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different attitude and approach,” he notes. 
It also calls for good internal marketing 

skills. “As the primary interface between our 
investors and IK we rely on good information 
from our investment teams. This requires team 
work and cooperation as well as patience and, 
often, some diplomacy,” says Larsen.

Monitoring, benchmarking and screening

Going forward, the team’s key objectives remain 
to furnish existing investors with high quality 
information, and to consolidate relationships. 
This includes involving fund investors in 
appropriate co-investment opportunities. 

“Our ultimate goal is simply to build customer 
loyalty which will hopefully ensure investors 
committing to successor funds,” says Larsen.

The team is also establishing closer links 
with potential new investors. “We help them 
understand our business, the risk-return profile 
and our positioning within the private equity 
spectrum. We also aim to keep them, and the 
marketplace generally, appraised of all 
developments of interest from an investor 
perspective,” Larsen says. 

The team is also constantly monitoring, 
benchmarking and screening its competitors to 
ensure that IK continues to present itself to its 
best advantage.

“Private equity is an extremely fast-moving 
and highly competitive business. Therefore it  
is vitally important that we are equipped to 
communicate our success story to the people 
that really matter,” Larsen concludes.

Structured information routinely provided to 
investors includes annual valuations and reports 
alongside year to date updates as well as regular 
mail shots and emails with regard to new 
investments, exits and general portfolio progress. 

Less formally, the team encourages frequent 
personal contact with investors supported by 
events, road shows and update meetings. “We 
aim to give a real feel for where the firm is 
going and strive to be in constant communication. 
We also meet all our investors, individually, 
once a year,” says Larsen. 

Ambassadors for the firm

IK’s investor base primarily 
comprises institutional investors, 
40 per cent of which are from 
the Nordic region, 35 per cent 
from elsewhere in Europe and 
25 per cent from mainly the US. 
“IK’s investor relation’s team serves over one 
hundred investors,” says Larsen.  

Larsen has been with IK for 15 years. He 
previously led the firm’s investment team for  
Denmark and Norway. He took up the investor 
relations mantle formally in 2003 – in the middle 
of the IK2004 fund raising effort – although he 
still retains co-responsibility for sourcing in 
Denmark.

Prior to establishing the investor relations 
function four years ago, primary responsibility 
for investor communications was rather a 
‘floating brief’. 

“We realised, however, that in line with IK’s 
growth and development it was becoming 
necessary to have a fixed contact for investors. 

We also felt it best to appoint someone with 
hands-on experience of the investment process, 
good knowledge of the portfolio, and a deep 
understanding of the financial and strategic 
underpinning of our business and the markets 
in which we operate,” observes IK’s Chief 
Executive, Björn Savén. 

 “Investor relations is a highly specialised 
role and requires high-calibre people if they are 
to be credible external ambassadors for the firm, 
able to provide investors with a consistent, 
coherent and balanced view of the business,”  
he continues. 

“Good investor relations can be a huge asset.  
Equally, bad investor relations is a liability for 
the firm. This is a long-term game and investors 
have long memories. So it is far more complex 
than ‘just’ fund-raising and reporting,” he says.

The three-strong team, based in London, 
comprises Larsen alongside Co-ordinator Alice 
Bayliss. They are assisted by Deborah Truman.  

Regarding the challenges presented by 
investor relations compared with deal making, 
Larsen says: “On the investment side you are 
often required to work intensively for a set 
period of time. With investor relations you need 
to be willing to take a much longer term 
perspective. This is also very much a service-
oriented function which requires an entirely 

Building 
stronger 
investor 
relations

“It is vitally important that we are equipped 

to communicate our success story to the 

people that really matter.”

