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In the News

Socially Oriented Fund Formation 
Continues

Several new impact oriented funds have been raised
recently, heralding the continued growth of the sector.

On June 26, 2017, Natura announced the acquisition of
The Body Shop from L’Oreal for $1.1 billion in cash. The
Body Shop has experienced limited sales growth from
2013 to 2016 (3% compound annual growth rate).
Earnings before interest, taxes, depreciation and
amortization (“EBITDA”) decreased by 31% and margins
decreased by 500 basis points over the same period. The
transaction value represents multiples of 1.1x 2016
revenue and 13.0x 2016 EBITDA.

Natura cited The Body Shop’s global footprint and
multichannel distribution strategy as key drivers of the
transaction. The Body Shop’s ethos, with its focus on
natural ingredients and environmental responsibility, was
also perceived as complementary to Natura and its
previously acquired brand, Aesop.

The combined company will have annual revenues of $3.5
billion with 17,000 employees and 3,200 stores. The
transaction is expected to close in 2017, subject to
clearance from anti-trust authorities.

On June 7, National Geographic Society committed $50
million, or 5% of its $1.2 billion endowment to impact
investing. The organization is expected to focus on
research, education and exploration.

Lux Capital launched a $400 million fund on February 28
to back “impact inventors.” The fund makes early-stage
investments in science and technology startups that are
“inventing the future without destroying humanity.”

Builders Fund, a private equity fund which
brings an ESG focus to its investments
announced it closed on $30 million of fund
commitments on April 25 and expects to hold a
final close in mid-2017.

SJF Ventures closed its 4th fund at $125 million in
December 2016. It will invest in high-growth
companies creating a healthier, smarter and cleaner
future. SJF Ventures typically invests $3-10 million
in expansion-stage companies.

Southern New Hampshire University has partnered with
Rethink Education, to launch a $15 million seed fund
focused on early-stage edtech startups. The partnership
was announced in March and the due diligence team will
focus on mission-driven entrepreneurs.

Natura, a Leading Publicly Traded 
Certified B Corp, to Acquire The Body 
Shop from L’Oreal
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In the News

Amazon to Acquire Whole Foods, a 
Leader of the Conscious Capitalism 
Movement

In June 2017, Amazon announced the acquisition of
Whole Foods Markets for $42 per share (representing a
premium of 27%). The $13.7 billion transaction value
represented multiples of 0.9x LTM revenue and 10.6x
LTM EBITDA.

The strategic benefits for Amazon are numerous,
including: expansion of Amazon’s existing grocery
business, both brick-and-mortar and e-commerce,
potential overlap of Whole Foods and Prime customers;
and the potential optimization of the grocery supply chain
to an omni-channel distribution for core Amazon
products through Whole Foods.

Social enterprises, particularly in the food & beverage and
consumer products space, that typically sell through the
natural channel will have to navigate changes to Whole
Foods and also to their existing distribution relationships.

The announcement follows a campaign by activist
investor, Jana Partners led by Barry Rosenstein. Jana took
an active stake in Whole Foods in April 2017 and
pressured the company to improve business performance
and add new directors to the Board, and was also
rumored to be pushing Whole Foods to consider a sale. In
June, the founder and CEO of Whole Foods, John Mackey,
called Jana Partners “greedy bastards,” in response to
their efforts.

Whole Foods Market has had a robust history of corporate
finance activity since its founding in 1978 and IPO in
1992. In 2007, Whole Foods acquired competitor, Wild
Oats for $565 million and was required to divest a
number of stores in order to comply with Department of
Justice anti-trust concerns. In 2008, the company received
a $425 million investment from Leonard Green Partners,
a leading private equity investor in the consumer sector.

Whole Foods founder and CEO, John Mackey, is also a
founder of the Conscious Capitalism movement and a co-
author of the movements’ handbook, Conscious
Capitalism: Liberating the Heroic Spirit of Business.

The Rise Fund, a global private equity fund committed
to achieving measureable, positive social and
environmental outcomes alongside competitive financial
returns, announced its first two investments in April and
May 2017.

