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BIO: 

A co-founder of ICx, Mr. Kobler has 

served as a board member, President and 

Chief Executive Officer since inception. 

Mr. Kobler also is a founding partner and 

Chief Executive Officer of Digital Power 

Capital, a private equity firm and main 

investor in ICx since 2001. Previously, 

Mr. Kobler headed General Electric’s 

Energy Technology Investment Group, a 

joint effort between GE Equity and GE 

Energy. He served as Chief Quality Offi-

cer leading the Six Sigma effort at GE 

Equity. From 1992 to 1997, Mr. Kobler 

was a management consultant with Bain 

& Company in its Boston, Munich and 

Sydney offices. Mr. Kobler holds a Mas-

ter’s degree in Aerospace Engineering 

from the Technical University of Munich, 

and an MBA from the University of 

Texas at Austin. 

 

Company Profile: 

ICx Technologies is a leader in the devel-

opment and integration of advanced sen-

sor technologies for homeland security, 

force protection and commercial applica-

tions. Its proprietary sensors detect and 

identify chemical, biological, radiologi-

cal, nuclear and explosive threats, and 

deliver superior awareness and actionable 

intelligence for wide-area surveillance, 

intrusion detection and facility security. 

By leveraging its unparalleled technical 

expertise, ICx pioneers the integration of 

these advanced sensors into effective se-

curity and commercial solutions. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Kobler, what was your 

vision when you co-founded ICx, and 

where are you today? 

Mr. Kobler: “After 9/11 we realized that 

the world had changed. New technologies 

and new thinking were needed. We 

started investing and working with many 

of those high-tech and advanced sensor 

companies. When speaking with their 

customers we realized that there was not 

only a need for better, more effective sen-

sors that have higher sensitivity and 

fewer false alarms, but we also learned 

that they do not only want good technol-

ogy, but look for complete solutions, 

which require that those sensors work 

well together. With that in mind, we set 

out to build a sensor company that builds 

better sensors and integrates them for our 

customers to make it easier for them to 

make an educated decision.” 

 

CEOCFO: What is your target market? 

Mr. Kobler: “We cover the range from 

force protection, homeland security, 

commercial security, and commercial 

applications. Generally, we start out with 

government business; we often receive a 

significant amount of funding to develop 

advanced technologies. From there we 

gradually branch out into other markets, 

which could go as far as cancer research, 

or commercial security.” 

 

CEOCFO: What do you know at ICx 

that allows you to build better sensors? 

Mr. Kobler: “We are a technology com-

pany at heart and have, over the years, 

developed a unique technology engine 

that allows us to produce better products. 

This engine is fueled by three things: 

people, money and connections. First, our 

people have an experience base that is 

broader than most other players in the 

industry; it is also deeper in many of the 

leading, advanced-sensing technologies. 

We have more than 400 PhDs—

engineers, from broad disciplines such as 

chemists, molecular biologists, material 

scientists—and with that vast amount of 



knowledge under one roof we have a lot 

of cross-fertilization. ICx is a technology 

engine driven by those experts, as well as 

by very significant research funding, 

much of which we receive from the gov-

ernment. This “contract research” comes 

from areas such as DARPA, DHS, and 

the Department of Energy. Finally, we 

have very strong connections with lead-

ing research institutions in the country, 

such as MIT or Sandia Labs. Combined, 

these three elements allow us to push 

forward and come out with game-

changing technologies on a very regular 

basis. The fact that we have expertise 

across a very broad spectrum in both 

CBRNE (chemical, biological, radiologi-

cal and explosive) detection, as well as 

perimeter surveillance, allows us to com-

bine everything into more effective solu-

tions because we know how to 

optimize the sensors.” 

 

CEOCFO: Are you providing 

the customized solution or are 

there some off-the-shelf prod-

ucts? 

Mr. Kobler: “We have both. 

Half of our business, the prod-

uct business, is comprised of 

sensors that we sell in boxes, 

much like a computer. We have 

the world’s most sensitive ex-

plosive sniffer, and very high-

end spectroscopic radiation 

detectors. These may be pur-

chased off the shelf. When you 

work with larger installations 

such as an Air Force base, an 

airport or at the southern U.S. border, you 

need to combine those various sensors 

into solutions. That requires a higher 

degree of customization, which we also 

do. Today we probably have a fairly equal 

distribution between the two.” 

 

CEOCFO: Is that the mix you like, or do 

you see that changing? 

Mr. Kobler: “That is probably how it 

will be for the foreseeable future. We see 

a somewhat higher growth in the solu-

tions business where we have just started 

combining our sensors. However, that is 

something that the government has done 

traditionally themselves. The commercial 

markets, where we are heading with this, 

have not picked up strongly on that yet, 

so we expect some more room to grow 

here.” 