TEAM WORK. According to IK Partner Mads Ryum 
Larsen, working with investor relations requires 
an entirely different attitude and approach than 
deal making. From left to right: Assistant Deborah 
Truman, Co-ordinator Alice Bayliss, Head of Team 
Mads Ryum Larsen.
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IN MAY, IK ANNOUNCED its participation in a 
ground-breaking merger in the Finnish daily 
goods retail sector. Tradeka Ltd, the daily goods 
retail company, and Wihuri Group’s daily 
goods retail chains within Ruokamarkkinat Oy 
are merging their activities to create a strong, 
new domestic player in the Finnish retail market. 

IK2000 will initially take a 32 per cent stake 
in the combined company, a stake which may 
be increased to 67 per cent in the 
future. The transaction is expected 
to close in late July, following 
approvals from relevant competition 
authorities.

The daily goods retail chains 
operated within Tradeka and 
Ruokamarkkinat are all household 
names in Finland. Together, they 
cover Finland from North to South, 
with particular emphasis on the 
metropolitan areas of Helsinki, 
Turku and Tampere. Through  
the merger, Tradeka’s Siwa 
neighbourhood shops, Valintatalo 
supermarkets and Euromarket hypermarkets 
together with Wihuri’s Ruokavarasto 
neighbourhood shops, Sesto supermarkets and 

Etujätti hypermarkets will all become part of 
the same group, to be operated under the name 
Tradeka Ltd. 

Crystal clear industrial logic

The combined group will be the third largest 
actor in Finland’s daily goods retail industry, 
with an approximate market share close to 14 
per cent, and a leader in the neighbourhood 

shop market. It has 750 stores, 6,900 employees 
and the combined net sales in 2004 were in 
excess of €1.3 billion. The current managing 
director of Tradeka Ltd, Mr Markku Uitto, will 
become CEO of the new group.

From IK’s side a team consisting of Thomas 
Ramsay, Martin Backman and Kristian 
Kemppinen executed the transaction with 
support from Michael Rosenlew, Head of IK’s 
Region East. 

In the complex project of merging the retail 
chains of a cooperative, Tradeka, and a private 
family owned company, Wihuri, IK played an 
instrumental role as deal driver. “It was a 
challenging process and one that needed an 
outside third party acting as catalyst,” says 
Thomas Ramsay, Head of IK’s Finnish team 
responsible for the transaction. He continues: 
“But we were determined to make it happen.  
In today’s retail market you need large volumes 
and efficient systems to remain competitive,  

so the industrial logic for this transaction was 
crystal clear”. 

Markku Uitto, CEO of the combined group 
agrees.

“This combination is a perfect fit, as the two 
companies complement each other very well in 
terms of store location and centralised chain 
management systems. The customers will get 
improved service and extended access to customer 

loyalty benefit programs. Going forward, 
we will focus on strengthening our 
store concepts and aim to reinforce 
our leading position in the neighbour-
hood shop segment”, he says.

Collecting credits

As the retail chains within 
Ruokamarkkinat join forces with those 
of Tradeka, the Ruokavarasto, Sesto 
and Etujätti customers gain access to 
Tradeka’s YkkösBonus customer loyalty 
scheme. Tradeka’s customers are also 
winners, as the number of stores 
connected to the program increases,  

and thereby customers’ opportunities to collect 
credits.  

“We look forward to working closely with the 
company’s management in further developing 
the business. In addition to providing capital to 
the company, we will leverage our extensive 
experience from the retail industry and focus 
on concept harmonisation and improved 
customer service,” says Michael Rosenlew, 
commenting on the transaction.

IK’s strong foothold and extensive network in 
Finland was a great asset in the process of 
sourcing and executing the transaction. To  
date, IK has made eight investments in Finland: 
Consolis, CPS Color, Dynea, Eltel Networks, 
Enermet, KCI Konecranes, Noviant and Paroc. 
The firm’s prior experience in the retail segment 
includes the investments in Europris in Norway, 
Hjem-Is in Denmark as well as Lindex and 
Ellos in Sweden. 

