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About the Speaker

Mr. Price is a Managing Director of P&M Corporate Finance (PMCF) and has more than 30 years of professional experience in

strategic planning and execution for mergers and acquisitions (M&A); transaction development and execution; profit and loss

(P&L) management; consulting services delivery in strategic services; software selection and implementation; e-commerce

strategy, selection, and implementation; and management consulting. In addition, he has 17 years of direct experience in M&A

transactions and capital formation transactions

Prior to joining PMCF, Mr. Price was the President of EKS&H Capital Advisors, LLC where he successfully led buy-side, sell-side,

and strategic advisory projects for clients across industries, including software, business and financial services, energy,

manufacturing and distribution, clean tech, and supply chain management. He is a member of the Association of Corporate

Growth and contributes to M&A focused events

Mr. Price received his BSCS in Computer Science and Business at the University of Puget Sound, and earned his MBA from the

University of Denver. He is a licensed securities representative, holding his Series 24, 63, and 79 registrations
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PMCF Snapshot

▪ Founded in 1995 – over 25 years of middle market M&A advisory

experience

▪ Senior banker involvement and a high level of service provided

through every step of the transaction

▪ Broad experience representing entrepreneurs, families, private

equity groups, and large corporations

▪ Unique sale planning services to help our clients maximize value in

a company sale in the short or long-term

▪ Extensive international coverage provided seamlessly through

PMCF’s ownership in Corporate Finance International (CFI)

▪ PMCF is an affiliate of Plante Moran, one of the nation’s largest

accounting and professional services firms

Chicago DenverDetroit

Sell-Side, Buy-side, & Capital Raising Investment Bank

Average senior banker 

tenure of 16+ years

FINRA registered 

broker dealer

Numerous awards 

including M&A 

Advisor’s Firm of the 

Year

Transaction size range 

$15 to $250 million
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Global Reach and Capabilities

27
C O U N T R I E S

17
F I R M S

32
O F F I C E S

~200
P R O F E S S I O N A L S

P&M Corporate Finance is a founding member of Corporate Finance International® (CFI)

• Provides critical in-country investment banking professionals for negotiation with international parties and buyer/target identification

• Platform for seamless execution of cross-border transactions through shared international contacts and resources

• Over a decade of international collaboration and transaction experience between member firms

Worldwide* — Up to USD 500M

RANK 2020 Financial Advisor # of Deals

1 PricewaterhouseCoopers 284

2 Deloitte 229

3 KPMG 207

4 Rothschild & Co 168

5 Houlihan Lokey 149

6 Ernst & Young LLP 115

7 Goldman Sachs & Co 112

8 Altius Group Limited 110

9 K3 Capital Group 109

10 Lazard 107

45 CFI 38

(*)  Through September 30, 2020
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• Founded in 1924

• Headquarters in Southfield, MI

• 14th largest CPA and business advisory firm in U.S.

• 18 U.S. offices

As an affiliate of Plante Moran, PMCF is able to provide our clients 

with access to expertise across multiple disciplines.

PLANTE MORAN CRESA

▪ Asset Positioning

▪ Sale/Leaseback

▪ Specific Leases

▪ 1031 Exchange

CONSULTING

▪ Due Diligence

▪ Global Services

▪ Financial Support

▪ Restructuring & 

Turnaround

ASSURANCE / AUDIT

▪ Financial Statements

▪ Audits

▪ Reviews

▪ Compilations

PLANTE MORAN 

FINANCIAL ADVISORS

• Investment Management

• Estate Planning

• Insurance

• Trust Services

TAX

▪ M&A Tax Consulting

▪ Specialty Tax Situations

▪ Industry Specific Tax 

Planning & Compliance

• 3 International offices in China, Mexico and India

• 2,000+ employees

• 260+ partners and directors

• 8,000+ clients with revenues in excess of $1B

Affiliate of Plante Moran
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Relevant Transaction Experience

Meaningful and 

relevant experience 

within construction 

and building 

products gives PMCF 

a comprehensive 

view of the value 

drivers and 

positioning in the 

market

has been acquired by

has been acquired by an entity of

has been acquired by
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Select Recent M&A Experience

has been acquired byhas been acquired by has been acquired by

has been acquired by an entity of

has been acquired in a merger with

a portfolio company of



Section II

2020 M&A Review
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2020 United States M&A Activity

Source: Pitchbook

United States M&A Activity by Quarter (2016-2020)
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▪ In 2020, United States M&A deal value dipped below $2.0T for just the second time since 2015 as total M&A

transactions completed were over 10,100 for a total of $1.7T in transaction value

