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BIO: 

Mr. Romanowich is the president and 

CEO of SightLogix, a leading intelli-

gent camera supplier for perimeter 

security applications. He has two dec-

ades of success in building technol-

ogy companies, having held man-

agement positions in video technolo-

gies with Intel, IBM and the Sarnoff 

Corporation. He also co-founded 

Pyramid Vision Technologies, a pio-

neer in intelligent video surveillance 

acquired by L3 Communications. Mr. 

Romanowich is a board member of 

the Security Industry Association 

(SIA) and serves as the Chairman of 

SIA’s Critical Infrastructure Protection 

Working Group. Mr. Romanowich is 

also the chairman of SIA’s Perimeter 

Security Standards Subcommittee. 

For Mr. Romanowich’s efforts within 

SIA, he received the “2011 Statesman 

Award”, the highest honor given to 

one member each year. 

 

About SightLogix®, Inc.: 

SightLogix outdoor video systems 

protect outdoor areas from theft and 

vandalism and secure critical infra-

structure for the transportation, en-

ergy, communication, utility, chemi-

cal, datacenter, and defense indus-

tries. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Romanowich, would 

you tell us the vision when you con-

ceived the SightLogix system and 

where is the company today? 

Mr. Romanowich: SightLogix was 

founded to address what we saw as 

an unmet need for securing large out-

door areas in a way that was accu-

rate, stable and cost-effective, regard-

less of weather or season or location. 

At the time, several companies were 

offering sever-based video analytics 

and other technologies for detecting 

intruders around outdoor assets, but 

no one had been able to solve the 

biggest difficulties of security out-

doors – nuisance alerts and high cost. 

With my background in video, I rec-

ognized that accurate detection could 

only be achieved by taking the best 

night vision technologies and putting 

them together with very high amounts 

of computing power, while taking a 

power-conscious approach, which is 

what SightLogix has achieved with 

our SightSensor camera. This allows 

the system to detect intrusions very 

accurately over large outdoor areas, 

even at remote areas, where it is dif-

ficult to bring lighting, power and com-

munications. Imagine having a smart, 

super-vigilant “eye’ attached to a su-

percomputer “brain” automatically 

watching over huge outdoor areas, 

sending accurate alerts anytime an 

intruder enters the secure area, while 

operating on solar power and wireless 

communications. Such awareness is 

what we have been able to achieve 

with our system. One of the keys to 

the success of this approach is for the 

SightSensor to be highly accurate in 

detecting the things we want to detect 

– people – and ignoring the things we 

want to ignore, which are all the 

movements and events that happen 

outdoors all the time that are not pe-

destrian intrusions. Some examples 

would be trees blowing in the breeze, 

or movement of the camera itself in 

the wind, or reflections off water in the 

background, or small animals. These 

are the kinds of distractions that in the 

past caused a very high amount of 

nuisance alerts for earlier systems, 

but which are solved with a solution 

that brings enough processing to the 

problem. In summary, what we have 

created is a very capable device that 

can keep a watchful eye on activity 

outdoors over huge areas in a cost 

effective manner.  

 

CEOCFO: What were the most chal-

lenging pieces to put together? 

Mr. Romanowich: There are a cou-

ple things that were challenging. One 

is that the amount of processing pow-

er needed for accurate detection in-

side the cameras is equivalent to sev-
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eral servers. Ordinarily, combining 

such processing power would gener-

ate so much heat the solution could 

not be reliably deployed outdoors in a 

small package like a camera. It took 

tremendous innovation to develop an 

entirely new processing architecture 

and software architecture to enable 

this capability. As an example, if we 

had tried to use five servers in our 

camera rather than five processors, 

there would have been over a thou-

sand watts of power being dissipated 

rather than the fifteen watts con-

sumed by our original camera. That 

much power would have rendered any 

camera non-functional outdoors and 

the cost would have gone through the 

roof – not to mention the issues of 

wiring the camera and getting power 

to remote perimeters, costs which 

would have been so overwhelming as 

to preclude its viability. Another chal-

lenge we faced at the start was that 

many people had already spent a 

great deal of time and money 

approaching this problem in dif-

ferent ways. Since none of those 

prior attempts had been success-

ful, we had a lot of skepticism to 

overcome.  

 

CEOCFO: I know you have a 

range of projects. What are 

some of the solutions you provide that 

people might be surprised you have 

been able to accomplish? 