Serious shopping
Industri Kapital’s participation in a ground-breaking merger in the Finnish daily goods retail sector  

creates the third largest actor in Finland’s daily goods retail industry and a leader in the neighbourhood 

shop market. IK’s prior experience in the retail segment and foothold and extensive network in Finland 

were great assets in the process of sourcing and executing the transaction.

“This combination is a 
perfect fit as the two 
companies complement 
each other very well in 
terms of store location 
and centralised chain 
management systems.”

Markku Uitto, CEO, Tradeka Ltd. 

TRANSACTION

BIG BARGAINS. The daily goods retail chains 
operated within Tradeka and Ruokamarkkinat are 
all household names in Finland.
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WIN-WIN COMBINATION. As Ruokamarkkinat’s  
retail chains join forces with those of Tradeka, their 
customers gain access to Tradeka’s YkkösBonus 
customer loyalty scheme. Tradeka’s customers are 
also winners as the number of stores connected to  
the program increases.
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FOUNDED IN SWEDEN in 1963 by the Swedish 
designer Sonja I. Andersson and Kjell 
Melander, SIA is now a renowned brand within 
the interior decoration industry. With two 
collections a year, SIA produces a wide range of 
products such as artificial plants and flowers, 
vases, table decorations, furniture, lamps, bed 
and table linen, candles and candlesticks, home 
fragrances, kitchen accessories and a range of 
bathroom products.

Headquartered in France, the SIA Group 
distributes its products in 30 countries across 
Europe, the United States and Japan. Its 

distribution network increased from 127 points  
of sale in 1999 to 361 in 2004 (including 30 
exclusive Sia boutiques). The Group has 
approximately 450 employees and an estimated 
2005 turnover of approximately €130m.  

“Industri Kapital has a strong track record  
of working with companies involved in the 
distribution of consumer goods globally, and we 
very much believe that this experience will add 
real value in the next stage of SIA’s development.  
We look forward to working with the management 
team to grow the business. In particular, we will 
develop SIA’s distribution networks further as 
well as extending the product range and 
launching new designs and concepts.  With 
both Industri Kapital and SIA bringing together 
a dynamic Franco-Scandinavian mix, this adds 
some extra flavour to the transaction!” says 
Industri Kapital Partner Christopher Masek.

Perfect match

Johan Nilsson, SIA Group CEO, says: “With 
Industri Kapital’s support, we will accelerate the 
development of SIA’s brand, not only in Europe 
where we are already a leader, but also in Japan 
and in the United States. Our development 
strategy is based on selective distribution  
and partnerships with retailers and quality 
department stores around the world. IK’s 
international profile as well as its Scandinavian 
roots represent a perfect match for SIA.” 

SIA comes back home
Industri Kapital has signed an agreement to acquire The Sia Group,  

a renowned brand within the European interior decoration industry.

The SIA story

Founded by Swedish entrepreneurs 

Sonja I. Andersson and Kjell Melander, 

the Group was acquired in 1979 by 

Electrolux, the global No. 1 in the  

household goods industry. Under the 

ownership of Electrolux, a geographic 

expansion programme was implemented 

resulting in a European network. In 

1988, the Group was acquired by the 

investment fund Charterhouse (now 

called Chequers) together with the 

management team. In 2001, SIA was 

acquired by 3i, with management also 

retaining a stake.

For further information visit  

www.sia-homefashion.com

WORLD OF INTERIORS. With IK’s support, the development of Sia’s home fashion brand will accelerate and 
expand in Europe, Japan and the United States.

TRANSACTIONS

TEXTILE 
TAKEOVER

The Industri Kapital 2004 fund 

will acquire 75 per cent of the 

leading Norwegian home textile 

retailer Kid Interiør from its 

family owners, who will retain 

a 25 per cent holding.  

KID INTERIØR IS NORWAY’S leading home textile 
retailer with a strong position in a market 
worth approximately NOK four billion  
(€500 million) per year. With a turnover of 
NOK 716 million (€90 million) in 2004, Kid 
Interiør has demonstrated an annual average 
growth of 27 percent since 1998. During the 
same period the number of wholly owned 
stores has grown from 25 to 90, with further 
store openings planned for 2005.

