
STAFF I NG  &  WORKFORCE  SOLUT IONS
REPORT

Industry Insights Q1
2022

A  LOOK  I NTO  WHAT  THE  MOST  ACT I VE  M&A
PART I C I PANTS  I N  THE  MARKET  ARE  LOOK ING  TO
DO I N  2022  

Mergers & Acquisitions
Buyer Survey

www.momentumadvisorypartners.com



M&A IN  THE  STAFF ING &  WORKFORCE  SOLUT IONS
INDUSTY

Overview

Mergers and acquisitions activity in  the staffing and workforce
solutions industry rebounded sharply in 2021, following a pandemic
induced double-digit decline in the prior year. Over 170 transactions
were completed across all segments versus 115 transactions in 2020.

The surge in last year's activity can be attributed to, among other
things: "pent-up" pandemic induced demand, strong industry
performance across most sectors, a back-log of deals that were
placed on hold from 2020, and continued favorable monetary policy. 

"To say M&A activity in 2021 was strong would be a vast
understatement. Of all the companies that made acquisitions, it was
great to see the large strategic organizations get involved", says CEO
of Pittsburgh, PA based System One Holdings, Troy Gregory. "They
understand it's not enough to grow organically and that acquisitions
need to be a part of their growth strategy. Private equity, which is
heavily invested in the space, has this playbook down to a science
and understands how important consolidation is to maximizing the
synergies inherent in a platform." 

With revenue growth projected for the industry to decelerate,
uncertainties with the omicron variant, a tightening labor market and
fed policy, will the momentum in M&A activity carry-forward into 2022
or will activity level-off or taper? Recent evidence suggests that
strong M&A activity will continue as 15 completed transactions were
announced through the first half of January, including two high-
profile deals (Addison Group and Favorite Healthcare Staffing).

To gauge sentiment, we surveyed 20 of the most active dealmakers
in the industry to gain insight on how they are positioning their
acquisition strategies, as well as what they'll be looking for in an
acquisition. 
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The Survey

The survey included both strategic and strategic backed private
equity buyers of all shapes and sizes. We believe the surveyed
group encompasses the broader market of M&A participants as
a whole. All participants completed at least one transaction in
the past three years, with 40% completing four transactions or
more.  

HOW MANY  ACQUI S I T I ONS  HAS  YOUR
ORGANI ZAT I ON  MADE  I N  THE  LAST  THREE
YEARS?

2021 was one of the most active years for M&A. 90% of participants completed at
least one transaction. 30% completed more than one. The most active segments
were IT and healthcare, which have both consistently been at the top of the list of
most active segments in terms of completed transactions. 

HOW MANY  ACQUI S I T I ONS  D I D  YOUR  ORGANI ZAT I ON  MAKE
I N  202 1 ?

All but one of our participants had a strategic plan to include acquisitions as part of their growth strategy in 2021. Despite not
having a plan, they completed one acquisition. This is very consistent with the interest we experienced in the five transactions
we completed as a firm last year. In each of those transactions, not only were there multiple offers, several other prospective
acquirers had serious interest and actively engaged us in discussions before deciding it was not the right deal for them. 

DI D  YOUR  ORGANI ZAT I ON  HAVE  A  STRATEG I C  P LAN  I N  P LACE  TO  MAKE  AN
ACQUI S I T I ON(S)  I N  202 1 ?

10%
Did not complete a
transaction in 2021.

40% of participants indicated that at least one transaction they were involved in was adversely affected by the
pandemic. Half were placed on hold and eventually completed, while discussions were eventually terminated for
the other half. 

HAS  THE  PANDEMI C  ADVERSELY  AFFECTED  AN  ACQUI S I T I ON  YOUR  ORGANI ZAT I ON  WAS
I NVOLVED  I N?

All participants indicated they have a positive outlook for the industry this year. Some even went as far as to say
they are extremely bullish and point to demand for labor expertise at it's highest level as a catalyst. 

Of course, sentiment is always capable of change and what buyers feel today, could be very different as we
progress through the year. As a firm, we will continue to gauge sentiment and provide updates.    

WHAT  I S  YOUR  GENERAL  OUTLOOK  FOR  THE  STAFF I NG  AND  WORKFORCE  SOLUT I ONS
I NDUSTRY  I N  2022?
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Growth/Increase Market Share 

Entering New Vertical/Niche 

Attractive Customer List 

All the Above 

70% of our survey participants indicated they are currently involved in M&A discussions. This could be at any
stage of the transaction lifecycle e.g. early discussions, negotiations or even due-diligence (following the signing
of a Letter of Intent). 

