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VIP ShOp Talk when IR started to transform into a diversified ~What standards does IR use in determining

This quarter, Sokoloff & Company had the
pleasure of interviewing the leaders of two
major industry players: Ingersoll Security
Technologies and Panasonic Security. Both
companies are billion dollar global businesses
which have recognized brand names and have
established themselves as innovators in the
security field. Public companies listed on the
New York Stock Exchange, IR Security
Technologies is a division of Ingersoll Rand
(IR) out of Bermuda and Panasonic is a
division of Matsushita Electric Industrial Co.
Ltd. (MC) out of Japan. Mike Lamach,
President of IR Security and Technologies,
and Frank DeFina, President of Pansonic
System Solutions Company gave us their
insights into the security market and their own
businesses.

Mike Lamach, President
IR Security Technologies

What is the history of IR Security
Technologies? How and why was this
vertical added to Ingersoll Rand and how
does the parent company support this
division?

The parent company, Ingersoll Rand, has been
around for 140 years and was originally a
mining and tool company. Most of the brands
that make up the core of the security product
line like Schlage, date back anywhere from 80
to 100 years and were acquired in the 1970’s

manufacturing company.

Moving into the security area was a natural
progression from the capital-intensive heavy-
machinery profile of our past. The divisions of
security, climate, and industrial are well
supported by IR which shares a common
business operating system and an ability to
attract and move talent throughout the
company. Further, the three sectors are very
diverse in terms of the end users, and this
allows IR to create an attractive investment for
shareholders.

Biometrics has been the buzz word in the
industry for quite some time. IR Security &
Safety has a Biometrics division. Are there
plans to expand this area and what new
advances in Biometrics does IR expect to
see and develop?

We look at biometrics as a technology that
should be applied to solutions that customers
want. It’s not about getting into the buzz of
new research and products. We of course align
ourselves with people in the research business
and keep abreast of what’s out there, but it has
to have a tangible use for our customers.
Biometric products are about applications and
keeping an eye to solving real world problems
that customers face.

Are there any areas of Security that IR
expects or would like to add to their
portfolio in the coming years?

Sokoloff Security Index

We look at two areas: technology
and geographical coverage. We
have some requirements missing in
both fields and would like to add

T %%,

more applications to the technology
side as well as expand our global

footprint on the geographical side.
Globally, the most growth is

happening in China, India, parts
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authorized dealers of their products?

We look for leaders in the market and their
businesses. We want dealers that have been
around and who have demonstrated the learning
agility that the market requires of us. They
need to have an ability to adapt and grow
with customers’ technologies and needs. We
also look to minimize conflict between
challenging partners in markets.

Please tell us about the key acquisitions that
have shaped IR Security & Safety.

We’ve acquired seven companies in the past
few years which have enhanced our technology
areas or our geographical set. In 2005, we
acquired Italy-based CISA which is an eighty

“Biometric products are about
applications and keeping an eye to solving real
world problems that customers face.”
Mike Lamach, IR

year old company that manufactures an array of
security and safety products, including
electronic locking systems, cylinders, door
closers, and panic hardware. It was a market
leader in the Mediterranean and was a great
foundation for us to build from in Southern
Europe. That same year we also signed a
definitive agreement for a joint venture with
Taiwan Fu Hsing Industrial Co. Ltd., a
manufacturer of locks. Because of this we’ve
become the largest lock producer in China
which is a key to building a domestic market
in China.

IR Security & Safety is very much a global
company. How is it different doing business
in other parts of the world and how do IR
products cater to these differences?

We’re governed by codes and standards and
they’re all very different across the world.
Also, clearly we want to be the local presence
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) Frank DeFina, President
in those economies, so we attract, attain and  and secure environments for customers. Panasonic Security

build local management teams so we can Everything we try to do is with that in mind and
bring the products to market in the right way. that’s where our goals lie. The culture of the
Finally, we insure that our values and standards  company is first and foremost on continuous
for our products are consistent across the world  improvement. We have a Lean 6 SIGMA in

Panasonic cameras and other electronic
equipment have been used in security
applications for many years. When did the

even when meeting legal compliance place which is a program that helps us to .

requirements. administer improvement by using disciplined company break Security products out as a
tools and statistical data. Other goals we separate offering and apprquately what

How does IR Security & Safety bring the concentrate on are dramatic growth, are its annual revenues derived from the sale

most value to their partners and dealers and ~ operational excellence and dual citizenship. ~ of Security products?
how do you work with them?

