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EDITORIAL

Determination secures goals
Wireless Internet pioneers LPG Innovations 
and Digia clearly specified their expectations 
to investors when they completed a 
second round of funding last winter. The 
most important criteria in selection were 
international investors and a global network 
of contacts.

Wanted: A good home for 
the company

Successful trade sales depend on the perfect 
timing of the deal, different parties finding 
the same wavelength, the active role of 
management and the stage of consolidation 
in the sector. A round table representing 
a private equity investor, companies with 
experience of trade sales and an investment 
banker met this summer to analyse the 
ingredients for success.

On the threshold to 
substantial growth
Health care in Finland is undergoing 
an innovative change. In upcoming years 
eHealth, the convergence of new information 
technology applications with health care, will 
enable more personal and effective health 
care and completely change the roles of 
patients, doctors and hospitals. Spotlight on 
the new Mehiläinen.

The age of wireless devices
In the Nordic countries the popularity of 
mobile phones has dampened growth in 
demand for handheld computers, but with 
the convergence of technologies the situation 
is changing. Handwise, one of CapMan’s 
portfolio companies, says the demand is 
already there.
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Editorial

The first private equity 
investor to be listed on the 
main list of the HSE

CapMan expands its 
business to Denmark

Insiders

Highlights

W hen NPE joined the 
CapMan family this spring 
it was a marriage 

between two old family friends. 
CapMan has been familiar to us 
since our very beginning. In fact, over 
the years NPE and CapMan have 
followed each other’s developments and 
held frequent discussions about possible 
cooperation. The actual negotiations 
commenced about eighteen months ago 
and were sealed with the merger of 
the two companies last April. The first 
months of cooperation have proven 
that joining the CapMan Group was 
the right decision for NPE: our deal 
flow has increased, the markets have 
reacted positively and above all we 
have generated more interest in our 
company in Denmark.

NPE was founded in 1991 and like 
CapMan it is a veteran in its home 
market. We have been actively involved 
in the growth of the Danish private 
equity market and helped to establish 
private equity investment as a significant 
investment class. Presently, Danish 
and Finnish private equity investment 
markets are the same size and the 
recent tremendous growth in investment 
volumes in Finland was evident in 
Denmark a few years earlier. 

The marriage of two strong private 
equity investors introduces new 
opportunities in terms of geography as 
well as resources. The acquisition of 
NPE secures CapMan a position in 
the Danish market, but moreover the 
merger enables the CapMan Group 

All in the family
NPE joins the CapMan Group

to capitalise on cross border activities 
that will significantly increase the value 
added to its portfolio. CapMan and 
NPE are a perfect team as both focus 
on the mid-market and have a strategy 
of working closely with management 
to enhance the development of their 
portfolio companies.

Although Nordic citizens easily 
differentiate Finns, Danes and Swedes, 
it is common for the rest of the 
world to consider the Nordic region 
as one geographical and economic 
area. When fundraising for new funds, 
it is difficult to attract the attention of 
international investors unless you can 
actually demonstrate that you have a 
presence in more than one Nordic 
country. The merger also benefits the 
CapMan Group in this respect and 
CapMan’s next logical step would be 
to gain a strong foothold in Sweden. 
When a Nordic company initiates 
internationalisation, the first realistic 
target is often another Nordic company. 
With a presence in all Nordic countries, 
CapMan will be in an excellent position 
to help Nordic mid-size companies 
grow and add shareholder value. 
Our first investment with CapMan in 
Denmark has already attracted interest 
from other Nordic companies in the 
same business that want to establish a 
strong Nordic group in their sector.

