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Piret & Co., Inc.

Editor’s Comments: In interviewing
numerous investment banks over the
years to feature in M&A Today, we try
to focus on firms with different business
models, different characteristics and different approaches to the M&A business. We were
not only delighted to recently meet with Marguerite Piret, CEO, but also with Richard
Vinci, Managing Director, particularly since we have known the founders for over fifteen
years. Indeed, we were not disappointed as the Newbury Piret story is one of which
everyone in the M&A business should be aware.

BACKGROUND
For whatever reason there seems to be
very few women dealmakers in the M&A
business.  Ms. Piret is one of the
exceptions.  She-co-founded the firm in
1981 and since 1991 has been the sole
president and CEO.  As the daughter of
Dr. Edgar L. Piret, Counselor for
Scientific and Technological Affairs for
the United States Embassy, she and her
siblings were raised in Paris in a family
that embraced science and engineering.

She later graduated from Harvard
majoring in Applied Mathematics and
Biology from the Division of
Engineering and Applied Sciences
followed by receiving her MBA from the
Harvard Business School. Thereafter, she
was a commercial banker for five years
before devoting her full commitment and
energy to founding Newbury Piret. She
simultaneously became Trustee of

Pioneer Mutual Funds and
Boston Medical Center and
subsequently a Governor of
the Investment Company
Institute and Member of the
FASB User Advisory
Council.  While the firm has
always offered a complete
package of investment
banking services focused on
the middle market, i.e., sell-
side, buy-side and financing,
f inancial advisory and
valuation services, it has
substantially increased the
size of its transactions and
has undertaken vastly more
complicated deals.  This
migration toward more
complex deals is rooted in

Left to right:  Hugh Taylor, Yiannis Rexinis, Marguerite Piret, Richard Vinci,
John Piret, and Alan Fullerton.
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the firm’s core competency as
strategic thinkers in a trusted
advisory relationship with its
clients.

According to Richard Vinci,
key strengths of Newbury,
Piret are its consultative,
exclusively senior banker team
model and the scope of the
technical training and the
diverse experience of its
principals. “Although the size
of the firm (nine people with
seven professionals) has not
increased substantially over the
years, the major change is the

higher level of sophistication by the dealmakers, more
multinational clients, greater emphasis on private equity
groups and increased collaboration with family-owned
companies.”  Evidencing this consultative approach is
Newbury Piret’s sponsorship of Northeastern University’s
Center for Family Business founded in 1991 as a membership
based educational program focused on the unique interests
of stakeholders in family businesses.  Mr. Vinci joined the
firm in 2001 after serving as SVP and Private Equity Group
Head for Daiwa Sumitomo Mitsui’s Global Investment
Banking operations on Wall Street.  Previously he was Vice
President for Investment Banking for
Deutsche Banc Alex Brown in Baltimore, and
served as Vice President, Finance for a Warren
Buffett, Berkshire Hathaway Portfolio
Company. He holds an MBA, from
Georgetown University’s McDonough School
of Business, and is a M.Sc. candidate in
Financial Management at The University of
London’s (UK) Centre for Financial &
Management Studies.

THE DIFFERENTIATOR
Pressed by M&A Today to explain what
makes Newbury Piret different from their peer
firms, Ms. Piret responded: “There are a
number of factors, but perhaps the most
salient is our ability to leverage our
consultative, strategic approach by nurturing continuing
relationships with principals involved with a transaction after
our original assignment is completed. Let me give you an

example. A recent client of Newbury Piret, Xaloy, was
headquartered in Zurich, Switzerland. They are the world’s
largest manufacturer of plastification systems (barrels and
screws for injection molders). We were introduced to them by
their CFO, Dr. Marco Marchetti, who was previously a senior
executive in a business purchased by a Newbury, Piret client.
Initially, we executed a strategic sale for the company so the
owners could use the proceeds to acquire Xaloy’s largest
competitor. Additionally, we later were instrumental in advising
the company on a successful Management Buyout (MBO).
Newbury Piret represented the former parent company, Saurer,
in acquiring competitors and exploring strategic options for
the business. That’s an example of making the most of a
continuing relationship and leveraging our many facets of the
investment banking business.” Under recent transactions a more
in depth view of the Xaloy transaction is presented.

