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Q: What is the current climate for mergers 
and acquisitions, and how has it changed 
since last year?

Kevin Spain: Over the last six months we’ve 
seen interest in acquisition rise quite a bit. 
We focus exclusively on software as a ser-
vice [SaaS] and Cloud computing companies, 
which is one of the hottest sectors in tech-
nology today, from both an IPO and M&A 
perspective. 

Jamie Leigh: The beginning of this year was 
slow, which we anticipated. But somebody 
turned the spigot on in March in the technol-
ogy sector in particular, on the private com-
pany side. On the public company side, acquir-
ers have been a little bit more timid, watching 
what else is going on in the market.

Brett Rochkind: We’ve seen a lot of activity 
among strategics in the SaaS and Cloud area.  
Buyouts are also starting to pick up with the 
very robust leverage market. 

Jon Soberg: We’ve seen the same shift we’re 
seeing with venture, that there’s more interest in 
software as a service model with real revenues.

John Sensiba: We have seen a lot of pent up 
capital and more activity in the tech space, par-
ticularly within the middle market sector, and 
amongst private companies. Overall, while M&A 
activity has increased, we have not seen the ex-
pansion as significantly as forecasted, however 
we anticipate a cascade effect will take place.

Q:  How would you compare opportunities for 
buyers versus sellers? 

Brett Rochkind: It’s definitely a seller’s mar-
ket. You have public market values at all-time 
highs, the IPO market has been very robust 
for growth-oriented companies and it’s a great 
time to sell assets. We had almost record li-
quidity last year.  

Kevin Spain: In general, sellers are at an advan-
tage in SaaS and Cloud. With so much relatively 
inexpensive capital available for these compa-
nies to continue to run and grow, most of them 
would prefer to do that rather than sell. 

John Sensiba: There’s just more optimism 
all across the market right now. And because 
people are inclined to stay in the game a little 
longer, it can drive multiples up for folks who 
really want to get a deal done. 

Jamie Leigh: The buy side is usually more 
straightforward, because someone has identi-
fied something that they want. On the sell side, 
it can be quite complicated when large com-
panies have built up massive patent portfolios; 
you want to be very certain of what you’re sell-
ing and how much you think it’s worth. 

Q:  Are you seeing any trends with acquisi-
tions? And what are your thoughts on acqui-
sition for hire?

John Sensiba: Amongst many of our clients 
who are acquiring companies, we are seeing 
more and more post-transaction integration 
and budgeting, making sure that there is 
enough budget and resources to make sure 
the deal is successful. A transaction needs a 
lot of care. We talk to our buyers about mak-
ing sure they have a view beyond the transac-
tion closing date.

Jon Soberg: For companies acquiring a good 
team that has executed really well or built a 
very interesting product, the multiples can 
be high, and for the seller these can generate 
the best outcomes and the best multiples.

Brett Rochkind: On the company side, I think 
acquisition for hire is fine: why not build ver-
sus buy? But be balanced on the price you’re 
paying, relative to the cost and time. We’ve 
let companies in many ways decide what they 
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Of my client base, at least 50 percent 
of them are either being pursued, 
looking for targets or trying to find 
somebody to buy them.  

—Kevin Strain

For buyers, the real focus is on 
integration and doing detailed 
employee diligence. One thing buyers 
are being very savvy about is timing 
to execution. From a competitive 
landscape, making sure top talent 
doesn’t go to a competitor. 

—Jamie Leigh



want to do, because they’re closer to the engi-
neering teams understanding what they can do 
internally versus externally. 

Q:  What advice do you have for clients coming 
to you with an M&A deal?  

Kevin Spain: You need somebody who’s going to 
drive the process. It doesn’t have to be somebody 
on the board or an executive; it can be a lawyer or 
a trusted advisor from outside the company. Find 
someone who has been through it before, this is 
not something you want to learn on the job.  

Jamie Leigh: Coordination even on the buy side 
is very important, being very clear in your advisor 
teams about where you are in that process. There’s 
a lot of pressure around liabilities now for buyers.

Q: What about advising a seller, somebody 
who’s going to be making a pitch? 

