
Northwest 
Market Update
2022 Year in Review



Northwest Market Update | 2022 Year in Review2
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the broader Alexander Hutton 
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many clients for the trust they 
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NW Market Overview

Dealmaking Slows in 2022
The M&A middle market saw a steady decline in deal 
count through the fourth quarter of 2022. The above 
graph, which shows middle market M&A transactions in 
the Northwest states, mirrors the general trends of the 
M&A market at large: deals are still getting done, but at a 
slower pace than last year.

Given the unprecedented M&A boom in 2021, a 
cooldown was expected. Macroeconomic factors like the 
rapid interest rate increases sent a shock wave through 
the public equity markets, and IPOs came to a virtual 
standstill. Under these economic conditions, the upper-
middle market is typically impacted sooner and more 
aggressively than the middle and lower-middle markets. 
We have seen this reflected in the slight decline but 
continued stability in our region’s lower-middle market 
deal flow.  However, the higher cost of debt in 2022 has 
directly affected the middle market, as it makes leveraged 
buyouts significantly more expensive for the acquiror. 
As a result, acquirors become more conservative, and 
valuations decrease.

Private Equity Stays Consistent
Private equity continues to actively seek middle market 
acquisitions, particularly add-ons for existing portfolio 
companies. Although dealmaking by volume declined 
19.5% for the year, PE fundraising remained as strong 
in 2022 as in 2021. Investors are seeking alternative 
investments that yield a high return that the stock market 
is no longer providing, and private equity has historically 
been one of the most successful alternatives. Private 
equity-backed acquisitions are increasingly being financed 
with private debt. From our position as M&A advisors, we 
are still receiving frequent inbound interest from private 
equity firms seeking to acquire both platform companies 
and add-ons to their existing investments. Demand for 
high-quality companies in attractive industries remains 
strong.

Small Businesses Remain Successful
The Wall Street Journal found in a recent study that 60% 
of small businesses expect to increase revenues in 2023 
due to tapering inflation rates and the ability to increase 
prices. Further, layoffs from large tech companies in 
the Northwest like Amazon and Microsoft may provide 
new talent to smaller, private companies looking to hire. 
For small to medium-sized businesses that continue to 
perform, owners and shareholders will continue to see 
opportunities in 2023 for successful exits to both strategic 
and financial buyers. 

The State of the NW Market in 2022

Demand for high-quality companies in 
attractive industries remains strong. 
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Transaction Spotlight
PureDry Restoration Has Been Acquired by HighGround 
Restoration Group
SEATTLE, WA – Alexander Hutton is pleased to announce 
the acquisition of its client Surdi Enterprises dba PureDry 
Restoration and PureClean Carpet Cleaning (“PureDry”) 
by HighGround Restoration Group, Inc., a portfolio 
company of Trivest Partners. 

PureDry is a leading home services brand in the greater 
Seattle area known for its high quality work and 
exceptional customer service. The Company has been 
acquired by HighGround Restoration Group, a platform 
founded by Trivest Partners in 2020 that encompasses 
some of the nation’s leading water damage restoration 
brands. With the acquisition of PureDry, HighGround 
gains a highly successful and rapidly growing addition 
to its family of brands and enters the desirable Pacific 
Northwest market. Ben Surdi, Founder and CEO of 
PureDry, will continue to manage the Company’s 
operations and drive growth within the Northwest region.

Now a prominent brand in Seattle home restoration, 
PureDry was founded in 2010 when CEO Ben Surdi bought 
a carpet cleaning van. He grew the business by providing 
a premium, best-in-class customer experience, then 
expanded into the water damage restoration market in 
2016 under the name PureDry Restoration. Under Ben’s 
leadership, PureDry has cemented its strong reputation 
and brand presence, consistently ranking as one of the 
fastest growing businesses in the region and in the nation 
on lists by the Financial Times, Inc. 5000 and the Puget 
Sound Business Journal. 

Commenting on the transaction, Ben said, “We are 
thrilled to be partnering with HighGround. Out of a 
variety of potential partners, HighGround was the best 
fit for us due to their customer-centric culture and strong 
growth trajectory. Over the past few years PureDry has 
scaled significantly within the Pacific Northwest, and this 
partnership will help us continue building upon our past 
success.” 

Regarding the transaction, Alexander Hutton Managing 
Director James Thompson said, “We sincerely 
congratulate Ben and the whole PureDry team on this 
successful transaction. Ben’s vision and leadership 
ability enabled him to grow PureDry into one of the top 

home restoration brands in the Northwest, and we were 
honored to serve as his M&A advisors and help move the 
Company into its next phase of growth.” 

