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2021 M&A Analysis & 2022 Outlook: Questions for Today & Presentation Outline

1. How was 2021 M&A Activity and what trends emerged?

2. What deals were particularly representative of 2021 activity?

3. What clues and strategic intelligence from deal activity can we
discern from our findings?

4. What are the implications for small- and medium-sized
companies in the GovCon sector?

5. With an early December vantage point, what might we expect for
2022?



2021 M&A Review and Analysis
A detailed look at sector activity
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Review of 2021 M&A in Sector: Summary Observations from Deal Activity

1. Another Record Year: As we approach year end, 2021 has been a record year in terms of deal volume and value. We have already
surpassed deal activity for 2020. We anticipate more than 500 deals across the main three subsectors of aerospace, defense, and
government services. Government Services has been the most active of these subsectors, as we anticipate over 200 deals to close or
be announced before year-end potentially.

2. Conducive Deal Environment: Despite growing headwinds from macroeconomic pressures such as inflation expectations, interest
rates, and labor market pressures, market conditions remained conducive enough to encourage intensified deal activity in 2021.

3. No Shortage Liquidity or Dry Power: Watching the robust 2021 deal activity from strategics and private equity groups, there seemed
to be plenty of dry power, cash, and leverage to get deals done at a premium. Even with the high volume of activity we witnessed this
year, this appetite for further consolidation and greater scale does not seem to be satiated.

4. Political Risks Helped Fuel Activity: Fears of higher taxes greatly increased the for-sale deal supply, as owners looked for exit ahead
of capital gains tax hikes. At our December 2021 vantage point, we can see these fears were overdone, at least for now. That said, this
fear accelerated many owners’ exit plans and drove a lot of market demand, especially in the lower middle market.

5. SPACS Contribute to Mega Mergers: Special Purpose Acquisition Companies (SPACs) continue to consolidate the industry providing
capital to do very large deals groups with groups such AST Space Mobile, Pine Island Capital, BlackSky, and LGL Acquisition Corp.

6. Capability Themes: Buyers seem to continue to pursue many of the same capabilities themes we witnessed in recent years.
Capabilities including digital transformation, Health IT, AI/ML, advanced data analytics, hypersonic, cybersecurity, and space seem to be
the most desirable themes in 2021.

7. Peak Valuation: Both precedent transaction and public trading comp multiples are up from a year ago. These multiples can vary
greatly by subsector/segment but range from 12x-17x on the public comps, and 12x-15x range for disclosed transactions.
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Quarterly Deal Counts: Aerospace, Defense, and Government Services

Source: Capital IQ, Dacis, company reports, and press releases.

28 33 30 39 34 31 28 37 29
56

15 17
29 34 25 36

19

24
31

14
17 22 20 28

25 40

29

16
30

38
48

42
42

32

31 13

19
22 26

24 16
29 20

31

24

22

46

46

44

64

57
83 77

63

78 82
75 72

91 89

116

55
69

113

128
111

142

108

Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4*

2018 2019 2020 2021

Aerospace Defense Government Services Total
* Q4-to-date as of Dec 8, 2021



6

Government Services Breakouts: Volume and Value Detail by Buyer Type Recently

Source: Capital IQ, Dacis, Houlihan Lokey, company reports, and press releases.
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Government Services Breakouts: Scale is a Major Determinant of Value

Source: Capital IQ, Dacis, Houlihan Lokey, company reports, and press releases.
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Deal Valuation: Middle Market Multiples by Primary NAICS Code over Time
541330 Engineering Services
TEV Range TEV $ Revenues $ TTM Rev 

Growth %
EBITDA 

Margin % TEV/Rev TEV / 
EBITDA N STD DEV 

TEV/EBITDA
10 - 25 19.7 19.5 13.6 21.8 1.2 5.5 9 0.7
25 - 50 32.6 20.2 4.2 31.6 1.7 5.4 5 1.4
50 - 100 70.5 43.7 11.8 20.8 1.7 8.6 3 2.1

