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Since 1993, Gulfstream Mergers & Acquisitions is the firm hundreds of professionals have turned to represent them in the       
acquisition or selling of successful companies. Our success with transactions is what makes us uniquely effective in the            
producing an effective transaction readiness process for you. We believe in producing results not just reports, and our               
perspective to exit planning is to make you a better target for our M&A process. 

 

Distinguished track record for success. Our dealmakers have managed over a billion dollars of deal flow across various countries 
and sectors. We have won several awards from our successful  M&A services. 

Who We Are  

Our principals are active in all phases of the process. You will receive senior level guidance to and advice from ideal inception to deal 
completion. Neil Boyles, your exit planning director is a principal partner at Gulfstream and was previously a managing director at 
several international mergers and acquisition firms and Private Equity. 

 

Leveraging Our Experience and Resources. Our proven processes are in a constant state of evolution as we are constantly seeking 
new knowledge and innovative technology, up to date research materials, and best practices to improve our client's ability to attain 
maximum value for their business and ultimately create the future of their dreams. 

 

We work with your current team and will help you build as necessary. Our program is designed and in fact requires the coordination 
with other professionals. 



 

Professional Testimonials ( Snapshot) 

“As an SBA lender, I have provided SBA financing for business acquisitions for over 20 years. Gulfstream Mergers & Acquisitions is 
one of the very best firms in the industry nationwide. The team are experts at valuing businesses and at bringing the right buyers 
and sellers together. They keep transactions on track and are always able to problem-solve and strategize to make sure all parties 
meet their needs and reach agreement.  Experienced and adept at every aspect of selling and buying, Gulfstream’s understanding 
of financing and the up-front work their team performs in properly structuring the deal helps buyers secure funding and helps, 
both, their buyers & sellers close deals. Gulfstream Mergers’ business ethics, positive approach, tireless energy and great            
communication & follow-up make it a pleasure to do business with them.” 
Rita Mitchell - Wells Fargo Bank  
 

“Before partnering with the team at Gulfstream I never had an answer for my clients who came to me asking for help selling their 
business. Frankly I never met any group I felt I could trust and as an attorney it wasn’t something I was comfortable doing for them 
myself. Even worse were the clients who had already sold their business and now needed my help sorting out the mess from the 
sale. Now it’s different. I sat down with Gulfstream and they explained to me how their process worked and how they would work 
with us and our clients. I was impressed, since then I have directed my business owner clients towards Gulfstream, and my feedback 
has always been a thank you for the introduction. Additionally, they have recommended their clients back to me. It is now part of 
our strategy to work closer with the Gulfstream team. I don’t want my clients, or us, to miss out on any opportunities.” 
Orlando Cicilia - Rothman and Tobin and Associates  

 
“This is not a hard sell, and GULFSTREAM MERGERS recognizes that it might be many years until the business is ready to start the 
sale process. The client leaves informed, but not pressured in any way to make a decision. We would thoroughly recommend a  
partnership with GULFSTREAM MERGERS to any advisor who works closely with businesses. It really has been an extremely           
important partnership for Thompson Wealth Advisers, and allowed us to do the best by our clients.” 
Scott Thompson, Principal, Thompson Wealth Advisors 

 
“As an accountancy firm, our clients count on us as their trusted advisor. We know, however, that we cannot be experts in            
everything. We have regular conversations with our clients around their exit and growth strategies and if a sale or acquisition is a 
possibility we will invite them to meet with Gulfstream Mergers to understand the process in more detail. Gulfstream Mergers do 
some things far better than we  do: widening the selection of buyers and sellers, managing and explaining the whole process to the 
client.  Most accountants don’t specialize in M&A.  Gulfstream can handle all sizes of deal: small, medium and large.  They are set 
up to talk to clients who are considering either a sale or acquisition and can be patient until the time is right for the client.” 
Jim Price, Price & Associates CPAs PLLC  
 



 

Client Testimonials ( Snapshot) 

 

“We contacted Gulfstream Mergers & Acquisitions after being approached by a large national competitor. We needed someone to 
tell us the value of our company and if we were provided a fair offer. After meeting with their team, we felt comfortable with hiring 
Gulfstream Mergers to perform a valuation and represent us. Long story short, under the representation from Gulfstream, we        
received a significantly better offer and terms. We never felt alone during the transaction. They handled all the heavy lifting, includ-
ing the negotiations, to get the deal done.”   
Bill Zimmerman - President, Zimmerman’s Hardware 
 

“Gulfstream was a formidable partner in the sale of our business. We greatly appreciated being represented by people who       
combine immense professionalism and knowledge of the process with warmth and a personal style that gave us total confidence. 
Everything from the initial consultation, the preparation of the Information Memorandum, contacting potential buyers through to 
the negotiations and conclusion of the sale was done to the highest standards. Their advice was always clear, sound and helpful. 
They were tireless in pursuing our best interests, which we feel they maintained at the forefront throughout. I shall have no           
hesitation in recommending the services of Gulfstream Mergers to other owners. “ 
Richard Leal – International Coffee Warehouses 

 
“I have had the pleasure of knowing and working with Gulfstream Mergers for approximately two years. After completing an          
acquisition in early 2017, I have continued to maintain a close relationship with Gulfstream as I have come to appreciate their      
values and the importance their team places on its relationships. In an industry stuffed with both unethical and uneducated firms 
and brokers looking no further than themselves, their own interests, and personal financial gain, I continue to be drawn to the    
honest, straightforward, and highly ethical approach of Gulfstream. Their communication, messages, and in person encounters are 
always consistent and a pleasure – demonstrating a high level of respect and commitment to pairing an ideal match between seller 
and buyer.” 
 Joshua J. Coster - Owner, Wil-Ro, Inc. 

