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About Calabasas Capital

Calabasas Capital specializes in serving privately held companies in the lower middle market and emerging growth markets 
with revenues typically ranging from $10 million to $100 million and/or EBITDA from $2 million to $8 million. Our clients 
receive high touch service from a senior team of financial professionals with significant experience in M&A advisory and 
capital raising along with in-depth knowledge and management experience in the industry vertical markets we focus on. 
We provide our clients with connectivity to the senior management and boards of established and emerging market 
leaders, and their financial sponsors.

 

Securities offered through Fallbrook Capital Securities Corp., a  licensed Broker/Dealer and Member of FINRA and SIPC. 
Calabasas Capital is a DBA of Fallbrook Capital.

Calabasas Capital gathers its data from sources it considers reliable however, Calabasas Capital makes no representations 
or warranties, express or implied, regarding the accuracy of this material. 

This presentation is for informational purposes only and it  should not be considered in any way an offer to buy or sell a 
security. Buying or selling a security involves substantial risk and may be worth more or less than the original investment. 

26610 Agoura Road, Suite 120 Calabasas, CA 91302 | Phone: (818) 657-6130 Fax: (818) 657-6145



Introduction

• Serving privately held companies in emerging growth and lower 
middle market ($10 - $100 million revenue / $2 - $8 million EBITDA)

• Senior team of financial professionals with experience in M&A, private 
placements and operating roles in PE and VC backed companies

• Strong domain expertise in target sectors and connectivity with senior 
management and boards of established and emerging market leaders, 
and their financial sponsors
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• Sell-side M&A

• Buy-side M&A

• Divestitures

• JVs / Partnerships

Mergers & Acquisitions

• Private Equity

• Subordinated Debt

• Senior Debt

• Venture Capital

Capital Raising



Industry Focus and Expertise

Consumer
• Retail/Restaurants
• Food & Beverage
• E-Commerce
• CPG

TMT / Business Services
• SaaS/Software
• Cybersecurity
• IT Enabled Services
• Marketing/Media

Industrial / A&D
• Aerospace & Defense
• Defense/Govt. Services
• Industrial Technology
• Manufacturing
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Senior Team

David Bonrouhi, Managing Director
▪ 21 Years in Investment Banking (15) & Private Equity (6)

▪ 2 years experience in Big 6 Public Accounting (PwC)

▪ CPA Licensed (non practicing)  

▪ Series 7, 63 and 79 Securities Licenses

▪ Masters Degree in Taxation; Bachelors Degree in Accounting (Miami Univ. (OH))

▪ MBA from UCLA’s Anderson School of Management

Andrew D. Williamson, Managing Director
▪ 15 Years in Investment Banking and  VC

▪ 4 Years in CFO/GM roles at PE backed companies (Merex Group, DM Natural Products)  

▪ 7 Years operating experience in VC backed software company (TSC) including 2 years 
with Oracle Corporation after being acquired.

▪ Licensed CA (ICAA), 3 years Big 6 Accounting & Consulting (PwC)

▪ Series 7, 63 and 79 Securities Licenses 

▪ MBA from UCLA’s Anderson School of Management, Bachelors of Commerce 
(University of Western Australia) 
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Senior Team

Brandt Blanken, Managing Director 

▪ 20 Years in Investment Banking (15) & Private Equity (5)

▪ Series 7, 24, 63, 79 and 99 Securities Licenses

▪ Principal of Fallbrook Capital

▪ Bachelor of Arts in Finance (George Washington University) 
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Recent Software & Technology Transactions
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High performance precision designed specialty 
lamps used in lasers and instruments in 
Medical, Instrumentation, Scientific, Aerospace 
& Defense and Industrial markets

ERP inventory control software and RFID systems 
primarily serving Hotels, Casinos and Resorts.



Current Software & Technology Mandates

• Quantum Technology (Growth Financing / M&A)
– Emerging leader in quantum networking with near term completion of first commercially 

available quantum network in the U.S. Fully integrated quantum networking technology 
stack and industry leading patent portfolio.  Status: Active.

• Cybersecurity – SOCaaS (Sell-side M&A)
– Advanced cloud-based cybersecurity SOC As-a-Service platform with XDR+ solutions 

based on an advanced cross-correlation engine with autonomous response that 
incorporates multi-source security telemetry.  Status: On Hold.

