our competency and abili-
ties.”

To start with, that meant creating a new HR and legal portion of 
the new division, as those stayed with Diebold in the acquisition. 
But the entire process was a positive experience, Byerly recalls. 
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Making a 
DIFFERENCE
As one of six distinct security-related divisions of a global powerhouse, this year’s 
Systems Integrator of the Year, Securitas Electronic Security, draws on the history 
of not one, but two long-standing companies, along with a deep commitment 
to its employees and customers, and a strong understanding of technology to 
distinguish itself from the competition.

BY KARYN HODGSON, SDM Managing Editor
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//
“The SES Difference”

What exactly is the “SES Difference”? It is a strategic 
dedication to people, knowledge and technology and it dates 
back to the birth of Diebold’s electronic security business in 
1947. 

According to SES president and CEO Tony Byerly, “The SES 
Difference is our purpose. It’s at the core of our daily opera-
tions. With our core business philosophies based on people, 
knowledge and technology, providing the highest level of 
support in response to the distinct needs of global, national 
and regional business customers has long been our specialty.”

For Kevin Engelhardt the SES Difference is about consisten-
cy from coast to coast. “It is critical that an East Coast client 
receives the same service delivery and client experience as a 
West Coast client. Our centralized programmatic approach 
and SES Engineering Center of Excellence are key differentia-
tors in driving this consistency.”

The SES Difference is also exemplified in the latest addi-
tions to the headquarters as well as the customer program 
charter, Byerly adds. “These are not just words we speak of; 
this is put to practice. … That is why we have the Engagement 
Center, the Evaluation Lab and a process around engaging 
with clients on a quarterly basis. That is the role of the inte-
grator. We think we do it better.”
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The SES team (pictured left to right: Damon Kanzler, Kevin Englehardt, Tony Byerly, Nelson Bar-
reto and Rob Raymond) led SES to invest more in its organization than ever before, including 

expanding its headquarters to include a new SES University to offer training and expanded 
certification of all its employees; a Customer Engagement Center and Technology Evalua-

tion Lab; and the launch of a new application designed to solve a unique problem for its 
customers.

The essence of SES is our expertise in large, 
complex integration projects and being an 
expert in alarm monitoring and value-added 
services.. We address security holistically and 
our goal is to provide an all-in-one solution for 
our clients.”

— Tony Byerly, President & CEO



“I have been through a lot of these and we 
have done a lot of transactions and been 
part of both buying and selling. Out of 
all of those, the acquisition of Diebold by 
Securitas was really a refreshing experi-
ence, because it was built around commer-
cial synergies.”

Felix Gonzales, senior vice president 
strategy and business development, echoes 
that sentiment, adding that much of the 
management of SES comes from some of 
the most respected leaders in the security 
industry. “The difference with Securitas is 
it is a security company from top to bottom, 
right to left. Being part of a company where 
every single [division] is thinking about 
security really is a great feeling.”

But Securitas wasn’t just looking to rest 
on the laurels of its new acquisition. They 
sought to grow it into something more.

Ina Staris, vice president legal and gen-
eral counsel says, “One of the exciting 
things when we spun off from Diebold was 
there was a great core there, but there was a 
goal of expanding and making the company 
bigger and better and the Securitas commit-
ment to the security business moved that 
forward.”

In fact, just two years after acquiring 
Diebold, Securitas supported the acquisi-
tion by SES of Kratos Public Safety and 
Security Division (KPSS), which was com-
pleted in June 2018. 

“The great thing about the Kratos acqui-
sition was they had a strong reputation as 
a quality systems integrator in the com-
mercial sector,” Gonzales says. “There 
were a lot of similarities in the businesses 
— hand-in-glove is a great description. 
They added to us in terms of infrastructure 
and expanded coverage.” (For more on the 
acquisition see “Kratos – A Hand-in-Glove 
Fit” on page 46.)

That was far from the only big change 
in 2018 and continuing in 2019: SES 
invested more in its organization than ever 
before, including expanding its state-of-
the-art headquarters in Uniontown, Ohio, 
to include a new SES University to offer 
training and expanded certification of all 
its employees; a customer engagement 
center and technology evaluation lab; and 
the launch of a new application designed to 
solve a unique problem for its customers. 
All of these initiatives and more make up 
what the company calls the “SES Differ-

ence” — and it’s a difference that makes 
them a worthy SDM Systems Integrator of 
the Year.