Another benefit of merging the two 
operations is the further deepening 
of CapMan’s international management 
expertise. The Danish and Finnish 
teams have each built solid bases 

of competence. Together, the Nordic 
CapMan team boasts a highly 
comprehensive range of experience 
and skills. We also become a 
much more attractive employer in 
the recruitment of new investment 
managers. The various areas of 
excellence of each Nordic country are 
most obvious in the technology sector. 
For instance, it’s probable that the 
best biotech or business application 
software experts will be easier to recruit 
in Denmark, whereas leading telecom 
experts will most likely be found in 
Finland. In this way the two operations 
complement rather than simply duplicate 
one another.

NPE’s strength has been industry 
consolidations and reorganisations. A 
good example of our success is 
Microtronic A/S, a supplier of micro 
electromechanical parts for hearing 
aids. When we took over Microtronic it 
was a small, owner managed company 
with a good team of middle managers 
but no top management. During 
NPE’s holding period Microtronic’s sales 
increased by 500 per cent, and when 
it was sold last year the company’s sale 
price exceeded the acquisition price by 
almost DKK 700 million.

CapMan has numerous similar 
success stories and I believe that our 
“family” will create many more success 
stories together for years to come. 

Leif Jensen
Managing Director, NPE
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T he listing supports CapMan in 
its strategy for growth and 
internationalisation and provides 

a competitive means to reward 
employees through incentive schemes. 
A stronger balance sheet also enables 
CapMan to increase investments into its 
own funds.

CapMan’s goal through the listing is 
to make private equity investment more 
transparent, to allow smaller institutions 
and private individuals to participate 
in the potential for yield from this 
class of investment, and to boost 
the company’s position as one of 
the leading private equity investors in 
northern Europe. The listing also permits 
dynamic augmentation of business by 
means of company acquisitions.

One factor contributing to the 
success of a private equity investor is 
a good brand and name-recognition, 
which makes the initial contact with 
potential portfolio companies – as 
well as ongoing business with different 
partners – smoother. “Being well-known 
is one measure of a company’s success, 
and a listing certainly doesn’t hurt 
recognition,” says Mr Mika Häyry, 
Chief Analyst at Mandatum Bank  
following the private equity investor.

Getting to know 
CapMan
CapMan is the only private equity 
investor quoted on the Main List of 
the Helsinki Stock Exchange. Menire 

In April, CapMan Plc became a listed company 
when Vestcap, which was quoted on the Main 
List of the Helsinki Stock Exchange, was merged 
with CapMan. Trading of CapMan shares 
commenced on 2 April. The listing offers new 
opportunities for investors to share the growth 
and profitability of private equity.

CapMan to the Stock Market

The first private equity investor to be 
listed on the main list of the HSE

and Finvest, quoted on the I and 
NM lists, differ from CapMan both 
with regards to their business activities 
and earnings logic. Therefore, in order 
to find comparable companies, the 
investor has to look internationally. 
In fact, both analysts and investors 
alike face a steep learning curve in 
understanding CapMan’s revenue logic.

“I admit that CapMan’s earnings 
logic wasn’t easy to get familiar with! 
The biggest challenge was to convert 
the earnings logic to a cash flow 
basis, but after many hours of work 
the principle became clear. I think that 
in time it will also become familiar to 
investors,” Häyry says.

CapMan Plc is a private equity 
management company and its income 
derives from four different sources: 
management fees received from the 
funds, carried interest, a share of 
affiliated company Access Capital 

Partners’ profits and income from other 
investments. Management fees are 
1–2.5 % of the size of the fund and 
carried interest approximately 20–25% 
of the funds cash flow after the investors 
have received their investment back in 
addition to a preferred annual return, 
usually 6–7 %. Currently, management 
fees and especially carried interest 
account for the majority of CapMan’s 
income.

Good return with                    
a moderate risk
“CapMan’s earnings logic varies greatly 
from that of other investment companies, 
which carry considerable risks from their 
investments. Due to the fact that the risks 
taken by CapMan are highly diversified 
and the potential for profitable growth is 
exceptional, CapMan is very attractive 
to investors,” states Häyry.

