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DecisionPoint Systems (DNPI – OTC:BB) 
Significantly Undervalued and Recovering from Economic 
Downturn and Component-Related Supply Constraints.  Recent 
Acquisition Strengthen Sales Prospects and Enhances Gross Margin.

Strong 
Buy

  
Recent Price: US$0.275  Summary and Investment Opportunity 

• The Next Technology Revolution is Occurring in Mobile Computing Solutions 
We are at an inflection point in the maturity and ubiquity of mobile computing technology.  
Price and performance trends in mobile computing devices and broadband wireless access 
are leading to a proliferation of these devices in both the public and the private sectors.  
These ever-more-capable technology platforms are changing the way companies interact 
with their customers and with their physical assets.  DecisionPoint Systems is a leader in this 
emerging and rapidly growing industry, and we believe significantly undervalued as well. 
• DecisionPoint Systems is a Domestic Leader in Mobile Computing Systems 
The Company offers a full suite of hardware, software, and support services that it provides 
in “total solution” form.  The Company’s mobile technology products are geared to grocery, 
retail, warehousing, shipping and logistics, pharmaceutical, and other such environments 
where large numbers of assets and customers must be expertly tracked and managed.  The 
Company has successfully landed several Fortune 500 customers, such as Avis-Budget 
(CAR – NYSE), Pitney-Bowes (PBI – NYSE), as well as the U.S. Air Force.  We believe 
this marquee account penetration is a testament to the quality of the Company’s offering, and 
bode very well for its continued success. 
• Revenue Mix Shifting to Recurring, High Margin Lines of Business 
Management's stated goal is to increase gross margins through key acquisitions and through 
skewing the Company's revenue mix more towards higher-margin software and services 
sales.  It has been largely successful in this during the past two years, although component 
shortages hampered its growth and margin improvement initiatives throughout 2010.  As it 
resumes gross margin improvement and accelerates revenue growth in 2011, we expect to 
see P/E and P/S multiple expansion and solid share price appreciation. 
• DNPI Shares Are Cheap Relative to DNPI’s Peer Group, and Warrant Strong Buy 
We believe that sales growth of 20%, easing supply constraints, and further gross margin 
improvement should make DNPI shares very attractive to investors in 2011.  The Company's 
strong underlying growth has been temporarily masked by the recent global recession and 
associated supply problems, which are now abating.  We therefore foresee resuming 
strong results for DNPI this year, and rate the shares of DNPI a Strong Buy, with a 12-
month price target of $1.10, just 10x our 2012 EPS estimate of $0.11. 

Market Data (closing prices, January 7, 2011) 
Market Capitalization  (mln) 10.09 

 

Enterprise Value (mln) 36.68 
Issued and Outstanding Shares (mln) 36,700 
Basic and Diluted Shares (mln) 29,456 
Avg. Volume (90 day, approx.) 49,500 
Institutional Ownership (approx.) 49% 
Insider Ownership 48% 
Exchange OTC:BB 

Balance Sheet Data (as of Sept 30, 2010) 
Shareholders’ Equity (mln) (4,411) 
Price/Book Value N/A 
Cash (000s) 180 
Net Working Capital (000s) (9,516) 
Long-Term Debt (000s)* 2,000 
Total Debt to Equity Capital N/A 
* As of December 31, 2010 

Company Overview 
DecisionPoint Systems is a leader in the 
emerging mobile computing and asset tracking 
industry.  Its products and services help 
businesses design, deploy, operate, and 
service key business systems based on 
mobile computing and asset management 
technologies.  The Company operates in a 
high-growth industry, has a seasoned 
leadership team, and serves major customers 
such as Avis-Budget (CAR – NYSE), 
Wackenhut (Pvt.), the U.S. Air Force, Pitney-
Bowes (PBI – NYSE), and Mobile Mini (MINI – 
NasdaqGM).  The Company trades on the 
over-the-counter bulletin board under the 
symbol DNPI. 

Company Contact Information 
Investor Contact: 
Jody Burfening 
Lippert Heilshorn & Associates 
jburfening@lhai.com 
212.838.3777 
 
Company Contact: 
Don Rowley 
Chief Financial Officer 
DecisionPoint Systems 
19655 Descartes 
Foothill Ranch, CA 92610 
949.465.0065 
dwrowley@decisionpt.com 
www.decisionpt.com 

 

P&L (000s) FY’09A
Q1 

‘10A 
Q2 

’10A 
Q3 

’10A 
Q4 

‘10E FY’10E FY’11E* FY’12E* 
Revenues 48,309 11,072 13,288 16,414 15,200 55,974 80,000 100,00 
Rev CAGR 13.9% -5.1% 10.4% 42.3% 16.2% 15.9% 30.0% 25.0% 
Gr. Margin 20.2% 18.4% 19.0% 18.0% 18.6% 18.5% 21.0% 21.7% 
Op. Income 1,774 (399) 43 481 327 453 3,568 5,683 
Op. Margin 3.7% -3.6% 0.3% 2.9% 2.2% 0.8% 4.5% 5.7% 
Net Income 344 (1,231) (850) (102) (578) (2,672) 948 3,183 
Net Margin 0.7% -11.1% -6.4% -0.6% -3.8% -4.8% 1.2% 3.2% 
Dil. EPS 0.02 (0.05) (0.04) (0.00) (0.02) (0.10) 0.03 0.11 
Dil. Shares 19,564 22,613 23,242 25,308 26,200 24,341 29,456 29,456 
* 2011 and 2012 estimates include recent CMAC acquisition; see pro-forma in full financial models
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Industry Analysis 
Industry Background 
In today’s hyper-competitive economy, companies are under constant pressure to improve their customers’ 
experience while simultaneously reducing operating costs.  Pursuit of these two goals has led many companies 
to aggressively outsource any business process outside of its core competency, while also adopting any new 
technology that promises to either reduce costs or improve business performance. This is especially true of 
larger companies that offer commoditized products and services, such as those operating in the retail, storage & 
warehousing, shipping and logistics, and equipment rental industries.  This also applies to “sub-organizations” 
that provide these services to large companies (i.e. warehouses, mailrooms, etc.). 
 