Total 32.5 24 10.5 24.5 1.4 6 17 1.7

541511 Custom Computer Programming Services
TEV Range TEV $ Revenues $ TTM Rev 

Growth %
EBITDA 

Margin % TEV/Rev TEV / 
EBITDA N STD DEV 

TEV/EBITDA
10 - 25 17.3 11.3 15.3 21.3 1.6 8.1 8 3.3
25 - 50 34.2 18.4 21.2 32 2.3 7.1 10 1.7
50 - 100 71.4 38.5 23.8 27.7 2.4 8.5 4 2
100 - 250 121 37 15 32.4 3.5 10.8 4 1.7

Total 48.1 22.2 18.8 28.1 2.3 8.2 26 2.5

541512 Computer Systems Design Services
TEV Range TEV $ Revenues $ TTM Rev 

Growth %
EBITDA 

Margin % TEV/Rev TEV / 
EBITDA N STD DEV 

TEV/EBITDA
10 - 25 18.6 25.8 8.2 14.7 0.8 5.3 6.0 0.5
25 - 50 38.6 31.5 18.4 32.7 1.9 6.0 4.0 1.4
50 - 100 76.2 59.2 3.5 18.8 1.4 7.5 3.0 2.1

Total 38 35.3 10.2 21.2 1.3 6.0 13.0 1.4

Source: GF Data
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M&A Buyer Activity: Private Equity and Strategic Buyer Breakout

Source: CapitaI IQ, MergerMarket, company press releases. and Crossroads Staff estimates 
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Active Buyers: Strategic Buyers in 2021

Source: Capital IQ, company reports, and press releases.

The pace of M&A activity by strategics has outpaced the record deal activity of 2020 by over 35% 
year to date.
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Active Buyers: PE Buyers in 2021

Source: Capital IQ, company reports, and press releases.

PEG’s continue to be very active with over 90 platforms in the sector contributing to about 48% of 
sector M&A volume thus far in 2021.



12

Public Company Valuations: TEV / EBITDA Multiples Over Recent Years

Source: Capital IQ and company filings
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Select Transaction: Sev1Tech (DFW Capital) Acquires Geocent, LLC

Deal Summary

Announced – 10/4/2021 Closed – 10/26/2021 Target Location – Metairie, LA

Target website – https://www.geocent.com Acquirer website – https://sev1tech.com

Target Industry – Government IT Services Buyer Industry – Government IT Services Buyer Type – Hybrid

Press Release – https://sev1tech.com/sev1tech-acquires-geocent-bolstering-mission-focused-services/

Valuation & 
Structure

Total Transaction – undisclosed Valuation Metrics – undisclosed

Terms – Undisclosed

Target 
Description

Diamond Data Systems, Inc., doing business as Geocent, LLC, provides information technology and engineering services. It offers software
engineering services in the areas of custom software, service-oriented architecture, business intelligence, geographic information system
development, and mobile application development. The company also provides data center and core infrastructure services that include
public and private cloud, cyber security, systems management, virtualization, unified communications, and Microsoft Office 365 services; and
technology consulting services, such as technology planning, program and project management, portal implementation, CRM
implementation, agile and Scrum training, and justice and public safety services. In addition, it provides engineering and scientific support
services, including aerospace and systems engineering, manufacturing engineering, and site operations and technical support services. The
company serves various government clients, which include defense, space and missiles, homeland security etc.

Key Target 
Information 

Employee Count Est. – 330
2021 Revenue Est. – 62M
2019 Revenue Est. – 48.4M
Primary NAICS – 541330
F/O % Prime Obligations – 97%

Customers – DoD, DHS 
Vehicles/Schedules – IT 70, Seaport-e NXTG
Founded – 1992
Other –

Strategic 
Rationale

The acquisition strengthens scalability and solutions for meeting today’s emerging demands and the increasing sophistication of government
IT needs. The partnership links deep experience serving federal clients and driving digital transformation—a valuable addition for existing
and future contract opportunities.

“The combination of these management teams and the service synergies created will allow Sev1Tech to deliver even more complex solutions
to an incredibly mission-driven customer base-” Doug Gilbert, a Partner at DFW Capital

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

https://www.geocent.com/
https://sev1tech.com/
https://sev1tech.com/sev1tech-acquires-geocent-bolstering-mission-focused-services/
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Select Transaction: CGI Inc. acquires Array Holding Company, Inc.

