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Technology Investment Banking

At GrowthPoint Technology Partners, we’re invested in you.

As former CEOs, executives, board members, investors and advisors, we know value when we see it. Our experience gives us the perspective to look at every transaction from both sides 
of the term sheet. So our M&A, fundraising, and strategic advisory services all have just one goal in mind: Your success.

Strategic Advisory Services
• Sell-side M&A advisory
• Buy-side M&A advisory
• Private equity placements
• Consolidation/roll-up strategies

Global Presence and Experience
• Offices in the heart of Silicon Valley, London 

and Sydney
• Significant cross-border transaction expertise
• Strong relationships with domestic and 

international investors and acquirers

Personalized Attention from Senior Professionals
• Extensive transaction experience with complex deal structures
• Process that builds relationships from fundraising to strategic 

partnerships to acquisition 
• Strategic methodology that maximizes transaction values
• Our team has completed over 200 transactions
• Six senior principals all with 20+ years of investment 

banking and technology management expertise

Uniquely Qualified for a Demanding Market
• $50-500M M&A transaction size
• $20-100M capital raises
• Broad operating and transaction experience with venture-backed 

companies
• Deep technical knowledge in mobile, infrastructure software, 

semiconductors, security, consumer/Internet, telecommunications, 
entertainment/digital media, and enterprise software

Member, FINRA & SIPC
GrowthPoint Technology Partners UK Ltd is authorized and regulated by the Financial Conduct Authority
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Our track record – we consistently deliver some of the highest average revenue multiples in 
technology banking

*Data from 451 Group’s M&A Knowledgebase. Current as of 7/9/2015

Technology M&A: Announced Average TEV/TTM Revenue Multiples 2006-2015*

Our foremost goal is to help our clients consummate transactions 
with best-in-class valuations from the world’s top technology acquirers
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Strategic Options & Process
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Strategic Options for Growth

IPO

Partnerships 

Strategic Acquisitions 

Merger/Sale

Capital Raising

Organic Growth

Entrepreneur

Entrepreneurs need to evaluate their strategic options

Organic growth is fundamental validation of 
company worth

External capital may be critical for fueling growth, 
but dilutes existing founders and investors

Acquisitions can be essential for growth, but can 
distract management and disrupt operations

Strategic Partnerships can maximize shareholder 
value and lead to a sale

Sales are most often pursued for liquidity and 
maximizing shareholder value  

IPOs are not available to most companies and 
do not necessarily provide immediate liquidity 
to investors
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Why do people sell? 

Reasons to Acquire 
• Obtain key technology
• Create a new distribution channel 
• Eliminate a competitor
• Expand or add a product line 
• Add talent
• Gain expertise and entry into a new market 
• Achieve time-to-market advantage 

Reasons to be Acquired 
• Access to complementary products and markets 
• Access to working capital & growth capital 
• Avoid dilution from further investments in 

infrastructure 
• Best liquidity event for founders and investors
• Quick return on investment
• Improve distribution capacity 
• Rapid expansion of customer base 

Goal: Both Seller and Buyer benefit from the deal 
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Is it the right time to exit? 

Strategic positioning: How to maximize shareholder value?

Optimal exit timing: High growth expectations, synergy with acquirers

Start-up Growth Maturation

$

Time

Required Capital 
Investment

Revenues

Max Growth Rate 
(peak of expectations)

You
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Value in technology is highly dependent on market timing

Gartner Hype Cycle for Content Management, 2014
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When the timing is right, consider hiring an investment banker 

When the investors/founders decide they want to explore strategic options such as a capital raise or 
sale, they should consider hiring an investment banker for the process 

Investment banks are useful because they allow the founders to not become distracted with a potentials 
transaction, but instead focus on the business

Bankers bring transactional expertise, market knowledge, industry relationships to the process to ensure 
the best deal outcome 

Typical engagements include:
• Cash retainers
• Success fee structure – typically a % of the purchase price
• Tail period 
• Engagement terms 
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How does the process work? 

Once the decision has been made to launch the process, anticipate a 6 to 9 month timetable

Phase I

Process Preparation

Prospect Analysis

Prepare Materials

Phase II

Contact Strategic Partners

Refine Positioning

Partner Analysis

Site Visits/Follow-on Meetings

Preliminary Due Diligence

Phase III

Negotiations

Term Sheet

Pre-Definitive Due Diligence

Documentation/Definitive Agreement

Closing

Months 1-2 Months 2 to X Months X to X+2

Investment Banker Driven

Collaborative



Strategy, Process & DD 
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Strategic Preparation for a Sale

Selling your company is the most important event in 
the life of the business

Preparation and planning for a company sale is 
frequently left to the last minute, which often leads 
to a lower price at the time of the sale

Strategic vs. Tactical positioning
• Strategy – Long before a sale, position the company for a 

high valued exit

• Tactics – In the year prior to sale cut costs, maximize 
profits, clean up loose ends
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Strategic Financial

Two major classes of buyers: some examples

Strategic Buyers: looking for technology, IP, teams, and businesses that will complement their strategic directions

Financial Buyers: primarily looking for predictable businesses with reliable positive growth and/or margins