As available technologies have evolved, we have seen successive technological revolutions sweep through these 
industries.  Each revolution has been based on the emergence of a new key technology, such as the 
mainframe/database, the personal computer, or the Internet, and each revolution has offered the possibility of 
improving quality and service while also reducing costs.  However, this promise has often been only partially 
fulfilled, as operating a mix of different technologies from different vendors can be quite challenging and costly 
for larger corporations and departments.  Nevertheless, these companies continue to strive for additional quality, 
price, and productivity gains through the adoption of new technologies.  We believe we are on the brink of yet 
another sea change in the way these companies and departments do business. 
 
Over the last few years, we have seen a new technological revolution building, based on high-capacity wireless 
Internet, low-cost item identifiers, and the broad availability of low-cost mobile computers.  This new 
technology revolution, which we broadly refer to as “mobile technology,” has the potential to once again 
revolutionize the way business is done.  Mobile technology promises to place an entire organization’s 
computing infrastructure at each of its employee’s fingertips, as needed, through a low-cost mobile device.  This 
has profound implications for how these organizations serve customers and manage business assets, as they are 
able to discard outmoded systems and processes in favor of newer and more effective ones. 
 
Enabling Technologies – A Primer 
Mobile Computers 
Mobile computers have been around for a long time – but historically they have had only limited niche uses.  
This is changing rapidly, however, as mobile phones have come into their own as mobile computing platforms, 
and as economies of scale have made software more affordable and connectivity universal.  Mobile computers 
include devices such as the iPhone and the Droid on the low-end and devices such as Motorola’s MC75 on the 
high-end.  As these devices continue to become more powerful and less expensive, we expect their use to 
become nearly ubiquitous.  This is a key driver of the mobile technology revolution. 
 

Mobile Computing Platforms 
  

       Low Price Point Devices              Mid Price Point Device  High Price Point Device 
 

  
         

Apple iPhone Motorola Droid         Motorola MC3090R Motorola MC75 
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Connectivity 
Connectivity is defined as computing devices’ ability to communicate with other devices or people through a 
communications network, and it is measured in terms of capacity (bandwidth) and availability (uptime).  
Historically, connectivity began mostly in the form of local networks (LANs), and progressed to private wide 
area networks (WANs), and eventually to the ultimate wide area network, the public Internet.  Originally 
available only through physical connections, new wireless technologies (which include cellular carriers’ 
offerings) now provide “un-tethered” connectivity on a near-global basis.  Furthermore, the bandwidth of this 
connectivity is expanding dramatically; newer “broadband” connections allow mobile devices to run a much 
richer suite of services and applications than was ever before possible.  In combination with the wide availability 
of mobile computers, this is another key component underlying the mobile technology revolution. 
 
Asset Identification and Tracking 
While advances in computer-based item identification are not as apparent as advances in mobile computing and 
connectivity, they are nevertheless real and constitute a key component in many mobile technology solutions.  In 
1980s and 1990s we saw the rise and dominance of the bar code reader, which (in combination with laser 
technology) allows computers to read printed bar codes.  This allows virtually any item to be scanned and 
inventoried, and allows information on any inventoried item to be subsequently retrieved – as long as it is 
passed under a scanner.  The next generation of technology is called radio frequency identification (RFID), and 
it allows items to be read into a database wirelessly, without the need for a scanner and a single point of data 
capture and retrieval.  Currently available RFID technology is very inexpensive, allows an item’s location and 
associated data to be retrieved basically at will.  This technology is revolutionizing high-volume inventory 
environments, such as large retail and warehouse environments, and promises even more change and 
improvement over the coming years. 
 
Conclusion 
The mobile technology revolution is not a consequence of progress in any of these single technologies, but 
rather is resulting from the convergence of all three.  We believe that over the next five to ten years, mobile 
technology will once again revolutionize the way individuals and organizations manage day-to-day activities, 
and we also believe that those companies that have leadership positions in this industry will prove to be 
extremely high-growth, profitable businesses and likely excellent equity investments. 
 

Growth in Mobile Solutions Revenues, 2005 – 2010 (17.5% CAGR) 
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Excellence through Good Decision Making 
Despite the importance of “technology” in larger organizations, technology alone does not account for the 
quality (and excellent operating results) of truly “great” organizations.  Several famous studies on managerial 
and corporate excellence have stressed that great companies are those that are consistently able to make the best 
decisions – it is these good decisions that lead to productivity and quality improvements, cost reductions, and 
improvements in each customer’s overall experience.  However, these decisions cannot be made by upper or 
middle management, as these individuals simply do not possess enough familiarity with the day-to-day 
decisions of a company to make these decisions.  Contrary to what one might think, these studies showed that 
“good decisions” must be made by the line-level employee in order to help the company become truly great.  
This is because most decisions are in fact already made by these individuals – how to handle a specific customer 
complaint, for example, or what to do with a certain package or item – and it is the sum of all of these “micro-
decisions” that lead to greatness on a macro scale.  Therefore, most companies that strive for greatness have a 
commitment to building processes and systems that enable this to happen – that enable decisions to be pushed as 
far down the organizational structure as possible. 
 