 
“My initial experience with Gulfstream was actually on the other side of the table as a buyer of one of the companies they were 
representing. We were so impressed by how they helped facilitate that transaction successfully in a sincere and professional man-
ner that we immediately began pursuing a second transaction with them. Within a year we had completed our second purchase to-
gether. We cannot recommend them high enough and we look forward to more deals together. “ 
Hector Martinez - Marmel Group  



 

“We utilized Gulfstream Mergers during the recent sale of our company. With the guidance of Gulfstream Mergers we successfully 
managed to merge with a larger company positioning our firm for more growth. During the process Gulfstream Mergers was very 
professional and helped guide us through the process. There was no pressure to just take the first offers that came along.             
Gulfstream Mergers wanted us to find the “right” fit for our needs. We would recommend Gulfstream Mergers if you are interested 
in having a very professional M&A firm work with you for a successful deal.” 
David E. Criser - President, Criser Troutman Tanner Consulting Engineers 
 

“Gulfstream Mergers & Acquisitions was instrumental in the sale of our business. From our initial meeting, to business valuation, 
and all the way through the closing, they made the process very easy. Having never gone through a sale before, their guidance, 
timely communication, and 20+ years of experience was a game changer for us! Some specific items that stood out that sets this 
company apart from others- their strong value of integrity and a people-first mentality, their ability to respond and follow up     
quickly, their ability to provide guidance on items we had not considered or were aware of. Personally, and professionally, we    
would highly recommend Gulfstream Mergers & Acquisitions and will use them again in the future if there is an opportunity in buy-
ing or selling a company!” 
Victoria Ciesi – Owner, GAVA Wellness, LLC  

 
“We found the team at Gulfstream to be tremendous partners in the sale of our business. We felt informed, guided and supported 
throughout the twists and turns of a complicated process. Without their contacts and judgement we could not have achieved such a 
successful result, and we equally appreciated the calm and assured way in which they led us through all the different and often 
challenging aspects of the process.” 
Marc Quintero - President, Linear Lighting  
 

“We knew selling a business like ours would be challenging. Gulfstream Mergers & Acquisitions exceeded our expectations with, 
both, the quantity and quality of buyers that they introduced to us throughout the process. I would highly recommend all business 
owners have a conversation with their team as they are extremely knowledgeable and actually took the time to listen to my story 
before presenting me with options. They were involved in every step from the initial meeting to close.” 

Peter Tennant - President, Bee Tree Hardwoods  
 

“Handling the transfer and sale of our family business was a daunting process. Especially dealing with the sensitive personal aspects 
of a multi-generational business. It is impossible to count the number of times during this process when we’ve said ‘we’re so glad to 
have Gulfstream beside us. They’ve been tirelessly professional and calm, and always ready with the right advice. The proof is that 
they got us the best possible deal and we still continue to call them for their advice today. I can’t think of anyone in the industry 
with their humanity, experience and cool nerve. I am truly delighted that we chose to be represented by them. ” 
Carlos Martinez – Owner, Cake Designs  



 
STATS 

THE SELLER 

CRISER TROUTMAN    
TANNER CONSULTING 
ENGINEERS  
A multi-discipline, multi-location full 
service engineering company. 

Staff: 29 
 

THE BUYER 

TRADE BUYER - Synergistic Fit. A 
leading growth-focused private equity 
fund with a concentration in the     
engineering sector.  
 

THE FACTS 

Companies vetted: 264 

Meetings held: 10 

Offers received: 5 

Interested parties included: Private 
investment companies, architectural 
and constructions companies, engi-
neering solutions provider, capital in-
vestment partners.  

SCENARIO 
 

Six owners at various professional career points.  Two    

owners interested in a complete exit, the remaining 

four owners desired to remain part of  the company 

while De-risking and cashing out.   

 

Challenge: Each owner was at a different career  point 

and had a different idea of  what the utopian acquirer 

and deal structure would look like.     

 

 

 

 

 

 

Conclusion:  After several  meetings with interested 

parties and reviewing various offers, CTT  chose the  

offer that best fit each of  the owners various desires. It 

included an MBO for one partner, with a full cash out 

for the remaining five partners. Each partner was       

offered positions with the newly created entity. 



 
STATS 

THE SELLER 

MEDPOINT 
Medical/Pharmaceutical Consulting.   

Services include: Regulatory Affairs, 
Compliance, QMS, Training, Clinical,   

Permanent Placement and Technical 
Problem Solving.  

Staff: 280 

 

THE BUYER 

TRADE BUYER - Synergistic Fit. A      

leading private equity firm with a        

concentration in the medical sector.  

 

THE FACTS 

Companies vetted: 718 

Meetings held: 19 

Offers received: 6  

Interested parties included: Private       
investment companies, Medical           
companies, family funds, and  capital    
investment partners. 

SCENARIO 

 An international consulting/contracting firm          

engaged in the medical device and pharmaceutical 

industries. The company offers a full array of  services 

in all areas of  quality assurance, regulatory clinical 

affairs.  

Challenge:  Fast growth. From a small team, the  

company grew into a multi-million dollar global    

network of  consultants with a vast range of  expertise. 

Quickly outgrew founders comfort of  expertise.  