“There is a positive consumer trend for 
interior decoration and home furnishings and 
we believe there will be continued growth in 
this segment during the coming years,” 
commented Trygve Grindheim, Partner at 
Industri Kapital, adding “Kid Interiør has a 
strong track-record of high and profitable 
growth and benefits from a unique position in 
the Norwegian market.”

Kid Interiør is currently owned by Jul  
A. Gundersen and his son, J. Andrew 
Gundersen.  Following the acquisition 
J.Andrew Gundersen will step down from his 
current position as CEO but will join the 
Board of Directors. The present Deputy 
CEO, Anne Karine Stenshorne, will take 
over as CEO. Anne Karine has worked in  
the company since 1985 and has been 
instrumental to the company’s successful 
development over the last 10 years.

“As the company has been owned by our 
family for three generations we felt it was 
time to bring on board an external owner 
who can take the company into its next 
development phase. We are very pleased to 
have Industri Kapital join us as owners and 
we look forward to continue developing the 
company together with them” commented  
J. Andrew Gundersen, third generation  
family owner.

 “We will continue to focus strongly on 
offering our customers the best products at 
the most attractive prices whilst also adapting 
to any trends in the market place. I am 
incredibly proud of Kid Interiør and what we 
have achieved so far, and very pleased to have 
the opportunity to work with Industri Kapital 
and all the employees at Kid to further 
develop the business,” commented Anne 
Karine Stenshorne of Kid Interiør.
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Strategy, support and ‘smoke 

detection’ – that’s what IK’s 

centrally placed strategy,  

operations and business control 

unit focuses on. It supports the 

deal teams, ensuring that the 

value of assets held are  

maximised and, crucially, acts 

as an ‘early warning system’ of 

potential portfolio problems.

GIVEN THE CHALLENGES of managing a growing 
and increasingly complex portfolio, Industri 
Kapital’s strategy, operations and business 
control (SOBC) team is a valuable resource for 
the firm and its portfolio companies (PCs). 

Established three years ago and based in 
Stockholm, the four-strong team – led by 
partner Gerard De Geer – essentially supports 
deal teams pre-investment and then works 
alongside them and PC managements post-
acquisition. 

“As part of this we will help to identify and 
address any strategic, operational or performance 
issues which might arise during our holding 
right through to finding the best exit,” Gerard 
De Geer explains.

De Geer believes there is a growing trend 
within the European private equity industry for 
in-house operational teams. “Competition for 
deals and longer time horizons for the holdings 
has increased the need for genuine value 
creation. With far less scope for ‘financial 

engineering’, strategy work and professional 
portfolio management have assumed greater 
significance,” he notes.

Before joining IK in 2002 to set up the 
SOBC function, De Geer spent much of his 
career in line management, notably within the 
automotive industry. He was also a management 
consultant in Sweden for eight years.

Portfolio and Operations Controller Christel 
Retzlaff joined the SOBC team during 2004, 
having spent 4 years with IK’s deal teams in 
Germany and Sweden. Manager Tove Langlet 
joined the IK team last August, having spent  
nine years in consulting and five years in 
industry, primarily engineering.

The SOBC team is able to add value through 
leveraging its network of industry contacts – a 
long-term resource which IK is in the process of 
institutionalising for better value-added. 

“We will often call on people from our 
network to participate, in a consultancy capacity, 
in transactions. Post-investment the network 

SECRET SERVICE

EFFECTIVE IMPLEMENTATION. A key part of the Industri Kapital’s strategy, operations and business control team’s role is to provide consulting support to ensure the 
implementation of profit improvement or change management projects at the portfolio companies. From left to right: Gerard De Geer, Head of the Team, Tove Langlet, 
Manager, Christel Retzlaff, Portfolio and Operations Controller, and Angélique Liedholm, Assistant.

