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About ECI
Originally founded in 1976 as Equity Capital
for Industry, ECI is one of the longest
established private equity groups in the UK.
With offices in London and Manchester, and
a team of 14 dedicated professionals, ECI
specialises in buyouts, buy-ins and
development capital deals of £5–100 million.

ECI is owned by its team and manages
private equity funds with a capital base of
£350 million. Investors from the UK,
continental Europe and the US have provided
funds for over 200 companies. 

Its early investments included Albert Fisher,
Williams Holdings, Bloomsbury Publishing,
Lowndes Lambert, Prontaprint and
National Express. More recently, ECI had
successful investments in Hoseasons,
Holiday Autos, Guardian iT, Games
Workshop, ServiceTeam and Sunsail. Its
current portfolio includes well-known
consumer brands such as Kirker Holidays,
Benjy’s and Café Rouge, as well as leading
companies across a broad range of sectors.

As a long term investor of risk equity, ECI
sees itself as a partner in the growth of small
and medium size businesses and, by helping
them build successful futures, ECI’s funds in
turn achieve capital growth.

Over the past four years ECI’s SailAdventure has

raised over £16,000 for RYA Sailability. This sum

has now been matched by the government 

grass roots sport sponsorship incentive scheme,

Sportsmatch, which has taken the total sum

raised to over £32,000.  

This money has enabled RYA Sailability to purchase

four Challenger Trimarans, especially designed for

disabled sailors to participate in competitive racing.

The boats are expected to be launched in March

2004, with two located in Welsh Harp, London and

two in Oldham, Manchester.

Successful year
for SailAdventure

Investment 
team grows
ECI has strengthened its investment team 

with the appointments of John Hayhurst 

and Chris Warren.  

John Hayhurst has more than 12 years experience

with KPMG, including seven years in corporate

finance. He is based in the Manchester office.

Chris Warren spent two years at BC Partners 

and, before joining ECI, completed an MBA at

INSEAD. Chris is based in the London office.

Change at 
the top

environment and, working with

management, aim to position the

business to achieve best market practice.

• Structuring an investment – 

We determine likely future funding

requirements and provide a flexible

structure to meet particular vendor

considerations or business

development needs.

• Determining the ECI team – 

Our approach is to match executives

with relevant transactional experience to

particular deals and management teams.

• Building the management team –

We can supplement existing teams 

with additional senior management or

introduce well qualified potential buy-in

candidates where appropriate.

• Developing additional business

streams – Assisting management with the

development of existing business streams

as well as new potential sources of revenue.

• Assisting implementation – We are

able to provide access to additional

support, for example ECI’s network of

specialist consultants, to implement an

agreed strategy.

ECI’s aim is to build successful

businesses and one of the ways that

we do this is to actively support our

portfolio companies to improve their

performance and prospects.  

Our role is to assist senior management and

not to interfere in the day to day running 

of a company. In continuously changing

markets, with intense competition and

growing customer expectations, the

demands placed on organisations and

management teams are high. 

To address this, the ECI team is available 

to provide additional support and we 

have developed a framework to assist

management in achieving the objectives 

of a company’s business plan.

Our framework consists of 

ten principle components:

• Defining the vision – We seek to

determine with management the

strategic position of a company and

likely future prospects.

• Addressing regulatory and

compliance constraints – We analyse

the regulatory and compliance

More than money
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In 2002 Richard coordinated the £25 million buy-in 

of the Café Rouge and Bella Pasta restaurant chains,

owned by Tragus, where he is now a director. 

He was also involved in the recent sale of Holiday

Autos to lastminute.com

In his spare time Richard is a keen sportsman trying his

hand at many different sports, 

in particular tennis and cycling.

Richard also enjoys walking 

and hiking in some fairly

extraordinary places; here he is

pictured scaling the Franz Josef

glacier on the south island of 

New Zealand, which he reached 

by helicopter.

Before joining ECI in 2001 Richard had built up 

an impressive CV with eight years spent at

PricewaterhouseCoopers (PwC) having worked 

in audit, corporate recovery, and the 

turnaround practices.  

During his time at PwC Richard worked with a range 

of companies including a chicken grower and processor,

whose assets included 1.2 million chickens, 

a Bulgarian bank, and a pulp mill located in France which

proved an excellent opportunity to improve his

knowledge of French wines and champagnes.

Richard has continued aiding

companies while at ECI. Most

recently he was involved with

the management buyout of

The Learning Library, of

which he is now a director.

Profile: Richard Chapman

Tribute to Simon Pollard
It is with deep sadness that we have to inform you of Simon Pollard’s death in August of this year.  

Simon joined ECI’s northern team in April 1997, working alongside Tim Raffle and Steve Tudge. Everyone 

at ECI has been shocked and saddened by the news, we all worked with Simon for a number of years and

will miss him. 

After eighteen years with ECI, Stephen Dawson

has stepped down as a managing director to

become a non-executive director. During his time

with us, Stephen worked on many of ECI’s most

successful investments and held board seats at

Guardian iT, Wallace & Tiernan and IMP.

Stephen will continue to be involved in private

equity through Impetus Trust, the UK’s first general

venture philanthropy fund, a charity

he founded earlier this year.

ECI continues to be run by its

three managing directors, 

Ken Landsberg in London, 

and Tim Raffle and Steve Tudge

in Manchester.

MBO at the 
Library

Helping to communicate

Knowing your customer is key to business success.