DecisionPoint Systems’ entire offering of products and services has been designed with this point in mind: 
putting the decision point as close to the customer as possible.  As a general principle, we agree with this idea, 
and to the extent that DNPI has been and continues to be successful in providing this value proposition to its 
customers, we believe it will continue to grow as a successful solutions company. 
 
Conclusion, Industry Analysis 
The mobile technology revolution is poised to change everything, in much the same way the Internet has 
changed everything over the last 15 years.  Consumers and businesses alike are seeking (and in some cases 
demanding) that their technology providers give them anytime/anywhere access to their applications and the 
data underlying them.  As this occurs to a greater and greater extent, computing intelligence will to an increasing 
degree become located in the device in our pocket rather than in the device on our desk.  This will usher in a 
significant change and improvement in the way business is done, and it will mean exceptionally strong, long-
term growth for those companies that emerge as leaders in the provision of these new solutions.   
 
We believe DecisionPoint Systems (DNPI – OTC:BB) is on its way to becoming one of them.  
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Company Analysis 
Corporate Overview 
DecisionPoint Systems is a California-based provider of Mobile Technology Solutions.  These solutions include 
a sometimes complex mix of consulting services, computing and device tracking hardware, specialty software, 
and ongoing support services.  The Company is focused on providing its solutions to certain “functional” 
verticals, such as Field Services, Enterprise Asset Management, Retail, Warehouse and Distribution, and 
Manufacturing.  Representative customers of the Company include Avis Budget (CAR – NYSE), the U.S. Air 
Force, Pitney-Bowes (PBI – NYSE), Wackenhut (Pvt.), and Mobile Mini (MINI – NasdaqGM).  Notably, the 
Company has recently closed an acquisition of a GA-based company that will add almost 20% to the Company's 
top line, increase 2011 EPS by $0.02 to $0.03, and lift gross margins by a full two percent (2%). 
 
The Company’s products and solutions are focused on making an entire array of corporate applications available 
to the front-line worker through a wirelessly connected, mobile computer.  Depending on each customer’s 
situation, this may require extensive system design and implementation consulting, the use of middleware that 
allows other platforms and systems to interoperate, the custom development of certain mobile applications, and 
the provision of underlying specialty hardware systems, such as wireless computers and RFID tags.  
DecisionPoint Systems offers all of these things in the form of integrated solutions, as well as in some cases 
providing just a single piece (e.g. help desk management) to those companies that need it. 
 
The Company trades on the over-the-counter bulletin board under the symbol DNPI, although the Company 
hopes to up-list to the NasdaqCM at some point during 2011.  To this end, it has entered into a yet-to-be-
finalized reverse merger agreement with Comamtech, Inc. (COMT - Pink Sheets), which has recently been 
delisted by Nasdaq due to its status as a shell company.  In its decision to delist COMT, Nasdaq cited ongoing 
good-faith efforts to complete a reverse merger with DecisionPoint, but believed it would take too long to 
complete based on Nasdaq shell companies listing maintenance policies.  DecisionPoint's management informs 
us that this merger would add approximately $8.5M to DNPI's shareholder equity, helping it come closer to 
meeting Nasdaq listing requirements.  The Company believes this merger is very likely to be consummated 
during the next few months, although management acknowledges that a certain amount of re-pricing (in DNPI"s 
favor) may occur if Comamtech's balance sheet is not quite as strong when the transaction is consummated. 
 
DecisionPoint System's stated business goal is to derive a smaller percentage of revenue from lower-margin 
one-time hardware sales and more revenue from higher-margin, recurring software and support sales, which it 
has been in the process of doing for the past several quarters.  It has had significant success at the process of 
transitioning its core business in this direction, despite a prolonged shortage of components for its solutions, and 
it has also made strides in this area through acquisitions.  We expect it to continue to improve its 
product/services mix and gross margins both organically and through acquisition in the coming quarters.  This 
shift to higher-margin, recurring revenues will make the business both more profitable and more manageable, 
and should also allow DNPI shares to begin to command premium multiples in the market. 
 
Products and Services 
Unlike many companies in its industry, DNPI does not take a “product sales” or “software sales” approach to its 
business; it takes more of a solution-focused approach.  This explains why the Company does not break out 
hardware sales from software or service sales in its financial reporting – such a break out would be entirely 
arbitrary as most sales include hardware, consulting, software, and support services.  While from a financial 
modeling perspective this does make things more difficult, we are comfortable that we have adequately reflected 
the Company’s ongoing shift to higher-margin revenue streams in our P&L model. 
 
Business and Solution Consulting 
The Company’s process begins with its consulting services, which depending on the situation of each customer 
can be as limited as a simple ROI analysis or as complex as a complete business process design and a design of 
a technology system to work within that business process.  In almost all cases, however, the Company provides 
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some level of consulting to its customers, to at a minimum ensure for the smoothest possible adoption of DNPI’s 
technology. 
 