CapMan aims to increase the 
amount of investments made from its 
balance sheet from the present one 
per cent to about 5 – 10 per cent 
of the capital in future funds. This will 
increase the company’s commitment to 
its investments but the risks will remain 
at an acceptable level. “I expect this 
to take place over two to three years, 
depending on the rate at which new 
investments are made and how business 
develops in general,” says Häyry.

Five thousand                   
new owners
Recently, several other companies in 
addition to CapMan have become 
listed on the Helsinki Stock Exchange 
as a result of mergers with already 
listed companies. “The advantage of 
a merger is that the company gains 
a ready ownership base. This can be 

Trading of CapMan shares commenced 
on the Helsinki Stock Exchange at the 

beginning of April.

expanded in a controlled way when 
the existing owners sell a part of 
their ownership in the future,” explains 
Häyry.

As a result of the listing, CapMan’s 
ownership base expanded to five 
thousand shareholders. This includes 
existing owners of CapMan as well as 
new institutional investors and private 
investors, who for the first time can 
now invest in shares in a private equity 
company on the Main List. 
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Exact game plan

The implementation of a financing 
round is steered by a financing 
plan drawn up by the private equity 
investor and portfolio company at 
the commencement of partnership. The 
financing plan is always based on the 
company’s business plan and defines 
the core parameters of the rounds, such 
as the amount of funds to be secured, 
the company’s valuation and the timing 
of each financing round.

Rounds of financing are now a 
little less frequent than was the case in 
previous years. ”Even one or two years 
ago, companies planned new rounds of 

financing every six months. At CapMan 
we were already of the opinion that 
the assets collected in one round 
should be sufficient for 12 to 18 
months of operations,” says Mr Petri 
Niemi, Partner and head of CapMan’s 
technology team.

The division of labour in a 
round of funding is always individually 
determined for each separate case. 
It is possible to raise a round with 
only the contacts of the company 
and the first round investors. However, 
large and complicated financing rounds 
involving multiple investors often require 
involvement of investment banks as 
advisors. In this way, companies 

seeking new investors leverage the 
contact networks of investors as well as 
the investment banks.

Scores of candidate 
investors
At the beginning of the second round 
of financing, several issues need to 
be determined e.g. how much money 
is needed, how much a new investor 
is prepared to invest, how large a 
holding of the company they would like 
and when they are ready to make the 
investment. 

”The investor’s terms become clear 
from the offer or so-called term sheet 

that is required of potential investors. 
If a recognised investor is already 
involved, then new investors expect that 
the portfolio company is sound and that 
builds confidence in the company,” says 
Niemi.

LPG and Digia chose their investors 
meticulously in the second round of 
financing. Digia representatives met 
more than 70 potential investors 
and LPG representatives more than 
30 potential investors during the 
second round. One by one the 
candidates were rejected and 
continuing negotiations were conducted 
with a select group. The most important 
criteria for the companies in selecting 

investors were internationalisation, 
extensive partner network and 
compatible chemistry.

International investors also have 
their own criteria. According to Sasaki 
of Softbank: ”Generally, international 
investors are looking for companies that 
can be scaled rapidly.  This means 
innovative technologies with large 
market opportunities and significant 
sustainable advantages over the 
competition. It also demands aggressive 
management teams that have a 
sophisticated but realistic understanding 
of their target customers – and how to 
sell to them.”

NEWS

KUVATEKSTI

“Due diligence in the second round is more 
extreme, difficult and exact – and that’s 
something you need to be prepared for,” says 
Pekka Kelkka, CEO of LPG Innovations.

“In the second round of funding investors question details and to succeed you need backbone, discipline and an 
even clearer objectives,” says Pekka Sivonen, Chairman of the Board of Digia.
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Perfect timing

The private equity investor exits from portfolio 
companies through either stock market listings or 
trade sales to an industrial buyer or other equity 
investor. The success of a trade sale is determined 
by the right timing of the sale, the expectations of 
all involved parties, an active management and the 
degree of consolidation in the sector. 

