
Executive Summary 

Who We Are 

Lakelet Capital is a private equity group affiliated with Lakelet Advisory Group, our consulting group with a proven track 

record of adding value to lower middle market companies since 1999. Lakelet Capital seeks to acquire companies where 

we can leverage our proven resources, cumulative knowledge, business models, and business partners to add value in 

the lower middle market. As detailed below, Lakelet offers a number of unique  differentiators  for companies 

considering a sale and / or significant investment partner in the lower middle market. 

Current Position 

Lakelet is seeking to acquire controlling interest and provide high-level strategic and operational expertise to 

dramatically improve the operating results of the acquired company within our exit plan. Lakelet provides more than the 

capital for the acquisition – Lakelet possess the necessary strategic partnerships to take the entity to the "Next Level”. 

Target Criteria 

• Private companies with annual EBITDA in the $2 MM+ range (up to $10 MM);

• Annual revenue in the $5MM + range (up to $50 MM);

• Smaller targets considered if other criteria are strong;

• Industries with barriers to entry and/or intellectual property;

• Companies without significant concentration issues (customer, restricted supply chain);

• Ideal industries: manufacturing, business services, technology, health care, distribution, and consumer goods;

• Lakelet will consider distressed / troubled companies; and

• Lakelet's geographically focus is the U.S. and Canada. 

Our Differentiators 

• Lakelet is powered by the team at Lakelet Advisory Group, a leading consulting firm that has driven success and

operational results in over 100+ companies – see below for a partial listing of representative results;

• Lakelet has an extensive network of strategic and operating partners in a variety of industries – in order to foster

growth and navigate any challenges in portfolio companies;

• Lakelet’s highly credentialed team also has tremendous financial contacts and experience – critical to evaluating

and structuring transactions, building successful growth models, and driving to a future successful liquidity

event;

• Lakelet’s team has expansive expertise with focus in the following industries: manufacturing, business services,

technology, health care, distribution and consumer goods;

• Expeditious execution of deals and strategic business plans;

• Willing to explore turnaround / distressed opportunities;

• Well positioned for generational transition opportunities and assist family owned companies in continuing to

prosper; and

• Opportunities for selling stockholders to acquire equity in the acquisition vehicle (and continue to participate in

the success of the business post-sale).



Results 

Lakelet’s key differentiator is its ability to deliver proven results. Our team has decades of experience in optimizing 

companies. Below is a summary of results delivered by Lakelet Advisory Group, which is the same team behind Lakelet 

Capital. Executing results is the prerequisite for success. A partial listing of our team’s proven results (and the industry) 

are: 

Improvements in Revenue, EBITDA, and Working Capital 

• Improved working capital by 23% in 28 days [Technology];

• Reduced inventory by 28% in 60 days using the A, B and C inventory analysis, generating an immediate cash

infusion and savings of $7.7 million [Medical Supply];

• Increased EBITDA over 31% and reduced debt by 29% within one year [Manufacturing];

• Led the preparation of strategy, manufacturing, marketing, and distribution of an alternative fuel-efficient

heating solution throughout the United States and Canada. Within a year, product offerings were extremely

profitable and GP% was greater than 40% [Manufacturing];

• Increased gross margins by two percentage points within 30 days through mapping out and implementing

accountability / responsibilities on the plant floor [Medical Device];

• Increased labor efficiencies 13% by optimizing production facility layout [Medical Supply];

• Improved the A/R and A/P accounting productivity 147% through triaging workflow and training

[Manufacturing];

• Generated a savings of $38 million by successfully consolidating IT teams, processes, infrastructure and systems

[Manufacturing]; and

• Involved in nine successful M&A engagements, including seeking the target company, valuations, due diligence,

projections and strategy plans [Various].

Tangible Benefits from Technology 

• Generated savings of $7.4 million per annum by reducing administrative and IT costs per employee by 40%

[Manufacturing];

• Saved an additional $4.8 million in five years through maximized productivity and connectivity {Manufacturing -

Automotive / Aerospace];

• Immediate savings of $2 million through renegotiating outsourcing contracts [Manufacturing];

• Strategic sourcing generated a net savings of 18% ($2.6 million) of administrative and IT expenditures [Medical];

and

• Implemented current technologies, such as the “thin client” and intranet solutions. As a result, open support

issues decreased by 87% [Manufacturing – International].

Business / Process Optimization 

• Prepared economic model and implemented Economic Value Added (Stern Steward's EVA Methodology) in 45

days. Generated +4 day improvement of cash on hand in 60 days [Manufacturing];

• Saved a recognized $168,000 (at a cost of $48,000) in 120 days by reengineering customer service [Medical];

• Conducted internal productivity analysis of 18 facilities to develop “best practices” [Manufacturing]; and

• Reduced time for financial consolidations – with no costs, resulting in a 50% improvement in 90 days [Medical].



