
P R IVA TE A N D C O N FIDEN TIA L P R IVA TE A N D C O N FIDEN TIA L |NEW YO RK TO RO NTO | P ARIS | FRANKFURT | LUXEMBO URG | BANG ALO RE | S ING AP O RE | HO NG  KO NG| LO NDO N

Untapped Potential

Finding  Hidden Dea ls  in 2024

7 February 2024



P R IVA TE A N D C O N FIDEN TIA L 

Meet The Panel
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Nadim is  CEO of SPS by Bain & Co., an information se rvices  

firm tha t he lps  p riva te  equity firms , lenders , and  M&A advisors  

and  se rvice  p roviders  op timize  the ir bus ines s  deve lopment 

e ffec tiveness . 

Nad im founded  SPS in 2009 a fte r 6  years  in the  bus ines s  

deve lopment g roup  of American Cap ita l, where  he  c rea ted  

and  managed  d is tinc tive  marke t re search tools  tha t d rove  the  

firm’s  dea l orig ina tion, inves tor deve lopment, and  s tra teg ic  

g rowth.

Nad im’s  background  is  in financ ia l re search and  inc ludes  The  

Dea l and  Thomson Reute rs , where  he  he lped  launch a  financ ia l 

information p roduc t on pub lic  companies .
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Robert Creighton
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Tanguy Lesselin

Rob is  a  MD with Onex Transporta tion Partne rs , a  new p la tform 

focused  on inves ting  in transporta tion-re la ted  as se ts  used  for land , 

a ir, marine  and  indus tria l app lica tions .

Rob  has  more  than 15 years  of experience  in p riva te  equity and  

advisory se rvices . Prior to joining  Onex, Rob  was  a  Princ ipa l a t  

Litt le john & Co. where  he  was  respons ib le  for the  sourc ing , 

execution and  management of LBO and  s truc tured  equity 

inves tments  in midd le -marke t bus ines ses  in the  transporta tion and  

log is tics  s ec tor. 

Previous ly, he  s e rved  a t  Brantley Partne rs , a  midd le -marke t g rowth 

equity firm. Prior to tha t Rob  worked  in inves tment banking  a t  UBS.

Tanguy is  CEO and  Co-founder of Finques t, a  Fintech he  se t up  

to d is rup t the  world  of dea l sourc ing  in the  midd le  marke t. 

Prior to Finques t, Tanguy was  a  consultant a t  The  Bos ton 

Consulting  Group  and  advised  on pos t-merger integra tion and  

J V projec ts  in pharma and  ae rospace . 

He  has  built  Finques t to become the  lead ing  dea l-sourc ing  

p rovider, ha rnes s ing  the  power of da ta , AI, and  peop le  to he lp  

the ir p riva te  equity and  corpora te  c lients  identify off-marke t 

M&A opportunitie s  ac ros s  the  g lobe .
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Market Coverage Summary Chart

3

All PE Firms  and  Peer Groups

*As  of the  LTM period  end ing  
6/ 30/ 2023, based  on SPS’ 167 
c lients  tha t  qua lified  for the  annua l 
Dea l Orig ina tion Benchmark 
Report .

Foot Notes

1 Percentage  of comple ted  dea ls  with a  PE buyer 

and  se ll-s ide  advisor in re levant indus trie s  and  

s ize  ranges , reviewed  by a  PE firm.

2 Mkt Cov of transac tions  in a  PE firm’s  ta rge t 

marke t represented  by se ll-s ide  advisors  tha t 

c losed  1-2 dea ls  to PE firm buyers  in the  LTM 

6.30.23 pe riod .

3 Mkt Cov of transac tions  in a  PE firm’s  ta rge t 

marke t represented  by se ll-s ide  advisors  tha t 

c losed  3 dea ls  or more  to PE firm buyers  in the  

LTM 6.30.23 pe riod .

4  PE firms  cons ide ring  67%–100% of dea ls  to be  

in re levant indus trie s , within ta rge t s ize  ranges .

5 PE firms  cons ide ring  34%–66% of dea ls  to be  in 

re levant indus trie s , within ta rge t s ize  ranges .