The DecisionPoint Consulting Map – An Iterative Process 
 
 

 
Source: DecisionPoint Systems 

 
Hardware 
The Company acts as a value-added reseller (VAR) for many of the largest technology hardware providers, with 
a special focus on Motorola, which classifies the Company as a “PartnerSelect – premier solution partner.”  The 
Company also acts as a VAR for companies such as IBM, Microsoft, AT&T, Verizon, and Intel. 
 
Because a large portion of the Company’s solutions involve data capture and asset tracking/processing, the 
Company offers a wide range of enabling hardware.  This hardware includes mobile phones and computers, 
wireless routers and switches, retail price checkers, signature capture devices, other data input devices, and a full 
range of RFID tags, readers, and network management appliances.  So it can fully service its clients, it also 
offers low-tech items such as bar code label printers and ribbons and other sundry items. 
 
Software 
The wireless application space is highly diverse and highly fragmented, with literally thousands of company 
producing some piece of relevant technology.  As a result, the Company’s approach has been to provide 
Pathfinder, its middleware solution, which enables various server-side and client-side software applications, 
databases, and various operating systems to interact seamlessly.  The Company also offers a CASE software 
development tool for mobile applications, and provides customers with application development services.  Note 
that it is increasing providing its software under a “Software as a Service” (SaaS) model, allowing it to garner 
stable, recurring revenues from its clients. 
 
Support 
DecisionPoint Systems offers a relatively complex and robust support offering that includes the following 
primary components: 
 

• Technical Support – standard call-in to a helpdesk solution, which it provides for its own customers and 
to other large companies (such as IBM) on a high margin pay-per-call basis. 

• Software Support – bug fixes, feature enhancements, and the addressing of other software-related 
issues. 
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• Device Management and Device Provisioning – The Company helps its customers deploy fully-
provisioned devices in the field, and offers next-day replacement of a device that is provisioned 
identically to the device the customer returns to the Company.  We see this as a particularly powerful 
value-add for the Company’s hardware support. 

• Maintenance – through this service the Company updates and refurbished covered hardware. 
 
Overall, we believe the Company offers a very competitive array of support services, which it is able to operate 
at relatively high gross margins. 
 
Growth Strategy 
The Company is pursuing a two-pronged growth strategy, involving organic growth of its core businesses, plus 
additional growth through key acquisitions, such as the recently closed CMAC acquisition.  Company 
management has a solid track record in regards to rolling up consolidating industries and, we believe, has 
demonstrated its ability to both buy well and integrate well.  The CMAC acquisition is a perfect example of this, 
since its complementary customer base will afford both sales teams a high degree of cross-selling opportunities 
in 2011. 
 
In terms of its business model, the Company is committed to shifting its revenue mix towards high-margin 
software and support contracts, which typically carry gross margins in the low-to-mid 30s, and away from 
straight hardware sales, which typically carry gross margins just over 15%.  Since the Company estimates that 
70% of its revenues now come from hardware sales, this is an extremely important initiative for the Company.  
The Company had been able to increase its overall gross margin by 100 to 120 basis points through the end of 
2009, but product component constraints hampered their ability both to sell product and the software and 
services that go with it, thus temporarily stifling this initiative.  Based on our conversations with Motorola, the 
Company's primary hardware supplier, we believe that these component shortages are easing and should 
continue to ease during the first half of 2011, which should in turn put the Company back on track in terms of 
gross margin improvement.  This should lead to pre-tax earnings growth (and EPS growth) that significantly 
outpaces top-line growth, at least through the end of 2011. 
 
Target Markets 
The Company targets any customer that has the need for high volume data input or data retrieval at the point of 
contact with either a customer or business asset.  This naturally leads DNPI to focus on grocery and retail, 
equipment rental (e.g. Avis Budget), warehousing (e.g. the U.S. Air Force) and storage (e.g. Mobile Mini), 
manufacturing, pharmaceutical logistics and shipping, and specialty services businesses (e.g. Wackenhut).  Vis-
à-vis the Company’s current customer and revenue base, these are extremely large markets that give the 
Company room to grow almost ad infinitum for the foreseeable future. 
 
Major Customers 
Due to the strength of DecisionPoint System’s customer base, and what that says about the strength of 
DecisionPoint and its products, services, and team, we have elected to include a detailed list for our readers’ 
review. 
 

DecisionPoint Systems – Major Customers, by Industry 

Healthcare and Pharmaceuticals Carefusion, Celgene 
Retail Williams-Sonoma, Gap Stores, Nordstrom, Liz Claiborne, Petco, 

Petsmart, Polo Shops, New York & Co., and Children’s Place 
Consumer Packaged Goods Nike and Coca-Cola 
Logistics Aramark, Mobile Mini, and Conway Trucking 
Government Services The U.S. Air Force, New York City Police Department 
Technology & Services IBM Global Services, Pitney Bowes, and SAIC 
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Key Management 
DecisionPoint Systems is led by a highly-seasoned team of executives, each of whom has many years of 
experience in mobile technology in some form or fashion.  We derive a high level of comfort from the fact that 
Mr. Toms and Mr. Rowley are successful serial entrepreneurs who sold their last venture (Peak Technologies) at 
a net return to angel investors of over 40 times invested capital.  They founded Peak in 1989, and over the years 
were able to average a compound annual growth rate in sales of 40%; 25% organic and the additional 15% by 
rolling up other bar-code reading companies.  This mimics the model DecisionPoint Systems is now pursuing, 
and clearly demonstrates Mr. Tom’s and Mr. Rowley’s ability to execute such a model.  We also view it as a 
significant positive that these two executives have worked together in the past, as leadership team cohesiveness 
is a key ingredient for long-term success. 
 
