
1

1

From Main Street to Wall Street
America’s Future in The Lower Middle Market

Presented By 

Generational Equity

THE M&A ADVISOR MARKET MONITOR JULY 2013



C
on

te
nt

s Introduction                           1

Dealmaking in the Lower Middle Market                2      

        Factors Driving Interest and Activity                                 2

         Practical Advice for Sellers                                             4

         Practical Advice for Buyers                                             6

Conclusion                                                             9

Contributors                                                         10

Copyright © 2013 The M&A Advisor. All rights reserved. No part of this publication may be reproduced, stored in a re-

trieval system, or transmitted in any form or by any means, electronic, mechanical, photocopying, recording, or otherwise 

without the prior written permission of the M&A Advisor, except in the case of brief quotations with proper reference, 

embodied in critical articles or reviews. 



1

It is easy to argue that the backbone of America today is truly the small business. 
And so it stands to reason that the growth of small businesses here in the 
United States offers a path to prosperity at a time when our nation needs it most. 
Despite the news of major acquisitions over $1 billion which grab the headlines, 
consistently, year after year, the majority of all M&A deals in the US are under $50 
million – the median point of the lower middle market. 

The future appears to be very bright for M&A activity in the lower middle market. 
In 2012, deal activity in the lower middle market surpassed the core middle 
market for the first time since 2009.1 According to Mergermarket, the value of 
M&A transactions conducted in the United States  during the first half of 2013 
totaled $338 billion, an increase of 8% over H1 2012.2 It is worth noting here that 
2012 saw the highest M&A volume in the United States since 2007. And while 
the year-to-date volume includes a number of large transactions, the buying 
spree bodes very well for companies in the lower middle market (LMM), where a 
growing number of buyers are focusing their acquisition efforts. 

Companies in the lower middle market make excellent acquisition targets. They 
can enable the acquirer to expand their product offering and market footprint at 
a relatively affordable price. These smaller, privately negotiated transactions can 
take place without undue media attention. Additionally, the lower middle market 
offers acquirers literally hundreds of thousands of companies to choose from. 
This is especially important today, as buyers must often compete with multiple 
bidders – and thus higher valuations – for good targets in the middle to upper-
middle markets. 
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1. Pitchbook 1H2013 Middle Market Report

2. Mergermarket H1 2013 M&A Report: July 2013 7/1/13
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Factors Driving Interest and Activity
What is driving increased activity in the lower middle market? Simply put, 
strategic and financial buyers are looking for ways beyond organic growth to 
deliver higher returns, faster, to their shareholders. Many strategic buyers view 
acquisitions as the optimal growth mechanism to improve the bottom line. 
Financial sponsors, like private equity firms, are also taking the same approach to 
build their portfolios either through standalone acquisitions or bolt-on acquisitions 
for a platform company. 

Additionally, foreign direct investment in the United States is also increasing, 
as buyers from both developed and emerging countries are seeking business 
opportunities beyond their own borders. Foreign investors are also looking for 
ways to invest in a safe haven. As such, these buyers are more interested in 
protecting their assets over the long term than seeking vehicles with high rates 
of return. For many international investors, the U.S., despite its recent economic 
challenges, is still viewed as the safest place in the world. As a result, foreign 
direct investment into the U.S. is growing at a steady rate. Dealmakers have 
observed that investors from Brazil, Canada, Japan and notably China are 
leading this trend. 

