KARTESIA PARTNERS WITH KKR FOR ITS 19TH EUROPEAN STRUCTURED CREDIT DEAL
Kartesia is delighted to announce that it has partnered with KKR for the latter’s 19th European
structured credit deal, with a commitment to purchase a sizeable portion of its Subordinated Notes.
Given Kartesia’s long-term approach to the Structured Credit market, we consider it important to
align ourselves with managers that have demonstrated a similar commitment by executing a good
risk management approach in their portfolio selection throughout cycles.
KKR was selected because of its expertise and
proven track record in credit and its “one-firm”
business model. The firm’s core European leveraged credit team has worked together for more
than 16 years analysing over 2,200 European deals
and is encouraged to seek to use the breadth of
KKR’s resources to source, execute and monitor
opportunities before committing investor capital.

This resonates well with Kartesia’s ability to combine long-term commitments with credit and
structural expertise, creating a unique platform
and valuable partner to leading CLO issuers and
managers. By building and leveraging these relationships Kartesia is able to offer its investors
access to a differentiated risk profile that will enhance returns and diversify risk.
Throughout 2018 Kartesia has been monitoring
the Structured Credit market to find value amidst
the turbulence in the credit markets. The year was
characterized by a wave of credit spread tightening that peaked in February and was then followed
by a general widening of spreads. This has created
interesting opportunities for Kartesia to arbitrage
the credit spread differential between the underlying asset spreads and the CLO liability spreads.

Eddie O’Neill, Head of Euro Leveraged Credit at
KKR, commented: “We are delighted that Kartesia has chosen to invest in the equity of our latest
transaction - Avoca XIX. Their long-term and disciplined approach to investing aligns well with KKR’s
investment philosophy. We are excited to partner
with them on this transaction and look forward
to developing a deeper relationship between our
firms.”
Sharif Anbar-Colas, Structured Credit Portfolio
Manager at Kartesia, said: “KKR’s commitment to
the structured credit market combined with their
conservative credit approach made them a natural partner for us. As we expand our footprint in
this space we look forward to building upon this
relationship to the mutual benefit of our investors
and partners”

FERTIBERIA SECURES EUR 76M UNITRANCHE REFINANCING FROM KARTESIA
Kartesia, the European specialist provider of capital solutions for small and mid-sized companies,
is pleased to announce the completion of another
Spanish investment in Grupo Fertiberia, currently
the largest fertilizer producer in Spain. Fertiberia
provides a complete range of fertilizers, services
and tools for farming, gardening and the industrial
sector.
Kartesia has worked closely with the existing management team, led by CEO Javier Goñi and CFO
Juan Navarro and the providers of existing syndicated loans to rework the capital structure and
provide unitranche financing of over €75m. The
transaction was managed by Jaime Prieto, Managing Partner and Guillermo Ferre, Associate at
Kartesia.
Grupo Fertiberia was established in 1995 with
the incorporation into Grupo Villar Mir and has
since established its position as the producer of
the most extensive range of fertilizers in Europe.
It also has a global presence in the ammonia and
derivatives industry and is known for providing

customers with ever-more sustainable and environmentally friendly solutions. The company generates revenues above €800m and currently has
a presence in Spain, Portugal, France and Algeria.
The refinancing will enable the management team
to continue to take advantage of a pickup in fertilizer prices and to expand its already strong position in the Iberian market. It will also continue to
develop its range of more sustainable products
as it continues to gain market share in other European countries. The quality of the management
team, coupled with the experience of the team at
Kartesia, will support the business’ already strong
potential.

ductive and sustainable agriculture.”
Javier Goñi, CEO of Grupo Fertiberia, said: “We are
very excited to be working with Kartesia as we embark on the next stage of growth for the company
and were particularly impressed with their collaborative and strategic approach. We are confident
that this transaction will fuel our growth and allow
us to continue to develop in new markets and with
new product ranges, particularly in sustainable agriculture.”

