
“We are looking forward to seeing how  
GPF Capital develops the next stage of this 

project that started with the integration 
process of both Quimi Romar and another 
Spanish target acquired simultaneously, 

capitalizing on the opportunity to pursue a 
consolidation process in this sector.”

JOSÉ FALGÁS
PARTNER, OAKLINS, SPAIN

Deal story
GPF Capital’s acquisition of niche beauty and household 
products company Quimi Romar underscores several trends 
dominating private equity M&A. 

When Spanish private equity firm Realza Capital retained 
Oaklins to sell Quimi Romar, partners José Falgás and Laura 
Satrústegui knew the buyer pool for the niche beauty and 
household products company would be limited. With only 
about US$6 million in EDITDA and a distribution network 
consisting mainly of small neighborhood convenience stores, 
traditional industrial companies and big financial buyers 
were unlikely to be interested. Quimi Romar lacked both the 
supermarket or specialty store distribution that would be 
attractive to industrial buyers, and the size to appeal to many 
of today’s large private equity funds, which only want to look 
at deals of US$100 million or more. 

Luckily for Realza, Laura and José knew just who to contact: 
GPF Capital. So while around 80 strategic industrial 
companies and about a dozen financial buyers were invited 
to participate in the auction, it was ultimately GPF Capital 
that won the deal. What's more, according to José, “GPF’s 
acquisition of Quimi Romar underscores many of themes 
currently dominating private equity deals.”

 
(CONTINUED ON NEXT PAGE)

Beauty is in the eye  
of the acquiror
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For starters, the deal is part of the 
growing secondary buyout trend in 
private equity over the past decade. 
As the number of private equity firms 
and their respective invested capital 
grows, secondary buyouts — when one 
private equity firm sells a company or 
investment to another private equity firm 
instead of a strategic buyer or via an IPO 
— rise in proportion. Last year, according 
to data from research firm Pitchbook, 
secondary buyouts represented 48% of 
all private equity transactions, up from 
36% in 2010.

From the sell-side perspective, 
secondary buyouts are 
attractive because in many 
cases the acquiring firm opts to 
retain the management team.

Indeed, in addition to its roughly  
US$40 million purchase price, GPF 
Capital’s offer included not only keeping 
Quimi Romar’s management team in 
place, but also performance benchmarks 
and other incentives to increase their 
payout if met. 

The other big theme evident in the 
deal is the fact that, in addition to its 
purchase of Quimi Romar, GPF Capital 
simultaneously acquired Xiomara 
Packaging, which supplies the materials 
to fill the aerosol cans of the beauty, 
household and other products that 
Quimi Romar makes. In acquiring the 
two companies at once, GPF Capital 
plans to combine them and pursue a 
buy-and-build strategy in the sector. 
According to Martin Gonzalez, founding 
partner at Realza, GPF Capital won 
the auction “because they were able 
to combine the speed and agility of a 
financial buyer in a secondary buyout 
with the strategic synergies of a 
combination with Xiomara.”

As Laura puts it, “GPF was one of the 
few select private equity firms that we 
knew was truly capable of doing this 
transaction.”

“Over recent years, Quimi 
Romar’s new professionalized 

and highly committed 
management team has boosted 

the company’s outstanding 
performance, having 

carried out a productivity 
transformation process to 
increase its international 
presence and introduce 

new sales channels such as 
distribution chains.”

LAURA SATRÚSTEGUI
PARTNER, OAKLINS, SPAIN
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ALIGNING CONFLICTS OF INTEREST IN SECONDARY BUYOUTS

Private equity firms selling 
investments to other private 
equity firms is on the rise.  
But such deals present unique 
challenges for management 
teams and their advisors. 

Secondary buyouts are becoming the 
most common way to exit a successful 
investment. An estimated 60% of  
deals in Europe with an entry EV of  
US$250 million or more are being sold 
by way of secondary buyout, up from 
30% just a decade ago, according to 
consulting firm EY-Parthenon. Deals 
in the United States are following a 
similar pattern, with the median size 
of secondary buyout deals exceeding 
the median size of private equity 
divestments to corporate investors over 
the last decade. A number of factors 
are driving the increase in secondary 
buyouts, among them the rise in capital 
held by private equity firms, the smaller 
number of companies going public, and 
the fact that many potential acquisition 
targets are already backed by private 
equity money because of the growth in 
funds under management. 

The rise of secondary buyouts presents 
unique challenges, particularly when the 
management team of the selling private 
equity firm has a large shareholding 
and therefore a seat (perhaps even 
the biggest seat!) at the table. In these 
circumstances the choice of advisor is 
critical, and the skill sets required go 
well beyond those of sector expertise, 
global reach and process management 
competence.

