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Agenda
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▪ What will you do after you exit your business?

▪ Price, terms, taxes – IT’S WHAT YOU NET

▪ What are your value drivers? Why do similar companies in the same industry sell for much 

different prices?

▪ Valuation – purchase price vs risk

▪ The process of selling a company

▪ Takeaway: Receive a no-cost, no-obligation price opinion after attending the webinar ($5,000 

value)

KG
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3

Introduction
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Local Presence with Global Reach and Industry Experience
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Target Market
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Price, Terms, Taxes: Understanding Deal Dynamics
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Circles of Value
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Your Company

Competitors

High Net Worth Individuals & 
Small Buying Groups

Private Equity Groups

Strategic Acquirers

Closest to 

Seller and Advisor

(see the least value)

Furthest from 

Seller and Advisor

(see the most value)

KG
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Recent Closed M&A Transactions
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Recent Closed M&A Transactions
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Our Process Creates Interest – Teaser Package Example
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Opportunity Overview:

The Company (code-named “Atlas”) is a leading

general manufacturer in the upper Midwest area. The

company has been in the business for almost 15

years and is selling a variety of widgets.

The Company is reviewing strategic alternatives

related to a possible sale of the business. Having built

a growing, profitable business, the founders now

seek to pursue other opportunities, and want to

achieve it in a way that benefits all stakeholders.

Special consideration will be given to buyers who

demonstrate a commitment to maintaining quality

products and services and continue providing

excellent customer service.

Key Investment Considerations:

➢ Growing and Highly Profitable

➢ Multiple, High-Opportunity adjacent markets

➢ Highly-trained and passionate sales team

➢ Service offerings’ expansion

Project Director

o. (612) 843-0066

m. (612) 323-5070

cjones@sunbeltmidwest.com

Sunbelt Business Advisors

1300 Godward Street Northeast, Suite 6000

Minneapolis, MN 55413

$, in million 2018A 2019A 2020A 2021P

Revenue $35.3 $38.6 $43.2 $50.4 

% Growth - 9.35% 11.92% 16.67%

2018A 2019A 2020A 2021P

EBITDA $5.0 $6.1 $7.3 $8.7 

as % of Revenue 14.16% 15.80% 16.90% 17.26%
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Section II
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M&A Market Multiples
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$1MM - $100MM M&A Market – IB Survey
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Source: Pepperdine University – Private Capital Markets Project – May 2020

NAICS NAICS Industry Sector 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

23 Construction 2.8x 3.1x 4.1x 4.0x 3.3x 3.7x 3.3x 3.7x 3.8x 3.5x 3.2x

31-33 Manufacturing 5.0x 6.5x 6.6x 7.2x 5.8x 6.1x 6.4x 5.4x 5.3x 5.6x 4.5x

42 Wholesale Trade 3.9x 4.7x 4.8x 4.8x 6.2x 6.9x 6.3x 5.3x 4.0x 5.0x 5.3x

44-45 Retail Trade 2.9x 3.3x 2.9x 3.1x 3.4x 3.5x 3.5x 3.6x 3.4x 4.0x 5.0x

48-49 Transportation and Warehousing 3.1x 2.9x 2.6x 3.2x 3.2x 3.5x 4.2x 3.7x 2.8x 3.5x 4.2x