Employee Initiatives
Any successful company will tell you 

the core of their success is their employees, 
and SES is no exception. The company is 
dedicated to making sure its approximately 
1,600 employees are well trained, given the 
recognition they deserve, and have a voice 
in the company.

“Our dedication to people starts inter-
nally,” says Kevin Engelhardt, COO. 
“Creating and encouraging teams of highly 
skilled associates fuels our service delivery. 
In 2019 we made significant investments 
in employee development [with] our state-
of-the-art training center (SES University), 
development of the Technician Certification 
Program and employee appreciation pro-
grams, the establishment of SES Associated 

Advisory Councils, and continuation of the 
SES Leadership Development Program. 
These programs were all initiated and 
designed with our associates in mind. We 
strive to foster an environment where col-
laborative learning is key and professional 
development flourishes. Enhancing these 
opportunities helps ensure our associates 
are motivated, fulfilled and inspired to 
deliver the SES Difference to our clients.”

One of the things SES sought to expand 
with the build-out of its headquarters was 
enhancing the SES University. To that 
end, the company added specialized train-
ing rooms for field technicians, call cen-
ter representatives, customer experience 
teams and account managers. “The style 
of the rooms cultivates the training it was 
designed for,” says Damon Kanzler, senior 
vice president centralized services and busi-
ness operations. “For example, the field 
technician training room features wood-top 
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2019 Systems Integrator of the Year:  
At a Glance
Securitas Electronic Security Inc. 
Uniontown, Ohio
Employees: 1,600
Revenue: ~$458 million
2019 SDM Top Systems Integrators Ranking: No. 3

2019
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work tables for hands-on training with our 
strategic technology partners. Technicians 
are able to experience the training through 
trial and error with a security panel in front 
of them. …We believe this hands-on style 
is much more beneficial and effective than 
simply watching a screen or listening to a 
presentation.”

Another new offering from SES Uni-
versity is the SES Technician Certification 
Program, which is geared specifically to 
field technicians and is comprised of two 
certification levels: SES Certified Techni-
cian and SES Master Certified Technician. 
“This program encourages our technicians 
to pursue SES-sponsored certification 
courses and upon appropriate completion, 
receive increased pay,” 
Engelhardt says. “The 
program allows our field 
teams to increase their 
professional and techni-
cal expertise as well as 
better service our clients 
in the field.”

Other training pro-
grams include monitor-
ing center onboarding, 
sales onboarding, techni-
cal requirement training 
and policy training.

This attention to train-
ing and development 
helps attract talent to the company— a 
common challenge in the security indus-
try today, says Pete Straka, vice president 
human resources. “Our Technician Certi-
fication Program is a great selling point in 
the recruiting process,” he says. “It’s simi-
lar to going to a junior college or a trade 
school. You are truly a certified technician 
with significant training and competency in 
access control, intrusion, video, etc. People 
can see the development. They come in as 
a tech and see the long-term opportunities 
to go into project or program management, 
or engineering, as they develop their skills. 
This program makes it much easier to 
break those barriers.”

It also helps with employee retention, 
Engelhardt says. “People talk about recruit-
ment, but the reality is that our market con-
tinues to morph into more of an IT-centric 
role, so from technicians’ and project man-
agers’ perspectives, keeping them abreast 
of new technologies and types of training 

The new SES University, led by Senior Di-
rector Corporate Training & Development, 
Debra Moran, features specialized training 
rooms for field technicians, call center rep-
resentatives, customer experience teams 
and account managers.

The 2019 Monitoring, Installation, Service & Support-Team Associate Advisory Councils.



allows them to be well rounded. We really 
have not ebbed and flowed with our strate-
gy in how we invest in our associates. There 
is a sense of stability here and they know 
we won’t retract our plans. We retain our 
associates by that investment.”

While the certification training comes 
with monetary compensation, there are rec-
ognition programs for all types of employ-
ees, including peer recognition, and elite 
performance recognition. In summer 2019 
SES also kicked off its third quarter by 
naming June SES Technician Appreciation 
Month, holding events such as luncheons 
and barbeques at locations around the 

nation, along with other internal and exter-
nal announcements, “fun facts” and “tech 
tips” in conjunction with this new annual 
event.  

