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INVESTMENT SUMMARY 

Imagine that you have a choice between the following two investments: Choice 1 is a finished house and 

Choice 2 is a house under construction. The price tag for the finished house is $1 million and the price tag 

for the unfinished house is $20,000.  

 

 

 



Which one is a better investment? It depends. How much is it going to cost to finish the house under 

construction and what is it going to be worth when finished? Let’s assume that it will cost $80,000 to finish 

the house and once it is finished it will be worth $1 million like the house in choice number 1.  

If you are logical, you would say “Of course, I would rather buy the unfinished house for $20,000, put in 

an additional $80,000 to finish it, and sell it for $1 million. My total investment will be $100,000 and I will 

10x my money.”  

You might also say, “Why are you giving me a choice between such scenarios? This would never happen. 

No one would be dumb enough to sell me a house under construction for $20,000 if all it takes is $80,000 

to get it to $1 million valuation.”  

You are right. In the real world, no one would be dumb enough to do that because in the real world, 

people tend to think logically. But in the stock market, especially in the microcap space, many investors 

do not think like owners. 

Let’s say that a profitable business is like a retail-ready house and an unprofitable business is like an under-

construction house. Today, you can make an absolute killing in microcap stocks because the discrepancy 

between valuations for profitable businesses versus unprofitable businesses is so huge that you can 

literally buy close-to-profitability businesses, inject them with a little bit of money, and sell them at 10X 

profits after they become profitable or retail ready. 

This is really the entire investment thesis for Plurilock Security Inc. Plurilock’s ticker symbols are PLUR in 

Canada and PLCKF in the US. 

PLURILOCK PRIOR TO RECENT RESET 

Recently, Plurilock went through a complete recapitalization. You can call it a reset. The company did a 

10:1 reverse split and raised $5.5 million of funds. It is kind of like Plurilock is an under-construction house 

that was purchased for $20k and the company was injected with $80k to get the Plurilock house finished 

and retail ready. 

Before this reset, Plurilock reached a rock-bottom market capitalization of $2 million. This is after the 

stock price went down 97 percent from the peak. 

 



In other words, stock market investors were willing to sell the shares of this company for a $2 million 

market cap. When you look at this company’s revenue profile, type of clientele, and the future upside, 

this kind of valuation is unbelievable. Would you sell a $70 million revenue company for $2 million? 

 

 

I wouldn’t sell it this cheap, especially when some of the clients are NASA, the US Air Force, the US Navy, 

the US Army, Adobe, Cisco, Microsoft, and Nvidia.       

 



 

Some will say “But Plurilock is not profitable.” Just because a house is not finished and retail-ready, does 

it mean it should sell for $20k? I don’t think so. 

The current revenue profile and clientele are the foundation to building a profitable company.  

Unfortunately, past Plurilock shareholders did not get this memo and did not appreciate what they had. 

Instead, they drove the stock price to a $2 million market cap, forcing the company to raise money at an 

incredibly low valuation during a time when cash in the bank was running low. Then, when the capital 

raise was announced, they complained and blamed the management. Here is my favorite comment. 

“Rot in hell losers. You lost us all a ton of money, and lost your own equity as well. A toddler 

could have done a better job running a private company. Hope your wives ditch you and 

you have to move into a loud apartment.”  

 

 

 



 

 

On April 26, 2024, Plurilock closed a round of private placement financing in the amount of $5.5 million. 

Because the valuation at that moment was low, significant dilution was created. The share count went 

from 10 million shares to 37 million shares. The fully diluted number of shares, assuming all the warrants 

get exercised, will be around 65 million. 

As of the date of this report, the market capitalization is approximately $13 million with 37 million shares. 

Is this cheap? Well, is a $20k unfinished house with newly injected $80k cheap? It all depends on what 

Plurilock is going to be worth when the company becomes profitable. 