Deal Summary

Announced – 10/4/2021 Closed – 10/4/2021 Target Location – Greenbelt, MD

Target website – Acquirer website – https://www.cgi.com/en

Target Industry – Government IT Services Buyer Industry – Government IT Services Buyer Type – Public

Press Release – https://www.cgi.com/en/news/government/cgi-acquires-array

Valuation & 
Structure

Total Transaction – $63.28M Valuation Metrics – 1.5x 2021 Revenue 

Terms – CGI Federal Inc. entered into a definitive agreement to acquire Array Holding Company, Inc. for $63.3 million on July 16, 2021.

Target 
Description

Array is a leading digital services provider that optimizes mission performance for the U.S. Department of Defense and other government
organizations.

Key Target 
Information 

Employee Count Est. – 275
2021 Revenue Est. – $42M
2020 Revenue Est. – $50M
Primary NAICS – 541511
F/O % Prime Obligations – 87%

Customers – Space Force, Air Force, Amry
Vehicles/Schedules – ITES-3S, IT 70, NETCENTS-2
Founded – 2018
Other –

Strategic 
Rationale

This merger will expand CGI Federal’s footprint into strategic markets, such as the U.S. Air Force and Space Command and add to its digital
modernization and DevOps capabilities.

ARRAY brings approximately 275 professionals to CGI, while enhancing and accelerating CGI’s position as a leading provider of digital
modernization services to meet the growing demand of U.S. public sector clients. The combined portfolio of enterprise application expertise
in modernization, DevSecOps, cloud, data analytics and cybersecurity further strengthens CGI’s position as a powerful end-to-end solutions
provider to federal, state and local governments.

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

https://www.cgi.com/en
https://www.cgi.com/en/news/government/cgi-acquires-array
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Select Transaction: Buchanan & Edwards Acquires RenXTech

Deal Summary

Announced – 11/16/2021 Closed – 11/16/2021 Target Location – Haymarket, VA

Target website – https://www.renxtech.com Acquirer website – https://buchanan-edwards.com

Target Industry – Government IT Services Buyer Industry – Government IT Services Buyer Type – Strategic

Press Release – https://buchanan-edwards.com/newsmedia/press-releases/be-acquires-renxtech

Valuation & 
Structure

Total Transaction – Undisclosed Valuation Metrics – Undisclosed

Terms – Undisclosed

Target 
Description

RenXTech, formerly Renegade Technology, is a recognized leader in delivering cyber, technical, analytical, and operational support to critical
missions within the Federal Government and commercial sectors. Comprised of industry experts who leverage deep technical skills and
specialized knowledge in support of national security operations, RenXTech helps customers identify threats, secure vulnerabilities, protect
valuable data, and achieve mission success.

Key Target 
Information 

Employee Count Est. –
2021 Revenue Est. –
2020 Revenue Est. –
Primary NAICS –
F/O % Prime Obligations –

Customers – IC
Vehicles/Schedules – NA
Founded – 2014
Other – VOSB

Strategic 
Rationale

Buchanan & Edwards (BE) has acquired cyber services provider RenXTech for an undisclosed sum in a push to expand BE’s footprint across
national security programs. BE said Tuesday it will merge the acquired business with the company’s R2C subsidiary to pursue mission support
opportunities in the government.

"With both companies combined and operating under the RenXTech marque, we will be able to pursue a wider range of mission essential
prime work, increase our ability to deliver more leading-edge support, and provide more opportunities for our employees. It’s a true win-win
for everyone," said Tara Davey, COO of BE

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

https://www.renxtech.com/
https://buchanan-edwards.com/
https://buchanan-edwards.com/newsmedia/press-releases/be-acquires-renxtech
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Select Transaction: Booz Allen Hamilton, Inc. Acquires Liberty IT Solutions, LLC

Deal Summary

Announced – 5/4/2021 Closed – 6/14/2021 Target Location – Herndon, VA

Target website – https://libertyits.com Acquirer website – https://www.boozallen.com

Target Industry – Government IT Services Buyer Industry – Government IT Services Buyer Type – Public Strategic

Press Release – https://www.boozallen.com/e/media/press-release/q1-2022/booz-allen-enters-agreement-to-acquire-liberty-it-solutions.html

