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Case: Logein

Consultants Holding B.V.

Rabo Private Equity

Logein Consultants in Amsterdam is a
young and rapidly-growing company
that was looking for a financial partner
with both international operations and
the ability to help the organisation
achieve further professionalisation.
Rabo Private Equity turned out to be
the perfect match, not least because it
is the only financier that understands

what Logein Consultants does.

Manoeuvrability and flexibility have become vital
conditions for many companies in order to be able
to survive in the jungle of the market economy.

The markets in which they operate are very complex
and volatile. As a result, it is necessary to
continually modify and align company policy and

its execution to match current market conditions.
Only flexible employees, who have real business
know-how and the ability to make independent
decisions, have what it takes to survive in this
dynamic workplace. Within this context, employees
increasingly determine independently where they
work. They can choose to work from home, on the
go or at the office by simply logging in to the parent
computer via simple ‘dumb’ terminals. The principle
is the same. ‘The applications are on the server,’
explains Logein Consultants’ General Managing
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‘Of all the financiers,
Rabo Private Equity is the only
one that really understands
what we do’

Director Eric Jan van Leeuwen. ‘So there’s no need
to have them on your PC too.

Logein Consultants enables this form of
communication. And the demand for this service has
proven to be enormous. This is evidenced by the
fact that the company has emerged as one of the
leading advisors in the field of IT infrastructure since
its establishment in February 2002. Eric Jan van
Leeuwen joined the company in May of the same
year to take up the position of Commercial Director

Deal in a nutshell
Where: Amsterdam
When: 31 October 2007
What was the problem: Loge«in
Consultants wants to gain greater share of
the European and U.S. market for
application virtualisation and Server Based
Computing.
Which solution is chosen: The
management and Rabo Private Equity
together acquired all the shares in Logein
Consultants through a secondary
management buy-out (because they were
already co-owner). Rabo Private Equity
holds a small majority stake in the company.
Who were the parties involved: Rabo
Private Equity and Logein Consultants.
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and to help shape Loge«in Consultants’ ambition to
learn everything there is to know about a very small
and specialised area of the IT sector: the Softricity
Microsoft terminal server. Van Leeuwen: ‘We are
dedicated to being the best in our specialised field.
We don’t supply hardware or software, but rather
independent advice. And we also design and
implement systems. This is our strength. We first
developed the required knowledge of the technology
and are now actively working on the virtualisation.’

‘They don’t look at a horizon
of just three years, but
rather look much further
into the future.’

Virtualisation

‘Many of our clients see it as a way to control costs,’
Van Leeuwen says in explaining the success of log-in
systems. ‘All of the power is located on the server.
As a result, PCs don't have to be replaced as quickly.
And it also takes fewer employees to maintain the
system. After all, you can easily need thirty people
if you have three to four thousand users. But by
centralising the applications, a company can suffice
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with just three to five employees. IT staff are scarce,
so this is extremely advantageous. Large clients use
three to five hundred applications. Many of these
applications are developed in-house or operate

on third-party platforms. We use virtualisation to
ensure that applications can be made independent
of the underlying platform. They consequently
always work.’

Universally accessible applications
‘Accountants led the way in this development by
being the first to enable their clients to make
changes in financial packages on their own server.
And the added advantage of this is that optimally
centralising the application infrastructure also made
it possible to audit clients’ accounts much more
easily. It is an efficient working method that
effectively responds to the need to access
applications anyplace.’

It is, however, absolutely critical that you have

top specialists to set up an environment such as
this. Some 130 specialists now work at Logein
Consultants. The company has experienced
extremely rapid growth with a 2050% increase in
turnover in just five years and now operates in the
Netherlands, Belgium (since 2004), Germany (since
2005) and the U.S. (since 2006). It now generates
annual turnover of approximately 13 million euros.
‘For the first five years, we worked with two informal
investors who had been active in the internet
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business at an early stage,’ says Van Leeuwen. ‘But
we went international quite quickly and they did
not have any experience in the international arena.
What’s more, they do not have many international
contacts. That’s why it was better for us to start
looking for a strategic partner that could move our
company forward to the next stage. And they
agreed with us. We made a shortlist and the level
of independence we want to have was one of the
key items on the list.

Perfect fit

Van Leeuwen: ‘Rabo Private Equity was a perfect fit.
A financial organisation that is active internationally
and that has itself implemented the technology we
use as its standard. However, the most important
thing for me as General Managing Director is that
Rabo Private Equity takes a long-term vision. They
don’t look at a horizon of just three years, but rather
look much further into the future. Rabo Private
Equity has realistic expectations. They understand
the market and are familiar with the technology.

As a result they also know that the increase in the
value of our company will develop successively
through the years. That takes time. Of all the
financiers that called on us, they were the only
ones that actually understand what we do and the
consultancy services that we provide. It's great to
have shareholders that are so well-informed.’

All information provided by Rabobank Nederland on or via this site or sites
(including via links to third party sites) does not represent an offer, investment
advice or any kind of financial service. Please take notice of our disclaimer on
www.rabobank.com

The key characteristics of the deal are:
e Secondary management buy-out in which
Rabo Private Equity and the management

acquired 55% and 45% of the shares
respectively.

Financing structure whereby a holding was
created above the operating company.

Reinvesting

It was also important to the management that
Rabo Private Equity offered the opportunity to
reinvest in the holding that was positioned above
the operating company as a consequence of the
restructuring programme that was linked to the
refinancing. It is still too early to draw conclusions
regarding the alliance. ‘We have only been working
together a couple of months’, says Van Leeuwen,
‘and we only recently presented our business plan.
Our aim is to achieve further growth through
acquisitions. I am completely confident that Rabo
Private Equity and we are on the same track.

Interested?
Contact your account manager or your local
Rabobank.