 

 

 

 

Conclusion:  Required extensive vetting due to the 

overwhelming response we received from our initial 

marketing  efforts. Once vetted  for appetite and      

financial capabilities we had multiple initial meetings 

which produced 6 Letters of  Intent  and  multiple 

bids.   Reduced the 6 offers down to 3 and  again 

asked for best offer which produced a wining bid that  

was 25% higher then the original bids. 



 
STATS 

THE SELLER 

ADVANCED TECHNICAL 

SALES (ATS)  

A distributor of  industrial electrical and 

automation products in Florida area, 

with a focus on technical expertise and 

providing custom engineered solutions.  

Staff: 13 
 

 

THE BUYER 

TRADE BUYER - An aggressive  

National electrical distributor and        
solutions provider serving the military, 
commercial marine, and industrial    
markets.  
 

 

THE FACTS 

Companies vetted: 178 

Meetings held: 5 

Offers received: 3 

Interested parties included: Strategic 
buyers both domestic and international. 
HNWI”S with a history in manufactur-
ing and engineering. 

SCENARIO 

This was a thirty year old company that  utilized their en-

gineering prowess  in control and automation to develop 

and then distribute specialty electrical supplies. The  

principal owner was of  retirement age and the next gen-

eration was not  interested in continuing the operations.  

Challenge:  The initial review of  the business uncovered 

some areas of  inefficiencies that affected valuation and 

were addressed by the seller . This improved the compa-

ny’s marketability. The seller was deeply concerned for 

the future of  his employees with a new owner. The facili-

ties were family owned and the non operating members 

wished to retain the property and lease back to the new 

owners. 

 

 

 

 

Conclusion:   Through collaborative efforts a strategic 

buyer was identified who meet both monetary and cultur-

al objectives. The buying group was a large national play-

er with a family first culture. In addition to the sale a suc-

cessful leaseback for the property was negotiated. 



 
STATS 

THE SELLER 

SNOW DEALS NOW.com 
A eBay hall of  fame e-commerce 
company that specialized in winter  
sports equipment sector as well as  
Water  sports and accessories. 

Staff: 3 
 

 

THE BUYER 

STRATEGIC BUYER - A regional       
Private equity group with an appetite 
within the sports equipment              

e-commerce sector. 
 

 

THE FACTS 

Companies vetted: 158 

Meetings held: 24 

Offers received: 3 

Interested parties included: HNWI’s, 
strategic buyers and private equity 
looking for bolt-on acquisitions.  

 

SCENARIO 

A well know, eBay hall of  fame e-commerce company 

that  was in the process of  slowing down the business 

when he contacted Gulfstream Mergers to discuss    

taking the company to market.  

Challenge:  Finding a group/company that had the  

desire /expertise to take over  a  company that was a 

proven brand but in the middle of  slowing the business 

down for retirement. 

 

 

 

Conclusion:  After an extensive and lengthy search    

produced several potential partners that had initial    

interest, we finally pinpointed the optimal fit with a 

buyer that had experience in the e-commerce space 

within the sports equipment sector and needed the 

credibility provided by a proven brand. 



 
STATS 

THE SELLER 

DRISCOLL & ASSOCIATES, 
INC. 
An IT company of  senior professionals 
experienced in information technology. 
Areas of  expertise include manufacturing, 
distribution, accounting, and finance.  

Staff: 9 
 

THE BUYER 

FINANCIAL BUYER - Private Investor 
with sector expertise. New owner as-
sumed the day to day operations. 
 

THE FACTS 

Companies vetted: 471 

Meetings held: 14 

Offers received: 4 

Interested parties included: Private       
investment companies, Information  
Technology and software companies,     
IT solutions provider, and HNWI’s, 

SCENARIO 
 

One owner firm with a seasoned team that specializes 

in providing complete IT solutions that assist business 

owners with their customized software systems           

allowing clients to operate efficiently and profitably.  

 

Challenge:  Very specialized software niche. Many     

potential buyers did not have the specific IT acumen 

needed for this opportunity.  Covid –19 PPP repayment. 

 

 

 

 

 

Conclusion:  Reviewed and vetted over 400  potential  

acquirers.  After the initial vetting we moved 14        

candidates into the next phase and set meetings with 

our team and the owner.  After strong consideration  

and weighing the pros and cons of  each of  the 4 offers,  

owner selected and accepted the winning offer.  Covid-

19 PPP  concerns was handled via and escrow  account  

to provide financial assurance on this matter. 



 
STATS 

THE SELLER 

EFRIENDLY.COM INC.  
Primarily provides Information Technology 
services including server, support, desktop 
support, network management, remote     
access ,cloud service management and VoIP 
installation and management.  

Staff: 7 

 

THE BUYER 

TRADE BUYER - HNWI with a            

Synergistic Fit. A family fund with an       

expertise in the IT sector.  

 

THE FACTS 

Companies vetted: 295 

Meetings held: 5 

Offers received: 1 

Interested parties included: Private           
investment companies, Medical companies, 
family funds, and  capital investment       
partners. 

SCENARIO 

 

 Established regional  IT  company with one owner 

who was looking to relocate and sell the company due 

to lifestyle change.  Services include network cabling, 

business VoIP phone system sales and service, and 

security camera sales and service. 

Challenge:  Vetting and separating the numerous       

interested parties to ensure we only advanced the 

most serious and capable acquirers. Nervous Seller. 

 

 

 

 

 

Conclusion:  Required heavy vetting due to the     

overwhelming response we received from our initial 

marketing  efforts. Received first offer within 1  

month of  going live and marketing and accepted    

offer within 6 weeks of  initial  marketing effort.  

Sellers nervousness was handled by constant        

communications and  explanations of  each step in 

the process. 