Valuation & 
Structure

Total Transaction – $725M Valuation Metrics – 15.1x EBITDA; 2.1x Revenue

Terms – On June 14, 2021, Booz Allen Hamilton, Inc. announced that it had completed its acquisition of Liberty IT Solutions, LLC for $725
million, funded through a combination of excess cash on hand and net proceeds from Booz Allen's $500 million debt offering announced on
June 7, 2021. Booz Allen expects the transaction to be immediately accretive to Booz Allen's revenue growth rate, adjusted EBITDA margin,
and adjusted diluted earnings per shares (EPS) upon closing. Net leverage of ~2.5x is expected at close. Liberty IT Solutions is expected to
contribute approximately $300-$340 million of annualized revenue and approximately $46-$50 million of adjusted EBITDA in Booz Allen's
FY22. The acquisition's price represents approximately 13.5X expected FY22 adjusted EBITDA, net of anticipated tax benefits. The transaction
is expected to be $0.20 - $0.24 accretive to adjusted diluted EPS in Booz Allen's FY22.

Target 
Description

Liberty IT is a partner in the federal IT ecosystem driving transformation through leadership in application programming interface
development and the implementation of cloud and low code / no code (LCNC) solutions. The Company specializes in application
development, infrastructure management, cyber security and human systems integration in healthcare, security and intelligence, and civilian
operations.

Key Target 
Information 

Employee Count Est. – 600
2020 Revenue Est. – 340
2019 Revenue Est. – 200
Primary NAICS – 541512
F/O % Prime Obligations – 30%

Customers – VA, FAA, Navy
Vehicles/Schedules – T4NG, eFast, SeaPort-e
Founded – 2010
Other – SDVOSB

Strategic 
Rationale

“The addition of Liberty strengthens our unique market position as a leader in digital transformation, accelerates already robust growth in
our health business and beyond, and delivers value for our people, our clients, and our shareholders.” – Horacio Rozanski, Booz Allen
president & CEO

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

https://libertyits.com/
https://www.boozallen.com/
https://www.boozallen.com/e/media/press-release/q1-2022/booz-allen-enters-agreement-to-acquire-liberty-it-solutions.html
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Select Transaction: SAIC Acquires Halfaker & Associates, LLC

Deal Summary

Announced – 6/3/2021 Closed – 7/2/2021 Target Location – Arlington, VA

Target website – https://www.halfaker.com Acquirer website – http://www.saic.com/

Target Industry – Government IT Services Buyer Industry – Government IT Services Buyer Type – Public Strategic

Press Release – https://investors.saic.com/press-releases/press-release-details/2021/SAIC-to-Acquire-Federal-Health-IT-Company-Halfaker-and-
Associates/default.aspx

Valuation & 
Structure

Total Transaction – $250M Valuation Metrics – 1.5x Revenue

Terms – On July 2, 2021, SAIC announced that it had completed the acquisition of Halfaker and Associates, LLC for $250 million. Plans for the
acquisition were announced on June 3, 2021. The transaction, which was subject to customary closing conditions, closed as expected by the
end of SAIC's second quarter of fiscal year 2022, which ends July 30, 2021. SAIC expects the transaction to be accretive to its revenue growth
rate, adjusted diluted earnings per share, and free cash flow in fiscal year 2022. SAIC expects to fund the $250 million cash transaction
through a combination of cash on hand and incremental debt.

Target 
Description

Halfaker And Associates, LLC, a professional services and technology solutions company, advises and assists government organizations and
commercial clients on issues of national and global significance in various service areas. It offers services in the areas of organization and
strategy; intelligence, operations, and resiliency; supply chain and logistics; and information technology.

Key Target 
Information 

Employee Count Est. – 560
2020 Revenue Est. – 250M
2019 Revenue Est. – 190M
Primary NAICS – 541512
F/O % Prime Obligations – 40%

Customers – VA, DoL, Army
Vehicles/Schedules – T4NG, SPARC, 8(A) Stars II, SeaPort-e, CIO-SP3, VETS 2
Founded – 2006
Other – SDVOSB, WOSB

Strategic 
Rationale

“This acquisition reinforces SAIC’s commitment to supporting the government healthcare mission, including our strong support for the health
and wellbeing of veterans. It further accelerates SAIC’s profitable growth, brings key diverse talent, and offers access to strategic customers
and contract vehicles within health IT for the DOD and federal government,” said SAIC CEO Nazzic Keene. “Halfaker is a strong cultural fit with
mission-focused talent and enhances our ability to support our customers’ digital transformation needs and positions SAIC to be an
innovative technology solutions provider into the future.”

