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Focus on: top M&A Providers

2017 Top M&A 
Providers

For entrepreneurs, buying a business and selling a 
business are two of the most important aspects of 
ownership. The following providers have proven 

their dedication to the success of small businesses in 
St. Louis and have been named this year’s top M&A 
providers. 

Q&A BY JULIA PAULUS OGILVIE

Brad Crandall
Affinity Law Group LLC

Years of experience: 16 years  

What are the challenges facing business owners when it comes to 
M&A? 
It’s a competitive M&A market right now with serious players involved. 
Many entrepreneurs and owners of private companies have done an 
amazing job growing and operating their business over the years, which 
is why they are in a position to sell. But most likely they will only sell 
a business once. The sale process is naturally outside their sweet spot, 
which is difficult for successful businesspeople to handle sometimes. It’s important that 
owners keep running their business like they do best and team up with professional advis-
ers that they trust to do what we do best and lead them through the sale process. 
 
What is the No. 1 piece of advice you would give to business owners, either those about 
to purchase a business or an owner selling his or her business?  
Whether you’re buying or selling, be patient. Our most successful M&A clients are 
those who take their time to make sure they get the (overall) deal they desire and if not, 
are willing to walk away. Deals take time, so don’t fall victim to the other party’s often-
arbitrary deadlines. The other party likely wants the deal as much as you do and is not 
going anywhere so long as progress is being made. If you don’t feel like you’re in control 
or feel like you are chasing the deal, then typically that means the other party is winning 
on this key issue.  

What is the current environment for M&A activity?  
This is about as robust an M&A market for middle-market private companies as I’ve 
seen in the (last) decade since we started Affinity. It’s the effect of a combination of 
plenty of equity available from potential hungry buyers, good access to reasonably priced 
debt financing and some really strong companies for sale as more and more of the baby 
boomer generation continues to look for an exit strategy. It’s a great alignment of forces 
for a deal-junkie like me. 

Keith Butcher,
Butcher Joseph & Co.

Years of experience: 20-plus years
	
What are the challenges facing business owners when it comes to 
M&A?
Owners today have a tremendous opportunity to capitalize on a 
very active M&A market. One of the most prevalent challenges 
relates to not only identifying the right buyer but maximizing the 
value opportunity from the pool of available buyers. Since the 
recent recession, our team has found that owners have a greater 
desire to pursue a transaction that allows them to not only achieve their own financial 
objectives but also position the company for greater profitability and wealth creation for 
their trusted employees. The concept of “legacy” has become a top priority. Whether it 
is a sale to a strategic or private-equity buyer or a more creative alternative, such as sell-
ing to an employee stock ownership plan (ESOP), we find that owners want to pursue 
the right match that provides a total solution.

What is the No. 1 piece of advice you would give to business owners, either those about 
to purchase a business or an owner selling his or her business?
Start the process sooner rather than later. Understanding how potential buyers will 
value the business allows an owner to address potential challenges prior to going to 
market.

What is the biggest mistake you see business owners make when it comes to selling their 
businesses?
Underestimating the time and commitment that it takes to have a successful process. It 
is essential that business owners commit the resources to support a sale process. Time is 
the greatest enemy to a good deal. When a buyer and seller have agreed on basic terms 
of a sale, the best thing the adviser and owner can do is drive the process to a clos-
ing. This means that the company has to be prepared ahead of time to support a full 
diligence process and have the resources available to respond to the buyers during the 
process.

Christopher Feldmeir
Lathrop & Gage LLP

What is the No. 1 piece of advice you would give to business own-
ers, either those about to purchase a business or an owner selling 
his or her business?
Planning is critical. Identify the things that are important to you 
early in the process and then select the appropriate advisers who 
understand both the business and personal motivations for engag-
ing in the transaction.
 
What is the biggest mistake you see business owners make when it 
comes to selling their businesses?
Not negotiating the letter of intent can be a costly mistake for a seller. I hear a lot of 
sellers say, “It’s not binding, so it doesn’t matter,” but for a seller, the letter of intent is 
often the highest point in your negotiating leverage.
 
What is the current environment for M&A activity?
I would characterize it as robust and healthy. Credit is readily available to good busi-
nesses and responsible financial sponsors, and the economic environment continues 
to grow. When you can marry these together, it provides an attractive opportunity for 
driving long-term value to owners.