The first investment, made in April,
blbablablablblaba was in EverFi, an education technology
company focused on areas of financial literacy, STEM,
diversity training and workplace harassment training.
The $190 million Series D round included TPG Rise’s
commitment of $120 million, with another $30 million
coming from TPG Growth. EverFi is at the intersection of
two of The Rise Fund’s seven focus sectors: education and
technology. The company was founded in 2008 and
operates a Software-as-a-Service (SaaS) subscription
model. EverFi will use the funds for international
expansion and acquisitions.

The second investment, made in May, bla blablablabl
was in Dodla Dairy, a fresh dairy blablablablab b
company offering a wide range of milkblablablabla bl
products throughout South India. The company procures
its milk locally from smallholder farmers and has
developed local distribution networks. This investment
corresponds to The Rise Fund’s focus on the agriculture
sector. Through its $50 million investment, The Rise Fund
seeks to support the company in operating its
procurement network fairly, enhancing its brand and
growing its platform.

The Rise Fund is managed by TPG Growth, the global
growth equity and middle market buyout platform of
alternative asset firm TPG. TPG Growth Founder and
Managing Partner Bill McGlashan, U2 lead singer Bono, a
well-known activist and a special partner with TPG
Growth, and Jeff Skoll, a global entrepreneur, film
producer, and impact investor, co-founded The Rise
Fund.

TPG’s $2B Rise Fund Makes First and 
Second Investments Totaling $150M



Danone has been in B Corp-related news recently. In
2017, Danone announced the acquisition of WhiteWave
Foods and plans for the combined U.S.-operations,
DanoneWave, to become a Certified B Corp by 2020. In
early March 2017, Danone subsidiary, Stonyfield Farms,
also announced that it had become a Certified B Corp.

However, in late March 2017, Danone announced that it
was divesting Stonyfield Farms due to a complaint filed by
the Department of Justice regarding the acquisition of
WhiteWave and the anti-competitive nature of the
combined company with respect to the purchase and sale
of organic milk products.

Regulatory Note

The Hart-Scott-Rodino (“HSR”) Anti-Trust Improvements
Act requires certain mergers, acquisitions, and transfers
of securities to receive prior approval from the
Department of Justice and the U.S. Federal Trade
Commission in order to prevent any adverse impacts on
U.S. commerce. Over the last 10 years the Department of
Justice has challenged only around 3% of transactions.

Due to Danone’s strategic partnership with WhiteWave’s
primary competitor, CROPP, the farmer-owned organic
cooperative that owns the Organic Valley brand, the
acquisition would merge the top two purchasers of raw
organic milk in the Northeastern United States. The
combined company would also be responsible for the only
three national fluid organic milk brands, Stonyfield,
Horizon Organic, and Organic Valley.

In addition to divesting the consumer facing brand,
Stonyfield, Danone must sever its strategic partnership
with CROPP.

Danone to Divest Certified B Corp 
Subsidiary Stonyfield Farms

In early July, Danone announced that Lactalis is
purchasing Stonyfield Farms for $875 million,
representing a multiple of 2.4x 2016 revenue and ~20.0x
2016 EBITDA.

Stonyfield Farms, founded in 1983 and led by Gary
Hirshberg was viewed as a leader in sustainable business
along with the likes of Ben & Jerry’s, Tom’s of Maine, The
Body Shop, Honest Tea and Patagonia.

Danone made a 40% minority investment in Stonyfield
Farms in 2001, took an 80% control position in 2004 and
completed the acquisition with 100% ownership in 2014.

At the time of the initial investment, Stonyfield was
generating $85 million in sales. The company generated
sales of $370 million in 2016.

Lactalis, a France-based dairy company, is one of the
largest dairy producers in the world. According to the
Wall Street Journal, other bidders for Stonyfield Farms
included Dean Foods, Grupo Lala and Inner Mongolia Yili
Industrial Group Co.

Sources: Company press releases, Company websites, Keene Advisors estimates

In the News

DanoneWave CEO, Lorna Davis, at the 2016 B Corp Champions 
Retreat with Happy Family CEO, Shazi Visram
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Lactalis Announces the Acquisition of 
Stonyfield Farms



black-and-white Capital, a hedge fund that owns ~2% of
Etsy, launched an activist campaign to increase
shareholder value. black-and-white Capital demanded a
number of changes to the company’s governance and
operations, and suggested the company explore a sale.
Since black-and-white Capital’s announcement, Etsy
changed its CEO, cut its workforce, and saw an increase in
share price. The timeline below outlines the major events
in this saga:

Activist Shareholder Pushes Major 
Changes at Etsy

Sources: Company press releases, Company filings

In the News
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black-and-white Capital sent a letter to Etsy’s
Board of Directors outlining a number of
issues, including decelerating sales growth,
bloated general and administrative expenses
and management and governance concerns.