S uccessful trade sales were the 
topic when a private equity 
investor, investment banker and 

two CEOs who have experienced trade 
sales participated in a round table 
discussion this summer. The participants 
were Mr Tom v. Weymarn, CEO of the 
Rettig group, Mr Clas-Håkan Wigell, 
CEO of training and consultancy 
firm Mercuri International, Mr Klaus 

Oehlandt, Head of Investment Banking 
at Carnegie Finland and Mr Tuomo 
Raasio, Partner at CapMan.

The ingredients for 
success
Trade sales can be considered a 
success when they are still 
advantageous to all parties years after 

the sale – or in the words of the 
round table participants, when the “right 
home” is found for the company. In 
such a case the new owner considers 
the purchase as a successful move 
in the development of their company’s 
activities, the buyer and seller agree that 
the price is right and the new ownership 
is positive also in the eyes of employees 
and customers. The success of the deal 
also depends on perfect timing. 

Oehlandt: The implementation of 
the process is smoother when the buyers 
know exactly what the sellers want 
and what are the available alternatives. 
You need to ask yourself whether 
price maximisation is the most important 
factor, and do the sellers want to keep 
a share of the company or a total 
exit? It’s also important to have realistic 
expectations right from the start.

Raasio: From the private equity 
investor’s point of view, it’s critical that 
the trade sale is a success for all 
involved parties. It’s not just about the 

money. If the company doesn’t get 
along in the future, if personnel are 
dissatisfied with the new situation or 
if the buyer feels that the price was 
too high then you can’t really call it 
successful. 

Weymarn: From my experience the 
success of a trade sale also depends 
on the degree of consolidation in that 
sector. If an industrial sector is on 
the threshold of the final stages of 
consolidation, then the buyer faces a 
so-called seller’s market and might be 
forced into a trade sale at too high a 
price. 

The degree of consolidation in 
a sector correlates directly with the 
number of available alternatives. The 
psychology of these alternatives is a 
ground rule to success but the right 
timing is also important. If you try to 
make a trade sale too late, the so-called 
window of consolidation has already 
closed. 

Finding the right buyer 
via auction
Before a trade sale sees the light of day 
it is usually preceded by a multistage 
process involving the target company, 
private equity investor and interested 
parties as well as investment bankers, 
lawyers and auditors. 

The preparation phase of a trade 
sale usually includes the drawing up 
of financial, taxation and legal due 
diligence and writing an information 
memorandum, which is a presentation 
and an analysis of the company’s 
position and its business environment. 
After this, the investment bank 
confidentially approaches potential 
buyers with short company presentations 
known as teasers. After signing 
confidentiality agreements the potential 
buyers receive the information 
memorandum. The process advances 
when the indicative offers are received 
and a few potential buyers are selected 
for the next round of the auction. After 
a few rounds the circle contracts to two 
parties: buyer and seller. 

Weymarn: Psychology is the 
decisive factor in most auctions. A deal 
turns sour if the buyer finds out that they 
are the sole bidder – this puts the seller 
in a difficult position.

Oehlandt: Auctions are becoming 
the rule rather than the exception 
in all but the smallest buy-outs and 
acquisitions. Schedules are generally 
very ambitious and in a so-called seller’s 
market a deal can be closed as quickly 
as in three months. On the other hand, 

RO
UND

T A B L E

“Finding the right home for the company is a success 
when all parties are also satisfied years after the 
trade sale,” Clas-Håkan Wigell, Tom v. Weymarn, 
Tuomo Raasio and Klaus Oehlandt said.



NEWS

16    CapMan NEWS CapMan NEWS    17    

NEWS

On the threshold to 
substantial growth
Health care is the world’s biggest 
business sector and it is estimated to 
grow by five per cent annually, which 
is faster than the average GDP of the 
world’s developed nations.