Founded in 1940, Rafaut is a key supplier for both
the military and commercial aviation sectors,
counting Rafale and Airbus among its customers.
The company designs airborne carriage systems
for helicopters and fighter jets and specialised
mechanical equipment such as rudder pedals for
commercial aircraft.
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JAIME SPEAKS AT NYC PDI 2018
On 26 September, Kartesia’s Managing Partner
Jaime Prieto was invited to speak at the Private

Debt Investor New York Forum, an event that
hosts over 350 senior professionals who are
working to build the private debt industry in
North America. During the forum, the panel
debate gravitated around Brexit, the increasing
relevance of the European private debt market,
and current opportunities. Jaime told participants
that Brexit will have numerous different impacts
on the UK, with sectors relying on low skilled
labour and imports, like retail and food services,
suffering the most early on.
With most direct lenders’ portfolios already 2040% exposed to the UK, the Brexit dislocation

Jaime Prieto, Managing Partner at Kartesia, commented: “We are very pleased to have partnered
with Grupo Fertiberia and its historical bank lenders to support the Company as it builds on its
strengths as an essential catalyst for more pro-

Kartesia is pleased to accompany HLD and Rafaut
on the next phase of the company’s growth. Kartesia has the ambition to support the company’s
goal to further develop its activities organically
and through targeted acquisitions. Through this
strategy, Rafaut aims to become a major European
equipment provider able to provide a more comprehensive offer to the European civil and defence
aeronautic manufacturers.

Employees from Kartesia Belgium recently rolled up their sleeves to help La
Pouponnière, a specialised childcare service based in Brussels. The organisation provides a safe and stable home for 32 children aged six or under
who have been taken away from their parents because of problems relating to alcohol, drugs or extreme poverty. Equipped with paint brushes and
brooms, staff from Kartesia’s Brussels office set about painting and cleaning
from top to bottom the family rooms, which are meeting spaces that provide
the best possible environment for parents to visit their children. Helping associations is an important initiative for Kartesia and its teams. From now on,
Kartesia will organise a volunteering day each year, which will involve one of
the fund’s offices joining forces with an NGO. For more information, go to:
http://www.lafleche14.be/fr/les-6-services/5-la-pouponniere

BUILDING STRONGER BONDS WITHIN KARTESIA

The deal was led by Matthieu Delamaire and Jean
Diercxsens, who were impressed by the company’s specific know-how and excellent customer relationships. Furthermore, Rafaut has strong prospects for growth on the back of today’s order book

and anticipated future industry developments.
Once again, Kartesia proved to be both flexible
and reactive throughout the transaction process,
allowing HLD to benefit from financing certainty
early in the process. Matthieu Delamaire, Managing Partner at Kartesia, commented: “We are excited about the prospect of working closely with
Rafaut and HLD Europe as the business continues
on its path of rapid European expansion. We are
particularly impressed with the company’s sector
heritage and expertise. Their excellent customer
relationships will be an invaluable asset for further
growth internationally.”

should result in some of these investors reducing
their investment rhythm in the UK and potentially
selling more of their exposure. Jaime identified
the credit cycle as an opportunity, as Kartesia
has proven its ability to tap into the regular
mini-crises in Europe and build its portfolio to
ensure strong downside risk protection through
underwriting capabilities. He underlined the
need for a pan-European team with strong local
networks to source attractive opportunities,
particularly in the sponsorless segment. He also
stressed the importance of having a thorough
knowledge of the different jurisdictions in order
to structure deals appropriately.
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On 11 October, Kartesia held its second annual Procedures Day. Sticking with
the model that worked so well at last year’s inaugural event, all of Kartesia’s
teams congregated at the Penta Hotel in Brussels for an important working
day. The gathering was used to share best practices, promote seamless coordination between staff members and improve risk management, making this
event a vital step in achieving Kartesia’s long-term goals. This event was also
an opportunity to welcome the ten new faces who have joined the firm since
last year’s edition and build stronger bonds between Kartesia’s six offices located across Europe.
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KARTESIA NAMED

