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BIO: 

An experienced, highly respected fig-

ure within the burgeoning, fast-paced 

satellite telecommunications industry. 

In 2002, Charles employed his in-

depth knowledge of satellite technol-

ogy, weaved it into a workable busi-

ness model and raised the capital for 

its implementation in the Middle East 

market. The enormous resultant suc-

cess inevitably led to an increase in 

competition as people began to un-

derstand the current and future appli-

cations of satellite technology and its 

application in the marketplace.  

 

Charles has continued to lead through 

a willingness to take calculated risks 

and his insatiable appetite for innova-

tion. His passion and success particu-

larly in 'start ups' have paved the way 

for Perla Group International. Perla 

Group's success is built on a combi-

nation of the trust, backing and sup-

port of top industry specialists and a 

talented team’s unwavering commit-

ment to service excellence. 

 

Charles D'Alberto 

Having served as an apprentice A.V. 

Technician in a Music recording facil-

ity, in the early 80's, it was a breeding 

ground for not only his musical appe-

tite, himself being an accomplished 

drummer for some 15 years, but also 

for his entrepreneurial desires. At the 

age of 19, Charles D'Alberto ventured 

out and started his first business, 

Frontline Sound Studios, and within 3 

years of opening it became the larg-

est and most sought after sound stu-

dio in the southern hemisphere with 

an operation spanning over 

25,000sqft. 

 

In 1994, after more than 10 years 

running Frontline, Charles decided it 

was time to get out of the industry, 

after seeing firsthand the decline of 

the studio industry due to the new 

Digital Age of recordings. He spent 

time over the next 3 years success-

fully trading the stock markets, and 

also devoting time to one of his keen 

hobbies, Schutzhund training. Again 

not being one satisfied with the train-

ing alone, he swiftly built this into a 

successful K-9 Security business spe-

cializing in corporate events such as 

concerts, raves, outdoor events, 

etc…. This business was sold in 2000. 

 

These days Charles has a new found 

passion, in line with his passion for 

building companies, and that is flying 

helicopters. Now a fully qualified pilot, 

Charles is able to marry his needs to 

fly along with his business goals by 

promoting the new 'AK1-3' helicopter 

discovered by Charles in 2007. 

 

Company Profile: 

Perla Group International is an 

emerging leader in the international 

military, police and security solutions 

sectors. It was established with the 

vision to become the industry's lead-

ing turnkey solutions developer and 

services provider. Perla Group's suc-

cess is built on a combination of trust, 

backing and support of top industry 

specialists and a talented team's un-

wavering commitment to service ex-

cellence. With its four divisions: Perla 

Telecoms, Perla Aviation, Perla Ar-

mored Cars and Perla K-9 Services, it 

places Perla Group in a unique posi-

tion to service many of its existing 

clients with multiple value added ser-

vices and thereby attract key new cli-

ents. www.perlagrp.com. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. D’Alberto, what was 

the vision when you created Perla? 

Mr. D’Alberto: Perla was created in 

January of 2007 off the back of two 

previous companies that I had 

founded and pretty much grew from 

start-up to fully fledged companies. 

They were founded initially on the 

back of satellite telecoms technology. 
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Having relocated to the Middle East in 

2004, the focus for me was shifted 

more toward the region itself. Indeed, 

the customer base was not only lim-

ited to the areas of military police and 

security type companies. When I 

founded the Perla Group back in 

2007, the focus was fairly driven and 

entrenched in that area. Once we did 

establish the company off the back of 

the satellite technology we then ex-

panded into all the areas of expertise 

such as the armored vehicles, avia-

tion and then the K-9 division, which 

came later. The company does have 

a solid background in all of these ar-

eas as well. 

 

CEOCFO: What is Perla Group pro-

viding today and who is using your 

services and products? 

Mr. D’Alberto: We have bro-

ken down our products and 

services into four different 

divisions, our first being the 

telecom division. The second, 

the armored vehicle division, 

third being our aviation divi-

sion, and fourth being our K-9 

division. We often like to say 

that the glue that holds all 

these four divisions together 

is the ability for the four busi-

nesses to cross pollinate with 

each other. In other words, we 

often find that our customer 

base would purchase, for ex-

ample, telecoms services 

from us, then will come back 

and purchase armored vehicles, and 

have those vehicles shipped in most 

cases by the aviation division and so 

on. That is how our businesses work 

together. The history of the company 

has shown that the regions where we 

operate lend themselves fairly heavily 

to the types of products and services 

that we provide. Being primarily es-

tablished in the Middle East region 

and greater African regions extending 

to subcontinents, this is where we pro-

vide most of our services and prod-

ucts. The customer base varies from 

military divisions and industries as 

well as many governmental contrac-

tors operating these various regions 

as well as security forces and the like. 

Therefore, we are not only limited to 

this type of clientele, but it is fair to 

say that we specialize to that clien-

tele. 

CEOCFO: Which areas are the most 

productive for you now and where do 

you see the most growth in various 

divisions? 

Mr. D’Alberto: It tends to be seasonal 

and does vary from time to time. We 

have had a lot of success in the trou-

bled spots such as Iraq and Afghani-

stan. However, our biggest markets, 

for example the armored vehicles 

divisions, is in neither of those mar-

kets. In fact, Nigeria is our biggest 

market today where we sold the most 

amounts of vehicles. The biggest 

number in terms of dollar value con-

tracts have been into the Nigerian 

market. Therefore, it is really hard to 

pin point exactly where, but I would 

say that those three locations are the 

most lucrative for us. However, with 

the world being what it is today, we 

are finding new markets emerging all 

the time, right throughout the Middle 

East and African region. Recently, we 

have entered into the Latin American 

market and sent out first vehicles into 

the Dominican Republic and Brazil. 

