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Overview:

This document is intended to provide an overview of middle-market M&A activity in both the United States, as
well as Upstate New York. The material presented herein is based on third-party data that we consider to be
reliable; however, we make no representations as to its accuracy or completeness.

For purposes of this report, we define the “middle-market” as companies with enterprise values between $10
and $250 million. However, certain third-party data sources do not present data for deals falling into that size
range on a standalone basis, as doing so would potentially exclude deals where transaction values were not
disclosed (which is often the case for transactions in this size range). As such, we may reference overall
North America and Upstate New York M&A trends as a proxy for what’s happening in the middle market.

Summary:

Middle-market M&A activity continued its blistering pace throughout 2021. Activity has rebounded from the
temporary pause at the outset of the COVID-19 pandemic, and both the number and dollar value of deals hit
record highs in 2021. The quantity of M&A transactions is being driven by vast amounts of “dry powder” held
by private equity funds, large amounts of cash held by corporate buyers, and the availability of leverage at
low interest rates. The aging population of middle-market business owners is also likely driving the supply of
middle-market businesses available for sale, and fierce competition for those businesses continues to result
in a frothy marketplace.

Key Take-Aways:

• North American and Upstate New York deal activity hit record levels in 2021, and aren’t showing any
signs of slowing down.

• The COVID-19 pandemic caused many family- and founder-owned businesses to rethink their long-term
priorities and plans. That, coupled with high transaction multiples, continues to drive business owners to
explore liquidity through middle-market M&A transactions.

• Purchase price multiples remain at a high level going into 2022. Potential buyers have access to both
debt and equity capital and continue to aggressively look to expand their operations and/or portfolios
through middle-market M&A. Fierce competition and low costs of capital continue to drive up transaction
multiples.

We hope you find the information presented in this report to be useful and informative. Should you have any
questions, please feel free to contact us.

Very Truly Yours,

Jeff Lewis
IBTA Team Leader/ 
Partner
jlewis@bonadio.com
585.249.2862

Dave Dinolfo
IBTA Team Partner
ddinolfo@bonadio.com
585.662-2216
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North America 
M&A Activity

Annual Deal Activity

Source: Pitchbook

• The graph above shows annual North America deal activity for the last 10 years. 

• Deal count and value have been strong (and increasing) for multiple years, and 2021 
set a new record in terms of both deal count and value.

• The temporary decline in M&A activity due to the COVID-19 pandemic is evident on 
the annual graph, but can be seen more clearly in the quarterly graph on the next page. 
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North America M&A Activity (Continued)

Quarterly Deal Activity

Source: Pitchbook

• The graph above shows quarterly North America deal activity for the last 5 years. 

• M&A activity tapered off at the end of Q1 2020 due to the COVID-19 pandemic and stayed 
depressed through Q3 2020, after which it staged an impressive comeback, and increased 
in each quarter of 2021. 

• The increases seen above can be credited to a strong economy, the vast amounts of “dry 
powder” held by private equity funds, large amounts of cash held by corporate buyers, and 
the availability of leverage at low interest rates, as well as sellers willing to transact in this 
environment.
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North America M&A Activity (Continued)

Middle-Market Multiples

• GF Data provides data on private equity-sponsored M&A transactions with enterprise values 
of $10-250 million, and the above information is based on transactions through Q3 2021.

• The tables above confirm that middle-market deal trends are consistent with the overall 
North American M&A trends presented on the previous page. 

• One interesting item to note is the change in deal count during the COVID-19 pandemic. 
When delving deeper into the quarterly information, middle-market private equity-sponsored 
deals actually had a more dramatic slowdown in Q2 and Q3 2020 compared to the overall 
M&A market, but then rebounded faster, and there were actually slightly more of these deals 
completed in 2020 compared to 2021. That data is consistent with what we saw during the 
pandemic; namely that private equity firms quickly changed their focus during the pandemic 
from completing new deals to helping their existing portfolio companies weather the storm, 
but then quickly resumed their frenetic deal pace.

