
What Buyers Look For In  
Staffing Company

Acquisitions



Key Considerations for Staffing Firm Acquisitions

When exploring staffing firm acquisitions, buyers have a detailed checklist to ensure the target
company aligns with their strategic objectives and growth plans. Understanding these criteria

can help staffing firms position themselves as attractive acquisition targets.

 Desirable Firm Attributes
Growth Dynamics: Buyers prioritize firms with strong growth trajectories, as
high growth rates indicate market demand and potential for future
expansion.

Profitability: High gross margins are crucial, reflecting efficient operations
and a strong pricing strategy.

Market Presence: Being in a major or expanding market with a solid market
position and reputation enhances the attractiveness of a staffing firm.

Customer Relationships: A diverse, long-standing, and stable customer
base demonstrates reliability and market penetration.

Operational Footprint: The presence of multiple offices can indicate a
broader service reach and operational robustness.

Scale: Firms with significant annual sales volumes stand out for their market
impact and established operations.

Leadership and Workforce: Competent management and a committed team
of employees (rather than independent contractors) are key for continuity
and growth post-acquisition.

Structural Advantages: Businesses structured as Sub-Chapter “S”
Corporations or LLCs may offer tax and operational efficiencies attractive to
buyers.

Compliance and Record-Keeping: A clean legal history, good insurance
standing, and meticulous record-keeping reflect a well-managed and risk-
aware organization.

Service Mix: A focus on contract/temporary staffing over permanent
placements can indicate a recurring revenue model, which is often more
scalable and predictable.



Acquisition Motivations

Buyers are motivated by a
variety of strategic needs,
including:

Enhancing Service Offerings: To
meet customer needs more
comprehensively and offer one-
stop solutions.

Operational Efficiencies:
Achieving cost savings through
economies of scale and
streamlined administrative
processes.

Market Positioning: Leveraging
size to offer more competitive
services and increase market
appeal.

Expanding Reach: Both globally
and into specialty or niche service
areas, to diversify service
portfolios and enter new markets.

Financial Goals: Improving profit
margins and market share through
strategic integrations.

Talent Acquisition: Gaining
experienced management and
specialized staff to bolster the
firm's expertise.

Geographic Expansion:
Broadening the firm's footprint to
new regions or countries for
comprehensive market coverage.

Preparing for a
Successful Sale

To ensure a smooth and
favorable sale process, staffing
firms should:

Audit Financials: Maintain clear,
audited, or reviewed financial
statements for transparency.
Tax Planning: Understand the tax
implications of the sale structure,
whether asset-based or stock-
based.
Employee Agreements: Secure
employment agreements with key
staff, ideally with transferable
non-compete clauses.
Operational Excellence:
Continually strive for
improvements to enhance the
firm's value and appeal.
Legal Counsel: Involve legal
advisors strategically, focusing
only on the legal aspects of the
transaction.
Valuation Expertise: Engage with
industry experts to accurately
value the business and include all
relevant financial adjustments.
Realistic Pricing: Set a fair price
based on market value and
potential to avoid deterring
serious buyers.
Maintain Performance: Keep
focusing on key performance
indicators and business
operations until the sale is
finalized.

Factors Influencing
Valuation

The valuation of a staffing firm is
influenced by multiple factors,
including:

Financial Health: Profitability and
consistent growth rates.

Market Standing: The firm's
reputation and position within the
industry.

Service Diversity: A balanced mix
of services that cater to various
customer needs.

Client Concentration: Lower
reliance on a small number of
large clients reduces risk.

Management Depth: A strong
leadership team capable of driving
growth.

Operational Infrastructure: The
size and strategic placement of
office locations.

Compliance and Documentation:
Well-maintained records and
adherence to legal and insurance
requirements.
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Leveraging an M&A Advisor 

Considering the complexities involved in selling a business, partnering with a professional who understands
staffing industry M&A is invaluable. Your Advisor can confidentially market the business, vet potential buyers,
and navigate negotiations, aiming for a deal that benefits both parties. Selecting an Advisor with relevant
experience and a track record of successful deals in the staffing sector can significantly enhance the sale
processes effectiveness and outcomes.

By aligning with these buyer preferences and preparing meticulously for the sale, staffing firms can position
themselves as compelling acquisition targets, facilitating a smoother transaction and achieving strategic
alignment with potential buyers.

Why Partnering with R.A. Cohen Consulting Makes a Difference 

In the intricate world of staffing firm M&A, the expertise and guidance of a seasoned advisor aren't just
beneficial; they're pivotal. This is where R.A. Cohen Consulting stands apart. With our deep-rooted experience
and singular focus on the staffing industry, we don't just facilitate transactions; we architect pathways to
strategic success.

Our approach is tailored and personal. Understanding that each staffing firm has its unique narrative, we
delve deep into your business, identifying core strengths and areas ripe for enhancement. This meticulous
groundwork ensures that your firm is not only ready for the market but shines as a prime acquisition target.
Our network is your advantage. Over the years, we've cultivated relationships across the staffing industry
spectrum, from niche players to global giants. This extensive network enables us to pinpoint the right
buyers - those whose strategic objectives align with your business values and growth ambitions.
Negotiation is an art, and at R.A. Cohen Consulting, we're adept artists. We advocate for your interests,
ensuring that the transaction reflects not just the financial worth of your business but its potential and
legacy. Our goal is a deal that's not just profitable but harmonious with your long-term vision.
With R.A. Cohen Consulting, you're not just getting an advisor; you're gaining a partner committed to your
success. Our track record speaks volumes, but it's our personalized approach that makes the difference,
ensuring that when you're ready to take the next step, we're right there with you, guiding you to a future
defined by strategic growth and success.

www.racohenconsulting.com


