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TOP STORY

Our ambition is twofold:
to offer relevant
investment solutions

to private investors
while also contributing
to financing the real
economy.

Alix de Solms,
Head of Private Wealth

At the beginning of January, Weinberg Capital Partners announced the
appointment of Alix de Solms to lead and structure the development of its

Private Wealth business.

In this interview, she reflects on her multidisciplinary career path and
shares her vision for the development of this new offering.

To begin with, could you walk us through
the key milestones of your career?

| began my career at Turenne Groupe.
This initial experience enabled me to dis-
cover the world of private equity serving
private clients.

I then joined Ardian, which was still oper-
ating under the name AXA Private Equity

at the time, where | spent fourteen years.
| first worked within the Legal Department
(fund structuring and corporate matters),
handling highly technical issues. Beyond
the traditional responsibilities of a Corpo-
rate Lawyer, | had the opportunity to con-
tribute to major transformational transac-
tions, such as the group’s separation from
AXA and the implementation of its new
governance structure. »



It was in this context that | began work-
ing with Dominique Senequier, before lat-
er joining her as Chief of Staff. This final
stage allowed me to broaden my scope of
responsibilities to include more strategic
matters: investor relations, public affairs,
communications, organization, and gov-
ernance.

These various experiences have given me a
cross-functional perspective on private equity
and a comprehensive understanding of its
legal, strategic, and institutional dimensions.

What motivated you to join Weinberg
Capital Partners to develop its Private
Wealth strategy?

| was familiar with Weinberg Capital Part-
ners for the quality and high standards
of its teams, as well as for its distinctive
positioning in the market. With more than
twenty years of existence, the firm enjoys
a strong reputation, particularly due to its
ability to develop new business lines with
a pioneering approach, as demonstrated
by its Impact fund and, more recently, by
its defense-focused fund, Eiréné.

| joined Weinberg Capital Partners because
| was convinced by its ambition to structure
and expand a Private Wealth platform, and
by the strong alignment between my multi-
disciplinary background and this objective.

Beyond the project itself, | was drawn to
the firm'’s entrepreneurial culture and its
commitment to strategic themes such as
defense and sovereignty — issues that are
particularly meaningful to me.

How are you approaching the development
of the Private Wealth activity, and what are
the key priorities?

We are not starting from scratch: since
2005, our private clients have entrusted
us with nearly €340 million in assets under
management. This foundation represents
a strong base on which to build.

The challenge now is to broaden our private
client base and expand access to our prod-
ucts and investment strategies. Developing
partnerships, structuring products aligned
with the targeted needs of private investors,
and strengthening the visibility of Weinberg
Capital Partners and our investment disci-
pline are key priorities.

Our ambition is twofold: to offer relevant
investment solutions to private investors
while also contributing, through these solu-
tions, to financing the real economy. We are
currently working on establishing suitable

investment vehicles, with the objective of
launching our offering in the near future.

Beyond the project itself, | was
drawn to the firm’s entrepreneurial
culture and its commitment to
strategic themes such as defense
and sovereignty — issues that are
particularly meaningful to me.

5? WHAT YOU SHOULDN'T HAVE MISSED

Three promotions within the investment teams
at Weinberg Capital Partners

Weinberg Capital Partners appoints Alix ce Solms to leacl
and develop its Private Wealth business

Weinberg Capital Parthers announces three new hires



https://www.weinbergcapital.com/en/all-news/three-promotions-within-the-investment-teams-at-weinberg-capital-partners/
https://www.weinbergcapital.com/en/all-news/weinberg-capital-partners-appoints-alix-de-solms-to-lead-and-develop-its-private-wealth-business/
https://www.weinbergcapital.com/en/all-news/weinberg-capital-partners-announces-three-new-hires/

©)

IN CONVERSATION WITH

The involvement of
Weinberg Capital Partners

goes far beyond financial
support.

Frank Blanpain,
CEO of 3S Facility Group

In September 2024, Weinberg Capital Partners announced the completion of its first direct international investment
with the acquisition of ProNet Group, a leading Facility Management provider in French-speaking Switzerland.

