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Navigating the Private Equity Process

As a physician or practice administrator, chances are that you have received numerous emails or calls from private-equity 

investors wanting to talk about your business.

Valuations across healthcare and almost all subsectors within are near all-time highs as investors continue to look for quality 

assets with strong tailwinds and support.

It is also likely that some of your friends or colleagues may be involved in a transaction with an investor right now. You may 

also have second-hand experience with private equity deals or other knowledge of transactions, but no transaction is the 

same. Today’s presentation is designed to answer the following questions:

▪ What is private equity and why do they keep calling and emailing me?

▪ What do investors look for in a company?

▪ How are companies valued by investors?

▪ What are the advantages and disadvantages of partnering with private equity? 

▪ How do I maximize the value of my company or practice?

▪ What does an investment or sale process look like, how much work is it?

▪ Who is on my side in a transaction and what can I do if I have questions?
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Section I:
Founders Advisors Introduction

Alabama MGMA 
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Founders Advisors Overview

FIRM OVERVIEW
Founders is a mergers, acquisitions, capital sourcing, and strategic advisory services firm that has served middle-market companies since 2003. Founders prides itself

in employing a values based and very personalized relational approach to the transaction business. We continue to grow our firm with 7 practice teams across 6

industry sectors serving a national footprint. Today, Founders employs over 30 professionals and has offices in Birmingham, AL (headquarters); Dallas, TX; and

Houston, TX.

The majority of our clients are founder-owned and operated

companies across six industry groups that collaborate

together. We listen to our clients and take the time to truly

understand each client’s unique situation and desired

outcomes. Founders has been a trusted advisor to hundreds of

middle market business owners, supporting their growth

through tailored financing structures and ownership transition

transactions.

OUR CORE FOCUS

Sell-Side 

Advisory

Capital 

Raises

Spin-Offs / 

Divestitures

Targeted 

Buyside

DEDICATED PRACTICE AREAS

CAPABILITIES & FIRM HIGHLIGHTS

Strategic 

Advisory

$55B+
Founders Managing 

Directors’ Transacted 
Enterprise Value*

FIRM VALUES

Keep proper focus & do the right things at the 

right time

ORDER

Go the extra mile for our clients, co-workers & 

community

SERVICE

Define, communicate & own key results

ACCOUNTABILITY

Seek the truth, speak the truth & advocate the 

truth

TRUTH

All we do, we do well

EXCELLENCE

80+
Founders’ Completed 

Engagements
Since 2013

21%

Average Increase in 
Initial Bid to Closing

Reflection, evaluation & planned improvement

GROWTH

INDUSTRIAL 

TECHNOLOGY

▪ Manufacturing & Process 
Equipment

▪ Automation & Industrial 
IoT

▪ Electrical & Electronics

▪ Safety & Security

▪ Test & Measurement

CONSUMER

▪ Consumer Services

▪ Residential Services

▪ Food Services & 
Hospitality

▪ Education Services

▪ Retail Services

▪ Biopharmaceuticals

▪ Healthcare IT

▪ Healthcare Services

▪ Medical Technology

▪ Tools & Diagnostics

HEALTHCARE

▪ Utility Services

▪ Infrastructure Services

▪ Industrial Services

▪ Engineering & 
Construction

▪ Midstream & 
Downstream

INDUSTRIAL & 

ENERGY SERVICES

▪ SaaS

▪ DTC & eCommerce

▪ Digital Media

▪ Software

TECHNOLOGY

▪ Staffing & Recruiting

▪ Tech-Enabled Services

▪ Security Services

▪ Risk Management

▪ Management Consulting

BUSINESS 

SERVICES 

▪ Debt Financings

▪ Debt Refinancing's

▪ Minority 
Recapitalizations

▪ Growth Capital

▪ Special Situations

CAPITAL 

SOLUTIONS

*Represents experience at prior firms
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Founders’ Healthcare Services Team

Billy Pritchard – Vice President

Jack Houtz – Associate

Supports principals in client service and execution of deals through leading the underwriting process, coordinating the marketing process, and serving as a

key contact to management throughout the deal-cycle. Oversees and reviews industry and company research, financial analysis and external materials. Prior

to joining Founders Advisors, he served as Director of Corporate Development at Surgical Care Affiliates. Originally from Birmingham AL., Billy received his

B.S. in Finance from the University of Alabama. After completing his undergraduate degree, he earned his J.D. / M.B.A. from the University of Alabama.

