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G4S Cash Solutions

Central/South America

Barbados

Colombia

Costa Rica

Dominican Republic

Ecuador

Grenada

Peru

Paraguay

St Lucia

Trinidad & Tobago

North America

Canada

Europe

Belgium, Bulgaria, Cyprus, Czech Republic, Estonia, 

Finland, Greece, Hungary, Ireland, Latvia, Lithuania, 

Luxembourg, Malta, Netherlands, Offshore(3), 

Poland, Romania, Serbia, Slovakia, Sweden, 

Turkey, United Kingdom

Africa

Botswana

Kenya

Morocco

Malawi

Namibia

Tanzania

Uganda

Zambia

Mozambique

South Africa

Lesotho

DRC

Middle East

Bahrain

Jordan

Kuwait

Lebanon

Pakistan

Qatar

Saudi Arabia

UAE

Bangladesh

Asia Pacific

Cambodia

Nepal

Bangladesh

Brunei

China

Guam

Hong Kong

Indonesia

India

Macau

Malaysia

Papua New Guinea

Philippines

Thailand



Market Characteristics

Cash Solutions

ÁDevelopment phases of the cash cycle

ÁRole and strategy of Central Banks 

ÁIncreased willingness to outsource

ÁProduct innovation ïend-to-end ATM 

management, CASH360 etc

ÁHigh single digit market growth

ÁCash usage trends in economic 

downturns

ÁLong term contracts / relationships

ÁG4S integral part of customer process

ÁAbove group average margins

ÁConsolidated markets 

ÁVery high G4S competitive expertise 

ÁCost base ïfixed in short term

Á Loomis

Á Brinks 

Á Prosegur 

Á Garda 

Á Technology companies 

Defensive QualitiesMarket Participants

Long Term Growth DriversKey Characteristics



G4S Cash Solutions

Á £1.3 bn revenue

Á 11.4% PBITA margin

Á 15% PBITA CAGR last 

five years

Á 70 countries

Á 49,400 employees

Á 9,841 vehicles

Á 382 cash management 

locations

Turnover (£m) and PBITA %



G4S Versus Competition

12 months ended 31 December 2009

£m

Turnover 1,341.2 1,793.9 1,039.8

Organic Growth 4.7% 0.1% -3.0%

PBITA 152.4 84.8 72.6

PBITA Margin 11.4% 4.7% 7.0%

Margin % vs

FY08

+0.1% -1.3% +0.4%

*Brinks: óadjustedô results, excluding 2009 óone-offsô   

31st December exchange rates used: 1 GBP = SEK 11.53; US$1.61

Cash Solutions
Global Cash Market Shares ïTop Players

Brinks Loomis



Value of GBP & Euro Notes in 

Circulation



Cash Market Development

Basic 

transportation 

and grow branch 

network

Cash counting 

in transportation 

branches

ATM 

replenishment
ATM repair and 

maintenance

Outsourcing 

Solutions

Á Financial 

Sector

Á Retail Sector



Cash Mark e t Development 

Evolving the Cash Product

Basic secure transportation

Á Migrate from bank and government operated 

secure transportation

Cash counting

Á Process retail deposits of transportation hubs ï

co-location efficiency benefits

ATM replenishment

Á Support of ATMôs not positioned at bank 

branches

ATM repair and maintenance

Á Introduction of technical services based on ATM 

knowledge



Cash Market Development

Outsourcing Solutions

Retail Solutions

Á Outsource retail store cash 

offices

Á Real-time cash balance 

information

Á Secure environment

Cash Cycle Management

Á Cash centre outsourcing

Á ATM network outsourcing

Á Cash forecasting



Government structure

Central bank infrastructure

Commercial banking structure

Security regulations

Factors that Impact Cash Market 

Characteristics

Cash management 

companies



National Cash Markets

Two Key Drivers



Benefit of Technology Solutions

Ireland 

Á Since 2008 Ireland has invested in a multi-

million pound new build infrastructure ï8 

branches and new control centre

Á One third of the vehicle fleet has been 

renewed

Á The branches incorporate an ñonion-ringò 

defence strategy with fences, detection 

systems and layered internal design

Á Since 2008 attacks have halved

Á End-to-end systems will be implemented 

following the introduction of the Private 

Security Authority (PSA) minimum 

standards  in 2009



Development of a Cash Market

Product Revenues - UK

1995    1996      1997      1998      1999      2000     2001      2002      2003      2004       2005      2006     2007    2008      2009

