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Case Study: 
The Cool Clear Water Company

Banksia Capital’s original investment in 2008 grew into a 
sale for $60 million some 5 years later.

The Cool Clear Water company, a point-of-use business of 
installed water systems, was selected as a fit for Banksia 
Capital’s investment model. For an initial investment 
of $7 million, Banksia Capital took an equity stake and 
Cool Clear Water gained a partner to grow and drive the 
business.

To reach their goals, Banksia Capital stepped in with their 
Value Added Business Development Strategies. With 
the support of Banksia Capital, Cool Clear Water grew to 
become the national market leader in POU water coolers. 
By the years 2011-12, Cool Clear Water’s earnings were 
$9.3 million (EBITDA) and revenue reached $16.9 million.

Investment to Exit, Success for Banksia Capital
The sale to Waterlogic, a UK-listed company, is a perfect 
example of how Banksia Capital’s model works.

Banksia Capital implemented a three pronged approach:

Business Development

• Strategic planning 

• Leading investees mergers & acquisitions programs

• Organising and managing investees exit planning 
processes

• Aligning management and shareholder interests

Finance

• Negotiating funding packages to reduce or remove 
any personal guarantees by founders

• Providing further funding or assisting in securing debt 
or other equity funding on attractive terms

Operations

• Providing access to our network of talented 
executives

• Our investment and involvement has often assisted 
in securing quality, senior employees

• Our wide network of contacts nationally and 
internationally supports business development

Unlike many of their competitors, Banksia Capital will 
take a minority stake.

Banksia Capital is a fund manager specialising in making   
$3 million to $15 million equity investments in private  
West Australian businesses.
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The Strategy
Cool Clear Water was 1 of 4 among Western Australian competitors with 
water purification systems. In 2008, Banksia Capital stepped in to help create 
systems that were robust enough for scaled growth.

Banksia Capital implemented a planned solution, allowing Cool Clear Water 
to emerge into the national market as a leader.

• In 2008 Banksia committed $7 million to buy out a number of founding 
investors. 

• Banksia helped set strategies, strengthen management and support a 
“bolt on” acquisition plan.

• Banksia organised debt funding.

• Banksia led and funded eight subsequent acquisitions and a merger.

• In 2013 Banksia managed the $60M sale process.

Executive Summary 

Customer Name
Cool Clear Water Company 

Industry
Water filtration systems for 
commerical and home

Business Challenge
• Funding constraints
• Succession issues
• Unclear strategy

Business Input Solution
$7 million

Business Value
• Increased EBITDA from $2M to 

10M+ in five years
• Increased cooler base from 7,000 

to 26,000
• Grew to become the national 

market leader
• Sold for $60M
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Cool Clear Water sale a Banksia first 

FLOW ON: Cool Clear Water’s Richard Bevan (left) and Graeme Drummond flank Banksia Capital’s Mark Dutton.   
Photo: Bohdan Warchomij

$60m sale marks private equity player’s 
successful first foray.

THE $60 million sale of Cool Clear Water 
Group to UK-based Waterlogic does not 
just end a five-year merger and acquisition 
spree by the Western Australian company, 
it is also bookends the first investment-to-
exit for private equity firm Banksia.

Cool Clear Water was Banksia’s first 
purchase in 2008, taking a majority stake 
in the point-of-use, installed water filter 
company with a $7.5 million spend.

The investment fitted the Banksia model, 
buying out minority shareholders who 
wanted to sell as well as backing the strat-
egy (to be run by existing management in 
this case), allowing other shareholders to 
participate in the growth story.

And a growth story it has been.
During the past five years, Cool Clear 

Water has grown to be a national player 
with 26,000 water coolers, up from 7,000. 
The customer base is 11,000.

Cool Clear Water’s 2011-12 earnings before 
interest, tax, depreciation and amortisa-
tion was $9.3 million and revenue was $16.9 
million.

A lot of Cool Clear Water’s expansion has 
come from acquisition, consolidating the 

Mr Dutton said the troubled economic 
environment had not reduced the number 
of opportunities but had made it harder to 
forecast outcomes.

Ironically, that meant some vendors 
preferred to stick with their business in 
times of uncertainty rather than exiting 
and then wondering what to invest in next.

“It makes some owners cautious to trans-
act because they are not sure what they 
will do if it proceeds,” Mr Dutton said.

Waterlogic is listed on the London 
Stock Exchange’s Alternative Investment 
Market.

