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When East 
meets West

Sedant’s acquisition of 
Germany’s apt Hiller



Comment
Looking at global deal 

activity, it should be a 
very active M&A market 

across the Nordic region. And 
for sure, it’s been a busy year. 
Interestingly, in the last 12 
months we have seen record 
levels of international buyers 
looking to enter the region in 
search of growth investments 
that are not cheap, but still one 
to two turns of EBITDA multiple lower than in the US.

Of course, the individual Nordic countries behave differently. 
Norway has been impacted by the fall in the oil price, whereas 
Finland has suffered from deteriorating relations with Russia, a key 
business partner and source of spending for the Finnish economy. 
Denmark is performing averagely and Sweden is proving to be as 
resilient as ever. With the Swedish Central Bank lowering the repo 
rate in July to an unprecedented -0.35%, money has been flooding 
the markets.

In Sweden, sellers have more options than ever – an overheating 
stock market is generating premium valuations and becoming a 
more attractive option for business owners seeking an exit. The 
M&A market has been more ‘two-speed’: the highest quality assets 
have changed hands at record valuations, boosted by buoyant bank 
and bond markets, whereas more middle-of-the-road opportunities 
have been a tougher sell.

So what does the crystal ball show? Following strong second-
quarter reports from major industrial groups such as Atlas Copco, 
Ericsson, Hexagon and Alfa Laval, albeit flattered by currency 
effects, business confidence is on the rise. Our Nordic clients 
confirm the positive trend, building particularly on improvements 
across the Eurozone.

Consequently, Nordic corporates are ramping up their acquisition 
budgets and M&A activity is increasing. For the time being, 
opportunities abound for both sellers and growth-seeking investors, 
and we foresee continued interest from European, North American 
and Asian buyers seeking exposure to the favourable Nordic 
(economic) climate. This is where Livingstone is adding value as a 
trusted adviser with ‘boots on the ground’, and the local contacts 
and expertise that come with that.
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Online opinion

The total volume of cross-border 
M&A in 2014 was $1.10tn, up 
from $775.3bn in 2013 and the 
highest annual figure since 2008. So
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$1.10tn

Go to livingstonepartners.com 

for news, blogs and more

Graham Carberry comments on 

the UK Government’s new scheme 

to protect small businesses from 

cyber attacks (see page 8 for more)

The UK cybersecurity industry 
is strong and growing – worth 
£17.6bn and employing over 
40,000 people – but more skilled 
people are needed to help protect 
the nation as the UK goes digital 
and adopts new technologies.

The new ‘Inspired Careers’ online 
skills and career hub has been 
developed by industry body CREST 
and the Government to tackle the 
skills shortage in cybersecurity. It 
is good to see that the Government 
recognises that SMEs are key 
to the IP supply chain and need 
to support the building of IT 
security at all levels of the business 
community. This is a small gesture, 
but a step in the right direction.

Anand Parekh explains how omni-

channel is driving the convergence 

of retail and technology

Omni-channel implies a seamless, 
integrated retail experience for 
consumers spanning the online, 
mobile and physical shopping 
channels. This is particularly 
prevalent in UK retail, where a 
mature ecommerce market and 
demanding consumers are forcing 
retailers to differentiate themselves 
through customer experience, 
and to do so consistently across all 
consumer touch points. This helps 
drive sales across all channels.
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F
or any entrepreneur, the sale of a 
company they built from the ground up 
should be the triumphant culmination 
of years of toil and sacrifice. But for 

those who fail to prepare properly and present 
strong financial information, beware: a buyer 
will forensically investigate the numbers. If 
those numbers don’t add up there will be a 
problem, and the risk of snatching defeat 
from the jaws of victory.

FINANCE DIRECTOR – YOUR HELP ON THE INSIDE

While external advisers will typically perform 
key tasks such as identifying buyers and 
investors, positioning the business, leading 
negotiations and managing a timetable for 
each stage of the process, a critical support 
role during the exit planning stages sits with 
the Finance Director.

The majority of entrepreneurs are far from 
being finance experts – indeed, investors have 
often expressed their surprise to me about how 
unsophisticated highly successful founders 
can be on this front – so the arcane world of 
mergers and acquisitions can, understandably, 
be a source of confusion.

Yet it is far from uncommon to come across 
thriving companies that have expanded 
rapidly and strengthened all of their 
departments other than the finance function. 
Too often, otherwise sophisticated businesses 
only have a traditional finance controller in 
this role, performing tasks like processing 
payroll and chasing invoices. Vital jobs, 
certainly, but growing companies need a lot 
more from the leader of their finance team.

SUPPORT DURING A TIME OF STRESS

This common blind spot is one of the reasons 
that, beyond the basics, founders often have 
little idea about the detailed financial position 
of their own businesses. This kind of oversight 
inevitably gets exposed during a time of stress 
– a company sale being a prime example. While 
the exit process demands input from numerous 
areas, those who are supposed to be looking 
after the numbers are particularly vital.

A good Finance Director will be able to 
share the burden of the process at a time of 
extreme pressure for founders. They’ll provide the 

numbers the entrepreneur’s advisers will need 
to get the right deal and help them understand 
the options when an offer comes through.

Suddenly, those nuanced and obscure finance 
metrics that were too dull for the founder 
to bother with become critical to the deal. 
The right Finance Director will ensure that a 
company’s financial reporting and forecasting 
chimes with the way the business has been 
positioned by the corporate finance advisers.

After the sale – or, heaven forbid, if it gets 
abandoned – a Finance Director can then 
improve any ambitious business, helping it 
to secure the right finance and keep on top 
of the demand for working capital as the 
company expands.

Given the critical importance of the Finance 
Director in any successful company – not least 
during a sale process – it is ironic that the role is 
often something of an afterthought for successful 
and ambitious entrepreneurs. Preparing a 
business for sale often includes beefing up the 
senior management team, so it may be the 
perfect time to ask some difficult questions 
about whether the existing finance team has 
the skills you’ll need to get you over the line.

James Hurley is enterprise editor at The Times, 
managing the paper’s coverage of entrepreneurs 
and private businesses. He formerly held the 
same position at the Daily Telegraph and 
Sunday Telegraph.

SMALL BUSINESS EXPERT JAMES HURLEY EXPLAINS 
WHY A GOOD FINANCE DIRECTOR IS ESSENTIAL FOR 
ANY ENTREPRENEUR WHO IS PREPARING FOR AN EXIT
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specialist provider of luxury discounted
packaged holiday deals has been sold to

leading provider of B2B agriculture-focused media 
assets has been the subject of a buy-out backed by

major assets of a leading provider of winter 
maintenance solutions have been sold to

specialist residential care
provider has been sold to

leading global provider of international 
mobile top-up services has acquired

 

majority stake in the leading manufacturer of quality 
aluminium extrusion profi les has been sold to

leading Swedish provider of hearing aid fi ttings 
and hearing solutions has been sold to

leading provider of retail strategy
consultancy services has been sold to

 

leading provider of digital traffi c
enforcement systems has been sold to

www.livingstonepartners.com

We’ve achieved results for these clients. What can we do for you?

paediatric home infusion business
has been sold to

major assets of a leading manufacturer of 
bathroom furniture have been sold to

memorial stationery provider 
has been sold to


