
 
 
 
 

 

M&A Trends 2019 
Leadership Pipeline = Seller Deal Success 

 
July 2019 

 

“What does the current M&A market look like?” This is a question we get almost every day, and 
our answer goes something like this.  M&A activity in 2019 is up over the last three years with 
the number of deals closing and valuations at record highs.  Driving M&A activity is the strong 
financial performance of most E&C firms, with 2019 on track to be one of the best years for the 
environmental industry in ten years, market sectors across all U.S. regions going full steam, and 
the U.S. economy showing no signs of a recession. The industry is also experiencing an 
extremely tight labor supply, making organic growth difficult. In order to achieve +8% top line 
growth in today’s market, many companies are adding M&A to achieve their strategic growth 
objectives.  This includes smaller companies ($15-35M rev) now looking to grow thru 
M&A.  With these frothy conditions, it is fair to call 2019 a seller’s market.  
 
That said, some companies looking to sell are better positioned to benefit from these conditions 
than others. Which brings us to one of the top M&A themes we are seeing today -- buyers 
asking sellers “can you please tell us more about your management succession plan and 
second tier leadership team?” The reason is quite simple.  While buyers are investing in a 
company’s long-standing reputation, client relationships, expert services and financial 
performance, it is the people that represent the future of the company.  And knowing the depth, 
level of development and management responsibility of a seller’s 2nd and even 3rd tier team is 
an important component to getting a deal done, and what can drive up valuations, or cause 
deals to fall apart. 

In reviewing industry data collected by 2020 Environmental Group, 
we found that roughly 52% of all consulting and engineering 
companies do not have leadership succession plans in place. Fast-
forward to 2019, and we are now seeing this issue affecting M&A 
deals. 

The good news is that solutions are available.   
 
• For companies considering selling, our recommendation is to 

put a Management Succession Plan in place which includes a 
process for transferring key client relationships to your 2nd and 
3rd tier staff.  These plans can be successfully implemented in 
1-2 years, and even in the early stages can make a prospective buyer feel more comfortable 
about doing the deal. 

 
• For buyers who see this situation in a potential seller, our recommendation is for the buyer 

to move quickly in implementing a post-deal Integration and Key Client Management 



Plan.  This includes working closely with sellers in getting introduced to their key clients and 
implementing a joint cross-selling initiative. 

 
These are just a few of the themes we are seeing in today’s active M&A market and with our 
clients across the country.  If you would like to learn more, we would welcome hearing from you. 
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2020 Environmental Group brings together a new perspective in management consulting and 
M&A advising aimed at helping owners of environmental businesses open new paths to 

strategic growth and shareholder value. Companies in the business of the environment call us 
when they have something pressing on their minds — whether it is expanding into a new 

market, improving financial performance, ownership transition, or growth thru M&A.   
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