 
STATS 

THE SELLER 

THE DAVIS GROUPE 
A OEM tier one, tier two and tier three 
Integrated supplier to all types of        
Industries providing total solutions     
including: Engineering, Sales,            
Distribution, Manufacturing and          
Installation. 

Staff: 17 
 

THE BUYER 

FINANCIAL BUYER– Private           
Individual. Successful Corporate CEO 
ready to make the professional move to 
ownership.  
 

 

THE FACTS 

Companies vetted: 97 

Meetings held: 6 

Offers received: 2 

Interested parties included: Tier one   
automation companies, Large CNC 
companies,  Private Investor Groups, 
capital investment partners, HNWI’s. 

SCENARIO 

Owner fatigue and burn out. The challenges of         

maintaining the year to year growth rates and new     

staffing needs had taken the fun out of  the day to day. 

Challenge:  To emphasis the tier one vendor numbers 

and established relationships and ensure that The Davis 

Groupe receives maximum value for the transaction. 

 

 

 

 

 

 

 

 

Conclusion:  Transaction was completed in an impressive 

8 months, start to completion.  Team quickly vetted       

initial offers and Mr. Davis reviewed our notes and       

decided to go with the second offer which was 20% more 

that competing offer and was all  cash transaction at 

close.   



 
STATS 

THE SELLER 

CALIFORNIA TIRE       
COMPANY 
A multi-location, full service tire and 
automotive repair shop.  

Staff: 31 
 

 

THE BUYER 

TRADE BUYER - An aggressive  

regional automotive and tire company 
that wanted to expand geographical 
footprint. 
 

 

THE FACTS 

Companies vetted: 224 

Meetings held: 9 

Offers received: 2 

Interested parties included: Tire and 
repair companies, Private Investor 
Groups, capital investment partners, 
HNWI’s. 

 

SCENARIO 

Owner reaching retirement age and wanted to step 

away and pursue a second career on the Senior PGA 

Tour. 

Challenge:  Confidentiality concerns and  an owner 

that had very little availability for meetings between his 

business and golf.     

 

 

 

 

 

 

 

 

Conclusion:  Confidentiality concerns were easily     

addressed via initial meetings being handled off    

premise and  site visits scheduled either before or      

after  business hours.  As with all our clients, we only  

schedule meetings after vetting potential buyers for  

appetite and funds, thus eliminating unnecessary 

meetings for our clients.   



 
STATS 

THE SELLER 

INTERNATIONAL COFFEE 
WAREHOUSE 
One of  the nation’s largest green coffee storage 
facilities based in South Florida. They stored 
coffees for coffee manufacturers, distributors    
as well as for investors on the commodities        
exchange. 

Staff: 19 

 

THE BUYER 

STRATEGIC BUYER- Romark Logistics, A  
national logistics firm based in the Northeast 
U.S  

  

THE FACTS 

Companies vetted: 378 

Meetings held: 14 

Offers received: 5 

Interested parties included: Logistics Providers, 
Coffee Distributors, Food Distributors, Private 
equity firms, family offices, international coffee 
suppliers, Coffee distributors and industrial real 
estate groups.  

SCENARIO 

Family owned business where the older generation was seeking   

retirement and the younger generation who were the primary       

operators sought to pursue other business interests. They had 

carved a predominant niche in the industry and many of  their     

clients were asking them to expand their operations further 

throughout the country to other cities throughout the U.S. They 

both owned and leased the warehouse space required to operate   

the business. 

Challenge:  Neither generation was willing to deploy the time and 

resources necessary to properly capture the expansion                      

opportunities. They knew an organization with the ability to take 

operations national would be able to grow the business to meet the 

market   demand.  

 

 

 

Conclusion:  Initiated a campaign to find a buyer who could        

understand the growth potential of  the business the owners had 

primed the business to attain. We attracted a wide variety of  buyers 

from all different sectors but eventually settled on a logistics firm 

with a   national presence and various industrial real estate       

holdings. They had the financial capacity to complete a cash exit   

to the owners, provide a favorable lease that allowed the sellers,    

and the deal  allowed the founders to retain a 10% interest for a    

future payout in the company that managed to double its gross    

income within the first year.  



 
STATS 

THE SELLER 

OUTGO360 
A well-respected professional services 
company. Since it’s inception, Outgo360 
has served 100’s of  clients nationwide, 
located from North Carolina to         
California. Staff: 22 

 

THE BUYER 

FINANCIAL BUYER– Private          
Individual. Successful Corporate CEO 
ready to make the professional move to 
ownership.  
 

THE FACTS 

Companies vetted: 447 

Meetings held: 18 

Offers received: 5  

Interested parties included: Private     
investment companies, Accounting 
firms, family funds, and capital             
Investment partners. 

SCENARIO 

OUTGO 360  ownership was in the process of       

transitioning main offerings from professional       

services to a licensed based Software-As-A-Service 

provider.  

 Challenge:  Carve Out  and Covid-19. Main challenge 

was securing potential buyers for existing business, 

excluding the SAAS component which had the high-

est  and most profitable growth potential  within the 

customer base. Transaction completed smack in the 

middle of  Covid-19. 

 

 

 

 

Conclusion:  Initial marketing produced numerous           

interested parties and 5 offers over the course of  the           

engagement.  After extreme vetting Gulfstream produced a 

buyer for the professional services portion of  the business 

while allowing the owners to  pursue the software offerings 

within the existing client base.  Original offer delayed and      

rescinded due to uncertainty of  Covid-19,  but successfully 

revived and completed several months later thanks to the    

tenacity of  the Gulfstream Mergers transaction team. 