• It’s also interesting to note the divergence in EBITDA multiples between the overall M&A 
market and smaller firms. As the above data shows, larger firms consistently attract higher 
multiples than smaller firms. This is further evidenced in PitchBook’s “2021 Annual Global 
M&A Report”, which indicates a 2021 average EBITDA multiple of 10.2X on an average deal 
size of $408.9 million. The “size premium” is very real.
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Upstate New York 
M&A Activity

Deal activity in Upstate New York (see charts on next page for list of regions included) has been
consistent with the national trends in recent years. In 2021, deal volume recovered from the pandemic
lows of 2020, and hit a new five year high. Quarterly deal counts returned to historical levels in Q1 2021,
and finished the year at a record level. Approximately 64% of the deals closed in Q4 2021 were in either
the Rochester, Syracuse or Buffalo regions. The information presented in the tables below and on the next
page includes data for all M&A transactions, regardless of size, in Upstate New York.

Total # of Deals (2017–2021)
Source: CapIQ

Quarterly # of Deals (2019 – 2021)
Source: CapIQ
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Upstate New York M&A Activity (Continued)

Total Deals by Region
Source: CapIQ

Region 2019 2020 2021

Hudson Valley 56              50              51              
Buffalo 54              56              47              
Rochester 31              24              40              
Albany 34              33              34              
Syracuse 26              24              35              
Elmira 7                7                11              
Binghamton 13              3                6                

Total 221            197            224            

# of Deals

Total Deals by Industry
Source: CapIQ

Industry 2019 2020 2021

Industrial 76              61              68              
Consumer Products 48              41              55              
Technology and Communications 39              39              42              
Healthcare 28              19              29              
Finance 22              28              21              
Other 8                9                9                

Total 221            197            224            

# of Deals
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Upstate New York M&A Activity (Continued)

Upstate New York 2021 Deal Spotlight

Hammer Packaging is a high-quality package printing company
serving the beverage, food, household, health & beauty and
horticulture markets. Hammer supports some of the world’s most
recognized and innovative consumer brands. It is known for its
investment in leading-edge technology, its commitment to high
quality printing, and its dedication to exceptional customer
service.

Hammer is located in Rochester, NY and has been operating for
over 100 years. Jim Hammer, former President & CEO, was the
fourth-generation owner of the family business and grew the
business substantially over the years. As Jim approached
retirement, he was interested in selling the business to a buyer
that would continue the success and reputation that Hammer
built in the marketplace.

In March 2021, Hammer was acquired by Fort Dearborn
Company and now operates as Hammer Packaging, a Fort
Dearborn Company. Fort Dearborn Company was a strategic
buyer and competitor of Hammer. For Dearborn Company is
located in Elk Grove, Illinois.

The combined organization takes advantage of Hammer’s state-
of-the-art technology to enhance Fort Dearborn’s leadership
position in the decorative label and packaging marketplace.

In July 2021, Clayton Dubilier & Rice (CD&R) acquired and
combined Fort Dearborn and Multi-Color Corporation (“MCC”), to
create the world’s largest label solutions company serving
customers worldwide. CD&R acquired Fort Dearborn and MCC
from global private equity investors Advent International and
Platinum Equity, respectively. The combined company is
expected to generate approximately $3 billion of annual revenue.

Hammer continues to operate from its location in Rochester, NY.
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Bonadio Insights

Managing Expectations When it Comes to EBITDA Multiples

One of the most common ways to value a middle-market business is to multiply the company’s EBITDA by
a market-based EBITDA multiple. Multiples reflect the market’s perceptions of a company’s strengths and
growth prospects as well as risk. A simple concept on the surface, multiples and what they represent are
commonly misunderstood by owners of middle-market businesses. We frequently have discussions with
middle-market business owners whose expectations have been shaped by dramatic news reports about
M&A multiples as a whole, or multiples reported on specific transactions in their industry. Comments such
as, “I read an article that my direct competitor just sold for 12 times EBITDA. Surely my business must be
worth a similar multiple!” are not uncommon. Not so fast. In addition to understanding differences in
individual businesses and the transaction motivations of the individual participants in a specific
transaction, it’s important for business owners to understand the differences between so-called “Wall
Street valuations” compared to so-called “Main Street valuations”. If an owner of a small software
company sees that Google is trading at a multiple of 15x EBITDA, it is not reasonable to assume that his
business should be valued using a similar multiple. When valuing a middle-market business, there’s much
more that goes into determining a reasonable valuation (which in turn can be converted into an EBITDA
multiple).

