WHAT IS MY MULTIPLE? )

Understanding Components of M&A Deals in the Payments Industry

Determining the true value and multiple of a merchant portfolio is not a
simple task, especially as economic conditions continue to shift.

COVID-19 had a direct impact on valuations and multiples, from both buyers’
and sellers’ perspectives. Now both parties must adjust to post-pandemic
conditions.

What is a Typical Merchant Portfolio Multiple?

The simple answer is: It depends. Every merger and acquisition transaction in the payments space and its re-
sulting multiple is unique based on factors such as:
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Ask TSG about our Value Optimization Service, which provides payments companies a compelling service to

maximize their exit selling price.

Payments Multiples Can Be Misleading

These multiples range from 1x
to 7x, reflecting the basic
value components that make
up the core value of any
business. This illustrates why a
structured valuation exercise
is critical to pinpoint the value
of a payments company and
shows that multiples are a
result of a transaction not the
driver of the value itself.
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*The strength and sustainability of a business’s sales engine is a key driver impacting the multiple.

Market Conditions and Regulatory Changes Will impact Some Factors
from Both Seller’'s and Buyer’s Perspectives

During Pandemic Post-Pandemic Era
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Additionally, buyers consider other valuable assets like technology, sales channels, and unique tangible aspects
of the business.

What Should We Be Doing Right Now?

The culmination of these factors may result in a buyer’s rather than a seller’s
market. Now more than ever, it is important to understand the true value of a
portfolio, and the factors that affect it.

Whether buying or selling, seeking investment funding, or planning your

company’s exit strategy, TSG's experience can be critical to achieving success,
especially during these disruptive times.

TSG has performed more valuations of payments companies than any other
firm, having completed more than 250 valuations in the last decade. Learn
more and get started today by visiting our website or emailing us at
info@thestrawgroup.com.
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