 
STATS 

THE SELLER 

ZIMMERMAN’S  
HARDWARE 
A family owned Hardware store 
that has served the local area for 
nearly 50 years. 

Staff: 23 

 

 

THE BUYER 

TRADE BUYER– Direct        
Competitor. Merger with Ace 
Hardware.  Buyer in consolidation 
mode. 

 

 

THE FACTS 

Companies vetted: 120 

Meetings held: 7 

Offers received: 2 

Interested parties included: Private 
investment companies, direct        
competitors HNWI’s, capital       
investment partners. 

SCENARIO 

Ownership consisted of  three brothers. Zimmerman's had 

been approached by a direct competitor and received an       

initial offer before reaching out to Gulfstream Mergers to    

secure representation to handle the transaction.   

Challenge:  To increase the original offer and ensure that      

Zimmerman’s receives maximum value for what they have 

built over the nearly 50 years. 

 

 

 

 

 

Conclusion:  After reviewing the original LOI, Gulfstream     

Mergers completed a full valuation of  Zimmerman’s to            

determine the quality of  the offer and determine strategy.      

Gulfstream Mergers took over the negotiations on behalf  of  

Zimmerman's and introduced additional potential buyers    

into the process to deliver maximum value and create a    

competitive environment. Result: increased the initial offer  

by 23%. 



 
SCENARIO 

Company operates nationwide as an emergency water, 

fire, and clean up service for commercial properties. 

They specialize in tailored to fit services for differing   

situations. 

Challenge:  One owner and zero staff, a true one man 

show. Lack of  diversity in client base. Heavy               

concentration of  revenue with one national client,      

producing 95% of  revenues 

 

 

 

 

Conclusion:  An aggressive marketing campaign        

produced 6 Letters of  Intent  and  multiple bids withing 

the first 120 days of  the campaign .  Accepted offer and 

original buyer backed out 2 weeks before close.   Due to      

Gulfstream  continuing to market  each opportunity until 

a successful transaction, opened back up for bids and  

accepted offer and closed within 90 days for  10%          

increase above original accepted offer.  

STATS 

THE SELLER 

NATION’S DRY OUT 
This company operates nationwide as 
an emergency water, fire, and clean 
up service for commercial properties. 
Also specializes in hazmat             
remediation, and floor cleaning.   
Staff: 1 

 

THE BUYER 

FINANCIAL BUYER - Private    
Equity Group. Purchased this      
company to act as national platform 
within the sector to add future      
bolt-on acquisitions.  

 

THE FACTS 

Companies vetted: 589 

Meetings held: 27 

Offers received: 6 

Interested parties included: Private 
investment companies, HAZMAT 
companies, fire and water damage 
solutions providers, capital            
investment partners, HNWI’s. 



 
STATS 

THE SELLER 

GAVA WELLNESS LLC  
A multi-location franchise (Burns Boot 
Camp) specializing in women's fitness 
and health.   

Staff: 8 
 

THE BUYER 

TRADE BUYER– Strategic Fit. 

Buyer was a group that owned existing 
BBC’s. Purchased to expand the           
geographical reach of  their company.  
 

THE FACTS 

Companies vetted: 221  

Meetings held: 7 

Offers received: 2 

Interested parties included: Private     
investment companies with fitness     
sector parameters, HNWI’s, and fitness 
franchise owners. 

SCENARIO 

Absentee ownership coupled with lifestyle    

changes.  Locations of  the franchises was out of  

state for the owners and they were interested in 

changing directions professionally. 

Challenge:  Working through the national chains 

franchisors first right of  refusal  to buy back the 

franchisee.   

 

 

 

 

 

 

 

Conclusion:  After receiving multiple offers and  

accepting  the winning bid,  Gulfstream Mergers 

presented the terms of  the outside offer to the 

Franchisor and negotiated acceptable terms for 

GAVA Wellness to be able to complete the               

transaction with the outside buyer .  



 
STATS 

THE SELLER 

UNIQUE IMPRESSIONS 
An imprinted products resource shop 
that caters to organizations of  all     
varieties (Business and Corporations, 
Schools, Non-Profits, Teams, etc.) as 
well as Greek merchandise for Frater-
nities and Sororities.  

Staff: 14 
 

THE BUYER 

TRADE BUYER - Corporate buyer 
that wanted to expand their             
geographical footprint to expand    
operations without having to start 
from ground up in new location. 
 

THE FACTS 

Companies vetted: 191 

Meetings held: 5 

Offers received: 3 

Interested parties included: HNWI’s 
with sector background, Corporate 
buyers, and Smaller family funds   
looking to add bolt-on companies to 
their existing platforms. 

 

SCENARIO 

Original owners had been beset with a series of         

unfortunate and  difficult business challenges ,          

including a premise fire that destroyed the original    

location.    

Challenge:  Generating and receiving value for  a    

company that  had declining financials due to outside  

circumstances. 

 

 

 

 

 

 

 

Conclusion:  Initial meetings of  buyers and sellers was 

limited to only 5 due to the challenge of  vetting        

potential buyers who wanted  to purchase this         

company at or below  asset value.   Once the vetting 

had produced the best potential buyers for Unique    

Impressions we quickly arranged meetings and         

received the first LOI , leading to a successful       

transaction. 



 
STATS 

THE SELLER 

ALL MED PHARMACY 
A multi-location, regional, full-service 
compounding pharmacy.  

Staff: 24 

 

THE BUYER 

FINANCIAL BUYER- Family Fund 
out of  India that specializes in         
investing in US companies and       
inserting their own management 
team.  

