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A wide variety of factors helping 
M&A industry rebound nicely

By VELVET SPICER

If it seems as though every month you’re read-
ing about a new local merger or acquisition, you’re 
not wrong. The M&A industry has rebounded nicely 
since the slowdown that occurred at the start of the 
pandemic.

“This was a black swan event 
that had no end point until this 
disease was under control. We 
imagined that our business would 
slow down and it did slow down,” 
said Russell D’Alba, founder, 
president and managing director 

of Paramax Corp., an investment bank with offices 
in Buffalo and Rochester. “If I go back to 2020, we 
closed one deal in January and one in February, 
and starting in March we had no closings until I 
think August.” 

And some of the projects that already were in the 
works were put on hold, D’Alba said, because some 
of the firms were harmed in a permanent way that 
they wouldn’t recover those sales. The loss of sales 
for that time period — think the tourism industry — 
would not rebound.

“So clients were in two categories: ones that were 
impacted with a permanent sales loss for that time 
period, and those that were in a deferred situation. 
The deferred situation bounced back pretty quick-
ly,” D’Alba explained. “The last part of the year we 
closed 10 deals in the last four months of 2020.”

It takes nine to 12 months for a merger or acqui-
sition to be completed, so without new clients early 
in 2020, the firm saw another decline in business in 
the first few months of 2021 as well. But that, too, 
has changed.

“The second half of 2021 is shaping up to be 
stronger than what we saw last year in 2020, so 
there’s a good possibility that 2021 will be 14 or 15 
transaction closings,” D’Alba said. “We’ve got a few 
brand new ones on high speed tracks to close this 
year.”

That trend is not just local, according to Pricewa-
terhouseCoopers LLP, one of the nation’s Big Four 
accounting firms. In PwC’s 2021 midyear outlook, 
the firm said it expects deal activity in the second 
half of 2021 to remain strong, “building on the re-
surgence that began after the first wave of the 
COVID-19 pandemic and has continued at a steady 
clip this year.”

U.S. M&A volume and value overall are up this 
year from 2020, according to a PwC analysis of Re-
finitiv data. “And based on our forecast, 2021 deal 
volume will outpace last year’s.”

“The volume of M&A transactions is increasing. 

The positive factors are low interest rates and the 
ideal combinations of strategic buyers, where the 
strategic buyer today is willing to pay a premium to 
buy the right business,” D’Alba said of what is driv-
ing the increase.

A polarized political climate also has had an ef-
fect on mergers and acquisitions and could also be 
a factor in the increased business, D’Alba said.

“Some business owners in-
terested in selling have been in 
the last six months rushing to 
the exit to try to get something 
done this year before Dec. 31, 
2021, because of the threat of 
increased taxation in the future,” 

he explained. “Capital gains rate is what drives 
the thought process in the M&A business and low-
er capital gains rates are good. Today we have a 
20 percent capital gains rate, which is very good. 
Twenty-five percent wouldn’t be as good. So that’s 
why people are running for the exit a little bit quick-
er.”

And while many firms have bounced back from 
the economic decline at the height of the pandem-
ic, some are not eager to go through it all again in 
the future, said Sam Messina, director of business 
development for the Rochester office of Paramax.

“It really took a toll, and it helped focus their plans 
where in the past they thought maybe I’ll sell the 
company,” Messina said. “That was a wake-up call. 
I’ve had those conversations many times in the last 
six to 12 months.”

Paramax was founded by D’Alba — who was a 
practicing CPA at the time — in Buffalo in 1993, but 
it did not become a full-time venture until around 
2000. The Rochester office opened in 2003 when 
Paramax acquired Capital Formation Group.

“When we talk about assembling a workforce, 
what’s the magic herbs and spices that make your 
business run, many times what you’ll hear is the 
unique assemblage of people. We’ve got that at 
Paramax,” D’Alba said of his two dozen staffers. 
“We have four CPAs, one with a law degree; a lot 
of MBAs; then, more importantly, operating expe-
rience, both as a business owner or operating a 
business.”

As an independent third-party investment bank-
ing firm, some 95 percent of Paramax’s business 
is representing clients who want to sell their busi-
nesses. Paramax is one of 55 firms globally that 
collectively own an international firm, Globalscope 
Partners Ltd., headquartered in London.

While Paramax has completed more than 400 
transactions since its inception, Globalscope 
has more than 10,000 clients among its 55 own-

ers. Among Paramax’s transactions are the sale 
of International Motion Control to ITT, the recap-
italization of Lapp Insulators by Wachovia Capital 
Finance and Andlinger & Co. Inc., and the sale of 
Autoplace Nissan and Infiniti to West Herr Automo-
tive. The firm also handled the $300 million sale 
of Tops Supermarkets to Morgan Stanley Private 
Equity some 15 years ago.

“One of the things we do is we employ a unique 
proprietary five-step sale process in order to pro-
duce optimized valuations. We wouldn’t have sold 
that number of companies if the sellers weren’t 
satisfied with the valuations,” D’Alba said, adding 
that the process includes engaging in its own due 
diligence prior to the buyer’s due diligence process 
in order to avoid any hiccups.

D’Alba said he has found that from the seller’s 
perspective, the typical business owners today are 
baby boomers, those born after WWII from 1945 to 
1965, and the behavior of the baby boomer gener-
ation is that they are retiring sooner and they are 
not necessarily holding onto the business to pass 
on to the next generation. That issue, he said, is 
exacerbated by the next generation not necessar-
ily wanting to have the responsibility of owning the 
family business.

“Those two factors are causing sellers to be will-
ing to sell,” he said.

In the case of Rochester’s M&A market, the re-
gion has one thing going for it that many markets 
do not have.

“We’ve recognized that buyers very much like the 
Greater Rochester area for a lot of reasons. In al-
most every case, the choice has been to keep the 
operation local. Their plans are to grow the busi-
ness,” Messina said. “All the buyers have growth 
plans typically, and the growth plans mean more 
hiring and there’s not much of a desire to move the 
location out of town. Which I think is important for 
the community.”

Added D’Alba: “There’s a work ethic that I think 
is pretty obvious in Rochester. People are well ed-
ucated, we’ve got great colleges and universities 
here, we have businesses that are technical, many 
of them spun off of the Big Three. So when some-
one from the outside comes in, we are a city that 
is filled with sophisticated, well-educated people 
with good work ethic. And I think that’s becoming 
more valuable. Bringing it to the right strategic buy-
er who can appreciate those attributes is just anoth-
er feather in our cap when we’re selling a business 
that’s Rochester-based.”
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