Legal counsel for PureDry was K&L Gates, and HighGround 
was represented by Akerman LLP. 

MORE ABOUT PUREDRY RESTORATION 
Headquartered in Snohomish, Washington, the PureDry 
and PureClean brands provide exceptional customer 
service in water damage restoration, carpet cleaning, odor 
removal, and mold removal in northwest Washington 
State. PureDry consistently ranks as one of the highest 
rated home services companies in its area, and the 
Company prides itself on offering an unmatched customer 
experience. 

MORE ABOUT HIGHGROUND RESTORATION GROUP 
HighGround Restoration Group, founded in 2020 by 
Trivest Partners, is a family of best-in-class water damage 
restoration businesses across the US. HighGround 
partners with high quality restoration businesses and 
combines local brand equity with world-class technology 
to create high value customer experiences.
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Transaction Spotlight
Collinear Group, LLC Has Acquired Xylariam, LLC

SEATTLE, WA – Alexander Hutton is pleased to 
announce that its client, Collinear Group has 
acquired longtime partner Xylariam. 

Collinear Group, LLC (“Collinear”), a leading 
provider of consulting and business transformation 
services for the aerospace and defense industry, 
has completed its acquisition of Xylariam, LLC 
(“Xylariam”), a digital solutions company specializing 
in strategy, design, and development of modern 
software applications and platforms for enterprises. 
This acquisition allows Collinear to enhance its 
customers’ digital transformation and product 
development initiatives. Xylariam’s cutting-edge 
digital capabilities diversify and expand Collinear’s 
portfolio of solutions. The two companies have 
shared a close relationship for several years and will 
combine their offerings to bring the best of their 
collective offerings to the aerospace and defense 
industry. 

Regarding the transaction, Alexander Hutton 
Managing Director Tony Richardson said, “We are 
very pleased to have advised Collinear Group on its 

acquisition of Xylariam. Collinear continues to grow 
within the aerospace consulting industry through 
a combination of organic growth and strategic 
acquisitions. 

Given the strong alignment and natural fit between 
the two companies who have a long history of 
partnership, we were thrilled to assist Collinear 
throughout this acquisition.” Commenting on the 
work of Alexander Hutton, Collinear Group CEO 
and President Saul Bankaitis said “The Alexander 
Hutton Team was instrumental in completing this 
transaction. They were always accessible and 
provided necessary structure and expert guidance 
throughout the process.” 

Legal counsel for Collinear Group was Cairncross & 
Hempelmann, and Xylariam was represented by 3D 
Law. The financial terms of the transaction were not 
disclosed. 

MORE ABOUT COLLINEAR GROUP 
Headquartered in Renton, Washington, Collinear 
Group is committed to being a market leader in 
providing innovative advisory, engineering, and 
digital solutions across the entire value chain of 
the aerospace and defense industry. From design 
and certification to manufacturing and aftermarket 
operations, Collinear Group’s unique blend of fast-
track innovation, digitally integrated methods and 
regulatory experience has proven critical for today’s 
complex and competitive aerospace and defense 
market. 

MORE ABOUT XYLARIAM 
Headquartered in Mill Creek, Washington, Xylariam 
delivers purpose-built software applications and 
platforms by using production-proven development 
teams with decades of experience. The Company has 
a strong track record of designing, developing, and 
implementing quality software solutions for startups 
to Fortune 50 companies.
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Industry Overview
2022 Industry Insights

Business services activity continued to be robust in 2022 even as 
business owners and private equity investors navigated uncertainty 
in the overall market. Historically the business services sector has 
performed well in times of economic turmoil and has been one 
of the quickest to rebound. Heading into 2023, we expect a bit 
of softening on average, however we expect firms that provide niche services and 
business essential offerings to not feel much impact. Additionally, we expect some 
market share shift from lower performing services firms to high performing firms as 
private and public companies put more emphasis on ROI on their services spend, and 
additionally look to streamline operations, cut costs and leverage innovative solutions 
to position themselves for future growth.

As a generalist firm, we work with a wide variety of clients in different 
industries. Our Managing Directors and Strategic Advisors have 
selected an industry of interest and provided insight on 2022 trends 
as well as an outlook for 2023.

We are in the early innings of a multi-year consolidation of home 
services companies. We have seen consolidation trends in plumbing, 
HVAC, and now home restoration. As the nation’s home stock 
continues to age and hybrid work styles drive an expanded view of 
one’s home, capital providers are keen to fund roll-ups in the space.  
It’s important that companies have a “full-stack” offering from 
estimating to construction to re-build.  For companies with proven management 
teams, we continue to see active auctions resulting in high premiums and seller-
friendly terms.