Working behind the scene
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also provides a pool of prospective non-executive 
directors, enabling us to match boards with 
management groups for even better dynamics,” 
says Gerard De Geer.

With a high level of financial and strategic 
skills, the SOBC team can often bring a fresh 
perspective to the negotiating table. “With our 
network, we can provide industry insight on 
potential transactions at an early stage in order 
to facilitate screen-outs or promote high priority 
targets. The support aims to make the deal 
sourcing more efficient, so that the deal teams 
do not spend too much time on  transactions 
that are not going to work,” says De Geer. This 
also holds good for assisting PCs with add-on 
acquisitions or facilitating trade sales.

 A key part of the team’s role is to provide 
consulting support to ensure the effective 
implementation of profit improvement or 
change management projects at the PCs. 

“We were recently asked to review an 
operations improvement project by the CEO of 
one of our PCs. It was beginning to run 
aground and was an obvious assignment for us. 
It is something we could handle immediately, 
make factory visits and interviews around the 
organisation and then advise on the best 
approach to take,” says Tove Langlet. 

During the start-up year for a new PC the 
team will routinely review strategy and change 
programmes and suggest priorities to ensure 
realistic and implementable plans. 

The SOBC team has also devised an ‘early 
warning system’ to ensure that PC performance 
issues are identified and dealt with as early as 
possible. “We can also spot opportunities to 
further improve operational performance  
and/or to speed up the improvement initiatives,” 
adds Christel Retzlaff.  

The starting point for the team is a desk-top 
review of the quarterly reports of each individual 
PC. These results are complemented with a set 

of key performance indicators (KPIs) which 
reflect the type of business and its industry. 

Poor performance can trigger the team’s 
‘Red Flag’ criteria. “If the Red Flag is raised,  
we will take action to follow-up or transfer to 
‘special focus’. This provides immediate and 
powerful support to PCs in distress or to PCs 
that for other reasons – such as high growth – 
require close ownership attention,” says Retzlaff. 

A more global approach

A prime example of the team’s ‘recovery’ work 
was with the marine cargo handling equipment 
company MacGREGOR. This was a portfolio 
‘problem child’ for a few years and at one stage, 
not helped by the cyclicality of the shipping 
industry, was looking quite precarious. But the 
company was successfully turned around and 
was subsequently exited at a 2x money multiple 
to cost at the end of last year.

However, as De Geer asserts: “Ideally we 
want to pre-empt this kind of ‘fire fighting’, 
hence we will pursue and actively investigate 
any question marks which arise from the 
quarterly report reviews. If we become aware of 
issues we will talk immediately to the deal team 
and the portfolio company. And while there 
may well be good reasons for poor performance, 
at least the deal team is alerted and we get the 
discussion going.”

 De Geer believes that because the deal 
teams are often busy doing many other things, 
it can be difficult for them to detach themselves 
and ‘take a step back’. “Although the basic 
information comes in automatically and is 
there for everyone to see, it is necessary to 
analyse and interpret its significance, and put it 
into the right context,” he says. “The teams are 
beginning to appreciate our institutionalised 
system.” 

In addition, the SOBC team keeps a close 
eye on IK’s portfolio balance to ensure that  

Red flag criteria for  
powerful support

The SOBC team has devised an early 

warning system to ensure that portfolio 

company performance issues are 

identified and dealt with as early as 

possible.

The starting point for the team is a 

desk-top review of the quarterly reports 

of each individual portfolio company. 

These results are complemented with a 

set of key performance indicators (KPIs) 

which reflect the type of business and 

its industry. A Red Flag criteria is used 

for deciding when to take action to  

follow-up or transfer to ‘special focus’.

“The teams are beginning to appreciate our  

institutionalised system. Although the basic 

information comes in automatically and is there 

for everyone to see, it is necessary to analyse 

and interpret its significance, and put it into the 

right context.”
Gerard De Geer, Partner and Head of IK’s 

strategy, operations and business control team

no single exposure becomes too large. It  
also arranges several seminars each year to 
encourage networking between the PCs.