In the future, the amount of money 
invested in health care will increase all 
around the world. The sector is under 
more and more pressure to grow due 
to an aging population, increasing rates 
of chronic disease and the entry of 
different forms of treatment, information 
and new types of medicines such as 
biotechnology onto the market.

”In a decade, there will be close to 
half a million more over-65s in Finland 
than there are at the moment. That’s 
when we’ll see the mass consumption 
of health care services really take off,” 
says Mr Antti Kasi, the new Managing 
Director of Mehiläinen. 

Quality of life
As the baby boomers retire in the 
next decade, they will have more time 
and money to spend on their own well-
being than have previous generations. 
In the future, health care won’t just 
mean the treatment of disease - but 
also an improvement in the quality of 
life. The concept of well-being will 
become more relative. Employers will 
also recognise the importance of their 
employees’ health and well-being.

Health and data unite: 

Heart and soul

Health care in Finland is undergoing an 
innovative change. In coming years, not only 
will new medicines cure today’s common 
serious diseases but patient care will also be 
turned upside down. eHealth, the convergence 
of new information technology applications 
with health care, enables more personal and 
effective health care for consumers. The new 
Mehiläinen is one of the companies leading the 
way to improvements in health care services 
and is committed to eHealth, heart and soul.

”People will become informed and 
subjective health care consumers, rather 
than objective receivers of health care,” 
states Mr Ilmo Parvinen, Director of 
eHealth at Sitra, the Finnish National 
Fund of Research and Development. 

What is eHealth?
eHealth is the newest concept in the 
health care sector. In the United States 
it means leveraging modern information 
technology in health care, for example 
the use of electronic commerce in 
the medicinal industry. In Europe, 
eHealth represents comprehensive 
health information in digital form. 

According to Parvinen, Sitra’s 
eHealth strategy focuses on supporting 
citizens to make their own choices 
in receiving care, a better availability 
and utilisation of health information, 
improvement of remote services and 
networking of public and private health 
care services. 

Sound investments              
in health care
Investors have also woken up to 
great growth expectations and 
tremendous opportunities in the health 
care sector. In 2000, biotechnology 
alone attracted investments totalling EUR 

44 billion globally. In previous years 
biotechnology investment had been in 
the range of six to eleven billion euros. 

In Finland in 1999, private equity 
investors injected EUR 40 million into 
the health care and biotech sector and 
in 2000 the figure grew sharply to 
EUR 64 million. According to Parvinen, 
investment in eHealth in Europe last 
year remained below EUR 1 billion but 
is predicted to climb to EUR 6 billion by 
2005. Sitra, in addition to Mehiläinen, 
has invested approximately eight million 
euros in eHealth to date. The turnover of 
the eHealth business in the United States 
is estimated to reach an incredible EUR 
223 billion by 2003.

eCare

After banking and insurance, health 
care is the most information intensive 
sector. As treatment progresses, even 
the tiniest piece of information is 
written down. For example, an ordinary 
visit to the physician produces about 
six different information processes. A 
flexible but sure-fire data recording 
system is needed to achieve the best 
possible treatment outcome. 

The most concrete first step in lever-
aging information technology in the 
health care sector has been the transfer 
of patient records from cardboard 
files to electronic databases. Better 

information management and rational-
isation also facilitates more rapid 
information transfer between health care 
providers from a centralised database. 
Practitioners and nurses now have 
access to necessary medical information 
in the right form and in real time. 

With the help of modern 
technology, patients’ prescriptions can 
also be sent to the pharmacy in 
electronic form. This means better safety 
for patients as the dispensing of 
incorrect medications decreases – and 
better peace of mind for pharmacists, 
who no longer need a degree in 
graphology to decipher the notoriously 
bad handwriting of doctors!

“eHealth – it will be a breakthrough that forever changes the roles of patients, 
doctors and hospitals,”  Ilmo Parvinen, Director of eHealth at Sitra says.

