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2020 deal predictions based on 

real data and expert analysis

We provide you the latest research taken from various 

global M&A experts and our own proprietary databases. 

This report is part of  Gulfstreams’ ongoing commitment to 

providing actionable insight to our clients and the business 

community.

More importantly we will look beyond the numbers and 

show you the true market drivers relevant to your situation 

and what strategies to consider that will allow you to 

achieve your growth and exit aspirations.

At Gulfstream we take our role as an active partner for our 

M&A clientele seriously. We trust this report will be an 

important resource for your organization as you navigate in 

2020. We would be happy to discuss this material with you 

and your team.

Jim Kniffen
Founder
Gulfstream Mergers
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“The greatest danger in 
times of turbulence is not 
the turbulence—it is to act 
with yesterday’s logic.”
—Peter Drucker



Introduction
In our current global market, few things are certain, other than continued volatility and the 

inevitability of change. What does this mean for the middle market M&A in 2020?

2020 promises to be an eventful year for dealmaking in the middle market M&A world. For 

U.S. companies the impact of an election year, the volatile trade policy, tepid growth 

expectations, and a changing workforce represent some of our current challenges to the 

M&A marketplace. 

For international companies there will be the aftereffects of Brexit, a cooling Chinese 

economy, global populism, a softening of financial markets and political unrest. 

Dealmakers expect moderately increased activity in 2020

Despite these challenges the U.S. M&A marketplace is projected to achieve increased 

dealflow, especially compared to the rest of the world, and a continuation of record high 

valuations. Intralinks Dealflow Predictor forecasts North American M&A to increase 7% 

year over year in early 2020 with technology, media, and telecoms, healthcare and materials 

sectors leading the way. Those willing to embrace the opportunities available will capitalize 

on our relatively stable economic growth, decreased tax rates, rising equity markets and 

higher corporate profits, low interest rates, and an unprecedented$ 1.54 trillion of dry 

powder waiting to be deployed by the thriving private equity world.

Global M&A markets are predicted to rebound from their dip in 2019 but not expected to 

return to the same levels experienced in the preceding years. Foreign investors are looking 

for cross border deals in the U.S. to hedge against perceived risk abroad.

Lower mid market is hot.

Though mega deals will still be prevalent dealmakers anticipate that the middle market and 

especially the lower middle market will experience increased deal activity as both strategic 

and financial buyers search for deals that offer more favorable valuation multiples and 

provide instant revenue enhancement. They see this group operating in highly fragmented 

but profitable industries making them prime targets for consolidation and acquisitions. 

Private Equity in particular, will look to bolt-ons to augment growth and acquire talent for 

their portfolio companies.

What This Means for You

So what does this mean for middle-market companies? Business owners considering an exit 

need to be ready to move and react to opportunities quickly and professionally. 

Understanding where the market is and utilizing the skills that are necessary for a successful 

outcome is critical to fully achieving the full potential the market has to offer.
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Deal Volume expected to grow moderately in 2020

Expectations for M&A volume over the next 12 months  have moderated slightly 

from last year, but still remains relatively strong. The tempered forecasts represents 

a natural response given we are following  seven years of  extremely high numbers. 

We still see major drivers that should drive volume; divestitures remain  popular, 

foreign investors seeking safe harbor, and there’s anticipation of  a strong pace for

private equity buying our other private equities.

Do you expect the average number of deals that your

company  closes, to increase or decrease over the next 12 

months?

According to Ernst and Young in a survey of  over 2,900 executives over two-

thirds of  respondents (68 percent) foresee deal activity increasing over the next 

12 months

68%

4%

Importantly, only 4 percent of  

respondents predict deal volume 

will decrease over the same time 

period.

52% of  all respondents to EY survey 

plan to actively pursue M&A in 2020, 

up from 46% in 2019.