Looking ahead, De Geer sees his team’s 
major and immediate task as to continue to prove 
itself with the deal teams and the PCs. “We 
want them to invite us to contribute to situations. 
It is essential for us to be recognised as a support 
function and not to be regarded as some kind of 
‘Big Brother’,” he says. “We also aim to take a 
more global approach which will enable us to 
better serve the entire organisation.”
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DYNO NOBEL IS A PROUD Contributing Partner to 
the newly opened Nobel Peace Center (NPC) 
which opened its doors on June 11, 2005 in the 
presence of both the Swedish and Norwegian 
Royal Families. Housed in the old Vestbanen 
building that was once the main station for 
Norway’s west-bound railway dating from 1872, 
the center offers exhibits, research materials and 
facilities to highlight conflict analysis and 
resolution. The building is located at the Oslo 
harbour, across from the Oslo City Hall where 

the Peace Prize is awarded every December  
10 – the day Alfred Nobel died. 

The heart of the NPC is the second floor, 
which includes the Nobel Field Room, a digital 
garden of dozens of flat screens that display all 
the winners and their causes. Visitors then 
proceed to the adjacent Nobel Chamber, which 
is sponsored by Dyno Nobel. The Chamber 
houses a special project that tells the Alfred 
Nobel Story and the history of the prize through 
the use of a “Living Book” developed by Digital 

Artist/Technologist David Small, who has also 
worked with the highly regarded MIT Media 
Lab. As visitors turn the pages, pictures come 
alive. 

Dyno Nobel President and CEO Dag Mejdell 
took part in the opening ceremony. In addition, 
40 members of the NPC Project group joined 
Dyno Nobel in a celebration reception and tour 
of the Company’s Explosives’ Museum south  
of Oslo on the Sunday, before returning to the 
NPC by boat.

Dyno proud sponsor of Nobel Peace Center

COLOURFUL OPENING. Close to 5,000 
people paid a visit to the Nobel Peace 
Center in Oslo, Norway, during its opening 
weekend. Top: The Nobel Field Room   
Right: Dag Mejdell, Dyno’s CEO with Geir 
Lundestad, Director of the Norwegian Peace 
Prize Institute. Far right: The Norwegian and 
Swedish Royal couples, together with the 
Swedish Crown Princess and the Norwegian 
Crown Prince couple.

PORTFOLIO COMPANY NEWS



Dynea sells North 
Carolina Facility

Dynea International has sold 
its Welcome, North Carolina 
Paper Overlays facility to Shaw 
Industries Group of Dalton, 
Georgia. The Welcome facility 
produces and sells paper 
overlays to the laminate flooring 
and decorative melamine 
laminating industries. 

“Dynea has successfully been 

developing world class products 

and technology for the laminate 

flooring industry. Shaw taking 

over the Welcome facility is a 

natural progression in the 

relationship that has developed 

between our two companies over 

several years,” says Dynea 

Group President and CEO Roger 

Carlstedt, adding: “Dynea 

remains committed to being a 

strategic supplier to the laminate 

flooring industry with market 

leading resin and technology 

solutions both in North America 

and Worldwide”. 

The Dynea Group, based in 

Helsinki, Finland, is one of the 

world’s leading providers of 

industrial adhesive systems. In 

2004, Dynea had combined 

revenues of €1.1 billion.  

With 55 production units in 26 

countries in Europe, the Americas 

and Asia Pacific, Dynea has 

some 3,200 employees. Dynea  

is controlled by the IK1997 and 

IK2000 funds.
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PORTFOLIO COMPANY NEWS

In April, Sydsvenska Kemi,  
the parent company of the 
Perstorp Group, announced 
the sale of its subsidiary 
Vyncolit to Sumitomo Bakelite 
for approximately €94 million. 
The divestment is in line with 
Perstorp’s strategy to focus on 
its core business, specialty 
chemicals. Vyncolit is active 
within moldable composites 
and provides its products 
mainly to the automotive and 
electrical industries. 

