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The Early Childhood Education and K-12 markets continue very 
active in the area of mergers and acquisitions. This newsletter 
presents trends and selected M&A transactions in this market as well 
as implications for school owners.

Trends and M&A activity

Early Childhood Centers

• Cadence Education, based in Arizona and a portfolio company of 
Morgan Stanley Private Equity, acquired 15 schools of the Children’s 
Workshop in Rhode Island and Massachusetts.  The schools were 
rebranded to Cadence Academy Preschool.

• O2B Kids, based in Florida and a portfolio company of Spire Capital, 
acquired 2 schools in Georgia and 1 in Florida, increasing its count to14 
schools.  O2B Kids received capital from Spire Capital during the Fall of 
2018.

• Bright Horizons, a public company with shares traded at the New York 
Stock Exchange, acquired 5 centers in the US and the UK.

• We expect large operators well established in the market, as well as the 
new entrants (investment funds that acquired small school networks), to 
continue acquiring small networks of schools and single schools with 
strong infrastructure, quality academic standards and good locations.   

K-12 Schools

• iEducation Group, a leading one-to-one school organization (formerly 
known as Fusion Education Group and portfolio company of Leeds 
Equity Partners), acquired Futures Academy.  Futures Academy has 16 
campuses in California.

• Spring Education Group, acquired the 5 BASIS Independent schools in 
Brooklyn, Fremont, Manhattan, McLean, and Silicon Valley.  

• Shelton Academy in Florida was acquired by a Spanish school 
operator, one of the few large operators that do restructuring 
acquisitions in the K-12 sector.

• The Montessori Academy of Broward was acquired by ISP, a portfolio 
company of the Partners Group.  ISP also acquired Baton Rouge 
International in Louisiana.

• There has been an intense flurry of cross border M&A activity in the K-
12 space.  Large international school operators have been very active 
acquiring premium and non-premium K-12 schools in Central and 
South America, Europe, Asia, and the Middle East.

• We expect large operators to continue looking for good quality schools 
with 300+ students with strong cash flows, stable or growing 
enrollments and quality academic programs. 

Deal Structuring Tips

Some aspects to have in mind when preparing to Sell your School

• Based on our recent experience, here we share some aspects we consider 
relevant when preparing to sell your school(s):

• Strong and reliable information systems: Make sure you have a 
good information system. This refers to accounting, enrollment, billing, 
and so on.  This will facilitate the sale process and the preparation of 
information for potential buyers.  For example, it will be useful to have 
information such as monthly P&L to evaluate the recent financial 
performance, as well as identification of non-recurrent expenses.  This 
will be valuable to  assess calculation of normalized EBITDA (Earning 
Before Interest, Taxes, Depreciation, and Amortization) a key variable 
used to value schools and project cash flows.
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Firm Overview

Mergium Advisors specializes in  

selling schools and other educational  

institutions.  We also do capital  

raising, and related advisory services 

(including business valuations) in the 

education and other sectors.

Education Focus 

• K-12
• Preschools
• Childcare centers
• Special Education
• Autism services (ABA in school, 

centers, and homes)
• Colleges & Universities
• Continuing Education & Training
• Education  Technology
• Language Training and Tutoring
• Publishing & Instructional 
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general information only and should not be read as containing advice or 
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based on this information. The material is based upon information that 
we consider reliable, but we do not represent that it is accurate or 
complete, and it should not be relied upon as such. Opinions expressed 
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• We specialize in selling schools and school real estate.

• More than 20 years doing mergers and acquisitions and Big Four experience.

We are specialized and experienced in Early Childhood and K-12 school sales

• Our focus is to sell to qualified buyers that are either institutional investors (like private equity funds) or large 
national school operators. These buyers have clear investment criteria, know the industry, and have plenty of 
capital for cash closings. 

Our Buyers are National School Operators

• We have working relationships with large national operators and school real estate investors. By selling to these 
buyers, the sale price of your school will be maximized.

• We run well structured competitive bids offering your school to as many qualified buyers as possible. We bring to 
the process as many qualified buyers as there are currently in the marketplace.

We Maximize your Sale Price

• We do this to provide a preliminary price range so you have a key parameter to evaluate if it is the right time to sell 
your school.

We do your school Pre-Engagement and Preliminary Valuation at no cost to you

• If the buyer does not acquire your real estate, we assist you in leasing it to the buyer and then finding a real estate 
investor to acquire it. 

We sell your Real Estate

• We keep the confidentiality of the process and cause no disturbance to your business operation.

• The sale of your school could be done as a share or asset sale.  In a shares sale, which is a securities transaction, 
your advisor must be affiliated to a broker dealer, member of FINRA. Members of Mergium are representatives of 
StillPoint Capital, a broker dealer.  Your transaction with us will not incur in any risk of breaking federal securities 
laws.  Most brokers/advisors do not have securities licenses.

We give you Peace of Mind

• Work on your cash flow generation: Since most qualified buyers do not do turnarounds or restructuring of 
schools, it is very important that at sale time, you are able to present to buyers either a stable or increasing 
cash flow.  Remember that the school valuation depends basically on the cash flow the school generates.

• Engage an experienced M&A advisor who has experience selling schools, has managed sale processes with 
competitive bids, has working  relationships with national operators, and has licenses to sell either assets or 
shares. Many advisors do not have security licenses and if the sale becomes one of selling your corporation or 
LLC, they will put your transaction at risk. 

• Do  a Valuation Analysis: 

• Have your M&A Advisor do a business valuation of your school. 

• Doing a valuation/appraisal produces a possible price range for your school and real estate. It will also 
allow you to work with your tax consultant/CPA to calculate the potential tax bill after closing. 

• Having real estate appraisals will facilitate the real estate transaction and will facilitate the presentation 
of the real estate opportunity by the buyer to its real estate investor.

• We provide pre-engagement valuation analysis of your school (see below).  Mergium professionals 
have done 200+ business valuations. 

• Exclusivity. Be prepared to give exclusivity to your advisor.  We have found several situations in the market in 
which sellers prefer to have several advisors/brokers selling their schools.  This sends bad signals and, in some 
situations, misleading information to the buyers.  Having only one M&A advisor in the process increases the 
likelihood of running a structured, orderly, and effective disposition process.

• Legal advice. Start looking for an attorney experienced in business sales, (i.e. experience in drafting 
confidentiality agreements, letters of intent, and purchase agreements) and better if he/she has worked in 
school sales.   

Why engage Mergium to Sell Your School?
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