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N T R O D U C T I E  D O O R  P A R T N E R

CHALLENGING
TIMES

After two pandemic years, we seem to be finally rid of 
corona. Unfortunately, there’s no reason to start celebrating 
just yet. Of course, we have the terrible events in Ukraine. 
A war on our continent resulting in enormous human 
suffering. And another blow to the economy, resulting in 
exceptionally high inflation. Energy and raw material prices 
are skyrocketing. And of course, companies are feeling the 
cost increases too.

Despite all the uncertainty around the world, however, 
the willingness of entrepreneurs to sell is unabated. The 
shortage for them is not a shortage of deals, but a shortage 
of good people to guide and close those deals. And yet we 
continue to grow.  In the Netherlands and beyond. As strong 
believers in Europe, we see opportunities for Marktlink and 
entrepreneurs to guide and conclude international deals.

That is precisely why we have opened two new branches 
outside the Netherlands in a short period of time, both with 
excellent managers at the helm. In Copenhagen we found 
Jesper Fogh Duelund, and in Manchester we found Jonny 
Parkinson, who both turned out to be in the right place at 
the right time. We present our latest acquisition on page 
22.  And it doesn’t stop there: we intend to expand further 
in the UK and throughout Germany before the Christmas 
tree has been decorated again. 

Over the coming period, we will have quite a few vacancies 
to fill (seventy to be precise) across the full width of our 
organisation. We are not just looking for colleagues, but 
real Marktlinkers. People who can empathise with the 
entrepreneur and understand the responsibilities and 
freedoms of entrepreneurship.

An example of this are the MIP fund managers. After the 
success enjoyed by Marktlink Investment Partners with Fund 
I, Fund II flew out of the starting blocks and is expected to 
close at the beginning of May. We have also set up Welt, a 
venture capital fund of funds, with the highly experienced 
specialists: Bouke Marsman and Jaap Vriesendorp. In 
addition to the expected return of the venture capital fund, 
Welt’s mission also fits in perfectly with Marktlink. We 
stimulate entrepreneurship in Europe: doing business with 
entrepreneurs. This is what we focus on each and every day 
at the Marktlink Group, both at home and abroad.

Another example of Marktlink entrepreneurship is Petra 
Borkent who initiated two of the deals described in this 
magazine (pages 6 and 48). As a manager, she shows that 
women in finance can easily hold their own. Petra knows 
better than anyone how to connect with clients, and she 
stimulates us to encourage diversity into our organisation 
so we can continue to learn from each other and remain 
broadly oriented. It seems we can expect the uncertainty in 
the world and economy to continue for some time to come, 
and this will have an impact on the operating results of 
the companies we assist in the purchase or sale processes. 
Despite these challenging times, we can look to the future 
with confidence. We are quite happy doing business 
with entrepreneurs.  

Tom Beltman  
Managing Partner

Would you like to 
make a difference for 
entrepreneurs as well?

Then we’re 
looking for you!
 

CLICK:
CAREERS.MARKTLINK.COM

What distinguishes Marktlink is 

the element of entrepreneurship. 

As a young professional, you are 

continuously challenged to get the 

best out of yourself. You gain a great 

deal of confidence, and are given 

a lot freedom and responsibility 

immediately.”

JANNIEK
SANDERS

Many young professionals and many 

experienced dealmakers work at Marktlink. 

This combination means you find yourself 

in a company where there is always 

someone available to chat with and 

bounce ideas off. There is something 

new and different every week. You 

learn quickly, and a lot gets 

thrown at you.”

ANDREA 
VAN GRIEKEN

The company invests heavily in your 

development, both on a personal 

and professional level. It is also 

characterised by its welcoming culture. 

The bond between colleagues is very 

strong and everyone works as a team. 

Every deal is unique, but an acquisition 

is often life-changing 

for any entrepreneur.”

DAVID
DOAN

BECOME
AN M&A 
DEAL-
MAKER?
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Leonie
Petersen
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Petersen Metaalbescherming is a blasting, sanding 
and spraying company in Harderwijk. A team of 
about thirty professionals preserves and conserves 
customer products every day in ten gigantic 10,000 
m2 production halls. Here, among other things, 
constructions, machine parts and transport devices 
are blasted, sanded or sprayed manually. Petersen 
Metaalbescherming is mainly active in the (petro)
chemical, offshore and dredging industry, the 
maritime sector and defence. 

Henk founded Petersen Metaalbescherming in 
1987. But the story goes back further says Leonie, 
the current director. “My grandfather used to run a 
cleaning company with his brothers. On top of that, 
they provided fire and soot prevention services, 
and my father was responsible for blasting façades, 
among other things. When a blasting company 

came up for sale here in Harderwijk, they bought 
it together. Working with my grandfather, my father 
recognised the charm of entrepreneurship. Over the 
past 35 years, my father has grown the company 
enormously in terms of services, employees and 
customers, as well as surface area,” Leonie says 
proudly. “It’s just great to see.” 

THE NEXT PHASE

“My father is a true entrepreneur,” Leonie continues. 
“He really knows everything there is to know about 
surface treatments. When he was approaching sixty, 
the acquisition issue started to come up. And in a 
company of this size, you have to deal with other 
matters such as legislation and regulations, health 
and safety and human resources, all of which are 
outside your core business, of course. 

P E T E R S E N  M E T A A L B E S C H E R M I N G 

When Henk Petersen, of Petersen Metaalbescherming, decided to take a step back, his daughter 

Leonie Petersen (35) was expected to step forward. She wanted to take the family business into 

the next phase. But she did not want to do it alone. An acquisition fit the growth strategy, and so 

the search for a suitable buyer and partner was required. But it was not easy, because father and 

daughter had different starting points. Even so, there was a common goal: a successful future for 

the company. And a successful acquisition would seem to ensure that.

Strong as steel (growth) 
strategy for Petersen 
Metaalbescherming  

after partner found in Van Ginkel Group 
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Leonie, on the other hand, wanted to acquire shares 
and was looking for a reliable partner. “We couldn’t 
quite figure it out ourselves. I started asking around 
within my network: which acquisition specialist 
have you had good experiences with? That’s how we 
ended up at Marktlink” explains Leonie. “My father 
and I made an appointment for an introductory 
meeting. The meeting gave us both a good feeling. 
Marktlink was able to guide us, advise us and 
represent both our interests. We decided to go for 
it with Marktlink.”

LOOKING FOR THE RIGHT BUYER

There was a lot of interest in Petersen 
Metaalbescherming during the process. Working 
closely with Marktlink, Leonie and Henk drew up a 
list of potentially suitable buyers. They had many 
discussions with interested parties, and this meant 
they were able to make a well-considered choice. 
Leonie and Henk ultimately chose Van Ginkel 
Groep: a blasting and conservation company in the 
infrastructure, construction and offshore industry 
with 120 employees. “It immediately felt right,” 
Leonie says. “There was an immediate click, both on 
a business and personal level. Van Ginkel Groep is in 
the same market and therefore knows what is going 
on. We can profit from synergy benefits, and really 
are stronger together. 

He found it increasingly difficult, and he no longer 
wanted to bear the day-to-day responsibility for 
this. In the meantime, the company was still growing 
rapidly and, having joined the company in 2017, I 
realised that we had to scale up within the current 
market. We needed to take the appropriate steps 
towards the next phase. But I didn’t see myself 
doing it alone. That was the moment we decided to 
look for a partner.”
 

WITH MARKTLINK IN ZEE

But how do you do that; where do you start looking? 
And it was quite difficult in this case because father 
and daughter each had a different starting point. 
Henk wanted to sell and phase out 100%, leaving his 
company and the people behind with peace of mind. 

D E A L S T O R Y

COMPANY NAME   Straalbedrijf Petersen B.V.

BUYERS      Leonie Petersen en Van Ginkel Groep

TRANSACTION      Partial Sale - Strategic

WEBSITE   www.petersenbv.nl

DEALTEAM   Petra Borkent, Merel Smink  
   and Christine Huisman

 Leonie Petersen, Merel Smink (consultant) and Petra Borkent (manager)
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In addition, Van Ginkel Groep, like Petersen 
Metaalbescherming, is a real family business. Our 
corporate cultures align surprisingly well.” The Van 
Ginkel family joined Petersen Metaalbescherming and 
holds 75% of the shares. Leonie owns the remaining 
25%. And while the two companies are working on the 
future for Petersen Metaalbescherming, Henk can take 
a step back with confidence. The acquisition fits the 
growth strategy of both companies, explains Leonie. 
“With Van Ginkel Groep, we can expand our services in 
the infrastructure sector, in the offshore industry, and 
for governments, among others. The goal is that we 
become stronger together and do more for each other 
and our customers.”

INTENSIVE BUT SUCCESSFUL SALES PROJECT

“I look back on the entire sales process with a good 
feeling,” Leonie says. “Although I did think it was very 
intense. You have to go through many steps and think 
about so many things. And you have to do all of that 
on top of running your company, because it continues 
going in the meantime. In addition, my father and I 
each had a different starting point; I became one of 
the buyers of course. That made it quite complicated at 
times. This is why it was nice to have the support of a 
partner like Marktlink to guide us every step of the way 
and represent both our interests. They knew what was 
going on because they had done extensive preliminary 

Just like Petersen  

Metaalbescherming,  

Van Ginkel Groep is a real  

family business. Our corporate 

cultures align surprisingly well.”

- Leonie Petersen



A unique acquisition in which  

two family businesses join forces  

and the next generations are at  

the helm together.”

- Petra Borkent



P E T E R S E N  M E T A A L B E S C H E R M I N G 

WOMEN IN A “MAN’S WORLD”

This sector isn’t home to many young, 
enthusiastic, ambitious women like Leonie. It 
was never the intention to become a director 
at Petersen Metaalbescherming, she says. “I 
had previously worked in financial services and 
I enjoyed working for Rabobank. Financially, 
I increasingly thought the same as my father, 
and in 2017 I decided to join the company as 
a co-director. With an open mind and with no 
expectations. But the company, people and 
industry stole my heart.” Fortunately, Leonie 
has not experienced any obstacles working 
in this male-dominated world. She laughs. 
“Coincidentally, Van Ginkel Groep also has a 
woman on the board. The third generation at 
the helm of the family business consists of two 
brothers and their niece,” Leonie explains. “And 
our Marktlink deal team also consisted entirely 
of ambitious women. Very encouraging!”

research into our company. This ensured they were 
able to find the best solution. Marktlink has a large 
network and the right knowledge and experience, 
including in the legal field. This gives you something 
to hold on to. They monitor everything and maintain 
an overview during the entire process. They are also 
there for you if you have any questions, or if you 
need to thrash out a few ideas. During such a hectic 
period, this was very reassuring.”  
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 Hylke Hertoghs

10

M A R K T L I N K  I N V E S T M E N T  P A R T N E R S 

MARKTLINK INVESTMENT PARTNERS STEPS 
INTO THE VENTURE CAPITAL MARKET OF

WELT VENTURES: 
INVESTING IN  
EUROPE’S  
FUTURE  
UNICORNS

After the success of Martklink Investment Partners (MIP), Marktlink started 

a fund for Venture Capital. Welt enables individual investors to invest in a 

diversified portfolio of top-tier Venture Capital and Growth Equity funds. 

In other words, it’s MIP for Venture Capital. The fund is led by experienced 

professionals, with extensive experience with technology investments, who 

also have a broad international network.
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W E L T  V E N T U R E S 

Hylke Hertoghs, managing partner of Marktlink 
Investment Partners (MIP), is proud of the new step the 
still young MIP is taking with Welt Ventures. “This fund 
was partly created due to high demand from investors. 
After closing two successful private equity funds, Welt 
is the logical next step. One that is interesting for 
investors of course, but that also has higher ambitions: 
contributing to increasing the amount of growth capital 
for promising, innovative start-ups in Europe. Certainly 
in the tech field, most of the success stories by far 
come from the United States. For example, almost all 
of the apps on your phone are made by American 
companies. It is essential that Europe becomes more 
competitive, independent and powerful in this area. We 
can contribute to this ourselves by investing in start-ups 
on our own continent. Europe is now catching up; 2021 
was a record year with 100 billion in venture-related 
investment. We are still a long way behind the US, but 
the return in Europe has been higher than in the US over 
the past 10 years. There is therefore good momentum 
for investors to step in and give European start-ups an 
extra push so they can reap the benefits themselves in 
the form of good returns.”

