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About Calabasas Capital

Calabasas Capital specializes in serving privately held companies in the lower middle market and emerging growth markets
with revenues typically ranging from $10 million to $100 million and/or EBITDA from $2 million to $8 million. Our clients
receive high touch service from a senior team of financial professionals with significant experience in M&A advisory and
capital raising along with in-depth knowledge and management experience in the industry vertical markets we focus on.
We provide our clients with connectivity to the senior management and boards of established and emerging market
leaders, and their financial sponsors.

Securities offered through Fallbrook Capital Securities Corp., a licensed Broker/Dealer and Member of FINRA and SIPC.
Calabasas Capital is a DBA of Fallbrook Capital.

Calabasas Capital gathers its data from sources it considers reliable however, Calabasas Capital makes no representations
or warranties, express or implied, regarding the accuracy of this material.

This presentation is for informational purposes only and it should not be considered in any way an offer to buy or sell a
security. Buying or selling a security involves substantial risk and may be worth more or less than the original investment.

26610 Agoura Road, Suite 120 Calabasas, CA 91302 | Phone: (818) 657-6130 Fax: (818) 657-6145



Introduction

• Serving privately held companies in emerging growth and lower 
middle market ($10 - $100 million revenue / $2 - $8 million EBITDA)

• Senior team of financial professionals with experience in M&A, private 
placements and operating roles in PE and VC backed companies

• Strong domain expertise in target sectors and connectivity with senior 
management and boards of established and emerging market leaders, 
and their financial sponsors
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• Sell-side M&A

• Buy-side M&A

• Divestitures

• JVs / Partnerships

Mergers & Acquisitions

• Private Equity

• Subordinated Debt

• Senior Debt

• Venture Capital

Capital Raising



Industry Focus and Expertise

Consumer
• Retail/Restaurants
• Food & Beverage
• E-Commerce
• CPG

TMT / Business Services
• SaaS/Software
• Cybersecurity
• IT Enabled Services
• Marketing/Media

Industrial / A&D
• Aerospace & Defense
• Defense/Govt. Services
• Industrial Technology
• Manufacturing

- 4 -



Senior Team

David Bonrouhi, Managing Director
▪ 21 Years in Investment Banking (15) & Private Equity (6)

▪ 2 years experience in Big 6 Public Accounting (PwC)

▪ CPA Licensed (non practicing)  

▪ Series 7, 63 and 79 Securities Licenses

▪ Masters Degree in Taxation; Bachelors Degree in Accounting (Miami Univ. (OH))

▪ MBA from UCLA’s Anderson School of Management

Andrew D. Williamson, Managing Director
▪ 15 Years in Investment Banking and  VC

▪ 4 Years in CFO/GM roles at PE backed companies (Merex Group, DM Natural Products)  

▪ 7 Years operating experience in VC backed software company (TSC) including 2 years 
with Oracle Corporation after being acquired.

▪ Licensed CA (ICAA), 3 years Big 6 Accounting & Consulting (PwC)

▪ Series 7, 63 and 79 Securities Licenses 

▪ MBA from UCLA’s Anderson School of Management, Bachelors of Commerce 
(University of Western Australia) 
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Senior Team

Brandt Blanken, Managing Director
▪ 20 Years in Investment Banking (15) & Private Equity (5)

▪ Series 7, 24, 63, 79 and 99 Securities Licenses

▪ Principal of Fallbrook Capital

▪ Bachelor of Arts in Finance (George Washington University) 
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Recent Software & Technology Transactions
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High performance precision designed specialty
lamps used in lasers and instruments in
Medical, Instrumentation, Scientific, Aerospace
& Defense and Industrial markets

ERP inventory control software and RFID systems
primarily serving Hotels, Casinos and Resorts.



Current Software & Technology Mandates

• Quantum Technology (Growth Financing)
– Emerging leader in quantum networking with near term completion of first commercially 

available quantum network in the U.S. Fully integrated quantum networking technology 
stack and industry leading patent portfolio.  Status: Active.

• Photonics - Fiber Lasers (Advisory/Strategic M&A) 
– High performance fiber lasers and amplifiers for applications in sensing, defense, 

aerospace, metrology, research and medical.  Status: Active.

• Cybersecurity – SOCaaS (Sell-side M&A)
– Advanced cloud-based cybersecurity SOC As-a-Service platform with XDR+ solutions 

based on an advanced cross-correlation engine with autonomous response that 
incorporates multi-source security telemetry.  Status: On Hold.
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Selected Prior Software & Technology Transactions
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Why Calabasas Capital

Strong reputation in the SoCal market place

Focused on growth companies with $10M+ Revenue / 
$2M - $8M EBITDA in sectors we know well

Senior level attention guaranteed

Expertise and relationships with strategic 
corporates and financial groups

Roll-up our sleeves partners in the process

Proven ability to maximize value and terms and 
close the transaction
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Financing and M&A

Market Update
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Public Markets Trading Analysis: Software

- 12 -Source: Raymond James, Capital IQ as of market close on January 31, 2023 



Public Markets: High v Med/Low Growth Software

- 13 -Source: Raymond James, Capital IQ as of market close on January 31, 2023 



Growth AND Profitability Drives Higher Values

- 14 -Source: Raymond James, Capital IQ as of market close on January 31, 2023. Rule of 40% calculated 

as revenue growth + EBITDA margin. 



