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Eaton Square is an international corporate advisor focused on mergers and acquisitions and capital services for technology, services and growth firms. 

The firm was founded in 2008 and since instituting its new business model in 2014, has grown to over 110 M&A and corporate finance professionals across US, Canada, 
Australia, New Zealand, UK, Italy, Spain, Switzerland, China & Hong Kong, Singapore and Malaysia. Eaton Square is continuing to look to grow with the addition of 
experienced individuals and advisor groups to join us internationally.
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The key benefits of Eaton Square’s model and 
infrastructure for experienced M&A and capital 
services advisory firms is the capability to:

• Differentiate themselves in their local 
market by being part of a larger national and 
international group

• Access to bigger deals as clients gain 
confidence in the larger group’s ability to 
handle more valuable transactions and capital 
raises

• Improve revenue stability by having access to 
multiple deals at the same time 

• Integrate with other experienced 
professionals with deep sector and service-
line knowledge and global contacts

• Access national and international deals, 
investors and buyers

• Ability to deal with larger clients and 
corporations as part of an international group

• Share the costs of access to IP and systems 
that is not possible as an individual or smaller 
group.
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EATON SQUARE IS FOCUSED ON HELPING CLIENTS SOLVE THEIR GROWTH AND CAPITAL CHALLENGES

Mergers and 
Acquisitions

Capital Raising
$1–$250M

Public Markets
Transaction 
Readiness

Buy side
Sell side
Mergers

Growth capital
Bank debt

Private equity
Second round of 

capital raising

Full or partial new 
market listing
Reverse listing 

with capital raise

Market 
attractiveness

Transaction 
preparations 

& organisation 
shaping

Business and 
capital strategy

Execution

Our services include:

MOST EATON SQUARE CLIENTS ARE:

• Owners of $10m - $200m firms looking to grow or 
capitalise on the value of their business

• Global corporations looking to acquire mid-market firms 

• Investors looking for opportunities in North America and 
South East Asia and Israel.

The company has expertise services in Energy, Industrial and Financial 
sectors, Information Technology, Health Care, and growth industries.

Information Technology
Big Data, Fintech, Social Media, 
Data Analytics and Security 
Technologies

Services
IT Services, Management 
Consulting and Financial Services, 
Engineering Services, Health, Oil 
and Gas and Mining services

Life Sciences Technology
Pharmaceuticals, Biotechnology, 
Nutraceuticals and Health Care

 

Growth
Health, Medical Devices, 
Aged Care, Fintech and areas 
relevant to our clients
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EATON SQUARE HAS GROWN SIGNIFICANTLY SINCE JULY 2014, 
HIGHLIGHTING THE ATTRACTIVENESS OF THE MODEL FOR EXPERIENCED M&A AND CAPITAL PRACTITIONERS

Number of Principals
June 2014 – August 2022
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EATON SQUARE’S PRINCIPALS HAVE BENEFITTED FROM THE NETWORK IN DIFFERENT WAYS

Andrew Light – Toronto
“Eaton Square makes us a 
truly global ‘boutique’ firm. 
We compete and win against 
the largest players on an 
international stage.”

Mark Goodwin – Perth
“Being part of Eaton Square in Perth enables us 
to differentiate our offering from the many local 
players as every deal is international now.”

Jose Luis Diaz-Rio – Madrid 
CEO, Gravitas Global Advisors
“The excellence of Eaton Square’s team will translate into 
better capabilities for Spanish and European companies 
to reach investors and M&A opportunities throughout 
the world. We are all very excited to team up with them, 
looking to make a difference to our clients.” 

Aaron Meyerson – Los Angeles
“Eaton Square allows me to 
access capital from investors 
around the world and call on 
the expertise of an international 
network of colleagues. It truly 
allows me to give my clients the 
advantages of both a boutique 
and global bank.”