  



GAME PLAN 

Plurilock’s plan is to become a profitable company. After profitability is achieved, the goal is to grow 

EBITDA to such a level that the company would be acquired by private equity or any other company 

looking to grow through acquisitions. Usually, companies with EBTIDA north of $10 million become very 

interesting to acquisitors that are looking for growth. As an investor, it is your job to figure out whether a 

$13 million market cap is cheap enough and what possible buyout prices you might get if the company is 

successful.   

Today 

 

 

3 to 5 years 

 

  



BUSINESS DESCRIPTION 

Since Plurilock is not in the house construction business, it is probably a good idea to tell you what type 

of business the company is involved in.  

Plurilock sells cybersecurity products. Cybersecurity is very topical and needed. Cybersecurity is a $300 

billion market that is expected to grow to $1.75 trillion by 2025.  

Plurilock sells cybersecurity products to some of the top companies and entities in the world.  

 

Yes, they sell products to NASA, the US Air Force, the US Navy, the US Treasury, Adobe, Apple, Cisco, 

Nvidia, and more.  

The business is divided into three segments: 

• VAR Segment (Value Added Reseller) – 5 to 10 percent gross profit margin 

• Critical Services Segment – 35 to 60 percent gross profit margin 

• Plurilock’s Own Software Segment – 60 to 80 percent gross profit margin 

The VAR segment simply resells cybersecurity products made or created by others. The critical services 

segment manages cybersecurity product offerings for clients. Plurilock’s own software segment sells its 

own proprietary cybersecurity products. 

Obviously, the VAR business has the lowest gross profit margins because a lot of entities are reselling the 

same products. In order to stay competitive, the company has to make low margins.  

The critical services segment yields higher gross profit margins because it provides more than just a 

commodity. It provides custom services. 

Finally, the proprietary product segment carries the biggest gross profit margins because no one else is 

able to offer such a product. 



STRATEGY FOR VALUE CREATION 

Even though the business is generating significant revenues right now, the company, as a whole, is not 

profitable. This is because revenues and gross profit margins are not high enough. However, this is 

changing. Both revenues and gross profit margins are growing. 

  

Plurilock’s strategy is to use the existing relationships with VAR clients and cross sell them higher-margin 

products. This strategy is already producing higher gross profit margins. The foundation for this strategy 

was established when Plurilock acquired several resellers. 

In July 2021, Plurilock acquired Aurora Systems Consulting (ASC), a California-based provider of advanced 

cybersecurity technology and services. With this acquisition, Plurilock gained access to more than 140 Tier 

1 customers and a professional sales team based in the United States that is focused on selling 

cybersecurity products.  

In March 2022, Plurilock acquired Integra Network Corp (INC), a leading Canadian enterprise IT and 

cybersecurity solutions provider. With this acquisition, Plurilock gained access to more than 50 top-tier 

organizations in Canada such as Shared Services Canada, the Department of National Defense, and the 

Royal Canadian Mounted Police.  

In September 2022, Plurilock acquired Atrion Communications, a leading US provider of consulting, IT and 

cybersecurity solutions. Atrion’s customers included a Fortune 500 North American food services and 

facility management provider, a leading multinational pharmaceutical company, and multiple renowned 

U.S. hospitals and medical centers. Atrion brought more than 600 customers.  

These acquisitions set the foundation. They represent client relationships. They also bring diversity of 

products. In the cybersecurity space, businesses purchase many products from various vendors to feel 

safe. By acquiring these companies, Plurilock became a one-stop shop for many or some of its clients and 

the critical services segment (professional services) became the fastest-growing segment. 



 

As you can see, professional services grew 275 percent from 2022 to 2023. The professional services 

segment was recently renamed the critical services segment. This segment is key to understanding 

Plurilock’s investment thesis and value creation. As mentioned before, critical services produces 35 to 60 

percent gross profit margins while VAR sales only produce 5 to 10 percent gross profit margins. Cross-

selling critical services to existing VAR clients is the key here. And this strategy is working. Actually, the 

management was surprised by how much demand Plurilock is getting for critical services from existing 

VAR clients.  