Global Software M&A

• H2 2022 deal count was 31% down from H1 2022, 20% lower than 2021 and 7% lower than 
2020 however, was 7% higher than the average quarterly deal count for 2017-2020

• Average $ value deal size was lower than any quarter since Q2 2020  
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Global Software M&A Multiples

• Growth in PE Software Co. platform buyers and increase in take-private transactions 
drive PE deal multiples to converge toward pure public/private strategic acquirers

• Tighter strategic multiples in 2022 driven by lower public valuations

- 16 -

4.0x

3.5x
3.2x

4.0x
3.7x 3.7x 3.8x

4.4x 4.5x

4.0x

6.2x

5.4x

2.5x
2.2x 2.2x

3.1x

3.5x
3.3x

3.5x

4.1x 4.0x 4.0x

6.4x 6.3x

.0x

1.0x

2.0x

3.0x

4.0x

5.0x

6.0x

7.0x

.0x

1.0x

2.0x

3.0x

4.0x

5.0x

6.0x

7.0x

2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

EV
 /

 T
TM

 R
e

ve
n

u
e 

M
u

lt
ip

le
 

Strategic (EV/LTM Rev X) PE (EV/LTM Rev X)

Strategic Avg. 2016 - 2022 (4.6x) PE Avg. 2016 - 2022 (4.5x)

PE Avg = 4.5x  

Strategic Avg = 4.5x  

Source: 451 Research as of December 31, 2022. Annual Median Revenue Multiples. EV = Market Capitalization 

+ Total Debt - Cash; LTM = Last 12 Months PE deals include acquisitions made by PE-backed strategics.



Application Software M&A Trends 

• In 2022 ERP (including HR applications), Vertical Market applications and Business 
Intelligence applications were the strongest segments, showing solid growth in 
deal volume over 2021

- 17 -Source: S&P Global Market Intelligence – 451 Research M&A Knowledgebase (February 2023)



Software M&A Outlook is Positive

• While Tech M&A dropped sharply in late 2022, dealmakers see business picking 
back up in 2023, according to 451 Research’s annual M&A Outlook Survey

• Software and Information Security segments are expected to receive the largest 
increase in M&A spending in 2023 

- 18 -Source: S&P Global Market Intelligence (February 1, 2023)



US PE Growth Activity

• Growth equity deal count in 2022 is estimated to exceed 2021 by as much as 10%, in 
contrast to the overall downtrend in PE transaction volume

• Growth equity’s share of total deals was 19.7% in 2022, up from 17.5% in 2021
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US PE Growth Equity Activity
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US Early-Stage VC by Quarter

• 2022 Est. Annual deal count (5,598) is 4% higher than 2021 however, nearly 64% of 
early-stage deal value occurred in H1, bolstering annual figures

• While further contraction in 2023 is expected, H2 2022 avg. est. quarterly deal count 
(1,316) is 31% higher than long term quarterly average (908) for 2017 – 2020
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US Early-Stage VC Deal Size and Valuation 

• Financing deal values flattening and pre-money valuations moderating across the 
range of Early-Stage VC financings

- 21 -Source: PitchBook NVCA Venture Monitor as of December 31, 2022.



US B2B Technology VC Deal Activity

• Enterprise tech deal activity significantly outpaced pre-pandemic levels with higher 
levels of investment across all stages of investment

• Late-stage deals increased at significantly higher proportions than early-stage
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Software Still #1 Segment for VC

• Software represented 40% of total US VC deal volume in 
2022 up from 35% in 2017

- 23 -

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

2017 2018 2019 2020 2021 2022

Software Pharma & Biotech Other

Media IT Hardware HC Services & Systems

HC Devices & Supplies Energy Consumer Goods & Svc.

Commercial Products & Svc. Transportation

Source: PitchBook NVCA Venture Monitor as of December 31, 2022.



Early-Stage VC Trends to Larger Rounds

• $25M+ rounds grew from 4% of Early-Stage in 2016 to 10% in 2022

• $5M - $25M rounds trended higher on average, representing 20% of Early-Stage 
in 2016 down marginally to 19% in 2022 
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US Corporate VC by Quarter

• Corporate VCs remained active in 2022, participating at a similar percentage of total 
VC activity in terms of both dollars (49%) and deal count (26%) 

• Corporate VCs that have become accustomed to the risk of venture will continue to 
see strategic value – more recent entrants will closely reassess level of participation  
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Growth Equity and VC Fundraising Still Trends Up

• Global Growth Equity (+8%) and VC Funds (+11%) Continue to 
Raise Capital at Levels Higher than the 2017 – 2021 Average 

- 26 -

Global Private Capital Fundraising ($ Billions)

Sources: Bain Global Private Equity Report, February 2023, Preqin.