Supports principals in client service and execution of deals

through conducting industry and company research, preparing

financial analysis and facilitating due diligence. Prior to joining

Founders Advisors, he worked for Amherst Holdings, SunTrust

Robinson Humphrey, and Bank of America Merrill Lynch.

Originally from Austin, TX., Jack graduated magna cum laude

with a B.B.A. in Economics and Business Administration with a

focus in finance from Millsaps College. He was a 4-year varsity

athlete in Men’s Lacrosse and 2015 Academic All-American.

Supports principals in client service and execution of deals

through conducting industry and company research, preparing

financial analyses, and facilitating due diligence. Prior to joining

Founders Advisors, he worked at Exelon Nuclear and Shaw

Industries in various financial roles. Originally from Chicago, IL.,

Jonathan graduated cum laude with a B.A. in Finance from The

University of Alabama. After completing his undergraduate

degree, he received a M.B.A. with a concentration and

certification in Finance from Washington State University’s

Carson College of Business.

Jonathan Elliott – Analyst

Michael White, Managing Director of Founders Advisors’ Healthcare practice, brings over 20 years experience in M&A and capital raising across all

healthcare sectors, as well as operational expertise. Michael began his career and spent 7 years at Bear Stearns, serving in a series of positions of

increasing responsibility in their Healthcare group. He then joined Barclays’ West Coast Healthcare team as a vice president and director for 6 years. Most

recently Michael has acted as a consultant, advising clients on a variety of strategic alternatives across multiple healthcare subsectors as well as serving as

Chief Financial Officer of Carbylan Therapeutics, a specialty pharmaceutical company. Michael received his B.S. in Finance from the University of Alabama

and his M.B.A. with a concentration in Finance and Accounting from the University of Chicago Booth School of Business.

Michael White – Managing Director

Duane Donner, Founder and CEO of Founders Advisors, is an accomplished entrepreneur and business advisor with comprehensive industry experience

and expertise. He began his career as a Project Engineer for Global Industries. During his tenure at Global, the company made several strategic acquisitions

and completed a successful IPO. Duane’s exposure to the growth and success that Global Industries realized through M&A and its ultimate IPO, encouraged

him to pursue entrepreneurship and ultimately a career as an M&A Advisor. After completing his MBA in 1995, Duane founded a branded food manufacturing

and distribution company that he expanded through a strategic acquisition and eventually sold. After selling his company, Duane partnered with a large

regional CPA firm to launch a mergers and acquisition practice group from the ground up. His experiences eventually led him to start Founders in 2003. The

firm now has 30+ professionals across 3 offices and 6 practice groups. Duane is very active in the community and serves on several ministry related boards

including Highlands College and Bridge 2 Rwanda. He and his family also helped start and continues to fund the UAB Healthcare Leadership Academy.

Duane Donner – Founder and CEO

Deal Execution Team

Firm Leadership
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Healthcare Transaction Experience

Additional Healthcare Experience*

Select Founders Healthcare Transactions

*Represents experience at prior firms

Buy-Side Advisor

Has been acquired by

Sell-Side Advisor

Has been 
recapitalized by

Sell-Side Advisor

Undisclosed Specialty 
Physician Practice

Has been acquired by

Strategic Advisor



7

Section II:
Overview of Private Equity

Alabama MGMA
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Private Equity Overview

▪ Alternative asset class used primarily for investing in publicly or privately held businesses

▪ Generally organized as partnerships

▪ Outside Investors – Limited Partners

▪ Private Equity Firm Management – General Partners

▪ Capital raised from various institutional investors and high net-worth individuals

▪ Acquire / Invest in public or private companies through debt and cash – Leveraged Buyout

▪ Generally hold investments for a 3 – 7 year period before selling / exiting

▪ Can be categorized according to multiple sets of criteria

▪ Investment size, fund size, geography, etc.
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Types of Private Equity Funds