James Huey – Beijing
“Eaton Square’s scale and reach is 
important in enabling me to link 
Chinese buyers who are looking for 
large transactions globally.”
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Case Study:
Gravitas Global Advisors

“THE INCREASED GLOBAL PRESENCE WILL ENABLE US TO CONNECT EUROPEAN CLIENTS 
WITH US AND APAC CLIENTS MORE EFFECTIVELY” GRAVITAS GLOBAL ADVISORS

Gravitas is a leading mid-market M&A and capital raising 
services firm with offices in Madrid, Florence and New 
York. The firm specializes in assisting firms of $10m - 
$200m enterprise value with mergers and acquisitions, 
equity capital raises and sourcing debt facilities in the 
services, technology and biotech sectors.

Gravitas’ particular strength is assisting European firms 
to connect with transactions internationally and link US 
firms to European investors and partners.

In August 2020, Gravitas joined Eaton Square and 
established the Madrid office. Jose Luis Diaz-Rio leads 
the team.

Gravitas has more than 20 years’ experience connecting 
Spanish companies and investors with the rest of the 
world and adds tremendously to Eaton Square’s reach 
and experience base. 

Jose Luis Diaz-Rio – Principal, Madrid
 – CEO, Gravitas Global Advisors

“The excellence of Eaton Square’s team will translate 
into better capabilities for Spanish and European 
companies to reach investors and M&A opportunities 
throughout the world. We are all very excited to team up 
with them, looking to make a difference to our clients.”

Santo Volpe – Principal, Firenze
“We are in times of fundamental structural change 
in our business. And with that, there is enormous 
opportunity. The increased global presence will enable 
us to connect European clients with US and APAC more 
effectively.”

Madrid, Spain
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Case Study:
SPP Capital Partners

“HAVING A GLOBAL PRESENCE IS A SIGNIFICANT BENEFIT FOR GROWING THE BUSINESS.”
SPP CAPITAL PARTNERS

SPP Capital Partners has been focused on raising private 
debt and equity for corporate and equity sponsor 
clients for over 30 years. SPP has completed more 
than 550 transactions globally representing over $25 
billion of capital and has a volume of approximately $1 
billion annually. The firm’s extensive relationships with 
more than 700 lenders and investors across all major 
constituencies in the private capital markets and source 
capital enable the firm to tailor a solution to each client’s 
capital objectives. While SPP was hugely successful 
in their debt offering, they wanted to expand their 
business further by strengthening their national and 
international reach, especially in the M&A sector. 

In March 2020, SPP partnered with Eaton Square and 
established the New York office led by Stefan Shaffer. 
This is an important step for both firms as it grows its 
physical reach from US to APAC and broadens their 
offering to include debt raising services. 

Stefan L. Shaffer – Principal, New York 
Managing Partner – SPP Capital Partners

“SPP is delighted to have the opportunity to work with 
Eaton Square. Eaton Square’s reach and marketing 
strategies have bought many new opportunities and 
clients for our service delivery capability. The key thing 
has been that culturally we are very aligned which has 
enabled us to find exciting opportunities for both firms.”

Robin Ellis Busch – Principal, Austin 
Managing Partner – SPP Capital Partners
“As an M&A firm, Eaton Square have bought a new 
perspective to how our our services can be used by 
clients in the US. Their reach into Asia. Pacific provides 
and exciting opportunity for SPP and the debt providers 
we work with.”

New York, USA
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EATON SQUARE PROVIDES A NETWORK AND INFRASTRUCTURE THAT ASSISTS EXPERIENCED M&A PROFESSIONALS

Case Study: Andrew Light

Andrew was most recently a 
Vice President at a Big 4 Accounting 
firm, and head of M&A and Strategy 
at a global technology firm.

Andrew joined Eaton Square to 
establish our North American 
presence out of Toronto, Canada, and 
has subsequently been joined by 4 
other Principals in the office.

“I had looked at joining up with some former colleagues to 
form our own Boutique professional advisory and M&A firm in 
the local market.  We had a lot of connections and in an active 
market felt we were in a good place to assist our prospective 
clients.

