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Securing Success
How Ray-C Security and Engineering Solutions is providing answers 
for the nation’s top corporations By Dahlia Rizk 

S tarting one’s successful business inevitably involves find-
ing the right balance between pursuing one’s passions 
and making sure those passions can find their place in 
the market. At least that’s what Mohamed Rayan’s story 

would attest, as he set out to establish his own firm.
Not an engineer by training, Rayan gained his skills in comput-

ing and technology consulting through hands-on experience, 
which eventually proved enough for him to secure the position of 
assistant director of IT at the Four Seasons Hotel and Resorts.

“It was a well-paying position, in a great company. Many people 
would have been comfortable staying in that same role for years 
and years,” Rayan says. 

But he knew he was not one of those people. He soon realized 
that the missing link between him and any CEO position was sales 
experience. 

With his sights starting to set on starting his own company, he 
then took an unorthodox step — with a huge cut in pay and ben-
efits — and signed up for a sales job at the Four Seasons to begin 
building the sales experience and business network he wanted.

After two years, he started acting on his passion for green tech-
nology and computing and he aimed big.

His first ventures in selling green hardware involved marketing 
solar-powered street lights to gated residential communities in 
Egypt, such as New Giza, Qatari Diar, and Madinaty, thinking they 

could implement the product to scale. But he was underwhelmed 
with their reactions.

“People love the idea of green technology, saving the environ-
ment, etc.,” Rayan says. “But when you start talking about the 
necessary investments required upfront, that’s when they start to 
blink, even when you try to demonstrate the greater return on 
investment. Green technology requires long-term strategy and 
thinking, and this is what is missing from most businesses today.”

He turned to the public sector, thinking that the solar powered 
street lights could be ideal on public highways, but ended up butt-
ing heads with government bureaucracy, being tossed back and 
forth between the ministries of environment and transportation.

Meanwhile, a different kind of opportunity was presenting it-
self. Rayan’s long-standing relationship with one of the country’s 
biggest corporations, PepsiCo Egypt, is just one example of how 
a chance encounter at an informal networking event led to his 
first major client in the security industry, where he virtually single-
handedly installed security systems in 28 PepsiCo locations all over 
Egypt, including the company’s headquarters.

“The research, site visits […] it was a lot of work, accomplished 
in a matter of weeks,” he says. “Yet, the project was delivered on 
time, with a raving review from my first client.” 

Suddenly, Rayan was in business, and Ray-C Security and Engi-
neering Solutions was born.

Ray-C Security and 
Engineering Solu-
tions was started 

after a chance 
encounter with 
PepsiCo Egypt.
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He saw a gap in the market when it came to providing 
comprehensive, state-of-the-art security systems to multina-
tional corporations in the country. “Most of the companies 
[offering] security [services] of any kind were connected to 
police or military agencies in Egypt,” he says. “They were not 
very technologically advanced, mostly involving a couple of 
guys doing some basic hard wiring with a few cameras.”

In building a customer base, Rayan said he acted on the 
same values and ethics that had guided him throughout his 
journey as an entrepreneur, and even during his stint in 
sales at the Four Seasons.

“The key to closing the deal is demonstrating trust and 
transparency with the client,” he says. “Through my consult-
ing, I try to give them as much insider information as I can, 
which helps a potential client put more confidence in me. 
It also helps to stave off the inevitable question I always get 
asked as an entrepreneur, which is, “What else did you do, 
and where?”

Rayan is still passionate about green computing and tech-
nology, but after his initial dealings with solar street lamps 
and other ventures in cloud computing, he has had to put 
green hardware marketing on the back burner for now.

“At the moment I just want to secure our status in pro-
fessional security systems, with a green outlook whenever 
possible.” He says that the green color on his website tries 
to drive much of this idea home. But as the title of “Engi-
neering Solutions” would suggest, he’s open to new ideas to 
keep evolving the company and selling new green technol-
ogy when the opportunity arises.

Fleet safety (for vehicles) is another underdeveloped 
market for his products. Multinational companies with 
large shipping needs place demanding safety regulations 
on operators of forklifts, shipping trucks and airport ve-
hicles. These machines also tend to have very low visibility, 
but with the right camera or monitoring equipment, can 
obtain the right vantage points to operate the vehicles 
more safely.

Once again, PepsiCo Egypt has reached out to Rayan, 
demonstrating the staying power of valued partnerships. 
“Along with food company Chipsy, we have provided almost 
3,000 trucks with the right equipment (rear view monitor-
ing and parking sensors) to provide maximum possible 
safety for the staff, fleet, assets and goods,” Rayan says.

Moving forward, Rayan insists on quality of the equip-
ment he sells. It doesn’t come cheap, by his own admission, 
and he also insists on using digitally advanced IP systems, 
versus the manual CCTV systems. But there is a return. 

“I choose to be transparent about cost, in an industry 
where it is very easy to manipulate. I also offer a three-year 
warranty, which is unparalleled in this country. After the 
sale, this is what sets us apart from the competition.”

As his relationship with PepsiCo Egypt has demonstrated, 
keeping a client happy isn’t just a good reference — it’s a 
future opportunity.

In the end, Rayan contributes his success to sheer de-
termination, and puts the naysayers to one side. “I believe 
that there is always a business opportunity somewhere re-
gardless the current political situation or current climate, 
it just takes continuous efforts looking for it; and always 
ends with one.” bt

It’s not all about work; Mohamed 
Rayan works and plays hard.

Mohamed Rayan has been a self-made success.
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