“In a decade, we will see the mass comsumption of health care services really 
take off,” says Antti Kasi, new Managing Director of Mehiläinen. 
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In the United States the starting point 
for pocket PC markets to take off 
was PC-based and due to needs of 
the business world, but in the Nordic 
countries it has been the mobile phone 
that has fuelled markets for wireless 
devices. 

Soaring mobile phone and 
handheld PC markets in the Nordic 
countries have stimulated numerous 
software companies that develop 
solutions for the new wireless 
environment. Traditional IT houses have 
founded units specialised in mobile 
applications and the sector has scores 
of new software companies, most 
of them focusing on subcontracting 
projects or one particular application 
environment. 

Product development in Finland and 
Norway has mainly concentrated on 
the mobile phone environment while in 
Denmark and Sweden handheld PCs 
hold a considerably bigger share of the 
market.

User-friendly 
applications

Software company Handwise was 
established in 1999 and today 
the company has 20 employees. 
Handwise provides applications for 
multiple technologies such as Palm, 
Microsoft and EPOC environments, 
and the core idea in application 
development is to produce services that 
are user-friendly and fun to learn.

”From our point of view, it makes 
no difference what system is deployed 
in current and future devices. It’s the 
services and ease of use that makes 
a product a success,” says Mr Juha 
Kankaanpää, one of the founding 
members and Vice President of Business 
Development at Handwise.

 ”In this sector, you’re wasting your 
time if you wait for technology to be 
ready and think that markets will then 
open. We base product development 
on user experience and that’s how we 

steer in the right direction. Handwise 
is in the driving seat today because 
we plan mobile services that users want 
right now.” 

Get smart, stay ahead
At the beginning of this year CapMan, 
Nexit Venture and Sonera injected 
new capital into Handwise. Many 
companies have experienced difficulties 
raising finance in today’s markets 
but Kankaanpää attributes Handwise’s 
success to carefully planned product 
and service concepts that have already 
proven themselves.

The company has just announced 
a new product concept that enables 
users to surf and use SMS services via 
a graphic user interface. Kankaanpää 
describes this innovation as a SMS 
service portal in a PDA device. He 
believes that in just a few years, 
original SMS services will be written 
into the history books as a type of 

prehistoric DOS phenomenon, which 
had zero functionality but was still a 
great success. 

New applications based on 
graphic user interfaces will increase the 
popularity of data services. Handwise 
estimates that in the future two-thirds 
of information transmitted via wireless 
devices will be in data rather than voice 
form. 

Prior to founding Handwise, 
Kankaanpää was an IT journalist for 
many years and that’s evident in his 
way of thinking: ”I see wireless devices 
as one media channel. When I develop 
new service concepts, I think what the 
user wants and how they want it.”

So what’s the reason behind the 
company’s fun name? ”We wanted to 
portray the idea of smart services going 
in the right direction – all in the palm of 
your hand.” 

A ccording to forecasts by 
Morgan Stanley Dean Witter, 
by 2003 the sales of wireless 

devices with Internet access will exceed 
sales of PCs. More cautious estimates 
suggest that the Nordic market for PDAs 
will remain a niche market for some 
time, with mass markets opening once 
sufficient proven earnings models and 
standards related to network technology 
exist. Mr Juha Kankaanpää, Vice 
President of Business Development at 
Handwise Oy believes that the demand 
is there today – as long as services 
meet consumers’ expectations.

The market for handheld PCs 
and software development for wireless 
devices are a different ballgame to the 
traditional PC world. In the wireless 
environment operating systems and 
platforms are open, so that minor 
modifications in software enable the 
same program to be interoperable 
in the devices of all manufacturers. 
It’s unlikely that any one system will 
dominate the wireless market in the 
short term and today’s equal and strong 
competitors include the Palm OS, EPOC 
and Microsoft Pocket PC operating 
systems. Developments in Linux are also 
being observed with growing interest.