Etsy CEO, Chad Dickerson, and Etsy Board
Member, Fred Wilson, met with black-and-
white Capital to discuss the investor’s
concerns.

APRIL

3

black-and-white Capital sent a second letter
to the Etsy Board outlining a number of
topics for discussion and asking for a meeting
with the Board in early May.

black-and-white Capital issued a press release
detailing its opinion of Etsy and making public
its communication with the Etsy Board; Josh
Silverman replaced Chad Dickerson as CEO;
Etsy announced an 8% cut to its workforce.

MARCH

13

JUNE

21

MAY

2

MARCH

30

Etsy announced plans to cut its workforce by
a further 15%.

All in all, Etsy's workforce will be cut by 22%
this year, or approximately 230 people.

Etsy’s share price had declined since its 2015 IPO.
Following black-and-white Capital’s actions, the share
price has risen on rumors of a company sale. Under new
leadership and strategic direction, Etsy is expected to let
its B Corp certification expire.

Certified B Corp, Yumbutter, Announces 
Transformative, Multi-Party Merger

In February 2017, Yumbutter, a socially-responsible nut
butter company on a mission to make mouth rockin’
world changing peanut, almond, cashew and sunflower
butters, completed a merger with Ona Treats and RP’s
Pasta Company under the umbrella of Tribe 9 Foods. Real
Food Innovations, a health food product incubator and
manufacturing facility was also part of the transaction.

RP’s Pasta Company makes fresh gluten-free and
traditional pasta. Ona Treats makes grain free bars and
cookie snacks.

Yumbutter was founded in 2011 by Matt D’Amour and
Adrian Reif. Over a short time, Yumbutter gained
distribution to over 4,000 stores and helped feed over
150,000 children with malnutrition through their Buy
One, Feed One model.

We caught up with Matt in our Social Entrepreneur
Spotlight on page 5.

(In the News is continued on page 7.)

Toosum Announces the Acquisition Of 
KUTOA, a Certified B Corp

On July 6, 2017, Toosum Healthy Foods announced the
acquisition of the health bar brand, KUTOA. Toosum
produces gluten-free snack foods for the health-conscious
consumer. KUTOA produces health bars that are non-GMO
verified; gluten, dairy, and soy free; vegan; and made with
no preservatives or added sugars.

The acquisition is expected to enhance the companies’
sales channels, improve operating costs and increase
profits for both brands.

Keene Advisors served as financial advisor to KUTOA.



In June 2017, we caught up with Matt D’Amour, the Co-
founder and CEO of Yumbutter to get his perspective on
Yumbutter’s merger with Ona Treats and RP’s Pasta
Company, raising capital, and more.

On the Strategic Rationale for the Merger:

Natural food is getting incredibly competitive. The
industry is shifting toward private label, costs to get on
shelves are going up, and everything downstream is
costing more. There’s a lot of people who are barking at
the same tree; we’re trying to get into the same broker
network, talking to the same buyers, and using the same
suppliers. I thought: there’s wisdom in collaboration,
compiling our resources, our human resources. Where I
want to take the company I need help. It takes
being humble and realizing where you are

reat and effective and where you’re
dilutive because you’re trying to do it
all. It’s better to get ten experts
around the table that can take it
to the moon in their respective
fields and do it with this idea of
improving people’s lives.

It’s also about diversifying risk.
You have one brand and that’s
somewhat single-track. Now we
have three and a co-packing
facility. We’re not putting all our
chips on black.

“It takes being humble and 

realizing where you are great 

and effective and where you’re 

dilutive because you’re trying to do 

it all”

Advice for Someone Considering a Merger:

Make sure everything is laid out clearly ahead of time:
what is your intention, how are we building the company,
what’s the culture, what are we going to maintain, what
are we going to modify or shift? Glitches come in play
when there’s a disconnect around the goal. For anyone
looking to merge their company: talk about the hard stuff
first and make sure everyone is in alignment and lays
their egos down and comes to the table with a beginner’s
mind. We have three founders coming to the table and no
one is the kingpin anymore. I’ve never had a job in my
entire life where I wasn’t making the final decision;

Social Entrepreneur Spotlight
Matt D’Amour, Yumbutter

same for Ona and RP’s. So you got to go to that level: do
you play well with others or do you have to be the boss?
Because if you have to be the boss then it might not be for
you. But we’ve done it in a way in which I still run
Yumbutter, Chris still runs Ona.