Vyncolit’s development over  

the last few years has been 

considerable. The business has 

been able to leverage Perstorp’s 

longstanding experience and 

know-how within specialty 

chemicals in order to develop 

new applications and products. 

The successful broadening of 

application areas has increased 

Vyncolit’s co-operation with 

important customer groups such 

as the automotive industry – a 

cooperation which was further 

strengthened through the  

acquisition of the moldable 

composite activities of Rogers 

Corporation in 2002, enabling 

Vyncolit to gain a foothold in 

North America.

“The sale of Vyncolit to 

Sumitomo Bakelite has enabled 

Perstorp to realise excellent value 

for the business and demonstrates 

Perstorp’s strong track record of 

creating value in its individual 

business activities. The sale is 

also a natural step in our strategy 

of focusing on our core activity, 

specialty chemicals”, says 

Anders Lundin, Executive Vice 

President of Perstorp.

Sydsvenska Kemi is the parent 

company of Perstorp, an 

international group of specialty 

chemicals companies. The 

Perstorp Group holds leading 

positions in the specialty chemicals 

and materials technology markets, 

mainly for customers in the 

coatings, plastic-processing and 

automotive industries. 

Perstorp’s sales in 2004 totalled 

SEK 6.5 billion and the group 

has approximately 2,100 

employees. Sydsvenska Kemi is 

controlled by IK2000.

Sydsvenska Kemi sold Vyncolit to Sumitomo Bakelite

CEVA secures US foot-print

With the acquisition of Biomune 
Co from ZEON Corporation, a 
company publicly traded in 
Japan, and its founders (who 
stay managers in the new enti-
ty), CEVA gains a foothold in the 
United States, the world’s 
leading veterinary market, and 
establishes itself firmly on the 
poultry vaccines market, one of 
its major fields of expertise.

Formerly the veterinary division of 

SANOFI, the CEVA Group has 

been extending its international 

presence since its independence 

in 1999. The 2003 MBO by the 

Industri Kapital 2000 fund has 

offered CEVA the opportunity to 

accelerate its international growth 

by well targeted acquisitions in 

Mexico, Denmark, Turkey and now 

the United States. The North 

Americas alone represent 40 per 

cent of the global animal health 

market and CEVA already has a 

presence in the market through its 

distributor network promoting the 

Group’s ranges for companion 

animals. 

Biomune is based in Lenexa, 

Kansas and reported a turnover  

of USD 17.2 million in 2004. 

Biomune boasts a portfolio of 

highly innovative products already 

available on the market or under-

going development, a range which 

provides a perfect strategic fit with 

that of the CEVA Group, especially 

in the field of recombinant vaccines.

Commenting on the acquisition, 

Philippe du Mesnil, CEO of CEVA 

declared: “What attracted us was 

the combination of the enormous 

quality of Biomune’s human 

resources in general and of its two 

founders in particular together 

with the company’s dual expertise 

in conventional and recombinant 

vaccines. The acquisition gives 

CEVA the necessary platform to 

continue our successful develop-

ment wholeheartedly supported by 

Industri Kapital.”

NEW APPLICATIONS. Sydsvenska Kemi’s sale of Vynkolit is part of the  
company’s strategy to focus on the core business, speciality chemicals.

HEALTHY NEW ACQUISITION. 
Through Biomune, CEVA gains a  
foothold in the United States.



ik news  11

TRANSACTIONS PERSONNEL

OCTOBER
Next issue of IK News

18 OCTOBER
Investor Advisory Committee 

Meeting, London

8 DECEMBER
Investor Meeting, London

Industrial Advisory Board 

Meeting, London

DURING DECEMBER 
30 September 2005 Reports, 

including Valuations distributed 

to investors

NEW RECRUITS:

Bart Borms
Belgian. Associate, Benelux 

team. Based in London.