However, we were also honest enough to know that we were 
scarcely differentiated from the many other 2 or 3 person 
boutique firms on Bay Street (Toronto).

 Eaton Square gave us an immediate credibility to approach 
clients with an international agenda, and moreover the 
connections and networks of all the global Principals into 
potential investors and funders that was 10-fold that of our 
own connections.”

The ability to de-risk my client work through Eaton Square was 
also a decisive for me, including: 1) as a sole operator I often 
had 1 or 2 clients, whereas within Eaton Square I am often 
concurrently working on 5 or 6 clients, hence it means I am not 
dependent the market forces or turmoils that can all too often 
hit your (only) client;

2) I now have a global team of exceptionally talented and 
senior business people that I can turn to for advice and 
expertise to win and execute projects; 3) the very scale and 
talent of the Eaton Square team means I bring infinitely 
greater potential (and chance of winning) to client pitches; 
4) finally I pick up on the war stories of others to help avert 
challenges that might otherwise have also happened to me 
and my clients.”

“What I also appreciate about Eaton Square is the centralized 
set of policies and procedures we all contribute and adhere 
to.  It brings best practice to all of us, and the application of 
services like IT and Marketing that would be cost-prohibitive 
to a singleton.  Not least Eaton Square is also a global brand 
that brings me leads either directly or via other Principals in 
offices across the World.  I thoroughly enjoy the variety of 
clients and work, knowing that I am working with colleagues 
from any of our 15+ offices that have the same values and 
integrity that I work by.”

Toronto, Canada

Toronto, Canada
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Case Study: IBEX

INTEGRATION HAS GIVEN BOTH EATON SQUARE AND IBEX ADDITIONAL CAPABILITY AND REACH
IN THE TECHNOLOGY, SERVICES AND INDUSTRIAL SECTORS

Founded in 1979, IBEX is one of the oldest and largest 
privately held Mergers and Acquisitions firms in the 
South & Midwest United States.

IBEX has an enviable reputation for delivering strategic 
deal advisory services to US middle market companies. 
The firm is focused on the Manufacturing, Engineering, 
Oil & Gas, and Business/IT services sectors. 
The IBEX team has executed more than 500 buy and 
sell side transactions as both corporate executives and 
third-party advisers.

IBEX was looking to grow their business further. 
To achieve this, they are aware that they need to be 
working on larger transactions and the need to expand 
their operations beyond the Mid-west.

In February 2020, IBEX  joined Eaton Square and 
established the Austin office headed by Charles Harvey.

Charles Harvey – Principal, Austin 
Previously – CEO, IBEX

“We heard our clients asking for greater national 
and international reach for their deals and the need 
for additional resources to take on larger mandates. 
Joining Eaton Square has expanded our capability 
and seen us drawn into projects we would never have 
previously seen.”

Mike Miller – Principal, Austin 
Previously – Vice President, IBEX
“We find that almost every deal is cross state borders or 
international now and requires deep industry knowledge 
that is difficult to maintain in a smaller firm. Having 
the increased reach also means that our own industry 
knowledge is being leveraged into new markets and 
mandates, which is an exciting opportunity.”

Austin, USA
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Case Study: Nextec

EATON SQUARE ALSO PROVIDES AN OPPORTUNITY FOR LOCALISED FIRMS TO INTEGRATE INTO AN INTERNATIONAL NETWORK –  
BRINGING SCALE AND NEW DEAL FLOW

Nextec was founded in Melbourne, Australia in 1996 and 
expanded to Sydney in 2001.

The firm was highly regarded in the technology capital 
services sector with a proven pedigree and client base.

Nextec had looked at growing interstate or internationally 
but decided against doing so on its own.

Due to the longevity of the firm, succession was also on 
the minds of the firm’s Principals.