In early 2026, ProNet Group was rebranded as 3S Facility, a strategic evolution designed to reflect its growth ambitions.
Frank Blanpain, CEO of the Group, explains the rationale behind this rebranding and outlines 3S Facility’s ambitions

and outlook within the Swiss market.

To begin, could you walk us through the key milestones in your
career? How did you come to lead 3S Facility Group?

My career has been built around the development and transfor-
mation of service companies, combining both financial and op-
erational perspectives.

After starting out in finance leadership roles, | quickly transitioned
into operational management positions, consistently within the
services sector. | first worked in industrial maintenance, then
in environmental services and waste recovery — demanding
sectors where operational performance, service quality, and
organizational structuring are critical success factors.

At the end of 2014, | moved to Switzerland as part of an LBO trans-
action involving Veolia Environnement Suisse, a defining step that
marked the beginning of my long-term professional anchoring in
the country. | subsequently led Onet Switzerland, a Facility Services
provider. Following the company’s sale to a Swiss-German group,
| joined Vebego to develop its Facility Management operations
in French-speaking Switzerland, with a focus on growth, service
structuring, and strengthening client proximity.

I took over as CEO of 3S Facility Group in 2024 after being intro-
duced to Dimitri Fotopoulos, LBO Partner at Weinberg Capital
Partners, and his team in June of that year by a French executive
whose company had previously been acquired by Weinberg Capital
Partners. We quickly realized that we shared a strong strategic

vision: to build a robust group capable of delivering a compre-
hensive, multi-service and multi-technical Facility Management
offering fully aligned with the expectations of the Swiss market.
This shared ambition naturally led to my joining 3S Facility Group.

Could you present 3S Facility Group and its positioning within
the Swiss Facility Management market?

3S Facility Group positions itself as a multi-service and multi-tech-
nical Facility Management provider in Switzerland, with a strong
footprint in French-speaking Switzerland. The Group builds on
locally recognized brands with over twenty years of experience,
supporting clients across the full lifecycle management and op-
eration of their infrastructure.

This positioning aligns closely with developments in the Fa-
cility Management market in French-speaking Switzerland,
where annual growth remains solid at approximately 5%. This
momentum is driven both by new construction projects and by a
growing trend toward outsourcing. Increasingly, companies seek
to reduce fixed costs and entrust infrastructure management
to specialized providers, while ensuring performance, service
quality, and cost control.

Thanks to its integrated approach, the Group operates across
a wide range of environments, including retail, pharmaceuticals,
food processing, office real estate, residential buildings, and the
watchmaking industry. »



Switzerland offers a particularly
attractive environment for
companies and investors. Its
strong political, economic, and
legal stability provides valuable
long-term visibility.

Its strength lies in combining proven operational expertise, strong
client proximity, and the ability to deliver tailored solutions adapted
to the specific requirements of the Swiss market.

In your view, what makes Switzerland particularly attractive for
companies and investors today?

Switzerland offers a particularly attractive environment for com-
panies and investors. Its strong political, economic, and legal
stability provides valuable long-term visibility. A clear and reli-
able regulatory framework, a culture of quality and operational
excellence, and the diversity and resilience of its economic fabric
create favorable conditions for business development.

In addition, the country’s high structural cost base encourages
outsourcing, generating tangible opportunities for specialized
service providers. Finally, its central position in Europe and strong
appeal to international investors reinforce its status as a leading
economic hub.

What are the major trends shaping the Facility Management sec-
tor in Switzerland? Do you see significant differences between
regions or client types?

The Swiss Facility Management sector is currently experiencing
several key trends.

First, growth remains strong, driven both by new real estate devel-
opments and by companies’ increasing efforts to optimize costs
and operational performance. This dynamic is accompanied by

a growing level of outsourcing, as more organizations entrust
infrastructure management to specialists in order to reduce fixed
costs and access advanced expertise.

