
Status-Quo at Acquisition

At Exit: Best-in-class digital performance, returned to growth at increased profitability

AURELIUS’ Transformation: “Back to the digital future”

Pan-European Electronic Component Distributor back on growth path with 
substantially increased profitability

▪ Strong shift towards online, industry-leading digital and performance marketing 
capabilities, based on scalable supply chain and tech stack

▪ Additional volumes in 15 European markets and more than 65,000 new customers

▪ Significant sales and EBITDA increase, ample improvements of all relevant KPIs

▪ Team with customer first mindset and an agile, data- and result driven collaboration 
culture

Underperforming corporate business unit in a fundamentally good market

▪ Diversified value-added electric component distributor serving need-it-now demand of R&D and MRO departments

▪ Market supported by secular tailwinds (electrification, IoT), yet, business not growing and primarily active in its home markets

▪ Bloated, only loosely integrated organisation with low cost control, shift towards digital channels not properly addressed

Carve-out and stabilisation

▪ IT carve-out and setup of standalone organisation

▪ Reorganisation of sales & support functions and creation of 
centers of excellences (finance, IT, supply chain)

▪ Sourcing, inventory space utilisation optimisation, SKU 
rationalisation, and handling optimisation

▪ Investment in performance marketing and product & project 
management training

Building a digital champion

▪ Investment in strong product- & engineering team and in 
tech stack (SAP Commerce CC V2.0, Google Analytics 360)

▪ Further investment in SEO & SEA capabilities and data-
driven steering along the whole value chain

▪ Hiring of new management team and build-up of agile, 
results-oriented and data-driven corporate culture

DISCLAIMER: This material is for your general information only. The information in this material should neither be regarded as an offer nor a solicitation to buy, sell or otherwise deal with any company or investment referred to herein and is not
intended for distribution to, or use by, any person in any country, including the United States, where the investment funds and services referred to are not authorised or registered for distribution or in which the dissemination of information on
the funds or services is forbidden. None of the information, whether in part or full, shall be copied, reproduced or redistributed in any form. This notice does not constitute a security prospectus. No guarantee, warranty or representation,
expressed or implied, is given as to the accuracy or completeness of the information contained herein; and neither of the persons mentioned in this material, nor any other company or unit belonging to the AURELIUS Group, nor any of its
officers, directors or employees accept any liability or responsibility in respect to the information or any recommendations expressed herein.
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Manchester (UK)/ Active in 17 countries

(B2B) Electronic Component Distributor
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1. EUR 41m do not include EUR 4m EBITDA that were part of the Distrelec Group but not part of the sold perimeter. 
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