52%

Volume



Middle Market

Deal multiples expected to remain high
• deal values may have declined slightly but overall activity is up

• deal multiples experienced slight increase 

• Private Equity multiples increase even higher than regular mid market

• 88% of  deals under $250 million, lower mid market multiples averaging around 7.2-7.4x

Private Equity Lower Middle Market

National Center for Middle Market 
and US Chamber of Commerce

CapitalIq and GF Data

Valuation Multiples



Consolidation and Industry Covergence

According to Deloitte’s research most companies seek to look within their own 

industry for acquisitions, but the area they most seek to outside their own sector 

was technology, with the next most popular area being renewables followed by 

power and utilities, insurance, and investment management. Among the lower mid 

market the vast amounts of  fragmented industries find themselves ripe for private 

equity and industry consolidators looking to aggregate revenue, earning, 

capabilities and talent.

Sectors



Key Drivers



What is driving the market?
• For U.S. economy remains stable, equity markets record highs, GDP stable though 

tepid, trade issues stabilized

• Favorable conditions for financing, low interest rates, high cash reserves for 

strategic buyers

• Uncertainty regarding political landscape, impact of  election on regulation and 

taxes

• International players look to U.S. as their economies falter, and they face 

geopolitical tensions and increased regulations

Macro Economic Factors 

Impacting M&A



Global Risk Factors
• As the U.S. continues to lead the world there remains an overhanging concern in the 

M&A world over the impact of  geopolitics and trade disputes. With the USMCA in 

place and the Chinese trade wars in cease fire we have reduced some of  the risk 

factors but uncertainty for the future remains. We are now beginning to see issues 

like internet regulation and climate change gain more corporate attention.

Q

Slowing economy

New environmental or  
climate-change-related  
policies or rules Regulatory uncertainty

Increasing competition  
from startups and

technology

22%

19%14%

14%

Geopolitical, trade and  
tariff uncertainty

31%

An EY survey of 
executives asked 
”What do you 
believe to be the 
greatest external 
risks to the growth 
of your business?

The same study 
asked Global CEO’s 
“What their top 15 
threats were 
heading into 2020.

Geopolitical Factors



Private Equity 

• Record amounts of  capital to deploy

• Record assets under management, earnings, and valuations

• Higher valuations driving more companies to the sellers table 

Ok Boomers-Demographics 

• Ok, for years we have been hearing (and predicting) the wave of  

business exits due to the aging of  the baby boomer generation 

who own 40-60% of  the middle market. The reality is that the 

wave was somewhat delayed due to a variety of  macroeconomic 

and sociological reasons. But the inevitable is here, in the next 

ten years as the last of  the boomers pass retirement age their 

will be an increased supply of  companies for sale.

Private Equity and 

Demographic Influence

Pitchbook



“I have always found that 

plans are useless, but 

planning is indispensable.”

—Dwight D Eisenhower

What does this mean for 
business owners?



What this means to you
• Deal volume and valuations are high but deal values are down so more deals are being 

done but at good multiples but the deals in general are smaller.                                                             

This means lower mid market owners need to begin preparing their business for 

potential acquisition.

• Deals are taking longer  and more complex. more due diligence requiring advanced 

preparation and professional guidance.                                                                      

This means owners need to seek professional advisors who can guide them through the 

process. Clarity in financial recordkeeping is essential

• More activity from PE and foreign companies                                                          

Again companies need to make sure they have a transaction team that is sophisticated 

enough to handle sometimes complicated PE and cross border deals from buyers with 

superior transaction experience.

• Search for capabilities and talent make companies with both more viable.                  

This means you need to make sure your operations and personnel are locked in and 

ready for the requirements of  the future.

• More add on and bolt on mean more activity for smaller biz.should mean higher 

valuations.                                                                                                                  

For smaller mid market players take advantage to transition before the next cycle passes 

you by.

• Demographic                                                                                                           

More boomers retiring mean more competition.

• Election Results                                                                                                            

This could mean more regulation(particular in technology, healthcare and finance), 

higher taxes, trade uncertainty.

