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BUSINESS  OVERVIEW

BUSINESS TYPE

Golf Equipment Wholesale

Distributor

INDUSTRY

Value-Added Distribution

YEARS IN BUSINESS

17

MARKETS SERVED

National

OWNER RELIANCE

Moderate

REVENUE MODEL

Re-occurring Revenue

//

KEY F INANCIAL  METRICS

$14M

ANNUAL REVENUE

$1.61M

ADJ. EBITDA

11.5%

ADJ. EBITDA MARGIN

▲ 6–8%

REVENUE GROWTH

//

BUSINESS  CHARACTERIST ICS

Re-occurring Revenue Growing Revenue Low Concentration Strong Management

17-Year Track Record

Moderate Owner Role

// BUSINESS  SUMMARY
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//

GROWTH OPPORTUNIT IES
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// HOW THIS  TRANSACTION IS  L IKELY  F INANCED
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//

HOW THIS  BUSINESS  CAN BE SCALED

01

Expand Core Revenue

Investing in the e-commerce and DTC

channel would add a higher-margin

revenue stream alongside the existing

wholesale base.

Revenue Growth

02

Strengthen Operations

A second East Coast warehouse would

cut delivery times and support further

national account growth.

Margin Expansion

03

Geographic or Product Expansion

Adding two to three manufacturer

lines would broaden the catalog and

reduce supplier concentration risk.

Strategic Value
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Business Snapshot

Prepared exclusively for: John  ·  August 2026

ELEVATING M&A FOR THE LOWER MIDDLE MARKET
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// RAINCATCHER'S  ASSESSMENT

This business has strong fundamentals and is a credible

candidate for a competitive transaction.
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// KEY FACTORS IN  YOUR SELL ABIL ITY
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CONSIDERATIONS
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// MOST L IKELY  BUYER PROFILE
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Sellability Assessment

Golf Equipment Wholesale Distributor  ·  August 2026
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A PROCESS ENGINEERED FOR COMPETIT IVE  OUTCOMES
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hk`EIll¯nwhQE<\\w¯ko^l¯lItI^¯n`¯nI^¯]`^nPlµ

// THE FOUR PHASES

PHASE 01

Preparation & CIM Development

�¯7[l

�� ¯<hhk`tIG¯Æ¯hk`EIll¯\<o^EPIl

PHASE 02

Marketing Phase I - IOIs

�¯n`¯��¯7[l

�#�¯lP`kn\Qln¯{^<\QzIG¯Æ¯{^<\Qlnl¯<Gt<^EI

PHASE 03

Marketing Phase II - LOI

�¯n`¯�¯7[l

�#�¯IvIEonIG¯Æ¯IvE\olQtQnw¯DIOQ^l

PHASE 04

Exclusivity, Diligence & Close

��¯n`¯��¯7[l

0k<^l<EnQ`^¯E\`lIl¯Æ¯hk`EIIGl¯GI\QtIkIG

// INDICATIVE  T IMELINE

MO 1 TO 2 MO 2 TO 4 MO 5 TO 6 MO 6 TO 9

Preparation & CIM

Marketing Phase I

Marketing Phase II

Exclusivity & Close

//  YOUR TIME COMMITMENT BY PHASE

Phase 01

 IGQo]

Phase 02

�`u

Phase 03

 IGQo]

Phase 04

�QOP

//  PROCESS TAILORED TO YOU
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.<Q^E<nEPIk¯<GtQl`k¯E<^¯u<\[¯w`o¯nPk`oOP¯nPI¯kQOPn

lnkoEnokI¯N`k¯w`ok¯lQno<nQ`^µ

 Request a consultation to discuss your tailored

process
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→
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Transaction Timeline

Golf Equipment Wholesale Distributor  ·  August 2026

ELEVATING M&A FOR THE LOWER MIDDLE MARKET

https://raincatcher.com/contact/


// THE BUYER MARKET

0PI¯]<k[In¯N`k¯�`\N¯�joQh]I^n¯7P`\Il<\I¯
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IvhIEnIG¯n`¯h<knQEQh<nI¯Q^¯<¯E`]hInQnQtI¯hk`EIllµ¯0PI¯EP<kn¯DI\`u¯]<hl¯uPIkI¯I<EP¯DowIk¯nwhI¯Ql¯\Q[I\w¯n`