“China presents a very unique opportunity for Lower Middle Market companies 
in the United States,” reports David Fergusson, President of The M&A Advisor. 
Climbing from 6th place in the world in 2011 to 2nd in 2012, China’s foreign direct 
investment topped $84 billion – a 16% increase from the previous year. And in 
this same year, Chinese investment in the US totaled almost $6.5 billion dollars, 
representing a reversal of the trend that saw the US investing more in China 
than China invested in the US throughout the history of the country’s relations. 
At the conclusion of the first half of 2013, over $12 billion is committed to date 
and analysts forecast that the 2013 volume could reach $20 billion – more than 
the last 5 years combined. Fergusson affirms, “While there have been some 
sizeable “bulge bracket” transactions of late – Dalian Wanda Group’s acquisition 
of AMC and the acquisition of Smithfield Foods by Shuanghui, the majority of 
the acquisitions and investments being made by Chinese firms today are in the 
lower middle market. Through the engagement of knowledgeable Sino/US M&A 
professionals, Chinese investors are most often targeting smaller acquisitions 
with transferable technology and process that can provide a footprint here in the 
United States but most importantly, can be leveraged in their home market. And 
these same proven resources are guiding investor candidates away from the 
acquisition targets that have proven sensitive with government regulatory bodies 
such as CIFIUS in the past.”
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The interest in the lower middle market is not a new trend. For the past two decades, a number of strategic and 
financial buyers have reaped solid returns by focusing on the lower middle market. 
For example, Bertram Capital, a private equity firm with $850 million in assets under 
management, has done very well by focusing on businesses from $25 million to $75 
million in size. “We typically target businesses that are privately held and entrepreneurial 
because we think there is a lot of untapped opportunity there,” said Hellier, Partner at 
Bertram Capital, “There is usually some pretty interesting talent in these businesses. They 
just haven’t had the tools necessary to really accelerate their growth.” 

A focus on the lower middle market has also worked very well for TriMas Corporation, a 
diversified designer, manufacturer, and distributor of engineered and applied products. 
According to Mark Zeffiro, Executive Vice President and CFO, the company has, for the 
past five years, grown at a rate of 20 percent a year, half through acquisition and half 
through organic growth. One component of its success is its focus on identifying good 
targets in the lower middle market. The company has done acquisitions ranging in size 
from less than $1 million to more than $100 million, but, according to Zeffiro, “Our ideal 
transaction is between $20 and $50 million.” 

According to Kirk Griswold, Partner and Co-Founder of private equity firm Argosy Capital, 
investing in the lower middle market has played an integral role in the firm’s success. 
“Our model is that we want to find companies that can really grow. In the lower middle 
market where we focus, there are 140,000 potential target companies,” Griswold said. 
“On average we’ve doubled the size of the companies in which we’ve invested in the first 
five years.”

What can be learned from such acquirers? Firms such as TriMas, Bertram Capital, and 
Argosy Capital have done well by taking the time to define their M&A acquisition strategy, as well as adhering to the 
criteria they establish. These acquirers are often specialized investors who focus their efforts on vertical markets. 
They also have a solid understanding of how business negotiations and deal structure in the lower middle market 
differs from larger sectors. They know what it takes to identify good targets and structure a winning deal. Finally, 
they are acutely attuned to the importance of identifying and capitalizing upon synergies between the acquiring 
company and the target.

To follow are some recommendations for sellers and buyers to capitalize on opportunities in the lower middle 
market.

Mark Zeffiro
Executive Vice President  

and CFO
TriMas Corporation

David Hellier  
Partner,  

Bertram Capital

Kirk Griswold 
Founding Partner, 

Argosy Capital

http://www.youtube.com/watch?v=h_hqVIgdTmM&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=7
http://www.youtube.com/watch?v=VqBehZcOWIM&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=1
http://www.youtube.com/watch?v=__hOwGNRNhQ&feature=youtu.be
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Practical Advice for Sellers
Experts such as David Schaefer, managing partner for law firm Loeb & Loeb, recommend that companies in the 
lower middle market seek professional advice in preparation for selling their company. Not 
surprisingly, the owners of these companies are usually focused on building their business 
rather than preparing it for an eventual sale. This experience, while valuable, does not 
prepare the owner for what needs to be addressed to sell the company. “The way you run 
a business that you think will be in your family forever versus one that you plan to exit is 
different,” Schaefer said, “The average entrepreneur or family business owner is not really 
equipped for that process. They are certainly capable, but they’re just not built for it.” 

Entrepreneurs who attempt to manage the sale of their companies alone risk realizing less value than they would 
have had they worked with experienced M&A advisors. These experienced financial advisors can be of immense 
benefit to first time or inexperienced sellers helping them understand the arena of opportunity and how potential 
buyers will appraise their company.