• Easy access to capital, dry powder from PE, Cash reserves from strategics, bank 

financing                                                                                                                    

Means more money for more deals at favorable valuations 

• Strategics seeking acquisitions for capabilities, talent, new product lines and to offset  

organic growth.                                                                                                        

More deal flow at higher valuations for those who have progressive product offerings 

and advanced personnel.

Insights For Owners
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Mostly Prepared Totally Prepared

Satisfaction & Success of The Most Recent Business 
Transitions Based on Preparation Level

A key element to determine whether a business successfully exit 

their business is the amount of  time and planning they invest in 

before the actual transition and the level of  professionalism of  

their advisors.

39%

15%

14%

14%

18%

Unrealistic Expectations

Declining Business Sales

Poor Financial Reporting

Waiting Too Long/Burnout

Other

0% 10% 20% 30% 40% 50%

Biggest Mistakes

According to a survey conducted of  business owners and 

advisors by Pepperdine University outlining trends in the Mergers 

and Acquisitions Industry the biggest mistakes to getting deals 

done were the following:

Preparation is Key



Expertise Firms Lack Most Expertise Executives See As 

Most Important

16% Management 27%

14% Strategy 25%

11% Financial or Accounting 10%

19% Legal 11%

24% Mergers and Acquisitions 12%

17% Capital management 7%

21% Tax 8%

26% None NA

Business owners are confident of  their teams’ ability to perform 

operationally but they recognize that a business transaction requires a 

different skillset they do not possess. 
See the results from the NCMM study below.

From the Deloitte study executives were asked what the primary M&A 

strategy would be over the next twelve months.

Owners Seek Expertise and 

Growth Strategies



What Next?



ADVISING PRIVATELY HELD BUSINESS OWNERS SINCE 1993
Founded in 1993 by Jim Kniffen Gulfstream Mergers & 

Acquisitions is a boutique M&A advisory firm specializing in 

advising transactions of  privately held businesses. Our team has 

collectively managed 500+ transactions and several billions of  

dollars in deal flow across the globe. With offices and resources 

across the U.S. and our extensive partnership with other advisors to 

privately held owners we have the depth and reach to successfully 

produce the transaction results you deserve.  We are multiple 

winners of  various awards for outstanding excellence in including 

recently being named in the top 25 middle market investment 

banks and advisory firms by Axial. We are committed to partnering 

with our clients through all the phases of  their transitions and to  

support them to achieve long term success.

About Us

Next Steps
TIME TO GET PROACTIVE AND REACH OUT TO GULFSTREAM
Regardless of  your whether your transition objectives are short 

term or long term clearly you need to begin acting proactively and 

the first step should be to reach out to a transaction professional.

Please feel free to reach out to our team at Gulfstream so we may 

have an initial non obligation conversation to discuss your exit and 

growth objectives. In addition to guiding you in the M&A process 

we can also begin to work together with your advisors(or introduce 

you to our partners) to develop an effective transitional game plan.



SELLING OR GROWING YOUR COMPANY?

If you are considering selling or taking a new direction, you need to partner with the right M&A advisor. The 
old saying is true... The right advice can mean millions of dollars to you. At Gulfstream Mergers, we believe 

our  26+ year track  record of helping business owners like you speaks for itself. 

And to prove we mean business, below is a straightforward guide to the key points you will                         
need to consider.

APPOINT ADVISORS EARLY

Experienced M&A advisors 
will help you plan properly 
and achieve significantly 

better value.

UNDERSTAND YOUR VALUE

Business owners can significantly 
over or under value their business.    
A  good advisor will determine the 
correct  valuation and help you get 

there.

KNOW WHAT YOU WANT

Retiring, hitting the beach, or 
starting another venture? It is     

crucial to know what you want so 
the deal will be structured           

correctly— the structure will be a 
large determinate of the value. 

MAKE SURE YOU ARE HEADING IN THE 

RIGHT DIRECTION

1 2 3

You don’t have to sell to a          
competitor. A strong management 

team may want to buy the         
company, backed by private equity. 

Development capital could allow 
you to take it to the next level and 

you could sell a couple of years 
later at an increased value. You 
may even be ready for and IPO.