Mr. Romanowich: We continue to 

find that people are shocked when we 

demonstrate our product’s ability to 

detect intrusions so accurately, 

around the clock, regardless of 

weather, climate, or conditions, for 

such a low cost. It is one of those 

things where seeing is believing and 

in the early days of the company, we 

had a lot of convincing to do. Imagine 

a nighttime scene where’s it is com-

pletely dark and you are having trou-

ble just seeing out in front of you. Or 

maybe there’s fog, or rain or snow. In 

such a zero-light environment, imag-

ine that with our SightSensor you are 

still able to see with great acuity up to 

a third of a mile, and accurately de-

tect a person approaching a critical 

asset long before they have breached 

the perimeter. The demonstration be-

comes more dramatic when you con-

sider that these assets may be in a 

very remote area and might include a 

refinery or electrical substation or the 

pilings of a bridge or – even more 

remote – an offshore oil platform. 

This is what the SightLogix system 

can do, and is doing, at critical assets 

all around the world. And while the 

level of performance can be startling, 

the key for us is to deliver all that to-

gether in a small package at a com-

mercial price point to make it feasible 

for a general market. 

 

CEOCFO: Are there particular indus-

tries that tend to use your system 

more than others or what is the range 

of customers? 

Mr. Romanowich: Our systems are 

currently protecting some of the most 

important assets on the planet. Unfor-

tunately we are not permitted to talk 

publicly about much of what we do 

because of the level of security. One 

installation we can talk about is at the 

World Trade Center. After 9/11, and 

before SightLogix was founded, I was 

asked to come up with a system to 

secure Ground Zero. Sadly, at that 

time even in an area like downtown 

Manhattan, it could not be achieved 

reliably or cost effectively. I actually 

conceived the design of our Sight-

Sensor while walking around looking 

at the huge crater in the ground, frus-

trated that the capability for video to 

adequately protect such an important 

reconstruction project simply did not 

exist. So it was quite an event for our 

company when a few years later, our 

cameras were deployed to secure the 

perimeter of the World Trade Center 

Memorial Garden unveiling while five 

living US presidents looked on. While 

that is not a typical scenario, it shows 

the power of what we have accom-

plished. The markets where are solu-

tions are most prevalently used are 

energy and transportation assets. En-

ergy would include oil and gas and 

electrical as well as nuclear power to 

include nuclear reactors and even 

nuclear weapons. On the transporta-

tion side, we have done many airport 

perimeters, rail perimeters and 

bridges and highway bridges. We se-

cure five of the northern Hudson 

River bridges which are very large 

and carry millions of cars each year. 

Importantly, many of these assets are 

over both land and water and in the 

harshest environments in the world.  

 

CEOCFO: Are all of your installations 

customized and do the companies or 

agencies specify what they want or 

come to you for suggestions? 

Mr. Romanowich: We do not sell 

directly to the customer, but we have 

a very sophisticated group of channel 

partners and we work to make them 

successful when we get a direct in-

quiry from an end user. For example 

if one of our customers like Shell was 

to decide that they want to secure a 

refinery, they would go to their trusted 

integration partner who is likely al-

ready a partner of ours. The integrator 

would basically do a design 

build; Shell would describe what 

they want and the integrator 

would use our equipment to 

make it all work. The other sce-

nario which happens typically in 

transportation or public project is 

that an architect and engineer-

ing firm will lay out the design and 

then the public entity will put out a 

request for proposals with their secu-

rity criteria. Numerous large integra-

tors bid on it, and based upon pricing 

and performance they determine 

which integrator is selected. Very of-

ten in these cases we are specified by 

name or model number, because 

when we have been compared with 

other companies, we are the only one 

who can meet the performance crite-

ria.  

 

CEOCFO: What is your current geo-

graphic reach? 

Mr. Romanowich: We are very 

strong in North America but we also 

have sales in EMEA (Europe, Middle 

East and Africa). As time goes on we 

will continue to expand into other ge-

ographies. We currently do about 

30% to 40% of our business outside 

the USA; we have installations in just 

about every continent. Those de-

ployments are done through our part-

ners, who handle the installation and 

“We continue to find that people are 

shocked when we demonstrate our 

product’s ability to detect intrusions so 

accurately, around the clock, regardless 

of weather, climate, or conditions, for 

such a low cost.”- John Romanowich 
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provide a local presence. It is our job 

to make sure that they are successful.  

 

CEOCFO: Do you see growth in the 

international arena? 

