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OUR HISTORY

2009 2011 2022

$3B+ In deal value

90+ Transactions
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DISTRIBUTOR DEAL SUMMARY

It happens every year … approximately 20 to 30 deals annually

Average: ~24
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FAMILY/OWNERSHIP PLAN… SIMPLE
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THERE MAY NOT ALWAYS BE ENOUGH ROOM ...

The number of high level, high paying positions are limited in this industry… 
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Late 2000’s

HISTORICAL TRANSACTION MULTIPLES

Early 2010’s

Mid 2010’s

Late 2010’s

2020’s
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WHAT DO THESE TRAITS DESCRIBE?

• History of profitability

• Stable and predictable cash flows available to service debt

• Mature, steady (non-cyclical), and perhaps even boring business

• Well-established and known products with strong market position

• Moderate capital expenditures and product development

• Limited working capital requirements

• Strong management team that is risk tolerant

• Limited danger of technological change

• Low cost producers

• Low current debt

Characteristics of an optimal LBO target … look familiar?
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THE OMAC TEAM

Adam Bush
New York
Managing Partner
1yr OMAC
11yr ABI (M&A)
5yr wholesale/supply chain
Grove City - BS
Washington U. (STL) – MBA

adam@omacbeverage.com

314.562.4389

Alec Boente, CPA, CVA
St. Louis
Vice President
5yr OMAC
Missouri - BS

Grant Owens
St. Louis
Associate
1yr OMAC
Univ. of FL – BS, MSF

John O’Connor
St. Louis
Managing Director
13yr OMAC
2yr First Beverage
14yr ABI exec
Missouri – BS 
SLU – MBA

john@omacbeverage.com

314.578.8042

Sean McLaren
Atlanta
Managing Partner
13yr OMAC
2yr First Beverage
12yr banking exec 
(SunTrust/BofA/GE)
Notre Dame – BBA
GA Tech – MBA 

sean@omacbeverage.com

404.442.8760
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