As private equity increases its share 
of invested capital in industrial 
infrastructure, the share of management 
teams also goes up, thanks to generous 
incentive schemes and successive 
rounds of PE financing. With more shares 
and more cash to invest as a result of 
such schemes, the negotiating position 
of management teams on exit is getting 
stronger, particularly with the heightened 
competition among private equity firms 
for deals with good management. Indeed, 
we are now seeing the emergence of 
tertiary buyouts, where a third PE fund 
comes into the frame. Dorna, holder 
of the rights to the World Super Bike 
Championship, is just one of several 
examples of companies where, over time, 
management has actually become the 
majority shareholder of the business by 
virtue of repeated reinvestment.

The challenges typically emerge right at 
the beginning of a sales process when 
a selling strategy has to be agreed 
between the financial sponsor and the 
shareholder-management team. The 
financial sponsor often wants an open 
process, possibly exploring a strategic 
sale or an IPO alongside a potential 
sale to a competing private equity firm. 
Management, on the other hand, may 
worry about the dangers of a wide-open 
process for the underlying business, may 
worry about new investors being less 
aligned with them and their interests, 
and may prefer to try to direct a different 
process to promote their own objectives.

But the challenges don’t stop 
there. The more PE funds compete 
for management’s attention and 
endorsement, the more strategic buyers 
become suspicious about less favorable 
treatment and the possibility of different 
interests conspiring to disrupt and 
discredit the sale process.

Advisors must leverage a range of tools 
to deal with these issues. These range 
from a metaphorical “rubber-coated 
mallet”, to more gentle tools aimed 
at shaping and correcting the sales 
process. In all situations, the experience, 
maturity and credibility of the lead senior 
banker is absolutely mission crucial.

An article by Nick Walker, Co-Founding Partner, 

Oaklins, Spain

US PE median exit size by exit type (US$m)

Source: Pitchbook
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https://pitchbook.com/news/articles/the-median-size-of-us-secondary-buyouts-has-nearly-doubled-since-2015


4OAKLINS – PRIVATE EQUITY | OCTOBER 2019

A SUCCESSFUL INDUSTRY TRACK RECORD  BEHIND THESE DEALS

Our Oaklins team has over 30 years of collective experience, with continued dedication to private equity 
markets. Our clients’ aspirations and challenges are what make us tick, so for us it’s natural to develop 
market expertise and transactional excellence. 

A SELECTION OF RECENT SECONDARY BUYOUT TRANSACTIONS
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25% 72%

3%

Europe/MENA*

Americas

Asia Pacific

*including Africa

15% 78%

7%

M&A sell-side

M&A buy-side

Other

Our private equity transactions 
in the past five years

352

39%

With over 500 active M&A mandates, we provide the leading private equity funds with tremendous deal flow. As global 
advisors with a local presence in over 40 countries, we work hand-in-hand with funds to realize outstanding acquisitions 
and achieve remarkable exits.

transactions closed  
2014–2018

cross-border transactions

Closed deals Geographic split

Advisory roleNumber of transactions per year

2014 73

2015 86

2016 58

2017 70

2018 65

2014 2015 2016 2017 2018

6570
58

86
73
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OAKLINS OFFERS A 
COMPREHENSIVE RANGE  
OF SERVICES  

 ͽ M&A advisory (buy- and sell-side)

 ͽ Growth equity and equity capital 
markets advisory

 ͽ Debt advisory

 ͽ Corporate finance services 

Private equity is one of our focus 
areas. Combining comprehensive 
sector knowledge with global 
execution has led Oaklins to become 
one of the most experienced M&A 
advisors in the PE sector, with a 
large network of relevant market 
players worldwide. This results in 
the best possible merger, acquisition 
and divestment opportunities for  
PE companies.

If mergers, acquisitions or divestitures 
of businesses or business units 
are part of your strategy, we would 
welcome the opportunity to exchange 
ideas with you. 

OAKLINS ʼ PRIVATE EQUITY SPECIALISTS

Go to www.oaklins.com/private-equity.html 
for a full list of private equity contacts.

Deep local roots,  
global commitment
Oaklins brings you opportunities from across the world and  

we meet you with our expertise wherever you are

About Oakl ins

Oaklins is the world’s most experienced mid-market  

M&A advisor, with 800 professionals globally and dedicated 

industry teams in 40 countries worldwide. We have closed  

over 1,500 transactions in the past five years.

AUTHOR
  NICHOLAS WALKER

Partner  

Madrid, Spain  

T: +34 913 08 30 37

AUTHOR
  JOSÉ FALGÁS

Partner

Madrid, Spain

T: +34 913 08 30 37

  LAURA SATRÚSTEGUI
Partner  

 Madrid, Spain  

T: +34 913 08 30 37

https://www.oaklins.com/private-equity.html
mailto:nwalker@sociosfinancieros.com
mailto:jfalgas@sfsa.es
mailto:lsatrustegui%40sfsa.es?subject=


Oaklins disclaimer

This report is provided for information purposes only. Oaklins and its member firms make no guarantee, representation or 
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