SES describes its organizational structure 
as “flat,” meaning there is little hierarchy 
when it comes to connecting with the 

leadership in the organization and plenty 
of opportunity to have a voice, Engelhardt 
says. One of the ways they enhance this 
structure is with monthly business reviews 
(MBRs) with the leadership team. These in-
person meetings review results and address 
various business topics. “A strategic deci-
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A Solid Technology Approach

One of the strengths of SES is its ap-
proach and philosophy around technol-
ogy. “There are certain integrators that 
pick one horse and stick with that; others 
will offer everything under the sun,” says 
Felix Gonzales. “We think strategically. 
Before we introduce any new product we 
will personally test it out in the evaluation 
lab and make sure we are picking one of 
the very best in the space.” 

While they have a certain number of 
manufacturing partners in each of the 
core technology areas (video, fire and 
access control), they always meet with the 
client to see if one of those is a good fit, 
but are willing to consider and test new 
technologies. 

“We are selective about product offer-
ings and partnerships,” says Kevin Engel-
hardt. “We work with top-tier applications 
so we can approach the customer from a 
consultative standpoint. But as long as it 
is an application that will scale and meets 
their cost of ownership, we really look at 
what is the right application to fit their 
needs.”

SES takes its role as a technology 
leader seriously, Engelhardt adds. “Given 
our nature as a single-source security pro-
vider and trusted resource to our clients, 
being a knowledge and technology leader 
is key. This dedication is shown through 
our industry contributions and client 
events/programs. The SES Technology 
Outlook report … is a key contribution to 
the security industry that exemplifies our 
industry-leading knowledge.”

The SES Technology Outlook Report 
is an annual publication (currently in its 
third year) that assembles thoughts and 
trends from the industry’s leading security 
technology manufacturers. The report 

highlights breakthrough trends, technol-
ogy emerging risks and outlooks into the 
future of the security space. 

The current 2019 report features 
thoughts and insights around some of the 
newest and cutting-edge security threats 
and solutions, including active shooter 
scenarios, artificial intelligence, cloud, 
Internet of Things and cyber security, 

Gonzales says.
 “The great thing about the security in-

dustry and the integrator space is we have 
always had technology advancements. 
One change is the speed of advancement 
is much quicker. A second is the influence 
of the consumer space. Those two things 
pose great opportunity for the integra-
tor space if they are willing to go ahead 
and do the right thing in evaluating what 
is going to be proven and sustainable. 
Clients want technology that works and 
is efficient and they can rely on. Whether 
that is artificial intelligence, drones or bio-
metrics, our ability to spend time, evaluate 
it and see what works and show them that 
is critical. Everything we do … supports 
the concept of being experts in technol-
ogy, evaluating on behalf of the client and 
being the trusted advisor.”

SecureStat All-Clear allows a single employee 
opening or closing a business to trigger an ‘all safe’ 
notification to the SES Monitoring Center, signaling 
the facility is free of threat and safe to open.” 
— Rob Raymond, SVP Financial Sales 



sion was made to have these MBRs held at 
different SES local offices (of which there 
are now more than 30) each month, which 
allows the senior team the opportunity to 
visit and meet local team associates and 
leadership,” Engelhardt says. “Having this 
group gather for their monthly reviews at 
different locations allows local associates 
to communicate in an open forum face-to-
face and allows for Q&A time and to get 

to know their leaders. It’s a positive way to 
interact with associates while fulfilling the 
MBR requirements.”

Another way SES sought to give employ-
ees a voice beginning in 2018 and expanded 
this year was by creating five associate 
advisory councils — one for each main area 
of the company business: sales, monitoring, 
service, back office and installation. These 
advisory councils provide a forum for lead-

ership to receive feedback, which is used 
to make strategic business decisions. The 
advisory councils are made up of top-per-
forming team members from the relevant 
departments who work together to identify 
and solve complex business problems.

SES also makes an effort to grow future 
leadership, Straka says. In 2018 SES 
launched a formal Leadership Develop-
ment Program to identify high-potential 

//
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associates and jump start their professional 
development with specialized training and 
mentorship.

“As a leadership team we reach out to 
folks who report to us, as well as help 
identify people showing the level of inter-
est in developing their careers and those 
who have progressed to the point where 
they excel in their existing roles or show 
the ability to mentor others,” Straka says. 
“Those are the type of people we bring into 
the leadership program, and we don’t limit 
that to any particular roles in the organiza-
tion. They can come from technicians, back 
office, any function. There is a new class 
every year.” 