SELECTIVITY OF
CLIENTS
“A critical part of Newbury
Piret’s business philosophy,”
according to Hugh Taylor,
Managing Director, “is that
we are very selective in
taking-on assignments.” Mr.
Taylor graduated from the
U.S. Naval Academy
majoring in Electrical
Engineering. After serving in
the Navy in Vietnam he received his MBA as a Wall Street Journal
Scholar from Boston College.  Later as Executive Vice President
for the Bank of New England (now B of A), Mr. Taylor led the

Leveraged Buyout and Syndication activities at the
bank completing over $2 billion in acquisition
financing for manufacturing, technology, service,
retail, and communications companies.  Mr. Taylor
continues: “With some exceptions, we only
represent clients that fit into one of our four industry
sectors, i.e., business services, healthcare,
manufacturing and technology. It is here that we
can best take advantage of our long-term
relationships, depth of our dealmakers’ talent and
our twenty plus years of history in those sectors.
Furthermore, we have a minimum fee that precludes
our taking on small unprofitable assignments. In
fact, we really seek clients that will provide us with
a long-term relationship such as a series of
transactions that may include the raising of $20
million in equity capital in tandem with  negotiating
our client’s line of credit with a bank. These

transactions might be followed by helping our client divest a division
followed again by a synergistic acquisition.”
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PRIVATE FINANCING
Most boutique middle market investment
banks that are interviewed by M&A Today
concentrate on M&A transactions and do
relatively few financings either because
they do not have the access to the range
of different forms of capital or the
corresponding expertise to successfully
execute the deal. In Newbury Piret’s case,
50% of their business is financings with
the other 50% involving M&A
transactions. As Ms. Piret explains: “The
senior executives of most growing
companies do not have the time, the
resources, or the relationships to both
effectively manage their rapidly changing
business and efficiently procure a major
financing. We will arrange private debt
or equity financing with a range of capital
sources including 1) private equity funds,
2) corporations, 3) venture capitalists, 4)
finance companies, 5) hedge funds, 6)
leasing companies, 7) banks, 8) state or
federal backed programs, 9) pension
funds, and 10) insurance companies. We
have obtained financing commitments for
our clients in amounts ranging from $3
million to over $100 million.

ENGINEERING ROOTS
FOSTER HI-TECH
DEAL FLOW
One can better understand how Newbury
Piret is so successful in their recent surge
of transactions in the hi-tech area by
appreciating the respective backgrounds of
two other key members of the Newbury,
Piret investment banking team, Dr. John
Piret and Alan Fullerton. John, Managing
Director and Ms. Piret’s brother, graduated
from Harvard majoring in Applied
Mathematics; then receiving two masters
at M.I.T: one in Business, the other in
Chemical Engineering; followed by his
doctorate in Physical Sciences at the Ecole
des Mines de Paris. Alan Fullerton, Vice
President, also has a technical background,
having graduated from M.I.T. in
Mechanical Engineering followed by a
Masters Degree in Electrical Engineering
from Brown and an MBA from the Ecole
Nationale des Ponts et Chaussees.

An example of a hi-tech transaction
executed by Newbury Piret evidencing the
technical expertise of its team was the sale
of ComCept to L3 Communications.
ComCept, is a Dallas, TX based systems
engineering contractor, developing
advanced wireless Network-Centric
Warfare concepts that enhance the use of
our country’s intelligence, surveillance
and reconnaissance assets. By managing
a discreet sale process emphasizing
Newbury Piret’s understanding of
ComCept’s revolutionary and proprietary
technologies and targeted at only the most
appropriate strategic buyers, the best
opening bid was negotiated by Newbury
Piret into a final price in excess of three
times as high.

RECENT TRANSACTIONS
Newbury, Piret & Co.’s success in
representing clients in the business
services and outsourcing sector has
continued with the recent successful
conclusion of the sale of a majority
interest in Bartlett Nuclear to two Boston
based private equity firms, Berkshire
Partners and Summit Partners.

Bartlett is the largest provider of radiation
protection technicians to the nuclear
power industry, and to the prime
contractors working for the Department
of Energy in the cleanup of nuclear waste
sites across the United States.  The
company has revenues in excess of
$200MM, and has been growing rapidly
for a number of years. The founder and
sole owner of the company decided after
over 20 years of operating and building
the business, that he wanted to sell a
majority interest in the company for
liquidity and life style reasons, but wanted
to remain involved as a partial owner and
consultant to the company that had been
such an instrumental part of his life for
so many years.  He also wanted a partner
that would provide the capital to continue
to grow the business, and provide
opportunities for a very talented and loyal
management team.