51 Information 6.4x 10.1x 7.0x 8.6x 10.0x 6.9x 10.7x 13.6x 14.7x 9.9x N/A

52 Finance and Insurance 6.2x 3.2x 4.5x 3.7x 6.9x 7.8x 9.4x 13.2x 8.2x 9.2x N/A

53 Real Estate, Rental and Leasing 2.6x 2.8x 3.1x 2.3x 4.3x 2.9x 3.8x 4.2x 6.1x 4.0x N/A

54 Professional, Scientific, and Technical Services 5.2x 8.5x 4.2x 4.6x 5.5x 8.0x 4.8x 5.7x 3.2x 4.7x 4.3x

56 Services 2.5x 2.7x 3.2x 2.6x 2.8x 3.1x 3.8x 3.3x 2.9x 5.0x 3.3x

61 Educational Services 2.6x 2.8x 4.5x 2.7x 3.2x 3.6x 4.1x 3.1x 3.9x 3.7x N/A

62 Health Care and Social Assistance 4.3x 5.4x 2.6x 4.5x 4.2x 3.5x 4.2x 3.8x 3.4x 3.9x 4.4x

71 Arts, Entertainment, and Recreation 2.1x 2.2x 2.5x 3.1x 3.9x 3.3x 4.6x 2.8x 2.5x 4.1x N/A

72 Accomodation and Food Services 1.9x 1.9x 1.8x 1.8x 2.1x 2.4x 2.3x 2.8x 2.3x 3.4x 3.0x

81 Other Services 2.2x 2.6x 2.4x 2.6x 2.4x 2.8x 2.6x 3.0x 2.7x 3.4x 3.8x

All Sectors 3.6x 3.5x 3.0x 3.3x 3.9x 3.8x 3.9x 4.1x 4.1x 4.2x 4.3x

EBITDA Manufacturing
Construction 

& Engineering

Consumer 

Goods & 

Services

Wholesale & 

Distribution

Business 

Services

Basic 

Materials & 

Energy

Healthcare & 

Biotech

Information 

Technology

Financial 

Services

Media & 

Entertainmen

t

Average

$0K - $999K 3.5x 4.3x 4.0x 4.0x 3.0x 2.5x 4.5x 4.5x 5.0x 3.9x

$1MM - $4.99MM 4.5x 6.0x 5.3x 6.0x 4.0x 4.8x 5.5x 5.0x 6.0x 5.3x

$5MM - $9.99MM 5.5x 6.5x 5.5x 6.3x 6.5x 6.3x 6.8x 6.3x 7.0x 6.3x

$10MM - $24.99MM 6.3x 7.0x 5.5x 7.0x 6.5x 6.5x 7.0x 8.5x 8.5x 7.0x

$25MM - $49.99MM 8.0x 7.5x 7.0x 8.0x N/A 8.5x 9.0x 8.5x 9.0x 8.1x

$50MM+ 9.0x 8.0x 7.3x 8.5x N/A 10.0x 10.0x 10.0x 10.0x 9.2x

CJ
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Section III
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Understanding the correlation between 
purchase price and risk
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How to evaluate risk?
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Investment 
Risk

Customers

Industry and         
End Markets

Suppliers

Competition

Management 
and Financials

CJ/KG
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How to evaluate risk?
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High

Multiple

Low Buyer’s Risk High

Valuation / multiple 

is a function of risk

CJ
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Value Drivers
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CJ
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Potential Process Possibilities
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Potential Process Possibilities
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Specialized 

Negotiations With 

One Party

Highly Targeted

Process

Targeted 

Discussions + 

Broader Search

Broad  

Process

RECOMMENDED

▪ Combination of targeted discussions plus 

broader search maximizes success 

probability and minimizes disruption to the 

Company.

▪ Interested parties would sign NDAs and 

then proceed into due diligence and 

valuation discussions with the Company.

VERY COMMON BUT 

LEAVES MONEY ON THE 

TABLE

KG
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Section IV
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Case Study: Building Products Distributor –
Getting to the next chapter
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Picture of Glacier
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Roadtrip
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Maximizing Value
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Contact Information
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CHRIS JONES
PRESIDENT

DIRECT NUMBER: 651-288-1624
EMAIL: cjones@sunbeltmidwest.com

OFFICE ADDRESS: 1300 Godward St. NE, Suite 6000 
Minneapolis, MN 55413

KIRILL GRAMINSCHI
M&A ASSOCIATE

DIRECT NUMBER: 507-351-2994
EMAIL: kgraminschi@sunbeltmidwest.com

OFFICE ADDRESS: 1300 Godward St. NE, Suite 6000 
Minneapolis, MN 55413

tel:651-288-1624
mailto:cjones@sunbeltmidwest.com
tel:507-351-2994
mailto:kgraminschi@sunbeltmidwest.com
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Q&A Session

24

Q&A Session

If we run out of time, please send your questions to KG at 

kgraminschi@sunbeltmidwest.com

KG

mailto:kgraminschi@sunbeltmidwest.com
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Next Steps
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1. Discover what your business is worth now using the offer 

on the next page

2. Join us next week to learn how to preserve and grow your 

sale proceeds

If we run out of time, please send your questions to KG at 

kgraminschi@sunbeltmidwest.com

KG

mailto:kgraminschi@sunbeltmidwest.com
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Takeaway
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Receive a no-cost, no-obligation price opinion after attending the webinar 

($5,000 value)

For details contact KG at kgraminschi@sunbeltmidwest.com

or 507-351-2994

CJ

mailto:kgraminschi@sunbeltmidwest.com
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Parting Thoughts 
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