DQG¯Æ¯h\`nnIG¯Dw¯t<\o<nQ`^¯]o\nQh\I¯<^G¯hk`D<DQ\Qnw¯`N¯loD]QnnQ^O¯<^¯`NNIk¶¯uQnP¯DoDD\I¯lQzI¯kIhkIlI^nQ^O

IvhIEnIG¯nk<^lQnQ`^¯nQ]I\Q^Iµ¯/I<kEP¯�o^G¯Â¯�^GIhI^GI^n¯/h`^l`kl¯kIhkIlI^n¯nPI¯]`ln¯\Q[I\w¯DowIk

lIO]I^n¯Q^¯nPQl¯]<k[Inµ

// EXPECTED BID L ANDSCAPE -  COMPETIT IVE  BUYER ANALYSIS

1

/I<kEP¯�o^G¯Â¯�^GIhI^GI^n¯/h`^l`k

2

�<]Q\w¯#N{EI

3

+�Æ
<E[IG¯/nk<nIOQE¯�EjoQkIk

4

�^GQtQGo<\¯#hIk<n`kÆ
owIk

5

/nk<nIOQE¯#on\QIk

< 6 mo. 6 to 12 mo. 12 to 24 mo. 24+ mo.

Each bubble represents a nwhI¯`N¯DowIk¯\Q[I\w¯n`¯loD]Qn¯<¯DQG on a business like yours - plotted by where their

offer is likely to land and the probability they participate. 0PI¯]<k[In¯lInl¯nPI¯{^<\¯hkQEIµ Raincatcher's job is to

create the conditions that push outcomes toward the right side of this chart - and occasionally beyond it.

// BUYER UNIVERSE AT  A  GL ANCE

1

/I<kEP¯�o^G¯Â¯�^GIhI^GI^n

/h`^l`k

70% 4.0x to 5.5x 9 months

2

�<]Q\w¯#N{EI 60% 4.25x to 5.5x 9 months

3

+�Æ
<E[IG¯/nk<nIOQE¯�EjoQkIk 50% 4.5x to 6.0x 6 months

4

�^GQtQGo<\¯#hIk<n`kÆ
owIk 35% 3.5x to 4.5x 12 months

5

/nk<nIOQE¯#on\QIk 15% 6.0x to 6.5x 6 months
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// BUYER TYPE

// BUBBLE SIZE = EXPECTED TRANSITION TIMELINE

BUYER TYPE LIKELIHOOD MULTIPLE RANGE TRANSITION

CO N F I D E N T I A L  B U S I N E S S  A S S E S S M E N T

The Market for Your Business

�`\N¯�joQh]I^n¯7P`\Il<\I¯
QlnkQDon`k¯°¾°¯�oOoln¯����

ELEVATING M&A FOR THE LOWER MIDDLE MARKET



//

SECTOR OVERVIEW

�`\NÛl¯h`lnÆh<^GI]QE¯h\<wIk¯D<lI¯P<l¯kI]<Q^IG¯Gok<D\I¶¯[IIhQ^O¯GI]<^G¯N`k¯IjoQh]I^n¶¯<hh<kI\¶

<^G¯<EEIll`kQIl¯{k]¯<Ek`ll¯nPI¯uP`\Il<\I¯lohh\w¯EP<Q^µ¯ <^oN<EnokIkl¯<kI¯Q^tIlnQ^O¯]`kI

<OOkIllQtI\w¯Q^¯GQkIEnÆn`ÆE`^lo]Ik¯<^G¯DQOÆD`v¯EP<^^I\l¶¯EkI<nQ^O¯\`^OÆnIk]¯hkIllokI¯`^

Q^GIhI^GI^n¯GQlnkQDon`klµ¯0P`lI¯uQnP¯lnk`^O¯lIktQEI¯kIhon<nQ`^l¯<^G¯GQtIklQ{IG¯lohh\QIk

kI\<nQ`^lPQhl¯<kI¯DIln¯h`lQnQ`^IG¯n`¯P`\G¯lP<kIµ

// MARKET INDICATORS

Active

Value-Added Distribution M&A

Market

Underlying demand trends support

continued deal activity in this sector.

Active

Buyer Appetite

PE-backed consolidators and

independent sponsors are actively

acquiring distributors in this space.

Consolidating

Market Consolidation Stage

PE roll-up activity is accelerating

across fragmented outdoor and

sporting goods distribution.

