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M&A UPDATE
Full Spectrum of M&A Activity in 2Q 2014
M&A activity in the second quarter of 2014 involved sellers with a diverse set of ARM and RCM services and revenue from
$3 million to $160 million. Deals included both fast‐growing targets as well as distressed targets. Among the sellers were RCM
firms (offering services from coding to billing, and beyond), as well as niche law firms, debt purchasers and contingency collection
agencies.
Two of the more substantial deals involved the sales of Cymetrix and Convergent Resources, which also represent 2/3rds of the
private equity (PE) exits this quarter. On the other hand, PE firms represented 30% of the quarter's buyers; one acquired a new
platform and two made add‐on acquisitions. Strategic buyers, however, remain a dominant force in most industry transactions. On
a combined basis, pure strategics and PE‐backed strategics completed 90% of the deals in 2Q 2014.
Median deal value rose to $25.5 million up from $4.5 million in 1Q 2014, reflecting the heavy activity among, and interest in, the
industry's "middle market". Sellers with revenue of $25 million to $50 million comprised nearly 20% of this quarter's acquisitions, a
vast increase from just 2% in 2013. Similarly, those
Seller Revenue Segmentation
with revenue of $50 million to $100 million com‐
prised nearly 15%, up from 2% in 2013.
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In aggregate, ten deals totaling approximately $410
million brought the deal value in 1H 2014 to $1.3
billion, mirroring that of 1H 2013.
Mid‐Year Predictions:
 Technology and service providers that can help
clients better utilize their data and improve
efficiencies will be largely sought after for
acquisitions.
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 RCM vendors will have many attractive options
for partial/full exits, as well as for strategic
acquisitions.
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 Debt/NPL purchasers will sell in order to capitalize on the appetite for growth and expansion among publicly‐held companies and
others who are aggressively snapping up stakes in businesses globally.
 Highly distressed sales will continue to occur among firms losing clients due to non‐compliance with client or regulatory require‐
ments. Strategic buyers will benefit as they acquire clients and services on the cheap.
Note: This update is for informational use only. Information contained in this update is based on data obtained from sources believed to be reli‐
able, and in some instances contains estimates. Nothing in this publication is intended as investment advice. Use of any of the included proprie‐
tary information for any purpose without the written permission of Greenberg Advisors is prohibited.
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Greenberg Advisors, LLC provides trusted M&A and strategic advice within the financial services and business services sectors worldwide. The firm is best known for its
expertise in Accounts Receivable Management (ARM), Revenue Cycle Management (RCM), Business Process Outsourcing (BPO), and Specialty Finance. Focused on these interrelated sectors for nearly 20 years, the firm’s professionals offer a comprehensive, yet highly specialized perspective from which to advise clients, which has resulted in the completion of
nearly 100 merger & acquisition (M&A), capital raising, valuation, and strategic advisory engagements. These client successes reflect its distinct client-first approach, objective point
of view, deep sector expertise, and roll-up-the-sleeves work ethic.