Kevin Strain: I advise my clients to focus on why 
you’re at the table and the value that you’re bring-
ing. Make sure your forecast and projections make 
sense and that you can explain them; if it is a tech-
nology play, make sure it works and that you can 
explain it and sell it well. Have a well prepared 
pitch and know what you’re thinking through the 
entire transaction. 

Jamie Leigh: On the private side with M&A 
deals, the biggest thing is being organized and 
coordinated — from diligence, pitch and in-
vestor perspectives. Having a key point person 
on the deal is crucial and having consensus is 
incredibly important. Investors on the repeat-
sale side can be stewards to the executive team 
in making sure they’re getting ahead of issues 
quickly. You want to be ready to sell, and under-
stand on what terms.

Q:   What’s happening in M&A that you’re 
interested in or concerned about now?

Kevin Spain: One of the trends that we’ve seen 
is buyers recognizing that what they’re buying is 
different from their core business. Buyers are more 
willing to allow these companies to operate in a 
very stand-alone fashion. In this dynamic, integra-
tion is much looser than it has been in the past.

Jamie Leigh: We’re seeing more willingness to 
stay private longer, and maybe grow as a private 
company through acquisition. You also have inves-
tors who — because they had to hang on through 
some darker times recently — are willing to make 
the choice not to exit. Also, you have extremely 
sophisticated activist shareholders: part of public 
company planning now, on a regular basis, is deal-
ing proactively with potential activists.  

Q:  Will health care play an important role with 
M&A in the future? 

Kevin Spain: We made four health care IT-re-
lated investments in the last five years, extremely 
deliberately, because health care is a market full 
of land mines. But there are definitely pockets of 
opportunity. We look for a clear business model 
that doesn’t require a lot of different constituents 
to sign off on it. We look for leaders of these com-
panies who really know the health care market. So, 
we’re bullish, but careful.

Jon Soberg: Fields like bio-informatics that are 
just coming up are going to make massive changes 
in health care. I think over the next few years we’ll 
see huge inflection points in terms of investment 
opportunities and breakthroughs in health care 
technologies.  

John Sensiba: The M&A activity that we’re going 
to see in health care, even in the next three years, 
is going to be pretty incredible. Change creates op-
portunity — and nowhere is more change happen-
ing than in health care.  ■

Tips
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It’s a case-by-case basis for us: if the 
company has the appetite and the desire 
to continue to go, there’s capital available 
to grow and potentially to find a much 
better exit on the outside. 

—Jon Soberg

Founders/CEOs pursuing a deal, need 
to recognize that they’re going to triple 
their workload. They need to continue 
to focus on their business, work on the 
deal, and maintain open communications 
with their people, making sure everybody 
is comfortable with what’s going on and 
understands the path forward.  

—John Sensiba

1 Dress for success from an 
infrastructure standpoint, 

and get your finances in 
order so that there’s no 
hitch when it comes time to 
do due diligence. 

2Be organized, from a 
diligence perspective, 

from a what’s-your-pitch 
perspective, and from an 
investor perspective.

3in negotiating, it’s 
important to come 

from a place of strength. 
Position all the assets that 
you bring to the table and 
communicate that you have 
other options. 

4A merger or acquisition 
is like having a baby…

they may be fun to have, 
but there is a lot of post-
transaction care. You’ve 
got to have a view beyond 
the transaction to be 
successful. 

5Recognize the workload 
of a transaction and 

remember not to take your 
eye off the ball of your daily 
business — because most 
deals don’t happen. 

Read the complete transcript at www.ssfllp.com

On the IT side, this is an area that should 
be very attractive over the coming 
decades. There’s a lot of talk about cost 
containment and electronic medical 
records; we’d love that to be a larger part 
of our portfolio.

—Brett Rochkind

We’re finding founders/CEOs showing a 
greater appreciation for what it means 
to be acquired, and paying attention 
to cultural fit. They want to feel that 
they’re taking the company they helped 
build someplace where it’s going to be 
appreciated — and where their team is 
going to be valued.

—Kevin Spain



925.271.8700 | ssfllp.com

©
 2

01
3 

Se
ns

ib
a 

Sa
n 

Fi
lip

po
 L

LP
. A

ll 
R

ig
ht

s 
R

es
er

ve
d.

I’m John Sensiba,
and I invite you to call me.


