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Hunt qualified as an accountant 

at KPMG in the 1990s, becoming 

a transaction services director 

at a time when the professional 

services firm was at the forefront 

of the drive to turn due diligence 

from a tick-box exercise around 

financials and legal to the forward-

looking, all-encompassing 

service it is today. After seven 

years in finance, strategy and 

M&A at pharmaceutical company 

AstraZeneca, Hunt joined Rentokil 

in 2012.

Rentokil Initial: the power of 
virtual data rooms and big data
M&A at the heart of the Rentokil growth strategy 

A rigorous M&A process has delivered success after success for the 

UK pest control and business services group.  M&A director Chris 

Hunt, joined Rentokil in 2012, where he has led more than 200 

acquisitions.  Most have been bolt-ons, but there have been larger 

deals to enter new product markets and territories.

In the past three years Rentokil have completed over 130 acquisitions 

including market entries in Guatemala, El Salvador and Honduras, 

adding to its fast-growing presence in the Latin America region, 

where the company already has operations in Brazil, Chile and 

Colombia. In addition to this, Rentokil has entered new markets in 

Eastern Europe, Africa and the Middle East.

Challenges due diligence brings 

Whilst the leg-work of legal due diligence and sales and purchase 

agreements is contracted out to lawyers, most of the assessment is 

done by Hunt’s team and other managers, particularly country heads: 

“We’re professional, we want to understand the data, to make 

informed decisions and we’re very quick, clean and simple to deal 

with” says Hunt.

CASE STUDY



When it comes to completing acquisitions in new markets Hunt says, 

“Our biggest challenge is getting the information we need to make a 

decision. We treat new markets like established ones; we still come up 

with a hypothesis and we still look to do the right level of diligence, 

but we lean more heavily on advisers if we don’t have many local 

speakers in a particular territory”.

Technology transforms the due diligence process 

Hunt believes “the two big themes in the due diligence world are 

virtual data rooms and big data. Both will impact the way due 

diligence is done.”  The vast majority of businesses Rentokil buys are 

owner-managed and some don’t even have computer records, but 

larger transformative acquisitions are becoming more data-rich.

“We focus on the quality of the business and the quality of the 

customer economics. We want to know what the customer base is 

doing, what the churn is, where pricing is, whether revenues are 

contracted, who are the strong performing service technicians and 

whether all of that is leading to revenue growth. On top of the 

financial due diligence there is a heavy overlay from the 

commercial,operational and technical people.”

ABOUT RENTOKIL

Listed and headquartered in the 

UK, Rentokil Initial is one of the 

largest commercial pest control 

services providers worldwide.  

The company operates in 70 

countries including 90 of the 

world’s 100 largest cities across 

North America, Europe, UK  

and Asia.

Merrill Corporation is a global leader in SaaS solutions for M&A, 
communications and secure business collaboration. Clients trust 
Merrill’s innovative applications, excellent customer service and 
deep subject expertise to successfully navigate the secure sharing 
of their most sensitive content. Their flagship product, DatasiteOne, 
helps users in over 170 countries close more deals, faster.
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