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TESYA and Finanzauto: From strategy to action
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Pierre-Nicola Fovini sits and stares at the walls, and out the picture window of the Madrid office
that, after years of work, has become his second home. He is so familiar with the view sprawling
out before him he could describe it with his eyes closed. It has been six years since he decided
to relocate to Spain and take a leadership role at Finanzauto, a decision that, in time, would
leave a mark on his professional and personal life.

That morning, one of Spain’s most influential media organizations contacted him for an
interview; Finanzauto has just been awarded the “Great Place to Work” and “Top Employer”
certifications?, two of the highest honors in human Resource Management and work
environment quality. Nicola lets his mind wander back over all the years he’s been heading up
the company. He remembers how, when helanded in Madrid, he found an organization that
was flat-footed and staffed by confused employees who deeply resented management. Winning
those certifications comes with a special meaning; they stand for a confirmation that the efforts
made have finally paid off.

As he looks over the questions sent by the journalist, he notices that many of them center on
Finanzauto’s strategic development. Nicola thinks about how, over the years, he’s worked to
boost the company’s immune system, taking it from a mere distributor to an integrator of
systems and then to a business with an increasingly industrial outlook and full autonomy over
its most relevant strategic decisions. And yet, he wonders: has he really achieved that goal?

It is undeniable that the company has undergone major growth since the beginning of his
leadership in 2018. Total revenue has risen by 75%, from 265.2 million in 2018 to 466 million in

L Europa Press. (September 27, 2024). Finanzauto awarded “Great Place to Work” and “Top Employer” certifications.
La Vanguardia. https://www.lavanguardia.com/economia/20240927/9978131/comunicado-finanzauto-obtiene-
certificaciones-great-place-to-work-top-employer-ep-agenciaslv20240927.html.
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2023. What’s more, profits have grown from 11.7 million in 2018 to 31 million in 2023, a colossal
165% jump. Profit margin is also better, from 4.4% in 2018 to 6.7% in 2023, registering a 52%
upside (see Exhibit 3). All of these landmarks point to optimized management and a solid
financial position secured in recent times. Still, there’s a question he can’t get out of his mind:
Has he really transformed the company, as he set out to do six years ago?

TESYA group: the dawn of Nicola’s career

After earning his degree in Economics and Business Administration at the University of
Lausanne’s Faculty of Business and Economics (HEC), Nicola began his professional career at
construction giant Caterpillar, the world’s leading manufacturer of construction machinery,
mining equipment, diesel engines and industrial gas turbines.

In January 2012, he took the Director of Strategic Planning post at CGT (Compagnia Generale
Trattori), in Milan.? The company was known for its broad offering of integrated solutions for
industries like mining, major infrastructure construction, energy generation, oil and gas. But CGT
was also a key part of the TESYA Group, an international conglomerate led by Lino Tedeschi
(see Exhibit 1), a dedicated provider of solutions for strategic sectors such as construction,
logistics, the energy transition and management of large-scale works.

From the time he started at CGT, Nicola began to feel the effects of Tedeschi’s influence.
Tedeschi worked with a leadership style based on consensus and working hard as a team, an
approach that Nicola would soon deeply appreciate. What began as a bond forged by working
together soon became an actual friendship, nourished by shared values and mutual respect.

Soon after beginning his career at CGT, one of his children fell ill. Nicola’s world collapsed. In a
halting voice, he gave the news to Tedeschi, who responded: “Do whatever you need to do. The
company will be here, waiting for you, whenever you’re ready to come back.” Without
hesitation, Nicola devoted himself wholeheartedly to his family. They secured a place for their
child at Bambino Gesu Hospital in Rome. Nicola relocated to the capital without a second
thought, though he didn’t know how long, where or how he would stay.

