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Our biggest differentiator 
is that we have shifted the 
focus from engineering 
short-term profits to  
strategically building 
long-term value. 
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Our Long-Term Capital Approach and Why It Works
Like most organizations that pursue acquisitions, HBM has a strategy set of criteria we use to 
screen opportunities. Our investment strategy is to acquire specialty-manufacturing companies 
with between $10 and $25 million of EBITDA.  We look for opportunities that fit strongly within 
our framework, including an element of risk diversification for our portfolio.  We act decisively 
and aggressively when we see something we like.  

However, the core of our strategy, and what truly differentiates us, is the fact that we acquire 
companies not with an intention of reselling them, but with an expectation to add them to our 
portfolio indefinitely.  Our companies become part of the HBM family and are built and nurtured 
for their long-term success.  We are operators, not financial engineers. When a company  
becomes part of the HBM family, we partner with the management team to create a shared 
vision and strategy and a clear focus on the broad resource commitment required to achieve 
success.   We believe that shifting the focus from engineering short-term profits to strategically 
building long-term value is our biggest differentiator.

We put our best people in a position to capitalize on the opportunities that exist for each  
business in our portfolio. Most importantly, we do so without overemphasizing timeframes.
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Our Definition of Patient Capital
The word patient is not to be confused with inaction; when we know a decision is right, we are 
quick to act and to deploy capital.  Our patience has everything to do with understanding that 
some change takes time.  Businesses – especially those experiencing a period of material  
investment and change – require time to realize their full potential.  We embrace this concept 
and we believe it is why our management teams derive value from working with us.  

A Case Study in Point: International Expansion  
in the Transportation Sector
Tru-Flex, an HBM company acquired in 2013, strategized, planned and launched a European 
operation that was fully functional within 18 months of being acquired by HBM.  This significant 
investment in Tru-Flex, approved less than 8 months of ownership, reflected HBM’s support for 
management’s goals to enter into a new market to support international growth.  

This forward-looking investment could not have been made under a traditional private equity 
operating model; the payback was too long and the strategy was risky.  However, we saw the 
vision of Tru-Flex as a global manufacturer and we were ready to make investments to pursue 
that vision right away.  

In addition to the European expansion, HBM supported two other sizable investments in the 
business, both of which were made to build the company over time, not to “quick-fix” the  
existing company in an effort to prop-up cash flow for a sale.  Companies in Tru-Flex’s sector 
average a 5% cash flow reinvestment on a yearly basis.  With HBM’s assistance, Tru-Flex  
averages 15 – 20% reinvestment. This investment model represents the strategy that Tru-Flex 
will be a continued growth engine over time.
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Investments in the Broader Enterprise
Our model gives us the ability to provide world-class enterprise-wide support to our portfolio 
companies that emphasizes a long-term vision.  For example, our human resource efforts don’t 
simply focus on management’s incentives for an eventual sale.  Rather, our focus is on people 
development and creating a culture where our teams are fully motivated and enjoy seeing their 
employees succeed.  In addition to investing in market-competitive employee benefit programs 
and delivering leadership development programs, a culture of building high potential teams is 
emphasized. 

Having been a portfolio company of a traditional private equity firm prior to joining the HBM 
enterprise, the management team of Tru-Flex clearly understands the power of the HBM model.  
Gregg Notestine, President and CEO of Tru-Flex, has lived through both types of structures.  
Without question he has seen the difference in the business.  

“Our previous [private equity] owner was highly focused on the management team’s incen-
tives without any regard for the broader company and its employees,” said Gregg.  “One could 
argue that the more important area for focus would be on the broad employee base that 
builds morale, excitement and, of course, productivity.  HBM gets both sides of the equation 
right.”

Delavau, an HBM company acquired in 2012, needed a partner that had a long-term investment 
philosophy, atypical of what would be found in a traditional private equity investor. Yes, there 
were short-term challenges that needed to be addressed.  More importantly, there were plenty 
of innovative ideas that the Delavau management team wished to explore, such as investing in 
new technology to achieve greater efficiencies in its production process.  

HBM proceeded to invest in this efficiency project despite short-term challenges in the indus-
try.  Understanding the inherent inefficiencies in the pharmaceutical manufacturing process, 
Delavau sought to implement a continuous manufacturing process using revolutionary concepts 
rarely used in the industry, which has lowered the cost of production, created a more consistent 
quality product and lowered inventory. 
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A Holistic Approach
John Burrows, CEO of Delavau, has a unique viewpoint on the differences between HBM’s  
investment model and the traditional private equity investor, as he held previous positions within 
private equity.  “Private equity firms like to do what they are comfortable with – drive a 
solution that has worked well for them previously in a similar situation,” said John.  

“HBM’s approach is non-traditional.  They take a long-term holistic view of the investment 
and were willing to take calculated risks on solutions to problems that our management team 
had presented to them. Private equity firms would not have taken such risks,” continued John.

These examples can be found throughout our portfolio companies.  Making decisions today that 
will lead to a successful and prosperous business over the long-term motivates and inspires 
management.  Just as importantly, the commitment to patient capital establishes an exciting 
place for our best employees to accomplish their own goals, and to reap the rewards that come 
from adopting a longer-term strategic approach.
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