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Flying Under the Radar 
 
Organized 1991 - 1992, The M&A Source has flown under the radar for more than two decades, but 
throughout those years we have served the needs of our members and their local, regional, national 
and international clients. 
 
Because The M&A Source was organized by members of the IBBA (International Business Brokers 
Association), and approved by the IBBA Board of Directors, many misconceptions still exist.  One of the 
more common misconceptions is that our members focus on Main Street, mom & pop business listings 
and sales.  If that were true, there would have been no need to create the M&A Source because 
transactions of that size and complexity were, and still are, the focus of the IBBA and its members. 
 
The reality is that our members, of whom more than 95% are intermediaries, are dedicated to the 
lower middle market (LMM).  You may be aware that several LMM “definitions” exist.  The broadest 
definition I’ve heard includes all businesses with annual revenues less than $500 million.  The narrowest 
LMM definition includes those businesses with annual revenues between $5 million and $50 million.  
An argument could be made that the 2014 SEC No Action Letter defined the LMM as businesses with 
annual revenues up to $250 million and EBITDA up to $25 million.  Without spending any time debating 
those various definitions, we ask that you accept us as a LMM-targeted organization. 
 
Some M&A Source members have completed deals with companies that have annual revenues in 
excess of $100 million.  Others are federally licensed and engage in capital raising opportunities.  
Although The M&A Source focuses on the lower middle market, some of our members have dual 
purpose practices (LMM and Main Street) and are members of The M&A Source and the IBBA.   
 
What services do our members provide, and who can benefit from those services?  Our members offer 
a wide array of corporate strategies and solutions that are designed to meet the unique requirements 
of our individual clients.  Entrepreneurs, business owners, and corporate managers can pursue options 
that include mergers, acquisitions, divestitures, exit planning, family succession, growth strategies, 
access to capital, risk reduction, management buy-outs, management buy-ins, and recapitalizations.  
Our members can also perform targeted acquisition searches on behalf of strategic, financial, and high-
net worth business buyers. 
 
From an association perspective, we exist to provide our members with opportunities to improve key 
skills, gain more clients and lead those clients throughout the process of buy, sell and restructure 
transactions; thereby becoming more valuable to those clients as a trusted advisor. 



 
We accomplish those objectives through our twice-per-year conferences and the activities offered 
there (education courses, workshops, panel discussions, keynote speakers, Dealmakers Expo, and the 
sharing of war stories).  Our education courses are created and taught by actual dealmakers (practical 
application instead of classroom theory).  Our workshops & panel discussions feature subject matter 
experts covering topics that are designed to further the success of our members. 
 
Our Dealmakers Expo is devoted to connecting our members and private equity groups.  PEGs need 
deal flow and are actively searching for suitable platform investments and add-on acquisitions.  The 
Expo exists for the sole purpose of doing deals and establishing relationships.  PEG exhibitors greatly 
appreciate the fact that our Expos are dedicated to deal-making.  This event focuses only on face-to-
face meetings between our members and Private Equity representatives. 
 
Fewer than 5% of our members are strategic professionals who contribute at the M&A level. Examples 
of strategic professionals include transaction attorneys, transaction CPAs, business appraisers, financial 
planners & wealth managers, bankers/lenders, and other service & support providers. These strategic 
professionals are necessary to the M&A process and are a vital part of our membership.  However, 
strategic professionals do NOT attend our Dealmakers Expo with the intent to pitch their services. 
 
The M&A Source also offers two distinct certification programs.  The Merger & Acquisition Master 
Intermediary (M&AMI) certification is an elite designation that affords professional growth and 
marketability unlike any other in the M&A profession. This title distinguishes its holders as seasoned 
intermediary professionals who have a solid educational background, proven accomplishments in 
completing deals and a strong passion for The M&A Source and M&A work.  The M&AMI is the only 
merger & acquisition designation to require both educational credits and the successful completion of 
multiple middle-market transactions. 
 
Through the M&A Source's academic partner, Kennesaw State University/Michael J. Coles College of 
Business and M&A Academy, we offer a five day Certified M&A Professional Program.  This program 
also qualifies participants for CPE and CLE continuing education credits. 
 
Last, but not least, The M&A Source provides numerous benefits to our members.  Some of these 
benefits are included in the price of annual membership dues.  Examples include free First Research 
industry profiles and a free Platinum-level subscription to PEI Services.  Other benefits are provided at 
steeply discounted prices as compared to non-member rates.   
 
Although The M&A Source has a history that has been more than 23 years in the making, for the vast 
majority of the readers of this article, we are still flying under the radar.  Hopefully this article has shed 
some light on who we are and what we do.    
 
Perhaps it will even help you to decide to join us! 
 

http://masource.org/education/courses
http://masource.org/events/expo
http://masource.org/education/mami
http://masource.org/education/certified-m-a-professional-program
http://masource.org/membership/benefits
http://masource.org/membership/join
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M&A Source Membership Dues: Individual 520 N/A
PEI Services: Platinum Subscription N/A 895
First Research* see note below N/A 139
ShareFile* see note below N/A 359
Pratt's Stats* see note below N/A 769
M&A Source Express Finance Center N/A 500
Total 520 2,662

Discount
almost 80%

60+%
15%

up to 50% 
25%MoneySoft

Avention* ($2,500 per annual subscription versus $11,500)
CapTarget* Ad-Hoc Research! 60%+ discount off retail pricing

Included with annual Membership dues
Member 

Price
Non-Member

Price

First Research*: The average cost of an industry report is $139.
ShareFile*: as compared to the Basic rate of $29.95/month
Pratt's Stats* receive a three-month complimentary subscription by submitting 
information on each completed transaction; Get a 35% discount off any BVR-
published book in the BVR bookstore, + Get a 35% discount off any upcoming BVR 
webinar. 

Industry Partners: Discounted Services
Avention* see note below
CapTarget* see note below
GoToMeeting; GoToWebinar
Hoovers
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