Last month, Kartesia’s KCO III fund won the award
for the best Direct Lending fund at the annual Alt
Credit Intelligence awards ceremony. The fund,
Kartesia Credit Opportunities (KCO) III, is now fully
invested and has been succeeded by KCO IV, which
closed on its hard cap of €870m in the last quarter of 2017. Alt Credit
Intelligence constructed a panel made up of leading institutional and
private investors and investment consultants to judge these awards,
with the winners chosen based on the risk-adjusted performance of
the funds, plus professional knowledge brought by the panel’s experts.
The judges were carefully selected based on their wealth of expertise
and the absence of conflicts of interests, making these awards some of
the toughest to win.
In May 2018, Kartesia was proud to receive one
of the most prestigious and selective awards in
Creditflux the industry, as Kartesia Credit Opportunities
Manager Awards 2018
III (KCO III) won the Creditflux award for Best
European Direct Lending Fund 2018. The jury
chose KCO III based on its leverage-adjusted
IRR (net of fees) performance since inception as of the end of 2017,
compared to the entry leverage, i.e. at the time of the investment. In
coming to its decision, Creditflux screened over 30 funds, created between January 2013 and the end of July 2015, that invest predominantly in non-syndicated debt from European companies with an EBITDA
below €50 million.

		

We are very pleased to welcome seven newcomers to our offices.
Kartesia reinforced its deal and operations teams after making hires
in our Brussels, London, Luxembourg, Madrid and Paris offices. Please
check our website to meet the team! www.kartesia.com/team
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Paving the way

With the festive season and the year-end just a
few weeks away, this is a good time to look back
over some of the highlights of 2018. For Kartesia,
it was a year that brought industry recognition of
our decisive approach with a lower mid-market focus, which has driven the alpha delivered to our
investors over four fund generations. In fact, KCO
III won not one but two Best Direct Lending Fund
awards in 2018, beating 30 peers managed by
some of Europe’s top managers.

Since we first embarked on this adventure in
2008, we have set ourselves apart from our established rivals through a combination of innovation
and investment convictions, backed by rock-solid due diligence and a fundamental approach
to value creation. One of our first moves was to
enter the secondary market. Then, six years ago,
we launched Kartesia by bringing together secondary, primary and CLO investments within a single
fund. This proved to be a winning strategy. It has

enabled KCO IV to be 50% invested in sponsorless
companies, i.e. firms without a majority private
equity sponsor, compared with just 20% for the
rest of the direct lending market.
We will not be resting on our laurels, however. The
competitive intensity in our markets is heating up
with the arrival of new entrants and an influx of
liquidity, but we are confident that the Kartesia
platform can capture more opportunities, while
at the same time taking an even more selective
approach. As we pave the way forward, we will aim
to source more and to source smarter in every
area, from hiring to fund-raising and with our geographical expansion.
In this latest issue of Insight Kartesia, you can learn
how, by leveraging our strong relationship with
management and the JB Capital team, we backed
the expansion of Vitaldent, a dental care leader in
Spain and Italy. We invite you behind the scenes of
an exclusive deal with KKR, which fits with our determination to build long-term partnerships with
top industry players. And of course, we bring you
up to speed on the latest Team Kartesia news.

Earlier this year, we were again honoured to receive two other prestigious Private Debt Investor Awards, when we were named Lender of
the Year Europe 2017 and Junior Lender of the Year 2017. The awards
recognise achievements in the debt financing industry in over 50 categories from shortlists nominated by the editorial team of Private Debt
Investor, a Private Equity International publication.