CEOCFO: How do you get new busi-

ness? 

Mr. Kobler: “We are organized into 

three divisions which we run as P&Ls; 

they have their own development teams. 

We go direct with the boxes or products 

that are highly specialized; for the high-

margin, complex tools, we have a direct 

sales force. We also sell indirectly when 

we try to help our integrators, the Hon-

eywells and Boeings of the world, to be-

come more successful. The mix is cur-

rently about 50/50 in our business. Obvi-

ously, the integrator piece happens when, 

for example, we work with a Honeywell 

to put our radars into use in an airport. 

After we teach them to use our tools once, 

the expectation is that they will take the 

concept and the learning experience to 

many more airports over time.” 

 

CEOCFO: You recently did an IPO; why 

now, what is the plan? 

Mr. Kobler: “We have been growing 

very rapidly at 30%-, 40%-plus organi-

cally, which requires a lot of working 

capital. We also have been seeing many 

interesting technologies, companies that 

would be a good fit for ICx for an acqui-

sition. We have a long history of success 

with acquisitions. For both technologies 

and acquisitions we need capital so the 

public currency will allow us to do more 

of that.” 

 

CEOCFO: Are you primarily in the 

U.S., and what is the international aspect 

for you? 

Mr. Kobler: “More than 80% of our 

business today is in North America. We 

have a few locations in Canada, and one 

in Germany. The security world is as big 

abroad as it is here, so we have a lot of 

room to grow. We do that very carefully, 

and we have started sowing the seeds for 

that growth.” 

 

CEOCFO: Would you tell us more about 

the cancer diagnostic technology and how 

that fits into your strategy? 

Mr. Kobler: “First and foremost, we are 

fully focused on homeland security and 

advanced security. However, as we drive 

the development of these advanced-

security technologies we often find that 

there are cases for those technologies in 

non-security markets. Cancer research is 

just one example. We are developing ad-

vanced Polymerase Chain Reaction tech-

nology that will allow the detection of 

anthrax or bird flu, but the 

same technology that goes into 

this may also be used for early-

stage cancer detection. We 

have a joint agreement with 

Merck & Co., Inc. to that end, 

and it will take several years 

before it can be commercial-

ized. 

 

The type of radar that secures 

the southern border can also be 

used to gauge the distance to 

automatically drive vehicles, 

for example, or to find deer on 

the side of the road. The sniff-

ing technology that we have in 

the advanced enzymes, we use 

for chemical agent detection, 

and it can be used in hospitals for wound 

care. Our security software platform, 

which is used to drive security networks, 

is also used in the transportation market. 

Over the next couple of years, we believe 

we will see many more of those applica-

tions commercialized so I would think 

three years from now we will be much 

more broadly based beyond security.” 

 

CEOCFO: Why should potential inves-

tors be interested? 

Mr. Kobler: “We offer a high-growth, 

diversified technology platform that is 

focused on several industries that have 

experienced high growth. With that high 

diversification comes a more steady 

growth opportunity. In addition, we have 

a number of breakout options built in. 

Some of that versatility could be either 

“We started investing and working with many 

of those high-tech and advanced sensor compa-

nies. When speaking with their customers we 

realized that there was not only a need for bet-

ter, more effective sensors that have higher sen-

sitivity and fewer false alarms, but we also 

learned that they do not only want good tech-

nology, but look for complete solutions, which 

require that those sensors work well together. 

With that in mind, we set out to build a sensor 

company that builds better sensors and inte-

grates them for our customers to make it easier 

for them to make an educated decision.” 

                                                        - Hans Kobler 



one of our security products making it 

big, or a commercial application branch-

ing out that would fuel additional growth 

beyond what we have experienced. We 

have all the ingredients in place. We have 

built a very strong operating platform, we 

have a technology engine in place, and 

with that we will move towards expanded 

profitability over the coming years.” 

 

CEOCFO: What do you see as the big-

gest challenges you face as you grow and 

how are you prepared? 

Mr. Kobler: “The key challenge for us is 

to keep translating our technologies into 

products, and being nimble in dealing 

with changing environments, especially 

in security because things can change 

overnight. We have seen that a couple of 

times before. We had the London bomb-

ings, which employed liquid explosives, 

and no technology was available at the 

time, so on very short notice we changed 

our research focus. Six months later, our 

explosives sniffer was adopted to meet 

those new challenges and PaxPoint, our 

liquid explosive screener, now is used in 

some airports by the TSA. I think we will 

always have to be ready to deal with that 

fast-changing environment, to stay nim-

ble and make it happen.  

 

CEOCFO: What should people remem-

ber most about ICx? 

Mr. Kobler: “ICX is a highly diversified 

technology leader touching several attrac-

tive high-growth markets. We have 

strong organic growth and a lot of options 

built in that could fuel the growth much 

further.” 
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