In 2016, Nextec integrated with Eaton Square’s Sydney 
presence, with a Nextec Partner taking the role of 
Managing Principal in Sydney.

The combination of Nextec and Eaton Square in Sydney 
has given both firms additional capability and reach, and 
formed the basis of an even larger office that we now 
operate.

Eaton Square’s Sydney practice has grown more strongly 
since the merger.

Neil Bourne – Managing Principal, Sydney

Previously – Partner, Nextec

“Trading our boutique brand up into Eaton 
Square has given us cut-through against 
competitiors and plausibility in pursuing 
larger projects. Importantly, the collaborative 
nature of the firm’s culture has meant that we 
have become a truly merged entity.”

Peter Hall – Principal, Sydney
“We find that almost every deal or 
transaction is international now. So having 
the increased reach and sector depth is 
helping us to win engagements we would 
have previously lost and complete deals more 
effectively.”

Sydney, Australia
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AS WE HAVE GROWN, WE HAVE IDENTIFIED SOME KEY CHARACTERISTICS THAT WILL HELP AN INDIVIDUAL OR GROUP BECOME SUCCESSFUL 
IN EATON SQUARE 

INDIVIDUALS JOINING EATON SQUARE GROUPS JOINING EATON SQUARE

CH
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CT
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S

• Proven M&A or capital raising experience

• Consultative approach to problem solving

• Business development skills

• Like-minded, client-focused, ethical – a sharer!

• Industry expertise in technology services or 
growth industries

• Established market position and reputation in 
chosen geography

• Strong desire to gain national or international 
reach and wider sector capability

• Collaborative mindset

• Technology, services or growth sector focus

• Ability to adopt a new brand and integrate 
organisations – maybe even taking over 
current Eaton Square operations in 
designated zones

N
EX

T 
ST

EP
S

• Potential Principal speaks with 4 or 5 
Principals to gain a good understanding of 
the firm

• Review and, if comfortable, complete Eaton 
Square Collaboration Agreement

• Eaton Square will organise set-up on systems 
and induction

• Get started!

• Leaders of the firm to meet for initial 
discussion with Eaton Square leadership

• Broader discussions with 4 or 5 Eaton Square 
Principals

• Face-to-face discussion to identify fit, 
direction and strategy

• Development of firm engagement agreement

• PR strategy and announcement

• Get started!



www.eatonsq.com 12

EATON SQUARE PROVIDES A MULTI-LAYERED PLATFORM THAT IS DESIGNED TO HELP PRACTITIONERS WIN 
AND COMPLETE MORE TRANSACTIONS 

• International network of over 110 Principals across 12 countries
• National and cross-border reach
• Deep multi-industry experience
• Complementary M&A and capital services skills

• International brand recognition and attraction
• International marketing messages
• Single integrated sales and marketing process
• International CRM and opportunity management tools
• Reusable sales and marketing IP – sales pitch decks, proposals, contracts, NDAs, etc.

• IP and tools to help Principals manage and complete deals more effectively
• Global contacts database to help Principals to commercialise their contacts
• Database of Principals skills and experience

• International company structures
• Able to undertake M&A and raise capital in our targeted markets
• Collaboration Agreements that enable Principals to work together 

seamlessly

Principal Network
Skills and Contacts Platform

Sales and Marketing Platform

Delivery Platform

Governance Platform

EATON SQUARE PLATFORM
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THE EATON SQUARE MODEL ENABLES US TO INVEST IN INNOVATIONS THAT BENEFIT THE GROUP THAT ARE 
BEYOND THE CAPABILITY OF INDIVIDUALS OR SMALLER FIRMS

One of Eaton Square’s innovations is the Deal Book. A bi-monthly ‘catalogue’ of deals that we are 
able to share publically without an NDA. The Deal Book includes one page summaries of the deals 
and is published in English and Chinese.

The Deal Book is circulated as a pdf to thousands of investors and large corporate buyers and the 
App provides the same content and is available globally. The App is updated in real time giving 
clients instant access to global investments.