At the same time, client expectations are evolving. Beyond ba-
sic service delivery, clients now seek integrated, innovative, and
digitalized solutions, with a strong focus on quality, sustaina-
bility, and energy efficiency. Tailored services have become a
key differentiator, alongside increased expectations in terms of
responsiveness and transparency.

Differences can also be observed depending on client profiles.
Large international companies often favor global, standardized,
and integrated solutions, while SMEs and local players tend to
prioritize flexible, proximity-based partnerships tailored to their
operational realities.

Finally, regional nuances exist. French-speaking Switzerland is cur-
rently experiencing slightly more dynamic growth, supported by a
service-oriented economy and a higher density of new construction
projects. German-speaking markets, which are more mature, often
demonstrate faster adoption of innovative technical solutions.

How do you view the ongoing consolidation within the sector?
What are the key drivers, and how is 3S Facility positioned?

Consolidation is clearly shaping the Facility Management sector.
Many small local players struggle to reach the critical size required
to remain competitive. In a market where volume is essential to
ensure profitability and deliver comprehensive offerings, smaller
structures often rely on subcontracting, which can limit efficiency
and commercial attractiveness.

This consolidation trend is reinforced by technological evolution.
The rise of smart buildings, predictive maintenance, and real-time
management platforms requires significant investment and spe-
cialized expertise that isolated players may find difficult to mobi-
lize. Moreover, clients now expect comprehensive solutions com-
bining operational performance, transparency, and sustainability.

In this context, 3S Facility is fully aligned with this dynamic.
Thanks to our scale, resources, and expertise, we can internalize
a broad range of services, offer integrated solutions, and invest
in advanced technologies. This combination of proximity, know-
how, and innovation enables us to meet increasingly demanding
client expectations and seize opportunities arising from market
consolidation. »



Since Weinberg Capital Partners became majority shareholder,
how has the collaboration developed?

Our collaboration with the LBO team at Weinberg Capital Partners
has been constructive and well-balanced. Their involvement goes
far beyond financial support. They actively contribute to structuring
our strategy, strengthening governance, and accelerating devel-
opment, while fully respecting the Group’s identity and specifici-
ties. Their deep understanding of the services sector, combined
with a long-term perspective, allows us to make transformative
decisions with confidence.

With their financial and strategic backing, we now have the nec-
essary means to execute our growth plan, invest in tools, technol-
ogies, and talent, and capture consolidation opportunities. This
support enables us to address industry challenges with confidence
and to pursue sustainable, controlled growth.

Growth — both organic and external — is central to your ambitions.

What is your roadmap for the coming years?

Our roadmap is built on a balanced approach between organic and
external growth. A key priority is strengthening our capabilities
in high value-added technical trades, particularly in HVAC and
plumbing. To achieve this, we combine targeted acquisitions with
an active recruitment strategy aimed at attracting talent capable
of supporting the Group’s upskilling.

Our ambition is to broaden and reinforce our service offering to deliv-
erincreasingly comprehensive, integrated, and controlled solutions,
while reducing reliance on subcontracting. This approach enhanc-
es service quality, responsiveness, and operational performance.

At the same time, we continue to drive organic growth based
on client proximity, loyalty, operational excellence, and ongoing
investment in tools and teams. This strategy will strengthen our
position in the Swiss Facility Management market and sustainably
support our clients in managing and optimizing their infrastructure.

Digitalization and predictive maintenance are becoming critical
for clients. How does 3S Facility integrate these technologies,
and what impact do they have?

Digitalization and predictive maintenance are now central to our
value proposition. For the Group, predictive maintenance address-
es two major dimensions: financial and environmental.

Our collaboration with the

LBO team at Weinberg Capital
Partners has been constructive
and well-balanced.

From a financial standpoint, it enables cost optimization by
extending the lifespan of technical installations while ensuring
performance. We support clients in their decision-making by pro-
viding clear scenarios and alternative plans. This allows them to
choose, with full transparency, between maintaining or replacing
equipment based on criticality, efficiency, and budget constraints.