Financial Investors

Private Equity Funds Mutual Funds

Hedge Funds Venture Capital Funds

Growth Equity Family Office Mezzanine Financing

Buyout Fund
Distressed / Special 

Situations
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Private Equity Investment Criteria

Size

< $5M

Annual Revenue

$1B

Annual Revenue

Investment Type

Minority Investment Buyout

Company Life Cycle

Startup Mature

Industry

Energy /

Oil & Gas

Healthcare / 

Life Sciences

Manufacturing / 

Industrials

Software / 

Technology
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Transaction Options

Control

L
iq

u
id

it
y

Outright Sale

100% of Equity Sold

Recapitalization

Sell Majority or Minority Stake

Status Quo

No Investment or Exit
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Section III:
What is Private Equity Looking For?

Alabama MGMA
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Valuation Framework

Determined as a function of buyer expectations 

of risk-adjusted future cash flows

Quantitative Value Drivers

• Margin Profile

• Growth

• Overall Size & Scale

• Customer Concentration

• Cash Conversion

• Leverage, Liquidity & Solvency

• Cost of Financing

Serves as a proxy for annual potential cash flows 

without the constraints of the company’s current 

capital structure or cycle of CAPEX
EBITDA

Multiple

Enterprise Value

Income Statement

Revenue

Less: Cost of Goods Sold

Gross Profit

Less: Operating Expenses

EBIT

Add: Depreciation & Amortization

Add: Adjustments

EBITDA
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Additional Qualitative Value Drivers

Key Value Drivers

Market PerformanceTeam Controls
Risk 

Management

Large 

Market

Stable & 

Predictable 

Cash Flow

Strong 

Management 

Team

Documented 

Strategic 

Plan

Sustainable

Competitive

Advantages

Growing 

Market

Sizable & 

Growing 

Market Share

Clear Vision, 

Mission & 

Values

Key 

Performance 

Indicators

Customer 

Diversification

Niche 

Market

High Margins 

Relative to 

Industry

Quality 

Employees

Strong 

Financial 

Controls

Proprietary 

Technology

High Barriers 

to Entry
High ROIC

High 

Employee 

Retention

Documented 

Operational 

Procedures

Exit 

Strategy
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Private Equity Value Proposition

Example Acquisitions

Assets / 

Purchase 

Price

$100M

Debt

$60M

Equity

$40M

Assets / 

Purchase 

Price

$100M

Debt

$10M

Equity

$90M

Assets / 

Purchase 

Price

$150M

Debt

$10M

Equity

$140M

Assets / 

Purchase 

Price

$100M

Debt

$60M

Equity

$40M

Efficient Capital Structure with No Growth Efficient Capital Structure with Growth

Transaction Exit in Year 5 Transaction Exit in Year 5

18% IRR 28% IRR

Ideal Acquisition Target Typical Transaction Strategy

▪ Stable, recurring cash flow

▪ Low capital needs (capital expenditures and working 

capital)

▪ Favorable industry trends

▪ Multiple avenues of growth

▪ Strong management team and opportunity to add value

▪ Acquire a company at a fair value using financial leverage 

(debt), execute growth plan, mitigate risk factors, and sell 

within 3 to 7 years

▪ Target returns are 20 – 30% depending on the size and 

risk profile of the investment

▪ Even without growth in the 

value of the company, the 

private equity group earns a 

respectable return

▪ If their organic growth initiatives 

succeed, the IRR reaches the 

desired 20% – 30% range
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Section IV:
Key Considerations for Physicians?

Alabama MGMA
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▪ Changes in the regulatory environment lead to significant 

compliance and administrative burdens for independent 

practices

▪ The more time and attention physicians spend dealing with 

these changes, the less time spent with patients

▪ Independent providers will need to find ways to address 

these growing costs & burdens, while maintaining the quality 

of patient care

Regulatory Changes Capital Needs

Key Challenges for Independent Physicians

Market Consolidation Pressure from Payors

Changes in the healthcare landscape are making the independent practice of medicine more difficult, creating a need 

for providers to consider strategic alternatives. 