The “Tweeners” – Corporate buyers that could go either way – either acquiring companies to complement portfolio 
companies or buying companies for cash flow
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What Buyers Want

Strategic Buyers
• New growth engines
• Mortar to fill strategic “gaps”
• Value Drivers for Strategic Buyers

Technology and IP
Customers who will validate the business model of seller

Financial Buyers
• Profitable but highly predictable businesses
• “No brainers” (no complications, easy to understand and 

analyze)
• Value Drivers for Financial Buyers

Steady cash flow with recurring revenues and predictability
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Valuation: Strategic vs. Financial Buyers

The ability of the business to generate cash flows represents its financial value to buyers

Strategic buyers, however, realize incremental value from more than just the company’s ability to generate income
• Acquiring valuable IP

• Time to market advantage

• Leverage buyer’s distribution channels

• Adding complementary product lines

• Etc.

Discussions with a strategic buyer during an M&A process should focus on the strategic value created by an acquisition

Financial Buyer 

Strategic Buyer

Strategic Value

Consideration ($)



18

Positioning your company for maximum value 

Define your business
• Some companies are a “composite” of two or more business 

models
• Examples -- a mix of Software and Services, a mix of Defense 

Contracting and commercial, a mix of product sales and 
distribution

Understand the long term financial multiples for your 
business
• Examples– SaaS at 8.3x revenues, Defense Contractors at 1.4x 

revenues

“Define” and reposition your company to get the best 
multiple

7.6xNetwork Security

Government Security / Defense 1.3x

Systems Management

Network Equipment 2.7x

4.7x

Position the business in a high value sector to 
maximize valuation
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Traditional valuation methods often do not apply  

Larger companies typically use 3 different methods to value a company 
• Similar Public company comparable metrics 
• Similar transaction metrics
• A discounted cash flow analysis

Often technology companies are pre-revenue – How do you value a company with no financials? 
• People
• Technology IP
• Customer relationships
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Maximizing strategic value

Sell the future value of the company – don’t sell on a historical EBITDA basis
• Requires an in-depth understanding of current value drivers in the industry and a technical understanding of the value of the 

business and the IP to the buyer 

Recognize where key value resides 
• Products, Technology, IP
• People
• Relationships

Understand where the partner sees value in a business case
• Revenue
• Products, Technology, IP
• People
• Relationships

Create and tell the right story to the right audience
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Navigating due diligence

Due Diligence is a crucial aspect of the 
process because it enables the buyer to fully 
understand the risks and rewards of the 
potential deal 

The potential buyer will examine the business 
from all angles so it is best to know and 
understand all your “dirty laundry” before the 
buyer gets a chance to see it

Ensuring that the technology is defensible and 
not infringing on other patents is critical in 
technology M&A due diligence

The buyer wants to ensure that they are not acquiring any unwanted liabilities that could hurt them in the long run 

Managing the due diligence process is a key element in keeping a transaction on track and on time 

“Deal making is glamorous; due diligence 
is not”

– Harvard Business Review 
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The buyer will dig deep into the entire business 

IP ownership and control 

Defensibility of IP 

Potential liability for infringement 

Open source vs. Proprietary code 

Technology Legal

Financial Management/HR
Accounting policies and procedures

Revenue recognition 

Profit Margins/trends

Budgets and Projections 

List of employees 

Compensation/Employee contracts 

Incentives

Honesty (Background Checks)

Cultural fit 

Customer & Partnership agreements 

Articles of incorporation

Information on pending or past law suits  

Shareholder agreements  



Best Practice
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Hurdles in getting a deal closed 

Poor documentation 

Key employee issues

Intellectual property 
rights 

Transferability of permits and 
contracts

Pending litigation

Customer and supplier 
relationships

Change of control provisions

Disclosure issues 

Valuation

Accounting policies

Notification clauses

Government approval 

Lease Commitments
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Top reasons why deals fail 

1. Intellectual Property Issues 

2. Declining company performance during the process

3. Employee Problems

4. Poor accounting and financial errors

5. Transferability of contracts, customers, and others

6. Acquirer issues, externalities, people, re-org, financial

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&docid=rNTRI6jXNq3ijM&tbnid=PBY1OhTZe8BnNM:&ved=0CAcQjRw&url=http://www.businessinsider.com.au/10-things-you-need-to-know-this-morning-in-australia-v7-2014-7&ei=qWMbVJrtHqH9igKFm4HIAw&bvm=bv.75774317,d.cGE&psig=AFQjCNGq77AyTGns_FxA-4XJglwgzOhjXw&ust=1411167505174583
http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&docid=rNTRI6jXNq3ijM&tbnid=PBY1OhTZe8BnNM:&ved=0CAcQjRw&url=http://www.businessinsider.com.au/10-things-you-need-to-know-this-morning-in-australia-v7-2014-7&ei=qWMbVJrtHqH9igKFm4HIAw&bvm=bv.75774317,d.cGE&psig=AFQjCNGq77AyTGns_FxA-4XJglwgzOhjXw&ust=1411167505174583
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Acquirers place a lot of value on the intellectual property of the target in technology 
transactions 

What is the ownership, status and control 
of the IP patents? 