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

https://www.halfaker.com/
http://www.saic.com/
https://investors.saic.com/press-releases/press-release-details/2021/SAIC-to-Acquire-Federal-Health-IT-Company-Halfaker-and-Associates/default.aspx
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Select Transaction: The Ambit Group Acquires GreenZone Solutions, Inc.

Deal Summary

Announced – 03/02/2021 Closed – 03/02/2021

Target website – http://www.greenzoneinc.com Acquirer website – https://www.theambitgroup.com

Target Industry – Application Software Buyer Industry – IT Consulting & Other Services Buyer Type – Strategic

Press Release – https://www.theambitgroup.com/2021/03/02/ambit-merges-with-greenzone/

Valuation & 
Structure

Total Transaction – 10M-12M* Valuation Metrics – >7.0x TEV/EBITDA*

Terms  – The acquisition was completed in strategic partnership with AE Industrial Partners Structured Solutions I, LP an affiliate of AE 
Industrial Partners, LP, and financed by Atlantic Union Bank.

Target 
Description

GreenZone Solutions Inc. develops big data, data analytics, budget, financial, and performance management tools for businesses. Its
solutions and services include developing business intelligence dashboards, big data analytics solutions, data warehousing, investigative,
targeted, and predictive analytics, statistical reporting and visualization, activity-based costing and cost modeling, business modeling, and
decision support tools. In addition, the company offers enterprise IT support services, such as enterprise performance management, system
implementation and O&M support, waterfall and agile project management using SDLC, and application and system operations management.

Key Target 
Information 

Employee Count Est. – 80
2020 Revenue Est. – $10M
2019 Revenue Est. – $11M
Primary NAICS – 541512 Computer Systems Design Services
F/O % Prime Obligations – 86%

Customers – DHS, CFPB, Agriculture, DoD
Vehicles/Schedules – OASIS SB, 8(a) Stars II, IT 70
Founded – 2010
Location – Arlington, VA
Other – 8(a) exit date 5/05/2022

Strategic 
Rationale

The combination of Ambit and GreenZone creates a highly responsive, agile partner with a 17-year history of enabling government to deliver
mission programs and manage complex transformations. Ambit unites its human-centered approach with GreenZone's data expertise to
maximize efficiency, reduce friction, and recover costs. The newly combined organization is poised to deliver the next generation of
government, enabling federal organizations to accelerate their digital transformation goals.

"We designed and built Ambit with the intention of creating a platform company with the leadership, infrastructure, and ideation necessary
to attract strong business partners and position us for exponential growth. GreenZone is the perfect addition and complement to Ambit's
core strengths. Their leadership team built a data management powerhouse that provides federal customers the power to analyze,
personalize, and optimize critical decision-making processes.” Kim Hayes, Founder & CEO of the Ambit Group.

Sources: Federal Compass, Capital IQ, Mergermarket, company public filings, and Crossroads staff research

http://www.greenzoneinc.com/
https://www.theambitgroup.com/
https://www.theambitgroup.com/2021/03/02/ambit-merges-with-greenzone/


Demonstrating Value Drivers
Manifesting attributes that drive buyer interest
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Buyer Pool Dynamics: Lifestyle versus Corporate Minded Buyer Spectrum
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Private EquityPrivate Equity 
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Valuation Multiple Ladder: Assigning Value to Key Attributes

Buyers are more likely to reward companies demonstrating attractive characteristics with higher 
EBITDA exit multiples.