VENTURE CAPITAL VS. PRIVATE EQUITY 

The biggest difference between the previous two MIP 
private equity funds and the new Welt fund is the risk, 
and therefore, the return profile. Hylke: “Investing in a 
start-up is almost always riskier than in stable companies 

that have built a track record over many years. It’s not 
rocket science. Moreover, investing in a Venture Capital 
fund of funds, which invests in a large number of start-
ups, means the risk is not necessarily higher than with a 
private equity fund. Plus: contributing to the continued 
development of promising start-ups holds extra appeal 
and has a certain fun factor for many investors. Many of 
our investors are successful entrepreneurs themselves 
or have sold their businesses. They find participating in 
a fund that helps promising young companies to break 
through both challenging and interesting. And I fully 
understand that. Wouldn’t it great to be able to say 
that your investment contributed to the breakthrough 
of a company that becomes a global success known by 
millions of people? And we haven’t even talked about 
the associated return yet.” 

DEMOCRATISATION OF PRIVATE INVESTMENT 

The step that MIP has taken is an innovative one in the 
investment world. Hylke: “Like private equity, venture 
capital and growth is a domain in which you generally 
cannot intervene as an individual or private investor. The 
entry threshold is often €20 million or more. And even 
then it can be difficult because existing investors always 
get priority over new participants. With a fund like Welt, 
we are democratising private investments by providing 
access to these top funds with an entry threshold  
of €250,000.”  

FORMERLY AT MCKINSEY 

MIP started Welt Ventures with Bouke Marsman and 
Jaap Vriesendorp as Managing Partners. Together at 
McKinsey, they set up the practice for Venture Capital 
and unicorns. Within this practice, they provided 
strategic advice and brought start-ups, experts and 
investors together to accelerate growth. They therefore 
know the world of venture capital inside out. 

And when successful, the return 

from venture capital investment 

is many times higher.”

- Hylke Hertoghs





M A R K T L I N K  I N V E S T M E N T  P A R T N E R S 

BE CAREFUL! You are investing outside AFM supervision.
There is no licence and prospectus requirement for this activity.

such a success from the start. Moreover, these are the 
companies on the move, so they often grow faster than 
listed companies. And this is obviously supported by 
the active role funds often take when they participate 
in a company. By joining forces and knowledge, they 
grow fast, and are therefore relatively less affected by 
inflation for example.”
 
The expectations for Welt? Hylke is clear about that. 
“We only recently announced that we are going to do 
this, and have received nothing but positive feedback. 
We therefore expect to reach our target size of €75 
million after the summer. We will then commit the fund 
to about 15 top funds within 12-18 months.  As a result 
we are helping the European unicorns of the future.” 

Their network is crucial to gaining access to the best 
funds. And this is important again, because the top 
5-10% of the funds are responsible for about 80% of 
the start-ups with a value of more than 1 billion, the so-
called unicorns.”  

GREAT INTEREST EXPECTED

Hylke and his team have great confidence in the new 
fund. “It pays to invest in this market. Nowadays, there 
are even costs to leave money festering in a savings 
account. The combined negative interest rates and 
inflation means value quickly evaporates. Based on 
4 percent inflation, dormant money loses about 25 
percent of its value over four years. Doing nothing is 
therefore not an option. At the same time, geopolitical 
tensions are creating uncertainty in the stock market, 
making it less attractive to many investors. Furthermore, 
publicly traded companies only make up 2 percent of 
total business combined. A growing number of investors 
are discovering there are many opportunities outside 
the stock market offering attractive and more stable 
returns. It is therefore not surprising that MIP has been 

STRATEGY

Data-driven investment strategy with a focus on the top technology funds in Europe.

ACCESS

Selection of top quartile (best 25%) early stage, late stage and growth equity funds.

RETURN

10-20% net return on invested capital based on historical results.

DIVERSIFICATION

Diversification across 5-15 funds across investment phase, sectors and countries.

NETWORK

Strong and active network of entrepreneurs and investors with annual events.
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W E L T  V E N T U R E S 

Welt is an initiative of Marktlink Investment Partners and is 

led by experienced fund managers. If you want information 

about investment opportunities – please contact us at:

BOUKE@WELT.VENTURES | JAAP@WELT.VENTURES

WELT.VENTURES

MARKTLINKINVESTMENTPARTNERS.COM

Jaap
Vriesendorp

Bouke
Marsman
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VENTURE CAPITAL BEATS ALL INVESTMENT CATEGORIES

EXAMPLES OF 

INVESTMENTS  

THE WELT MANAGERS 

WILL INVEST IN.

Average annual gross return, percentage 2006 – 2020

BONDS SHARES HEDGE FUNDS REAL ESTATE PRIVATE EQUITY VENTURE CAPITAL

45%

40%

35%

30%

25%

20%

15%
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5%

0%

-5%

-10%

-15%

4%


8%


14%


26%


38%


50%


Top 5% of the funds

Source:
Cambridge Associates, McKinsey Company, Burgiss Private IQAverage annual gross return (median)



D E A L S T O R Y

Marc 
de Vocht

Mark
Smits  
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M O U N T A I N  R E S I D E N C E S 

“In the first years, we only worked with franchisers for 
PURE Resorts,” says Mark Smits. “We made a brand 
book with all the protocols, quality requirements 
and trademark rights. We then selected a suitable 
entrepreneur for each new resort. This worked well 
in the smaller resorts, up to approximately 80 beds; 
but above that everything increases in size and the 
organisation had to be adapted accordingly.”

EVERY DETAIL COUNTS

“We wanted to establish and develop a strong 
and consistent brand,” continues Mark. “In recent 
years we have invested a lot in the organisation 
and operation, and we have entered into rental of 
a number of resorts in collaboration or in-house.” 
Both men noticed that this took a lot of time and 
energy and put extra pressure on the activities. 
Marc de Vocht: “The hotel industry is a 24/7 
business. The guest is king and every detail counts. 

You must deliver top quality in all areas at the same 
time, guarantee continuity, and ensure everything 
works properly. We are perfectionists. The interests 
of (co)investors must also be assured.” 

Given the strong growth in construction and 
development, the operation is growing and this is 
accompanied by “pressure” and responsibility. “As 
an entrepreneur in a healthy and rapidly growing 
company, you have to make considerations and 
choices in order to continue to maintain quality 
in all areas,” says Marc. Marc and Mark wondered 
whether splitting the company up or expanding 
it with a separate operating branch would be an 
idea. But their hearts both lay with development. 
Developing high-quality hotel concepts is what they 
are particularly good at, and above all what they like 
best. 

Blue skies, white mountains and Milka-like alpine meadows: the Austrian landscape is phenomenal. 

It is a place where countless people satisfy their hunger for wide open spaces with a week of 

winter sports in the Tyrol; but Marc de Vocht and Mark Smits are taking a more resolute approach. 

The entrepreneurial duo started Mountain Residences in 2011, concentrating on the development 

and construction of high-quality chalets and apartments in prime locations in the Austrian Alps.  

They quickly set up their own hotel label for the rental and operation of the locations:  

“PURE Resorts.”

It’s now time to be fully 
focussed on project 

development 
Mountain Residences wants a future-proof  

partnership with Oasis Premium ResortsMarc 
de Vocht
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D E A L S T O R Y

partner Remon Lustenhouwer, the entrepreneurial 
duo entered into a discussion with the party. Marc: 
“Mark knew Remon as they studied together. But I 
felt an immediate personal and professional click. 
Marktlink mapped out our company, came up with 
a good deal, and also thought about whether the 
company suited us personally. Remon guided 
us throughout the entire process. In the end, it 
turned out the interested party was not a good 
match. However, the idea of a partial sale stuck in  
our heads.” 

NO INTERMEDIATE ROUTE

Mountain Residences delivered a number of large 
new resorts in 2021, and a number of large projects 
were planned; as a result, PURE Resorts began to 
demand more and more energy and attention 
from the entrepreneurs. For Marc and Mark, this 
felt like the perfect moment to make agreements 
for the future. Marktlink therefore made a list of 
parties that could be of interest as a professional 
partner in the operation for Mountain Residences. 
Mark: “We made a selection together. The choices 
included Oasis Premium Resorts. They were already 

Marc: “We came to the conclusion that we eventually 
wanted to find a professional partner who could 
exploit and further expand the PURE label for us.”

PERSONAL AND PROFESSIONAL CLICK

In 2019, Mountain Residences had already been 
approached by a party with an interest in both the 
development company and the PURE Resorts label. 
Mark: “This forced us to think about it. Do we want 
to sell and why? And what do we actually want 
in the future?” Under the guidance of Marktlink 

COMPANY NAME   Mountain Residences B.V.  
   - label ‘pure resorts’

BUYER      Oasis Premium Resorts

TRANSACTIE     Sale  - Strategic

WEBSITE   www.mountain-residences.com

DEALTEAM   Remon Lustenhouwer, Hesse van der Werk
   and Paul Schoenmakers

 Mountain Residences in Nuenen
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taking care of the operation and rental of PURE 
Resort Ehrwald, and therefore definitely had an 
advantage. The project with Marktlink offered us 
the opportunity to explore this further. Marktlink 
worked closely and objectively with us: who is 
this organisation? Can they handle the growth? 
Their role was indispensable in ensuring important 
agreements were laid out on paper and setting and 
monitoring our boundaries.”

“The communication at Marktlink is excellent, and 
they excel in providing guidance. You can tell they 
have a lot of experience,” says Marc. “And more 
important: nothing is ever too much. They took a 
lot of the work off our hands.” Mark adds: “They are 
also enterprising and think creatively in structures. 
Selling a label is not your average thing to do, but 
Marktlink was able to determine the value of the 
brand flawlessly.” Oasis turned out to be the right 
match. Marc: “In the past, they had also focused 
on development and operations. But we found one 
another because Oasis now wants to specialise in 
operations and we want to focus on development. 
They have officially owned the ‘PURE Resorts’ label 
and organisation since 1 December.”

MUTUAL TRUST

The fact that this deal in the travel industry took 
place during the corona crisis is special to say the 
least. Still, according to the men, the pandemic 
only had a minor impact. Marc: “The fact that the 

Selling a label is not your  

average thing to do, but Marktlink 

was able to determine the value  

of the brand flawlessly.”

- Mark Smits

 travel world came to a standstill was not 
due to the fact that people did not want 
to go on holiday, it was purely down to the 
travel restrictions.” Mark states: “This is 
why both we and Oasis had the confidence 
to go head-to-head with each other from 
the start. The structure of the deal takes 
account of the financial settlement. 
Fortunately, the transaction was completed 
before the end of the pandemic. As a result, 
we are ready for the future now travelling is  
allowed again.”

REST AND SPACE FOR NEW STEPS

The men are now looking at the future with 
confidence and energy. “I will continue 
to focus on the finances and contractual 
matters, Marc on the locations and contacts 
with investors and concepts. As a result we 
can concentrate exclusively on developing 
new projects,” says Mark. “In addition, we 
have joined Oasis in an advisory capacity. 
This means we can stay involved. Knowing 
that all the processes are in the hands 
of professionals gives us peace of mind,”  
says Marc.

There are plenty of plans for Mountain 
Residences in the future. Mark: “We are 
going to complete two small-scale luxury 
boutique hotels in Lech. The construction 
of a new PURE Resort is being prepared 
in Serfaus. We are now also looking at 
Germany and the Netherlands. We definitely 
wouldn’t have had time for that if we hadn’t 
taken this step.” Marc concludes: “We can 
now be very selective in picking up the best 
projects to broaden our brand further. The 
focus is back.”  

M O U N T A I N  R E S I D E N C E S 
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D E A L S T O R Y

Jolanda van  
den Wijngaart

Han van  
den Wijngaart
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T O M A T E N H A K E N W I K K E L B E D R I J F  V A N  D E N  W I J N G A A R T 

After working for a long time as employees, Han 
(61) and Jolanda (58), both born in Breda, started 
their entrepreneurial adventure in 1994. They 
registered their new company in the commercial 
register: Tomatenhakenwikkelbedrijf Van den 
Wijngaart. A high wire tomato hook company may 
sound complicated, but it isn’t really. In fact, these 
tomato hooks are used in combination with wire 
to keep the tomato plants upright and at the ideal 
working height. If you grow tomatoes, these hooks 
are essential.