Business Services

Home Services
James Thompson, Managing Director

Tony Richardson, Managing Director

29
2022 NW 

Deal Count:

2022 NW 
Deal Count:

256
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Industry Overview

The global water treatment systems market size was estimated 
at USD $36.41 billion in 2021 and is anticipated to grow at a 
compounded annual growth rate (CAGR) of 8.8% from 2022 to 2030.  
This growth was primarily fueled by the increasing need to reduce 
contamination and the rising demand for bacteria and virus-free 
products.  As a result of water scarcity, increased water pollution, 
and deaths from water-borne diseases, the demand for water treatment systems witnessed 
significant growth in recent years.  Post COVID, the industry has experienced an increase in 
strategic acquisitions which are expected to continue through 2023.  These acquisitions are 
fueled by the growth opportunities in the industry and the need for product diversification 
by larger companies.

Water
Guillermo Guzman, Strategic Advisor

The technology sector experienced high growth during the first half 
of 2022. However, due to several market conditions in the global 
economy, the industry’s revenue and profitability levels began 
to decrease. This paused strategic buyers’ acquisition initiatives 
(while they reassessed capital allocation priorities) and sidelined 
private equity groups. While there will still be M&A activity in 2023, sellers will experience 
downward pressure on valuations as the quality of revenue/earnings, customer centration/
retention, and key employee longevity come into greater scrutiny from both the strategic and 
financial buyers. We expect creative and bespoke deal structuring to emerge.

Technology
Henry Lin, Strategic Advisor

The manufacturing sector was negatively impacted in 2022, 
primarily driven by supply chain disruptions in material availability 
and transport due to global political unrest. Rising interest rates 
implemented by the Fed to fend off recession fears compounded 
supply chain issues and constrained downstream markets, putting 
further pressure on the manufacturing sector. Private investment in industrial equipment and 
machinery cooled off in the second half of 2022, and we expect the trend to continue in the 
first half of 2023 as the US and the world continue to monitor the risk and severity of a global 
recession. Quality deals will continue to close, but deal multiples will likely decrease to reflect 
the inherent risks in the market.

Manufacturing
Stephen Humphreys, Strategic Advisor

82
2022 NW 
Deal Count:

439
2022 NW 
Deal Count:

316
2022 NW 
Deal Count:
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AH Commentary
My Path to M&A Advisory

Video game industry veteran Mike 
Ryder discusses his decision to become 
an M&A Advisor and to support other 
entrepreneurs in his industry. 

In the early 90s, I co-founded a game 
studio to leverage the emerging real-
time 3D graphics capability of the Sony 
PlayStation. Our new studio subsequently 
created successful launch titles for 
the PS1, including Twisted Metal and 
WarHawk. This entrepreneurial leap of 
faith led to a thirty-year career developing 
and operating games. Recently, I joined 
Alexander Hutton as a Strategic Advisor to 
serve clients in the video game industry. 
In this role, I provide advice and guidance 
to companies that are considering M&A 
or recapitalization opportunities. As 
someone who has spent 
my career in operational 
and executive roles, 
I thought deeply 
about this next step 
before accepting the 
opportunity. Ultimately, 
I was led by my desire 
to help other video 
game entrepreneurs 
find success through the 
M&A process. 

Experiencing the acquisition of SingleTrac, 
the Company I co-founded, and 
participating in buy-side acquisitions in 
various roles during my career allowed 
me to observe the costs and benefits 
of these transactions. I increasingly felt 
that the process was overly focused 
on the transaction itself: the dollars 

and the assets and the immediate 
organizational impacts. In some cases, 
these transactions resulted in very 
positive long-term benefits and upside for 
all stakeholders, but in many other cases, 
the result was ultimately disappointing 
to one or more stakeholders. By 
stakeholders, I refer not only to the 
shareholders of the acquiring and target 
companies, but also to the employees, 
the game players and the community 
surrounding the affected games. Some 
companies may be well served during an 
M&A process by their existing Advisors 
and Board members....but it seems clear 
that there would be a significant benefit 
for many others to gain the support and 
advice of qualified M&A advisors who 
have previously navigated the process. 