We’ve cherry picked who has the best system what makes
the most sense. We’ve taken each aspect of the business
and figured out who’s mastered it and that’s what we’ll
continue doing.

“For anyone looking to merge their 

company: talk about the hard stuff first and 

make sure everyone is in alignment and lays 

their egos down”

On Negotiating the Deal:

It was all very transparent. Ultimately,
everyone had to give up something but

everyone’s going to gain a lot. It’s
really tough to have everyone get

everything. You might have to
bend a little bit on some things.

But look at what’s being
created; it’s 17 times farther
ahead than where you’re at
now. Don’t get caught up in
the very small things and try

to negotiate everything. Make
sure you got your non-

negotiables taken care of but
realize there might be a few things

you might have to bend on.

Ultimately we all wanted this deal to
happen so we weren’t resisting each other.

We were not negotiating against each other but
figured out what we needed to do to make it

happen.

On Raising Capital:

Having an amazing story and having an amazing mission
is one thing, but the numbers do a lot of the talking. It’s
still a business, it stills needs be financially viable and
stable, it still needs to show that it’s in a category with a
nice growth trajectory. The social mission is usually the
icing on the cake and the thing that makes everyone feel
good at the end of the day.

“having an amazing mission is one thing, 

but the numbers do a lot of the talking”
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When you’re raising mission-aligned capital, you’re
connecting with people who have a similar mindset so
that maybe down the road when things get rocky they’re
not trying to raise hell in your company. There’s a
different kind of relationship there. So it’s also about the
people that you’re attracting and the type of money and
intelligence that comes behind it. It’s a significant
differentiator when you go out and try to raise
“traditional” capital.

The social mission was not a hindrance while raising
capital. And I wasn’t interested in talking with anyone
who saw it that way. And I was very clear upfront that this
is who we are. My strategy is always to scare them out
front and if they come back, cool, then we can talk. They
know what they’re getting into right away. A lot of people
do the opposite and tell people what they want to hear.
No: air your dirty laundry, get it out there and let them
know exactly who you are as people, what your vision is
and if they’re not into that, well no worries whatsoever,
let’s just have a different conversation. I would tell these
folks, if our social mission goes away, I’m on to something
new because that’s not what I’m interested in.

On Finding Investors:

It was primarily friends and family and the activation of
their networks. We did have a tremendous amount of
conversations with VC firms and family offices and even
other larger national food brands that had created funds
for acquisitions. Most conversations with institutions
came from showing up at certain trade shows like Expo
West where you get folks doing their research on the back
end. On the friends and family side, a lot were people with
ties to Madison or to us personally, including investors I
had worked with in my previous venture. It’s about
getting out and building a network.

Pearls of Wisdom:

Dare to think outside the box about how things can
operate. Competition is an old school thing. There’s a lot
of wisdom in putting that down and realizing that we’re
all trying to achieve something together. In the natural
food landscape that may be bringing some better-for-you
goods to the world, improve people’s health and get the
U.S. off the list of obese countries in the world. Be open to
what that financial partnership could look like.

Don’t get stingy with your equity. I was at a social impact
conference in LA and I met the founder of Bomba socks
and I said, “give me your nugget of wisdom.” He said
“don’t be greedy with your equity. An entrepreneur loves
to see his ideas into the world, execute how they want to
execute and follow through on what they know they can
do. But most of them don’t have the resources and if you
give away a certain percent of your company and are
gifted those things, you have to find value in being able to
operate the company how you want to and bring your
ideas to market with the right formula, etc. I wouldn’t
have been able to do what I did with Bombas without
that.” Sometimes people hold on to equity so tight they
put themselves out of business.

