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“A�er a very busy Q4 of 2021, 
the market is beginning to 
cool.   However, we remain 

very busy closing transac�ons 
as well as adding new 

clients.” 
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2021 was a very ac�ve year for M&A and as expected the 4th quarter was quite busy.  While deal count and 
valua�ons dropped in Q1 2022, when compared to Q1 2021 the differences were less acute (and average valua�ons 
remain higher). Consistent with past years, the transac�on count in our region grows steadily throughout the year 
and we an�cipate seeing this trend con�nue in 2022. We have seen the appe�te by strategic and financial acquirers 
for high quality companies with durable revenues and excellent profitability con�nue to strengthen. These 
companies are commanding significantly higher than average valua�ons as the appe�te by acquirors for high quality 
companies con�nues to grow. 

The larger ques�on is what does the future hold for deal ac�vity in an infla�onary/global conflict/pandemic 
environment? Our view is that deal ac�vity will remain elevated, even if valua�ons drop. With $2-3T of private 
equity and $10T of private debt to be deployed, ac�vity will remain robust. In the US today, there are over 7 million 
private companies with owners over 55 years of age, while there were only 14,000 middle-market M&A deals last 
year. So many years of M&A backlog remains as genera�onal wealth is recycled (as baby boomers increasingly look 
to re�re.)  

With 36 years in M&A, Alexander Hu�on, Sea�le’s oldest investment banking firm. We have seen the M&A market 
through mul�ple cycles. See page 4 for Managing Director Sco� Hardman’s reflec�ons on exogenous events and 
their impact on deal ac�vity.

As shown by the breakdown below, deal ac�vity con�nues to reflect the diversified economy in which we live. Our 
current mandates involve buyers and sellers throughout the region in a variety of industries.     
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M&A Insights

Lately, I have been reflec�ng on how durable the 
market is for owners who want to sell their 
successful private companies. This reflec�on was 
ini�ated by two separate but related facts:

1. Even while the pandemic was s�ll raging, a
record number of private company
transac�ons closed in 2021.

2. Even with Russia’s invasion of Ukraine and
interna�onal tensions extremely high, we
are preparing to close three transac�ons.

Over our 36 year history and 220 closed 
transac�on, we have experienced stock market 
crashes, 9/11, a tech bubble burst, a Great 
Recession, geopoli�cal incidents/unrest, a 
pandemic and more. While the rela�ve volume of 
transac�ons have varied, the M&A market for 
successful private companies has endured through 
all of these.

In understanding the M&A market following an 
unse�ling event, what economists call exogenous 
shocks, it is helpful to think of a predictable 
sequence:

1. Market is func�oning normally.
2. Exogenous event occurs.
3. M&A market goes on hold for a period

(approximately one to six months).
4. Market resumes having taken into account

the event and its expected impact.

The above can be seen in a real world example 
from the Spring of 2020 during the ini�al outbreak 
of COVID-19. We were preparing to close a 
transac�on for a client in the home services space 
in March of 2020 just when COVID-19 and the 
resul�ng shutdowns began. The debt provider for 
the transac�on withdrew given uncertainty in the 
global banking markets. However, once the debt 
markets resumed the transac�on closed 90 days 
later than previously scheduled.

Another example of the durability was in the Fall of 
2020 when we were moving another home services 
client’s transac�ons towards closing and COVID-19 
cases began surging. The surge impacted the 
company’s performance as a number of employees 
including our client caught COVID-19. However 
within a few months the company’s normal 
opera�ons resumed and the transac�on closed as 
planned.

We always welcome the opportunity to have a 
confiden�al conversa�on with a business owner 
thinking of selling all or part of their company. We 
have a commitment to being helpful even if we 
never actually have a formal rela�onship with a 
company. Please see our website 
(www.alexanderhu�on.com), send an e-mail 
(shardman@alexanderhu�on.com) or call us at 
206.341.9800.

The Durability of the M&A Market for Successful 
Private Companies 
SCOTT HARDMAN, MANAGING DIRECTOR
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Washington con�nued to have the most deal ac�vity of any state in the region with almost 60% of the 
transac�ons. This conforms to previous quarters and is to be expected given the rela�ve size of 
Washington’s economy compared to other states in our region. However, it is noteworthy that the other 
states in the region such as Oregon, Idaho and Montana con�nue to have significant ac�vity. This is 
confirma�on of our experience and convic�on that acquirers are willing to look “off of the beaten path” 
for opportuni�es. Our closing of three transac�ons in Montana (and one in Oregon) in the past six 
quarters is further evidence of this fact. 

Transac�ons by State
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Over the 220+ transac�ons we have 
completed since our founding; financial buyers 
have represented nearly 50%. However, over �me 
as more private equity capital has been raised, 
the percentage of transac�ons completed by pure 
strategic buyers was previously trending 
downward. Q1 has shown great resurgence in 
strategic buyer transac�ons increasing 10% from 
year end 2021.  We closed on Sea�le’s RH Brown 
sale to Bas�an Solu�ons (Toyota) in the fall, a 
transac�on that reflects strategic buyers con�nu-
ing to seek acquisi�ons for exposure to our 
dynamic economy. 

Understanding the universe of buyers and their 
different perspec�ves has been a cri�cal element 
in our ability to offer our clients wise counsel 
throughout their transac�ons. 

Strategics

Financials Buyers
68%

 

SARAH EVERED
ASSOCIATE
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Strategic vs. Financial Buyers

Northwest Market Update - 1st  Quarter 2022 6

“O�en when clients begin the process of selling their business, they have a clear 
idea in mind of who the likely buyer will be. However, as M&A advisors we strive 
to create op�ons for our clients beyond what they ini�ally expect. That means 
bringing both strategic and financial buyers to the table. We have found that �me 
and �me again, the buyer who provides the best price, deal structure, and cultural 
fit is o�en one that the seller never expected.”

Strategic Buyers
38%

Financial Buyers
62%

Strategic Buyers Financial Buyers



How does the Northwest compare to the rest of the na�on? 

The en�re Western US has been a magnet for 
workers looking to relocate in a “work from 
anywhere” environment.  We are fortunate to live 
in a region where quality of life can s�ll be found.  
Ci�es like Sea�le, Spokane, Portland, Boise, Boze-
man or Salt Lake City are all seeing benefits (and 
some�mes challenges) of the great “reverse 
migra�on.” All have benefited from employment 
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USA Deal Count & Median Deal Value

and popula�on growth in a post-Covid 
environment. With world-class companies 
including Washington Companies, Micron, Intel, 
Qualtrics, Microso� and Amazon anchoring our 
regional economy, there thousands of small 
private companies can grow with them and 
eventually transact.   

NW vs. The United States
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For  more informa�on visit our website at www.alexanderhu�on.com.

Who We Are

With 220 completed transac�ons, 
Alexander Hu�on is the most established 
Middle-Market Investment Banking firm in the 
Northwest.

Since 1986, we have 
completed more deals 
than any other 
middle-market 
investment banking 
firm in the Northwest.

Our clients are in a variety of industries that reflect the 
Northwest's worldwide exper�se in manufacturing, 
technology, services, healthcare, and logis�cs.

Alexander Hu�on is a very proud member of the 
Northwest region and puts great value in our local 
connec�ons and nurturing our community from all levels of 
our firm.

What We Do

M&A
Advisory

Strategic
Advisory

Debt
Advisory

www.alexanderhutton.com