Other



UK Cash Solutions

Revenue Split Q3 2010

Secure 
Transport

53%

ATM 
26%

Cash Centres
13%

CASH360 
<1%

Other
7%



Sustainable Development of a 

Large Cash Market : UK Example

Á Original market entry manned security

Á Extension into cash transportation, then counting retail deposits

Á G4S developed nationwide cash services leadership : No. 1

Á ATMs rolled out in 1970s and 1980s

Á Major cash logistics challenge for central bank

Cash in circulation 1970 £4bn

1980 £12bn

2000 £33bn (2009  £49bn 8% yoy)

Á Cash note distribution delegated to commercial banks : interest 

relief through Note Held To Order scheme (NHTO)



Sustainable Development of a Large 

Cash Market: UK Example Contõd

Á Commercial banks created networks of non-core centres to fitness 

sort and counterfeit check for central bank

Á Note Circulation Scheme replaced NHTO in 2001 ïtighter controls 

and increased efficiency

Á Significant outsourcing in following three years

Á UK bank processing centres now outsourced with exception of 

one major

Á G4S only commercial cash management organisation providing 

outsourcing processing solutions



Sustainable Development of Cash Markets 

Next Steps in Market Development

INBOUND CASH

Cash count, 

reconciliation, 

counterfeit 

detection

Banks 

ATMs

OUTBOUND CASH

ÁOutbound logistics ïhighly efficient

ÁInbound logistics ïmaterial efficiencies yet to be released

ÁLaunch of CASH360 retailer outsourcing

Retailers

RetailersRetailers

Fitness sort



G4S Cash Solutions

Global Opportunity

ATM Maintenance

Partial FI outsource and retail solution

ATM Replenishment

Counting

Secure transport

Fully outsourced solutions

52136

12 446

43105
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Market position
Depicts countries with G4S Cash Solutions
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Summary

Growth Through Solutions

Á Significant, sustainable solutions opportunities in new 

markets and developed markets
Á Central banks moving to delegated distribution models

Á ATM outsource solutions e.g. Standard Chartered

Á Best practice transfer ïall new markets regions have 

cash solutions specialists

Á Growing cash solutions consultancy to position for 

growth



Maintaining Margin in Period of 

Lower Growth ðUK Example



UK Operating Cost Containment 

Deliverables

Á Smart collective agreement, enabling demanning of 
many activities via enhanced technologies

Á Engaging with customers to maximise efficiency of trips 
and minimising exposure of customer monies ï
continuous trip replanning

Á New vehicle design for all CIT and ATM work

Á Rationalisation of operational infrastructure including 
optimised product flows

Á Engagement program with all staff ïfrom strategy to 
delivering customer service

Á Focus on IT solutions to our manual tasks to streamline 
and standardise



UK People Management



UK Trade Union Relationship

ÁVery constructive relationship with the GMB 
union which enables change

ÁConsultation on risk issues secures better 
compliance e.g.
ÁBody armour

ÁProcedures to safeguard cash

ÁRobust pay negotiations, but with positive 
outcome on first ballot
Á2009 ïextended one person CIT

Á2010 ïsecured deal to cover 2010 & 2011



Management Talent ðUK 

Specific

ÁStrong talent & succession management 

processes within each operating company

Áe.g. Cash Solutions UK has ótalent poolsô at 

three levels;

ÁTo move operational employees into first line 

management roles

ÁTo promote junior managers into middle 

management roles

ÁTo identify the senior managers of the future 



G4S Management Talent

ÁGroup global leadership programmes for high 

potential management

ÁSenior leadership network

ÁModular leadership programme ïin fifth year

ÁMovement around the Group

ÁRecruitment consultants say G4S is becoming 

highly attractive as an employer



G4S Cash Solutions (UK) Ltd

Kevin OõConnor - Risk Director

Technology, Continuous Improvement and 

Working Partnerships



CIT Crime in Context (UK)
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Leading the Way in CIT

ÁLayered approach

ÁTechnology

ÁTraining and development

ÁStakeholder engagement



Cutting Edge Technology

Á Industry leaders in new technology 

Á Glue degradation

Á SmartWater DNA

Á Extensive research



Emerging Threats

ÁKeeping pace with shifting methods of attack
JCB Telescopic Handler (Model 533 / 535)