3.0x – 5.0x EBITDA
• 8(a) and set-aside contracts 
• Less attractive service 

offerings 
• IT staffing, facilities, 

management
• Mainly subcontractor 

positions 
• Commodity type services 
• Few cleared employees 

5.0x – 7.0x EBITDA
• Better mix of prime and 

subcontracts 
• Longer-term contracts
• Attractive waterfall & pipeline
• Some visibility into backlog 
• Proven growth rates > 10% 
• EBIDTA margins 8-10% 
• Highly attractive service offerings 
• Some cleared work  & some key 

agencies 

7.0x+ EBITDA
• Large prime awards 
• Long-term unrestricted 

awards 
• Strong backlog and visibility 
• Highly attractive service 

offerings 
• Mission critical capabilities 
• Highly cleared work – TS/SCI 
• Growth rates > 15%
• EBITDA margins > 10%

3.0x – 5.0x
5.0x – 7.0x 7.0x+
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Takeaways from M&A Recent Activity: Key Considerations for Targets

1. Unique Capabilities Drive Buyer Interest: As we have observed historically and in more recent past activity, demonstrating unique
capabilities are a key driver of buyer interest and M&A deal value. Advanced analytics, AI, cybersecurity, digital
transformation/modernization, health IT, and cloud services are capabilities most sought after in 2021 and this should continue into
2022.

2. Financial Buyers Are & Will Remain Active: Financial buyers remain active in the sector with over 90 platform companies operating
in the space. These financials have accounted for nearly half of M&A transactions this year. 2021 saw more of this activity by large
active PEG’s in the sector adding to scale and expanding existing platforms.

3. Buyers Seek Access to Key Contract Vehicles: Buyers will continue to pursue targets with key contract vehicles such as T4NG as
access lanes to prime opportunities narrow. Getting on Best-in-Class vehicles and their next generation counterparts is key to winning
sought after work and can be powerful barrier to entry that buyers will assign premium value.

4. Quality Waterfall & Pipelines: Perhaps more important than financials in determining the relative attractiveness of a target are two
items – the contract “Waterfall” and “Pipeline.” More than any other item, these materials give a sense of strategy, past performance,
growth potential, quality of earnings, and sustainability of profits. Having these at the ready and able to stand up to scrutiny can be a
key to differentiation. In the press release of the Liberty IT acquisition, BAH explicitly references their “…$2 billion in digital
transformation work over the past 18 months.”

5. Peer Comparisons & Benchmarking: Buyers will measure against their peers in their respective marketplaces. It serves as a
performance report-card, an improvement punch list, and a diligence readiness checklist. Understanding your relevant KPIs and how
they compare within your peer groups is key.

6. Communicating Value & Crafting a Compelling Narrative: Possessing unique capabilities and differentiated IP is not enough.
Communicating this value to the marketplace is essential to harnessing its benefits. Understanding a company’s own markets,
customers, opportunities, and competitive pressures is key to crafting a compelling narrative to customers, strategic partners, and in
the end – buyers.
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Outlook 2022: Headwinds Gathering yet Strong Activity Should Persist into 2022

1. Macro Fundamentals: As we finish up the year, the macro environment is still favorable for deals, but macroeconomic headwinds are mounting.
These include:
Ø Sustained Inflation – Will continue to push labor costs, energy, other supply costs reducing company operations margins
Ø Monetary Policy – As the Fed tapers and possibly tightens to combat inflation, we will see higher interest rates and less liquidity
Ø Credit Conditions – As rates increase, lenders and providers of financing on deals may become more restrictive
Ø Spending & Budgets – Although budgets are at historically high levels, the hangover from the recent profligate fiscal policy may dampen

future budgets and contribute to potential disputes and government shutdowns as we move into 2023. This may make planning harder for
companies as budget visibility becomes harder to ascertain.

Ø Economic Slowdown – Rate increases will likely slow the overall economy slightly, but we don’t see a recession in 2022, the industry also
shows a higher degree of countercyclicality, so this impact will not be much felt in the sector as in others

2. Labor & Talent Retention: In recent years, the challenge to attract and retain talent has been a persistent challenge. As labor costs rise and
talent is becoming more remote, company’s that can attract and retain talent is this environment will be able to better sustain growth and
command higher multiples. Reducing employee turnover will be de-risking the enterprise.

3. Broken Processes & Deal Overhang: With the rush to get out to market and close ahead of 2022, many processes were rushed, and diligence
service providers were severely backlogged. With so many deals going through the system, many things have been delayed, or perhaps corners
were cut to speed things up. With the high volume of deals going out to market, many deals may have been put on hold or taken off the market
completely for a time. At the same, we might have stolen a lot of the M&A volume from 2022 with the rush to market in 2021. Although we
expect January 2022 to be very deal-heavy, we expect a relative lull until Q2/Q3 of 2022.