▪ In most sectors, the COVID-19 pandemic brought dealmaking to a near standstill in the second quarter, before

interventions by the Fed, vaccine approvals, and a strong stock market provided enough confidence to allow

dealmaking in parts of the economy least affected by COVID-19 shutdowns, return to healthy levels

▪ While activity decreased precipitously throughout the majority of 2020, the rebound was unprecedented in the fourth

quarter as deal volume increased 93% compared to the volume in the third quarter, as negative macroeconomic

sentiment started to dissipate and buyers rushed to complete transactions pre-election

($B)
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2020 United States Construction M&A Activity

Source: S&P CapIQ - Note, not all transaction report transaction value

United States Construction M&A Activity by Quarter (2016-2020)

▪ While federal and state governments took actions to shut down the economy to slow the spread of the Coronavirus,

the construction industry was primarily viewed as a necessity across the nation, minimizing the financial impact

compared to other industries

▪ M&A construction activity in the United States experienced a drastic decline in the second quarter as deal value

volume fell $1.2B, an 81% decline, from the previous quarter as only two M&A transactions were completed

▪ Despite the 81% reduction in M&A volume in the second quarter, activity rapidly recovered as deal volumes returned

to the levels experienced in the first quarter. Furthermore, deal volumes increased $2.6B, a 182% increase, in the

fourth quarter when compared to the third quarter, which vastly outpaced overall M&A activity
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Construction Contractors Valuations

Specialty Trade Contractors

7.4x 7.4x

5.4x
4.8x

5.5x 5.9x

8.2x

5.3x
5.9x

5.0x

6.4x 6.4x

5.1x

6.5x
5.8x

6.6x 6.5x 6.5x

2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

Building Equipment Contractors

TEV Range TEV $ Revenues $ TTM Rev Growth % EBITDA Margin % TEV/Revs TEV / EBITDA # of  Transactions

10 - 25 15.5$             18.5$                       27.6% 19.3% 1.0x 5.2x 24

25 - 50 35.4                42.6                          17.7% 20.1% 1.1x 5.4x 20

50 - 100 64.4                62.0                          18.2% 17.3% 1.4x 7.6x 14

100 - 250 174.0             185.8                       18.4% 17.0% 1.5x 8.5x 7

Total 49.2           53.3                   21.5% 18.9% 1.2x 6.2x 65

Source: GF Data, Enterprise Value of $10 million - $250 million

5.7x 5.7x 5.6x

7.4x 7.4x

6.0x 6.0x 6.0x 6.0x 6.0x

4.7x 4.7x

6.0x

7.7x
6.9x 6.9x

2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

TEV Range TEV $ Revenues $ TTM Rev Growth % EBITDA Margin % TEV/Revs TEV / EBITDA # of  Transactions

10 - 25 14.0$             18.1$                       29.1% 18.4% 0.9x 5.1x 16

25 - 50 36.6                37.7                          19.7% 27.1% 1.6x 5.7x 7

50 - 100 69.8                67.8                          26.0% 15.5% 1.4x 8.5x 6

100 - 250 168.5             193.0                       4.3% 11.7% 1.1x 8.9x 4

Total 47.7           52.5                   23.5% 18.9% 1.2x 6.3x 33
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Construction Contractors Valuations

Source: GF Data, Enterprise Value of $10 million - $250 million

Foundation, Structure, and Building 

Exterior Contractors EV/EBITDA

5.4x 5.3x 5.2x
5.5x

2005-2006 2007-2011 2012-2017 2018-2020

TEV Range TEV $ TEV/Revs TEV / EBITDA N

25 - 50 36.8$      0.8x 5.1x 4

50 - 250 97.9        0.9x 5.7x 3

Total 63.0      0.8x 5.4x 7

Electrical and Other Wiring 

Installation Contractors EV/EBITDA

6.4x

7.1x

4.8x

6.1x

2005-2007 2008-2014 2015 2016-2019

TEV Range TEV $ TEV/Revs TEV / EBITDA N

10 - 25 13.5$      0.7x 4.7x 4

25 - 100 40.1        1.7x 6.6x 4

Total 26.8      1.2x 5.7x 8

Plumbing, Heating, and Air-Conditioning 

Contractors EV/EBITDA

Foundation, Structure, and Building 

Exterior Contractors EV/EBITDA

Electrical and Other Wiring 

Installation Contractors EV/EBITDA

Plumbing, Heating, and Air-Conditioning 

Contractors EV/EBITDA

TEV Range TEV $ TEV/Revs TEV / EBITDA N

10 - 25 13.8$        1.0x 5.2x 11

25 - 50 40.2          1.0x 5.5x 3

50 - 100 68.5          1.7x 9.1x 4

100 - 250 168.5        1.1x 8.9x 4

Total 55.5        1.1x 6.6x 22

4.5x

5.4x
5.7x

8.2x

7.3x
6.9x

2006-

2007

2009-

2015

2017 2018 2019 2020
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Construction Contractors Valuations