Handheld PC, Pocket PC, 
Communicator, PDA, 
smart phone… 
The range of wireless devices has 
grown to the extent that product groups 
are difficult to differentiate from one 
another. Voice features have been 

The market for wireless devices including 
handheld computers and PDAs (personal 
digital assistant) has attracted great 
expectations. In the Nordic countries to 
date, the popularity of mobile phones has 
dampened growth in demand for handheld 
computers but with the convergence of 
technologies the situation is changing. 
Handwise Oy, provider of software for 
wireless devices, is one of CapMan’s 
portfolio companies.

Handheld PC markets take off in the Nordic countries:

The age of wireless devices

added to handheld PCs, while mobile 
phone manufacturers have focused 
product development on data services 
typical of pocket PCs. Competition has 
constantly arisen from new directions 
such as the electronic entertainment 
sector. A good example of how 
markets are evolving is the Ericsson 
and Sony partnership in mobile phone 
manufacturing announced in April.

Convergence is the increasing fusion 
of different technologies and it has 
stirred a lot of debate. Put simply, 
convergence enables the same digital 
information to be transmitted via various 
channels leveraging multiple technol-
ogies. Bluetooth and Wireless LAN 
technologies support this trend.

US Electronic organiser 
Vs Nordic smart phone
Two significant players have driven the 
development of wireless devices in the 
Nordic countries: Ericsson and Nokia. 

“The demand for handheld PC’s is 
there today - as long as services 

meet consumers’ expectations,” Juha 
Kankaanpää, Vice President of Business 

Development at Handwise says.
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Exidio Oy receives a 
capital investment of 
EUR 3.5 million

In March, CapMan together with Nexit 
Ventures and Metso Corporation made 
a second round investment of EUR 
3.5 million in Exidio Oy. Exidio Oy 
has developed the web-based Trezone 
system to enhance treasury process 
management between treasuries, 
subsidiaries and banks. Trezone is 
the first treasury product of its kind 
intended for use by major multinational 
companies. From the start it was 
designed as a web-based application 
that also provides access to its key 
features through mobile terminals.

CapMan Plc sold its 
shares in sampo 

In May, CapMan announced it 
had sold over 2.9 million shares 
in banc-assurance group Sampo for 
approximately EUR 30 million. As a 
result of the share sale CapMan’s profit 
after financial items increased. Hence 
profit after taxes and minority interests 
would reach the same level as in 2000. 
The share sale diversifies CapMan’s 
investment assets and frees capital for 
the development of the company and 
implementation of its growth strategy.

In May, CapMan made its first 
transaction in Denmark with an 
investment in SMEF Group A/S. This 
was the Finnish private equity investor’s 
first deal together with Nordic Private 
Equity Group (NPE), following the 
acquisition of NPE’s entire share capital 
by CapMan in April.

CapMan invests in Danish distribution company

In May, Fortum Group sold the entire 
share capital of IVO Transmission 
Engineering Ltd for approximately 
EUR 32.5 million to a new company 
established by CapMan and the 
operative management. CapMan will 
own approximately 90 per cent and the 
operative management approximately 
10 per cent of the company’s share 
capital. With the sale, the name 
of the Group’s parent company, 
IVO Transmission Engineering Ltd, was 
changed to Eltel Networks Oy. 

IVO Transmission Engineering to CapMan

CapMan and Sonera invest in Dutch ASP 
Siennax in an international syndicate

In March, CapMan and Sonera 
Juxto International, the Sonera business 
development unit that focuses on ASP 
(Application Service Provider) business 
activities, reached an agreement on 
co-investment in Siennax International 
B.V. In addition to the Finnish investors, 
the second round of funding included 
German BHF Bank, Dutch ABN 
AMRO Participaties and Residentie 
Investments and the original owners 
Prime Technology Ventures, Het Goede 
Paard and Siennax employees. 