27 MILLION HOOKS

The Brabant couple started with two hand-operated 
machines. Two years later, they put their first 

semi-automatic machine into operation. Han: 
“We developed the machine by working with a 
machine builder. Production skyrocketed as a result. 
Jolanda and I always ran the company together, 
but from 2013 we started employing staff. There 
was increasing demand for our hooks, and the two 
of us couldn’t handle it any more. Since then we 
have been making about 27 million hooks every 
year. They are used in tomato greenhouses over a 
thousand hectares.”

Running the company in the village of Galder is 
hard work. Han leads production while Jolanda – 
who previously worked at Rabobank – takes care  
of administration. 

Tomatenhaken- 
wikkelbedrijf  

Van den Wijngaart is 
reaping the benefits 

after a successful deal
Acquisition by Bato Plastics from Zevenbergen

Becoming stranded when the harbour is in sight is both painful and frustrating. Han and Jolanda 

van den Wijngaart can attest to this. In 2020, the acquisition of their company by a foreign company 

seemed complete, but it all went wrong. Fortunately, their story had a happy ending. They found 

the ideal buyer in Bato Plastics, a thirty-minute drive away.

19



D E A L S T O R Y

you would imagine there is a reasonable chance 
that someone will want to take over. “Our children 
had a connection with the company. Four out of 
five helped out during the holidays and weekends 
to earn extra money. We had always thought one 
of them would want to take over the company. But 
none of them were interested. We respect that. It 
is important to us that our children do what makes 
them happy. It would have been nice if they had 
joined the family business. But it did not happen 
and that is also a good thing,” says Jolanda with a 
matter-of-fact approach.

An internal succession was therefore not on the 
cards, but Han and Jolanda did not give up and 
moved bravely forward. The duo came knocking on 
Marktlink’s door. “Our middle son is good friends 
with Bart Schouten who works at Marktlink. Bart 
regularly came to drink coffee or a beer with us. 
He suggested sending his colleague Jan Dijkmans 
over and discussing the sales opportunities. The 
Marktlink team quickly came to the conclusion that 
there would certainly be interest in our company. We 
were not necessarily convinced of that ourselves. 
The market in which we operate is very specific. 
Tomato high wire hook companies are not for sale 
on every street corner.”

INTEREST

Coincidentally or not, but at around the same time 
– in August 2019 – a party external to Europe was 
showing serious interest in the Brabant company. 
Yolanda: “We informed Marktlink about this and the 
deal team joined us. The whole procedure began. 
In 2019, the candidate visited us with his financial 
expert. It was just further confirmation for us that 
the interest was serious. In January 2020 we signed 
a Letter of Intent. Everything was looking good.”

INCREASINGLY DIFFICULT

Things are not always as they seem. Han and Jolanda 
began to notice meetings becoming increasingly 

The alarm goes off before dawn. In the early years 
of the company, production was not as high as in 
recent years. But in those years their five children 
obviously needed more attention. While Han 
took care of the wire, Jolanda took care of the 
sandwiches. “My work was easier to plan. Invoices 
can be taken care of in the evening.”

NO FAMILY INTEREST

To say Han and Jolanda were busy is quite an 
understatement. Time flies, especially when it’s 
busy: but the moment to think about succession of 
the company comes eventually. With five children, 

COMPANY NAME   Tomatenhakenwikkelbedrijf  
   Van den Wijngaart B.V.  

BUYER      Bato Plastics B.V.

TRANSACTION      Sale  - Strategic

WEBSITE   www.bato.nl

DEALTEAM   Jan Dijkmans, Bart Schouten, 
   Job van Heiningen and Christine Huisman

 High wire hook
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difficult. “Agreements we made were subsequently 
reversed. There was always something different, 
or something new was added. Anyway, it just got 
worse and worse. Nevertheless, after discussions 
lasting a day and a half over Teams, we reached an 
agreement in July 2020. The contracts needed to be 
drawn up. It took a long time, but we understood 
because it was the holiday period.”

“When the contracts finally came in,” Jolanda 
continues, “we couldn’t believe what we were 
seeing. The contents of the contract were completely 
different to the things we had discussed. Han and 
I were completely done with it and we pulled the 
plug. We lost all faith in it. In the meantime, it was 
September and the high season had arrived for us 
again. Han and I decided to focus on production. 
We turned our backs on the acquisition stress for a 
while so we could do what we are good at.”

Van den Wijngaart had a great season; which 
contributed to the 2020 annual figures being 
something to celebrate. This made the company 
even more attractive as an acquisition. The negative 
experience faded into the background, and in April 
2021 it was time take a new chance. And this is 
when Marktlink made the difference, says Jolanda. 
“Unlike the process with the previous party that 
dropped out, this time Marktlink was able to start 

from scratch and lead the entire process. 
Their people did their job, explored the 
market, and compiled a list of interesting 
parties. We only had to put crosses next 
to the names. In the end, we talked to  
five parties.”

POPPING CORKS

This group included Bato Plastics from 
Zevenbergen, a thirty-minute drive from 
Galder. According to Jolanda, there was 
a world of difference. “It was such a 
relief to negotiate in Dutch; we had no 
cultural differences, and we didn’t have to 
take foreign law into account. Of course 
there were points of discussion, but the 
conversation around them went very 
smoothly. We signed a Letter of Intent in 
July, and three months later the deed was 
passed. Finally, the champagne corks were 
popped and the weight was lifted off our 
shoulders. This was thanks to Marktlink, 
but we should also give some of the credit 
to our eldest son,” reflects Han. “He is a 
controller and was very closely involved 
throughout the entire process.”

AND THE FUTURE? 

Han tells us the entrepreneurs intend to 
approach the future with an open mind. 
“We don’t have any concrete plans yet. 
We just became grandparents, so we are 
looking forward to regular babysitting 
duties. I enjoy fishing and hiking, while 
Jolanda can be found whizzing around on 
her racing bike. “And I am certainly going 
to enjoy our garden. We have a big garden. 
And no, it is most certainly not a vegetable 
garden. We have seen enough tomatoes to 
last a lifetime.” 

The Marktlink team quickly came 

to the conclusion that there would 

certainly be interest in our company. 

We were not necessarily convinced 

of that ourselves.”

- Han and Jolanda van den Wijngaart



T O M A T E N H A K E N W I K K E L B E D R I J F  V A N  D E N  W I J N G A A R T 
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I N T E R N A T I O N A L 

It’s busy days and full steam ahead for Marktlink. Only a few months after entering the 

Danish and Scandinavian market, next stop: United Kingdom. The first UK Marktlink office 

opened in the centre of Manchester on 1 February with managing partner Jonny Parkinson 

at the helm. From here, he and his team will be leveraging a strong European network of 

buyers and advisers to create new opportunities for UK clients and European businesses 

that are looking to expand into Britain.

JONNY PARKINSON 
TAKES THE HELM 
OF MARKTLINK’S 

NEWEST BRANCH IN 
MANCHESTER

the offer to set up a branch in the United Kingdom, 
he seized the opportunity to take the next step in his 
career. “I tried to count the exact number of deals I’ve 
done while at Benchmark and it came to 99. It’s fun to 
think that my 100th deal in the M&A world will be done 
at Marktlink. I’m looking forward to being part of this 
well-established company and, also, to be able to put my 
own stamp on it. But what I’m most looking forward to is 
going out and working together with the entrepreneurs. 

Having spent all his working life in the world of M&A, 
mediating close to a hundred deals over the course of 
six years, you could say that deal-making has become 
part of Jonny’s DNA. Upon finishing his degree in 
Politics 11 years ago, he joined M&A firm Benchmark 
International where he learned the M&A business and 
built his knowledge of industries and sectors as a lead 
adviser – in the last four years as a director and team 
leader. When he was approached by Marktlink with 
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M A R K T L I N K  M A N C H E S T E R

My team and I will be emulating the Marktlink model; 
building relationships by sitting together with our 
clients, spending time together, seeing their businesses 
first-hand and learning what makes them successful. I 
look forward to getting to know them and helping them 
sell, buy or grow in any direction of travel they want.”

A UNIQUE COMBINATION OF INTERNATIONAL 

AND LOCAL PRESENCE

Based in Manchester with access to the thriving markets 
of Liverpool, Leeds, Birmingham and even Scotland, 
Jonathon and his new team are keen to launch Marktlink 
in the UK and get to work. “Manchester is a booming 
area and a great place to be. There’s a growing number 
of private equity houses, and the number of deals 
done in the North-West is multiplying every year. What 
Marktlink will contribute to this exciting scene is the 
opportunity to genuinely leverage a huge international 
network with access to buyers and cross-border deals, 
which I don’t think any other firm would be able to offer. 
The UK is a huge market with a lot of local nuances, and 
I think that companies and company owners like to work 
with local advisers. Our UK clients will benefit from our 
insight into the various different sectors – we know 
what is going on in all those markets and what drives 
them both in the UK and abroad.” 

The Manchester area is booming and it’s a great 

place to be. There’s a growing number of private 

equity houses, and the number of deals done in  

the North-West is multiplying every year.”

- Jonny Parkinson
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Martin
Jooren

Ruben  
van Alten
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E M P L O Y M E N T  G R O U P

Martin Jooren is a real Werkendammer, “built in 
1984”. It was almost inevitable that he was going 
to do something with ships. “My father Cees used 
to have a shipyard in Werkendam that he had taken 
over from his father, my grandfather. That’s how I 
came into contact with shipbuilding at a young age,” 
he says. 

ESTABLISHMENT OF EUROPE@WORK

Father Jooren often made use of migrant workers 
in the shipyard; these workers included welders, 
ironworkers and pipe fitters. Initially, he worked with 
the employment agencies that were operating at 
the time, but according to his son Martin, it was not 
a success. Harry Cornet of the Cornet Group, which 
carries out all the classification work at the shipyard, 

also experienced the same problems with flexible 
personnel. Martin: “The people we were sent were 
simply not good enough, were paid too late, or their 
housing was not properly arranged, which led to 
poor motivation on their part. We thought it could 
be done much, much better.” In 2009, this led to the 
establishment of the Europe@Work employment 
agency, which specialised in the maritime industry. 
Later on, the umbrella Employment Group was 
set up from this organisation, which includes  
Europe@Work. 

BUSY TIMES

Martin, officially working at the family shipyard 
since 2005: “The employment agency was going so 
well that my father and Harry Cornet needed help. 

Werkendam borders the Biesbosch, and is located on the Merwede. In light of this, it is not 

surprising that many Werkendam residents earn their living from shipbuilding and shipping. And 

this is also true for Martin Jooren, shipbuilder and co-owner of employment agency, Europe@

Work. After the acquisition of WerkNu, operating in the same province, a whole new world opened 

up for his company.

Employment Group 
broadens its horizons  
with the acquisition 

of WerkNu  
Common denominators ensure a smooth process
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D E A L S T O R Y

COMPANY NAME   Employment Group B.V. 

PURCHASED      WerkNu B.V.

TRANSACTION     Purchase  - Strategic

WEBSITE   www.europeatwork.nl

DEALTEAM   Sven Peeters, Fleur Stout, Bart Schouten  
   and Job van Heiningen

Martin then came on board as a working partner 
at the temporary employment agency alongside 
Ruben, with Cees Jooren and Harry Cornet as silent 
partners in the background. 

There are plenty of situations where two captains 
on one ship has led to clashes, but it worked fine 
for Europe@Work. Ruben ran the front office and 
maintained contact with customers and temporary 
workers. Martin remained busy behind the scenes. 
He was involved in the finances and housing of 
migrant workers, among other things. “Meanwhile, 
I was thinking about our future: what course were 
we going to take? How were we going to broaden 
our range of services? Were we going to try to make 
an acquisition ourselves, or should we look for 
someone to acquire us?”

LINKEDIN INVITATION

Martin remembers an article in Het Financieele 
Dagblad that he read in February 2021. “It was about 
a deal between two Brabant employment agencies. 
Marktlink was mentioned in the article as the 
party that provided the guidance. Coincidentally, I 
received a LinkedIn invitation on the same day from 
Sven Peeters, a manager at Marktlink. He invited me 
for a cup of coffee.”

They asked if I could ‘just’ help in the evenings 
even though I was already a project leader at the 
shipyard with sometimes as many as fifty employees 
under me. We were super busy with work on hull 
construction for inland vessels, outfitting, and the 
installation of engines and installations.” 