ÁContinuous scenario 

planning

ÁBespoke risk 

mitigation solutions



Continuous Improvement

ÁAutomation & innovation 

ÁReconciliation expertise

ÁAudit control

ÁDesigning out errors



One Person Crews

ÁCIT and trunkers moved to one person crew

ÁBased on duress research

Á Introduced with backing of GMB Union

ÁSignificant reduction in attacks since implementation



Flexibility

ÁBusiness continuity

ÁProviding flexibility while 

still operating within strict 

compliance controls

ÁAbility to adapt swiftly



Stakeholders - Working Partnerships

ÁLeading role within industry meetings

ÁClose consultation on best practice for banks 

and retailers

ÁMember of the Vanguard Strategic Partnership

ÁParticipation at CIT ministerial round table 

meeting



ÁProviding bespoke training for police 

forces on CIT robberies

ÁWorking in conjunction with 

Crimestoppers

ÁEngage and partner with police 

forces across the country

Working Partnerships



Tesco Partnership

ÁTesco security team 

given an ETA for an 

ATM replenishment

ÁCCTV and area check 

by Tesco

Á24 sites across Manchester



Tesco - Direct Results

Attacks on Tesco - 2009 Vs 2010 Jan to Sept

2009 2010

0

5

10

15

20

25

30

Attacks

Á42% reduction in attacks



Training - Asset Protection 

Officers & Crew Training

ÁElite team of highly 

trained Close 

Protection Officers

ÁPersonal protection 

training for crews

ñThe training gave me 
confidence but also 
taught me prevention 
and ófinding the threatô 
before it happens.ò



Secura Monde International

Martyn White ðManaging Director

G4S Cash Consultancy



SMI Overview

ÁSMI was founded in 1994

ÁTechnical and commercial advisors to the 

banknote and central bank sector

ÁCreated ShireMoor International Engineering 

Ltd (SIE) in 2000

ÁSMI is the worldôs leading independent 

consultancy to the supply side of the banknote 

industry 

ÁAcquired by G4S plc in 2009



ñSecura Monde International (SMI) is widely 

regarded as the worldôs principal independent 

technical and commercial advisory company 

ïspecialising in the markets and technology 

of banknote paper making, printing and cash 

cycle re-engineering.ò



Independent Expertise

ÁReal-time market research and analysis

ÁTechnical consultancy and new product 

development 

ÁCommercial consultancy and promotion

ÁOpportunity appraisal and facilitation

ÁCentral Bank advisory services



Strength of SMI

Á Independent of industry suppliers

ÁGlobal reach

ÁMarket specialisation

ÁUnique breadth of industry experience 

ÁObjectivity

ÁEstablished, recognised, credible

ÁNow backed by G4S plc, the worldôs leading 

security solutions group



SMI ðGlobal References

Á11 central banks

ÁUnited States Postal Service

ÁMajor brand owners Microsoft/ Pfizer/ 

Honeywell/Kodak

ÁState printing works - Nigeria, Germany, Czech, 

Indonesia, Sudan, National Printing Bureau 

(Japan)......

ÁMost major commercial banknote papermakers, 

printers ïDLR, G&D, Enschede, Oberthur, 

Crane



SMI ðGlobal References

SMI Customers



Bank of Ghana



South African Reserve Bank



How SMI Supports Issuing Banks (1)



How SMI Supports Issuing Banks (2)



SMI Cash Solutions

Á Design

Á Security feature selection

Á Vendor nomination

Á Currency structure e.g. coin/note boundary

Á Tender writing and adjudication

Á Printed note testing

Á Secure delivery

Á Post issue performance



G4S Cash Solutions

SMI - Taking G4S up the Value Chain

Partial outsource and retail solutions

Fully outsourced solutions
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ÁConsultancy for new banknote 

series re-design

ÁRe-denomination advisory 

services

ÁConsultancy on re-structuring 

the cash cycle

ÁAdvice on Central Bank cash 

distribution (coin/ note)

ÁNational coin storage and 

distribution

ÁChange in cash cycle, opening 

market for 3rd party cash 

processing, transportation and 

logistics

Bank of Ghana

Current Potential

SMI/G4S Central Bank Case Study



Banknote Paper Production

+ +

=



Banknote Printing

+

=

+

+



Example: Canada Announces 

Move to Polymer Notes

Á Joint seminar with G4S Cash Canada to 

commercial banks addressing the impact of 

polymer banknotes

ÁFocussed on:

ÁCounterfeit recognition

ÁAutomated handling

ÁPublic and cash professionalôs response



Counterfeiting

ÁAn increasing problem across all economies.

ñSome estimates suggest that as many as 

one fifth of banknotes in Russia ïmainly 

dollars and roubles - are counterfeits.ò 
Bank of England



Counterfeiting

ÁQE, the credit crisis, personal hardship and 

evolving reprographic technologies driving 

counterfeiting

ÁMaking a medium of exchange valued at £50 

for 5p! 

ÁHigher frequency of new designs issued due to 

increased counterfeiting drives demand for SMI 

services



Counterfeiting

A

B



Counterfeiting



Counterfeiting Deterrence



Counterfeiting Deterrence

Old 

design

New 

design


