
“What is your primary deal source?”

Deal Sourcing Valuation

69% Pursue Targets Directly

14%  Intermediaries

  8% Existing Network or
Personal Relationships

  7% Internal Businesss Units

  1% Industry Conferences

“What drives your acquisitions?”

30% Accretive Transaction

13% Operational Synergies

13% Competitive/Defensive Acquisition

10% Brand Acquisition

  7% Multiple Arbitrage

  4% Talent Acquisition

23% Other

“Who approves your acquisitions?”

60% CEO

20%  Corporate Development Head

10% Head of Business Unit

10% Other

“Who owns the valuation models?”

57% Corporate Development

30% Finance

  7% Business Unit

  6% Other

“Are you willing to pay finder’s fees?”

“Are your sources primarily inbound  
  or outbound?”

53% 47%

Outbound Inbound

Yes No

77% 23%

“What is your average deal multiple
  on EBITDA?”

1-3x

17% 57% 26%

7-9x4-6x

“Over what timeframe do you 
  evaluate ROI (in years)?”

< 1 1-3 3-5 6+

7% 17%46%30%

The largest active network of deal professionals in the world

Corporate Development Best Practices:
Deal Sourcing & Valuation
We recently surveyed 1,700 corporate 
development professionals and assembled 
their responses on a range of issues 
including deal sourcing strategies, payback 
period, and valuation multiples.

The AxialMarket Network:

    9,000+ Members

    500+ New Deals Monthly

    1,200 Deal Introductions Weekly

Meet the network: axialmarket.com/corpdev

www.axialmarket.com