Most large businesses maintain extensive databases

containing important customer information.

However, without proper analysis, these databases

often fail to deliver their full potential for targetting

and managing customers.

ClarityBlue is a rapidly growing customer intelligence

consulting and systems integration business with blue-

chip clients including Orange, Lloyds TSB, O2, Goldfish

and Vodafone. The company describes its services as

helping its clients to improve customer targeting,

acquisition, retention and growth.

ECI recently backed ClarityBlue’s UK management team

to buy the company from its NASDAQ quoted parent,

Sand Technology, for £10 million.

“ClarityBlue is an extremely exciting business,” comments

Sean Whelan, an ECI Director. “From a standing start, it

has become a significant player in its sector in four years.

It has a first rate management team and an unrivalled

client base.”

The global village is not just an idea, it’s a reality. 

In London alone, more than 300 different languages

are spoken and fewer and fewer residents have

English as their mother tongue. However, thanks to

companies like Communicandum, we are all still able

to communicate with each other. 

Communicandum is the UK’s leading telephone

interpreting business. Offering a 24 hour a day service, 

it provides instantaneous translation in 100 languages,

for a client base that includes many local authorities, 

the police and health trusts as well as companies such as

ICL, Barclays and Securicor.

When, in 1999, Communicandum – then known as

Language Line – was put up for sale by the charity that

owned it, ECI backed a management buyout.  

Over the past four years, Communicandum’s turnover

has grown from just £2 million to over £8 million. ECI

has now sold its majority interest in the company to the

company’s management, who have been backed by ISIS

Equity Partners.

Call centres have become big business

and, following its acquisition of

Contact 24, ECI portfolio company 

MM Group, has become one of the

leading players in the market. 

ECI originally supported the £13 million

management buyout of Bristol-based MM

Group in October 2000 and, this autumn,

the firm arranged a £12 million refinancing

package to fund the acquisition of Contact

24 from Havas, making the enlarged MM

Group the largest independent outsourced

contact centre provider in the UK.

Following the acquisition, MM has a

turnover in excess of £50 million and, with

its extended network of multi-media

contact centres, data management

capabilities and specialist logistics services

and fulfilment operations based in Bristol,

Bangor, Cardiff and Ashby-de-la-Zouch, it is

capable of handling the largest of projects.

“In the three years since the original

MBO, MM Group has achieved significant

growth,” says ECI’s Sean Whelan, who is

also a non-executive director of MM

Group. “This acquisition further reinforces

MM Group’s position as a leading player

in the contact centre market.”

Qualifications are increasingly important as the

competition for jobs increases. More and more people

want to improve their CV to maximise the chances of

securing that perfect position. 

The Learning Library (TLL), where ECI has recently funded a

management buyout which values the company at £25.5

million, is an industry leader in developing, marketing and

managing distance learning courses. 

TLL has been established for more than 12 years and offers

courses in accounting and IT. Students study in their own

time and at their own pace and are assigned a tutor

contactable by e-mail, telephone or Freepost. All students

who complete their course, and pass the final exam,

receive a recognised qualification, accredited by

professional bodies. 

“TLL is a strong business in a growing market,” says ECI’s

Richard Chapman. “It has good relationships with key

accreditation bodies and an excellent record on 

student retention.” 

New look
MM Group

Every year more than a million people

take a short break holiday in the UK

with Hoseasons. The company has

been one of the UK’s strongest holiday

brands for several decades, although

today it has expanded significantly

from its original Norfolk Broads roots.

As the UK’s leading self catering

specialist, Hoseasons offers holidaymakers

more than 12,000 places to stay, in

coastal and countryside settings, ranging

from thatched rustic cottages and

farmhouses to narrow boats.

In 1999, ECI backed a £22 million

management buyout at Hoseasons,

acquiring the company from its founding

family. While other holiday companies

have suffered from fear of terrorism and

SARS, Hoseasons has gone from strength

to strength and ECI has now sold its

majority shareholding to an MBO team

backed by Hg Capital. This deal values

the company at up to £40 million. 

“Hoseasons has faced some challenging

times over the past few years,” says ECI’s

Chris Watt. “The company has risen to

these challenges impressively,

consistently beating its own forecasts and

consolidating its position within the UK

holiday sector. Considerable credit must

go to the management team, the

majority of whom are continuing with

the business.”

Hoseasons was a
real winner 

ECI gets customer intelligent 

Exit

New Deal

New Deal

Refinancing

Exit
• Strengthening key relationships–

We provide assistance to strengthen

new and existing customer and

supplier relationships.

• Providing potential acquisition

opportunities– We will source new

investments either directly or working

with intermediary advisers. 

• Developing buyer interest– 

We can introduce portfolio companies 

to prospective acquirers long before 

a transaction is envisaged in order to

develop strategic interest and maximise

the price of the sale to the most

appropriate partner.

The experience we have gained through

actively supporting our portfolio companies

has enabled us to develop the ECI

framework.“This framework for improving

business performance is not prescriptive. 

It has evolved as a result of our experience

of working on challenging investment

opportunities,” comments Ken Landsberg,

an ECI managing director. “It reflectsthe

successful actions taken by ECI and

various management teams in addressing

the issues they have encountered.”

It is this experience, coupled with a

structured approach to assisting

management teams, that differentiates ECI

from many other private equity investors.

continued from front page

The deal is done! Steven Wines (left), the managing director 
of The Learning Library, with ECI’s Richard Chapman.
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