In everything they do — from training 
to recognition to advisory councils — the 
three core principles are always top of 
mind, Straka says. “It’s a common platform 
that ties us together with those things most 
important to our business. Something that 
we require is that everyone understands the 
integrity of what we do, the importance of 
it and how we engage internally and exter-

nally in the communities we serve to ensure 
everyone is of the same mindset.”

Byerly adds, “Integrity, vigilance and 
helpfulness — the core training is the 
underpinning of making sure those are 
always kept core to the company. That is a 
cultural thing across Securitas.”

Customer Initiatives
SES’s commitment to its customers is 

where those Securitas values really help 
make up the “SES Difference.” As a pure 
play security integrator covering a variety 
of verticals in the commercial security 
space as well as a provider of monitoring 
services, SES considers itself a “hybrid” 
integration company. 

“The essence of SES is our expertise 
in large, complex integration projects 
and being an expert in alarm monitoring 
and value-added services,” Byerly says. 
“Typical integrators are good at installation 
projects and basic services; while typical 
alarm monitoring companies are good at 
providing a variety of monitoring services 

and maybe small-scale integration services. 
SES is a hybrid integrator with expertise 
in large-scale complex security integration 
projects for airports, universities, high-rise 
buildings, hospitals, corporate headquarters 
and more. At the same time we offer a com-
prehensive portfolio of advanced services, 
from online client management portals to 
managed, hosted services and embedded 
expertise. We address security holistically 
and our goal is to provide an all-in-one 
solution for our clients.”

One of the keys to this is a level of col-
laboration that goes above and beyond. 

In addition to the new employee learn-
ing spaces, the headquarters expansion also 
included a new Customer Engagement Cen-
ter (CEC), which was designed to promote 
conversation when customers visit. The 
CEC includes a large contemporary display 
area highlighting SES’ strategic partners’ 
products and technology as well as SES 
capabilities and services. The design of the 
CEC matches the modern approach of the 
surrounding office spaces: open, high tech-
nology and encouraging daily teamwork 
and collaboration. 

“Clients have the opportunity to touch, 
see and test technology prior to implemen-
tation,” Kanzler says. The CEC center fea-
tures the latest technology available from 
the industry’s leading security technology 
manufacturers in access control, video, fire 
and life safety and integrated solutions.

//
Kratos: A Hand-in-Glove Fit

In June 2018 SES sought to strengthen 
its position as a leading systems integra-
tor by acquiring Kratos Public Safety & 
Security (KPSS), a division of Kratos De-
fense Security Solutions. KPSS (Ranked 
No. 5 on the SDM 2017 Top Systems 
Integrators Report) was known for its 
wide breadth of comprehensive integra-
tion expertise, local branch infrastructure 
and highly skilled associates and market 
specialization. The addition of KPSS into 
the SES family expanded the company’s 
U.S. reach (now totaling more than 30 
regional offices nationwide) and strength-
ened its field expertise by adding over 
400 highly skilled associates to the SES 
team. 

Felix Gonzales describes the similari-
ties between KPSS and SES as “hand-
in-glove.” While there were, of course, 

differences in the companies, the process 
of integrating KPSS was very smooth.

“As we went to meet with them and 
their leaders, the only thing that was dif-
ferent was their parent company’s reputa-
tion in the government space, but they 
had transitioned KPSS to commercial, so 
it was a perfect fit. It was a nice combina-
tion for us,” Gonzales says.

Damon Kanzler led the integration 
process for SES. “Within six months the 
business was fully integrated into SES, 
from using the same sales tools to instal-
lation and delivery to how we dispatch 
out to clients.”

The integration of the companies was 
a two-way street, adds Tony Byerly. “We 
launched an installation scheduling tool, 
which was a Kratos tool we adopted. It 
wasn’t just about ‘We are the acquirer,’ 

but focused around the best practices 
from both companies.”

SES’s own acquisition by Securitas in 
2016 also helped them with the Kratos 
process, drawing on the support from 
their parent company. 