The evenings soon became too short for working on 
the employment agency. Martin urgently needed 
help in 2010. He found it in Ruben van Alten. 
“Ruben was fully focused on Europe@Work. While 
I was working full throttle in the yard, Ruben was 
building the employment agency.” He had already 
been doing it independently for almost ten years. 
That was until the family shipyard was sold in 2018. 

 Martin Jooren and Ruben van Alten
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CLICK

Over coffee with Sven and his colleague Bart 
Schouten, Martin confirmed an acquisition would 
broaden the horizon of Europe@Work. “The 
conversations went smoothly and there was an 
immediate click. We spoke several times about 
our vision and goals. On the basis of our wishes, 
Marktlink began the exploration. They soon 
came back with an interesting match: WerkNu, a 
temporary employment agency for civil engineering 
in Uden.” A meeting quickly followed.

“What I liked,” says Martin, “is that WerkNu and 
Europe@Work have many similarities. We operate 
in different industries, but our stories are very 
similar. We both come from the province of Brabant, 
and both have strong ties to the sector in which we 
operate. We also have similar values: taking good 
care of your people, and only placing staff who are 
suitable for the job. And we come from the field 
ourselves, so we can assess that very well.”

WHITE SMOKE

The common denominators contributed to a 
smooth acquisition process. Martin: “There was a 
good feeling right away. This is so important. Paper 
and numbers don’t mean much to me. If the click 
isn’t there, there’s no need to look at the numbers. 
It simply won’t be worth it. In the end it all went 

very smoothly. In June 2021, we spoke to 
René Verbruggen and Rosina van Dijk from 
WerkNu for the first time. In November, 
there was a puff of white smoke. It all went 
so fast; I had heard these processes usually 
take a year. But if you share the same ideals, 
think about things the same way, and go 
into negotiations realistically, it shouldn’t 
take long.”

With the addition of WerkNu, Employment 
Group is now at home in more markets. 
Ready for the next chapter: growth. “We 
didn’t acquire the company to resell it; we 
want to extract energy from it. Ruben is 36 
and I am 37, and we are far from retirement 
age. We have a majority interest in the 
group, but René and Rosina also remain 
active within WerkNu.”

NEW CHANCES

In January 2022, the acquisition was signed 
and sealed at the civil notary’s office. 
From that moment on, Employment Group 
has been building, says Martin. “We are 
looking at which processes we can take 
from each other and how we can become 
more efficient by cleverly combining each 
other’s networks. It takes time. But one 
thing is certain: the acquisition will create 
wonderful new opportunities.”

For the time being, Martin has not yet 
entered calm waters. “In fact, I’m already 
working with Marktlink to look into a new 
acquisition. I am not rushing things because 
the recent acquisition of WerkNu means 
we have enough on our plate. But we 
certainly have ambitions, such as becoming 
active in sectors other than maritime and 
civil engineering.” In short: the former 
shipbuilder is not ready to settle for a quiet 
haven just yet. 

There was a good feeling right 

away. This is so important. Paper 

and numbers don’t mean much to 

me. If the click isn’t there, there’s no 

need to look at the numbers.”   

- Martin Jooren



E M P L O Y M E N T  G R O U P
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Chris
Groothuizen

Henri
van Bruggen
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L U X F O R M

Put Chris Groothuisen (67) and Henri van Bruggen 
(55) together in a room and you don’t need to worry 
about awkward silences. The businessmen seem to 
complement each other very well. And it seems like 
they’ve known each other for a lifetime.

The latter is not entirely true. In the pre-Luxform 
era, Chris had already seen a lot of the world. “After 
graduating from Nyenrode in 1978, I successively 
worked in the Dominican Republic, Puerto Rico and 
Venezuela.” Back in Europe, it never looked like 
Chris would be celebrating the traditional 12.5 years 
of employment milestone with the same employer. 
Born in Alkmaarder, now living in Deurne in Brabant, 
he added several more employers to his list. That 
was until 2005, when he became managing director 
of Intermatic; a producer of low voltage, solar, 

and professional lighting. This company (originally 
American) took its first steps in Europe that year by 
taking over Luxform.

FROM EMPLOYEE TO CO-OWNER

2005 was also the year of Chris and Henri’s first 
meeting. In 1986, Henri started working for Luxform, 
which was founded in 1978, and the man from 
Ijsselmeer never left. His role changed though, from 
employee to co-owner. “The Americans stopped 
with Luxform in 2009 and focused on other markets 
and activities. I took the helm of the organisation 
with Chris through a management buy-out. We 
changed the name to Luxform Global,” says Henri as 
he sums up this part of the history. 

Sale to  
Arli Hemsson gives 
Luxform an even 
brighter future

Garden lighting giant Luxform is now in the hands of Arli Hemsson

“Behind every successful man is a strong woman,” according to the old saying. Behind Chris 

Groothuisen is a woman with a burning desire: “Stop working when you are 70.” The CEO of 

garden lighting giant Luxform seems to be sticking to his agreement. With the sale of his company 

to the international wholesaler Arli Hemsson, he will soon have time for other things, as will his 

partner Henri van Bruggen.
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D E A L S T O R Y

CRAZINESS OF THE CREDIT CRISIS

Entrepreneurship is not all about successes. After 
their record year, they were hit by the credit crisis. 
Chris: “It was a difficult time. We just put our plans 
on hold for a while. Survival was our motto. And we 
achieved it by sailing pretty close to the wind. It was 
the only way we could make it through those difficult 
times. In fact, we were able to put our growth plans 
into action before the end of the crisis.”

A Chinese party appeared with the intention of 
entering into an intensive collaboration, and it 
sounded like music to the ears of Chris and Henri. 
“We sold a third of our shares and focused on 
innovative products in new segments. In hindsight, 
it was not our best choice. In fact: it was quite a 
drama. We had overestimated the Chinese party 
quite a bit. Great, we thought. But we had just 
put the credit crisis behind us and we ran into  
problems again.”

CRESCENDO

In 2017, the Chinese party became a silent partner 
and Luxform returned to the basics: selling the 
trusted products. It was a golden opportunity. 
The company grew rapidly and recorded its best 
year ever. Luxform was not quite done with the 
challenges, however; COVID-19 then appeared 
on the horizon. Chris: “We were apprehensive in 
March 2020 of course, but about six weeks later, we 
had another huge run on our products. From that 
moment, things went crazy.”

And apparently, Luxform found itself in the spotlight 
because of the good results. “At the end of 2020, we 
were approached by a company that was interested 
in an acquisition. And it happened again a little 
later. I said to Henri: “If this is going to play out now, 
we’ll have to look at the possibilities,” says Chris. 
“There was also the agreement I had made with my 
wife, my seventieth birthday was approaching fast.”

There was an immediate click between the two 
entrepreneurs, says Henri. “Chris was in charge of 
sales and marketing, while I managed everything 
financially and operationally. It all went fine. In 
2009, we made the strategic choice to sell solar 
lamps through garden centres, DIY stores and 
distributors such as bol.com and other large mail 
order companies in Europe.” It was a great move. 
Turnover immediately increased by 40 percent. 

COMPANY NAME   Luxform Global B.V. 

BUYER      Arli Hemsson

TRANSACTION      Sale  - Buy and build

WEBSITE   www.luxformglobal.com

DEALTEAM   Fredrik Jonker, Laurens Dekker  
   and Menno Cosijnse

 Henri van Bruggen and Chris Groothuisen in their showroom in Kampen
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CONTACT WITH MARKTLINK

Chris and Henri needed a party to act as a guide 
through a potential acquisition process. They didn’t 
have to Google the name because Chris already 
had the name of Marktlink partner Fredrik Jonker 
in his phone list. “I had met him at a trade fair 
about ten years before. Since then, he always kept 
in touch. We made an agreement with his team. It 
immediately became clear to me that the priority 
was to prepare Luxform for acquisition. Henri and I 
started to focus on that.”

The collaboration with Marktlink resulted in a nice 
Bidbook. It didn’t take long before Marktlink had 
found a number of candidates. Chris: “We went 
quite a long way with one candidate, but things 
went wrong just before the finish. We felt like we 
were in a lemon squeezer. Communication became 
increasingly difficult and we lost the trust. Henri and 
I quickly agreed to stop. 
 

SECOND CHANCE

A second chance quickly revealed itself when home-
and-living platform Arli Hemsson came forward. 
Henri: “All our meetings with them were based on 
equality. They had plans to integrate Luxform into 
their company and grow. We complement each 
other perfectly. Arli Hemsson is super strong online 
and we have a solid international sales force. There 
was a strong click from the start and it was over 
relatively quickly. 

It immediately became clear to me 

that the priority was to prepare 

Luxform for acquisition. Henri and  

I started to focus on that.”

- Chris Groothuizen

 Congratulations to Marktlink. They provided 
us with excellent guidance and took a lot of 
work off our hands.” 

And this was just under two years before 
Chris’ seventieth birthday, so he’s well on 
track to keep his wife happy. “The deal is that 
Henri and I will step away on 31 December 
2022. But maybe we’ll stay a little longer, 
if there is a click. We are already working 
hard on that. We are in the middle of the 
outdoor season and everyone is screaming 
for orders. We are now hard at work. At the 
same time, there is some fine-tuning to be 
done with Arli Hemsson.”

MOTORCYCLE OUT OF THE BARN

Henri doesn’t mind. “If they ask me to stay 
for a few more years, I will seriously consider 
it. I am in good health and enjoy my work. 
But I want to be able to cut my hours back 
fairly soon. I’ve had a lot of ups and downs 
and worked 60–70 hours a week for a long 
time. I think it will soon be time to get the 
motorcycle out of the shed.”

The chance that Chris will be bored after 
leaving is zero. “My youngest daughter, son 
and son-in-law have a business. They often 
ask their father and father-in-law for advice. 
My wife and I have four grandchildren and 
we are looking forward to making more 
time for them. We’re going to do the things 
we like. My oldest daughter has been 
diagnosed with breast cancer. Fortunately, 
she can be treated. But it makes me realise 
that we should enjoy the present and not 
put things off. In short: seize the moment. 
Enjoy the bright spots. Even after the sale 
of Luxform. 

L U X F O R M
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Manufacturing and production sector vision    

INTERNATIONALISATION 
CONTINUES, AS DOES  

THE BUY-AND-HOLD 
STRATEGY 

For a few years now, it has been easier for capital 

to find its way to SMEs. In parallel with this 

development, the number of investors in the 

manufacturing industry is also increasing rapidly. 

“Ten years ago there were only a few dozen investors 

active in SMEs, now there are hundreds. And they 

are increasingly acquiring across borders, including 

in in manufacuring and production. The number 

of European cross-border deals involving SMEs 

has increased significantly in recent years, and will 

continue to do so for the foreseeable future. We’ve 

only just started,” says Willem Mulder,  

M&A manager at Marktlink.
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Tessu Systems; a specialist in the production and 
installation of commercial kitchen ventilation 
systems. “Our client was looking for a party that could 
guarantee continuity, and in 2021 was successfully 
sold to the Swedish Absolent Group, which is 
an expert in clean air in working environments. 
Like Absolent’s other participating interests, 
Tessu will continue to operate autonomously and 
under its own name. This fits how the market for 
commercial kitchen ventilation works, because it is 
fragmented throughout Europe. Absolent sees and 
uses opportunities in the central development of 
innovative solutions, which are then marketed in 
each country through its participations.”   

REMAINING AUTONOMOUS

A purchasing strategy like this is a good fit for many 
entrepreneurs and what they think is important 
when they decide to sell their company. Maintaining 
100% independence is really no problem; it is good 
for the employees, helps preserve the corporate 
culture, and guarantees continuity. Willem: “Buy-
and-hold strategists benefit from well-managed 
companies. Although they work as a group at the 
strategic level, the buyer wants nothing more than 
the company to continue growing autonomously as 
it did before the acquisition. The strategic investor 
is often not concerned with integration or building a 
large group with one identity. The main advantages 
lie in bringing areas such as purchasing, back office 
or research and development together. Optimal use 
of production facilities, sharing the sales network, 
and offering a wider product range often also play 
a role.” 