Minter Ellison in Sydney acted as 
Clear Water Group’s legal adviser, while 
DLA Piper was the Australian counsel to 
Waterlogic. 

From our point of 

view it is a good 

example of what we 

set out to do
-  Mark Dutton

Wolf gets the capital despite tough       market  
He believes the progress at Hemerdon will 

also de-risk the business, making it more 
appealing to investors.

Wolf has made it this far only after secur-
ing backing from a handful of international 
banks and off-take partners.

That was challenging because tungsten 
does not offer the hedging opportunities 
available in other commodity markets.

“There is only a handful of banks that are 
interested and capable of funding a tungsten 
project,” Mr Hale said.

 “We went to see all the banks that do pro-
ject mine finance. A large proportion said no 
because you don’t have any hedging.

“The remainder went OK and then one 
of them went broke, another said we’re not 
funding new projects and another said its 
fine but our risk department said we don’t 
want to do tungsten.

“That left three and we’ve signed up all 
three. That position was only available to 
us because we had set up this architecture 
with the off-takers who had skin the in 
game and there is only a handful of off-
takers who can deal with this scale, and 
we’ve got them.”

The debt funding came together only after 
a major change of plan.

“Our initial plan was to have senior debt 
supported by subordinated debt, provided 
by the off-take partners,” Mr Hale said.

“That didn’t go the way we thought it 
might, the off-takers had a different view.

“So we changed tack and ultimately ended 
up with a senior debt of 75 million pounds 
supported by a German government bank 
guarantee.

“We qualify because we supply raw materi-
als, tungsten, for German industry through 
the off-take partners.”

It took Wolf two years from completing its 
definitive feasibility study to finalising loan 
agreements with the banks – about twice the 
time Mr Hale had anticipated.

Another unplanned step that Wolf pur-
sued was a listing on London’s AIM market.

“It has some unusual rules, it’s a very dif-
ferent way of doing business,” he said.

“But because the project is in the UK, it gets 
natural press and it attracts new investors.”

Mr Hale said about 10 per cent of the com-
pany’s stock was now held by UK investors, 
who had bought the stock on market.

sector to become the major player in the 
niche. It has made seven acquisitions in 
five years and merged with an east coast 
business called WaterFirst. The latter deal 
diluted Banksia below majority ownership.

Except for $6.1 million in escrow, the sale 
to Waterlogic allows all the founders and 
Banksia to exit fully, having installed a 
management team to succeed them.

“From our point of view it is a good 
example of what we set out to do,” Banksia 
director Mark Dutton said.

“We just built a great business.
“It is a national market leader with 

recurring annuity-style rental streams.”
Banksia’s exit enables it to show how its 

model works. Its other investments are 
franchised cafe chain Croissant Express, 
debt purchase and credit management 
services business Pioneer Credit, and 
training and recruitment services busi-
ness Skillhire.

“We have been quite under the radar and 
focused on our strategy and we are now 
looking to be more known for what we do,” 
Mr Dutton said.

“We have been building a bit of a track 
record.

“We are making sure we were walking 
before we ran.”

Mark Pownall 
mark.pownall@businessnews.com.au
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Chellingworth Motors 
101 Stirling Highway
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Driveaway prices include balance of registration.

MY13 Boxster Manual,  
Carrara White, Black Leather and more ......... 1ECV386   $117,900
MY12 Panamera V6 PDK,  
Basalt Black, Black Leather and more ............ 1EBM146  $209,900
MY12 911 Carrera S Coupe PDK,  
Agate Grey, Black Leather and more .............. 1DWO823  $269,900 

Significant Savings on Driveaway Demonstrators

Don’t let the curves fool you.
New Cayman.  
Straight out mid-engine perfection from $118,900.*

Visit porschecars.com.au/NewCayman

*NSW driveaway price. Model shown: New Cayman including  
20-inch Carrera Classic wheels $126,530 NSW driveaway price.

“The BC team have been a real asset 
to CCW as well as great partners and 

trusted advisors. They are smart, high 
integrity, practical operators who 

understand what it takes to develop 
value in the SME space. 

Moreover when tough times arose they 
rolled up their sleeves and could be 

relied upon to practically and sensibly 
advise and work through issues.

I’d happily team up with them again 
and would recommend them to others 
seeking to build & realise value in the 

SME space.”

- Adam Cornell Cool Clear Water CEO & 
major shareholder


