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Focusing on the balance between revenue growth and profitability

“Hg’s knowledge of the sector, straightforward working style and focused approach combined with their
significant support of the management team to help us deliver growth and identify exit opportunities
has been a key part of the Epyx success story.”
Greg Connell, CEO of Epyx

About Epyx

The investment process

Epyx is a pure cloud business. Providing a private
electronic marketplace, serving the vehicle contract hire
and leasing market, Epyx’s services enable customers
and suppliers to reduce costs and increase efficiency
across multiple business processes. This marketplace
connects over 60 of the UK’s largest vehicle fleet
operators and more than 9,000 suppliers of critical
services, to these fleets.

We tracked Epyx’s work for a number of years and
completed our investment in the business, in 2009.
This was our second investment in the electronic B2B
network sector, following the acquisition of Achilles
in 2008.

Why did we invest in Epyx?
We aim to invest in companies, operating across
business-critical markets, where we can see strong
opportunities for growth as well as high levels of revenue
generating potential.
Epyx’s applications are embedded in its customers’
business processes. It offers a low-cost, highly reliable
method of administering the servicing, relicensing, hire
and disposal of fleet vehicles.
Importantly, we identified that Epyx was committed to
reinvestment for growth. It had a long track-record of
delivering a continual stream of innovative products, to
customers. It used its high level of cash generation to
invest, continually, in R&D and sales resources, to win
new business across the board. This established Epyx as
a business with high levels of recurring revenue and
attractive top-line growth.

How did we support Epyx and create value?
We worked with Epyx to reinvest a significant portion of
profits, over the four-year investment period.

£ million
25

Year end 31 December
2013 = actuals to Oct, then forecast

23.5
21.2

19.9

20

16.6

16.9
15.1
15

13.9

13.9
11.2

10

8.7

Our focus was on continuing to balance revenue growth
and profitability.

What was the result?
During our four-year investment period, Epyx continued
to deliver strong organic growth, with revenue and
EBITDA CAGR of 14% and 18%, respectively.
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What was the exit?
In October 2013, we sold Epyx to Fleetcor LLC (a
US-based fuel payment processing business, listed on
the NYSE) for an enterprise value of £197.5 million. This
represented a multiple of up to 2.7x original cost and a
gross IRR of c. 27% (which includes funds returned to
clients from a series of dividends in 2012 and a
recapitalisation of the business earlier this year).

2.7x
27% p.a.

– Investment return multiple of cost
– Gross IRR