“Don’t be greedy with your equity”

It’s not all about the money. Yes, you want to be successful
and provide for your family, but there’s a tipping point
where over a certain number of dollars it’s not going to
bring you exponential happiness. Once those needs are
met, why are you doing what you’re doing? If you can be a
part of something that is going to grow into something
way bigger than you could have built yourself but you
have less equity in the company, to me that’s an amazing
opportunity. Now I get to help grow three brands, I get to
launch a contract manufacturer, I get to make way more
cool stuff than I ever would be able to make on my own–
that’s worth any equity reduction for me.

6

Social Entrepreneur Spotlight
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Yumbutter booth at ExpoWest



Philips Loan Pegged to Sustainability 
Rating 

In April 2017, Philips announced a new EUR 1 billion
Revolving Credit Facility with an interest rate pegged to
Philips’ sustainability performance and rating as defined
by a third party.

The third party, Sustainalytics, provides environmental,
social and governance research and ratings. Phillips rating
at the time of the loan’s issuance will be used as a
benchmark for improvements or declines in sustainability
performance.

This represents the first transaction in the syndicated
loan market that has loan pricing linked to a sustainability
rating. The global syndicated loan market is $3.9 trillion
of annual loan volume ($2.0 trillion in U.S.; EUR 0.9
trillion in Europe, Middle East and Asia)

This transaction has broad support and participation from
global leading financial institutions. ING is the
sustainability coordinator as well as one of the 16 banks
that are a part of the loan syndication.

Sources: Company press releases, Company websites, Company filings, Climate Bonds Initiative, Moody’s Research, Keene Advisors estimates
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In June 2017, Apple issued a $1.0 billion green bond.
Green bonds are fixed income securities where the use of
proceeds is focused on green or sustainable projects.

According to the prospectus for the $1.0 billion 3.000%
Notes due 2027, the use of proceeds will be to identify
eligible projects that fall within three environmental
priorities:

1. Reduce impact on climate change by using renewable
energy sources and driving energy efficiency in
facilities, projects and supply chain

2. Pioneer the use of greener materials in products and
processes

3. Conserve resources

This issuance is following up on the company’s landmark
$1.5 billion green bond issuance in February 2016. At that
time, the $1.5 billion issuance was the largest green bond
issuance by any U.S. Corporation. To date, Apple has
deployed $442 million of the February 2016 issuance to
16 projects.

The February 2016 issuance was prompted by the
December 2015 Paris Climate Agreement. The 2017
issuance was the first green bond issuance since the U.S.
announced its intention to leave the agreement.

In 2016 there was $93 billion of green bonds issued, up
120%+ from $42 billion of issuance in 2015. However,
green bonds represent less than 1.5% of the global fixed
income market.

Apple Issues Second Largest Green Bond
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ShotSpotter, a Portfolio Company of 
Certified B Corp, City Light Capital, 
Completes IPO
In June 2017, ShotSpotter, Inc. completed its initial public
offering (“IPO”) on the Nasdaq exchange. ShotSpotter
provides gunshot detection solutions to help law
enforcement officials and security personnel identify,
locate and deter gun violence. The company offers
software solutions on a SaaS-based subscription model to
customers around the world.

ShotSpotter’s cities experience, on average, a 35%
decrease in gunfire incident volume in the first two years
of use. The ShotSpotter technology covers over 400
square miles of monitored territory in the U.S.

According to filings, ShotSpotter generated $15.5 million
in revenue in 2016, up from $11.8 million in 2015.

According to Crunchbase, the company had raised over
$65 million in venture capital from a wide variety of
investors including Certified B Corp, City Light Capital.
(We caught up with Tom Groos, Partner at City Light and
member of the Board of Directors of ShotSpotter in our
new “Impact Capital Corner” section – check out the
interview on page 9)

Sources: Company press releases, Company websites, Wilmer Hale 2017 IPO Report, Company filings, Crunchbase

In the News

Pricing Date 6/7/2017

Ticker SSTI

Exchange NASDAQ

Share Price $11.00

Shares Offered 2.8M

% Shares Outstanding 30.7%

Offering amount $30.8M

Market Capitalization $100.2M

Primary / Secondary 100% / 0%

Use of Proceeds Increase financial flexibility; 

create a public market for 

common stock; $13.6

million to pay down existing 

debt; working capital and 

general corporate purposes

Lock-up Ends 12/4/2017

Select Pre-IPO Investors 

ShotSpotter is an Emerging Growth Company (“EGC”) as
defined by the 2012 Jumpstart Our Business Startups Act
(“JOBS Act”). In order to qualify as an EGC, a Company
must have less than $1 billion in total annual gross
revenue in its most recently completed fiscal year.