Mr. Nicolas R. Toms, Chairman and CEO 
As a former corporate finance/M&A attorney with Skadden Arps Slate Meagher & Flom, Mr. Toms is an 
entrepreneur and has been involved with middle market businesses for the past several years.  He also serves as 
CEO of Cape Systems Group, Inc. (formerly Vertex Interactive, Inc.), a provider of warehouse management 
software systems.  In 1989, Mr. Toms founded Peak Technologies where he served as Chairman, President and 
CEO.  In 1997, Peak was sold to Moore Corporation in a transaction valued at approximately $300 million.  In 
1986, an investor group of which Mr. Toms was a principal, orchestrated the buyout of Thomson T-Line Plc, a 
publicly traded company based in London, England. Mr. Toms is a graduate of Stellenbosch University (South 
Africa) in economics and law (LL.B) and New York University (LL.M). 
 
Mr. Donald W. Rowley,  Director and CFO 
He has over thirty years of business experience including top-level officer positions with both publicly quoted 
and privately held companies.  Mr. Rowley has almost twenty years of experience, specifically in the data 
capture industry, including working with Mr. Toms in founding Peak Technologies and serving as CFO.  He 
was previously Executive Vice President Strategic Planning at Vertex Interactive, Inc. (now Cape Systems 
Group, Inc.) from 2000 to 2003.  Additionally, his AIDC industry experience includes serving as CFO of 
publicly traded Norand Corporation, now part of Intermec, and as a consultant to Cerplex Group, a publicly 
traded company that provided depot computer and computer peripheral repair and logistics services. 
 
Mr. John Chis, Senior Vice President,  Sales 
Mr. Chis joined DecisionPoint in November 2004, as General Manager and Vice President of Sales.  He 
previously worked at Symbol Technologies, Inc. and Telxon (which was acquired by Symbol) for more than 20 
years in various sales, marketing and operations management positions. 
 
Mr. Bryan Moss, Senior Vice President,  Professional Services 
Prior to its acquisition by DecisionPoint Systems, Mr. Moss was the Principal Owner of CMAC Inc.  He has 21 
years of information technology, logistics, sales, and engineering experience. Mr. Moss has served as President 
of Sales / Owner for CMAC Inc. for the past 12 years. Prior to CMAC, Mr. Moss was Sr. Director of the Supply 
Chain Practice for Accenture, and was responsible for alliances and Supply Chain Execution systems 
implementations. Mr. Moss served in a management capacity for eight years with UPS and Burnham Logistics 
in information technology, engineering, and operations. Mr. Moss started his career as an industrial engineer at 
UPS. Mr. Moss attended Southern Tech on a baseball scholarship, and received a Bachelor of Science degree in 
Industrial Engineering with a minor in Technical Sales. Mr. Moss’s student athlete achievements include his 
receipt of academic All-American honors in 1986 and 1987 and All-Conference honors in 1987. 
 
Gregory A. Henry, Vice President, Technology and Operations 
Mr. Henry joined DecisionPoint in February 2001, after 13 years with Symbol Technologies, Inc. (now part of 
Motorola) in systems engineering, product development, sales and service management.  Mr. Henry is 
responsible for DecisionPoint’s professional services, software development and operations. 
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Competition 
The Company faces rather intense competition in all of its lines of business; some of this competition comes 
from large “bar code” incumbents such as Checkpoint Systems (CKP – NYSE) and PAR Technology – (PTC – 
NYSE), and some of the competition comes from regional and “mom and pop” providers that also constitute 
potentially attractive acquisition targets.  We applaud the Company’s decision to remain largely platform 
agnostic in its approach, allowing it to continue to use best-of-breed hardware and software through its solutions 
package.  However, despite this the Company is likely to continue to face competitive pressure for the 
foreseeable future, as the industry consolidates and the clear winners become more apparent.  Although we 
believe that the Company will maintain its leadership status and emerge as one of these winners, there is 
certainly no guarantee that this will occur. 
 
Other Risks 
Over the last few quarters, the primary risk event constraining the Company's sales and earnings growth has 
been component shortages; we have spoken to Motorola directly and confirmed this as a real problem for DNPI 
and for much of the overall industry.  This shortage was an after-effect of the broad downturn we experienced in 
2008; major component makers like Texas Instruments (TI - NYSE) and Motorola (MOT - NYSE) rapidly 
curtailed production to avoid building excessive inventories, and then failed to ramp production back up quickly 
enough when the market snapped back in early 2010.  Based on our conversations with the Company and with 
Motorola, we believe these shortages have been easing and should continue to ease (and abate entirely) as 2011 
progresses. 

We view other risks that the Company faces as macro in nature, such as the U.S. receding into a double-dip 
recession – an unlikely but possible event.  We also assign some technology risk to the Company, as unforeseen 
product developments could obsolesce the Company’s software tools and system.  While this is theoretically 
possible, however, in practice we believe the actual risk of this occurring is near zero. 

