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For over 30 years, Phil Soar and his management 
team have been building empires in a previously 
neglected branch of show business: exhibitions 
and trade fairs. This profitable niche is now highly 
valued and is a booming sub-sector of the media 
and events industry. Soar has continued to flourish, 
expanding his reach buying shrewdly and acquiring 
popular content rich shows.

CloserStill Media operates content-led exhibitions 
throughout the U.K., Europe, the Far East and 
now the U.S. Focused on the multi-billion pound 
healthcare and technology sectors, the business 
has established its leading position by providing 
world-class content and attracting large, high  
value audiences. 

Backed by Inflexion’s Partnership Capital minority 
fund, CloserStill acquired five trade shows within 
two months earlier this year. The total cost of these 
acquisitions was £6 million, and he expects to earn 
half of this back within one year. “If you went out 
and tried to buy £3 million of profit with one show, 
it would cost you at least £35 million,” Soar says, 
based on average multiples in the industry. “But 
we’ve been able to identify lucrative trade shows 
that will give us aggregations of profit.”

One of these acquisitions combines the annual 
conference of the British Dental Association with 
CloserStill’s long-running Dentistry Show. The new 
two-day event is expected to attract an extra 4,000 
dentists, with total visitors topping 10,000. Soar 
calls this “a tremendous leap in terms of credibility 
and size which takes out a major competitor and 
puts us in a very dominant position,” boosting 

turnover and quality of audience. This accretive 
approach has grown CloserStill over 40 percent 
annually since 2009, “when we started from 
nothing,” Soar says. CloserStill launches more 
events than it acquires, often acquiring additional 
shows and adding them onto existing operations. 
“We tend only to buy very selectively with events 
that will dovetail with what we’ve already got,” 
he says. 

An example of this is Learning Technologies, 
which began in London as a corporate education 
show. CloserStill has since exported it to Asia and 
continental Europe, buying related events in Paris 
and Singapore. The latest round of acquisitions 
adds another iteration in Berlin. “Many of the big 
players like Adobe are operating in every single 
country in the world, so there are tremendous 
benefits in having a series of shows where your 
exhibitor base essentially can be moved from one 
country to another,” he explains. 

By focusing on healthcare and high-end IT, 
CloserStill has bucked industry trends of reduced 
attendances and floorspace for exhibitions. To 
continue this growth momentum the business may 
consider diversifying. “To an extent, what sectors 
you’re in are opportunistic,” Soar says. “They are a 
function of what’s available.” Instead, Soar looks to 
expand in other value accretive areas. “If you want 
to grow earnings from £20 million to £40 millon, 
you do need to be prepared to move into other 
sectors.” Soar is hungry for more, he is ambitious 
for CloserStill; the opportunity for further growth 
remains his sole priority. 

CloserStill operates content-led exhibitions throughout the 
U.K., Europe and the Far East. Focused on the multi-billion 
pound healthcare and technology sectors, CloserStill has 
established its leading position by providing world-class 
content and attracting large, high value audiences.
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