Siennax was established in 1998 
and is one of the leading European 
ASP companies. The company’s ASP 
serves 15,000 users and Siennax has 
quickly expanded from the domestic 
Dutch market to Germany. The funds 
totaling EUR 14 million will enable 
Siennax to continue to build its 
successful one-to-many application 
delivery architecture and business 
applications portfolio. 

CapMan organised a half-day seminar on e-business for its portfolio companies at the beginning of the year. 
Nine technology companies were presented to the participants and the opportunities enabled by e-business were 
discussed. The event was a success and CapMan will organise similar seminars for its portfolio companies in the 
future. The next seminar is on acquisitions and will be held in September.

CapMan’s affiliated company Access 
Capital Partners (ACP) held the first
closing of its new European fund of 
funds Access Capital Fund II (ACF II) at
the level of EUR 210 million. After the 
first closing, Access Capital Partners 
now has EUR 450 million under 
management and thus ranks among 
the leading private equity fund of 
funds managers in Europe. ACF II 
will constitute a portfolio of around 
30 funds split between two business 

areas, one focusing on mid-sized buy-
out funds and the other on technology 
funds in Western Europe. 

CapMan owns 47.5 per cent of the 
management company Access Capital 
Partners and the remainder of the 
shares are owned by three partners, Mr 
Dominique Peninon, Ms Agnès Nahum 
and Mr Philippe Poggioli. ACP has 
offices in Paris and Guernsey and 
employs a team of 12 professionals. 

CapMan’s affiliated company to close a new 
European private equity fund of fundsThe company’s net sales in 2000 

totalled approximately EUR 200 million 
and it employs about 1,500 people 
in the Nordic countries, Estonia and 
Russia. 

The future Eltel Networks aims to 
secure an even stronger position in 
the Nordic markets. It will have three 
business areas: design, construction 
and maintenance of power transmission 
and distribution networks, design and 
construction of telecommunications 
networks and railway electrification. 

In the reorganisation, the new 
company SMEF Group A/S will 
acquire the share capitals of three 
Danish companies: LUDVIG M. LARSEN 
AS, Lind Maskiner A/S and nissenpack 
a/s. The funds managed by CapMan 
will own approximately 50 per cent of 
the share capital of SMEF Group A/S. 

HIGHLIGHTS

SMEF Group aims to become one 
of the leading distributors of machinery, 
fittings and services to the woodworking 
industry in the Nordic countries. The 
Group’s pro forma net sales in 2000 
amounted to EUR 70 million and its 
operating profit was EUR 3.8 million.

NetSeal Technologies, a Finnish 
software company that provides secure 
IP-mobility solutions to corporations and 
equipment manufacturers, secured EUR 
10.3 million in its second round 
of funding in March. The new 
capital enables NetSeal to address 

NetSeal Technologies raises EUR 10 million 
in the second round of financing

international markets with increased 
intensity.

Fidelity Ventures, the venture arm of 
Fidelity Investments, one of the world’s 
largest providers of financial services, 
led this financing round with CapMan 
as the other investor.

Authorisation to 
increase capman’s 
share capital

The Extraordinary General Meeting of 
the shareholders of CapMan Plc held 
on 31 May, 2001 authorised the 
Board of Directors to have a right to 
increase the Company’s share capital. 
According to this authorisation the 
share capital of the Company may 
be increased by a maximum of EUR 
70,000.00 by issuing a maximum of 
7,000,000 new Company B-shares at 
a nominal value of EUR 0.01. in one 
lot or in instalments, based on a share 
issue, convertible loan or option rights.

The EGM authorised the Board 
to resolve upon purchasing the 
maximum amount of 3,503,649 of 
the Company’s own B-shares at a 
nominal value of EUR 0.01 by 
using the distributable equity of the 
Company. The total nominal value of 
the B-shares belonging to the Company 
and affiliated companies, or the number 
of votes they equal to may not exceed 
5% of the share capital of the Company 
or the total number of votes.




