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Q4 | Review

Within the industrial, diversified, and 

oilfield services segments, Q4 saw 92 

disclosed transactions where either the 

target company or the buyer were 

Canadian (28% decrease from Q3 

2019). Of the 92 transactions, 

information technology (8 transactions), 

energy (6 transactions), and utilities (4 

transactions) were the most active. In 

the quarter, Sequeira acted as the 

exclusive financial advisor to Trailer 

Wizards Ltd. on its successful sale to TIP 

Trailer Services. This deal closed in 

December 2019.
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Canadian Deal 
Market - Buyers

Although we saw a decrease in overall 

transactions in the quarter, the buyer 

profiles remained consistent with prior 

periods as strategics continue to be 

active acquirors making up 89% of deals 

closed. Foreign buyer activity continues 

to be strong, with International and US 

buyers making up 27% and 20% of total 

buyers, respectively. We also saw a 

recovery of activity in Eastern Canada in 

Q4-19 as it makes up 49% of total 

buyers (compared to 36% in Q3-19).

Q4-19 Buyer Location

Western Canada

Eastern Canada

USA

International

Q4-19 Q4-18 Q3-19

Number of  Deals* 92 118 153

Buyer Locat ion

Western Canada 22 42 42

Eastern Canada 45 74 43

USA 18 29 23

International 7 8 10

Buyer Prof i le

Strategic 89% 86% 95%

Financial 11% 14% 5%

*Number of disclosed deals in the quarter where either the target company or the buyer were Canadian

Q4 - 2019 Buyer Snapshot



Western 
Canadian Deal 
Market - Targets

Of the 92 industrial and diversified services disclosed 

transactions in the quarter, 28 deals or 30%, included targets 

located within Western Canada. The volume of Western 

Canadian targets in Q4-19 decreased by 33% relative to Q3-

19, and shows a similar decrease compared to the same 

period last year (down 42% compared to Q4-18). 

Q4 Transaction by Target Location

Q4-19 Q4-18 Q3-19

Number of  Deals* 28 48 42

Sel ler Locat ion

BC 9 18 16

AB 16 20 22

SK 1 4 2

MB 2 6 2

Largest  

Transact ion**

$53MM acquisition of 

L.V. Control 

Manufacutring Limited 

by Exchange Income 

Corporation

$0.5B acquisition of 

Daishowa-Marubeni 

International by Mercer 

International

$3.1B acquisition of 

Kinder Morgan Canada 

by Pembina Pipeline 

Corporation

*Number of deals in the quarter with a Western Canadian target

**Largest Transaction where Enterprise Value is disclosed

Q4 - 2019 Target  Compan ies  Snapshot



Western 
Canadian Deal 
Market - Targets
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Western Canada Deal Volumes
The decrease in the quarterly 

transaction volume was driven by a 

50%, 44%, and 27% decrease in the 

number of deals closed in 

Saskatchewan, BC, and Alberta 

respectively. Number of closed 

transactions remained consistent 

between quarters in Manitoba. 

Alberta continues to lead the way 

with 16 closed transactions, followed 

by BC with 8.

Date Target Target  Prov. Buyer

16/12/2019 Assets of Argo Sales Inc. AB
TerraVest Industries Inc. 

(TSX:TVK)

13/12/2019 Pro-Vac Oilfield Solutions Ltd. AB Xtreme Oilfield Technology Ltd.

12/12/2019
Canadian Crane Business and 

Assets of ENTREC Corporation
AB Sterling Crane, Inc.

09/12/2019 Alberta Welltest Incinerators Ltd. AB Dave Roberts

28/11/2019 Kaede Construction Ltd. BC Big Rock Forming & Framing Ltd.

22/11/2019 JEDCO Energy Services Corp AB Strike Group Inc.

19/11/2019 Catalyst Production Systems Ltd. AB White Water Management Ltd.

13/11/2019 Craftsman Mechanical BC Enersolv Design and Build Ltd.

07/11/2019
Water Management Business of 

Fraction Energy Services Ltd.
AB

Uujo Developments LP; Green 

Energy Services Inc.

