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A Growing Sector Built on Regulation, Contracts and Recurring Revenue 

 

1. Overview of the Sector 
The UK fire safety and security services sector sits at the intersection of regulation, 
technology, and public safety. Every business premises, school, hospital, or public venue is 
legally obliged to maintain systems that detect, prevent, and respond to fire or security risks. 
That obligation — underpinned by ever-tightening legislation — creates an enduring demand 
for inspection, installation, and maintenance services. 

The sector covers a broad range of services, including: 

• Fire detection and alarm systems 
• Fire extinguishers and suppression equipment 
• Emergency lighting and signage 
• Fire risk assessments and training 
• Intruder alarms, CCTV, and access control systems 
• Ongoing maintenance, monitoring, and compliance certification 

For business buyers, this is an attractive space: regulation ensures consistent demand, service 
contracts provide recurring income, and the market remains highly fragmented, with 
thousands of owner-managed firms serving local or regional client bases. 

The tragedy of Grenfell Tower in 2017 and the subsequent Fire Safety Act (2021) and 
Building Safety Act (2022) have kept fire protection at the top of the corporate agenda. 
Meanwhile, advances in technology — such as smart monitoring, cloud-based CCTV, and 
integrated building management systems — are creating new opportunities for service 
providers who can combine traditional engineering with digital expertise. 

 

 

 



2. Size of the Sector 
The UK fire safety and security services market is valued at around £6.5–£7 billion per 
year, depending on definitions. Fire safety products and services account for roughly £3 
billion of that total, while security systems and related services contribute another £4 billion. 

According to the Fire Industry Association, there are over 3,000 registered companies 
working in fire detection, alarms, and extinguishing equipment. The wider security systems 
and monitoring industry includes more than 6,000 businesses, ranging from small local 
installers to large, multi-site operators such as Chubb, ADT, and Stanley Security. 

Annual growth has averaged 3–5% in recent years, driven by regulatory enforcement, 
insurance requirements, and the increased sophistication of integrated systems. As older 
analogue systems are replaced with networked, app-controlled, and remotely monitored 
platforms, the sector continues to expand both in value and complexity. 

 

3. Breakdown of the Market 

Fire Safety 

• Installation and commissioning (40%) – fitting alarms, extinguishers, and 
emergency lighting in new or refurbished buildings. 

• Maintenance and servicing (35%) – annual inspections, system testing, and 
certification. 

• Consultancy and training (10%) – fire risk assessments, evacuation planning, and 
compliance training. 

• Equipment sales (15%) – replacement extinguishers, signage, and parts. 

Security Systems 

• Installation (45%) – alarms, CCTV, and access control systems. 
• Monitoring and maintenance (40%) – recurring contracts for system testing, call-

outs, and 24-hour monitoring. 
• Equipment and upgrades (15%) – technology refresh cycles every 5–10 years. 

Both subsectors rely heavily on recurring contracts, usually renewed annually. For 
acquirers, this creates predictable cashflow, with client retention often exceeding 80%. 

 

4. Ownership Structure 
The market remains highly fragmented: 

• Around 80–85% of fire safety and security businesses are independent companies 
with fewer than 20 employees. 



• The majority operate within a local or regional radius, serving commercial, public 
sector, and residential clients. 

• A small number of national and multinational groups (such as Chubb, ADT, and 
Banham) dominate large corporate contracts but represent only a fraction of the total 
number of trading entities. 

Many independent firms are family-owned and led by founders approaching retirement age 
— precisely the demographic that creates acquisition opportunities. These owners often 
prioritise finding a buyer who will retain their staff and continue serving long-standing 
customers, making them receptive to professional, ethical buyers. 

 

5. Major Players and Competition 
Leading UK players include: 

• Chubb Fire & Security – one of the largest UK operators, now owned by APi 
Group. 

• ADT (Tyco / Johnson Controls) – a global brand with a strong UK presence in 
monitored alarms. 

• Banham Group – London-based, privately owned, with integrated fire and security 
services. 

• Secom plc – Japanese-owned, operating across commercial and retail security. 
• Amthal Fire & Security, Churches Fire & Security, and Total Integrated 

Solutions (TIS) – examples of medium-sized regional groups actively acquiring 
smaller firms. 

Competition is mainly regional, with local firms competing on service quality, 
responsiveness, and relationships rather than price alone. 

For acquirers, this means there is room to grow through consolidation: combining smaller 
firms into regional networks or national platforms that can compete for larger contracts. 

 

6. Key Factors to Evaluate During Acquisition 

1. Contract Base and Recurring Revenue 

The most valuable aspect of a target business is its maintenance and monitoring contracts. 
Examine contract length, renewal dates, client mix, and attrition rates. 

2. Accreditation and Compliance 

Check for recognised industry accreditations such as BAFE, NSI Gold, or SSAIB. These 
demonstrate technical competence and compliance — critical for insurance and regulatory 
approval. 