“I have been involved in various deals in the 
production industry in recent times. I have 
personally found that more and more international 
manufacturing companies are looking beyond 
their national borders. This is especially true in 
niche markets, where we are seeing the number of 
acquisitions grow strongly. In contrast to the well-
known buy-and-build parties, strategic investors 
focus on allowing their acquisitions to continue 
relatively autonomously. Moreover, they have no 
pressure on them or intention to build quickly and 
sell. They want to keep their purchases, which often 
gives the entrepreneurs who are selling a sense  
of reassurance.” 

LOCAL CONTROL 

Each strategist does this with his own arguments. 
The strategist regularly wants to achieve chain or 
overhead advantages, but the investment rationale 
also lies in tapping into new geographic sales markets 
via a local presence. Willem: “For commercial or 
logistical reasons, it can be very interesting for 
a strategist to be located more centrally or be in 
a strategic place. Being able to produce closer to 
existing customers also helps. However, that does 
not mean these investors want to make a name 
for themselves. Acquired companies in most cases 
retain their own location and identity. They will 
continue to operate independently, with guidance 
at the local level.”

EXAMPLE: TESSU SYSTEMS 

An example of a Marktlink-supervised acquisition 
matching the vision described above is that of 
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Entrepreneurs in the manufacturing 

industry are experiencing challenges 

caused by the war in Ukraine, and 

some are still dealing with the 

aftermath of the corona pandemic.”  

- Willem Mulder


and his desired role in the transaction largely 
determines that choice. In addition to a few Dutch 
buy-and-hold investors, we have also seen this type 
of buyer develop further in Sweden. Several listed 
funds there are looking worldwide for great SMEs. 
We are a good match in culture. Our working and 
business methods are very similar. This is very 
important because without a click and trust, a deal 
can never be concluded.” 

CHALLENGES

In a market full of opportunities, Willem also sees 
challenges and threats. “Industrial entrepreneurs 
are experiencing challenges caused by the war 
in Ukraine, and some are still dealing with the 
aftermath of the corona pandemic. Higher 
purchase prices, higher transport costs, and non-
deliverable parts, among other things, are giving  
entrepreneurs headaches.” 

Another threat, which has been turned into an 
opportunity by investors, is that of a scarcity of 
technical personnel and manpower for production 
environments. Willem: “For many companies, 
finding Dutch employees is a thing of the past. 
And even finding loyal and skilled migrant 
workers is incredibly difficult. This means further 
automation and robotisation of the production 
process is becoming increasingly interesting. Such 
a transformation requires major investments. 
But this is often too capital intensive for some 
entrepreneurs, or it is unknown territory. Joining 
a wealthy group is a good option to make your 
company future-proof.” 

NO PRE-EXIT RISKS 

Entrepreneurs who are selling want to protect 
what they have built; this is generally a good 
match for buy-and-hold strategists. But it’s not 
just to do with maintaining an identity or in-depth 
substantive knowledge of the business. Willem: 
“In general, these are 100% acquisitions, which 
means the entrepreneur is replaced within a fairly 
short period of time after a warm transfer, if 
that’s what they want. This situation also gives the 
entrepreneur certainty about the future. There are 
no risks as there are with a pre-exit. This gives many 
entrepreneurs a sense of reassurance.” 
 

COUNTRIES WITH SIMILAR CULTURES

According to Willem, the growth in the number of 
strategic acquisitions is certainly not at the expense 
of the number of parties that buy companies for 
buy-and-build. “Growth is so strong at the moment 
and there is so much capital in the market that there 
is sufficient supply and demand for both tastes. How 
the entrepreneur views the future of his company 
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ACQUISITION
TRENDS

                         
 ȃ Acquisitions for creating one-stop-shop (for both chain 

integration and broadening product and service offerings)

 ȃ Acquisitions for better (inter)national coverage/delivery/presence

 ȃ Buy-and-hold strategy of international strategists  
in specific sub-sectors/niches

 ȃ Pre-exit, for example, to find a partner/investor to transform/
prepare company for industry 4.0 (robotisation/digitisation)

 ȃ Reshoring, bringing business activities back from abroad  
due to delivery reliability, restored competitiveness thanks to 
robotisation, quality, among other things

CHALLENGES  
IN THE SECTOR

 ȃ Increasing costs raw materials/energy

 ȃ Dependence on (international) 

suppliers/shortages

 ȃ Staff shortages

 ȃ Industry 4.0  

(Digitisation/Robotisation)

Size of the sector 

in the Netherlands                      

23% 
of the turnover of Dutch 

companies (CBS 2020)

Forecast of production 

growth in 2022                      

+2.5%  
(in 2021)

(ING Research)

Production growth 

in  2021                     

+7.5% 
(in 2020)

(ING Research)

Number of Dutch workers                     

806,200 
(based on CBS 2020 – more recent 

information not available)

MARKTLINK
MULITPLE

Calculate your 
business value 
here3,484x Business value

calculations
in 2021
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Mathilde
Meijer

Johan
Meijer
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P .  D E  V R I E S  I N S T A L L A T I E T E C H N I E K E N  B . V .

Johan Meijer had no specific reason for taking up 
entrepreneurship at the time. He started as an 
employee at P. de Vries in 1989 and grew into his role 
three years later. Sister Mathilde worked in an office 
supply store and had plans to eventually start her 
own company. With Johan’s operational expertise 
in the field, and Mathilde’s financial knowledge, 
brother and sister form a strong team at the top of 
P. de Vries. Together they are building an all-round 
installation company for electricity, mechanical 
engineering, security technology and lighting in 
residential and non-residential construction.

TAKING A STEP BACK

The family business is a household name in 
Leeuwarden and the surrounding area. And 
brother and sister would like to keep it that way. 
Even though it is time for both board members 
to take a step back. Johan (63) and Mathilde (62) 
are committed to guaranteeing continuity for the 
next thirty years. “Young people are the future,” 
says Johan. “By allowing young employees to grow 
within the company, we have already strengthened 
P. de Vries in breadth in recent years. However, it 
proved difficult to attract the right personnel in 
order to take advantage of all the opportunities in 
the market.” This was a good reason for brother and 
sister to think about possible collaborations with 
other technical companies. “We needed a player 
who could help us expand our services.”

Tintin’s first comic. The first win at the Oscars. The birth of Mies Bouwman. And the establishment 

of P. de Vries Installatietechniek B.V. 1929 was a vibrant year. Three decades later, in 1960, Klaas 

Meijer took the over helm of the company. He expanded the range of services and the workforce. 

In 1992, son Johan and daughter Mathilde took over. Together they developed the company into 

what it is today: an all-round installation company with approximately 100 employees. After thirty 

years they want to take a step back.

“P. de Vries 
Installatietechnieken B.V. 

and VDK Groep share 
the same philosophy”

More power under the same name
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manager to hand over the baton to Jeroen van der 
Geest. “He has been with us for over twenty years 
and has more than proven himself in that time. 
That’s why it felt very logical to ask him to take over 
the role. We agreed that he could always call me. 
And I would help with acquisition. But he was in 
charge and made the decisions. This enabled me to 
distance myself from the daily routine.”

Meanwhile, Johan and Mathilde took the initiative 
to look for acquisition parties in the market. “It 
didn’t work out,” says Johan. “We wanted to move 
forward, but we lacked the expertise to find a good 
match. Fortunately, our accountant Aksos pointed 
us to Marktlink at the beginning of 2021. After a 
conversation with namesake Ralph Meijer, who is 
not related by the way, we were convinced. We had 
a good feeling immediately, and the process went 
very well.”

PREPARING FOR THE SALE

In the year that P. de Vries was celebrating its 
90th birthday, the duo started the gradual process 
of preparing the installation company for sale. A 
year later, in 2020, Mathilde took a step into the 
background, while Johan stepped down as general 

COMPANY NAME   P. de Vries Installatietechnieken B.V. 

BUYER      VDK Groep

TRANSACTION      Sale  - Strategic

WEBSITE   www.pdevries.nl

DEALTEAM   Ralph Meijer, Laurens Heideman  
   and Simone van Haarlem

 Johan Meijer, Frans van der Kolk (VDK Groep) and Mathilde Meijer
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WITHIN A YEAR

A number of elements were very important to Johan 
and Mathilde. “We had a few conditions,” explains 
Johan: “The name P. de Vries had to be retained, 
Jeroen had to remain as general manager, and very 
little had to change for the employees. Marktlink’s 
extensive network and broad experience in the 
installation industry ensured an extensive list of 
potential buyers was drawn up. Marktlink then 
acted as go-between and made the connection 
between us and the other parties.”

Johan and Mathilde found the right buyer in VDK 
Groep. The philosophy that people are central, and 
that companies operate independently within the 
group – with the advantages of a large company – 
fits perfectly with P. de Vries. “What was decisive 
is that VDK Groep would not interfere with P. 
de Vries in any way. Of course they monitor the 
finances and offer support, but otherwise they 
leave full responsibility with our team. Exactly 
as we envisioned. In addition, just like us, they 
believe a company in a particular area has greater 
commitment to its customers, especially a company 
that has existed for almost a hundred years. And 
that the name is of unprecedented importance in 
this context. So we kept our own identity. That’s 
why I don’t really see it as an acquisition, but as  
a collaboration.”

MULTIPLE DISCIPLINES, ONE PORTFOLIO

Growth is not necessarily the goal. “This 
acquisition will certainly lead to growth,” 
says Johan. “We have acquired a lot more 
knowledge. This allows us to maintain 
quality, expertise and a solid foundation. But 
we also reinforce each other, and can now 
offer multiple disciplines in one portfolio. 
Under the umbrella of the VDK Group, more 
possibilities and more clout are created.”

Since 1 December 2021 P. De Vries 
Installatietechniek B.V. has been part of 
the VDK Group. All in all, the deal was 
completed within a year. Johan: “We are 
not lawyers, but installers. So it was nice 
to have a specialist on hand to help us 
arrange everything down to the last detail. 
Marktlink took care of the legal aspect with 
all the trimmings; they worked neatly and 
very quickly.”

LETTING GO

Mathilde remains involved in a financial 
role a few days a week. Johan now has 
more time for his other business: PV-
installatiebedrijf Vriezon. And he visits his 
house in Spain every now and then. But 
he cannot completely let go of P. de Vries 
and VDK Groep. “The intention was to get 
a little more time for myself, but it hasn’t 
happened yet. It’s the nature of the beast, 
I have to keep moving and I love to work. I 
am still active within P. de Vries and VDK in 
the background; I have an advisory role. But 
they are in control, not me,” he laughs. “And 
I have full confidence in that.” 

We are not lawyers, we are 

installers. So it was nice to have a 

specialist on hand to help us arrange 

everything down to the last detail.”

- Johan Meijer



P .  D E  V R I E S  I N S T A L L A T I E T E C H N I E K E N  B . V .
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“We don’t have 
to be the biggest, 

we want to remain 
the best”

Youri
Lieberton

Jerry
Remmers
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Loyals from Mijdrecht is a full-service agency 
for brand building and digital transformation. 
Over approximately 20 years, the experienced 
entrepreneurs behind Loyals have expanded the 
organisation into a leading company with 60 FTEs. 
Youri: “We have experienced strong growth for 
years. And the digital agency market is consolidating 
strongly. As a result, we increasingly sat around 
the table with parties that showed an interest in 
taking over our company. This included financial 
parties and colleagues with their own buy-and-
build strategy. But we never found a match. And 
this was for multiple reasons. For example, we saw 
the interests were very divided among the parties. 
Moreover, we think our company is far too good to 
give up our identity for the sake of someone else.”

BUY-AND-BUILD DEVELOPMENTS

At the beginning of September 2020, the 
entrepreneurs spoke with Marktlink deal manager 
Luc Keltjens. “He approached us because we were 
on an acquisition list,” Youri recalls. “He came to 
find out how we felt about acquisition. In the end, 
we never talked about it. Luc quickly asked us: why 
don’t you develop a buy-and-build strategy yourself. 
And so we did. We started making plans to make 
Loyals a Loyals group.”

FOLLOW YOUR STRATEGY

It sounds so simple. “But,” Jerry emphasises, 
“we have always followed our own strategy. We 

always think about the bigger picture and the next 
opportunity. With our ideal customer and his or her 
needs in mind. We have evolved from a web agency 
selling websites and applications, to a specialist for 
total marketing and communication issues. And we 
eventually developed into a full-service partner for 
strategy, digital transformation and brand building. 
We focussed on entrepreneurs from medium 
and large companies; with a turnover of €20 to  
€250 million.” 

