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Brink’s Company: Investment Recommendation

The Financials Committee is recommending a buy of Brink’s Company at a 5% weight. We
believe that Brink’s is overlooked despite undergoing a shift toward tech-enabled services,
which significantly improve the unit economics, TAM opportunity, and margin profile of the
business.

Investment Thesis

Brink’s Is Not Another Hapless Victim in the War on Cash

Cash management remains an essential service as long as businesses continue to accept cash.
Though cash transaction volumes are declining in developed economies, Brinks’ business is
resistant to volume declines. Other businesses tied to volumes, like Western Union, are in
terminal decline. Brinks’ cash-in-transit business continues to grow organically. It is likely that
the next phase of the War on Cash will face stiff, and perhaps insurmountable, resistance.
Most Americans use cash at least once a week, and the vast majority oppose a cashless
society. Politically, governments at home and abroad have prohibited cashless establishments
or taken action to preserve cash access. Incentives for businesses to go cashless are limited,
with cash discounts remaining common and the cost of accepting cash competitive with credit
card fees.

AMS/DRS Expands TAM and Generates Efficiency Improvements

Brink’s began rolling out Digital Retail Services and ATM Managed Services in 2021. The DRS
segment provides digital cash management services on a subscription basis, which includes
the Brink’s Box product. Brink’s Box is a smart safe that functions as a drop box, allowing
customers to pay a subscription fee to deposit cash in the safe, which immediately initiates an
ACH credit to the customers’ account. Brink’s then has ownership of the cash and complete
discretion on when to make pickups. The offering transforms the value proposition for several
reasons. The first is that the 1-day ACH meets customers’ working capital needs. Moreover,
the Brink’s Box solves the retail market penetration problem that has plagued the cash-in-
transit business. Out of 5.6 million retail locations in the US with a cash register, Brink’s
identified 2.6 million candidates for CIT services. However, only 410,000 customers are served
by the entire CIT industry. Brink’s Box allows them to target smaller retailers who might
otherwise take cash to the bank themselves, which is time-consuming and risky. The DRS
model is incredibly attractive for Brink’s because the subscription element further decouples
the business from cash transaction volumes. Additionally, pricing remains robust because the
DRS model is preferable to traditional CIT contracts for many customers. Reduced pickup
frequency with the opportunity to add route density provides huge savings in labor, fuel, and
fleet, which are the main inputs in Brinks’ route-based service. ATM Managed Services (AMS)
drives further growth and cost efficiencies. The CIT business already provides basic ATM
maintenance and cash replenishment. However, Brink’s created an end-to-end ATM
management service with their acquisitions of PAl in 2021 and NoteMachine in 2022. This
offering drives further efficiency while adding a higher-margin service for financial institutions.

We See These Improvements Continuing

Since its introduction, Brinks’ revenue mix has rapidly shifted toward AMS/DRS. This has led to
substantial margin improvement as AMS/DRS eclipsed 25% of revenue at the end of 2024. We
anticipate strong growth continuing, especially as existing customers roll off contracts and
convert to DRS. We also see new customer wins continuing, as currently 2/3 of DRS additions
are new customers. This will continue to add route density and allow for further efficiency
gains.
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Figure 1: BCO 2 Year Stock Chart
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Price $87.19
Dividend Yield 1.15%
52-Week Range $82.78 —$115.91
Mkt Cap $3.7B
LTM Adj. EPS $7.17
LTM Revenue $5.01B
LTM FCF S400M
NTM EV/EBITDA 7.1x



Company Overview

Brink’s Company is a global cash and valuables management company founded in 1859. As one of the most recognized names in the
security industry, Brink’s provides cash management services to retailers and financial institutions. This includes cash pickup, change
orders, ATM replenishment, and secure storage. Brinks’ is a route-based service provider, meaning their business model involves Brink’s
trucks operating on a route of repeat customers, similar to businesses like Cintas, Rentokil, and Aramark. Input costs are fleet, fuel, and
labor; Brink’s is paid on a per-stop or subscription basis in accordance with long-term customer contracts.

Brink’s has a significant global presence, with over 2/3 of revenue generated outside of North America. They have a significant presence in
Latin America and developing markets, where they earn higher margins due to greater security needs.

Industry Overview

The traditional cash-in-transit industry is highly competitive, with Brink’s being the largest global player among competitors like Loomis,
Garda, and Prosegur. Historically, CIT has been a commodity business with industrywide margins competed down to minimums through
intense price competition. Though the CIT industry remains fiercely competitive, consolidation and rationalization of competitive dynamics
caused margins across the industry to expand significantly from 2015-2020. Price remains the deciding factor for customers, but
competition has shifted toward networks of local cost advantages rather than all-out price wars.