US Private Equity Fund Raising

• New fund raising took a step back in Q4 2022 as a majority of institutional LPs had 
fully allocated capital by the end of Q3

• 2023 deployment and fundraising cycles will likely revert to more recent historical 
norms given an unsustainable pace in 2021
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US Private Equity Fundraising
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US PE Middle Market and Growth Fund Raising

• Growth Equity and Middle Market funds continue as key assets classes

• Total New PE Fund Count in 2022: Growth Equity share was 18.8% 
(consistent with 2017 - 2021 average = 19.2%) whereas Middle Market 
was up to 48% (2017 - 2021 average = 39%) 
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US VC Fund’s Dry Powder at Record Levels 

• US VC funds have close to $300B in dry powder as of 9/30/22 up from 
$230B as of 12/31/21

• US First-time VC fundraising $ down 25.3% versus 2017 – 2021 average 
but consistent with 2 of the previous 5 years

- 29 -Source: PitchBook NVCA Venture Monitor as of December 31, 2022.



Private Capital Markets Profile & Process
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Typical Private Placement Profile

• Early-stage and Mid-stage, growth and buyout financing
– Financing rounds of $5M or more

• Validated high growth sector
– Defined market exceeds/on track to exceed $1B with attractive CAGR

• Experienced and committed management team
– Core management team has proven entrepreneurial/growth track record

• Customer/partner validation
– Repeatable sales model, strong validation from highly referenceable clients

• Proven business model
– Quarterly revenue exceeding $1M, continuing quarter on quarter growth

• First institutional financing
– Clean capitalization table
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Why use a Private Capital Markets team  

• Access to more of the right potential investment partners
– Increase selectivity, assess qualitative and quantitative factors

• Achieve optimal pricing and terms
– Achieving a well timed semi-auction process maximizes valuation and terms, especially for 

first institutional financing opportunities

• Implement a streamlined execution process
– A proven process minimizes financing risk and is highly efficient with management’s time, 

enabling continued business focus

• Faster time to close a financing
– Get the right deal with the right partner closed sooner

• Good investors are more selective and more demanding
– Getting and keeping attention is harder, increased due diligence requirements

• Provide value added services – during/ongoing
– Dual-track financing/M&A, institutional market readiness, strategic advisory/partnering, exit 

planning
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Indicative Placement Timeline
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Appendix
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Selected Prior Transactions

- 35 -



Selected Prior Transactions
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Selected Prior Transactions
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Selected Prior Transactions
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Selected Prior Transactions
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Client Testimonials

“My partners and I are extremely pleased to have successfully completed this transaction and are optimistic about the growth

potential of the two businesses working closely together in the future. We are very thankful to have had the guidance of the

highly experienced investment bankers at Calabasas Capital led by David Bonrouhi and Andrew Williamson. They were

steadfast partners throughout the entire process and overcame numerous obstacles to get this deal across the finish line,

vastly exceeding our expectations.”

Len Goldfine

President and CEO of Applied Photon Technology, Inc.

“My business partner I were very pleased with the comprehensive representation we received from Calabasas Capital

throughout this sales process. David and his team gave us hands-on attention and made sure every element of the deal ran

smoothly. We were so pleased that we later rehired Calabasas Capital to assist us in finding another company to acquire.”

Mike Zaya, 

Majority Shareholder at PrintRunner

“I am deeply grateful to have had Calabasas Capital as my advisor in this transaction. This involved quite challenging

negotiations; without David Bonrouhi's wise counsel, skilled representation, and sustained effort, I doubt the deal would have

closed.”

William Meyer, 

Founder of Information Forecast, Inc.

“We are incredibly pleased to have completed this transaction with a world class organization such as HID Global which

shares our values as a family‐owned and operated business. We also very much appreciate and value the guidance provided

by our investment banking firm, Calabasas Capital, in completing this transaction. David Bonrouhi and Andrew Williamson did

an excellent job helping us evaluate strategic alternatives, procuring proposals from a wide variety of interested parties and

through a structured and well‐designed process got us a fantastic result.”

Harvey Welles

Chairman and CEO of InvoTech
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Andrew D. Williamson
Managing Director

Mobile: (310) 892-6209
andrew@calabasascapital.com 

26610 Agoura Road, Suite 120 Calabasas, CA 91302 | Phone: (818) 657-6130 Fax: (818) 657-6145

David Bonrouhi
Managing Director

Mobile: (213) 500-4135
david@calabasascapital.com 
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