▪ Bending the healthcare cost curve is a priority for all major 

payors, creating reimbursement pressure across all 

specialties

▪ Providers are seeking opportunities to build scale in order to 

create leverage during contract negotiations

▪ New, innovative reimbursement models create additional 

challenges for independent physicians, including increasing 

administrative burdens

▪ While consolidation is occurring at the provider level, it is 

also prominent in other healthcare verticals (payors, health 

systems, suppliers, etc.)

▪ The increased consolidation has impacted independent 

providers by reducing their negotiation power with key 

counterparts

▪ As consolidation trends continue, independent providers will 

look for opportunities to regain negotiating power through 

scale, while also attracting a larger pool of potential patients

▪ Independent providers need to keep pace with changes in 

technology and medical equipment, in order to provide the 

highest level of care of their patients, with regular capital 

expenditures

▪ As other industry headwinds continue, capital investments 

will be required in order to maintain profitability

▪ Private equity investment firms are poised to execute on 

strategic partnerships & serve as a provider’s capital partner 
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The Benefits of a Private Equity Roll Up

Make a Platform Investment

Private equity groups look to make entry into a provider 

market through a platform acquisition;  the ideal target is 

one of size, but also one with a base of best practices & 

sophisticated operations

Generate Operational Synergies

As new investments are made, integrations are completed 

and best practices are shared across groups in order to 

create operational synergies across the portfolio

Make Additional Acquisitions

Once a platform is in place, private equity groups will 

provide capital and expertise in order to complete add-on 

investments, adding size and scale to the portfolio

Expand Service Offerings

Private equity investors will seek to add additional ancillary 

services to the platform, creating new revenue streams for 

physician owners and expanding the spectrum of care for 

patients

Private equity investors are seeking investments that can generate value accretion over time through a combination of 

both organic and acquisitive growth.
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Key Points to Consider in a Private Equity Process

Market

Maturation

Owner

Energy

Legislative

Impact

Personal Needs

of Shareholder

Business

Performance

Capital

Markets

Business

Lifecycle

INTERNAL EXTERNAL

Industry

Outlook

• Typically, privately-held physician practices distribute excess 

earnings to shareholders either at year-end or on an interim 

basis

• Going forward post-transaction, shareholders will most 

likely be converted to a base salary plus bonus 

compensation package

• Determining actual post-shareholder compensation EBITDA that 

a buyer would calculate versus the EBITDA a seller derives is 

challenging

• There is a skill in calculating the difference, so everyone 

is on the same page before moving forward with a 

transaction

What is the "correct" EBITDA for Valuation

Potential Adjustments to EBITDA

• One-time or non-recurring items 

• Personal expenses running through the income statement

• Pro forma events such as new physician hires or departures, 

new clinic opening or closings, etc. 

• Correctly accounting for ancillary operations, such as labs, 

surgery centers, etc. 

• Accrual basis versus cash-based accounting systems 

adjustments

• Potential payor mix adjustments 
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Practice-Level and Personal Timing Considerations

Sellers

➢ Maximum 

Valuation

➢ Optimal Time 

to Sell

Sellers

➢ Lowest 

Valuation

➢ Partner with a 

Strategic

Investors

➢ Maximum 

Financial Risk

➢ Look for Strong 

Fundamentals

Investors

➢ Limited 

Financial Risk

➢ Optimal Time 

to Buy

OPTIMISM

EXCITEMENT

THRILL

EUPHORIA ANXIETY

DENIAL

FEAR

DESPERATION

PANIC

CAPITULATION

DESPONDENCY DEPRESSION

HOPE

RELIEF

OPTIMISM

Practice-level and Personal Timing Considerations

• Market demographics are positive

• Private equity dry powder is at an all-time high

• There is ~$1 trillion in private equity capital raised and undeployed

• Growing interest in specialty physician practices 

• Acquisition multiples are near all-time highs

• Multiples typically follow a cycle based on broader economic conditions

• Evaluate whether selling now with lower EBITDA and a higher multiple could offset 