I S  YOUR  ORGANI ZAT I ON  CURRENTLY  I NVOLVED  I N  M&A  D I SCUSS I ONS  WI TH  A  POTENT I AL
TARGET?

90% indicated that acquisitions are a part of their growth strategy in
2022. Whether these plans come to fruition or not is still yet to be
seen. Interestingly, none responded with "No" to this question. Many
noted they expect there to be continued consolidation in the market
and that those that sit on the sideline risk losing market share.

ARE  ACQUI S I T I ONS  PART  OF  YOUR  ORGANI ZAT I ON ' S
GROWTH STRATEGY  FOR  2022?

Yes - 90%

Undecided - 10%

There are any number of reasons why acquisitions are
a part of an organization's growth strategy. However,
each transaction must have its own strategic logic. In
our experience, acquirers in the most successful and
accretive transactions have specific, well-articulated
value creation ideas going in. For less successful deals,
the strategic rationales tend to be vague. 

WHAT  I S  YOUR  ORGANI ZAT I ON ' S  MA I N
MOT I VAT I ON  FOR  PURSU I NG
ACQUI S I T I ONS?

We asked our survey participants to rank key characteristics of
companies they look to acquire in order of importance.
Profitability ranked highest, with growth potential and services
offering/skillsets provided a close second and third. An
acquisition target's geographic footprint was pretty far down the
list with most ranking it as the least important attribute. 

RANK  THE  FOLLOWI NG I N  ORDER  OF  I MPORTANCE
WHEN I T  COMES  TO  AN  ACQUI S I T I ON  TARGET?  

 Profitability
Growth Potential
Service Offering/Skillsets Provided
 Strength of Management Team/Leadership
 Customer List
 Geographic Footprint

1.
2.
3.
4.
5.
6.

The majority of our participants indicated that growth and/or an increase in market share was their primary
motivation for an acquisition(s), while others were interested in entering a new vertical/niche or acquiring an
attractive customer base.  



Differences of opinion in valuation expectations between buyers and sellers are as common as you might
expect. However, outside of valuation, what do buyers view as being the biggest challenge in bringing a
transaction across the finish line?

APART  FROM D I FFERENCES  I N  VALUAT I ON  EXPECTAT I ONS ,  WHAT  DO  YOU  CONS I DER  TO
BE  THE  B I GGEST  CHALLENGE  I N  COMPLET I NG  A  TRANSACT I ON?
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Purchase Agreement Negotiations 

Differences in Company Culture 

Non-Committal Sellers 

Lack of Available Diligence Information  

Lack of Confidence in Financials 

It comes as no surprise that negotiations of a
definitive purchase agreement ("DPA") would
be at the top of the list of challenges from the
perspective of a buyer. Patience is required on
both sides as the DPA and supporting
documents/agreements supersede all prior
agreements and understandings.

Other challenges were: differences in company
culture; non-committal sellers; lack of available
diligence information; and lack of confidence in
the target's financials.

70% of participants have at least one individual leading their M&A efforts. With 90% of the firms we surveyed
looking to make an acquisition in 2022, this makes sense. A lot of time, effort and resources go into defining an
M&A strategy, sourcing potential targets, negotiations, and due-diligence. We also learned that 60% of those
surveyed intend to navigate the process in-house as opposed to engaging an investment bank.

DOES  YOUR  ORG I NAZAT I ON  HAVE  A  DED I CATED  TEAM OR  I ND I V I DUAL(S)  THAT  LEAD
YOUR  M&A  EFFORTS?  

Of our survey respondents, the sentiment for M&A in the
staffing and workforce solutions industry for 2022 was
resoundingly positive and leaves us very encouraged
about the year ahead.

Understanding our survey is just a small sample size,
how the year will actually play out is still yet to be seen.
However, we believe our group of participants to be a
fair representation of the broader M&A market as we
included a wide spectrum of buyers, not just the largest
names in the industry. 

SUMMARY

We will continue to monitor sentiment throughout the year as we gauge activity on our own engagements and
speak with M&A participants, which occurs regularly, and will update the survey accordingly.
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Momentum Advisory Partners is a founder focused, M&A Advisory firm with an
exclusive focus in the staffing, IT services & consulting, and workforce solutions
industry

We partner with our clients in evaluating some of their most strategic and
complex decisions. We provide independent, uncompromised advice which
makes us uniquely suited to offer a broad range of advisory services to our
clients. 

Our services include mergers, acquisitions, divestitures, and valuation advisory.
Our experienced professionals have an exceptional track record of providing
remarkable results for our clients. 

For more information, please visit us at our website
www.momentumadvisorypartners.com 
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