  

 

THE FACTS 

Companies vetted: 36 

Meetings held: 4 

Offers received: 2  

Interested parties included: Private 
investment companies, and direct 
competitors within the Pharmacy        
sector.. 

SCENARIO 

One owner at a point where he needed to make a       

decision to either invest in infrastructure needs to grow 

the company or to exit.  He decided to pursue an Exit. 

Challenge:  Owner  initially hired an M&A firm that 

specialized in medical and Pharma.  After 2 years and 

no offers, the owner retained Gulfstream Mergers to 

handle the transaction.   

 

 

 

 

 

 

 

Conclusion:  Through Gulfstream Mergers’ outreach 

effort  within our extensive network of  both trade    

buyers and financial buyers we identified 4 interested 

parties and completed the transaction within six 

months.  



 
STATS 

THE SELLER 

BEE TREE HARDWOODS 
A high-level specialized lumber com-
pany that provides lumber services to 
General Contractors , Woodworkers, 
Landscapers, DIYer’s and home 
builders.  

Staff: 9 

 

THE BUYER 

FINANCIAL BUYER– Private     
Individual. Successful Corporate  
CEO ready to make the professional 
move to ownership.  
 

THE FACTS 

Companies vetted: 1,030 

Meetings held: 12 

Offers received: 4  

Interested parties included: Private 
investment companies, construction 
companies, family funds, lumber 
companies, and  capital investment 
partners. 

SCENARIO 

Family owned business that developed their exit   

strategy when they started Bee Tree in 2003. The 

family interviewed several M&A groups before         

retaining Gulfstream to represent and market the    

opportunity. 

Challenge:  Two challenges:  1) Location. Very rural 

location.     2) Not a typical inside ownership role.  

Buyer needed to be comfortable working in outside 

conditions (rain, cold, etc.). 

 

 

 

 

 

 

Conclusion:  Required extensive vetting due to the 

previous mentioned challenges of  location and work 

conditions.  After 12 months of  meetings and         

frustration, we finally introduced the perfect buyer for 

Bee Tree. Offer was received after initial visit,          

accepted and due diligence began immediately.   



 
STATS 

THE SELLER 

SIGNAL AEROSPACE 
An international distributer of  F-15 
parts and components to NATO allies. 

Staff: 57 
 

THE BUYER 

TRADE BUYER– Strategic Fit. 

Aerospace engineering group that was 
initially valuing the company for another 
interested party.  Purchased to start new 
company.  
 

THE FACTS 

Companies vetted: 1,419  

Meetings held: 24 

Offers received: 14 

Interested parties included: Private     
investment companies, Capital            
investment partners, Aerospace parts &    
component firms, Aerospace               
engineering provider, Aerospace          
engineer groups. 

SCENARIO 

Multi-national ownership. Principal owner was a       

retired NATO Ally Military Commander.  Due to the 

political climate, the group was forced to divest all    

interest in Signal Aerospace. 

Challenge:  Due to the pollical charged climate        

surrounding Signal Aerospace, financing was the 

chief  challenge. No financial institution wanted to    

be involved in the transaction.  

 

 

 

 

 

 

 

Conclusion:  After several of  the leading traditional  

financial institutions failed to secure funding ,       

Gulfstream reached out to our personal banking and 

financing relations and through these efforts, secured 

the financial piece of  the transaction  with the help of  

The Bank of  Beverly Hills. 



 
STATS 

THE SELLER 

INTELIGNET  TOOL  
CORPORATION 
A precision machining shop for a    
variety of  industries, including          
automotive, aerospace, and            
manufacturing.  

Staff: 11 
 

THE BUYER 

FINANCIAL BUYER - Private      
Investor Group. Management with 
sector expertise was brought in to    
run operations. 
 

THE FACTS 

Companies vetted: 671 

Meetings held: 8 

Offers received: 3 

Interested parties included: CNC com-
panies, Private Investor Groups,     
capital investment partners, HNWI’s. 

 

SCENARIO 

Two owners, one owner passed away unexpectedly.         

Remaining owner  purchased the shares from the 

deceased partners family. Developed a lack of        

interest after the death of  partner and decided to 

exit. 

Challenge:  Owner was extremely skeptical of       

potential buyers ability to run and grow company.  

Legacy concerns. 

 

 

 

 

 

 

 

Conclusion:  After a couple of  initial meetings the 

owner was concerned that he was not receiving     

offers. Gulfstream interviewed the interested parties 

after the meetings, worked with the owner and 

coached to address noted concerns.  Received three 

offers and accepted a full cash out.  



 
STATS 

THE SELLER 

ROMAN OVEN INC. 
A Manufacturer of  frozen pizza 
products with distribution throughout 
the eastern part of  the U.S. 

Staff: 24 

 

THE BUYER 

FINANCIAL BUYER- Bonta’ del 
Forno, LLC A division of  a private 
equity group with a portfolio        
specializing in the food                   
manufacturing sector.  

  

 

THE FACTS 

Companies vetted: 527 

Meetings held: 12 

Offers received: 4 

Interested parties included: Private 
equity firms, strategic players within 
the Italian Foods industry, Frozen 
Food companies, Distribution    
Companies, and family offices.  

SCENARIO 

Multi-generational family owned business. The senior          

generation was seeking retirement and the next generation 

were pursuing alternative interests including the development 

of  their own private equity firm. The owners also owned the 

production facility. 

Challenge:  The owners were looking for a deal where the   

buyer would purchase both the business and the property. 