3. Staff and Training 

Retaining qualified engineers and technicians is essential. Many small firms depend on a 
handful of long-serving staff. Review qualifications, training records, and any reliance on 
subcontractors. 

4. Equipment and Technology 

Older analogue systems may require significant modernisation. Evaluate how up-to-date the 
company’s product range is, and whether it’s partnered with leading manufacturers. 

5. Customer Concentration 

Diversification is key. A business with a single large contract representing 40% of revenue 
carries risk; multiple smaller contracts offer stability. 

6. Regulatory Exposure 

Confirm that all installations and maintenance records meet BS standards (e.g. BS 5839 for 
fire detection systems). Any lapses could expose the buyer to liability. 

 

7. Opportunities for Acquisition 

1. Consolidation and Roll-Up Strategies 

With thousands of small firms and limited brand awareness outside local areas, the sector is 
ripe for roll-up strategies. Creating regional “umbrella” brands allows buyers to centralise 
admin, standardise compliance, and cross-sell between fire and security divisions. 

2. Cross-Sector Expansion 

Health & Safety compliance businesses can easily expand into fire safety; likewise, fire 
service providers can bolt on security system offerings. Many clients prefer a single provider 
for all compliance and safety needs. 

3. Technology Integration 

Acquirers who invest in digital platforms — such as remote monitoring dashboards, client 
portals, and app-based maintenance logs — can differentiate strongly. These tools improve 
efficiency and client retention. 

4. Public Sector and Education Contracts 

Schools, NHS Trusts, and local authorities have multi-year frameworks for fire and security 
maintenance. Smaller firms often lack the scale to bid. A consolidated group can compete 
effectively for these contracts. 



5. ESG and Green Building Opportunities 

As sustainability becomes a procurement factor, systems that integrate energy efficiency or 
smart building management gain preference. Acquirers who can align fire and security 
solutions with ESG targets have a growth advantage. 

 

8. Challenges and Risks 

1. Regulatory Burden 

While regulation drives demand, it also increases compliance costs. Buyers must stay abreast 
of evolving standards and certification requirements. 

2. Skills Shortages 

There’s a national shortage of qualified engineers. Retention, training, and succession 
planning are ongoing concerns. 

3. Price Pressure 

Some local markets experience price erosion due to low barriers to entry. Buyers should 
focus on value-added services (e.g. monitoring, compliance reporting) to maintain margins. 

4. Technology Obsolescence 

Rapid tech change means systems can become outdated quickly. Firms heavily reliant on 
older equipment risk losing relevance unless they reinvest. 

5. Integration Complexity 

Merging multiple small companies can be operationally complex — differing software 
systems, pricing models, and service contracts need harmonising. 

 

9. Investment Suitability 
The fire safety and security services sector is highly suitable for acquisition-led growth, 
especially for Dealmakers seeking: 

• Predictable recurring revenue 
• Strong client retention 
• Contract-based income streams 
• Opportunities to professionalise fragmented markets 



Entry multiples typically range from 3x–5x EBITDA for small firms, depending on contract 
strength and accreditations. Well-managed portfolios with recurring income can achieve 6x–
7x on resale to private equity or trade buyers. 

Ideal buyers include: 

• Entrepreneurs seeking steady, compliance-driven cashflow businesses 
• Facilities management groups wanting to broaden service lines 
• Investors aiming to consolidate local operators into scalable regional hubs 

 

10. Recommendations 
1. Target firms with strong recurring maintenance revenue, not just one-off 

installations. 
2. Prioritise accredited businesses (BAFE, NSI, SSAIB) with clean compliance 

histories. 
3. Assess staff loyalty and skill levels — consider retention bonuses or share options 

post-acquisition. 
4. Explore cross-selling potential with other compliance services (health & safety, 

electrical testing, HVAC). 
5. Invest in digital transformation — remote monitoring, CRM systems, and 

automated compliance reporting. 
6. Negotiate earn-outs based on retained contracts, not headline turnover. 
7. Build a local-to-regional strategy — buy two or three nearby firms, consolidate 

back-office operations, and unify under one trusted brand. 

 

11. Summary 
Fire safety and security services represent one of the most robust, regulation-driven sectors in 
the UK SME market. Every building needs these systems; every business must stay 
compliant. That creates a constant flow of repeat work, predictable cashflow, and sticky 
client relationships. 

With an ageing owner base, recurring contracts, and growing integration between fire, 
security, and building management systems, the sector offers ideal conditions for smart 
acquirers. 

The key to success lies in: 

• Buying firms with established maintenance portfolios 
• Retaining skilled engineers and key staff 
• Leveraging technology to increase efficiency and value 



For Deal Club members seeking a steady, contract-driven, high-trust sector, fire safety and 
security services deliver the perfect blend of regulatory resilience, recurring revenue, and 
consolidation potential. 

 


