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With high street 
lenders struggling, 
now is the perfect 
time to launch a 
boutique service. 
AndrewCave reports

W ith the 
anti-banker 
sentiment 
generated by the 
2008 financial 

collapse and sovereign debt 
crises given fresh currency by 
the Libor-fixing scandal, now 
might not seem the best time to 
set up a new investment bank – 
albeit a small one.

Friends of senior City figures 
Mervyn Metcalf and Graeme 
Atkinson have been saying 
much the same thing. The two 
bankers in consumer industries, 
retailing and media have just 
left US mergers and acquisitions 
(M&A) specialist Global Leisure 
Partners to launch London 
investment banking boutique 
Dean Street Advisers.

“Good luck... I can hardly 
imagine a worse time to be 
starting,” wrote one friend. 

Metcalf, 40, could not 
disagree more. “I think now 
is the best time,” he says. 
“There’s dissatisfaction among 
clients in terms of advice, and 
among bankers in terms of 
where they work.

“Both are open to talking to 
people who are engaged and 
energised – and we’re probably 
some of the most energised 
bankers in the market right now 
because we’re doing something 
new, love what we’re doing and 
think it’s the right thing to do.”

Metcalf joined GLP four years 
after it was founded in 2004 and 

Time for
a new
breed
of bank

says he is now applying many of 
the lessons learnt.

“There’s a different skill-set 
needed when you’re a banker in 
a boutique than when you’re in 
a big bank,” he says.

“In a boutique you have 
to be much more client-focused 
and much more driven by 
having proprietary ideas, 
being creative and genuinely 
bringing something different 
to your client.”

Dean Street, named after the 
part of Soho in London where 
Metcalf lives, is specialising in 
providing advice on M&A and 
fund-raising. It has just done its 
first deal, working jointly with 
GLP to advise the Ontario 
Teachers’ Pension Plan on its 
£73m takeover of Goals Soccer 
Centres.

It cannot handle stock market 
flotations or act as a broker or 
market-maker because it doesn’t 
have an equities or sales and 
research arm. It also doesn’t 
take deposits, trade stocks or 
have treasury or derivatives 
operations – something that 
Atkinson, 42, believes gives 
Dean Street an advantage.

“There’s a lot of pressure 
in the large banks to push 
product down clients’ 
throats and say that a certain 
deal is a deal that they should 
do because you’ll get M&A and 
financing fees,” he says.

“If I do that with a client 
they’ll never see me again. If I 
don’t like an asset, I tell a 
client why I don’t like it 
and why they shouldn’t 
trade it.

“We come from an 
industry that’s got a 
dreadful reputation at the 
moment. We don’t want to be 
tarred by the same brush.”

Metcalf claims he has 
already advised a 
prospective client, who 
had received two offers 
for his business from 
private equity firms, not 
to sell for at least 18 
months.

“We don’t get paid right now 
this way,” he admits. “But 
hopefully there will be a 
fee 18 months into the future 
when it is right for him.”

Such an approach clearly 
carries risks and costs, but 
Metcalf, who has previously 
worked for BZW and Merrill 
Lynch, and Atkinson, another 
Merrill alumnus who also 
previously worked for Deutsche 
Morgan Grenfell, both come 
with good M&A pedigrees.

Last year, they helped private 
equity group CVC Capital 
Partners buy health clubs chain 
Virgin Active for £900m, aided 

bookmaker Betfred in its 
acquisition of the Tote 

and assisted BC 
Partners in the 
purchase of mobile 

phone seller Phones 4U.
Metcalf believes this kind of 

experience will position Dean 
Street well alongside fellow 
investment banking boutiques 
Lepe Partners, Ashcombe 
Advisers and Smith Square, as 

well as larger firms such as 
Greenhill & Co, Moelis & 

Company and Perella Weinberg.
There are some regulatory 

hurdles for new entrants, of 
course, with Atkinson warning 
that it is “virtually impossible” 
for a new investment banking 
firm to set up with full 
authorisation because that takes 
at least four to five months.

Dean Street is therefore 
currently operating as the 
appointed representatives of 
Ashcombe Advisers, which is 
authorised and regulated by the 
Financial Services Authority.

That means that every 
contract Dean Street signs with 
a client has to be pre-approved 
by Ashcombe. Dean Street aims 
to gain its own authorisation in 
its first year of trading.

Both bankers, however, are 
enthusiastic about their venture 
and urge other bankers thinking 
about taking the plunge to do so 
without hesitation.

“You don’t need tons of 
capital,” says Metcalf, saying he 
and Atkinson have together 
invested a figure “in the low 
hundreds of thousands of 
pounds”.

“This is one of the very few 
professions where you can 
actually start up on your own 
very easily. You need a ton of 
experience, a fantastic network, 
and perseverance and passion 
about what you do and a very 
clear vision about where you 
take it. We think there’s a gap in 
the market and are trying to 
provide a service that we think 
other people aren’t.

“The best advice we got 
from anyone was to just do it, 
because we had been thinking 
about it for 18 months. There’s 
always a reason not to do it and 
delay but if you want to do 
something, just do it. It’s been 
as painless as possible.”
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Mervyn Metcalf, left, 
and Graeme Atkinson 
helped CVC Capital 
Partners buy health 

clubs chain Virgin 
Active, below, for 
£900m. 