selling later with higher EBITDA and lower multiple

• Current liquidity allows seller to take some future risk off the table 

• Retirement timing considerations

• Most buyers will want the physicians to enter into multi-year employment 

agreements

• Partnering with the right group will provide access to capital and increase future 

growth potential so their equity could be worth more in the future 

• Opportunity for multiple exits 

• Additional capital to grow the business organically and via acquisitions – larger 

businesses typically sell at higher multiples 

• Buyer could enhance back office operations thereby allowing physicians to 

focus more on the practice of medicine rather than administrative functions 

• Greater size leads to more power with payors, better purchasing power with 

suppliers and hopefully, better marketing to attract more patients 

• Don’t want to be the “last group standing” – as a defensive maneuver, 

want to avoid having the competition grow significantly and infuse 

significant marketing dollars into the local market while you are flat or 

growing at a slower pace
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Section V:
How Does a Sale or Investment Process Work?

Alabama MGMA
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Number of Market Participants

Key Process Considerations

1.

Message to Buyers

3. Competition & Maximizing Valuation

4. Negotiation Leverage & Favorable Terms

5. Strategic Positioning & Upside

6. Confidentiality & Access to Company/Data

7. Duration of Process

8. Managements Time & Attention

2.
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Comparison of Sell-Side Strategies

Limited Negotiation Targeted Auction Broad Auction

Description of Process
Process and negotiations limited to parties 

identified as most likely to consummate a 

transaction on terms favorable to seller

Target a selective number of prospective 

buyers, utilizing a two-step auction process 

to increase valuation and select terms 

favorable to seller

Wide range of potential buyers contacted, 

eliciting IOIs from all interested buyers prior 

to management presentation and diligence

Level of Disclosure Minimal Medium Comprehensive 

# of Potential Buyers 10 or fewer 10 – 100 100+

Approximate Duration Three to Six Months ~ Six Months ~ Six Months

Advantages

• Speedy execution with minimal business 

interruption

• Maximum confidentiality and easiest to 

terminate process

• Deal execution remains abbreviated but 

marketing materials are prepared to better 

position the Company

• Maintains confidentiality and avoids 

perception the Company is being sold

• Fosters competition among buyers and 

increases the likelihood that max value is 

achieved

• May identify unexpected parties with  

greatest synergies, renewed M&A focus, 

or upside potential 

Disadvantages

• Weakened negotiating position with little 

guarantee buyer will proceed

• May not realize maximum value

• Will require management’s time and 

attention

• Potential to miss buyer who is willing to 

pay the most

• Extends timeline and requires time and 

attention of management

• Confidentiality concerns mitigated through 

staged process and thoughtful participant 

selection

Based on the priorities and goals of our client, as well as market and company dynamics, Founders designs a market process that 

maximizes value and certainty of close for our clients.

Process structure and approach plays a large part in commanding each buyer’s attention throughout the M&A 

process, which eventually maximizes the chance of a positive outcome for the sellers 
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Key Deal Considerations

Deal Considerations Things to Consider

Speed and Certainty of Close ▪ How quickly can the investors move on diligence and closing? Time kills deals.

Cash at Close & Earn-outs ▪ Structure plays a big role in deal consideration. Not all enterprise valuations are equal.

Retained Equity Ownership
▪ Is there an opportunity for key shareholders to roll equity? An opportunity for a “second-bite” can drive 

significant value.

Tax Implications
▪ Is the transaction being structured in the most tax efficient manner, and what is the shareholder take-

home value?

Strategic Fit / Alignment ▪ Does the investor’s future plans for the company align with those of the shareholders? 

Value Add of the Investor
▪ What industry experience does the investor have, and how are they going to drive value for the 

business? This is particularly important when rolling equity.

Post-Acquisition Environment ▪ How does the investor’s culture align with that of the company’s? Do you like each other?

Stay Bonuses for Key Mgmt. / Staff
▪ Is the company’s key management team being incentivized to continue with the business post-

transaction?

Working Capital Treatment ▪ Working Capital can be both complex and materially impactful to shareholders’ net consideration. 