GROWTH STEP

In 2019, the entrepreneurs recognised the 
requirement to make a new growth step. Jerry: 
“Many companies claim to be full-service. But the 
question, if you really look critically in the mirror, 
is whether that is really the case. We realised we 
were very good at digital transformation, process 
development, online issues and branding. But in 
terms of development or performance marketing, 
we couldn’t really offer a full service. To change 
that, we had to grow. And that required capital.” The 
entrepreneurs therefore sold a subsidiary: their “De 
hostingmakelaar” hosting company. “Hosting is a 
separate profession in which we did not necessarily 
want to grow. This sale gave us the capital we 
needed to invest in acquisitions. 

We also looked for opportunities to raise financing 
for growth.” In that respect, the Marktlink team 
definitely gave the entrepreneurs direction. 

Purebred entrepreneurs Youri Lieberton and Jerry Remmers are always looking for the 

next opportunity. They felt they had to take a growth step with their company Loyals 

to truly become a full-service digital agency. To help them with this, they were looking 

for a (capital) partner. With the help of Marktlink, they found it in the independent 

private equity player, Sofindev. Building a powerful Loyals Group has just begun.

Loyals: loyal to their own strategy
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Youri: “Despite the fact the growth plan and 
buy-and-build strategy were ‘ready to use’, our 
minds did not go to private equity straight away. 
Marktlink brought us to the table with the right 
parties. And they are still doing that even today. 
Now we are building ourselves, we regularly meet 
with Marktlink, although they are now sometimes 
representing the other side.” 

FREEDOM AND TRUST

Finally, in August 2021, Youri and Jerry signed the 
letter of intent for a collaboration with Belgian 
private equity party Sofindev. “Entrepreneurship 
and partnership were important conditions for us,” 
says Jerry. “In the short term, we could have made 
more interesting financial choices, but we would 
have had less freedom to build our group. We kept 
the freedom, and we are very grateful. For Sofindev, 
we were not the first choice, the company had been 
looking for the best opportunity to enter this market 
for years. And they also bring a lot of knowledge and 
expertise with them. This is of great added value.”

3-IN-1 DEAL 

Before concluding the deal with Sofindev, the 
entrepreneurs had already completed an acquisition 
on their own: of video content agency PPCRN. 
This was followed by intensive collaboration with 
Marktlink, and various parties that fit the strategy 
and DNA of the Loyals Group were approached. 
There was a click with Magento specialist 
Stimmt and app builder Gravity, and a deal was  
eventually reached. 

Finally, at the end of October 2021, the deal with 
Sofindev was signed at the civil notary’s office, and 
the deals with Stimmt and Gravity followed shortly 
after. Youri: “It was a 3-in-1; an integrated buy-
and-build, which presents a few more challenges 
in terms of contracts and structure. Everything 
had to be arranged legally, administratively and 
financially in the proper way for all the parties 

D E A L S T O R Y

COMPANY NAME   Loyals B.V. 

BUYER      Sofindev Groep

TRANSACTION      Sales  - Buy-and-build

WEBSITE   www.loyals.com

DEALTEAM   Luc Keltjens, Bart Poos, Marlon Putter  
   and Paul Schoenmakers

 Youri Lieberton and Jerry Remmers
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involved.” The process was not always fun, however, 
for the men themselves. “There are many phases in 
an acquisition process. Some give you energy, but 
most cost energy. The start of such an acquisition 
process feels fantastic. You sit at the table with great 
companies and tell them about your brand with 
pride. Those weeks were really fun. After that it got 
a little feistier. We are glad we had Marktlink with 
us; they have the experience with these processes 
and supported us through every phase.”

ROOM FOR ENTREPRENEURSHIP

The new group offers a great basis; with a strong 
management team and an “overhead” that all 
companies within the group can use. They act as a 
recruiter, back office and offer support with finance. 
The group has one central profit and loss account. 
Youri: “You can still achieve real synergy if you let 
each brand work with its own targets and profit and 
loss account. This also leaves plenty of room for 
entrepreneurship and self-management. Each brand 
continues to do what it is good at and invests in its 
own growth and development, while retaining its 
own culture and DNA. 

As a result we can create strong substantive brands 
that are good at their core disciplines. Everyone 
contributes to the greater good in their own way. 

And as a group we are – increasingly – full-
service.”

Jerry adds: “Ultimately, it should be clear 
that collaboration is positive for everyone, 
for the brands, and absolutely for our team; 
the people who work for us. What I think 
is really cool is that a lot of room has been 
created for talent development. People 
stand up, take their role, show us who they 
are, what they can do and what they want. 
This also raises the level of our company. 
It’s how we keep taking steps forward. As a 
group, we have become better, stronger and 
more future-proof.”

CONSTRUCTION

At the beginning of 2020, the Loyals 
management team was already prepared 
for the company’s growth step. The Loyals 
Group offers a solid foundation to build on. 
It also gives entrepreneurs an opportunity 
to step out of the Loyals operation. Together 
they work as shareholder and director of 
Loyals Group. They do this with the aim 
of ultimately becoming the full-service 
provider in digital transformation and brand 
building for the medium and large companies 
they described previously. Strategy, 
development, content (production), 
(performance) marketing and branding are 
the most important pillars for this. The 
strategy? Acquiring more companies. Youri: 
“We want to build a house of brands. We 
don’t know exactly how many brands we 
need yet. Time will tell. But we are sticking 
to our strategy. And to our target audience. 
We don’t necessarily have to be the biggest, 
but we do have to remain the best in  
our market.” 

Despite the fact that the  

growth plan and buy-and-build 

strategy were ‘ready to use’, our 

minds did not go to private equity 

straight away.”

- Youri Lieberton 



L O Y A L S
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MARKTLINK PREPARES FOR STRONG GROWTH IN EUROPE

TO BECOME A 
MARKET LEADER, WE 

MUST SEIZE EVERY 
OPPORTUNITY

Marktlink has grown into a solid organisation with a wide range of services in recent years. For example, 

we assist entrepreneurs with the purchase and sale of companies, we help entrepreneurs prepare their 

company for sale through M-Ready, and we support entrepreneurs when investing their money in companies 

through Marktlink Investment Partners (MIP) and Welt. In addition, we are working hard across the 

border with offices in Germany, Belgium, Denmark and the UK. We want to continue that development. 

International recruiter Petra Wijnholds and HR manager Yvonne Tamis talk about the plans.

In 2025, Marktlink wants to serve the market in ten 
European countries and grow to approximately 

350 employees. “There are great opportunities 
in both the Netherlands and Europe due 

to the growing need for our broad range 
of services,” says Yvonne. “Many major 

players in our field focus on a specific 
industry. We make a deliberate choice 

not to do that, and can therefore serve 
many different markets. This makes 

the work we do interesting for 
entrepreneurs. We are already the 

market leader in the Netherlands, 
our goal is to repeat this feat  

in Europe.”

 Yvonne Tamis and

Petra Wijnholds
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HEAD START

Marktlink in the Netherlands is 25 years ahead of the 
other countries in which it is operating. Still, both women 
see opportunities for significant growth. – Yvonne: “We 
have one location in Germany, but we want to expand 
to at least five locations. This is true for the UK too. And 
after that we also want to expand into other countries 
such as France, Spain, Italy, Austria, Switzerland and 
more.” A condition for this expansion is finding the right 
Managing Partners. “We want to be accessible to local 
entrepreneurs. This is why we select our partners based 
on the Marktlink DNA: they must fit within with our 
culture, but also speak the language of the country and 
have built up a local network. By working internationally 
with others, we can make a difference.” 

KING PIN

Marktlink started International M&A Assignments last 
year, which gives employees with at least nine months 
of work experience at Marktlink the opportunity to go 
abroad for six months. Petra: “These can be a great help 
in bringing the Marktlink culture and working methods 
to these new locations and sharing their networks. They 
are the lynchpin between the various teams and the 
newly opened office.”

CROSS-POLLINATION

This expansion abroad also creates cross-pollination 
between the offices. Petra: “For example, imagine 
a client from Germany would like to do business in 
the Netherlands. We can easily connect them to a 
colleague in Amsterdam or Deventer to do the deal. 
This cross-pollination makes the lines shorter. Thirty 
percent of our deals are already cross-border deals as 
part of an international collaboration. In the future, 
this number will only grow. We look across the border 
ourselves, but we also help our clients look beyond the  
border too.” 

“Such growth ambitions make recruitment a challenge,” 
continues Yvonne. “Not only in the search for new 
recruits; maintaining the Marktlink culture requires 
extra attention as well. We want to grow, but we want 
to maintain our DNA at the same time.”

GOOD VISIBILITY

“We have about 70 vacancies to fill this year,” says Petra. 
“Recruitment is different in every country, which is why 
we look for the best way to position ourselves in the 
market for each country. We also need to find out where 
the target group is and what appeals to them.” Marktlink 
subsequently pays a lot of attention to national and 
international vacancies, as well as to approaching the 
right target group. We try to be in direct contact with 
(latent) job seekers in the corporate finance market as 
much as possible. In addition, we organise in-house 
events and structurally enter into new collaborations 
with all kinds of student associations and networks. As a 
result, our target group can easily find us. This year we 
are building our M&A community in order to be able to 
reach future Managing Partners all over Europe. Petra: 
“These efforts should result in us being more visible 
while simultaneously putting our organisation on the 
map so we can recruit people more easily in the future.”

ENTREPRENEURSHIP

New employees must have the Marktlink DNA. 
“Entrepreneurship and personal responsibility are the 
key words,” says Yvonne. “We are looking for ambitious 
people, the partners of the future. We employ junior 
consultants as soon as they leave university. It takes 
about five years for them to grow into the position of 
manager, which will see them responsible for sales and 
gathering a team around them. Then they can take the 
step towards partner.”
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FROM CONSULTANT TO PARTNER 

A DISCUSSION WITH 
KOEN RUTTEN AND 

LUC KELTJENS

Years ago, our well-known, introductory cup of coffee 

was the first time Marktlink met Koen Rutten and Luc 

Keltjens. At the time, managing partner Tim van der 

Meer was looking for reinforcements to support the 

newly opened office in Amsterdam. Koen started as a 

consultant in 2010, Luc followed in 2015. Both are now 

partners of a company that has since grown from a 

small company to the M&A specialist in Europe.

Today’s Marktlink barely resembles the company Koen and Luc knew 
in the early years. Twelve years ago, dressed in a slightly too-trendy 
outfit (“I thought I was fashionable”), Koen Rutten took the train from 
Maastricht to Amsterdam for a cup of coffee with Tim van der Meer. “He 
approached me via my sister; they knew each other from the wine trade. 
I was still in the final phase of my International Business studies and had 
not yet applied anywhere. Tim and I clicked and saw potential for the 
company that we then set up with a small team.”

KOEN

RUTTEN
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the time. “It’s great to see that professionalisation, and 
that I’m still part of it myself,” Luc says proudly. “As a 
starting consultant I made huge progress. As a manager, 
I trained the new generation of consultants and now, in 
my role as a partner, I have the opportunity to work and 
operate on the basis of the overall organisation.”

FOCUS ON SUSTAINABILITY 

AND WORLD IMPROVEMENT

Making his own mark is something Koen aspired to do 
when he joined as a partner. “Once the Amsterdam 
office was in place, I was given the opportunity to set up 
a new office in Drachten. One thing that motivates me 
is to do something good for the world, and that starts 
with yourself. This is why I am also happy to contribute 
to making Marktlink more sustainable. I started doing 
that in Drachten, and we now have a Green Team with 
members from all our offices. I really want Marktlink 
to become a company with a long-term focus on 
sustainability and world improvement.”

EVERYONE STARTS ON THE BOTTOM RUNG

An enterprising attitude was, is and always will be a 
precondition for being successful at Marktlink. “You 
actually run your own company within Marktlink,” says 
Luc. “The great thing is that, as a young consultant, you 
can relate to the people above you. Everyone started at 
the bottom, and everyone knows what it takes to move 
upwards.” Koen recognises that. “If you have what it 
takes to take the initiative yourself, you can grow into 
whatever you want. The most important thing is that 
you like the work enough to invest in it, then it always 
pays for itself.” 