The acquisition of KPSS also showed 
SES just how much confidence Securitas 
has in what they are doing, Byerly adds. 
“If Securitas wasn’t happy with their in-
vestment we wouldn’t have made another 
level of investment in buying Kratos. After 
the level of success with the Diebold 
transaction, we decided to continue to 
invest in this model. It is an exciting thing 
for us to have the trust and confidence of 
Securitas.” 

We really have not ebbed and flowed with our 
strategy in how we invest in our associates. There 
is a sense of stability here and they know we won’t 
retract our plans. We retain our associates by that 
investment.” 
— Kevin Englehardt, COO



Located in the same area is the expanded 
technology evaluation lab, where SES and 
its customers can come together to test and 
try out solutions they are considering. 

“Sometimes clients come and they know 
they want to see specific cameras and how 
they perform in their specified conditions,” 
Byerly says. “In the evaluation lab we can 
set that up so they can see that and we can 
be unbiased. Other times we do the old 
Coke/Pepsi challenge where customers 
don’t want to know what they are looking at 
because they want a truly objective view of 
which one performs better.”

Engelhardt recalls a recent situation 
where a large customer was looking for a 
biometric solution and SES used the evalu-
ation lab to help them determine which 
technologies would meet their standards. 
“We brought the client to the evaluation lab 
and scheduled manufacturers to come in 
and do demonstrations in the lab. We were 
there to give them an operational challenge 
and ask questions such as, ‘What is the 
throughput?’ ‘How do you integrate with 
visitor management?’ We were not trying 
to drive the customer in one direction or 
the other, but to make sure we challenged 
the manufacturer to make sure the product 
would truly meet the client’s needs.”

In addition to the evaluation lab, SES also 
has an Engineering Center of Excellence 
(CoE) located in Elmsford, N.Y. This is 
where the technologies and solutions SES 
and the customers decide to implement get 
engineered, prefabricated and tested before 
installation, complete with sample drawings, 
wire diagrams and wall templates to help 
ensure a successful installation. The CoE 
team helps eliminate potential hiccups on-
site and establishes a more seamless process 
for the field operations.

“Systems prefabricated at our CoE are 
tested and commissioned before being sent 
to the field and are designed consistently 
across each of a client’s branches,” Engel-
hardt says. “This consistency allows our 
field technicians to focus on what they do 
best: install and service systems, and not 
wiring together parts in their own unique 
way.”

Another way SES helps ensure that 
projects go as smoothly as possible is by 
providing its customers with a customer 
program charter, a “dynamic document that 
defines the mutually agreed upon guiding 

principles for the flawless execution of the 
five customer touch points: account man-
agement, installation, service, monitoring 
and billing,” says Rob Raymond, senior 
vice president financial sales. 

This program can range from five to 150 

pages, depending on the customer’s specific 
needs and goals, and is used as a resource 
any time questions arise regarding the cli-
ent’s needs or preferences.

“We ensure each client gets individu-
alized, focused attention from the early 
engagement stage to the project manage-
ment/implementation and ongoing ser-
vice,” adds Nelson Barreto, vice president 
enterprise sales. “Through each step of the 
process and client touchpoints, we focus on 
the unique operations and security needs 
of each client. We document the client’s 

The Customer Engagement Center high-
lights SES’ strategic partners’ products and 
technology, as well as SES capabilities and 
services.
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comprehensive program support through the SES client program 
charters.”

On the service end of the project, SES offers a 24-hour customer 
response center and its own service request portal called SecureS-
tat, a centralized web-based software-as-a-service security man-
agement system featuring a single interface for real-time admin-
istration of security programs across an enterprise. SecureStat 
allows customers to view, measure and control all of their security 
systems, devices and information directly from the online portal, 
which also helps customers with compliance issues.

The latest enhancement to Secure Stat is SES Service Messenger, 
which provides customers with status updates and details around 
both installation and service repair calls.

SES strives to provide unique offerings like these to its clients. 
Another example of this is its annual SES Technology Outlook 
report, which is debuted at the annual SES Security Symposium, 
a two-day event that brings together customers with industry pro-
fessionals to discuss key trends and issues. “The event provides a 
unique forum for engagement and knowledge sharing,” Engelhardt 
says. “It’s designed with collaboration in mind — incorporating 
high-impact speakers, timely topics and discussions around the 
latest technology trends.” Attendees also qualify for continuation 
professional education (CPE) credits, he adds. 