James Thompson has been a good friend 
of mine for more than 20 years, and he is 
a Managing Director of Alexander Hutton, 
a middle-market investment bank based 
in Seattle. James has been leading an 
initiative to bring on Strategic Advisors, 
who provide operational perspective and 
experience in specific industries in order 
to offer a more comprehensive advisory 
capability to Alexander Hutton’s M&A 

Mike Ryder, Strategic Advisor

“I increasingly felt that the process was overly 
focused on the transaction itself: the dollars and 
the assets and the immediate organizational 
impacts.” 
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Mike Ryder
Strategic Advisor

clients. These Strategic Advisors can help 
companies consider not just the financial 
terms of the transaction, but all facets 
of how an M&A event may affect the 
stakeholders over time. By taking time 
to identify the goals and aspirations of 
the stakeholders, we can ensure that the 
process addresses all of them. I believe 
that by thinking broadly about the long-
term ramifications, the quality of the 
deal will be improved as the opportunity 
is maximized to serve the interests and 
priorities of all parties. 

When James broached the idea of 
becoming a Strategic Advisor at 
Alexander Hutton for the game industry, 
I immediately saw the opportunity to 
leverage my experiences in the industry 
over the past thirty years. When I co-
founded and ultimately sold SingleTrac, 
we (the leadership team) were new to the 
M&A process. While we made a number 
of very insightful and bold decisions 
that led to a high level of success in the 
short term, we also made a number of 
decisions throughout the process that we 
would have loved to redo. We learned the 
hard way, as many entrepreneurs do, and 
we would have benefitted enormously if 
we had gained the strategic perspective 
of industry veterans who had navigated 
the process before. 

AH Commentary (cont.)

In future articles, I intend to talk more 
about the challenges and driving 
factors inherent in an acquisition, from 
both the publishing and development 
perspectives. Some of these articles may 
include topics such as the importance of 
culture fit in successful M&A initiatives, 
how to prepare a game studio for 
potential acquisition, and a discussion of 
M&A trends in the industry. 

I look forward to hearing from others 
in my network about these topics 
and learning more from a variety of 
experiences.
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Market Commentary
2023 Market Outlook

As has been widely reported, 
when interest rates increase, asset 
values deflate.  From corporate 
debt to public equities to real 
estate, we are witnessing a reset 
of values across all asset classes.  
The primary driver is the Federal 
Reserve’s response to spiking 
inflation.  While it appears that 
price increases are starting to 
moderate, the Fed’s target of 
2% inflation is still far off. How 
does this impact our clients?  An 
inflation response could lead to a 
recession (some are arguing that 
we are already in a recession) 
which could impact both margins 
and growth, raising financing 
costs for buy-outs and ultimately 
lowering buyers’ appetites for risk. 

Offsetting this view is the trillions 
of dollars of capital that has been 
raised to purchase middle market 
companies.  While the corporate 
bond market that funds large 
buyouts has been impacted, for 
companies with revenues of less 
than $100M, we expect activity 
levels to remain high as the 
banking sector, which helps fund 
these buyouts, remains healthy.    

In the US today there are 7 
million private companies with 
owners over 55. Many of these 
owners will wish to transition 
their businesses in the next few 
years, and for a large percentage 
that means finding an outside 
buyer.  It is estimated that there 
were only 14,000 middle market 
transactions in 2022, leaving 
significant opportunity for lower 
middle market transactions to 
continue.  

In 2023, we expect sellers to 
continue to have many options, 
especially for those that are 
recession resistant with durable 
business models and strong 
management teams.   

“In 2023, we expect sellers to continue to have many 
options, especially for those that are recession resistant 
with durable business models and strong management 
teams.”  

James Thompson, Managing Director

James Thompson
Managing Director
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The Alexander Hutton Team
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Senior Analyst

jespinosa@alexanderhutton.com

Shane Jansen
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shumphreys@alexanderhutton.com
206.949.3451
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Strategic Advisor
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206.459.4221

Scott Hardman
Chairman
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Kent Johnson
Strategic Advisor
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206.792.1962
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Michael Ryder
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mryder@alexanderhutton.com
206.354.1169
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Strategic Advisors

Theo McDonald
Analyst
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Who We Are

What We Do
Operators Buyers

Your M&A 
Advisor

Business owners, 
Entrepreneurs, 

CEOs

Private Equity, Growth 
Capital, Debt Providers,

Corporations

Contact Us

Led by a team of former business operators 
and executives, we are advocates to the 
capital markets for entrepreneurs and family 
businesses.

We offer a unique understanding of what it 
takes to run a business, an accessible team 
dedicated to client service, and expertise in 
the M&A markets gained over more than 220 
successful transactions.

Alexander Hutton
1301 5th Ave, Ste 3405
Seattle, WA 98101
info@alexanderhutton.com

http://www.alexanderhutton.com

Connect with the business leaders at Alexander Hutton and 
talk to us about the future of your company.

In our role as M&A advisors, we bridge the 
gap between business owners and capital 
providers. We serve our clients by creating 
a competitive process that drives the best 
outcome.