SEVEN NEWCOMERS IN KARTESIA’S OFFICES

On 27 November, Kartesia met with its Limited Partners at Maitland/AMO’s
London offices to discuss the performance of its KCO III and KCO IV funds
and provide market and deal flow updates. This year, the guest speakers were
Sasha Kelberg from Groglass, Tim Griffiths from Innovation Group and Jürgen
Heyman of SPI.
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BEST EUROPEAN DIRECT LENDING FUND 2018!
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KARTESIA SHOWS ITS SUPPORT FOR LA POUPONNIÈRE

Fertiberia was advised by Alantra Capital Markets
on this transaction.

KARTESIA PROVIDES MEZZANINE DEBT FOR ACQUISITION OF RAFAUT BY HLD EUROPE
Kartesia, the European specialist provider of capital solutions for small and mid-sized companies,
is pleased to announce that it was chosen by HLD
Europe to be the sole mezzanine provider for its
acquisition of leading aeronautic equipment supplier Rafaut.
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KARTESIA @ A GLANCE

PORTFOLIO HIGHLIGHTS

Happy Reading.

Damien Scaillierez, Laurent Bouvier, Jaime Prieto, Matthieu Delamaire

Creditflux
Manager Awards 2018
Lower Mid-Market Lender
of the Year, Europe
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KEY METRICS @ KARTESIA
75% of KCO III and KCOIV is invested in Senior
debt. In line with the team’s strategy, secondary debt and primary debt respectively account
for 63% and 36% of the funds’ transactions.

KARTESIA’S TEAM HAS CURRENTLY 1.3 BILLION EUROS
OF ASSETS UNDER MANAGEMENT.

TYPE OF DEBT
11%

Senior

870 m€

5%
9%

M
 ezzanine/
Second Lien

431 m€

75%

Equity
C
 LO Sub Notes &
B Notes
19 m€
10 m€

TYPE OF TRANSACTION

37%

Primary
KCO IV

KCO III

Co-investments

Altercap II

Secondary

63%

KARTESIA IN NUMBERS*
ADDING VALUE

BUILDING A RESPONSIBLE
CREDIT PLATFORM…

Reinforcing Vitaldent's strategy

In 2013 ICG provided a unitranche facility to refinance outstanding bank debt and fund an expansion plan abroad.

Kartesia wrote a new page in Vitaldent’s history by replacing its former debt provider and making new resources
available that shall boost the growth of the leading dental operator in Spain and Italy. Jaime Prieto, Managing
Partner, and Tomás Neuhaus, Associate Director, explain
the steps and implications to get to this new scenario.
VITALDENT, LEADING DENTAL CHAIN OPERATOR IN SOUTHERN EUROPE
Vitaldent is the leading full-service dental provider in Spain and Italy, operating 370 clinics
of which 230 directly operated and the rest
under a franchise model.
The company was founded in 1990 at a time
when the scarcity of dental practitioners
made dental treatments very expensive thus
only accessible to the mid-high-income layer
of population. Vitaldent disrupted the market with modern, high-street located and
multi-cabinet clinics, offering the full range
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Tomas Neuhaus
Associate Director

of treatments under the same roof obtaining
higher volume of patients, higher purchasing power with suppliers and cost synergies
in operations, which allowed to make dental services much more affordable. Coupled
with access to consumer financing, Vitaldent
opened-up the doors to other population
segments that previously did not have access
to specialised oral health.
Vitaldent enjoyed a first-mover advantage
that allowed it to expand rapidly through the
opening of clinics benefiting from the growth
in the underlying market and also gaining
market share in an extremely fragmented

“We assess the
turnaround as being
successfully accomplished,
for which the team at JB
Capital and the CEO deserve a lot of credit”

market composed of single practitioner-clinic,
becoming the undisputed market leader.
Vitaldent withstood well the Spanish economic downturn thanks to the resilience of the
healthcare component of its business, and a
very loyal patient base.
In the earlies 2010s the Spanish market witnessed the entrance of other independent
players such as Dentix or Unidental, but also
healthcare insurers that saw the opportunity
to carve-out the volumes exploited by traditional dentists leveraging on their good reputation as healthcare providers.