4. Peak Valuation: Valuations are at our near peak and priced for perfection in many cases. It would be hard to imagine a scenario where they will
be higher a year from now than they are today. Although we expect valuations to decline slightly to historical and more sustainable mean levels,
we do not expect valuations to drop precipitously.

5. A Good Year: Despite all the headwinds identified, we expect 2022 to be a very good year. Buyer demand and the strategic rationale to build,
consolidate, and scale in the sector persists. 2021 will be a hard act to follow, but 2022 should be very good year for M&A in the sector.



Appendix/Reference Information
Additional analysis and data points
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What We Do: Blending Strategy with Investment Banking

Corporate FinanceResearch Strategy M&A Advisory

We help companies and entrepreneurs make and implement the toughest business decisions 

Identify New Markets
Decipher Market Trends

Find Partners

Understand Competitors

Identify Divestitures
Foresee Long-Term Risks

Select Focus Areas

Chart Deliberate Plans 

Exit Value Estimation
Transaction Preparation

What-If Analysis

Planning and Analysis

Sell-Side M&A
Capital Formation

Buy-Side M&A

Technology Transfer

All securities related activity is conducted through Oberon Securities LLC, member of FINRA (www.finra.org) and SIPC (www.sipc.org).

http://www.finra.org/
http://www.sipc.org/
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Important Information and Disclaimer

DISCLAIMER: The information provided in this report is for informational purposes only and is not intended to be, nor should it be considered to be, an
advertisement or an offer or a solicitation of an offer to buy or sell any securities. The information herein, or upon which opinions have been based,
has been obtained from sources believed to be reliable, but no representations, expressed or implied, or guarantees, can be made as to their accuracy,
timeliness or completeness. All opinions and information set forth herein are subject to change without notice. Past performance should not be taken
as an indication or guarantee of future performance, and no representation or warranty is made regarding future performance. Before entering into
any transaction, you should take steps to ensure that you understand and have made an independent assessment of the appropriateness of the
transaction in light of your own objectives and circumstances, including the possible risks and benefits of entering into such transaction. You should
also consider making such independent investigations by discussing the transaction with your professional tax, legal, accounting, and other advisors.

IMPORTANT INFORMATION: The information and opinions in this presentation were prepared by Crossroads Capital, LLC (Crossroads) and the
information herein is believed to be reliable and has been obtained from and based upon public sources believed to be reliable. Crossroads makes no
representation as to the accuracy or completeness of such information. Opinions, estimates, and analyses in this presentation constitute the current
judgment of the author as of the original date of this presentation. They do not necessarily reflect the opinions of Crossroads or its affiliated companies
and are subject to change without notice. This presentation is meant to impart general knowledge regarding M&A transactions only.

This presentation contains information obtained from third parties. Reproduction and distribution of third-party content in any form is prohibited
except with the prior written permission of the related third party. Third-party content providers do not guarantee the accuracy, completeness,
timeliness or availability of any information, including ratings, and are not responsible for any errors or omissions (negligent or otherwise), regardless
of the cause, or for the results obtained from the use of such content. Third party content providers give no express or implied warranties, including,
but not limited to, any warranties of merchantability or fitness for a purpose or use. Third party content providers shall not be liable for any direct,
indirect, incidental, exemplary, compensatory, punitive, special or consequential damages, costs, expenses, legal fees, or losses (including lost income
or profits and opportunity costs or losses caused by negligence) in connection with any use of their content, including ratings.



Thank You!

Tom Craig
Partner, FH+H Law Firm
703-590-1234
tcraig@fhhfirm.com
www.fhhfirm.com

Richard P. Phillips
Senior Partner, Crossroads Capital, LLC
202-286-2400
rphillips@crossroadscapitaldc.com
www.crossroadscapitaldc.com

All securities related activity is conducted through Oberon Securities, LLC, member FINRA and SIPC. 
Crossroads Capital is not an affiliate of Oberon Securities, LLC.

mailto:tcraig@fhhfirmr.com
http://www.fhhfirm.com/
mailto:rphillips@crossroadscapitaldc.com
http://www.crossroadscapitaldc.com/

