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The International Business Brokers Association (IBBA) and M&A

Source, in partnership with Pepperdine Private Capital Markets

Project, have set a goal to provide quality information on a

quarterly basis in order to become the go-to source for Main

Street and Lower Middle Market transactions. The ñMarket

Pulse Reportògives you timely and accurate data to help you

build and maintain a successful and sustainable business.

I. About the Market Pulse Report 
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Å 25 questions

Å Invited participants were members of the

International Business Brokers Association (IBBA),

IBBA Affiliates/Chapters, and/or M&A Source

Å 350 completed responses

Å Responses collected from January 1 to January 15,

2017

About the Survey 
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II. Current Business Environment
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Business Transactions in 2016

44%

7%

31%

17%

continued marketing

in escrow

closed

terminated without closing
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Did Respondents Close More Transactions in 
2016 than in Previous Years
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Yes No Equal amount

2015 38% 41% 14%

2014 33% 39% 15%

2013 33% 37% 9%

2012 28% 37% 11%

2011 31% 31% 12%

2010 32% 31% 9%
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Number of Transactions Respondents Closed in 
2016

0

10

20

30

40

50

60

70

None 1 2 3 4 5 6 7 8 9 10 > 10

Number of respondents 68 55 62 36 31 24 18 5 4 4 5 20



11

Number of Transactions Respondents Expect to 
Close in 2017
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Closed Business Transactions 
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How Many Deals Were Pushed From 2016 to 
2017 in Hopes of Lower Taxes
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The Ease with Which Respondents Have Been 
Able to Arrange Debt for Transactions in 2016 

by Company Revenue Size

Revenue 

size

Extremely 

difficult
Difficult

Somewhat 

difficult
Neutral

Somewhat 

easy
Easy

Extremely 

easy

Score                  

(-3 to 3)

$100K 24% 16% 20% 15% 6% 12% 7% -0.9

$500K 7% 15% 18% 14% 25% 15% 7% -0.1

$1M 4% 6% 15% 23% 26% 18% 8% 0.2

$5M 2% 10% 10% 20% 31% 19% 8% 0.3

$10M 7% 5% 16% 31% 19% 15% 7% 0.0

$15M 6% 8% 11% 30% 25% 13% 8% 0.1

$25M+ 9% 9% 6% 41% 15% 9% 12% 0.0
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General Business and Industry Assessment: 
Today versus 12 Months Ago 

Decreased 

significantly

Decreased 

slightly

Stayed about the 

same

Increased 

slightly

Increased 

significantly
% increase % decrease Net increase

Deal flow 7% 12% 35% 35% 11% 46% 19% 27%

Ratio of 

businesses 

sold / total 

listings

6% 14% 48% 25% 6% 31% 21% 10%

Deal multiples 3% 7% 66% 21% 2% 24% 10% 14%

Business exit 

opportunities
3% 9% 54% 29% 5% 34% 13% 21%

Amount of time 

to sell 

business
2% 11% 55% 25% 7% 32% 13% 19%

Difficulty 

selling 

business
2% 11% 54% 28% 5% 33% 13% 20%

Business 

opportunities 

for growth
2% 5% 53% 35% 4% 39% 7% 32%

General 

business 

conditions
2% 7% 43% 44% 3% 47% 10% 38%

Margin 

pressure on 

companies
2% 9% 61% 26% 2% 28% 11% 17%



16

General Business and Industry Assessment 
Expectations over the Next 12 Months 

Decreased 

significantly

Decreased 

slightly

Stayed about the 

same

Increased 

slightly

Increased 

significantly
% increase % decrease Net increase

Deal flow 0% 3% 23% 54% 20% 74% 3% 70%

Ratio of 

businesses 

sold / total 

listings 0% 2% 31% 54% 13% 67% 2% 65%

Deal multiples 0% 5% 61% 30% 4% 34% 5% 29%

Business exit 

opportunities 0% 4% 47% 40% 9% 49% 4% 45%

Amount of time 

to sell 

business 1% 17% 61% 19% 1% 20% 19% 1%

Difficulty 

selling 

business 2% 21% 61% 16% 0% 16% 23% -7%

Business 

opportunities 

for growth 1% 3% 48% 42% 7% 49% 3% 45%

General 

business 

conditions 0% 4% 31% 54% 11% 65% 4% 60%

Margin 

pressure on 

companies 1% 10% 65% 22% 1% 24% 11% 12%
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In 2016, BestClient Arrivedby:
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Types of Referrals

27%

22%

13%

10%

4%

25%

Past client
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