SES also offers its own integrated solutions based on specific 
customer needs. One of the most recent additions is Secure All-
Clear, which came about to meet the unique needs of customers 
managing high-value or high-risk facilities, particularly in the 

financial and retail markets, Raymond says. “The seamless app 
allows a single employee opening or closing a business to trigger 
an ‘all safe’ notification to the SES Monitoring Center, signaling 
the facility is free of threat and safe to open. In a threat situation, 
the employee signals SOS and the monitoring center will immedi-
ately dispatch authorities. … With employee safety and compliance 
being a primary concern, this app eliminates old processes, manual 
reporting and utilizes technology to enhance facility opening effi-
ciency, safety and reliability for all employees, in an automated and 
documented fashion.”

The app is a complement to the services offered through the 
company’s three Five Diamond 24/7 UL/ULC Certified Alarm 
Monitoring Centers located in Uniontown, Ballantyne, N.C., and 
Honolulu. The monitoring centers offer intrusion, fire, disaster 
recovery, hold-up, duress, critical condition, alarm verification and 
response, hosted and managed services and multi-location stan-
dardized solutions. “Our full spectrum monitoring solutions also 
include PIN management, customer exception reports, arm and 

disarm supervision and logging, video alarm verification, hosted 
and managed cloud video and hosted and managed access control,” 
Kanzler says. 

Company Goals
Much has changed in the three years since transitioning from 

Diebold to SES, but the core values from both companies remain. 
Those values have led SES to solid growth, including a 22 percent 
increase in the company’s North American revenue from 2017 to 
2018, with consideration of the KPSS acquisition. 

In 2019, SES continued to expand its sales channels across sev-
eral market verticals. For example, within the financial vertical, 
SES has been able to reach beyond the traditional banking retail 
branches and office buildings with major wins for data center secu-
rity projects. In the commercial national accounts arena, SES was 
recently awarded an approximately 1,500-site takeover for alarm 
monitoring, remote guarding and other services. Additionally, SES 
has added a Strategic Markets sales channel that focuses on the 
healthcare, petro-chemical and transportation vertical markets and 
their specific industry needs. This Strategic Markets expertise came 
as part of the KPSS acquisition, and SES looks to continue to grow 
specialization in these markets.

With the KPSS acquisition thoroughly integrated into SES, the 
focus now is primarily organic growth, although they don’t rule out 
another acquisition, Gonzales says. “We are quite thoughtful and 
strategic about acquisitions. We purchased Kratos because it was a 
good fit. The clients and markets matched and there were positive 
stockholder benefits. If another opportunity came up we would be 
open to it, but we are focused more on the organic.”

Like most security integrators today, SES is also looking to 
increase recurring services, Byerly says. With its monitoring cen-
ters and strong culture of service, he adds they are in a good posi-
tion to do just that. “One thing we have developed to help drive 
more services is we have now put together a services catalogue, 
which standardizes offerings for our recurring services. We have 75 
different services that can address clients’ needs in an RMR fash-
ion.”

Byerly adds, “Our focus is to continue to refine and have the best 
performance we can have, improve systems, processes, people and 
all the touchpoints we talk about with our clients. There are always 
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We ensure each client gets 
individualized, focused attention from 
the early engagement stage to the 
project management/implementation 
and ongoing service.” 
— Nelson Barreto, Vice President Enterprise Sales

At the Engineering Center of Excellence Hub in SES’ Uniontown 
headquarters, Tony Byerly and Damon Kanzler show a typical 
design schematic that is included along with extensive documenta-
tion on most of the company’s installations. 
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Case Study: SES & Securitas Remote Guarding Collaboration Provides 
Comprehensive Solution for Manheim Automotive 

When you’re the world’s largest 
automotive leader, protecting 500,000 
square foot lots and millions of dollars in 
inventory in 145 locations worldwide, all 
of which can be driven away in a matter 
of seconds, your security challenges are 
significant. Manheim is part of Cox Auto-
motive, a $7 billion automotive business. 
The challenge they faced was how to 
protect such a large outdoor facility with 
such unique mobile assets. Manheim 
looked to SES and Remote Guarding to 
improve their current security program 
without adding significant labor costs. 
The ability for an intruder to just jump 
into a vehicle and attempt to drive it off 
the lot is almost an unparalleled chal-
lenge. 