Mr. Romanowich: I see tremendous 

growth potential on both the domestic 

and international sides. Just consider 

the fact that most outdoor sites are 

not very secure – at many of the 

world’s largest airports you could 

probably still walk right through a 

fence completely undetected, a fact 

which is shocking to most people 

when it occurs, as it inevitably does. A 

few weeks ago eight armed robbers 

cut a hole in the perimeter fence of 

the Brussels airport and stole a ship-

ment diamonds from an aircraft. An-

other recent example happened at the 

Y12 nuclear facility in Oakridge Na-

tional Laboratories – the facility was 

entered by an 82 year-old nun with 

wire cutters. If these sites are not ad-

equately protected, then what is? 

 

CEOCFO: You recently introduced a 

low-cost smart thermal camera. What 

does that add to your offering and 

how are you able to bring cost down? 

Mr. Romanowich: There are a num-

ber of ways we are able to contain the 

costs of our solution. First, there is 

our own constant innovation that 

helps us bring the cost down through 

our development efforts. Next, we 

have some of the effects of Moore’s 

Law – just like the computer on your 

desktop or your cell phone, basically 

every eighteen months processing 

power doubles. Finally, the imagers 

inside the camera are constantly com-

ing down in price. These were things 

that act as the wind at our back. All 

the applications I have described 

above, such as refineries and airports 

and nuclear assets are what we con-

sider “top of the food chain.” What our 

new low-cost camera brings is the 

capability to solve much more main-

stream problems with the same effec-

tiveness, because we have hit a price 

point that would allow you to address 

concerns associated with theft and 

vandalism. For example, for a few 

thousand dollars you can now secure 

spools of electrical wire that would be 

used for substations. You can secure 

transportation yards that have busses 

and transportation assets. With the 

introduction of our low-cost SightSen-

sor, instead of a very long-range 

product we made it a wide area prod-

uct and at a very aggressive price 

point. It lets you effectively cover 

about a half-acre of outdoor area very 

accurately. Even with roads and 

highways all around, you can mark off 

the exact area that you care about 

and this product will function 24 hours 

a day irrespective of lighting or any 

other issues that occur outdoors. In a 

way we are almost in the perfect 

place at the perfect time because we 

have a solution that works, and are 

now hitting commercial price points 

that are commensurate with older 

technologies that are not actually 

solving the problems.  

 

CEOCFO: Would you be working with 

a different set of distributors for this 

line of product or would the group you 

have in place as you go along? 

Mr. Romanowich: Good question. I 

think while the new low-cost camera 

will open up opportunities for a wider 

range of partners, much of our busi-

ness would actually come from our 

existing channel partners. Consider 

that an electrical utility that is using 

our longer-range product for their pe-

rimeter will also have many mainte-

nance yards which represents an at-

tractive, additional opportunity to se-

cure with a shorter-range, less costly 

camera for even a large partner of 

ours like Tyco or Siemens. With large 

projects, you could have one large 

site like an airport but you could also 

have hundreds or thousands of much 

smaller areas around the facility to 

protect.  

 

CEOCFO: Would you tell us about 

the competitive landscape? 

Mr. Romanowich: If you were to ana-

lyze what we are competing against, 

to paraphrase the Harvard professor 

Michael Porter, we are really a “sub-

stitution” more than a company with 

direct competitors. For example, his-

torically for perimeter control people 

would use motion sensors like the 

ones on your garage door, or light 

beams like in diamond heist movies. 

The challenges with those technolo-

gies are two-fold. One is that they are 

not always accurate, and prone to 

nuisance alerts. For example a squir-

rel could break the light beam and 

make the alarm go off. Second, these 

systems provide no information about 

what actually caused the alarm, so 

they still require a camera anyway. 

The market today is approximately a 

billion dollar market largely comprised 

of these types of technologies and 

approaches. With the advent of new 

smart thermal cameras and lower 

price points I feel strongly that the 

majority of that outdoor security mar-

ket will move towards thermal camera 

technologies. 

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to SightLogix? 

Mr. Romanowich: Every camera 

outdoors will be automated someday 

– it is already starting to happen. And 

SightLogix is the technology leader in 

bringing this capability to the market 

at mainstream price points.  

 

CEOCFO: Final thoughts? 

Mr. Romanowich: These are very 

exciting times. I think that the US 

economy and other economies are 

emerging from multiple challenges 

and times ahead will be better. With 

the capabilities and technologies the 

possibilities are unlimited – even go-

ing beyond security. Almost anything 

that needs to be monitored outdoors 

will be monitored using smart thermal 

solutions in the future. Consider how 

the information these solutions gener-

ate can be transmitted wirelessly, 

powered by solar energy, you can 

start to imagine the profound impact 

they will have in making companies 

more operationally effective.  
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