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Case Study Case Study 

“Specifying the wage leveled the playing field for all competitors, making it a far more effective decision process,”  

explained Guy Hassfield, Vice President of National Accounts for Allied Universal. “The manufacturer was now able to 

evenly compare each of the proposals to decide which security program offered them exactly what they wanted, for a 

price they were willing to pay. With the wages specified, value became transparent.”  

Once all wages were equal, the manufacturer’s management took the time to compare the proposals, “apples-to-apples”. 

Value remained a critical factor in the decision process, and was even more important than price. Management wanted to 

make sure they were getting the level of quality they needed and wanted to understand allocation of their security budget. 

“Everything was laid out on the table and we were able to concentrate on the things that mattered most,” said the  

Manager of Enterprise Security Operations Center. 

After thorough review, the manufacturer was able to make an informed decision on a provider based on the security  

program offered and its value.  

Results: The manufacturer chose Allied Universal, who did not necessarily have the lowest overall price. The decision 

was based on the high quality of services they were able to offer and value for the money being spent. Allied Universal’s 

security officer training, experience with similar clients and ability to fully integrate the security program into the  