Dual citizenship exposes workers to the best Panasonic has been in the security business for
We have over 700 salespeople throughout the practices of the company as a whole, not just more than fifty years and we’ve been
world focusing on the end user and their their one area. Because of this, employees are  responsible for a number of industry
problems. What our partners and dealers value  able to move to positions throughout the innovations including the world’s first CCD

is our ability to create a demand for our products COmpany and don’t have to be stuck just in their ~ security camera, the first Time-Lapse VCR,
and the solutions they bring. We and more recently, digital technology
also try to bring a holistic view like Super Dynamic I11. Although we

toward security. It’s not just 2 - do not publish sales figyreg_l can say
about hardwar{: and codeJ This notice appears as a matter of record only. that we have earned a significant share

requirements, but it’s about of the world’s business in analog and

making it work together and IP cameras.
giving the customer a total

solution. That’s why we have a ”{-/"‘ UTC Fi re & Security Describe Panasonic’s approach to

security integrator business which : - selling products in the enterprise
helps customers with difficult A United Technologies Company security area where you are working

systems. primarily with larger integrated
systems and the consumer security
How does IR Security & Safety area where your products are sold
attract talented employees? through big box stores and other

>
consumer outlets.
Employees are attracted to IR
because we have a compelling | We carefully differentiate consumer
vision of where we want to go and a from enterprise systems. Our consumer
¢ o

Has acquired a stake in

track record of success. We’re also products are aimed at monitoring the
very profitable and can afford new home, small office or small business.
products. Further, we retain, Enterprise systems by nature demand
develop, and invest significantly in more robust solutions that typically
our employees. One way we do require high quality, detailed images
this is through IR University. We The undersigned advised Alba Control Systems Limited. which can be recorded, stored,

send over 15,000 people a year to retrieved and analyzed. By definition,
seminars, classes, and coaching. the enterprise systems area demands
We also have a very unique MBA significant investment in engineering,

Alba Control Systems Limited, India

program at Indiana University that r || Investment Bankers and Financial Advisory systems design, and technical support.
is specifically for IR. We nominate AL @ Hmited Hability oroanization We work closely with Panasonic’s
thirty people a year to attend. b ' authorized reseller channel including a
When they graduate we integrate 550 North Brand Blvd. Suite 1650 Glendale, CA 91203 group of highly capable Panasonic I-
them back into the company which (818) 547-4500, fax (818) 547-4388 Pro Certified Resellers.

gives us highly trained individuals www.sokoloffco.com
and gives them the opportunity to

excel, make more money and be

Panasonic Security Products has
been credited with more than a

promoted. Finally, we do as much promotion ... \veon acquiring a company, we dozen firsts (according to your website).
within as pOSSIble' integrate itinto IR by teaching the same Can yOU te" us abOUt some Of them and hOW
. methodologies so everything is cohesive. We  they were instrumental in building your
on an everyday basis as well as the goals for thoughts and are willing to change our
the future? business if their ideas work better. They have been the direct result of listening
to our customers, understanding their needs,
We think of our business as a provider of safe and then developing technology that solves
customer problems. For example, Super
Mike Lamach Dynamic Technology (SDIII) addresses the
President, IR Security Technologies needs of users who faced lighting variation (a
SVP, Ingersoll Rand backlit scene for example) that yielded unusable
images. SDIII provides processing in the
Mr. Lamach joined Ingersoll Rand in 2004 and previously was Group VP & camera itself that corrects and adjusts for this
Managing Director Europe/Asia at Johnson Controls. He holds a bachelors discrepancy producing a useable image.
degree from Michigan State and an MBA from Duke University.