It was in Rome that Nicola encountered what he would later describe as “angels”. He witnessed
a goodness that took him by surprise. One night at the hospital he was talking with the on-call
doctor, who received a call as they spoke. The caller was the medical director, then in the United
States attending a conference. Nicola noticed how that doctor enquired about the status of
every hospitalized child, mentioning his young patients by their first and last names, with a care
and dedication that deeply moved him. In the midst of that personal storm, Nicola felt an
unexpected gratefulness; the severity of the situation had given him a chance to see human
goodness in its purest form.

Months and months went by in Rome, each full of hope, and marked by a routine of care,
doctor’s visits and sleepless nights. Though he tried to keep a balance with his professional
responsibilities, Nicola knew that his inner focus was entirely on his family. That period gave him
a resilience he had never imagined, and an ability to observe and learn that surprised him even
more. The hospital was a refuge of peace, where Nicola met people with cases similar to his, and
sadly, watched as tragedies befell other families.

2 Fovini, P.-N. [@nicola-fovini]. (n.d.). Profile overview. LinkedIn. from https://www.linkedin.com/in/nicola-
fovini/overlay/about-this-profile/.
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In 2015, Nicola got a telephone call from Lino Tedeschi. Tedeschi spoke to him in his usual warm
and familiar tone. “Nicola”, he said softly, “we’ve decided to trust you with the group’s rental
division. It’s our way of recognizing the dedication and commitment you’ve shown, even in these
difficult times”. A wave of emotion swept over Nicola. “Thanks, Lino”, he answered, hanging up
the phone and sitting in silence for a moment. He knew the gesture was an acknowledgment of
his effort, but also his attitude and commitment.

TESYA’s rental division needed a new focus. And despite the difficulties of the market and
Nicola’s situation, Lino Tedeschi had decided to strengthen and develop this relevant business
line that was strategic to the group’s future.

TESYA’s entry into Spain: Finanzauto

In 2017, back in Milan, Tedeschi gave Nicola an ambitious proposal: acquire the Finanzauto
Group, a renowned Spanish company with a decades-long history in the heavy machinery
industry. Founded in 1930 (see Exhibit 2), it had been purchased in 1992 by Barloworld, a South
African conglomerate. Once international sanctions had been lifted, Barloworld could expand
globally. With the backing of Caterpillar, it launched a takeover bid to acquire Finanzauto, then
a listed company. Caterpillar supported the operation because it saw in Finanzauto a poorly-
managed distributor, in the midst of a multi-year crisis on the market, but with great potential
profitability if it could reorient its business.

When it entered the market, Barloworld found a company laden with debt, with deficient
administration, and no signs of growth. Finanzauto nearly became an unbearable financial
burden for the entire conglomerate. But as of 1995, the situation seemed to improve: the
company registered record-breaking levels of revenue, reaching an annual turnover of
822.47 M€ in 2007. But the success of those years was fleeting. The crisis of 2008 hit Spain with
extraordinary impact, severely affecting key industries like construction and mining, two of
Finanzauto’s key customers. The demand for heavy machinery plummeted by 95%. In 2010, the
number of units sold dropped from 22,000 to just 2,500.

The aftereffects of the crisis brought Finanzauto to a halt. It was forced to implement drastic
restructuring plans and adapt to an increasingly hostile market. By 2016, the situation was
alarming: the company. faced continuous losses, and its team, though committed, was worn
down after years of abrupt policy and leadership shifts dictated by the Barloworld headquarters
in South Africa. That same year, Quinton McGeer took over as CEO with the mission of
revitalizing Finanzauto (see Figure 1). Under McGeer’s leadership, Finanzauto completed its
restructuring and reached a certain stability. However, his enthusiasm soon clashed with
Barloworld’s strategic directives when instructions came from the board of directors to redesign
their global strategy and divest from the group’s business in Spain and Portugal. And so,
Barloworld set to divesting. The consultancy AT Kearney was hired to implement an adjustment
plan and prepare the company for a possible sale or at least ensure its long-term viability.
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