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These materials are intended to supplement a discussion with L.E.K. Consulting. 

These perspectives will, therefore, only be meaningful to those in attendance.     

The contents of the materials are confidential and subject to obligations of non-

disclosure. Your attention is drawn to the full disclaimer contained in this document.
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Buyout activity in IE&T has grown ~6% p.a. from 2017-22; IE&T buyout activity returned to more typical 

levels in 2022 after a record year in 2021

• Private equity IE&T deal volume has been
averaging 1,200-1,400 deals annually

‒ COVID displaced 300-400 deals from 2020 to
2021, resulting in a record year of activity

‒ Activity in 2022 has remained strong, but has 
returned to more normalized levels

• A key area of investment focus each year has
been on industrial distribution, where investment
firms see clear opportunities for:

‒ Consolidation and roll-up

‒ Product line expansion

‒ New value-added services proposition of
leading players

CAGR %
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*Deal types include Buyout/LBO, Management Buyouts, Management Buy-ins, Add-ons, Public to Private, and Corporate Divestitures;

^Industries include Aerospace and defense, Alternative energy equipment, Connectivity products, Distributor/wholesale, Electrical equipment, Electronic equipment and instruments, Fiberoptic equipment, Industrial

supplies and parts (i.e., manufacturers of intermediate goods, which includes industrial parts and supplies made through injection molding, extrusion, thermoforming, die casting, and metalstamping, among others),

Machinery (B2B), Oil and gas equipment, Other commercial products, Other commercial energy services, Other energy equipment, Wireless communications equipment, and Energy infrastructure

Source: Pitchbook; L.E.K. research and analysis
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Distributor/wholesale deals accounted for the greatest share of U.S. IE&T deals in 2022; over the past 5 

years, the distributor/wholesale deals have increased by over 300 deals, the most of any sub-sector
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• Over time, deal count share across sub-sectors 
shifts with the investing landscape

• Sub-sector deal count shares in 2022 moved 
slightly from 2017; however, distributor/wholesale 
deals exhibited the biggest shift at ~16% ppt 
change in deal count share

• Investment into the distributors/wholesale and 
industrial supplies and parts sub-sectors 
accounted for nearly 60% of IE&T deals in 2022

‒ Headline deals include those like Ilion 
Capital Partners’ acquisition of AM 
Equipment, an industrial motor manufacturer 
for multiple industries 

‒ Another notable acquisition in the 
distributors/wholesalers sub-sector includes 
Granite Creek Capital Partners’ acquisition 
of Diamond Blade Warehouse, a wholesale 
supplier of industrial saw blades

*Deal types include Buyout/LBO, Management Buyouts, Management Buy-ins, Add-ons, Public to Private, and Corporate Divestitures; 

^Industries include Aerospace and defense, Alternative energy equipment, Connectivity products, Distributor/wholesale, Electrical equipment, Electronic equipment and instruments, Fiberoptic equipment, Industrial 

supplies and parts (i.e., manufacturers of intermediate goods, which includes industrial parts and supplies made through injection molding, extrusion, thermoforming, die casting, and metalstamping, among others), 

Machinery (B2B), Oil and gas equipment, Other commercial products, Other commercial energy services, Other energy equipment, Wireless communications equipment, and Energy infrastructure

Source: Pitchbook; L.E.K. research and analysis
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Top 2023 mega-trends impacting the U.S. industrial equipment & technology industry

Source: International Trade Administration; FactSet; Wall Street Journal; Cherry Bekaert; L.E.K. manufacturing survey; L.E.K. research and analysis

Acceleration of automation
• >85% of companies expect to invest more in automation over the next 3 years to address core industry constraints such as labor 

shortages and improve manufacturing efficiency

• Over time, increased utilization of automation will benefit firms with flexibility and long-term cost advantages to transform workforces

Material cost 

and inflation headwinds

• Inflation is contributing to economic constraints with ~78% of companies having passed cost increases on to customers

• >50% of respondents expect prices to continue an elevated trajectory through 2025

• Expected responses to potential headwinds are to invest in price forecasting, renegotiate contracts, and explore new suppliers

Persistent labor shortages
• Labor shortages are expected to continue; by 2030, as many as 2.1M manufacturing jobs will go unfulfilled, threatening growth

• >80% of companies expect compensation increases, retention incentives, and location openings are required to attract labor

• Training/upskilling programs will be employed to create requisite talent, while tech like automation will fill workforce gaps