Another example would be Auto Back Focus
built into the camera. Imagine the costly
proposition of an integrator returning to an

installation, climbing a ladder to adjust focus on

a camera that produces soft images due to
change in lighting from day to night. This is
typical of any camera but Panasonic developed

technology within the camera that automatically

adjusts and corrects the focus as lighting

“LISTEN to the customer, UNDERSTAND
their problem and ONLY THEN suggest
products or services that can solve their

problems.” Frank DeFina, Panasonic

changes by physically moving the CCD relative
to the lens! This saves thousands of dollars of
integrators’ profit by reducing

Frank DeFina

sional security community.

President, Panasonic System Solutions Company of America

Mr. DeFina joined Panasonic in 1982 and holds positions on the Executive
Board of the Security Industry Association and the International Biometrics
Industry Association. He also has a personal blog www.blog.panasonic/com/

frank that provides a wide range of industry insight for members of the profes-

Resellers and System Integrators. This team is
dedicated to help our security resellers
particularly on large projects that may require
systems design or software interface.

This should not be confused with the
Panasonic Systems Integration Group which
is primarily focused on large venue LEDs like
our ASTRO-VISION.

the end user is best served in this way.

How does Panasonic Security differentiate
itself from other manufacturers?

There are many worthy competitors and we

maintain respect for them. Everyday |

challenge our team to take the extra step to be
better. LISTEN to the customer.

onsite service calls.

Panasonic has a large global
presence. How do the
divisions work with one
another and how do you
insure that the same quality is
consistent across the world?

It wasn’t easy, but we
established units throughout the
world that contain essential
elements of sales, engineering,
systems design, and support. We
have always employed local
people of the highest quality who
can understand and work in

This notice appears as a matter of record only.

chaitech

has been acquired by

accordance with our basic
business philosophy. Our

CHAMBERLAIN

customers drive this since they
are increasingly deploying assets
globally. Since we have the
benefit of a worldwide, highly
recognized brand and many
years of global approach we
have learned how to best serve
our customers on a local basis,
adhering to local technical
codes while being sensitive to
local business customs as well.

What Panasonic new product
developments do you think
will be most appealing to the
Security industry?

I think you’ll be seeing significant
introduction of world class imaging products
in the IP and mega-pixel area. Additionally,
we’ll continue to expand the group of technical
and systems partners whose solutions operate
seamlessly with Panasonic security products.

Panasonic Security also has a systems
integration area. How does this division
work with the rest of the company?

Panasonic Security has a team focused on
developing business through our Authorized

The undersigned advised Digitech International.

Investment Bankers and Financial Advisory

a limited liability organization

550 North Brand Blvd. Suite 1650 Glendale, CA 91203
(818) 547-4500, fax (818) 547-4388
www.sokoloffco.com

Talk about how Panasonic views its role in
the growing concept of a holistic approach
to building systems which includes much
more than security in an integrated
environment.

We must first understand our core
competencies and then view them in a
complimentary light. We must ensure that
future products are designed on an open
platform that reduces the risk of
obsolescence. This implies that more
cooperation like our Panasonic Solution
Developer Network program is required. We
must consider working with competitors if

UNDERSTAND their problem and
ONLY THEN suggest products or
services that can solve their problems.
Treat each customer and each other with
respect. QUALITY above all else. I’'m
talking about product and PEOPLE
quality. INTEGRITY in everything we
do. Empower everyone in service of the
customer.

What does the future for the Security
industry look like from Panasonic’s
perspective?

I maintain an optimistic viewpoint. |
think the industry will continue to grow
but I cannot understand how so many
companies can survive within a
relatively small industry.
Consolidations and M&A’s will
continue out of necessity. Analytics,
IP, and image and event management
technology will continue to evolve and
drive new business.

Contact
Sokoloff & Company

Please contact Mark Schwartz,
Managing Director,

New Business Development
For a confidential consultation
about your company’s merger

and acquisition needs.
818-547-4500
mschwartz@sokoloffco.com

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

on-line at www.sokoloffco.com.

While at our website, surf around.
There’s plenty of useful information,
including our archive of M&A
Transaction Case Histories.

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