From an environmental perspective, we systematically integrate
carbon impact into our interventions. We work closely with clients
to make informed decisions aligned with their ESG commitments
and sustainability objectives.

To operationalize this approach, we invest significantly in digi-
tal tools and computerized maintenance management systems
(CMMS). These platforms provide clients with full traceability of
interventions, real-time monitoring, and complete transparency.
For our teams, this translates into improved anticipation, optimized
organization, and enhanced expertise in higher value-added ac-
tivities. For our clients, it means greater control over installations,
costs, and environmental footprint.



... OUF Investor Relations Team

Our Investor Relations team, led by Alain Biquard, is now fully structured.

With the arrival of Pierre-Antoine Blot as Investor Relations Assistant in early 2025, followed by Jeremy Cerf
as Director of Investor Relations in January 2026, we have significantly strengthened our capacity to support our
long-standing partners and to develop new relationships across France and Europe.

Their mission is built around four key priorities:

- fostering regular, long-term dialogue with our partners;

+ continuing to expand our investor base in France and internationally;

+ ensuring rigorous and responsive follow-up to investor inquiries;

« enhancing the quality and transparency of our financial communication.

This reinforced organization enables us to deepen our engagement with institutional investors and family offices, while main-
taining a high standard of relationship management and reporting.

At the same time, Alix de Solms is leading the creation and structuring of an offering specifically dedicated to private clients.

In this capacity, Alix oversees the development and management of relationships with multi-family offices, wealth management
advisors and private banks.

The structuring of these two teams marks a further milestone in our company’s growth trajectory.
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-:Q:- KEY HIGHLIGHT

IPEM Wealth 2026: Three Days
of Discussions in Cannes

Our team took part in the second edition of IPEM Wealth 2026, held on
February 3-5 at the Palais des Festivals et des Congrés (Cannes).

The event brought together 3,380 investment professionals, confirming its position as
one of Europe’s leading gatherings dedicated to private equity and private investors.

Over the course of these three days, we had the opportunity to meet new investors,
deepen discussions with our long-standing partners, and share our perspective on
upcoming opportunities.

Many of you also joined us at La Californie - Groupe Bourdoncle to continue conver-
sations in a more informal and convivial setting.

Thank you to everyone who took the time to meet with us. These exchanges fuel our
momentum and reinforce our ambition for the year ahead.




O SPOTLIGHT

LEVA, Our Club-Style Office,
Is Seeking Its Future Tenant

Work on LEVA, our office building located in Levallois-Perret, is progressing steadily.

Designed by Jean-Michel Wilmotte, the restructuring of this asset is being led by our Real Estate team.

With its premium specifications, high-end services, riverside location along the Seine, and strong emphasis on green spaces,
LEVA stands out with a distinctive identity—combining Parisian elegance with the tranquility of Levallois.

The redevelopment is targeting demanding environmental certifications: BREEAM Excellent, WiredScore Gold, O0smoZ, and HQE.

For further information, please contact:

+ Jean Laisné (jean.laisne@weinbergcapital.com)

20,437 s m

of total floor area

2,373 sgm

dedicated to services

2,200 sqgm

of terraces and gardens

550 sqm

dedicated to sustainable
mobility facilitiess

542 sqgm

dedicated to sports
and wellness

1,800

people can work there
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AGENDA

MIPIM 2026
March 9-13, 2026

In early March, our Real Estate team will attend MIPIM in Cannes, the world’s leading real estate
event, bringing together the most prominent players across the global property industry.

IPEM Global 2026
September 8-10, 2026

From September 8 to 10, 2026, our team will participate in IPEM Global, held at the Palais des
Congres de Paris.

Meet us at Stand M107 — Level 1, Hall Neuilly.

Patrimonia 2026
September 30 & October 1, 2026

Weinberg Capital Partners will participate for the first time in the 33" edition of Patrimonia Lyon,
held at the Centre de Congres de Lyon.

Our team will be present throughout the event to engage with wealth management professionals,
present our strategy, and share our perspective on private equity opportunities.

Meet us at Stand J22 — Hall 2.
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