Company characteristics that are attractive to buyers, including the following:

•	Solid market position. Buyers ideally want companies that maintain market positions in their respective 
sectors. Although a leader position is preferred, buyers also closely look at those firms in the second or 
third market positions, provided the market is large and there is opportunity for growth.

•	Distributed customer base and supplier base. Buyers tend to steer away from target companies who 
rely on a single customer for a significant portion of its sales. “Some privately held companies may have 
25 percent of their sales take place with one customer who has been with them for years. That might be 
comfortable for a private owner, but it is clearly not comfortable for us,” said Hellier. This rule of thumb is 
also applicable to the target’s supplier network. 

•	Strong management team. Savvy strategic and financial acquirers tend to keep an eye out for 
companies with strong management teams. They aim to partner with the existing management team to 
help achieve even greater results. 

•	Proprietary products, technology and intellectual property. The market value of proprietary products, 
technology and intellectual property is an extremely important component that is often overlooked by first-
time sellers. Sometimes, it takes an outside advisor or intermediary to help the seller arrive at the right 
valuation for this aspect of their company.  

•	Targeted geographic location. In some cases, geographic location of the target company and its 
customer base is a top priority for acquirers focused on expanded market penetration. Companies should 
be mindful of their strengths and weaknesses when dealing with buyers motivated by a company’s 
presence in a specific market.

In addition to these criteria, deal experts advise sellers to get their company “presentation ready” with a number of 
specific recommendations:

David S. Schaefer 
Managing Partner, Chair- 
Corporate, Loeb & Loeb 

http://www.youtube.com/watch?v=X2wgjK6fsf8&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=3
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•	Assess your readiness to sell. The single most important piece of advice dealmakers have for sellers 
is to assess their present situation. Take time to soul search. Ask yourself, “Why do I want to sell the 
company? What would be my ideal outcome? What role do I want to play once the business is sold?”

•	Have	financial,	legal	and	operational	documents	in	order.	For companies with little experience in 
this arena, consulting with an experienced advisor can help not only to alleviate the workload but also to 
provide guidance and direction.

•	Recast non-business related costs. “If you have family members on the payroll who no longer work 
there, or any other non-business related expenses, be sure to re-cast your financials to reflect the true 
profitability of your company,” said Griswold. “Make it a pure sale. If your investing in something that’s a 
good idea but unrelated to the operations of your business, separate it via recasting.”

•	Be	prepared	to	be	flexible.	Sellers who enter into discussions with an open mind are much more likely 
to realize a more positive outcome for their exit. Rather than cashing out completely, structuring a deal 
that protects employees, owners, and buyers alike may be best for all. Buyers may also want to retain 
the owner’s talent and experience in the business, negotiating an attractive earn-out that will enable the 
owner to remain integrally involved in the business while also achieving the goal of liquidity.

According to Tom Farrell, Executive Vice President of Generational Equity, an advisory 
firm that specializes in helping buyers and sellers in the lower middle market, the process 
starts with helping the seller define their exit strategy. “We firmly believe that everybody 
getting ready to sell a privately held company ought to have an exit plan that helps them 
control the sale of the business and procure maximum net worth,” he said.

Not only do advisory firms like Farrell’s help sellers sort out their objectives, they also 
handle much of the preparation work that needs to take place before the seller goes to 
the marketplace. This is often a critical service, as the company’s management team is typically fully tasked with 
running the day-to-day operations. 

Additionally, deal experts advise sellers not to become too attached to their notion of who the ideal buyer is. A 
qualified advisory firm will have a broad network of resources at their disposal to identify a potential buyer. In many 
cases, they uncover multiple potential buyers, yielding a better valuation opportunity for the seller. 

Tom Farrell 
Executive Vice President, 

Generational Equity

http://www.youtube.com/watch?v=Fnyb2J-H2ws&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=5
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Dealmakers who spend their time in the lower middle market are quick to clarify that this sector of the market 
behaves differently. According to Farrell, today’s owners are considering selling for a different set of reasons than in 
the past. “A few years ago, when we’d ask owners about their primary reason for selling, the top two reasons would 
be burnout or boredom,” he said. “Nowadays, a sense of uncertainty over the future is one of the leading reasons 
they’re thinking of exiting.” 