They were not interested in being a landlord or holding         

significant paper on the deal. Also, though the facility was    

optimized for the business they were reaching maximum       

capacity for the one production location.  

 

 

 

 

Conclusion:  Campaign produced a variety of   interested   

parties. Because the sellers did not want to be landlords or 

provide extensive financing, we  narrowed our search to    

buyers who wanted both the business and property. We   

were able to procure pre financing through our relationships 

with financing institutions, and we convinced the interested 

private equity group of  the advantages of  controlling their 

manufacturing facility with the business.  



 
STATS 

THE SELLER 

LANDSCAPE THE SOUTH 
A high-level specialized Commercial 
landscaping design and installation 
company providing services through-
out  the Southeastern United States. 

Staff: 15 

 

THE BUYER 

FINANCIAL BUYER– Williams N 
Williams Group, LLC, A group 
formed to be a separate division of  a 
family held Logistics firm. 
 

 

THE FACTS 

Companies vetted: 712 

Meetings held: 10 

Offers received: 5  

Interested parties included: Private 
equity firms, high net worth            
Individuals exiting corporate      
America, national landscape         
companies, building maintenance 
companies, national property      
management companies, and          
International individuals.  

SCENARIO 
The seller was an entrepreneurial individual with several       

businesses who wished to devote more time and energy to      

new     projects. The principal also owned the property where      

the headquarters were located. 

Challenge:   Like many founder/entrepreneurs the owner had 

built a lower mid-market company organically that was both 

profitable and growing but did not dedicate sufficient resources 

to corporate record keeping. They relied on information from 

their accountant who provided adequate tax services but did not 

produce an accurate picture of  the business operations. Upon 

our initial due diligence analysis, the business was more valuable 

than the owners anticipated but it was a challenge to convey that 

value.  

 

 

Conclusion:  Initiated a short-term exit plan program where we 

cleaned up the company records before proceeding with our full 

marketing campaign. We found the seller a CPA firm that would 

help clean up the books while we developed the rest of  the 

seller’s package and developed our marketing strategy. Once we 

had everything in place, we were able to procure financing at a 

higher valuation and our marketing campaign produced multiple 

offers and our eventual buyer in a much more efficient time   

horizon. The buyer came from a group from a different industry 

that valued the company client base as complementary to their 

own.  



 
STATS 

THE SELLER 

Voices Inc. 
A US based international digital market-
ing agency specializing in the US       
Hispanic marketplace.. 

Staff: 30 
 

THE BUYER 

INTERNATIONAL BUYER - Strategic 
Fit. 

An International Agency in Latin    
America seeking entrance into the US 
marketplace.  
 

THE FACTS 

Companies vetted: 66 

Meetings held: 3 

Offers received: 2 

Interested parties included: National 
agencies, international agencies.        
Consulting groups, Private Investor 
Groups and HNWI’s. 

SCENARIO 

 The principal owners were transitioning into retirement 

and sought to pursue other personal interests. 

Challenge:  With an international staff  located in multiple 

locations and a blue chip clientele and a lucrative but    

sensitive client base it was imperative to find a buyer who 

could manage and maintain operations without disrupting 

the quality of  production. 

 

 

 

 

 

 

Conclusion:  Once the intial strategy and marketing cam-

paign was put into place, an international group with pre-

vious connections to the firm were identified as a good fit 

and a successful deal structure and transition were negoti-

ated. 



 
STATS 

THE SELLER 

SILON ENTERPRISES 

A boutique-style consulting firm that 

specializes in IT service management 

and optimization, project                

management, productivity               

enhancement, and cybersecurity.  

Staff: 7 

 

 

THE BUYER 

TRADE BUYER - A regional       

software development company    

looking to extend reach and offerings. 

 

 

THE FACTS 

Companies vetted: 205 

Meetings held: 2 

Offers received: 1 

Interested parties included: software 

development companies. 

 

SCENARIO 

Ownership with 50 years of  combined service in the 

information technology field had conceptualized a new 

software application and needed help brining it to        

fruition.    

Challenge:  Finding a group/company that had the 

proven expertise and could develop the software    

without wanting 100% control and ownership.   

 

 

 

 

 

 

 

Conclusion:  After an extensive and lengthy search    

produced several potential partners that had initial    

interest, we finally pinpointed the optimal fit with a 

partner that developed the software and the two         

entities formed an entirely new one.   



 
STATS 

THE SELLER 

METHANE SPECALISTS 
A highly specialized engineering     
company dedicated to soil gas           
investigation, design and                    
engineering.  

Staff: 103 

 

THE BUYER 

TRADE BUYER - Strategic fit, Private 
Equity Group Multi-national group 
that concentrates on EBITDA/DCF. 
Sector Agnostic. 

 

 

THE FACTS 

Companies vetted: 800 

Meetings held: 20 

Offers received:  5 

Interested parties included:              
construction trade, engineering         
corporations, capital investment      
partners, Private investment companies.  

SCENARIO 

Owner recognized as a leading authority in methane 

testing within the construction industry.  After building 

Methane Specialists, decided to de-risk and pursue 

other ventures. Typical Entrepreneur vs. Manager   

scenario.   

Challenge:  Identifying a buyer that possessed the  

technical expertise that incorporated both engineering 

and geology disciplines.   

 

 

 

 

 

Conclusion:  After an extensive international search,           

Gulfstream identified potential buyers that meet the 

vetting standards.  Client received five offers and    

eventually accepted one from a multi-national private 

equity group. 

 

 



 
STATS 

THE SELLER 

SW PACKAGING &          
DISPLAY 
A full service packaging and display 
company focused on the cosmetics 
industry. 