Over the four year period from 2013 to 2016, 86% of IPOs
qualified as EGCs under the JOBS Act with a median
offering size of $98.5 million and median annual revenue
of $64.5 million. Only 25% of IPOs included selling
shareholders, who on average comprised 32% of the
offering.
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Selected Current Portfolio

Education Safety Environment

9

Investment Criteria

Investment Focus Early-stage companies that have: 
▪ An experienced founding team
▪ Core technology that can create significant measurable positive change
▪ A business model consistent with the successful implementation of that 

technology
▪ A clear plan to create quantifiable social impact

Industry Focus Education; Safety; Environment

Stage Series A (>$1M in annual run rate revenue)
Seed (City Spark - $50K per investment)

Geographic Focus U.S. based businesses

We caught up with Tom Groos, Partner at City Light Capital, a leading early-stage venture capital firm, to discuss their 
investment process, impact investing, and exit strategies, among other topics.

City Light Capital is an early-stage venture capital firm
dedicated to generating both strong financial returns
and measurable social impact.

Tom Groos
Partner

City Light Capital

City Light Capital was founded in 2004 and
has been a Certified B Corp since 2008.

Impact Capital Corner
Tom Groos, City Light Capital
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On How and Why Tom Became an Impact Investor:

After I graduated from Columbia Business School, I
worked for a large corporation for a few years, then went
to the Viking Group and Tyden Group, which were two
companies in the safety and security area. I was the CEO of
Viking Group, which merged with Minimax of Germany in
2009. We were and remain the world’s second largest fire
protection systems manufacturer, behind Tyco.

During the 1980’s and 1990’s there was a transformation
in the fire protection industry. After several very high-
profile fires, the industry changed dramatically. It became
much more life-safety oriented. The nature, scope and size
of the industry changed and we were fortunate to share in
its growth. It became obvious to me that we actually had a
social enterprise, even though we had never really
thought about it as one. We had one of the largest entities
in the world responsible for protecting millions of lives
and billions and billions of dollars of property. So, we
started using that as a pitch when we were hiring
employees and I would use it as part of my speeches to
employees on a regular basis—that the work that they did
was very important and they were protecting lives and
property.

“It became obvious to me that we actually 

had a social enterprise, even though we had 

never really thought about it as one”

By 2007/08, I had worked in the Viking Group and Tyden
Group for 24 years and I was looking for a new
opportunity to do something different. I was fortunate to
meet Josh Cohen, who already had begun in the impact
investing space. As I got to know Josh, I realized it was
possible for me to continue a career using the things that I
had already learned (helping smaller companies grow into
successful larger companies), and do it in a context of
assisting companies that were good for society and the
environment. I was really interested in this idea.

On City Light Capital’s Industry Coverage:

There are three areas that we invest and have competency
in. The first of those areas is Education and Education
Technology focused on improving performance and
serving underserved populations. The second area is
Safety and Security focused on protecting people, places
and things from a risk management perspective. The third
area is Cleantech or, as we like to call it, Energy Efficiency.
We have a venture partner in each of those areas and a
small overall staff.

On City Light Capital’s Investment Process:

We just closed our third fund so we are deploying capital
right now. We have already made three Series A
investments and about ten seed investments.

While our search efforts often start with publicly available
information – Pitchbook, TechStars and all of those types
of sources – I would say the most valuable and interesting
leads come either from our CEOs or our co-investors, in
other words other VC firms we are in deals with and have
gotten to know over a long period of time. They trust us
and we trust them. They are are part of a unique
fraternity / sorority and know who is good and who is
doing interesting things. Our network of people active in
each industry and private investors are critical to deal
flow.

Venture capital is more art than science. A strong network
is critical to success. We are better this time around than
we were the first time because of our much larger
network both among CEOs and among other VC firms.

“Venture capital is more art than science 

and a strong network is critical to success”

Our Series A round diligence process is very extensive,
normally taking four to six weeks. We talk to all members
of the management team. We do extensive background on
the marketplace the opportunity is in to determine if it is
as large as they say it is. However, the most important
thing that we do is diligence customers. We normally talk
to four or five. That’s why we require about $1 million in
run rate revenue in the core business before we would
invest in the Series A round. On the upper end, the pre-
money valuation has to be less than $25 million.
Additionally, we talk to all other investors of the
Company. It is a rigorous process.