AROUND THE TABLE WITH ENTREPRENEURS

The foundations became a bit firmer when Luc had 
a coffee appointment with Tim. Despite having 
successfully completed a management traineeship at 
a large bank, he still opted for a position at a smaller 
consultancy company. This brought him across the 
table from entrepreneurs from larger SMEs. “I come 
from an entrepreneurial background and fit very well 
into this playing field. This also appealed to me in 
Marktlink: hands-on mentality and hard work. You can’t 
compare what it was to what it is now. For example, 
we were not yet familiar with departments such as HR  
and marketing.”

A LONG ROAD

Anybody starting out as a consultant at Marktlink in 
2022 knows exactly how their career path has been 
mapped out and what opportunities there are. This 
development ran parallel to the personal development 
of the people who were already working at Marktlink at 

LUC

KELTJENS
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Bob
Herber

Esther
Herber
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The chair numbered 706 is the basis of the success 
of Bob (53) and Esther (55). Bob thought existing 
office chairs were too expensive. Surely it could be 
different. He made a drawing and went in search of 
a specific chair with a netwave back. And that was 
the birth of the 706. They stored 300 chairs in a 
garage in Zeist where Bob and Esther lived. Three 
weeks later, all the chairs were sold. The company 
now sells more than 400,000 chairs every year.

FOUNDATION

Eighteen months after its foundation, the company 
moved to Zwaag, where 706 Seating Group grew into 

an international player with an extensive portfolio 
and strong dealer network. The company managed 
a large part of the chain in-house: from design, 
assembly, sales, logistics and service to after-sales. 
By continuously investing and innovating, they 
created a strong and successful company together.

Esther: “We distinguish ourselves through our high-
quality products and our chain management, but 
also through our personnel policy. Everyone gets 
opportunities within the company and we always go 
the extra mile. 

More than 25 years ago – about three months after they met on the ski slopes – Bob and Esther 

Herber set up their first company: a disco in Zeist. Did they have entrepreneurial experience? No. 

It just seemed like a “a bit of a laugh”. The nightclub was empty for the first nine months, but 

when they took in people from the local hockey and football clubs, things started to take off. Since 

then, they have been looking everywhere for opportunities to tackle entrepreneurship. This is 

how 706 Seating Group was created fifteen years ago, a specialist in the design, development and 

distribution of sustainable, high-quality (office) chairs for the living and working environment and 

the hospitality market.

AVerest will not sit 
in our chair; they 

will complement us
706 Seating Group is ready for growth
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because that’s not what we’re into. 706 is one big 
team and everyone is equally important.”

NEXT GROWTH STAGE

Bob and Esther each have their own role. “Bob 
looks after strategy, sales and finance,” says Esther. 
“I mainly deal with HR, PR and networking.” This is 
how 706 Seating Group has grown considerably in 
recent years, and the entrepreneurs have laid the 
foundations for the next growth phase. “Bob and I 
already discussed the sale of the company, out of 
curiosity. We even started to look into the process 
ourselves, but it always came to nothing. In January 
2021, Marktlink called me to make an appointment. 
The appointment came, but only in April because 
of corona. It was a really cool conversation, and we 
were convinced.”

According to Esther, Marktlink was immediately 
clear about the process. “They explained the 
different phases, and that after each phase they 

There are now 56 people in the 706 family, and we 
still eat together – every day. Together we form the 
foundation of the company. During the construction 
of our new building, each employee was given a 
post with his or her name on it that they could drive 
into the ground themselves with a machine. There is 
a large artwork hanging at the entrance with images 
of everyone who works for us, without hierarchy – 

COMPANY NAME   706 Seating Group 

BUYER      AVerest Capital

TRANSACTION      Sale  - Pre-exit

WEBSITE   www.706online.com

DEALTEAM   Petra Borkent, Merel Smink  
   and Simone van Haarlem

 Two years ago, 706 Seating Group moved to a state-of-the-art office building and warehouse
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would sit us down to discuss whether we still felt 
comfortable. We were in the lead ourselves, and 
that gave us peace of mind. We wanted to give it a 
go, see where the ship landed.”

MATCH WITH OUR OWN DNA

With the help of an enterprising partner, 706 Seating 
Group was able to take major steps: focusing on 
internationalisation, further developing distribution 
channels, and expanding the existing dealer 
network and online positioning. “This is why we 
quickly gave Marktlink the opportunity to develop a 
prospective, which we all used. The enthusiasm was 
overwhelming,” says Esther proudly.

At the beginning of this year, Bob and Esther finally 
found the right partner in AVerest Capital investors. 
“Our greatest requirement was that all the 
employees would keep their jobs, and the AVerest 
DNA perfectly matches our own. In addition, they 
were very open from the start. They gave us the 
phone numbers of other entrepreneurs they work 
with and said: “We could easily tell you that we 
will not take over, and that we can help you move 
forward, but it is better if you hear that from other 
entrepreneurs with whom we work.” Bob called the 
entrepreneurs and they were all very enthusiastic. It 
really helped us to make a choice.”

MAIN PRIZE

Entering a sales process is intensive, Esther 
emphasises. “You are going on a journey 
without a destination, and you are working 
on it 24 hours a day. A sales process is like a 
funnel: during the process it becomes more 
and more intense, and the end is especially 
tough. Fortunately, we had the help of the 
Marktlink team. They had the lead; they 
were responsible for the safe navigation. 
They mapped out the route for us. But they 
also stepped aside when the time came for us 
to make our own decisions. They supported 
us with a lot of dedication and knowledge 
through each phase of the process; but 
when it was our turn, they did not push us 
in any particular direction. There were times 
when we panicked and dared to say we 
wanted to stop. But the team always acted 
with a listening ear, full of understanding. 
The contact was welcoming and great fun. 
I hope anyone who ever sells their company 
will have a team like Marktlink around them 
because it feels like we won the lottery.”

MAKING STEPS

Esther and Bob are still 25 percent 
shareholder and will remain active in the 
company. Their role has not changed. 
Esther: “706 Seating Group is very healthy 
and we firmly believe the company has a 
bright future. But now we have people on 
board who have a lot of experience in the 
areas into which we would like to expand, 
which is great. AVerest are not sitting in 
our chairs; we continue to do business 
while they complement us. Together we 
have more knowledge of the market and 
a larger network on which we can build in 
the future. AVerest can help us take the 706 
journey forward.” 

A sales process is like a funnel: 

during the process it becomes 

more and more intense, and the  

end is especially tough.”

- Esther Herber
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E T B  C A S  S O M B R O E K

In 1939, Cas Sombroek opened a modest shop 
in Volendam selling light bulbs and electrical 
appliances. More than eighty years later, grandson 
Marco Sombroek is the general manager of the 
family business. He took over from his father and 
uncle 25 years ago. ETB Cas Sombroek – offering 
electrical engineering, sustainable energy, security 
technology, advice and design, and management 
and inspection services – is now one of the most 
important players in the installation market in the 
west of the Netherlands. 

Under Marco’s leadership, ETB Cas Sombroek grew 
into a successful company with 120 employees and 
a turnover of €25 million.

OPEN AND INFORMAL ATMOSPHERE

Although the “small family business” from 1939 
is long gone, there is still a personal, friendly and 
informal atmosphere in the workplace. “I know all 
120 employees by name; I think that’s important. 
They form the core of our company after all,” says 
Marco proudly. 

Electrical company ETB Cas Sombroek B.V. in Volendam is an important player in the Dutch 

installation market. It is a real family business, and general manager Marco Sombroek (51) is from 

the third generation. But when it became clear there would be no fourth generation taking over, 

he started thinking about another way to guarantee the continuity of the installation company. He 

had to let go of the classic story, of a company passed down from generation to generation. But the 

survival of the company was the starting point. And with a successful acquisition, it all worked out.

Marco
Sombroek

What if the next 
generation is not 

ready to take over 
your family business?  

There was no generational change for ETB Cas Sombroek, but there was a successful acquisition



 Marco Sombroek
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successor. “There are no children who can take over 
the company from me in the short term,” explains 
Marco. “Running a business is an important part 
of your life, which is why I wanted to be able to 
guarantee its continuity. I needed to keep an eye on 
the future, so this was the right time to start looking 
for a suitable buyer.” After all, with a strong party, 
the company can continue to grow, even in the  
short term.
 

INTENSIVE SEARCH

Marco had been approached by a party that was 
interested in taking over the family business before, 
but he didn’t feel right about it. There is a lot at 
stake in an acquisition and it is an emotional process, 
especially in the case of a family business. This was 
a good reason for Marco to call in an independent 
expert. Marktlink’s experience in the installation 
sector was an important benefit for him. “The 
deal team is familiar with virtually all the buyers 
in the market thanks to previous acquisitions, and 
managed everything from start to finish. Together 
we drew up a profile of the desired buyer,” explains 
Marco, “so the team could look for suitable parties. 

He believes personal attention is one of the 
company’s strengths. “We employ many people who 
have been working with us for years. And despite 
the tight labour market, we still manage to attract 
and retain young, talented technicians. We feel a 
strong bond with our people.”

KINK IN THE CABLE

This family feeling is an important reason for Marco, 
after a quarter of a century at the helm, to ensure 
the continued existence of the installation company. 
But there is a small hitch: there is no suitable 

COMPANY NAME   ETB Cas Sombroek 

BUYER      VDK Groep

TRANSACTION      Sale  - Strategic

WEBSITE   www.cassombroek.nl

DEALTEAM   Jelle Rutgers, Roger Loontjens,  
   Tim Rikmenspoel and Wouter Homburg



55

An extensive and intensive search process followed. 
In the end, I sat down with seven suitable candidates. 
That led to five bids. And in the end it led to the one 
buyer I immediately had a good feeling about.”

WIN-WIN SITUATION

And “that one buyer” is Frans van der Kolk, owner 
of VDK Groep: an ambitious group consisting of 
38 installation companies with approximately 
1600 employees who specialise in every field of 
installation technology. It immediately felt right 
about Marco, he says. “I thought it was important 
that ETB Cas Sombroek could continue to operate 
as an independent company and retain its name and 
identity. And it can. And yet, as part of VDK Groep, 
we naturally benefit from the advantages of a larger 
company and a stronger position in the market. And 
this met the financial requirement, which was very 
reassuring. All the bids were significantly higher than 
the value I had in mind. Marktlink certainly played 
an important role in this during the negotiations. I 
am very pleased with the result after an intense and 
interesting year.”

A-Z GUIDANCE

Marco really liked the guidance he received 
from Marktlink. “If I had to do it again, 
I would certainly do it this way. It is an 
intensive and complicated process, and 
in the meantime, you must not forget 
that everything else continues. Marktlink 
has all the knowledge and expertise in-
house, and has a broad network. They 
were involved from start to finish: from the 
search for buyers to the legal settlements. 
And because they took a lot of work off my 
hands, I could continue to focus on my work 
in the company, which ultimately resulted in 
the best year ever for ETB Cas Sombroek so 
far. During the negotiations, Marktlink got 
the most out of it for me. This eventually 
led to an acquisition that I really had a good 
feeling about. ETB Cas Sombroek can simply 
continue to exist.” 

READY FOR THE FUTURE

And the future? It’s a promising one. As 
part of VDK Groep, ETB Cas Sombroek will 
continue to operate from Volendam. And 
Marco will remain general manager for the 
time being. “Unfortunately, I had to let go of 
the classic image of our company that was 
passed on from generation to generation. 
But, with the acquisition, the continuity of 
the company is guaranteed. In fact, we are 
going to strengthen our market position in 
the western Netherlands together with VDK 
Groep so we can provide the best possible 
service to our current and new customers. 
This gives me peace of mind. And the 
atmosphere in the workplace? It is still 
friendly.” Because Marco’s people are happy 
too: ETB Cas Sombroek remains ETB Cas 
Sombroek for them. 

I thought it was important that 

ETB Cas Sombroek could continue 

to operate as an independent 

company and retain its name and 

identity. And it can.” 

- Marco Sombroek
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Duco van
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Marijn (58) comes from Sprundel in Brabant, a village 
between Breda and Roosendaal, not far from the 
Belgian border. Once he finished secondary school, 
he moved to Amsterdam where he studied business 
economics. After fourteen years in the capital, he 
returned to the south with a master’s degree in his 
pocket. Marijn is a true entrepreneur. “I had the 
desire and urge to be independent at a fairly young 
age.” His first steps towards entrepreneurship failed, 
but around the turn of the millennium a promising 
opportunity arose. “I was able to buy in to Consulta, 
a Belgian supplier of cosmetics products to the 
business market. I was immediately enthusiastic 
about it. I decided to take the plunge.”