So as with any company, the most significant risk is internal and operational – the company must continue to 
grow, evolve, and execute on its business plan.  Based on managements’ skills and track record, and based on 
the Company’s current market position, we believe it will.  We also see some risk in the Company’s capital 
structure, as it has net working capital of -$9.5M and very little operating cash.  We do believe this risk will be 
manageable for the Company, especially as its valuation reaches more normal levels and it is able to complete 
an equity financing, but it is an issue about which investors should be aware.  Also, note that the Company has 
recently secured additional debt financing from Silicon Valley Bank, allowing it to retire much higher interest 
equity-linked loans.  While this caused a short-term spike in interest expense in Q4, due to prepayment penalties 
and accelerations, it should have the opposite effect during 2011. 

Financial Analysis 
Unlike many companies in its industry, DNPI does not take a “product sales” or “software sales” approach to its 
business; it takes more of a solution-focused approach.  This explains why the Company does not break out 
hardware sales from software or service sales in its financial reporting – such a break out would be entirely 
arbitrary as most sales include hardware, consulting, software, and support services.  While from a financial 
modeling perspective this does make things more difficult, we are comfortable that we have adequately reflected 
the Company’s ongoing shift to higher-margin revenue streams in our P&L model. 
 
The Company’s recent financial results at first appear somewhat disappointing, and they could of course have 
been better.  However, we are encouraged by the two following mitigating factors.  First of all, the United States 
has just come out of one of the deepest recessions since the great depression, and as in any recession, 
discretionary corporate spending is the hardest hit.  This (and the component shortage problem) certainly 
impacted the Company, and impacted it strongly.  Yet despite this, we estimate 2010 revenues were up nearly 
15% versus 2009 revenues, which under the circumstances we view as being quite impressive.  Secondly, while 
the component shortages have been easing of late, the Company still has a significant order backlog that it 
cannot ship simply because it cannot acquire the requisite hardware.  In our experience, such component supply 
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disruptions can last for several quarters, as ramping production has to contend with both a large backlog and 
ramping current demand. 
 
We believe that in light of these two factors DecisionPoint Systems has actually done quite well over the past 
few quarters, and has maintained strong fundamental growth trends which have been temporarily masked by 
factors outside of management control.  We do not expect this situation to persist for much longer, however, and 
within another quarter or two we expect strong top and bottom line growth to return to the 20% level, with 
further acceleration to 25% CAGR likely in 2012. 
 
Valuation and Investment Opinion 
As discussed, the Company has experienced what we view as a temporary slowdown in sales and earnings 
growth, due largely to the recent economic downturn, and component supply disruptions associated with the 
current recovery.  Despite, we feel confident in our 2012 EPS estimate of $0.03, and our 2012 EPS estimate of 
$0.11.  Given the multiples carried by companies in DNPI’s peer group, we feel a multiple of 10x 2012 
estimated earnings is quite reasonable, giving us our 12-month target price of $1.10 per share.  Also, it is 
very important to note that we think there is significant upside to both our EPS estimates and to the multiple the 
market assigns to earnings.  This could lead in price appreciation well in excess of our target price over the next 
12 – 18 months. 
 

Peer Group Analysis – DecisionPoint Systems (DNPI – OTC:BB) 

Company Name and Symbol Price per 
Share* 

Market- 
Cap* 

Forward 
P/E, 2011* 

Price/Sales 
Estimate 
(2011)* 

Est. '11 
Revenue 
Growth 

DecisionPoint Systems (DNPI – OTC:BB) 0.275 10.1 11.7x 0.13x 20% 
Intermec (IN – NYSE) 12.11 728.9 28.2x 1.0x 9.7% 
Checkpoint Systems (CKP – NYSE) 21.88 867.6 16.8x 1.0x 6.6% 
MICROS Systems (MCRS - NasdaqGS) 45.02 3,627.7 22.2x 3.3x 9.9% 
PAR Technology – (PTC – NYSE) 5.98 89.9 unknown 0.3x 18.4% 
Zebra Technologies (ZBRA – NasdaqGS) 37.60 2125.5 18.5x 2.1x 7.5% 
Infologix (IFLG – NasdaqCM)** 4.70 30.2 unknown unknown unknown 
*Market Data as of market close, 1/7/11; Per-share data for DNPI computed from fully diluted common shares outstanding 
** On Dec. 16, 2010, Stanley Black & Decker announced an acquisition of IFLG at a price of 4.75 per share. 
 
Conclusion 
DecisionPoint Systems is a national leader in a very high growth industry – corporate mobile technology.  The 
Company has solid, serially-successful leaders and a sound business plan.  It has demonstrated it can land major 
accounts and has amassed a solid growth record over several years.  We believe that the shares are currently 
depressed from previous levels due to a misunderstanding of the Company’s recently mediocre revenue and EPS 
growth, which we attribute to now-reversing negative macro economic factors.  We have therefore established 
our 12-month price target for DNPI shares at $1.10, and see considerable upside to this price target over the 
next few quarters.  We therefore rate the shares of DNPI Strong Buy. 
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Our Rating System 
We rate enrolled companies based on the appreciation potential we believe their shares represent.  The performance of 
those companies rated “Speculative Buy” or “Strong Speculative Buy” are often highly dependent on some future event, 
such as FDA drug approval or the development of a new key technology. 
 

Explanation of Ratings Issued by Harbinger Research 
   
STRONG BUY We believe the enrolled company will appreciate more than 50% relative to the general market 

for U.S. equities during the next 12 to 24 months. 
BUY We believe the enrolled company will appreciate more than 30% relative to the general market 

for U.S. equities during the next 12 to 24 months. 
STRONG 
SPECULATIVE BUY 

We believe the enrolled company could appreciate more than 50% relative to the general 
market for U.S. equities during the next 12 to 24 months, if certain assumptions about the 
future prove to be correct. 