EATON SQUARE DEAL BOOK AND APP



CONTACTS

Atlanta
995 Canton Street
Ste 100, Roswell
Atlanta GA 30075 USA
Ph: +1 404 585 0723
Contact: Chadwick Hagan

Austin
14205 Burnet Road
Austin TX 78728 USA
Ph: +1 512 531 6114
Contact: Charles Harvey

Boulder
Ph: +1 303 641 8779
Contact: Michael Wasik 

Denver
4643 South Ulster Street
Suite 1485
Denver CO 80237 USA
Ph: +1 303 758 4000
Contact: John Zayac

Los Angeles
1801 Century Park East, Suite 450
Los Angeles CA 90067 USA
Ph: +1 424 253 2300
Contact: Aaron Meyerson

Las Vegas
9139 W Russell Road #240
Las Vegas NV 89148 USA
Ph: +1 702 840 4193
Contact: Oksana Komarnyckyj

New York
550 Fifth Avenue, 12th Floor
New York NY 10036 USA
Ph: +1 212 455 4502
Contact: Stefan Shaffer

Philadelphia
1717 Arch Street, Suite 3920
Philadelphia PA 19103 USA
Ph: +1 215 399 5410
Contact: Michael J. Mufson

Phoenix
15029 N. 74th Street, Scottsdale
Phoenix AZ 85260 USA
Ph: +1 480 327 6610
Contact: Jim Afinowich

San Francisco
3rd Floor, 228 Hamilton Avenue
Palo Alto CA 94301 USA
Ph: +1 650 798 5150
Contact: Reece Adnams

Washington DC
1765 Greensboro Station Place
Tower 1, Suite 900
McLean VA 22102 USA
Ph: +1 703 754 2477
Contact: Taylor Devine

Toronto
First Canadian Place
100 King Street West, Suite 5600
Toronto M5X 1C9 Canada
Ph: +1 416 640 7124
Contact: Andrew Light 

Beijing
17th Floor, Hyundai Motor Tower
38 Xiaoyunlu Street
Chaoyang District, Beijing China
Ph:+86 1800 135 1907
Contact: James Huey

Hong Kong
Level 8, Admiralty Centre, Tower II
18 Harcourt Road
Admiralty, Hong Kong
Ph: +852 3978 5122
Contact: Alex Hill

Kuala Lumpur
Suite 22-7 Wisma UOA II
21 Jalan Pinang
50450 Kuala Lumpur, Malaysia
Ph:+60 3 2711 7200
Contact: Nicholas Ashby 

Singapore 
Level 37, Ocean Financial Centre
10 Collyer Quay, Raffles Place
Singapore 049315
Ph: +852 9451 2460
Contact: Alex Hill

Auckland
Level 13, 92 Albert Street
Auckland 1010 New Zealand
Ph: +64 987 3323
Contact: Jeff Lim

Brisbane
Ph: 1800 332 866
Contact: Roger Collins-Woolcock

Melbourne
Level 4, 90 William Street
Melbourne VIC 3000 Australia
Ph: 1800 332 866 or +61 3 8199 7911
Contact: Jonathan Buckley

Perth
338 Hay Street
Subiaco WA 6008 Australia
Ph: 1800 332 866
Contact: Mark Goodwin

Sydney
Level 12, 11 York Street
Sydney NSW 2000 Australia
Ph: +61 1800 332 866
Contact: Neil Bourne

London
2-4 Sampson Street, Wapping
London E1W 1NH United Kingdom
Ph: +44 2076 801 944
Contact: David Blois

Madrid
Modesto Lafuente 19
28003 Madrid, Spain
Ph: +34 684 249 300
Contact: Jose Luis Diaz-Rio

Milan
Marostica 1, Milan
LO 20146, Italia
Ph: +39 339 2951 303
Contact: Nick Kelly

Correct as at 9 August 2022
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