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8 Ways to Make the Most of the M&A Source Conference 
 
Okay, I’ll admit that in the past I didn’t make the best of every IBBA and M&A Source conference I attended, 
but over the past ten years, I’ve improved dramatically.  After years of experience attending the conference, I 
have compiled a list of my “Top Eight” tips for getting the most out of the upcoming event. 
 

1. Be Prepared:  The actions you take immediately before and after the conference will likely determine 
the majority of the benefits you receive.  

 Download the new M&A Source Conference App!  The M&A Source, with our Data Partner, 
PitchBook is proud to announce the Fall Conference will have its first interactive mobile app!  
About a week before the conference, you will receive your login credentials for the app 
directly from PitchBook. This will give you the opportunity to download and get familiar with 
everything the app offers before the conference. The conference app will let you view the 
attendee list, manage your own profile, create your own printable, exportable schedule of 
events and set up one-on-one meetings. 

 Use the Schedule at a Glance to build your personal agenda that includes workshops, courses, 
networking functions and time to visit with exhibitors. 

 Study the conference workshops and courses and choose the ones that apply to your specific 
objectives. Some of the courses are already sold out! 

 Prepare blind profiles of the companies you would like to pitch at the Dealmaker’s Expo. Do 
you know which Private Equity Groups (PEGs) are looking for your companies and/or have 
portfolio companies in the same industries?  Click here to see to those attending. One click and 
you are on any of their websites.   

 
2. Have a plan: Create a plan for the conference. Before arriving, take a moment to collect your thoughts 

and list your top conference objectives. For myself, I generally focus on the three people I most want 
to connect with. What are my three most pressing challenges? Additionally, I think it’s a good idea to 
be on the lookout for other people that I can learn from. People with more or different experiences 
than yourself and who are willing to be a mentor.   

 
3. Network: Networking is not only about meeting other people – it’s also about finding experienced 

people with whom ideas and advice can be shared. For three days you will be sitting, eating, or 
standing next to people you can help and who can help you. Ask your questions, share your struggles, 
discuss what you’ve learned and celebrate your membership in this wonderful organization! Don’t 
forget to bring your business cards!  

 
4. Get to know the PEGs in attendance: These guys sitting across the table at the Dealmaker’s Expo and 

next to you at lunch are here for at least three reasons: 

 PEGs want to meet and develop a relationship with you. 

 PEGs want to learn about your current deals and whether they might be appropriate as either 
a “platform” company or an “add-on” to an existing platform in their portfolio. 

 PEGs want to be the first person you call to discuss the next great company that might be a 
“fit” for them. 

 

http://masource.org/events/conference/f15/schedule
http://masource.org/events/conference/f15/workshops
http://masource.org/events/conference/f15/courses
http://masource.org/events/conference/f15/expo
http://masource.org/events/conference/f15/expo


Even if you currently have no deals to discuss, most PEG reps are happy to talk about what they are looking 
for and many will pay a finder’s fee if you should introduce them to a company they eventually acquire. 

 
5. Get involved: Most non-profit associations rely on volunteers from the membership to lead and work 

on programs and course development, membership, publicity, communications, and other areas. The 
M&A Source has a rich history of active and generous volunteers who enjoy working together and 
helping one another. Like most endeavors of this type, you will receive much more than you 
contribute. 

 
6. Enjoy yourself: The daily operations of running your firm, supporting hard-working staff and 

developing associates is not easy. Attending the conference will allow you to step away from your 
responsibilities, continue your professional development and connect with like-minded individuals. 
Apart from anything else, it’s a fun way to spend a few days! 

 
7. Make one good friend: A number of years ago at the conference, I really hit it off with another 

intermediary who owned a firm similar to mine but 1,000 miles away (you know who you are). Every 
conference, we make it a point to spend at least thirty minutes enjoying each other’s company and 
catching up on “war stories.” We share everything about our practices and plans for the future. Such 
friends not only have become an invaluable resource, they’re also whole lot of fun! 

 
8. Follow up: It’s easy to leave a conference with the best of intentions only to neglect them in the flurry 

of activity that demands attention upon your return.  Try these to improve your follow through: 

 Prioritize the 20 items on your “to do” list into those that are important and can be achieved 
through delegation or a minimum of your own time (these are the “A”s) and those that are 
important but will take more time and resources to accomplish (these are the “B”s).   

 Before returning (on the plane?) schedule an hour per day on these 4-5 items until completion. 

 Download the conference information that is posted in ShareFile. Meeting 
Expectations will send the link after the conference. 

 

With anything in life, you get out what you put in. Before the conference, take a moment to collect your 

thoughts, create objectives and open your mind to new experiences and new people. You’ll be surprised how a 

little bit of pre-work can go a long way.  
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