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LAKESIDE’S TECHNOLOGY AND SAAS PRACTICE

1Note:  Select transactions completed by Lakeside principals while at prior firms

Differentiated transaction experience across numerous technology and SaaS sectors
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S&P GlobalTech M&A Outlook: Back on track in 2023?

“Even though tech M&A dropped sharply in late 2022, dealmakers see business picking 
back up this year. Almost half of respondents to 451 Research's annual Tech M&A Outlook 
survey predict an acceleration in activity in 2023. To pull that off, however, they are going 
to need acquisition prices to come back down and industry growth to go back up.”

Read the article here

JPMorgan2023 Business Leaders Outlook: Tech

“Midsize tech industry leaders are more optimistic about the year ahead than U.S. 
executives overall...”

Read the article here

INDUSTRY NEWS
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Lakeside is committed to keeping our finger on the pulse of the technology and SaaS market

RECENT TRANSACTIONSWORTHWHILE READS

The articles below are taken from various industry periodicals, websites, and 
blogs from around the web that highlight key themes in technology and SaaS.

The transactions highlighted below were high profile transactions completed in 
the most recent quarter.

Denotes a Lakeside Partners-led transaction

to be acquired by

to be acquired by

and

Office Timeline, a leading technology solutions 
company providing intuitive, fully integrated software 
tools for project teams and executive reporting, was 
recapitalized by GearBox Capital.

GearBox Capital is a private equity firm that utilizes an 
operational approach to facilitating the growth and 
transformation of both bootstrapped and founder led 
technology companies.

Lakeside Partners acted as exclusive financial advisor 
to Office Timeline.

Momentive Global, an experience management 
company that offers cloud-based software in brand 
insights, market insights, and more, is to be acquired 
by Symphony Technology Group.

Symphony Technology Group is an American private 
equity firm focused on fueling innovative software, 
data, and analytics market leaders in the middle 
market.

Qualtrics, an American software company that offers a 
single system of record platform for customer, 
product, employee, and brand experiences, is to be 
acquired by Silver Lake.

Silver Lake is a global private equity firm focused on 
investments in technology, technology-enabled 
services, and related industries.

CPP Investments is the investment arm of the Canada 
Pension Plan.

Deloitte2023 Technology Industry Outlook
“Economic headwinds seem to be gathering for business in general, and for the technology 
industry specifically. But there are many regulatory incentives that may spur innovation and 
growth in 2023 and beyond.”

Read the article here

PwCGlobal M&A Trends in Technology, Media, and Telecommunications: 

2023 Outlook

“Capital discipline as well as strategic and opportunistic M&A will be consistent themes 
across the TMT sector for the coming months given the current economic environment.”

Read the article here

Harvard Business ReviewWhere Is Tech Going in 2023?
“The signals on the horizon for 2023 are hard to parse or make sense of. In that way, they 
resemble past efforts to look ahead. But what’s clear is that how companies navigate their 
technology questions in the new year will have a profound effect on how good their 
outlook is when we get to the next new year.”

Read the article here

https://www.spglobal.com/marketintelligence/en/news-insights/research/tech-ma-outlook-back-on-track-in-2023
https://www.jpmorgan.com/commercial-banking/insights/technology-business-leaders-outlook
https://www2.deloitte.com/us/en/pages/technology-media-and-telecommunications/articles/technology-industry-outlook.html
https://www.pwc.com/gx/en/services/deals/trends/telecommunications-media-technology.html
https://hbr.org/2023/01/where-is-tech-going-in-2023


LAKESIDE CASE STUDY
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Office Timeline recapitalized by Gearbox Capital
COMPANY OVERVIEW

 Office Timeline is a leading technology solutions company providing intuitive, fully-integrated software tools for 
project teams and executive reporting; the Company sells its products through a highly recurring, subscription-
based business model

 The Company has a robust user base of individual consumers and enterprises that has grown through grass roots 
efforts and word of mouth marketing with a modest dependency on PPC and traditional marketing initiatives

 With a robust pipeline of product developments and launches, the Company is poised for significant growth

SITUATION OVERVIEW AND OUTCOME

 Entrepreneur-owned since inception, Office Timeline was co-owned by two industry veterans that were seeking a 
partial liquidity event and a partner to accelerate future growth

 Lakeside ran a broad auction process targeting prospective private equity and growth capital partners with 
significant technology / SaaS expertise and ample capital resources to execute on management’s growth plan

 The process was highly competitive resulting in 80+ parties reviewing the CIP (“Confidential Information 
Presentation”) and eight indications of interest (“IOI”s) from a variety of private equity and growth capital suitors