Today’s owners are grappling with a number of internal and external factors that are causing them to rethink their 
long-term future. Many of these entrepreneurs started with the intention of passing their business on to future 
generations. However, many owners are finding that their children are not interested in carrying on the family 
business. Additionally, issues like increasing regulation, rising taxes, and economic uncertainty add fuel to the 
growing pipeline of willing sellers.  

The motivation is very clear to dealmakers such as John S. Castle, Managing Director 
of private equity firm Branford Castle, “A lot of entrepreneurs are saying to themselves, 
‘I have increasing government regulation, uncertainty in the macro economic situation, 
Europe is blowing up, and I have more problems with China. With everything that’s 
happening, wouldn’t it be reasonable for me to look at an exit and capture some value 
while my company is doing well?’”

These issues, combined with the fact that a large group of baby boomers in the lower middle market are 
approaching retirement, present the basis for a growing M&A pipeline. That’s not all, though. A few other issues 
must be factored into the equation to fully comprehend the business landscape.

Experienced M&A experts in the lower middle market advise newcomers to be prepared for a different kind of M&A 
process. These sellers often want to realize some financial gain but they’re also concerned about the future of 
their company and their employees. “Buyers who are not accustomed to dealing with sellers who are emotionally 
attached to their business need to remember that they are not acquiring public companies or private equity backed 
enterprises,” said Schaefer, “They are dealing with a different animal. So they need to be prepared.” 

One approach, when working with sellers, is to build a business case that makes solid sense to a would-be seller. 
Farrell suggests laying out a “what if” scenario that allows the seller to compare the relative safety and growth of 
their net worth if they continue to run the company vs. the potential net worth of the company’s sale and returns from 
investments elsewhere.

“I like to ask an owner what they would do with a $5 million check,” he said, “Would they invest it all in one company 
or stock or would they spread the funds across ten solidly performing funds? What would their net worth be if they 
continued as usual? Would they outperform the market? How likely is it?” He’s found that this helps the owner 
determine if they are truly ready to sell.

For buyers, knowing that these sellers are often looking for more than monetary gain should set the stage for 
a different kind of conversation about the sale. Kevin Malchoff, Executive Vice President of Global Business 
Development for Rich Products, noted other factors that come into play. “Last year we acquired two businesses 

John Castle 
Senior Vice President, 

Brandford Castle

Practical Advice for Buyers 

http://www.youtube.com/watch?v=FFi2whWSBu8&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=4
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and I thought that money was going to be the one and only thing that the seller was 
interested in. But what was also important to them was the culture of the company their 
business would come to,” he said. “The owners cared about their associates, and it was 
very important to them that those associates who’d helped them build the business get 
a good home. With our culture as a family business, we were able offer a good place for 
them. Obviously the money is important, but there are other things that we could offer as 
a family business.” 

Additionally, buyers may find themselves dealing with a different group of decision makers and influencers in small 
companies. Quite often, multiple family members will have a say in the final decisions. Savvy buyers find ways to 
make it work for both themselves and the sellers. It takes flexibility on both parties’ parts. 

The best results are an outcome of identifying target opportunities that yield a win-win opportunity for both the buyer 
and the seller. Experienced dealmakers will tell you that management synergies always play an integral role. Smart 
buyers invest their time in identifying the right management teams on the sell-side. This is particularly important for 
firms such as Bertram Capital. 

“We get really excited when there is a solid team that really wants to take the company to the next level,” Hellier 
said. “For example, we invested side-by-side with a company in the apparel and footwear industry. The management 
team rolled their entire equity position into the business because they felt that in partnering with us, we brought the 
resources that would enable them to really grow the business the way they wanted to grow it. We partnered, acting 
really as kind of an outsourced corporate arm for that business, and in a little over two years of ownership, we more 
than doubled the business. It’s essentially the same team with some augmentation, but enthusiasm and some tools 
goes a long way.” As Hellier’s story shows, if the process is handled in a way that identifies the critical path to growth, 
the buyer gains a great investment, the seller gains solid equity and an opportunity for growth, and the company is 
part of a new future.