6  PE firms  cons ide ring  0%–33% of dea ls  to be  in 

re levant indus trie s , within ta rge t s ize  ranges .
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Deal Sourcing Metrics
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All PE Firms  and  Peer Groups

*As  of the  LTM period  end ing  
6/ 30/ 2023, based  on SPS’ 167 
c lients  tha t  qua lified  for the  annua l 
Dea l Orig ina tion Benchmark 
Report .

Foot Notes

1 Percentage  of a  PE firm’s  p ipe line  tha t 

succes s fully c loses  to any inves tor. Date  

Seen range  lags  12 months  to account for 

c los ing  time .

2  Number of dea ls  logged  (orig ina tion 

da te ) pe r PE firm in the  LTM 6.30.23 

pe riod .

3  Number of s e ll-s ide  advisors  a  PE firm 

logged  dea ls  from during  the  LTM 6.30.23 

pe riod ; only inc ludes  names  tha t have  

c losed  a t leas t 1 dea l as  pe r SPS da ta .

4   Average  number of dea ls  sourced  pe r 

unique  inte rmediary (orig ina tion da te ) 

during  the  LTM 6.30.23 pe riod .

5  Number of p rofes s iona ls  a t  a  PE firm 

whose  time  is  ded ica ted  to dea l sourc ing .

6   Average  number of PE transac tions  

c losed  pe r s e ll-s ide  advisor in a  PE firm’s  

re levant dea l s ize  range , during  the  LTM 

6.30.23 pe riod .

7  Pe rcentage  of dea ls  in a  PE firm’s  dea l 

s ize  range  tha t a re  cons ide red  re levant 

a fte r app lying  indus try and  othe r c rite ria .
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Buyer-Interest by Revenue Size
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Buyer-Interest Distribution by Revenue Range
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Active PortCos by Sector & Industry Group
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Tota l Marke t 2012-2019

Over 5,100 companies  tha t orig ina lly traded  to PE inves tors  be tween 2012-2019 a re  s till be ing  
he ld  and  may trade  aga in soon. The  tab les  above  show the  number of ac tive  PortCos  ac ros s  
a ll Sec tors  (le ft), d rilling  down to Indus try Group  for only the  top  four s ec tors  (right).

Footnotes
1 – Active  PortCos  in North America  
acquired  by PE firms  be tween 2012-
2019 in a ll s ize  ranges  and  sec tors
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Median Holding Periods for PE Platforms by Exit Date
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All Sec tors  & Entry EVs
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Seller-Interest over Buyer-Interest, by Revenue Range
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Thank You 
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SPS by Bain & Co. Deal Sourc ing  - Trans formed

Most PE 
professionals only 
see 10%-30% of 
deals in their target 
universe

Trus ted  ByWhy SPS by Bain & Co

• See  mis sed  dea ls  and  sharpen your sourc ing

• Proac tive ly identify a ttrac tive  ta rge ts  

• Uncover key dea l sources

• Benchmark your pe rformance  

• Boos t your buy-and-build  s tra tegy

Key Fea tures

• SPS Ale rts  – cus tomized  for your ta rge t marke t

• SPS Fus ion – integra te  SPS into your CRM

• Mobile  App  – SPS Porta l on your mobile

• Conference  Eva lua tor – s c reen a ttendees  for 

the ir transac tions  in your ta rge t

• Query Cente r – key sourc ing  ana lyses  
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Finquest

Deal Sourcing 
using a unique 
formula of 

Data x AI 
+ People

Who We Serve Trus ted  By

• Acquis it ive  Corpora tes  

• Priva te  Equity Funds , and  the ir Portfolio 

Companies

Why Finques t

• AI-driven dea l sourc ing

• Uncover hidden companies  from a  unive rse  of 

200 million p riva te  companies  

• You choose  the  unique  qua lifying  ques tions  for 

the  executive  inte rviews  we  do for you

• Map your marke t and  be  introduced  to 

p roprie ta ry opportunitie s  in weeks . Not months . 

• Mainta in your confidentia lity throughout 
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