07/11/2019

Substantially all of the assets of 

Fluid Management service line of 

Trican Well Service Ltd.

AB Unknown Buyer

01/11/2019 Northern Metalic Sales (F.S.J.) Ltd. BC Northern Metalic Sales (Alta) Ltd

29/10/2019
Gentherm Global Power 

Technologies
AB Unknown Buyer

09/10/2019
Transport Division of Rapid Cool 

Mechanical
BC Munden Ventures Ltd.

01/10/2019

Manufacturing Plant in Surrey, 

British Columbia of Garaventa 

(Canada) Ltd.

BC Unknown Buyer

Selec t  Q4 Industrial  & Divers i f ied Deals  in  Western  Canada



British Columbia 
Deal Market

British Columbia Deal Volume

The overall M&A transaction volume involving 

private company targets remained resilient 

through 2019. After seeing deal volumes climb 

to a near post-recession high during 2018 

(192 deals) evidence of a late-cycle slow down 

is starting to emerge. 

Across the 174 closed BC transactions the 

average disclosed transaction value was $55M 

CAD. This excludes the $10B+ Goldcorp Inc. 

and Newmont Corporation deal, which closed 

in Q1-19.
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Market 
Overview
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The Sequeira Western Canadian Industrial Index lagged the 

overall North American equities market. During the quarter 

industrial and other diversified companies posted modest 

gains of 2%; this performance saw significant hinderance by 

continued softening in the oil field services sector.

North American equities posted strong gains in the quarter 

despite a cautionary sentiment in the market. Equities were 

steady throughout the period with intermittent decline as a 

result of worrisome macro economic indicators such as the US 

& China trade war and Brexit.

Moving into Q1 2020, analysts are hesitant but optimistic. This 

is due to uncertainty surrounding geopolitical events which 

loomed throughout 2019 but are now seeing indications of 

resolution.



Value INSIGHTS

Here’s the rub: the availability of private (and often 

public) company transactions for businesses is scarce 

and the direct comparability between them can be called 

into question.  Is the $22,000 paid for the Kia relevant 

when I own a Hyundai? Perhaps, but it’s not a direct 

comparison.  With limited support from comparable 

transactions, we often turn to the public markets for 

trading data of comparable companies. Historically, the 

public markets in Canada have been a robust source of 

trading data to serve as a basis for comparison.  While 

adjustments are made for size, control, liquidity, and a 

variety of other factors, we do generally count on the 

public markets to provide supportable indications of 

value for private businesses.  

And now to the point of the article: for valuation 

professionals, the public markets are becoming less 

reliable as a valuation indication for private Canadian 

energy service businesses, which are the subject of 

many of our reports. We acknowledge that certain 

industry and operational issues are causing a decline in 

the value of energy service companies, however there 

are other factors outside the cash flow generating ability 

of these companies causing a departure between 

intrinsic, fair market value and what the public markets 

are telling us. There’s a lot of speculation as to why this 

may be: institutional investor rotation out of the sector, 

the ever-growing importance of private equity to manage 

large pools of capital, investor activism, environmental 

policies discouraging investment in oil-related 

businesses (a ‘sin-stock’ tax on these equities), and a 

host of others. 

It’s unclear what is really driving this change and we 

don’t know when the pendulum might swing back.  In any 

event, our traditional three-legged stool to a valuation is 

now more like a set of stilts.  Being the resourceful group 

we are, valuators are responding by looking for valuation 

indications, analogs, trends, and data to support 

conclusions in a variety of new ways to provide the 

reliability and transparency on conclusions that clients 

expect.

When developing the value of a going-concern business, 

a valuator or financial analyst will typically rely upon 

three primary valuation techniques:  an income 

approach, a comparable transactions approach, and a 

guideline public company approach.  Indeed, there are 

several other valuation techniques that can be applied in 

unique circumstances, but let’s stick to the basics.  