Kevin Malchoff  
Executive Vice President 

Global Business Development,  
Rich Products

http://www.youtube.com/watch?v=vGY1aLFBYlA&list=PLI8q6_k2ENdNGV_Pq0Ia00BO1GiRkriGR&index=2
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and financial investors will play an increasingly important role in stimulating 
the US economy. Both business owners and investors recognize the value of 
successful lower middle market businesses in America today. 

The lower middle market represents a great window of opportunity for both 
buyers and sellers at this point in time. As a result of continuing low interest 
rates, financing is readily available as a catalyst for making deals happen. 
Foreign direct investment is on the rise, bringing new buyers to the market. 
Sellers who can demonstrate their companies are solid performers are in a 
great position to attract the attention of multiple buyers and generate higher 
valuations. Those who take the time to prepare and arm themselves with 
expert advice will be best positioned to capitalize.

However, both buyers and sellers would do well to heed the advice of 
successful investors in this sector who place the highest importance on 
looking for a good synergistic and cultural fit. In the end, as many M&A 
experts have noted, deals succeed or fail on the strength of the relationships 
that support them.

“From Main Street to Wall Street - Growing Business in America” Symposium Session 
at the 2012 M&A Advisor Summit. To view session click on the photo above.

http://www.youtube.com/watch?v=sJ8DVsJfivo&feature=youtu.be
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s John S. Castle is Senior Vice President at Branford Castle, Inc., an 
investment/holding company primarily involved in the acquisition and 
growth of small to medium sized private companies.  For 2010, Mr. 
Castle was awarded the “Private Equity Deal of the Year - Up To $50 
million” and the “Private Equity Green/Environmental Deal of the Year 
- Up to $100 million” as determined by The M&A Advisor for the sale 
of E-Mon to Honeywell International.  Through Branford’s investments, 
John was/is also the Chairman of Carmel Car and Limousine Service, 

one of the leading providers of ground transportation in NYC and the world, and American 
Condenser and Coil, a leading automotive aftermarket supplier.  Prior to joining Branford, Mr. 
Castle worked in Mergers and Acquisitions at Dillon Read & Co. John is a 1995 graduate of 
Harvard College (cum laude in government) where he played a significant role as a running 
back on the varsity football team.  Mr. Castle graduated from the Harvard Business School in 

2000.  

Kirk B. Griswold is Founding Partner and Co-Founder of Argosy 
Capital. He is responsible for general fund administration, developing 
and assessing investment opportunities, providing strategic management 
support and monitoring investments. His experience encompasses a 
successful track record investing in over 70 companies. Previously he 
was a Manager and Consultant with Corporate Decisions, Inc. (now 
Mercer Management Consulting, Inc.), a Boston-based international 

management consulting firm. Mr. Griswold also had previous experience as President of 
a manufacturing company and as a manager and avionics engineer with the Integrated 
Logistics Support Division of Westinghouse Electric Corp. He earned an MBA from the 
Wharton School, University of Pennsylvania, with a dual major in Management and Finance, 
and a Bachelor of Science, Physics, from the University of Virginia. He has served as 
President of the Northeastern Regional Association of SBICs, on the board of the Greater 
Philadelphia Venture Group, Team Captain for the MS150 Bike Tour, and is a guest lecturer 
for the Finance Department of the Wharton School. 