Continued long-term 

support for ESG

• Manufacturing executives acknowledge that ESG provides long-term competitive advantages, but are delaying investments into 
ESG in the near-term and waiting for market conditions to improve before committing to overhauling current business practices

• >80% of companies expect to increase investing into sustainable products and operations and workplace safety through 2025

Lasting supply chain 

impacts

• ~76% of world trade is transacted across global supply chains, which is subject to disruption given economic, geopolitical, and time 
constraints; nearshoring and reshoring of supplier networks is expected as companies navigate impact on the industry

• Firms are investing in inventory buffers, monitoring systems, parts commonality, and additional suppliers to ensure reliability

Continued 

digital transformation

• Continued spending on smart manufacturing technology is expected as more companies pursue digital transformation

• Manufacturers are integrating new technologies such as IoT, cloud computing and analytics, and AI & machine learning into 
production facilities across all aspects of the value chain

Investment in electrification
• Companies report continued investment in electrification; ~90% plan to invest in electrification technology over the next 3 years

• Firms need to assess shifting market trends toward electrification, existing vs. expected product-market fit, and production flexibility 
in order to meet market demand
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While you may be most familiar with L.E.K.’s buy- and sell-side work, our growth strategy backbone 

enables us to support PE with enhancing portfolio value and integrating follow-on transactions

Due 
Diligence

Exit
Support

Validate Investment 
Thesis

Characterize the 
Opportunity for buyers

Grow 
Revenue

Improve 
Margins

Accelerate Value 
Capture

• Refocus company 
strategy

• Invest into 
electrification as 
sustainability drives 
demand for electric 
equipment

• Optimize pricing 
schedules considering 
economic environment

• Resolve existing supply 
chain issues

• Mitigate labor 
shortages through 
increased automation

• Explore new suppliers 
to combat inflation and 
material cost increases

• Support digitalization 
to improve 
manufacturing 
efficiency

• 100-day plan

• Post-merger integration 
and synergy capture

• Divestitures & carve-
outs 

• Optimize capital 
efficiency given limited 
new capital and 
financing 

• Market review (size, trends, 
and growth)

• Customer perspectives 

• Competitive positioning

• Define and quantify growth 
initiatives

• Target screening & 
prioritization

• Due diligence/synergy 
valuation

‒ Market size

‒ Trends & growth

‒ Customer perspectives

‒ Competitive landscape

‒ Growth opportunities 

Portfolio Company Value Growth

Source: L.E.K. research and analysis
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Eric, Matt, and Alex bring deep relevant expertise to industrial equipment & technology initiatives

Eric Navales 

Managing Director & Partner

Boston

Eric Navales is a Managing Director and Partner 

in L.E.K. Consulting’s Industrials practice, in 

which he leads the Industrial Equipment and 

Technology practice in North America. He has 

more than 15 years of consulting experience 

working on a wide variety of projects including 

growth strategy, market forecasting, mergers 

and acquisitions, Industrial IoT, digital and 

ecommerce strategy.

Eric earned his Master of Business 

Administration, with honors, from The Wharton 

School and a Bachelor of Science in Mechanical 

Engineering, magna cum laude, from Harvard 

University.

e.navales@lek.com

617.951.9554 

https://www.linkedin.com/in/ericnavales/

Matt Wayne

Managing Director & Partner

Boston

Matt Wayne is a Managing Director and Partner 

in L.E.K. Consulting’s Boston office and a 

member of the Industrials practice. He has over 

12 years of strategy consulting experience, 

particularly in supporting corporate and private 

equity clients across a range of industrial 

markets. With expertise in market assessment, 

growth strategy and due diligence, Matt focuses 

primarily on automotive and mobility and on 

industrial equipment and technology.

Matt holds a B.A. in economics from Tufts 

University and an MBA with distinction from the 

Tuck School of Business at Dartmouth College, 

where he was also named an Edward Tuck 

Scholar.

m.wayne@lek.com

617.951.9566

https://www.linkedin.com/in/matthewwayne/

Alex Rogalski

Managing Director & Partner

Boston

Alex Rogalski is a Managing Director and 

Partner in L.E.K. Consulting’s Industrials 

practice, based in the Boston office. Alex has 12 

years of consulting experience with a focus on 

industrial equipment and technology and 

automotive and mobility. He has advised clients 

on corporate and business unit strategy 

development as well as merger and acquisition 

transaction support.

Alex holds an MBA from the Tuck School of 

Business at Dartmouth and an undergraduate 

degree from Connecticut College.

a.rogalski@lek.com

617.289.9710

https://www.linkedin.com/in/alex-rogalski-

175a5849/
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