Source: GF Data, Enterprise Value of $10 million - $250 million

Building Finishing Contractors 

EV/EBITDA

Building Finishing Contractors 

Transaction Highlights

Other Specialty Trade Contractors 

EV/EBITDA

Other Specialty Trade Contractors 

Transaction Highlights

7.1x

6.6x

6.0x

2004-2011 2012-2018 2019-2020

TEV Range TEV $ TEV/Revs TEV/EBITDA N

10 - 50 28.2$      0.6x 5.1x 5

50 - 250 88.0        2.0x 8.2x 3

Total 50.6      1.1x 6.2x 8

4.6x

5.9x

6.5x

5.6x

6.2x
6.4x

2003-2010 2012-2013 2014-2015 2016-2017 2018 2019-2020

TEV Range TEV $ TEV/Revs TEV/EBITDA N

10 - 25 18.4$      1.2x 5.6x 7

25 - 50 36.5        1.1x 5.6x 5

50 - 250 93.8        1.7x 7.5x 5

Total 45.9      1.3x 6.2x 17
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Valuation Considerations
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Valuation Methods
Business valuations usually includes the analysis of the management, capital structure, market value of its assets, and 

a company's future earnings prospects.  The three primary valuation methods utilized to value a business enterprise 

include a discounted cash flow analysis, comparable company analysis, and precedent transactions

Precedent M&A Transactions

▪ Multiples paid for comparable 

companies in acquisitions

▪ Typically include transactions that have 

occurred within the last 5 years

Enterprise Value

4.5x – 5.5x EBITDA (*)

Comps Analysis

▪ Compare the current value of a business 

to other similar businesses by looking at 

trading multiples including EV/EBITDA, 

EV/Revenue, or other ratios

Enterprise Value

5.0x – 6.0x EBITDA (*)

Discounted Cash Flow

▪ Based on projected free cash flow of 

company

▪ Present value calculation based on risk 

factor

Enterprise Value

4.75x – 5.25x EBITDA(*)

Estimated Range of Enterprise Value

4.75x – 5.25x (*)

The three methods will offer a range of what a business owner can expect to receive when selling their business. The 

range of the three methods is intended to provide a proxy of an acceptable offer from prospective buyers

(*) For Illustrative Purposes Only
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Macroeconomic Factors Impacting Value Multiples

Factor Impact

Biden Administration Tax Plan
▪ With the onset of a new presidential administration, Americans await the Biden's administration tax plan's 

impact. While not enacted today, President Biden's proposed tax plan will raise the corporate tax rate from 

21% to 28%, which will likely make M&A deals more expensive. Biden also voices support for an increase in 

capital gains taxes, which could impact M&A activity. The legislation is expected to be voted upon in 2022

Amount of Private Equity Capital to Invest
▪ According to a report by Ernst & Young, global buyout dry powder rose by 9% in 2020 to $865 billion, despite 

the COVID-19 economic environment. More dry powder almost always results in more deals at higher prices, 

whether or not justified by the underlying fundamentals or overlying macro conditions

Increase Supply of Companies in the Market
▪ As sellers remain wary of the enactment of the Biden’s administration proposed tax plan and the pending tax 

implications, more companies are expected to enter the M&A market before the end of 2021, increasing the 

supply of companies available for acquisitions. With the increase in supply, prices tend to come down as  

strategic and financial buyers can be more selective for more opportunistic transactions and hold more 

leverage in dictating value multiples

Economic Recovery Post-COVID
▪ While COVID-19 halted economic activity in 2020, vaccine and economic recovery efforts are expected to 

bolster economic activity in 2021. As of February 18th, 56.3M vaccinations have been administered, with 

1.1M in Colorado. As state and local governments continue to lift restrictions, strategic and financial buyers 

alike are eager to acquire companies, specifically in industries least affected by COVID implications

Value of Construction
▪ Value of construction is forecast to grow slightly lagging the overall economy, as measured by GDP, to 2026. 