SPECULATIVE BUY We believe the enrolled company could appreciate more than 30% relative to the general 
market for U.S. equities during the next 12 to 24 months, if certain assumptions about the 
future prove to be correct. 

NEUTRAL We expect the enrolled company to trade between -10% and +10% relative to the general 
market for U.S. equities during the following 12 to 24 months. 

SELL We expect the enrolled company to underperform the general market for U.S. equities by more 
than 10% during the following 12 to 24 months. 

Analyst Certification 

I, Brian R. Connell, CFA, hereby certify that the views expressed in this research report accurately reflect my 
personal views about the subject securities and issuers.  I also certify that no part of my compensation was, is, or 
will be, directly or indirectly, related to the recommendations or views expressed in this research report. 
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Disclaimer 
This report was prepared for informational purposes only.  Harbinger Research, LLC (“Harbinger”) was paid in the amount of US$7,000 
for the preparation and distribution of research update reports during 2011 by the Company.  All information contained in this report was 
provided by DecisionPoint Systems (“Company”).  To ensure complete independence and editorial control over its research, Harbinger 
has developed various compliance procedures and business practices including but not limited to the following: (1) Fees from covered 
companies are due and payable prior to the commencement of research; (2) Harbinger, as a contractual right, retains complete editorial 
control over the research; (3) Analysts are compensated on a per-company basis and not on the basis of his/her recommendations; (4) 
Analysts are not permitted to accept fees or other consideration from the companies they cover for Harbinger except for the payments 
they receive from Harbinger; (5) Harbinger will not conduct investment banking or other financial advisory, consulting or merchant 
banking services for the covered companies.  
 
Harbinger did not make an independent investigation or inquiry as to the accuracy of any information provided by the Company is 
relying solely upon information provided by the companies for the accuracy and completeness of all such information.  The information 
provided in the Report may become inaccurate upon the occurrence of material changes, which affect the Company and its 
business.  Neither the Company nor Harbinger is under any obligation to update this report or ensure the ongoing accuracy of the 
information contained herein.  This report does not constitute a recommendation or a solicitation to purchase or sell any security, nor 
does it constitute investment advice.  This report does not take into account the investment objectives, financial situation or particular 
needs of any particular person.  This report does not provide all information material to an investor’s decision about whether or not to 
make any investment.  Any discussion of risks in this presentation is not a disclosure of all risks or a complete discussion of the risks 
mentioned.  Information about past performance of an investment is not necessarily a guide to, indicator of, or assurance of, future 
performance.  Harbinger cannot and does not assess, verify or guarantee the adequacy, accuracy, or completeness of any information, the 
suitability or profitability of any particular investment, or the potential value of any investment or informational source.  Harbinger and 
its clients, affiliates and employees, may, from time to time, have long or short positions in, buy or sell, and provide investment advice 
with respect to, the securities and derivatives (including options) thereof, of companies mentioned in this report and may increase or 
decrease those positions or change such investment advice at any time.  Harbinger is not registered as a securities broker-dealer or an 
investment adviser either with the U.S. Securities and Exchange Commission or with any state securities regulatory authority. 
 
ALL INFORMATION IN THIS REPORT IS PROVIDED “AS IS” WITHOUT WARRANTIES, EXPRESSED OR IMPLIED, OR 
REPRESENTATIONS OF ANY KIND.  TO THE FULLEST EXTENT PERMISSIBLE UNDER APPLICABLE LAW, HARBINGER 
EQUITY RESEARCH, LLC WILL NOT BE LIABLE FOR THE QUALITY, ACCURACY, COMPLETENESS, RELIABILITY OR 
TIMELINESS OF THIS INFORMATION, OR FOR ANY DIRECT, INDIRECT, CONSEQUENTIAL, INCIDENTAL, SPECIAL OR 
PUNITIVE DAMAGES THAT MAY ARISE OUT OF THE USE OF THIS INFORMATION BY YOU OR ANYONE ELSE 
(INCLUDING, BUT NOT LIMITED TO, LOST PROFITS, LOSS OF OPPORTUNITIES, TRADING LOSSES, AND DAMAGES 
THAT MAY RESULT FROM ANY INACCURACY OR INCOMPLETENESS OF THIS INFORMATION). TO THE FULLEST 
EXTENT PERMITTED BY LAW, HARBINGER EQUITY RESEARCH, LLC WILL NOT BE LIABLE TO YOU OR ANYONE 
ELSE UNDER ANY TORT, CONTRACT, NEGLIGENCE, STRICT LIABILITY, PRODUCTS LIABILITY, OR OTHER THEORY 
WITH RESPECT TO THIS PRESENTATION OF INFORMATION. 
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Harbinger Research is an  independent equity research firm with a focus on providing coverage to small-cap companies.  
Our mission is to help our clients achieve fairer market valuations, an expanded shareholder base, improved liquidity, and 
easier access to capital markets.  We do this by providing insightful, in-depth research reports and by making sure those 
reports are widely distributed and made available to both institutional and individual investors.  We strive to deliver 
superior research coverage and the result is compelling – consistent coverage from industry-expert analysts that is well 
written and consists of insightful analysis, cogent arguments, and in-depth financial models.  To learn more about 
Harbinger Research and view our research reports, we invite you to visit our website located at 
www.harbingerresearch.com. 
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Decisionpoint Systems (DNPI ‐ OTC:BB) Profit and Loss Model DNPI Only
(In thousands, United States Dollars) FY 2009A Mar '10A Jun '10A Sep '10A Dec '10E FY 2010E Mar '11A Jun '11E Sep '11E Dec '11E FY 2011E FY 2012E
Revenues