Risk Shifting Considerations
▪ How much cash is being held back at close, and what is the risk of the holdback amounts? Likelihood of 

retaining proceeds.
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Process Overview

Preparation Marketing Diligence Closing

▪ Investment Banker produces 
professionalized marketing 
materials 

▪ Banking team performs buyer 
research to find the optimal 
partner

▪ Leverage investment banking 
industry connections to ensure 
marketing materials highlight 
items buyers want to see

▪ Investment Banker facilitates 
first round of marketing with 
calls 

▪ Banking team works with 
management team to prepare 
Virtual Data Room (“VDR”) and 
management presentation

▪ Ongoing, weekly marketing 
updates

▪ Solicit and review first round 
bids (Indication of Interest –
“IOI”)

▪ Prepares data room in advance 
of management meetings

▪ Solicitation of final bids (Letter 
of Intent – “LOI”) 

▪ Drive increasing bids from IOI 
to LOI

▪ Assess final negotiations and 
analyzes available options 
before selecting a partner

▪ Arrange for final due diligence

▪ Buyers receive VDR access 
early in the process, allowing a 
shortened diligence phase

▪ On-going business due 

diligence and VDR buildout

▪ Develop financial package and 

unit economic model

▪ Draft & finalize marketing 

materials

▪ Research & tier buyers list

▪ Approve NDA

▪ Distribute marketing materials

▪ Conference calls with buyers

and management (if required) 

▪ Draft management presentation

▪ Management presentation dry 

run

▪ Prepare data room

▪ Solicit and review first round 

bids (Indication of Interest –

“IOI”)

▪ Select second round bidders

▪ Management presentations

▪ Site visits (if required)

▪ Data room access

▪ Detailed buyer due diligence

▪ Solicitation of final bids (Letter 

of Intent – “LOI”)

▪ Selection of winning bidder

▪ Negotiation of definitive 

agreement

▪ Confirmatory due diligence

▪ Signing and closing

30 – 60 days 30 – 60 days 20 – 30 days 45 – 60 days

Process Milestones
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Preparation

Phase Activities

Founders’ Due Diligence

Deliverables 

Investment Summary (Teaser)

Confidential Information Presentation (CIP)

Buyer Lists
▪ Internal operations and financial due diligence, 

including finalization of the Quality of Earnings 

▪ Develop the detailed financial forecast model

▪ Prepare the investment summary, confidential 

information presentation, two-tiered strategic buyer 

list, and two-tiered financial buyer list

▪ Begin gathering electronic data room 

documentation

▪ Founders will examine and review the following 

items to support the marketing phase: 

o Historical financial and operating results

o Audited or reviewed financial statements

o Market size and competitive landscape

o Financial forecast

o Growth strategies and opportunities

o Potential partners

Workloads

Founders Legal

QoE ReportDetailed Financial Model

Management 

Team

Preparation

(6 – 8 Weeks)
Marketing

Final Diligence & 

Closing

S
ta

g
e

s

Initial Diligence
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Preparation

Initial Marketing

Phase Activities

Founders’ Attention

Updates and Review Materials

Weekly Buyer Status Updates 

Indications of Interest Review

▪ Distribute offering memorandum to key partners 

identified in the preparation phase by utilizing key 

relationships and maintaining an open dialogue

▪ Conduct weekly status calls with company 

ownership

▪ Continue assembling electronic data room

▪ Receive and analyze indications of interest

▪ Founders’ will give senior level attention to key 

relationships and likely partners

▪ Founders has deep relationships with large 

strategic buyers and key private equity groups

▪ Founders’ team will reach appropriate decision 

makers, understand the market’s interest, anticipate 

and address concerns, and highlight the company’s 

fundamental strengths and growth opportunities

Marketing

(4 – 6 Weeks)

Final Diligence & 

Closing

S
ta

g
e

s

Workloads

Founders LegalManagement 

Team

Initial Diligence
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Secondary Marketing