Securitas Electronic Security, Secu-
ritas Guarding, and Securitas Remote 

Guarding (three of the “six pillars of 
protective services” offered by Securitas 
AB) partnered in developing a unique 
security application that incorporated 
electronic video surveillance, on-site 
guarding and remote guarding. Securitas 
installed high-definition outdoor video 
cameras throughout Manheim’s facili-
ties. These are being monitored both 
by the on-site guards as well as sending 
security-related notifications to remote 
guarding officers to investigate. Alarms 
are triggered by intelligent video analyt-
ics, which are configured to alert remote 
guarding officers of individuals around 
the perimeter and in critical areas of 
concern. The ability to integrate video 
analytics with guarding, as well as physi-
cal perimeter barriers are what provided 
the valuable solution for the customer. 

On June 14, 2018 at approximately 1:20 
a.m. the Securitas solution deterred and
stopped crime. The system was the foun-
dation of an apprehension of a criminal
attempting to drive a car off the lot. At
the notification of the analytic alert, re-
mote guarding officers investigated the
event, quickly engaging the local on-site
guards for awareness and physical ap-
prehension. On-site guards notified the
local police department of the suspects’
whereabouts, which responded quickly,
never allowing the intruder to get off
the lot. The suspect was detained and
handcuffed on scene, then taken to jail.
This isn’t the first, nor will it be the last
apprehension at this facility, but another
theft attempt was thwarted with the
help of the full-service solution Securitas
provided.
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financial targets and budgets and we focus on those. Those take into 
consideration long-term objectives for how we refine the business 
and how we evolve and continue to achieve the financial objectives, 
which we believe are best achieved by meeting our clients’ needs.”

To that end, the company is particularly proud of attaining the 
Service Organization Control (SOC) 2 Type 1 audit in 2018. SOC 
was developed by the American Institute of CPAs (AICPA) to help 
companies get a handle on the complex, diverse security issues 
present in the world, while providing a framework for service pro-
viders to measure against. The reports measure how well service 
and solution providers protect the confidential information of their 
customers. SOC2 is based on the five “trust services principles” 
that reflect different criteria for managing customer data: security, 
privacy, availability, processing integrity and confidentiality.

“In today’s technology environment, achieving the SOC2 Type 1 
audit … demonstrates our dedication to the security and safety of 
our client’s data,” says Mike Beattie, senior vice president IT and 
CIO.

SES also recognizes the important role social media plays in 
today’s business climate and is rolling out a website redesign this 
year to capitalize on that. “Our new website will deliver improved 
functionality and an updated, contemporary feel,” Gonzales says. 
“This form for engagement is for both existing clients and prospec-
tive clients to learn more about us and our offerings. We want the 
content to be engaging, informative, and more about starting a con-
versation about how we apply security. It’s going to be case-study-
rich, content-rich and offer seamless functionality to visitors.”

SES believes in giving back, both to the security industry by 
example and to the community at large. Each year at GSX the com-
pany chooses a charity to support and invites visitors to their booth 
to participate. This year’s charity was Children of Fallen Patriots, 
which provides college scholarships and educational counseling to 
military children who have lost a parent in the line of duty. They 

also incorporate a charitable cause into events such as their SES 
Sales and Leadership Summit. In addition, they have established 
an associate committee whose mission is to focus on positively 
impacting the organizations that operate close to the headquarters 
in Uniontown.

Byerly is pleased with how far the company has come in the past 
few years, and is looking forward to what comes next. “I think that 
one of the things that gets us excited about this [Systems Integra-
tor of the Year] award is continuing to build best practices in our 
industry and continuing to build value to our clients. That comes 
from having a programmatic, disciplined approach. Every piece fits 
together and it is one big puzzle that is a beautiful picture when it is 
put together well.

“Where do we want the integrator community to go? Can we help 
create an industry standard around SOC2? We are going to step up 
the game around technician development with SES University and 
our technician certifications. We want to raise the bar of competency 
and professionalism. Because it is not about having words on a page 
or something on the wall in the office, but making and living and 
breathing that. That is why we call it living the SES Difference.” 
SDM

Technicians are able to experience 
the training through trial and error 
with a security panel in front of them. 
We believe this hands-on style is 
much more beneficial and effective 
than simply watching a screen or 
listening to a presentation.” 
— Damon Kanzler, SVP Centralized Services & Business 
Operations
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