 Lakeside’s industry connectivity, tiered marketing strategy, strategic positioning, and tailored M&A process built 
significant competitive tension among potential investors providing the leverage for Lakeside to drive a premium 
valuation

 All existing employees will remain in current positions and key management team members will maintain / receive 
an ownership stake in the go-forward enterprise

has been 
recapitalized by



LAKESIDE CASE STUDY
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Dexter + Chaney sale to Pamlico Capital
COMPANY OVERVIEW

 Headquartered in Seattle, Washington, and founded in 1981, Dexter + Chaney is a leading provider of financial and 
operational management software for construction contractors

 The Company’s product, Spectrum® Construction Software, is an integral component of daily operations for more 
than 1,000 contractors and is the first construction software company to deliver complete and integrated 
construction management software using true cloud-based technology with an intuitive web browser interface

 The Company’s technology solutions provide unparalleled visibility into the lifecycle of projects

SITUATION OVERVIEW AND OUTCOME

 Ownership received inbound interest and a preliminary offer from a potential investor and engaged Lakeside 
personnel to run an auction process to maximize value and deal terms

 The Lakeside team marketed the opportunity to a targeted group of ~50 private equity investors with relevant 
experience in the AEC (“Architecture, Engineering, and Construction”) technology industry 

 The process was highly competitive resulting in 30+ parties reviewing the CIP (“Confidential Information 
Presentation”), ten first round indications of interest (“IOI”s), and five final round Letters of Intent (“LOI”s) from a 
variety of private equity suitors

 The competitive process enabled the ownership team to weigh a variety of different post-close ownership 
structures (e.g., minority investment, majority recapitalization, or full sale), properly vet prospective investors 
industry knowledge & value-added resources, and receive full credit for the Company’s pending transition from an 
enterprise install model to a hosted / SaaS business model 

 The closing purchase price was meaningfully higher than the initial pre-emptive bid and ownership maintained a 
significant ownership stake in the go-forward entity

Transaction completed by Lakeside senior banker while at a prior firm.

has been acquired by



TECHNOLOGY AND SAAS PUBLIC COMPANY PERFORMANCE
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Below is a look at how publicly traded technology and SaaS companies performed by sector

ONE-YEAR HISTORICAL STOCK PRICE PERFORMANCE

EBITDA TRADING MULTIPLES BY QUARTER EBITDA MARGIN BY SECTOR
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SELECT TECHNOLOGY AND SAAS PUBLIC COMPANY BENCHMARKING BY SECTOR
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1 YEAR REVENUE GROWTH FORECAST GROSS PROFIT MARGIN EBITDA MARGIN
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SELECT TECHNOLOGY AND SAAS PUBLIC COMPANY BENCHMARKING BY SECTOR (CONT’D)
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1 YEAR REVENUE GROWTH FORECAST GROSS PROFIT MARGIN EBITDA MARGIN
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SELECT TECHNOLOGY AND SAAS PUBLIC COMPANY BENCHMARKING BY SECTOR (CONT’D)
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1 YEAR REVENUE GROWTH FORECAST GROSS PROFIT MARGIN EBITDA MARGIN

Tech-Enabled
Services
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TECHNOLOGY AND SAAS TRANSACTION DATA
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Below is an overview of M&A volume by quarter for technology and SaaS

PERCENT OF TRANSACTION VOLUME COMPLETED BY QUARTER DISTRIBUTION OF TRANSACTIONS BY EV FOR PAST 3 YEARS1

NUMBER OF TECHNOLOGY AND SAAS TRANSACTIONS BY QUARTER

1. Only includes transactions with disclosed valuesSource:  Capital IQ
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SELECT RECENT TECHNOLOGY AND SAAS TRANSACTIONS

10Source:  Capital IQ
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OUR INDUSTRY EXPERIENCE

BUSINESS SERVICES CONSUMER & RETAIL

INDUSTRIALS SPECIALTY DISTRIBUTION TECHNOLOGY

FOOD, BEVERAGE, & AG

Lakeside Partners is a boutique investment bank specializing in M&A advisory services.  We serve founder & 
family-owned businesses in the lower middle market by advising their owners through transactions.  We 

leverage decades of experience and relationships to execute processes that unlock exceptional value.

Tom Newell
Managing Director

(206) 295-9746
tnewell@lakesidepartners.com

Taylor Hanson
Partner

(651) 357-4633
thanson@lakesidepartners.com

Chase Wichelmann
Vice President
(651) 356-1753

cwichelmann@lakesidepartners.com

Matt Holcomb
Associate

(952) 239-4297
mholcomb@lakesidepartners.com

FIRM CONTACTS

OFFICE LOCATIONS:     SEATTLE | MINNEAPOLIS

ABOUT LAKESIDE PARTNERS
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