On City Light Capital’s Impact Diligence:

Impact diligence is one of the first things we do. We put
out an annual impact report to all of our limited partners
documenting the impact of our investments. It is one of
the reasons they invest with us, so we take impact
diligence very seriously. It can be frustrating for us when
we find a company that is a great opportunity, but cannot
document their impact because we have to leave them
behind.

Typically, our impact reporting is not onerous because it
is based upon business factors that are already tracked.
We write a side letter to the term sheet before we put the
capital in so the companies know exactly what they are
getting into.

Impact Capital Corner
Tom Groos, City Light Capital
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On City Light Capital’s Seed Investing Effort, City
Spark:

Our Series A investments take the vast majority of our
capital and time. However, we also started something that
we call City Spark. City Spark makes seed investments of
$50,000 each into companies that have great potential,
seem to have all the characteristics we would look for but
just don’t have the revenue yet. Typically, they have a
great management team led by a serial entrepreneur, they
are in a huge market, and they have social or
environmental methods that we can empirically
document. We make a seed investment and we essentially
track those companies with the hope that they turn into
Series A round companies.

On Headwinds for Social Enterprises:

The challenges of leading a business are the same whether
it has incremental social impact or not. I don’t think there
is any difference between what impact companies face
versus what other VC-funded companies face. They are
exactly the same problems. The impact that our
companies provide is the business case for their existence.
There is no conflict between making money and their
social impact. ShotSpotter is the quintessential example of
this. The more square miles covered by their network, the
more guns are taken off the street, the more gangs are
shut down, the safer people feel, and the more the
economic vitality of the neighborhood improves. There is
a clear correlation.

“I don’t think there is any difference 

between what impact companies face versus 

what other VC-funded companies face”

It is encouraging to see the impact space growing and
more investors getting involved. Impact can take many
different forms. Just because we do it the way we do it
doesn’t mean it is right or better than other forms of
impact. There is nothing wrong with going with a lower
return to achieve a positive social or environmental
benefit.

On City Light Capital’s Operational Partnership Role:

We don’t want to get involved if we can’t be helpful. We
have expertise in all three of our verticals. If you think
about these Series A round companies, they are pre-cash
flow positive so they are always under resourced. They
are always looking for help. It is akin to being in a lifeboat
with the management team. You really get to know each
other very well. You spend a tremendous amount of time
together and, you solve difficult problems and you make

difficult prioritization decisions. I think it is typical in early
stage venture capital.

The management teams rely heavily on their Board of
Directors to provide them with more resources. I love it
because I come from an operating background and I like
to apply what I have learned previously.

On Exit Opportunities:

IPOs are a lot less common than people realize. We are
quite fortunate to have completed two. For ShotSpotter, I
am a Director of the company so I can only provide you
with publicly available information.

We thought entering the public markets and holding onto
shares on behalf of our investors and new investors was
the best way to realize value. We felt that a sale at this
point would have underserved our investor base.

On Limited Partners’ Understanding of Impact
Investing:

The universe of potential investors that have interest in
impact-oriented investments is far greater currently than
it was when we raised our second fund. Back in 2009, if
we had an hour we would have to spend 30 minutes
explaining what impact investing was. Now, you really
don’t have to do that. They are looking at the charitable
causes that they support, their philanthropic giving
strategy to those causes, and now implementing for-profit
impact investing strategies for those causes. It’s like Bill
Gates said at the Giving Pledge, it takes charitable giving,
government spending, and for-profit companies to move
society forward.

On Tom’s Other Pursuits Outside of City Light Capital:

I am a Co-Founder of something called The ImPact Society,
which is promoting the concept of impact investing among
private investors. I am also involved with an organization
known as Endeavor, which is a global entity that promotes
entrepreneurship. I am also a Trustee of Cornell
University. I think that major research universities are
going to play a huge role going forward.

If you would like to contact Tom, you can reach him at
info@citylightcap.com.