We find the primary valuation approach is typically the 

income approach.  In essence, a detailed review of 

historical financial and operational results is performed 

and expected future returns of the business are analyzed 

in the context of an uncertain future.  We do this for a 

number of reasons, including: 1) businesses are 

(generally) able to provide historical financial 

information, 2) we can analyze and understand the 

business drivers for a company going forward. Has the 

company secured new contracts? Have they lost 

significant customers? Is the company planning an 

expansion to a new region? All are appropriate questions 

in determining the future of the business.  

The downside of the income approach is there is lots of 

uncertainty in these assumptions. It begs the question: 

why focus on the income approach at all? In Canada, 

there are often limited direct indications of value from 

comparable transactions.  If someone paid $22,000 for 

a used Kia up the street, with a few adjustments (say for 

fancy new rims), I could expect to get $22,000 for my 

Kia.  With businesses, the approach and theory to using 

market data is the same: do the research to uncover and 

analyze transactions for businesses that operate in a 

similar market and industry. 



Sequeira Partners completed 5 transactions during 2019. The transactions spanned a wide range of industries 

including industrials, insurance, transportation, household products, and health care equipment.   

Sequeira 2019 
Year-in-Review

Transact ions C losed in  2019



Q4 2019 saw the addition of significant new 

talent at Sequeira Partners as we added 4 

new hires in the quarter:

• Kira Gregson, joining us as a Vice 

President, Corporate Valuations & 

Financial Opinions in our Edmonton 

Office

• Tannie Lam, joining us as an Associate, 

Mergers and Acquisitions in our 

Vancouver Office

• John Scott, joining us as an Analyst, 

Mergers and Acquisitions in our 

Edmonton Office

• Griffin Steele, joining us as an Analyst, 

Mergers and Acquisitions in our 

Vancouver Office

Sequeira Update

About Us
With offices in Vancouver, Calgary, and Edmonton, Sequeira Partners is focused on 

providing mergers and acquisition advisory, corporate valuations and financial opinions, 

and recapitalization services to mid-market energy services, industrial and diversified 

companies. The team at Sequeira Partners has completed more than 200 mid-market 

transactions valued in excess of $4 billion in Canada, the United States, and countries 

around the world.

1790, 999 West Hastings Street

Vancouver, BC  V6C 2W2

604-687-5300 

400, 520 – 5TH Avenue SW

Calgary, AB  T2P 3R7

587-352-2500

2250, 10088 102 Avenue NW

Edmonton, AB  T5J 2Z1

780-633-5200

Our Team
Aroon Sequeira, CA, CBV, ICD.D

asequeira@sequeirapartners.com

780.784.0114

Mark McRae, CA, CBV

mmcrae@sequeirapartners.com

780.784.0115

Julie Afanasiff, CA, CBV

jafanasiff@sequeirapartners.com

780.784.0116

Ken Tarry, MBA

ktarry@sequeirapartners.com

604.687.5300 ext. 201

Kellie Manchester, CFA

kmanchester@sequeirapartners.com

604.687.5300 ext. 202

Jordan Martel, CBV, ASA, MBA

jmartel@sequeirapartners.com

587.352.2500 ext. 302

Scott Acheson, CA, CBV, CFA

sacheson@sequeirapartners.com

780.784.0124

Erica McGuinness, CA, CBV

emcguinness@sequeirapartners.com

604.687.5300 ext. 203

Kira Gregson, CA, CBV

kgregson@sequeirapartners.com

780.784.0125

Ryan Turpin, CPA

rturpin@sequeirapartners.com

780.784.0121

Wenlei Tang, CA

wtang@sequeirapartners.com

587.352.2500 ext. 306

Tannie Lam, CA

tlam@sequeirapartners.com

604.687.5300 ext. 207

David Cameron, CPA

dcameron@sequeirapartners.com

780.784.0127

Kurt Chao, CPA

kchao@sequeirapartners.com

604.687.5300 ext. 204

Griffin Steele

gsteele@sequeirapartners.com

604.687.5300 ext. 207

John Scott, CPA

jscott@sequeirapartners.com

780.784.0128