- 8 -



Selected Prior Software & Technology Transactions
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Why Calabasas Capital

Strong reputation in the SoCal market place

Focused on growth companies with $10M+ Revenue / 
$2M - $8M EBITDA in sectors we know well

Senior level attention guaranteed

Expertise and relationships with strategic 
corporates and financial groups

Roll-up our sleeves partners in the process

Proven ability to maximize value and terms and 
close the transaction
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Software 

M&A and Capital Markets Update
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Public Markets Trading Analysis: Software

- 12 -Source: Raymond James, Capital IQ as of market close on May 31, 2023 



Public Markets: High v Med/Low Growth Software

- 13 -Source: Raymond James, Capital IQ as of market close on May 31, 2023 



Public Equity X: High v Med/Low Growth Software

- 14 -Source: Raymond James, Capital IQ as of market close on May 31, 2023 



Growth AND Profitability Drives Higher Values

- 15 -Source: Raymond James, Capital IQ as of market close on May 31, 2023. Rule of 40% calculated as 

revenue growth + EBITDA margin. 



Global Software M&A – Q # Deals Bounced Back

• Q1 2023 deal count was 17% lower than Q1 2022 peak however, 23% up from Q4 
2022, 18% higher than 2019-Q1 2023 Avg. (511), with only 3 previous quarters higher

- 16 -Source: 451 Research as of March 31, 2022. 
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Global Software M&A Multiples

• Growth in PE Software Co. platform buyers and increase in take-private transactions 
drive PE Deal X to exceed /converge toward pure public/private strategic acquirers

• Strategics more selective on higher multiple assets driven by lower public valuations

- 17 -Source: 451 Research as of March 31, 2023. Annual Median Revenue Multiples. EV = Market Capitalization + 

Total Debt - Cash; LTM = Last 12 Months PE deals include acquisitions made by PE-backed strategics.
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Application Software M&A Trends 

• In 2022 ERP (including HR applications), Vertical Market applications and Business 
Intelligence applications were the strongest segments, showing solid growth in 
deal volume over 2021

- 18 -Source: S&P Global Market Intelligence – 451 Research M&A Knowledgebase (February 2023)



Cloud Economy and SaaS Investor Trends 

• Bessemer’s Sentiment Score measures investor enthusiasm across the cloud 
ecosystem - ERP and Vertical Market apps scored highest in Q1 2023

• Investors were even more enthusiastic about artificial intelligence and 
machine learning - for both AI native businesses and SaaS Applications

- 19 -Source: Bessemer Venture Partners, State of the Cloud 2023 (April 2023)



Software M&A Outlook is Positive

• While Tech M&A dropped sharply in late 2022, dealmakers see business picking 
back up in 2023, according to 451 Research’s annual M&A Outlook Survey

• Software and Information Security segments are expected to receive the largest 
increase in M&A spending in 2023 

- 20 -Source: S&P Global Market Intelligence (February 1, 2023)



US PE Growth Activity

• Growth equity deal count in 2022 is estimated to exceed 2021 by as much as 10%, in 
contrast to the overall downtrend in PE transaction volume

• Growth equity’s share of total deals was 19.7% in 2022, up from 17.5% in 2021

- 21 -

US PE Growth Equity Activity
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Growth Equity and VC Fundraising Still Trends Up

• Global Growth Equity (+8%) and VC Funds (+11%) Continue to 
Raise Capital at Levels Higher than the 2017 – 2021 Average 
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Global Private Capital Fundraising ($ Billions)

Sources: Bain Global Private Equity Report, February 2023, Preqin.



US Private Equity Fund Raising

• New fund raising took a step back in Q4 2022 as a majority of institutional LPs had 
fully allocated capital by the end of Q3

• 2023 deployment and fundraising cycles will likely revert to more recent historical 
norms given an unsustainable pace in 2021

- 23 -

US Private Equity Fundraising
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US PE Middle Market and Growth Fund Raising

• Growth Equity and Middle Market funds continue as key assets classes

• Total New PE Fund Count in 2022: Growth Equity share was 18.8% 
(consistent with 2017 - 2021 average = 19.2%) whereas Middle Market 
was up to 48% (2017 - 2021 average = 39%) 
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M&A Process
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Our M&A Approach

1.Provide unbiased advice regarding how sell-side M&A 
transactions should be approached
• Not all processes are alike

• Must remain flexible and tailor the approach to the needs of owners/investors, 
management, employees and market conditions

2.High quality companies are “bought, not sold”
• Inbound approaches confirm genuine market interest and potential for 

maximizing value

• A seller cannot dictate what is strategic to buyers

3.With existing approaches or interest we can have a more direct 
and effective dialogue with other prospective buyers
• Running a well planned and coordinated process is imperative