 

CEOCFO: Would you tell us about 

the $5 million purchase order on your 

armored cars? 

Mr. D’Alberto: We are pleased to 

receive this contract to deliver vehi-

cles into the Iraqi markets. We were 

very successful working with a team 

that helped us source a well estab-

lished client who acts as a major dis-

tributor into those markets that are 

looking for an ongoing supply of these 

types of vehicles. We are very fortu-

nate to win the trust of this company 

and to share in the relationship with a 

$5 million order. It is quite a good 

achievement for us. 

CEOCFO: What is the competitive 

landscape for the services you are 

offering to these markets? 

Mr. D’Alberto: The industry is quite 

small in terms of the number of pro-

viders. It is a controlled industry 

where you need to deliver upon indus-

try standards and international stan-

dards. It is an industry that is very 

heavily regulated of course by the US 

State Department and other entities. 

Although the industry itself is quite 

large in terms of number and ever 

growing on a year-to-year basis, the 

number of providers is not as large as 

one might think. There are quite in-

tense set up costs in terms of having 

the expertise, the facilities, and so 

forth. I am referring more to our ar-

mored vehicle division but across the 

board as well in terms of offering all 

the services we provide. I 

would say that we stand in an 

area where we don’t have a 

lot of competition, as far as 

all of the products and ser-

vices we provide as a whole. 

 

CEOCFO: Would you tell us 

about the K-9 service? 

Mr. D’Alberto: The K-9 ser-

vices although being our most 

recent division, our roots go 

back about twenty-five years. 

I was heavily involved in run-

ning canine security compa-

nies in Australia. For well 

over fifteen years I was very 

heavily involved in the train-

ing and establishment of the Austra-

lian Schutzhund Association. They 

basically relate to all types of police 

dog, service dog, work and the levels 

of which these dogs reach their de-

velopment. Therefore, the company 

as a whole does have a lot of experi-

ence in this area. We work very hand 

in hand with a partner in Australia, 

Kris Kotsopoulos from Von Forrell 

Kennels. We have a 40 acre facility in 

Melbourne, Australia where we do all 

of our breeding, development, train-

ing, and most of the exports are done 

from that area. 

 

CEOCFO: How do you handle the 

delicate side of ensuring the character 

of your customers? 

Mr. D’Alberto: You are right on the 

money there. There is a delicate side 

and a very serious one for that mat-

We have seen record revenues in the last 

four months. We closed out 2011 revenues 

just over $3.1 million. A lot of this has to do 

with two major contracts that we have had. 

We are looking at revenues of just over $12 

million (Jan – April 2012) which is quite an 

amazing achievement for our company being 

four times the revenues achieved by last 

year and the year before that. We are looking 

fairly solid in terms of revenue growth. The 

company has little or no debt. We believe the 

financial position of the company is quite 

steady and stable and we will grow quite rap-

idly. - Charles Sam D’Alberto 
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ter. Many of the products we deal in, 

especially the areas of armored vehi-

cles and so forth are controlled prod-

ucts. Therefore, there is a process of 

vetting your customer, knowing your 

customer, and ultimately ensuring that 

these products and services do not go 

into the wrong hands. By virtue of the 

area that you are operating in it is 

something that must be adhered to 

very closely; it must be controlled 

very closely. We have been in this 

industry since 2007. It has changed a 

lot since we initially were involved in 

that side of the business. It has tight-

ened up a lot and many new regula-

tions have come into place. It is up to 

the management to ensure that we do 

adhere to those regulatory issues and 

standards that need to be adhered to. 

 

CEOCFO: Are there any services that 

Perla Group would like to add to the 

mix or are you focusing on organic 

growth? 

Mr. D’Alberto: Not at this stage. In 

fact, what we are trying to do is just 

further develop the current services 

that we are providing. For example, 

the aviation division is an area where 

currently the majority of the services 

that are provided are in the area of 

transporting of our armored vehicles 

and other equipment. One area that 

we have focused on and invested in 

over the past two years is the devel-

opment of the AK1-3 helicopter that 

we are introducing into the US market 

particularly now. That particular mar-

ket and that particular product for that 

matter, is not wholly and solely fo-

cused on the industries that we spoke 

about; the police, military, and secu-

rity industries. That particular product 

does lend itself to a greater and wider 

market such as personal aircraft. 

Therefore, that is an area that we 

would like to focus on particularly in-

troducing a greater market in the US 

and Latin America. In fact those two 

markets are the biggest helicopter 

markets in the world right now and 

two markets that we are not operating 

in. That is an area we can develop 

quite substantially. 

 

CEOCFO: What is the financial pic-

ture like for Perla Group today? 

Mr. D’Alberto: We have seen record 

revenues in the last four months. We 

closed out 2011 revenues just over 

$3.1 million. A lot of this has to do 

with two major contracts that we have 

had. We are looking at revenues of 

just over $12 million (Jan – April 

2012) which is quite an amazing 

achievement for our company being 

four times the revenues achieved by 

last year and the year before that. We 

are looking fairly solid in terms of 

revenue growth. The company has 

little or no debt. We believe the finan-

cial position of the company is quite 

steady and stable and we will grow 

quite rapidly. 

 

CEOCFO: Why should investors pay 

attention to Perla Group? 

Mr. D’Alberto: We believe the com-

pany is fairly new to the US market 

particularly. Even our presence here 

in the US is fairly new. Right now, the 

company is fairly under dilutive in 

terms of the fundamentals in terms of 

our revenue and the way the com-

pany is structured. Right now, we be-

lieve the company represents good 

value to any potential investor that 

might be looking for a particular in-

vestment in this type of company in 

this type of industry, that we believe is 

growing at a rapid rate.
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