Sales / Revenue / Customer Service Enhancements 

• Introduced new product in a competitive software market for service organizations. In 12 months, +500

professional firms on this solution [Technology];

• Increased gross margins by four percentage points within three months by strategically adjusting prices. No

customers were jeopardized or lost during this exercise [Manufacturing / Distribution];

• Stabilized and improved a $57 million region. For the last three quarters of the fiscal year, this region

outperformed all other regions by +8% [Medical Manufacturing];

• Increased automated orders by $375 million [Manufacturing – International];

• Conducted a “post mortem” analysis on all returns and defects, reducing issues by an average of 23% per

quarter [Medical Device];

• Utilizing the “Balanced Scorecard,” designed, implemented, and monitored a sales performance matrix with

weekly feedback to a sales force of 32 [Medical Supply];

• Tripled the number of customers within 18 months from a CRM / client service strategy [Professional Services];

• Implemented “state-of-the-art” bar coding and automation in facilities to optimize productivity and reduce

inventory requirements [Manufacturing]; and

• Re-engineered the warehouse and transportation facilities. Implemented a standard process and solution for

these logistics centers, resulting in an immediate $1.4 million annual savings [Distribution].

Our Team 

Michael R. Koeppel - President and Managing Founder 

Credentials: 

• Certified Turnaround Professional (CTP)

• Accredited in Business Valuation (ABV)
• Certified Public Accountant (CPA)

• Chartered Global Management Accountant (CGMA)

• Certified Information Technology Professional (CITP)
• Certified in Financial Forensics (CFF)

Professional Summary: 

In his 25 years of experience, Mr. Koeppel has been exposed to a host of industries; but his primary focus is on 

technology, manufacturing and healthcare organizations. 

In the past, Mr. Koeppel served on the Board of Directors of a public medical device company; which later led to his 

serving as interim COO during these public company’s turnaround efforts. He also served as interim COO and CFO for an 

international VoIP company required to restructure its balance sheet, obtain additional financing, and focus on its 

profitable core opportunities (sold non-core division). 

Mr. Koeppel also worked 10 years with Citigroup Venture Capital Company, primarily focusing on two spin-out, 

challenged organizations. He served on the Management Committee with both entities. 

Engagements involved an international manufacturer and distributor of medical and paper products ($300 million in 

revenue). In his role there, he assisted the turnaround of the company's operations and groomed it for sale. He focused 

daily on the cash flow and working capital optimization. In 12 months, he completed the full integration of three 

companies into one, generating a 34% reduction in transaction and overhead costs. 

Another engagement involved an international manufacturer and re-manufacturer of electronics and automotive 

components ($980 million in revenue). Mr. Koeppel was recruited to "carve-out" processes, hire staff, implement new 



processes, systems, and solutions, and prepare for IPO and growth. This was accomplished and its success was based in 

part on implementing nine focus factories utilizing "lean manufacturing" concepts. 

Mr. Koeppel has significant international experience, as well, in both European and Brazilian operations. He spent 

several years in Brazil with PricewaterhouseCoopers on challenging technology and business situations. In addition to his 

work in the financial services industry, he also served with distinction in the U.S. Army as a Medical Corpsman (E-5). 

He has written numerous articles and presented at numerous professional forums on business valuation and business 

optimization. 

Education: 

• B.A. in Economics (summa cum laude) from the State University College of New York at Buffalo

• Master of Accountancy from Bowling Green State University

• Taught Corporate Taxation and Econometrics at the State University College of New York at Buffalo

• Worked as an instructor for optimizing technology for PricewaterhouseCoopers, US & Brazil

• A speaker at a host of prestigious conferences / educational institutions

• Authored numerous articles

Randy Bianchi – Managing Partner 
Summary of Qualifications: 

• Over 10 years as a Partner at a leading middle-market private equity firm

• 25+ years of entrepreneurial and management experience assisting organizations to identify and implement 
organizational changes for growth

• Proven track record of executing private equity investments including the selection, sourcing, evaluation, and 
execution of both pre-and post-acquisition transactions

• Dynamic interpersonal skills enabling trust, credibility and strong relationships

• Creative and energic approach to developing strategic marketing plans, implementing business process analysis 
and delivering top line growth

• Intelligent and dedicated professional with strong business ethics and financial acumen 

Professional Summary: 

Mr. Bianchi brings significant experience in private equity, management and business development to the Lakelet team. 

He is a key member of the deal team advising on strategy, planning, sourcing and execution.  

Prior to joining Lakelet Capital, Mr. Bianchi was a Partner – Business Development for a leading private equity fund 

located in Buffalo, NY with over $440 million under management. In this role, he obtained an outstanding track record 

for selecting and evaluating prospective equity investments and developing and executing strategic business plans. 

During his tenure, he was involved in the successful investment of over fifteen platforms and over forty add-on 

acquisitions. 

Mr. Bianchi has utilized his management and interpersonal skills for over twenty-five years to lead organizations to the 

next level. His career experience includes forming a start-up company where he was responsible for all aspects of 

running the small business as well as holding several management positions at a leading multi-billion dollar service 

company.   



Mr. Bianchi currently serves as the president of the Upstate Capital Association (formally UVANY). He’s also a board 

member at Junior Achievement of Western New York, Institute of Continuing Professional Education and Designated 

Drivers of Buffalo. He is the founder of Buffalo’s First Thursday Business Networking and is actively involved in Upstate 

New York and Southern Ontario business communities.   

Education: 

• Holds a Certificate in Family Business Advising

• B.A. in Economics from Rowan University

• Executive MBA from the University at Buffalo

Awards: 

• Nationally Recognized for Prestigious Board of Directors Recipient from a leading service company in three
separate business segments

• Achieved multiple national and regional awards for Management, Leadership and Performance recognition

• Published numerous articles

• Frequent lecturer and moderator in Private Equity, Business Development and Family Business Investing

• Judge on several business plan competitions including Ernst and Young Entreprenurial Award and J.A. Business
Plan Competition