Phase Activities

Founders’ Role

Management Meetings and Diligence Materials

Electronic Data Room

▪ Prepare the management presentation

▪ Prepare management for introductory meetings with 

key buyer representatives

▪ Discuss company’s strategy, service offering, 

addressable market, and other key areas in detail

▪ Provide access to the electronic data room

▪ Solicit and evaluate final bids from all parties

▪ Founders’ goals include increasing interest in the 

company, driving valuations higher, and reducing 

due diligence risks

▪ Founders has a strong track record of increasing 

bids from time of initial offer to the final offer through 

competition

▪ Founders assists management in evaluating the 

process timeline and potential risks

Rep & Warranty Insurance

Management Presentations Letter of Intent Review

Preparation Marketing
Initial Diligence

(4 – 8 Weeks)

Final Diligence & 

Closing

S
ta

g
e

s

Workloads

Founders LegalManagement 

Team
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Due Diligence and Closing

Major Considerations

Final Diligence Items

Information Requests Transaction Agreements
▪ Facilitate requests for information and further 

confirmatory due diligence

▪ Negotiate and finalize terms of the purchase 

contract

▪ Complete documentation and sign agreement(s)

▪ Exclusivity

o Defer granting exclusivity as long as possible

▪ Final Partner Selection

o Give preference to companies / groups who 

complete quality of earnings, working paper 

reviews, environmental reviews, IP diligence, 

etc. to reduce time and risk to close

o Select a final partner based on a multi-

variable function of fit, price, financing 

commitments, due diligence needs, and 

contract terms

Workflow Management

Workloads

Phase Activities

Preparation Phase Marketing Phase

Final Diligence & 

Closing

(8 – 10 Weeks)S
ta

g
e

s

Founders LegalManagement 

Team

Secondary Marketing
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Section VI:
Healthcare Valuations

Alabama MGMA
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Recent Healthcare M&A Activity

Valuation Drilldown by Pricing FactorEV / EBITDA – All Industries

Source: Pitchbook & GF Data

EV / EBITDA – Healthcare Services ValuationsValuation Commentary

▪ Private equity interest in healthcare continues to grow as

COVID-related impacts continue to be headwinds to other

industries

▪ Private equity is viewing the dislocation associated with

COVID as a time to be opportunistic and proactively put

money to work throughout the healthcare landscape

▪ Hot properties/processes are commanding premium

valuations

▪ Size-related premium for assets of quality continues to be

reflected in multiples paid

▪ EBITDA multiples for large, platform assets can command up

to 2.0x more than multiples for smaller comparables

▪ The size premium in healthcare services is more pronounced,

reflecting investor interest in quality assets

Buyouts Only

EBITDA Range All
Buyouts 

Only

PEG/Corp 

Seller

Above 

Average

Post-

Closing 

Mgt.

All Three

$2M - $3M 6.0x 6.0x 5.2x 6.6x 6.1x 5.7x

$3M - $8M 6.9x 6.9x 7.4x 7.6x 6.8x 8.0x

$8M - $15M 8.1x 8.1x 7.2x 8.4x 8.2x 8.4x

$15M - $25M 8.6x 8.7x 8.4x 9.2x 8.9x 10.0x

Total 7.1x 7.1x 7.1x 7.8x 7.1x 8.3x

N= 297 263 42 146 208 20

EV Range from 2003 – 2020

6.0x

6.9x

8.1x
8.6x

0.0x

2.0x

4.0x

6.0x

8.0x

10.0x

2003-2015 2016 2017 2018 2019 2020

$10M - $25M $25M - $50M $50M - $100M $100M - $250M

6.2x

7.4x
8.0x

8.8x

0.0x

2.0x

4.0x

6.0x

8.0x

10.0x

$10M - $25M $25M - $50M $50M - $100M $100M - $250M
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BIRMINGHAM
2400 5th Avenue S., Suite 100

Birmingham, AL 35233

Phone: 205.949.2043

DALLAS
180 State Street, Suite 225

Southlake, TX 76092

Phone: 214.295.1055

To provide securities-related services discussed herein, certain principals of Founders Advisors, LLC are licensed with Founders M&A Advisory, LLC, member of FINRA & SiPC. Founders 

M&A Advisory is a wholly-owned subsidiary of Founders Advisors. Neither Founders M&A Advisory nor Founders Advisors provide investment advice.

HOUSTON
3615 Wellborn Dr.

Fulshear, TX 77441

Phone: 346.326.1782

http://finra.org/
http://sipc.org/