Benoît Leblanc
French. Associate, French team.

Based in London.

Marie Carlsson
Swedish. Assistant, Swedish 

team. Based in Stockholm.

 

In May, IK2000 finalised its 
third French realisation through 
the exit of Laho Equipement. 
Laho, which is one of France’s 
leading construction equipment 
rental groups, was sold to 
Barclays Private Equity for 
€110 million. 

IK acquired Laho in June 2000. 

Under IK’s stewardship, Laho 

has increased its national network 

of outlets from 72 to 110, both 

through organic growth and  

add-on acquisitions. As part of 

the investment strategy to focus 

on rental, Laho’s distribution 

business was divested between 

2002 and 2004, resulting in a 

doubling of its EBITA margin over 

the period. Furthermore, the 

company has focused on cost 

control and capex reduction, 

leading to high cash-flow 

generation and significant debt 

reduction.

 “We are very pleased with the 

strategic development that Laho 

has made under our ownership. 

Laho is now a pure-play rental 

group with an extensive national 

network. Serge Ansaldo and his 

team have done an excellent job 

in securing Laho’s continued 

competitiveness and success 

during a time of challenging 

market conditions,” comments 

Christopher Masek, Head of IK’s 

French team.

Says Serge Ansaldo, Chief 

Executive of Laho: “IK has been 

a very good partner for us over 

the last few years, as the 

company has implemented a 

clear, focused strategic plan. 

Their support and experience 

from the previous investments  

in the construction equipment 

sector allowed us to better 

identify potential and unlock profit. 

Laho is now well positioned to 

play an instrumental role in 

consolidating the French 

equipment rental market”. 

Laho is the third largest 

construction equipment rental 

company in France with 700 

employees and revenues of 

€115 million. Laho conducts its 

business through 110 outlets 

across France. 

IK divests Laho, one of France’s leading construction equipment rental groups

CALENDAR

Industri Kapital has reached  
an agreement to divest Fortex, 
a leading provider of textile 
rental and industrial laundry 
services in Benelux, to ABN 
AMRO Capital for approximately 
€72 million.

The business is planned to be 

merged with Clean Lease 

Randstad, the Netherlands 

based textiles services company 

acquired by ABN AMRO Capital 

in June 2004. The combined 

turnover of the group will amount 

to €115 million.

Fortex is a leading provider of 

textile rental and laundry services 

to the healthcare and industrial 

sectors in the Benelux countries, 

also providing special cleaning 

services for surgical instruments 

and textiles. The company has 

nine plants, employs 1,100 

people and reported sales of 

EUR 63 million in 2004.

 The Industri Kapital 2000 

Fund (IK2000) acquired a 65 per 

Divestment of Fortex

cent stake in Fortex B.V through 

the combination of three family-

owned companies in March 

2000.

A few months after the original 

deal took place, a fire destroyed 

a key plant of the company.  

The related delay in the plant 

reorganisation plan and the 

significant rise in operational 

costs led IK to write down the 

investment by 50 per cent at that 

time.

Subsequently IK has pursued 

a successful transformation of 

the business via the acquisition 

and integration of three Belgian 

companies and one Dutch 

company. The successful 

turnaround and value created 

through the add-on acquisitions 

enable IK to return 1.5x cost to its 

investors – despite a challenging 

start to the holding.

Kristiaan Nieuwenburg, Partner 

for the Benelux at Industri 

Kapital, says: ”The Fortex 

investment clearly demonstrates 

Industri Kapital’s operating 

approach to value creation, by 

way of creating a market leading 

business through successfully 

merging a number of businesses 

and restructuring the production 

platform. The merger of Fortex 

with Clean Lease Randstad 

provides a solid base for further 

market consolidation.”

The transaction is expected to 

close early July.

CLEAN DEAL. IK divests Fortex after 
having contributed to a successful 
turnaround of the company.
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