STABLE MARKET

The market was completely new for Marijn. “I had 
done nothing with cosmetics before at all. But that 
didn’t stop me; I think the market is more important 
than the products in question, and I liked the 
market. What the market was like? Very stable. It 
is an industry in which huge peaks or troughs are 
quite unexpected. There was a healthy return, with 
reasonable margins and healthy growth overall. In 
short: it seemed to me to be the responsible thing 
to do.” Consulta did indeed perform to – or even 
above – expectations. “We grew fairly quickly in the 
first few years. And we have always continued to 
grow, despite challenging times. 

A cross-border collaboration is the latest achievement of this is how you can summarise the latest 

achievement of entrepreneur Marijn van Benthem. He is the man behind Consulta, the leading 

supplier of cosmetic products. After the acquisition by Care Cosmetics from the Netherlands, the 

already successful company has even more colour in its cheeks.

Consulta is 
preparing for new 

successes after 
acquisition by Care 

Cosmetics 
Consulta and Care Cosmetics have synchronised their clocks

Duco van
Keimpema
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It was a moment for us to look in the mirror and 
make changes. Before corona, you couldn’t say 
to a customer, “let’s meet via Teams or organise 
a webinar.” Customers wanted personal contact. 
Now it has all changed and everyone sees this 
type of communication as just fine and no one 
makes a fuss about it. So it was a good time to 
take a sweep through the organisation and become  
more efficient.”

Consulta is a wholesaler in anti-ageing products; 
and even Marijn cannot escape the ravages of time. 
He started to think about life after Consulta more 
often. “I turned 58 in May. My idea has always been 
that it can take up to 3 years to sell your company. 
Then you stay at work for a few more years, and only 
then it is time to stop. I was never negative towards 
interest in the company. But it needed to be in a 
way that suited me. Competitors who wanted to 
take over Consulta completely were given the cold 
shoulder. I didn’t want to close the deal, hand in 
the keys and disappear from the scene. I’m still too 
young for that anyway.”

When Care Cosmetics knocked on Marijn’s door, 
supported by Belgian investment company 
3d investors, his interest was piqued. “It was 
a completely different story. Their goal was a 

Over the years, we have weathered several crises 
well. The internet crisis in 2000, the credit crisis 
in 2008–2009 and the Euro crisis that lasted  
until 2014.”

REVENUE DECREASE AND PROFIT INCREASE

COVID-19 is of course also on the list, but that crisis 
gave Consulta a real boost. “The result for us was 
a drop in turnover of more than eight percent, but 
a profit increase of 17 percent. How so? Because 
we incurred significantly lower costs. We spent 
much less money on marketing activities such as 
trade shows. Corona worked out very well for us. 

COMPANY NAME   Consulta (België) 

BUYER      Care Cosmetics (Nederland)

TRANSACTION      Sales  - Buy-and-build

WEBSITE   www.consulta.cc

DEALTEAM   Filip Mariën

 Marijn van Benthem Consulta and Nicolas Sneyers from 3d Investors
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strategic acquisition. Care Cosmetics is very 
similar to Consulta. Care had a leading position in 
the distribution of cosmetics in the Netherlands, 
as we had in Belgium. The aim of Care was to 
make Consulta part of the group and to grow  
further together.”

KEEP THE TRAIN RUNNING

What also played a role is that Marijn was included 
in the buyers’ plans. “The plan was that I would 
keep the train running for a few more years. It also 
helped that I have known the CEO of Care, Duco van 
Keimpema, for a long time. We know about each 
other’s ambitions. Combining our strengths would 
lead to enormous potential for controlled growth 
in Northwest Europe. I saw the involvement of a 
strong player such as 3d investors as an enormous 
added value. This would create the strength to  
continue building.”

Marijn thought about the scenario and became 
more and more enthusiastic. “It felt like a big 
step. After all, producers are getting more and 
more powerful. To maintain a strong position as a 
distributor, it is a very good idea to forge an alliance 
and focus on the international market. If you’re big 
enough, suppliers will come to you on their own – 
in fact, they already have done. You cannot do as 
an independent company what you can as a group. 
In addition, the acquisition created opportunities to 

work much more efficiently. Investments in 
marketing and e-commerce for example are 
so much easier, and we can centralise our 
back office activities.”

Marijn was convinced and – in consultation 
with Duco – had the Antwerp Marktlink 
team flown in to translate the ideas into 
a notarial deed. Marijn: “The value added 
by Marktlink cannot be underestimated. 
Managing partner Filip Mariën knows the 
ropes and guided the process excellently, 
down to the last detail. Two things are of 
great importance in such an acquisition 
process: price and conditions. A high 
price is great, but it means nothing with 
bad conditions. And the price was agreed 
quickly. Agreeing on the conditions took a 
little more time, but in the end we found 
harmony.”
 

TAKING OVER SMART PROCESSES

Christmas Eve 2021 saw the signatures 
on the paper and the champagne on the 
table. It was an extra festive Christmas for 
Marijn who has now been employed by Care 
Cosmetics since 1 January 2022. Consulta 
is now gradually being integrated into the 
group. “We are coordinating both of the 
organisations. Synchronising our clocks, so 
to speak. Taking over smart processes from 
one another. And at the same time, we 
continue to realise our ambitions.” 

For the time being, Marijn is still fully 
involved in cosmetics. In his own words, he 
is still running the train. A train on its way to 
big, ambitious destinations. “I will stay on 
board for the time being. Ultimately, Care 
Cosmetics will have to run the train after I 
get out, but that’s for later. I hope we pass a 
good number of stations first.” 

I didn’t want to close the deal,  

hand in the keys and disappear  

from the scene. I’m still too  

young for that anyway.”

- Marijn van Benthem



C O N S U L T A 



M - R E A D Y

“You only sell once, and the 

entrepreneur is often alone  

in that process”

“For some entrepreneurs, it is very difficult to break free 
from the company,” Jeroen adds. “You only sell once, 
and the entrepreneur is often alone in that process. You 
are a beginner in that area, and the things you do not 
know due to a lack of good guidance can be severely 
punished. “I experienced that myself when I sold  
my shares.” 

The acquisition market is still on the rise: almost 80% of entrepreneurs are  

considering selling their company. The interest from buyers and investors is also  

enormous at the moment. And this means a lot of work for M-Ready; so much work  

that the team has been expanded this year with trusted advisors Roger van Meer (57)  

and Jeroen Offermans (52). Experienced in business and entrepreneurship,  

they guide DGAs and families towards the actual sale process.

“Begin with the end in mind” – what is your ultimate 
goal? It is an issue few entrepreneurs are particularly 
aware of, but the answer still forms the basis for 
a successful sale. It is often a vulnerable area for 
entrepreneurs: thinking about the period after the sale 
or their career. “Successful owner-managers also find 
their own ceiling at some point,” notes Roger. “The 
feeling of loyalty is often very high, especially in family 
businesses, and it sometimes gets in the way of honest 
feedback.  One question is crucial: is there an urgency 
to sell the company? In order to be able to take the right 
steps towards the future, it is also important that the 
person behind the DGA becomes visible.”

M-READY GUIDES 
ENTREPRENEURS 
TOWARDS A SALE  

ON ALL FRONTS
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Without thinking about the consequences, 
I threw the numbers on the table a little 
too quickly in the process. No one told me 
I shouldn’t have done that. In the end it all 
worked out, but at the time I would have 
liked someone to talk to, or an expert to 
point this out to me.”

Now both men are working as trusted 
advisors for M-Ready, they are even more 
able to guide entrepreneurs on all fronts 
towards the sales process. Both from their 
own expertise and background. “What 
binds us, and a precondition for this role, 
is our genuine interest in people. Selling 
is a very emotional process,” says Jeroen. 
Roger: “And we are in favour of monitoring 
the overview during the process, both at 
a company and personal level. Not that 
we are all-knowing, but we sketch various 
scenarios independently. What is your 
personal attitude to the competition? What 
do you need, professionally and privately, 
to be able and willing to take the next  
step successfully?”

“What makes this 

structure so strong  

and unique is that we 

are very complementary 

to each other and thus 

offer a wide range of 

experience and expertise”

 Jeroen Offermans  

and Roger van Meer 
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stage. Once you have sold the company for a nice 
sum, Marktlink Investment Partners can offer an 
opportunity to invest part of the sum in European 
private equity funds. In addition, we also like to 
work with clients and think about the time and 
experience that has been freed up; what should you 
do with it?

“Marktlink’s international 

growth has strengthened the 

ambition to roll out M-Ready 

outside the Netherlands in  

the long term”

Now M-Ready’s working method has proven its 
added value, and the foundations are becoming 
increasingly solid, expansion in capacity and 
geographical reach is an obvious choice. For Roger 
and Jeroen this is sufficient challenge to get on 
board. “The supply of new clients is unprecedented, 
and it is fantastic that we can offer this service to 
shareholders under the M-Ready banner,” says 
Roger. “And parallel to this, we can train new 
trusted advisors so we can assist new clients again. 
The international growth of Marktlink reinforces 
the ambition to roll out M-Ready outside the 
Netherlands,” concludes Jeroen. 

In just three years, M-Ready has scaled up from 
a start-up to an ever-expanding company. The 
idea came from Remon Lustenhouwer, partner at 
Marktlink. “I got into a conversation with Remon and 
really liked the structure of the work,” Roger says 
about his introduction. Now that we have expanded 
the number of master classes considerably, we can 
support even more DGAs with M-Ready and then 
transfer them to the experience expert at Marktlink. 
What makes this construction so strong and unique 
is that we are very complementary to each other 
and thus offer a wide range of experience and 
expertise.”

The broad palette does not end with the uncorking 
of the champagne after a successful acquisition. 
“Marktlink have thought very carefully about the 
client journey and developed various divisions,” 
says Jeroen. “The focus is not, as with competing 
companies, mainly on sales. Dealmakers take a look 
at the financial and legal perspective at an early 

7 September 2022 | 2:00 PM – 5:30 PM  | Drachten
28 September 2022 | 2:00 PM – 5:30 PM  | Deventer
19 October 2022 | 2:00 PM – 5:30 PM  | ‘s-Hertogenbosch
20 October 2022 | 2:00 PM – 5:30 PM  | Eindhoven
16 November 2022 | 2:00 PM – 5:30 PM  | Amsterdam
7 December 2022 | 2:00 PM – 5:30 PM  | Gouda

WWW.M-READY.NL/MASTERCLASSES 

M-Ready is organising live masterclasses 
throughout the country with about fifteen 
different entrepreneurs at the table during 
the autumn of 2022. We carefully look for 
entrepreneurs who do not operate in each 
other’s market and who can learn a lot from each 
other. Using practical examples, we will take you 
through the “10 steps to a successful sale” of 
your company and how to prepare yourself and 
your company for sale when the time comes.
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When buying or selling a company, the counterparty would like to know whether your 

bid is fair. The enterprise value  is usually calculated using an EBITDA Multiple. When 

assessing your offer, entrepreneurs and accountants often use public sector multiples.

Is it your experience that this often leads to misunderstandings? For example, a company 

with €1 million EBITDA in the same industry can often have a significantly lower multiple 

than a company with €15 million EBITDA? The company size and management team that 

may or may not want to invest with you are, in our view, important differentiators of the 

industry multiple.

We have developed the Marktlink Multiple as a tool to solve this issue. It offers 

entrepreneurs a simple and quick, yet accurate indication f the business value.

CALCULATE THE 
BUSINESS VALUE  

 TAKE JUST A MINUTE

TO CALCULATE 
YOUR BUSINESS 
VALUE

 

MARKTLINKMULTIPLE.COM
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MARKTLINK 

AMSTERDAM

MARKTLINK 

ANTWERP

MARKTLINK

DEVENTER

MARKTLINK

DRACHTEN

MARKTLINK 

DÜSSELDORF

MARKTLINK 

GOUDA

MARKTLINK 

COPENHAGEN

MARKTLINK 

MANCHESTER

MARKTLINK 

‘S-HERTOGENBOSCH

Getting 
Deals 
Done