PLAN FOR TAX

The deal structure can 
have material tax      

implications. Take tax 
advice as early as      

possible. 

PREPARE! PREPARE! 

Detailed management accounts and 
information? Robust forecasts?    
Incentive plan for the key team 

members?                          
Preparing for the sale is VITAL!

WHO DO YOU WANT TO SELL TO?

For most founders, their company is 
their legacy with a loyal staff and an 
individual spirit. Your understanding  

and painting the picture of the     
culture will be crucial in finding your 

utopian buyer.

4 5 6

CONSIDER ALTERNATIVES

Many “main street business 
brokers” will just post your 

company on a few sights and 
hope for buyers, lowering its 
potential appeal and value. A 

quality M&A firm will know the 
decision-makers and potential 

buyers intimately.

TARGET THE PROCESS UNDERSTAND THE PROCESS

Your M&A advisor should  
explain all the ins and outs of 

the sale process in advance, so 
you know what’s coming.

7 8 9



Client Testimonials 

“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

“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.

“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, including the negotiations, to get 
the deal done.”
- Bill Zimmerman - President, Zimmerman’s Hardware



SINCE 1993 GULFSTREAM MERGERS & ACQUISITIONS HAS 

SUCCESSFULLY ENGAGED AND REPRESENTED HUNDREDS OF 

COMPANIES in over 30 different sectors NATIONWIDE.

A few examples:

AEROSPACE DISTRIBUTION COMPANY
International Military Aircraft Parts 

SIGN DESIGN & MANUFACTUERING
National Clients—Fortune 500

EMERENCY VEHICLE MFG
Manufacturing, Repair & Service—National

COMMERCIAL PRINTING COMPANY
Corporate and National Clients

GEOLOGICAL ENGINEERING FIRM
Leading  International GEO ENG. 

INFORMATION TECHNOLOGY FIRM
National Services & Hosting

HEALTHCARE 
Regional Medical Clinic

DIGITAL ADVERTISING AGENCY 
Data and Analytics—National
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Disclosure: This report is a periodic compilation of certain economic and corporate information, as well as completed and announced 
merger and acquisition activity. Information contained in this report should not be construed as a recommendation to sell or buy any 
security. We are not soliciting any action with respect to any security or company based on this report. The report is published solely for 
the general information of clients and friends of Gulfstream Mergers. Certain transactions, including those involving early-stage 
companies, give rise to substantial risk and are not suitable for all investors. This report is based upon information that we consider 
reliable, but we do not represent that it is accurate or complete, and it should not be relied upon as such. Prediction of future events is 
inherently subject to both known and unknown risks and other factors that may cause actual results to vary materially. We are under no 
obligation to update the information contained in this report. Opinions expressed are our present opinions only and are subject to 
change without notice. Additional information is available upon request. The companies mentioned in this report may be clients of 
Gulfstream. Gulfstreams’ Florida operations are in alliance with Sirius Business Advisors LLC Licensed Real Estate Brokers. This report 
may not be copied or reproduced in any form or redistributed without the prior written consent of Gulfstream Mergers. The 
information contained herein should not be construed as legal advice.
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Gulfstream Mergers & Acquisitions

· Should you sell or grow? -2019 

was another solid M&A  year with 

all indications pointing to         

another banner year in 2020.

· Do you have a Growth and/or  

exit strategy? -Learn more about 

your options.

· Is now the best time to sell?-

When and Why to sell?

· What is your company really    

worth?- Have you recently 

received an accurate valuation?

· The current M&A market is a 

sellers’ market. The demand for 

good quality acquisition targets   

remains largely unsatisfied. 

· Discover the steps in the 

process- What's involved?  

Visit us at 

www.gulfstreammergers.com

Contact us today to arrange your FREE initial 

consultation  

+1 (704) 892-5151 or 

Info@Gulfstreammergers.com

Offices

Charlotte / Philadelphia / Boston / Miami / Atlanta

http://www.gulfstreammergers.com/
mailto:Info@Gulfstreammergers.com