Tom Farrell is Executive Vice President at Generational Equity. He 
works directly with business owners who are exploring the sale of their 
businesses. He is responsible for the review, initial analysis, selection, and 
recommendation of those companies which will be accepted to enter the 
M&A process with Generational Equity. His understanding of the Mergers 
& Acquisitions marketplace, combined with his experience with numerous 
businesses in a variety of industries, provides Mr. Farrell with a unique 
perspective. He has the insight and knowledge to assist business owners 

in determining the most appropriate and profitable time to exit their businesses. Mr. Farrell 
brings to Generational Equity a comprehensive background of over 38 years in strategic 
business development, executive management, and business ownership. As an entrepreneur, 
Mr. Farrell operated his own company which provided a wide range of services to private 
companies, including the development of strategic growth plans. He has also participated in 
M&A transactions involving both private companies and public corporations and has assisted 
large companies in the acquisition of small, strategic fit businesses.
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David A. Fergusson is the President of The M&A Advisor – the world’s premier leadership organization of mergers 
& acquisition, turnaround and financing professionals. Over his 30-year career, he has developed, acquired and 
managed over 40 product and service brands and companies across the North American and International markets. 
Mr. Fergusson leads the M&A Advisor’s US and international financial services operations, managing the publishing, 
media, event and connection services. Prior to joining The M&A Advisor in 2010, he was a founding partner of 
Paradigm Partners, a venture capital management firm practicing in small and mid cap business investment 
and operation, which conducted over 25 acquisitions during his tenure. The former Managing Director of Graj + 

Gustavsen, one of the country’s leading branding firms, Mr. Fergusson began his career in the development and management of 
leading sport lifestyle and home safety brands and provided brand marketing services to Fortune 500 corporations including ATT, 
Citibank and Glaxo. Mr. Fergusson enjoys a long business relationship with China – over 25 years, having been a member of the first 
US team to transfer performance sport apparel manufacturing from the United States to China in 1987. Since that time, he has been 
an advocate for strengthening Sino-US relations for the advancement of both countries. Mr. Fergusson is a graduate of Kings Edgehill 
School and the University of Guelph with a BA in Political Studies. 

David Hellier is Partner at Bertram Capital. David oversees Bertram Capital’s team of regionally based business 
development professionals, where he directs sourcing, investment opportunity assessment and intermediary 
relationship development. David is also responsible for developing and managing corporate development office 
relationships. Prior to Bertram, David was President and CEO of TheGemesis Corporation, an early innovator in 
diamond growth technology. At Ask.com (IAC) David’s leadership launched Ask Jeeves from the 312th ranked 
Internet site to the 12th largest site on the Web and built the company into one of the most widely recognized 
Internet brands. David held senior management positions at Iomega, establishing the company’s presence as 

Managing Director of the Asia Pacific region and subsequently running the $1B North American Sales and Marketing Division. David 
began his career at Gates Energy Products/Energizer Power Systems.

Kevin Malchoff is the Executive Vice President of Global Business Development for Rich Products Corporation. 
Kevin joined Rich’s in 1981 as group product manager in the Bakery / Food Service Division and advanced to group 
president for US/Canada in 2004, and to group president for Rich’s International business in 2007. Kevin is also one 
of four members of Rich’s Enterprise Strategic Leadership Team, reporting to the CEO, which guides the company’s 
business strategy. Kevin is responsible for leading Rich’s efforts to advance the strategies, capabilities and 
processes needed to accelerate Rich’s business success with acquisitions, alliances and joint ventures. He also sits 
on the Board of Directors for Rich’s. Prior to joining Rich’s, Kevin was a group product manager for General Foods 

Corporation, where he was responsible for Maxwell House Yuban Coffee in its foodservice division. Kevin is a member of the Board of 
Directors for the Students in Free Enterprise (SIFE) Worldwide organization. 

David S. Schaefer is Managing Partner and Corporate Chair at Loeb & Loeb. He practices in the areas of mergers 
and acquisitions and other strategic transactions. He generally represents strategic and financial buyers, sellers 
and investors; financial advisors; and boards of directors and special committees. Mr. Schaefer distinguishes his 
practice through its concentration in core industries such as financial services, including investment banks and 
private investment funds; entertainment and sports; traditional and digital media; information technology and private 
clients. Mr. Schaefer specializes in finding solutions to complex problems, shaping strategies and tactics to realize 
those solutions and forging consensus among stakeholders with divergent interests. Mr. Schaefer was a finalist 