Impact Capital Corner
Tom Groos, City Light Capital
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Acquirer Target
Announced 

Date
Purchase

Price ($M) Commentary

Jul 2017 na ▪ KUTOA is a Certified B Corp
▪ Keene Advisors served as advisor to KUTOA

Jul 2017 $875
▪ Stonyfield is Certified B Corp
▪ Expansion into U.S. market
▪ ~2.4x 2016 revenue and ~20.0x 2016 EBITDA

Jun 2017 na

▪ First strategic acquisition for Hain Celestial's 
Cultivate Ventures

▪ Better Bean is a Certified B Corp
▪ Renewal Funds, a B Corp, was an investor

NASDAQ:AMZN NASDAQ:WFM

Jun 2017 $13,700 
▪ $42 per share offer price representing a 27% 

premium
▪ 0.9x LTM revenue and 10.6x LTM EBITDA

BVMF:NATU3

Jun 2017 $1,130 
▪ The Body Shop was sold by L’Oreal after 

acquiring the business in 2006 for $1.1B
▪ 1.1x 2016 revenue and 13.0x 2016 EBITDA

Investor 

Group
Apr 2017 na

▪ Mark Rampolla, Founder & ex-CEO of ZICO 
Coconut Water will join as CEO

▪ Beanfields is a Certified B Corp

Apr 2017 na
▪ Broaden service offerings to existing customers 

to include carbon markets
▪ Both target and acquirer are Certified B Corps

Mar 2017 na

▪ Expands market segment penetration into area 
where Land O’Lakes does not have expertise

▪ Vermont Creamery, a Certified B Corp, will 
continue to be operated as an independent 
subsidiary

Tribe 9 

Foods
Mar 2017 na

▪ Transformative, multi-party merger
▪ Yumbutter is a Certified B Corp
▪ All founders remain active working owners in 

the new company

Feb 2017 na
▪ Expands service offerings to better understand 

advertising campaigns
▪ Rhiza is a Certified B Corp

Feb 2017 na ▪ Expands product offering in the frozen space
▪ Ruby Rockets is a Certified B Corp

Sources: Company press releases, Company websites, Keene Advisors estimates

Selected Recent 
M&A Transactions
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Sources: Company press releases, Company websites, Keene Advisors estimates, Crunchbase

Company Investor Group Industry
Announced 

Date Round / Size ($M)

ACAP, 3x5 Partners, S2G Ventures, 
Encourage Capital, Blueberry 
Ventures, Collaborative Fund

Food & 
Beverage

Jun 2017 Series B / $12.0

Energy Impact Partners, BoxGroup, 
Wonder Ventures

Renewable 
Energy

Jun 2017 Series A / $6.0

General Catalyst, GGV Capital, GV, 
First Round, Flybridge Capital 
Partners

AgTech Jun 2017 Series A / $20.0

VMG Partners, Prolog Ventures, 
KarpReilly

Food & 
Beverage

May 2017 Venture / $10.0

na Education May 2017 Series C / $40.0

Meraas, Cibus Fund (ADM Capital), 
Alliance Bernstein, Wheatsheaf, 
GSR Ventures

AgTech May 2017 Series D / $34.0

Mayfield Fund E-Commerce Apr 2017 Venture / $13.5

Rise Fund, TPG Growth, Main Street 
Advisors, Advance Publications

Education Apr 2017 Growth Equity / $190.0

The Builders Fund
Food & 
Beverage

Apr 2017 Growth Equity / na

Sunrise Strategic Partners
Food & 
Beverage

Apr 2017 Growth Equity / $11.1

301 INC (General Mills)
Food & 
Beverage

Apr 2017 Venture / $3.0

SJF Ventures, Inherent Group, 
Rethink Education, Contour Venture 
Partners, Weld North, GSV 
Acceleration

Education Mar 2017 Growth Equity / $12.0

Eighteen94 Capital, S2G Ventures, 
InvestEco

Food & 
Beverage

Jan 2017 Series A / $4.3

SUEZ Environment
Waste 
Management

Jan 2017 Venture / $50.0

Selected Recent 
Capital Raising Transactions
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Travis is the Founder and President of Keene Advisors, a socially responsible 
investment bank. Travis has 16 years of investment banking experience 
including at Moelis & Company and UBS. In 2016, Travis was recognized by the 
Boston Business Journal as a 40-under-40 honoree.

Travis.Borden@KeeneAdvisors.com
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