• Need to understand buyers strategic imperatives

• Identify and approach targets – attempt to create a competitive process to 
maximize value 

• Maintain momentum but ensure the strictest confidentiality
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4.Structure and negotiate transaction to maximize both the offer 
price and terms
• Need to flush out valuations. Critical to clarify non-financial terms

• Valuation is maximized by rational negotiations of all terms with multiple buyers

5.Successful negotiations depend on alternatives
• Confidence in stand-alone strategies … or other potential acquirers

6.Key Success Drivers
• Genuinely interested buyers with strategic intent to acquire 

• Early and detailed preparation of due diligence materials

• Management focus on business execution

7.Leverage the expertise of Calabasas Capital
• Relationships with many potential acquirers

• Senior level involvement and commitment at every step of the process

• Financial and management expertise that extends beyond the transaction

Our M&A Approach
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Indicative Private Company M&A Timeline

SIGNED LOI /
AGREEMENTS, BUYER

DUE DILIGENCE

FINAL DUE DILIGENCE,
NEGOTIATION &

CLOSING

COMPLETE DUE
DILIGENCE & FINALIZE
SELLING MATERIALS 

FORMAL
MARKETING

EFFORT

APPROXIMATELY 20 – 34 WEEKS

• Business and 

financial due 

diligence

• Preliminary 

valuation analysis

• Pre-marketing

• Prepare key selling 

points

• Review and assess 

financing plans and   

alternatives .

• Prepare CIM, 

executive summary 

and management 

presentations

• Prioritize financial 

and strategic buyer 

list

• Distribute executive 

summary, call 

decision makers 

• Sign confidential 

agreements and 

distribute CIMs

• Conduct 

management 

presentations

• Distribute 

preliminary follow-

up due diligence 

materials 

• Receive preliminary 

indications of 

interest

• Select limited 

number of 

participants and 

receive LOIs

• Initial negotiations

• Achieve preliminary 

agreement with 

priority target

• Detailed investor 

due diligence 

• Distribute definitive 

agreements

• Final due diligence

• Final negotiation of 

definitive 

agreements

• Close and 

announce the  

transaction

(4-6 WEEKS) (6-12 WEEKS) (6-12 WEEKS) (4-6 WEEKS)

1

STEP

2

STEP

3

STEP

4

STEP
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Appendix
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Selected Prior Transactions
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Selected Prior Transactions
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Selected Prior Transactions

- 32 -



Selected Prior Transactions
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Selected Prior Transactions
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Client Testimonials

“My partners and I are extremely pleased to have successfully completed this transaction and are optimistic about the growth 

potential of the two businesses working closely together in the future. We are very thankful to have had the guidance of the 

highly experienced investment bankers at Calabasas Capital led by David Bonrouhi and Andrew Williamson. They were 

steadfast partners throughout the entire process and overcame numerous obstacles to get this deal across the finish line, 

vastly exceeding our expectations.”

Len Goldfine

President and CEO of Applied Photon Technology, Inc.

“My business partner I were very pleased with the comprehensive representation we received from Calabasas Capital 

throughout this sales process. David and his team gave us hands-on attention and made sure every element of the deal ran 

smoothly. We were so pleased that we later rehired Calabasas Capital to assist us in finding another company to acquire.”

Mike Zaya, 

Majority Shareholder at PrintRunner

“I am deeply grateful to have had Calabasas Capital as my advisor in this transaction. This involved quite challenging 

negotiations; without David Bonrouhi's wise counsel, skilled representation, and sustained effort, I doubt the deal would have 

closed.”

William Meyer, 

Founder of Information Forecast, Inc.

“We are incredibly pleased to have completed this transaction with a world class organization such as HID Global which 

shares our values as a family‐owned and operated business. We also very much appreciate and value the guidance provided 

by our investment banking firm, Calabasas Capital, in completing this transaction. David Bonrouhi and Andrew Williamson did 

an excellent job helping us evaluate strategic alternatives, procuring proposals from a wide variety of interested parties and 

through a structured and well‐designed process got us a fantastic result.”

Harvey Welles

Chairman and CEO of InvoTech
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Andrew D. Williamson
Managing Director

Mobile: (310) 892-6209
andrew@calabasascapital.com 

 26610 Agoura Road, Suite 120 Calabasas, CA 91302 | Phone: (818) 657-6130 Fax: (818) 657-6145

David Bonrouhi
Managing Director

Mobile: (213) 500-4135
david@calabasascapital.com 
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