While short-term uncertainties in the global economy and US economy may weigh down growth at the 

beginning of the period, it is expected that the construction sector will see long-term growth
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Colorado Construction Market

Source: Cumming Management Group

Total Construction Market Volume by Sector ($B)

▪ Single-family residential construction carried the industry in the past year, as large non-residential and non-building

projects were more limited than prior years. Sector activity totaled nearly $18.9B in 2020 but is expected to slightly

decrease 1.0% in 2021 to $18.7B

▪ Companies involved in construction currently are busy, but many are reporting fewer projects being added to their

backlogs, with specific concerns about a lack of planned projects beginning in mid-2021

▪ Emerging challenges in the industry include regulatory and political uncertainty, supply chain problems created from

the disruption in manufacturing production and imports caused by countermeasures to slow the spread of COVID-19,

and fewer projects in the planning pipeline

$17.0 

$18.8 $18.9 

$17.7 

$18.9 $18.7 
$18.2 $17.8 

2016 2017 2018 2019 2020 2021P 2022P 2023P

Residential Commercial Manufacturing Healthcare Eduction Other Infrastructure
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Microeconomic Factors Impacting Value Multiples

The market derives value primarily based on cash flow and risk, which is based on an assessment of company-specific 

characteristics as well as the ability to provide support on select operating / financial dimensions

Prime Trades & Specialty Contracting

Diversification across Geography, Customer and 

End Market

Contracted Backlog of Commitments with Long-

Standing Customer Base

Management Bench Strength & Experience

Product / End Market Stability

High Revenue Concentration 

(Customer, Product, End Market)

Limited Forecast Visibility

Exposure to Broader Economic Cycles

Continuity in Management Team Post-Transaction

Macro / Regulatory Headwinds

PREDICTABILITY

DIFFERENTIATION

MARGIN

Intellectual Property / Trade Secrets / TechnologyCommodity or Easily Substitutable Processes

OPPORTUNITY

Growth Forecast Supported by Backlog

Demonstrated Growth Strategy

Systems and Capacity Ready for Continued Growth

Undefined Growth Opportunities

Weak Backlog

No / Limited Capacity for Growth

Attractive End-Market Segments

Efficient Operations

High Capital Expenditure Requirements

Pricing Pressure from Major Customers

Union & Pension Environment

Product & Service Quality

Culture

Lower Multiple / Discount Value Higher Multiple / Premium Value

Perceived Negative Characteristics l Perceived Positive Characteristics
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Types of buyers

Type Description Advantages Disadvantages What to Look For

Strategics Direct competitors

Adjacent markets

Geographic expansion

Customer aggregation

PE-backed strategic

Might pay a premium

Can get credit for synergies (if you 

negotiate well)

Access to 

customers/clients/geographies

Opportunities for 

employees/management

Slower process (generalization)

Less sophisticated financially

Typically most disruptive

Done deals before?

Have the capital to execute

Have a strategy for acquisitions

Have a strategy for integration

Defined model for disposition of 

employees and assets

Unfunded 

Sponsor

Fund with sponsors 

covering expenses while 

looking for a deal - once 

deal found, investor 

decides whether to invest 

on a deal-by-deal basis

Spending their own money for getting 

deal done

May have experience in the 

industry/market they seek

If experienced, can get the capital 

fairly quickly

Must raise equity and debt

Longer LOI to close cycle

May not be able to get the deal 

done

Principals have done several deals before

Have knowledge/experience in specific 

industry

Have relationships with equity and debt 

sources

Have references that you can meet/call

Recap equity position

Historical debt load on portfolio companies

LOI to close ratio

Historical management term

More than “my money is greener than 

theirs”

Funded 

Sponsor

PE group using a pool of 

committed capital from 

institutional and individual 

investors

Pressure to deploy capital (overhang)

Have the capital ready to deploy

Can move quickly

Sometimes know the market well

Other people’s money

Onerous due diligence

Top dollar vendors

Focus on proprietary deals

Growth 

Equity

PE investment to fund 

accelerated growth

Same as funded sponsor Only some proceeds go to owners; 

much is reinvested in business

Search 

Fund

Vehicle to raise funds to 

acquire 1 company and run 

the business as CEO

GP desperate to get deal done Seller note dependent

“Value” buyers

Often less-experienced

Relying on proprietary deal flow

It is imperative to understand the different groups of buyers when selling a business to understand the differentiators 

of each buyer, including the qualitative and quantitative interests of each buyer
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