JB CAPITAL ENTERED VITALDENT FOLLOWING A REPUTATION ISSUE INVOLVING FORMER SHAREHOLDER
In February 2016, the founder and former majority shareholder of Vitaldent was investigated for
tax evasion and consequently the administration
of the businesses was seized and entrusted to
Deloitte. Despite the issue was purely a managerial abuse at shareholder level with no operational impact whatsoever, the broad media coverage,
given the brand recognition of Vitaldent, generated bad reputation that severely affected traffic
in clinics.
JB Capital provided an interim facility in August
2016 to fund the day-to-day operations and in
November placed the best bid taking over the
business from the administrator in an asset deal
in agreement with the main lender, who also acquired part of the equity.
Since the closing of the acquisition JB Capital focused on building trust again among patients,
suppliers, employees and franchisees, hired a
new management team and restructured operations.
Javier Martín, CEO of Vitaldent since early 2017,
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says: “the mission of Vitaldent is to make quality dentistry accessible to the broad public using
the latest technology available to deliver the best
treatments based on our comprehensive diagnosis policy executed by our highly skilled practitioners”.

tranches of capital that will be utilised to support
the organic growth of the business, to tackle inorganic growth opportunities across Southern
Europe and to boost the Italian activities with
investments in experienced dentists and new
equipment.

KARTESIA’S ROLE KEY FOR THE EXECUTION
OF THE SECOND STAGE OF VITALDENT’S
STRATEGIC PLAN

“After 20 months during which we have completed the first stage of our strategic plan, the time
has come to focus our efforts in growing the business through 10-15 new openings per year and
selective acquisitions in Spain and Italy”, Javier
explains, and continues: “the support of the current shareholder and Kartesia to the transaction
are positive signs validating that we are heading
in the right direction”.

“Kartesia started conversations with JB Capital
and has been following the improvements in
trading during 2018, until we were comfortable
with the entry point”, points out Tomás, and adds:
“we assess the turnaround as being successfully
accomplished, for which the team at JB Capital
and the CEO deserve a lot of credit”.
Kartesia offered liquidity to the former lender for
whom remaining invested in Vitaldent was not a
priority anymore. On 28 September 2018 Kartesia acquired the outstanding unitranche facility
and signed with Vitaldent an amendment agreement that extended the maturity until 2024. This
allows to secure a stable capital structure for the
next 6 years so that Vitaldent can fully focus on
its growth plan.

As a result of the transaction, JB Capital increases
its stake in Vitaldent whereas the incentives of all
stakeholders including Kartesia get fully aligned
in the value creation. “We have built a strong relationship with the team at JB Capital and the management, and after a thorough assessment of
the business we believe Vitaldent is the company
with the best practices in the sector, hence optimally positioned to capture market share in what
we deem as a shift in demand towards quality in
dental services”, Jaime concludes.

2014

The year Kartesia
signed the UNPRI

… THAT INVESTS IN EUROPEAN
SMALL AND MID CAP COMPANIES…

€ 304

2015

The year Kartesia
started to report on
carbon footprint

… WITH GLOBAL PRESENCE…

million

Average revenues
of KCO III and KCO IV’s borrowers

€8

billion

Total revenues of KCO III and KCO IV’s
borrowers

€ 22

Average EBITDA
of KCO III and KCO IV’s borrowers

37%

Average share of revenues generated
outside their national markets

million

… ACTIVELY CONTRIBUTING
TO EUROPE’S EMPLOYMENT…

34 201

Total number of employees
of KCO III and KCO IV’s borrowers

… AND INVESTING FOR TOMORROW.

€ 260

million
per annum

Total annual capex
of KCO III and KCO IV’s borrowers

The refinancing included the deployment of new

*CLO vehicles excluded
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