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“We anticipate a robust M&A market for LMM companies in 
2024.  The demand from strategic acquirers seeking growth, 

coupled with large amounts of investable capital, has created a 
very high demand situation for quality LMM companies,” said 

Scott Mashuda, Managing Director of REAG.  “As more sellers 
understand this dynamic, we anticipate that management 

rates will refocus to strategic initiatives such as M&A in 2024,” 
Mashuda continued.  



“The lending environment is critical,” said Lisa Riley, CEO & Founder of Delta Business Advisors, 
LLC

and increase their appetite for risk.”   

said 
Scott Bushkie, President of Cornerstone Business Services. “However, business owners generally 
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said Rob Margeton, 
Cofounder of Ryco Advisors. “The standout is the lower middle market where businesses over $5 

eager competition from private equity buyers and corporate buyers alike.”   

said 
Lee Sheaffer, President of BizReady, Inc.

strong fundamentals and growth prospects continue to receive premium 
valuations and buyer interest. But weaker companies are getting left 

behind.”

Sheaffer added, “Preparation is key in this environment. Owners need 
objective assessments of their business’s strengths and weaknesses before 

going to market. The companies commanding high multiples are ones 

ahead of a sale.”
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observed Brian Stephens of 
Legacy Venture Group. “While the global M&A market saw a slowdown in 2023, the data shows quality 

environment provided a real obstacle to getting deals done,” 
NYBB Group.
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“Generally the larger the company, the greater buyer interest,” said Pino 
. “There’s 

premium prices.”
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explained 

sellers were offering lower interest rates as a tool to help buyers close the deal.”

said Don Pippen, Owner of Sunbelt Lafayette. “Unlike debt 

free. There’s no cost of capital tied to an earnout.”
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“Selling a business is a marathon, not a sprint,” 
LLC. “Just like runners hit the wall in a marathon, sellers can grow weary of the due diligence, 
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