Given the conventional and well
publicized concerns regarding nuclear
energy, Newbury, Piret did extensive

research on the nuclear industry, including
safety and liability issues, and Federal
legislation that provides liability
protection for industry participants.  As a
result, Newbury, Piret as exclusive
financial advisor was able to assist the
company’s management in presenting a
very compelling story for not only the
operating characteristics and market
position of the company, but also for the
future growth and attractiveness of the
nuclear industry, particularly regarding the
need for outsourced engineers,
technicians, and laborers.

Newbury, Piret, relying on its history of
dealing with the private equity
community for 23 years, was able to
qualify a number of firms that were
logical candidates to acquire a
controlling interest in Bartlett, by virtue
of the size and industry orientation of the
funds, but also by their prior success in
retaining management teams and
enabling them to be successful in
continuing the growth of the acquired
company following the completion of the
transaction. Newbury, Piret conducted a
very tight and limited sales process,
introducing a dozen qualified candidates
to the company over a two week period
of time. Bids were received from most
of the participants in that process, and
the successful bidders were chosen
following very spirited and abbreviated
negotiations. Both Berkshire Partners
and Summit Partners bid for the
company in its entirety, but agreed to
share ownership at the request of the
company’s founder.

As highlighted above, Newbury, Piret’s
capabilities in management-led buyouts
were recently demonstrated in its
service to Saurer AG of Switzerland, a
$2 billion manufacturer of textile and
transmission systems.
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Xaloy, a Saurer Group business, is the world’s leading manufacturer of barrels and
screws for the plastics industry. With over 500 employees and $60 million in
revenues, the company supplies bimetallic barrels, high-performance screws and
precision-engineered nozzles to machinery builders and plastics processors around
the globe from its plants in the U.S. and Thailand. In late 2002, the Board of
Directors of Saurer decided to divest Xaloy as it did not fit the corporate strategy.
Along with Saurer’s corporate strategic planning team, Newbury, Piret developed
an approach to divest the non-core Xaloy business to management.

In the course of a year, Newbury, Piret helped Saurer reposition Xaloy for a private
equity sponsored sale to management. The key strategic moves included divesting
Xaloy’s European operations to a strategic buyer and re-deploying that capital with
the acquisition of Xaloy’s largest US competitor. This had the benefit of
strengthening the company’s market share in the US and reducing the amount of
over-capacity in the industry. This combination of moves, according to CEO Walter
Cox, “achieved our consolidation objectives by acting as a buyer in North America
and acting as a seller in Europe.”

Newbury, Piret assisted Saurer in evaluating and executing the consolidation strategy,
European divestment, and MBO as exclusive financial advisor.

The consolidation significantly improved Xaloy’s profitability and allowed Newbury,
Piret to work with management to finance an MBO at a significantly enhanced value
for Saurer.  Globally, the financing included a sale-leaseback transaction, an asset-
based senior loan, a subordinated debt loan from KPP, and equity provided by two
private equity firms, led by Baird Capital of Chicago.

CONCLUSION
A very important part of Newbury Piret’s success has been its financial advisory
services which independently complete corporate valuations and fairness opinions,
but additionally reinforce the dealmaker’s analysis for M&A and financing projects.
Yiannis Rexinis, reinforces the firm’s corporate consulting services having received
his MBA in Finance and Accounting from Boston College followed by a consulting
tenure with PricewaterhouseCoopers.

The purpose of describing the individual backgrounds of Newbury Piret’s team is
that, frankly, it is enormously impressive. Their academic achievements, ability to
handle complex deals and transaction experience with both private and public
companies have become the hallmark of the firm fueling their reputation over the
past 23 years for being strategic thinkers and trusted advisors.

For further information regarding the Firm and its services, Richard  Vinci,
Managing Director can be reached at Newbury, Piret & Co. in Boston, MA at
(617) 367-7300, Ext. 104, Email: rvinci@newburypiret.com, or access their
website http://www.newburypiret.com
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