Is the technology potentially infringing on 
other patents? 

Are the patents defensible? Do they offer 
economic value? 

Are the patents associated with key 
products and services? 

Is the code in the software open source? 
Is it proprietary? 

Where are the patents registered? Are they protected in certain geographies?

Are the trademarks and copyrights properly registered?

Course of Action
• Create a defensible IP portfolio early on
• Understand the code in the product and its origin 
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Declining performance during the process is a red flag for potential acquirers

Many deals have fallen through 
because the company did not 
meet forecasted goals during 
the process

Since the business is not 
meeting expectations, the buyer 
becomes nervous about the 
performance after the company 
is acquired

Course of action
• Set realistic goals
• Strive to meet/exceed all forecasts and not let the deal disrupt normal course of business
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Employee retention and benefits often become a point of contention in M&A deals 

Which employees will be acquired, which will not stay with the company?

What are the employee positions post-acquisition? 

What is the acquirer’s plan for retention and motivation of the company’s 
employees? 

Are options accelerated? 

Does the company need to establish a “carve-out” of some kind to pay 
employees at closing? 

How do the investors make sure the buyer’s incentive arrangements to the 
management team do not adversely affect the price to the shareholders? 

How does the Board make sure the CEO or other employees will not sabotage 
the process?

Course of action

• Understand the motivation of management before the process
• Maintain clear employee policies and contracts 
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Accounting & financial discrepancies tend to disrupt the process and skew the value of the 
target  

Do historical financial statements make sense? Are there any errors? 

Is GAAP used in accounting? Is the revenue recognized appropriately? 

Are the financial forecasts realistic and defensible? Do they tie to the historical 
financials? 

Are there any data gaps in the records?

Is there a need for audited financials? 

Are all the revenues coming from a few customers? 

Course of action: 
• Maintain proper financials from the start
• Develop feasible revenue projections before going to market
• Use GAAP accounting policies 
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Transferability of contracts is a problem that manifests late in the M&A process  

Do any change of control provisions exist in customer, partner, supplier or employee agreements? 

Has the company signed any right of first refusal contracts?  

Course of action: 
• Ensure any contract or commitments are transferable in the case of an acquisition
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M&A Preparation - Best Practices

Plan early and often
• Sale process lead time is 8 – 9 months, plan for it
• Don’t wait until crisis hits
• Constantly review alternatives - be proactive 
• Begin to work with advisors early (legal, accounting, investment bankers)

Advisors should understand all elements of your business
Advisors should be in tune with management’s and investor’s objectives

Establish good budgeting/planning practices: manage to plan
• Explaining negative variances to plans detracts from values
• Best situation is to have positive “surprises” during sale process

Establish good corporate governance
• Strong and relevant Board of Directors
• Professional legal and accounting

Develop valuable Intellectual Property 
• Make sure IP is protected in major markets (patents are usually valuable)
• Software should be well-documented and organized

Create a solid pipeline
• Build a customer pipeline that can be validated
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Summary

Selling a business is a critical step in the life of the company

Start early to think about the exit process

There are proactive steps that can be taken to position the company for a high 
(or higher) value at the exit

Identify who your buyers will be and position the company to get the best price

• Define the business into the highest valued sector

• Acquire assets that the buyers value (patents, key customer accounts, unique capabilities)

• Watch your market and time your exit for maximum value

Establish a sale strategy early and execute it



Technology M&A trends
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2013 2014 2015

Source: Pitchbook; Note: USD

Global M&A deal value and volume in the tech sector is experiencing major growth and 
valuations are increasing
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Software is dominating the technology M&A market

1,174

932

745

489
437

304
245 232 199 193 187 171 126 86 67 45 21 19 11

0

200

400

600

800

1000

1200

1400

De
al 

Co
un

t

Technology M&A Sector Activity, 2014 – Q1:15

Source: Pitchbook



36

US Public markets
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LTM Industry Performance Chart Industry TEV/LTM 

Total Rev
Energy 1.2x
Materials 1.5x
Industrials 1.4x
Consumer Discretionary 1.4x
Consumer Staples 1.4x
Healthcare 2.6x
Financials NA
Information Technology 2.2x
Telecommunication Services 2.1x
Utilities 2.0x

Industry TEV/LTM 
EBITDA

Energy 7.4x
Materials 9.4x
Industrials 11.5x
Consumer Discretionary 11.0x
Consumer Staples 12.4x
Healthcare 15.0x
Financials 12.5x
Information Technology 11.8x
Telecommunication Services 7.2x
Utilities 9.2x

Source: CapIQ; As of Jun15
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We’re invested in creating value

in bringing our experience to bear 

in building partnerships

in seeing it through

in getting the transaction done properly

in getting the best deal

Quite simply, we’re invested in you

Technology Investment Banking

Menlo Park, California

T: +1 (650) 322 2500

London, United Kingdom

T: +44 (207) 321 0232

Sydney, Australia

T: +61 2 8036 8473

www.gptpartners.com Senior Level Experience Optimal Results Global Network 