for the Association for Corporate Growth’s prestigious Dealmaker of the Year Award in 2012. His M&A, joint venture and financing 
deals have been recently recognized as some of the most complex and significant commercial transactions of their kind by industry 
trade organizations and business publications including The Deal magazine, Thomson Reuters International Financial Review, the 
Association of Corporate Growth, Euromoney, and Global M&A Network’s Atlas Awards, among others. Mr. Schaefer is a graduate of 
the Massachusetts Institute of Technology and the New York University School of Law.
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Mark	Zeffiro is the Chief Financial Officer at TriMas. Mark Zeffiro joined TriMas in June 2008 as and is responsible 
for the overall leadership within the financial function of TriMas, including financial planning, external reporting, 
business analysis, treasury, tax and corporate capital. Mark has more than 20 years of financial, operational and 
business leadership experience with companies such as Black & Decker and General Electric Company. During 
his four-year tenure with Black & Decker, Mark most recently served as vice president of finance for the Global 
Consumer Product Group, where he had responsibility for financial and operational activities within the United 
States, Europe, Latin America and China, including growth, profit improvement and cost reduction initiatives. From 

2003 to 2004, Mark served as chief financial officer of First Quality Enterprises, a producer of consumer products distributed through 
health care management and retail channels, both domestically and globally. From 1988 to 2003, he held a series of operational and 
financial leadership positions of increasing responsibility at General Electric Company, concluding his 15 year service there as chief 
financial officer of its $3 billion medical imaging manufacturing division. He also has leadership experience in mergers and acquisitions, 
business process improvement, audit, and financial planning and analysis.Mark holds a Bachelor of Science degree in Quantitative 
Analysis from Bentley College.
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Generational Equity and its professionals work with middle-market business owners who are contemplating selling 
a business or seeking merger and acquisition opportunities. We assist owners in all areas of stock or asset sales, 
mergers, or divestitures. Our highly experienced merger and acquisition specialists provide insight and strategies on 
questions such as: When is it the right time to sell? Should all or part of the business be sold? Is the company buyer 
ready or should the focus be on building value for a future deal?

For most business owners the sale or other transition of a business is the single most important, and perhaps the 
largest, financial event that occurs in their lifetime. Most small or middle-market business owners do not have an exit 
strategy. Selling at the wrong time or without the right information can substantially lower the value of your business.

Generational Equity holds M&A focused seminars throughout North America. These seminars are designed to give 
business owners an overview of the overall M&A process. The seminar is full of helpful information which prepares 
the business owner to find and close a deal with an optimal buyer.

Our seasoned M&A professionals can help business owners anticipate challenges and understand what needs 
to be done at every juncture of a transaction. For every client we take to market, we prepare a customized 
marketing strategy that presents the business to the most appropriate potential buyers while maintaining strict client 
confidentiality.

We also have access to thousands of buyers who are actively seeking to acquire middle-market companies.

To help business owners navigate the M&A process, we hold complimentary, no-obligation M&A conferences. 
Please call 972-232-1100 between 8:00 a.m. and 5:00 p.m. Central Time for information on a conference near you 
and to determine if your business qualifies to attend. 

About Generational Equity
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The M&A Advisor was founded in 1998 to offer insights and intelligence on the M&A market. Over the past fifteen 
years we have established the premier global network of M&A, Turnaround and Finance professionals. Today, 
we have the privilege of presenting, recognizing the achievements of, and facilitating connections between the 
industry’s top performers throughout the world with a comprehensive range of services including:

M&A ADVISOR SUMMITS Exclusive gatherings of the industry “thought leaders”.
M&A ADVISOR AWARDS Recognizing and rewarding the excellence of the leading firms and professionals. 
M&A CONNECTS Direct connection service for domestic and international dealmakers and service providers. 
M&A ALERTS Delivering relevant news and the industry leader’s perspective.
MandA.TV Reporting on the key industry events and interviewing the newsmakers.
M&A MARKET INTEL Comprehensive research and reporting on the key issues facing the industry.
M&A LINKS The industry’s largest global network of M&A, Financing and Turnaround Professionals. 

To learn more about the M&A Advisors leadership services, contact info@maadvisor.com 

About The M&A Advisor
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