  CMAC revenues 2,419 2,910 3,593 3,558 12,480 15,600
  DNPI revenues 48,309 11,072 13,288 16,414 15,200 55,974 14,081 16,590 18,907 17,942 67,169 83,962
Total revenues 48,309 11,072 13,288 16,414 15,200 55,974 16,500 19,500 22,500 21,500 80,000 100,000
      Year‐over‐year growth rate ‐9.4% ‐5.1% 10.4% 42.3% 16.2% 15.9% 20.0% 25.0%

Cost of sales
  CMAC cost of sales 1,814 2,182 2,695 2,669 9,360 11,700
  DNPI cost of sales 38,565 9,036 10,761 13,464 12,373 45,633 11,401 13,246 15,008 14,217 53,872 66,179
Total cost of sales 38,565 9,036 10,761 13,464 12,373 45,633 13,216 15,428 17,703 16,886 63,232 77,879

Gross profits
  CMAC gross profit 605 727 898 890 3,120 3,900
  DNPI gross profit 9,744 2,036 2,527 2,951 2,827 10,342 2,680 3,345 3,899 3,725 13,297 17,783
Gross profit 9,744 2,036 2,527 2,951 2,827 10,342 3,284 4,072 4,797 4,614 16,768 21,683
Gross margin
  CMAC gross margin 25.0% 25.0% 25.0% 25.0% 25.0% 25.0%
  DNPI gross margin 20.2% 18.4% 19.0% 18.0% 18.6% 18.5% 19.0% 20.2% 20.6% 20.8% 19.8% 21.2%
Gross margin, overall 20.2% 18.4% 19.0% 18.0% 18.6% 18.5% 19.9% 20.9% 21.3% 21.5% 21.0% 21.7%
  Selling, general, and administrative expense 7,970 2,435 2,485 2,469 2,500 9,889 2,900 3,200 3,400 3,700 13,200 16,000
     % of Sales 16.5% 22.0% 18.7% 15.0% 16.4% 17.7% 17.6% 16.4% 15.1% 17.2% 16.5% 16.0%

Operating income 1,774 (399) 43 481 327 453 384 872 1,397 914 3,568 5,683
Operating margin 3.7% ‐3.6% 0.3% 2.9% 2.2% 0.8% 2.3% 4.5% 6.2% 4.3% 4.5% 5.7%
Other income (expense), net
  Interest expense (1,078) (470) (494) (444) (620) (2,027) (430) (430) (430) (430) (1,720) (1,600)
  Other income (expense), net (281) (321) (388) (117) (200) (1,026) (200) (200) (200) (200) (800) (800)
Total other income (expense) (1,359) (790) (882) (561) (820) (3,053) (630) (630) (630) (630) (2,520) (2,400)
Income before income taxes 415 (1,190) (839) (79) (493) (2,601) (246) 242 767 284 1,048 3,283
Provision for income taxes 71 41 11 23 85 71 25 25 25 25 100 100
  Implied Tax Rate 17% ‐3% ‐1% ‐29% ‐17% ‐3% ‐10% 10% 3% 9% 10% 3%

Net income 344 (1,231) (850) (102) (578) (2,672) (271) 217 742 259 948 3,183
Net margin 0.7% ‐11.1% ‐6.4% ‐0.6% ‐3.8% ‐4.8% ‐1.6% 1.1% 3.3% 1.2% 1.2% 3.2%
Net income per common share, fully‐diluted 0.02 (0.05) (0.04) (0.00) (0.02) (0.11) (0.01) 0.01 0.03 0.01 0.03 0.11
Wtd. average shares outstanding, fully diluted 19,564 22,613 23,242 25,308 26,200 24,341 29,456 29,456 29,456 29,456 29,456 29,456



Decisionpoint Systems (DNPI ‐ OTC:BB) Pro‐Forma Model, CMAC Acquisition

(In thousands, United States Dollars) FY 2010E
Revenues

  CMAC revenues 10,400
  DNPI revenues 55,974
Total revenues 66,374
      Year‐over‐year growth rate

Cost of sales

  CMAC cost of sales 7,800
  DNPI cost of sales 45,633
Total cost of sales 53,433

Gross profits
  CMAC gross profit 2,600
  DNPI gross profit 10,342
Gross profit 12,942

Gross margin

  CMAC gross margin 25.0%
  DNPI gross margin 18.5%
Gross margin, overall 19.5%

  Selling, general, and administrative expense 11,449
     % of Sales 17.2%

Operating income 1,774
Operating margin 2.7%

Other income (expense), net 25
Interest income 3
Interest expense 81

Other income (expense), net
  Interest expense (1,927)
  Other income (expense), net (1,176)
Total other income (expense) (3,103)

Income before income taxes (1,329)

Provision for income taxes
  Implied Tax Rate ‐12%

Net income (2,530)

Net margin ‐3.8%

Net income per common share, fully‐diluted (0.09)
Wtd. average shares outstanding, fully diluted 29,456