The company can continue to grow this segment without any influx of new clients. The growth of the 

critical services segment should have a significant impact on the company’s profitability and valuation. In 

2022, critical services represented only 1.15 percent of total revenues. In 2023, it represented 3.95 

percent of total revenues. 

 

 

Such a change in revenue composition increased overall gross profit margins from 7.7 percent in 2022 to 

8.3 percent in 2023. What is the realistic percentage of total revenues that the critical services segment 

can represent? Looking at other VAR businesses, we can get an idea. I looked at the financials of four 

VARs: Arrow Electronics, Insight Enterprises, Juniper Networks, and CDW Corporation. 

 



The range for critical services as a percentage of total sales is between 8.28 percent and 34.72 percent. 

By taking the average, I get 20.76 percent. Let’s round it up to 21 percent.  

Can Plurilock achieve 21 percent of total revenues from the critical services segment? I think this is very 

reasonable. Considering that critical services were only 3.95 percent of 2023 revenues, there is a 

significant growth opportunity within the current client base. Let’s go with 21 percent. 

Let’s play with some numbers. Let’s assume that Plurilock’s VAR business is not going to grow from 2023 

levels (unlikely) but the critical services segment grows to 21 percent of revenues. Let’s also assume that 

this will take three to five years. I am also going to ignore Plurilock’s own software sales for simplicity. 

Plurilock’s revenue profile would look like this: 

 

The gross profit would look like this: 

  

Gross profit would be almost $14 million and the combined gross profit margin would be almost 16 

percent. With the current cost structure, the company would be profitable and the combined gross profit 

margin would be in line with other VAR businesses. 

 

Under such a scenario, it is unlikely that Plurilock’s market cap would stay at 20 percent of revenues like 

it is currently. 

At this point, the company’s focus is on the EBITDA breakeven point through high-margin services growth. 



 

 

While the EBITDA breakeven point is just a stepping stone towards profitability, this goal is very important. 

Today, the difference between valuations for unprofitable companies and breakeven/slightly profitable 

companies is night and day. Investors will sell you unprofitable companies for almost nothing while they 

will value breakeven or profitable companies generously.  

“On August 28, 2023, the Company enacted a plan to reduce headcount and other costs as part of its 

ongoing strategy to realized acquisition synergies. The Company expects to realize approximately $2 

million in savings on an annualized basis as a result of these actions. As part of the plan, the Company 

intends to reduce 18% of headcount costs. In addition, the Company has cut overhead in General and 

Administrative expenses.” 

This announcement was made in Q3 2023. In Q4 2023, $400k of savings already showed up in the financial 

statements. General and administrative expenses were lowered by $300k from the prior quarter. 

Research and development expenses were lowered by $100k from the prior quarter. 

 

CONCLUSION 

Plurilock is like a house under construction. Recently, the company ran out of money to finish the 

construction and $5.5 million of new money was injected to get the job done. The goal is to take the 

business towards EBITDA breakeven and then towards meaningful profitability.  

Now it is your job to decide if success is likely and whether paying a $13 million market cap is worth the 

risk. Roll up your sleeves and do your own due diligence. Run various scenarios.  

What happens to the valuation when 21 percent of revenues comes from the critical services segment? 



What happens to the valuation when EBITDA breakeven is achieved? 

What happens to the valuation when the VAR business continues to grow and the critical services segment 

becomes a meaningful revenue contributor?  

What happens to the valuation when EBITDA becomes significant, like around $10 million?  

What happens if the company fails to deliver?  

 

Disclosure: Plurilock awarded Investment Publishing, my company, a $220,000 contract for IR services over 

12 months. My goal is to build the company a strong shareholder base that fully understands the Plurilock 

investment thesis. Most of this money will be spent on increasing the exposure of Plurilock’s message.  