Staff: 12 

 

THE BUYER 

FINANCIAL BUYER - Private    
Investor-HNWI Former Industry 
CEO with expertise in infrastructure 
and build outs. 

 

THE FACTS 

Companies vetted: 1,400 

Meetings held: 45 

Offers received: 15  

Interested parties included: Private 
investment companies, distribution 
companies, packaging solutions    
providers, capital investment part-
ners, HNWI’s. 

SCENARIO 

Quickly built an impressive and profitable list of  clients. 

Became overwhelmed with massive infrastructure needs 

due to growing to fast.   

 

Challenge:  Lack of  diversity in client base. Heavy              

concentration of  revenue with one client, 70%. 

 

 

 

 

 

 

Conclusion:  An exhaustive search of  potential buyers        

produced an impressive number of  interested parties 

and led to forty plus meetings and fifteen offers            

received.  Client narrowed down the offers to four         

potential buyers.   Gulfstream reviewed the offers and 

made counter proposals  on behalf  of  the client. This 

led to the offer that checked all the boxes for the           

client.   



 
STATS 

THE SELLER 

SECURITY GLASS BLOCK 
A glass block fabricator, designer,       
installer and distributor company . One 
of  only two companies in the entire 
country who fabricates their windows 
with Instant Glaze technology. 

Staff: 14 
 

THE BUYER 

FINANCIAL BUYER - Strategic Fit. 

Private Individual with a background 
and passion for the construction trades.   
 

THE FACTS 

Companies vetted: 332  

Meetings held: 6 

Offers received: 2 

Interested parties included: Competing 
trade companies,  Privat Investor 
Groups and HNWI’s. 

SCENARIO 

 Retirement. SECURITY BLOCK  owners were ready 

to retire and move from WI to TN to enjoy their          

family and Grand Children . 

Challenge:  Owners were extremely cautious and   

concerned with the next owners. Concern for the   

current employees future once the transaction closes.  

 

 

 

 

 

 

 

 

Conclusion:  As part of  the marketing materials we 

placed a heavy emphasis on the quality and  

knowledge of  the current staff  being  responsible for 

the success of  the company.  Eventual buyer had   

similar concerns that  the  staff  would leave of  any 

company they acquired , so both parties were  on the 

same page and instance on the staff  being taken care 

of  after the transaction.   



 
STATS 

THE SELLER 

TOWN & COUNTRY 
FENCE  
A  full line of  commercial and        
residential fencing products, including 
PVC, ornamental aluminum,            
ornamental steel, chain link and all 
types of  gates.   

Staff: 11 
 

THE BUYER 

FINANCIAL BUYER - HNWI.    
New owner took over the day to day        
operations.  
 

THE FACTS 

Companies vetted: 118 

Meetings held: 4 

Offers received: 3 

Interested parties included:           
Competing  Fence companies, Private 
Investor Groups, capital investment 
partners, HNWI’s. 

 

SCENARIO 

A regional commercial and residential  company.    

Family involved  in day to day operations. Owner   

seeking a full exit.  

Challenge:  Family involved in the business and  owner  

wanted to ensure that his children maintained a        

position post transaction. 

 

 

 

 

 

 

 

 

Conclusion:  Once the meetings started the seller      

began to realize that the majority of  the potential     

buyers  wanted all the current employees to stay and 

that as long as they performed at the accepted      

threshold , they would maintain employment.            

Actual concern became no concern as deal progressed  

to a successful closing.  



 
STATS 

THE SELLER 

SPECIAL SERVICE 
FREIGHT COMPANY 
A regional logistics company          
with locations in ten states. 

Staff: 82 

 

THE BUYER 

FINANCIAL BUYER– Private 
Equity Group. Acquiring    
smaller, regional logistic       
companies to create larger      
organization. Inorganic Growth. 

 

THE FACTS 

Companies vetted: 901 

Meetings held: 13 

Offers received: 4 

Interested parties included:     
Private investment companies, 
transportation companies,      
logistic specialist, capital         
investment partners. 

SCENARIO 

Three owners, equal shares. Ownership conflicts as the        

principals could not come to agreement on the future of  the        

company.  

 

Challenge: Putting a deal together that each owner would       

accept. Gaining concession among the three owners proved         

challenging. 

 

 

 

 

 

 

Conclusion:  After several meetings, Gulfstream interviewed 

each separate owner and discussed possible outcomes and    

perceived must haves to get a deal completed.  Negotiated a 

successful transaction that met each owners expectations.  



 
STATS 

THE SELLER 

GRACO DISTRIBUTION 
A leading distributor of  construction  
materials to retail box stores and       
contractors.    

Staff: 31 

 

THE BUYER 

FINANCIAL BUYER—Private         
Investor –family fund. Interested in    
acquiring successful companies for     
future expansion and growth.  

 

THE FACTS 

Companies vetted:  847 

Meetings held: 12  

Offers received: 3 

Interested parties included: Private      
investment companies, capital             
investment partners, HNWI’s,           
commercial distribution companies,    
raw material companies. 

SCENARIO 

Retirement. Family owned business. Principal at      

retirement age and no other family members desired 

or had the drive to take ownership.    

 

Challenge: Finding a good home for the company.  

Legacy and a secure future for the employees.  

 

 

 

 

 

 

Conclusion:  After heavy vetting and several meetings, 

we received  three offers from potential buyers that 

checked all  the boxes. Most importantly, the seller 

was completely confident that the new owner would 

afford the employees a secure future. 
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