There is more art than science in determining a market-based EBITDA multiple. They differ by industry
and the size of the company being valued. In addition, various valuation “enhancers” and “detractors” are
inherent in every business (i.e. size, financial performance, customer or supplier concentrations,
management quality, employee retention, market share, competition, internal systems/policies, etc.), and
they can significantly impact the EBITDA multiple used. However, all else being equal, fewer valuation
detractors will result in higher multiples. As such, it’s important that business owners understand how their
business may be perceived by market participants. By understanding a company’s valuation enhancers
and detractors, business owners can (and should) work to further strengthen enhancers and
address/minimize detractors before going to market. Although that takes time to accomplish, the end-
result can be a significantly higher transaction valuation.

As illustrated earlier in this report, larger companies typically sell for dramatically higher multiples than
middle-market or Main Street companies. Larger companies offer less perceived risk, generally have
fewer valuation detractors, and typically generate greater competition amongst potential buyers.

Bottom Line: Multiples are a simple way to discuss valuations, but every business is unique and middle-
market business owners should generally not draw conclusions from overall market multiples or specific
transactions. It is far better for middle-market business owners to have an investment banker analyze the
business through the lens of potential buyers to help set expectations regarding potential valuation in the
market-place.

Disclaimer

The material included throughout this report has been prepared for general, informational purposes only
and is not intended to provide, and should not be relied on for, tax, legal or accounting advice. Should you
require any such advice, please contact us directly. The information contained herein does not create, and
your review or use of the information does not constitute, an accountant-client relationship.



Investment Banking

Our Investment Banking team specializes in sell-side investment banking transactions, 

assisting business owners looking to sell and exit their businesses. We generally serve 

companies with annual revenues from $10 million to $100 million and enterprise values 

from $5 million to well over $100 million. 

Our clients concentrate on maximizing value by doing what they do best: building 

and running their businesses. We seek to maximize value by doing what we do 

best: conducting a disciplined sell-side investment banking process. Our process is 

comprehensive, minimizes disruption to our client’s daily operations, and is designed 

to maintain confidentiality and maximize value. Our proven six-step process is 

illustrated on the following page.

When selling your business, the transaction structure and your after-tax proceeds are 

just as important as the purchase price. One of the many benefits of using Bonadio’s 

Investment Banking team to sell your business is our ready access to experienced 

tax professionals from Bonadio’s traditional accounting and tax practice, whom we 

involve in every transaction.

It’s never too early to start planning for the sale of your business. We would welcome 

the opportunity to connect with you to discuss your goals and objectives, as well as 

our go-to-market readiness assessment tool. 

About The Bonadio Group

The Bonadio Group is comprised 

of accounting, tax, consulting, 

and personal financial services 

entities, including Bonadio & 

Co., LLP, a nationally-ranked top 

50 CPA firm founded in 1978. 

With over 850 team members 

across 10 offices, we have the 

ability to draw on professionals 

from many different disciplines 

to meet your needs. That said, 

our service delivery style is 

similar to smaller firms. You 

will be pleasantly surprised by 

our level of responsiveness, the 

involvement of our partners, 

and our commitment to being 

a trusted business advisor. 

For more information, 

visit bonadio.com or 

call 877.917.3077

Our Investment Banking Practice



Investment Banking

2 Planning and 

Preparation

• Engage advisors and assemble team

• Internal due diligence to identify (and correct) potential issues

• Determine potential buyers and marketing strategy

• Prepare information memorandum (and related documents)

1 Assessment

• Determine goals and objectives/review alternatives

• Preliminary market research and benchmarking

• Estimate preliminary valuation range

• Discuss due diligence readiness

3 Marketing

• Initiate contact with potential buyers

• Communicate bidding process

• Distribute offering materials

• Coordinate (preliminary) information requests

4 Deal 

Making

• Receive offers

• Establish precise deal terms

• Analyze and negotiate simultaneously

• Select winning offer

5 Due 

Diligence

• Coordinate due diligence

– Financial

– Operational/other

• Address issues and negotiate deal impact

6
Transaction 

Documents 

and Closing

• Negotiate definitive agreements (addressing issues that arise)

• Coordinate satisfaction of deal contingencies

• Close

• Post-closing true-ups

The Bonadio Investment Banking Process
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CONNECT WITH US: 877.917.3077 | bonadio.com | 

Our Investment Banking Practice
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