// TAILWINDS &  HEADWINDS

TAILWINDS HEADWINDS

// DEAL DYNAMICS  IN  THIS  SECTOR

How deals get structured at this size follows recognizable patterns - here is what sellers in this sector

typically see.

TYPICAL CASH AT CLOSE

80%

Cash at closing; balance bridged

by note or earnout.

SELLER NOTE

10%

3 to 5 years at market rate.

ESCROW / HOLDBACK

10%

Holdback released after ~12

months.

//  A NOTE ON TIMING

The best time to sell is when the business is performing well and the owner is ready - not on market timing

alone. Buyer appetite in this sector is highly active, with consolidation accelerating across the distribution

landscape.

�`^{GI^nQ<\¯¾¯+kIh<kIG¯Dw¯.<Q^E<nEPIk¯ Ý�¯�GtQl`kw¯°¾°¯k<Q^E<nEPIkµE`] +<OI¯�¯`N¯�

Golf participation has remained elevated

following a surge in new players, sustaining

demand across equipment, apparel, and

accessories.

↑

Independent pro shops continue investing in

inventory quality, supporting demand for

specialty wholesale distributors.

↑

Fragmented distribution landscape creates

consolidation opportunities, with PE-backed

platforms acquiring national distributors.

↑

Direct-from-manufacturer and big-box channels

are capturing growing share, pressuring

independent pro shop volume.

→

Golf equipment is a discretionary category, with

consumer spending sensitive to broader

economic conditions and disposable income

trends.

→

CO N F I D E N T I A L  B U S I N E S S  A S S E S S M E N T

Industry Context

�`\N¯�joQh]I^n¯
QlnkQDonQ`^¯°¾°¯ <k[In¯#tIktQIu

ELEVATING M&A FOR THE LOWER MIDDLE MARKET



Raincatcher is a ^<nQ`^<\¯ Ý�¯<GtQl`kw¯<^G¯DolQ^Ill¯Dk`[Ik<OI¯{k] dedicated to helping founder-led

and family-owned businesses maximize the value of their life's work. We bring Wall Street-level expertise -

structured competitive auctions, institutional-grade marketing, and senior advisor attention - to the lower

middle market.

Our process is built around competition. Every engagement is run as a structured auction, not a

handshake deal, designed to surface the highest-quality buyers and drive maximum value through

competitive tension. Most of our clients receive multiple offers.

// LEADERSHIP  TEAM

Jason Thomas

CEO

Cam Bishop

Managing Director

Aaron Linnebach

Managing Director

Steve Fisher

Managing Director

Mark Woodbury

Managing Director

// NATIONAL FOOTPRINT // BY THE NUMBERS

100+

TRANSACTIONS

$1B+

DEALS CLOSED

20+

INDUSTRIES

// RECOGNIT ION

“Raincatcher’s structured process and deep buyer outreach

generated multiple competitive bids. Their guidance delivered an

outcome more than 2x our expectations.”

Lindsey & Cary Zimmerman

Former Owners, Blue Dog Designs
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YO U R  A DVI S O RY  PA RT N E R

About Raincatcher

Elevating M&A for the Lower Middle Market

ELEVATING M&A FOR THE LOWER MIDDLE MARKET



Whatever your goals, you deserve to know what the

market will pay for your business.

Whether you're thinking about a full exit, bringing on a strategic partner to help grow the

business, or simply want to understand your options - a conversation with a Raincatcher

advisor will give you an honest, market-grounded picture of what's possible and what it

would take to get there.

//

WHO RAINCATCHER WORKS WITH

Raincatcher works with N`o^GIkÆ\IG¯<^G¯N<]Q\wÆ`u^IG¯DolQ^IllIl¯Q^¯nPI¯\`uIk¯]QGG\I¯]<k[In -

companies large enough to attract institutional and strategic buyers, but typically underserved by

traditional investment banks. If your business generates between ê� ¯<^G¯ê�� ¯Q^¯<^^o<\¯hk`{n,

you are likely in our wheelhouse.

REVENUE RANGE

$3M to $100M

�^^o<\¯kItI^oI¯Æ¯DolQ^IllIl¯`N

lE<\I¯nP<n¯<nnk<En¯lIkQ`ol¶

jo<\Q{IG¯DowIkl

EARNINGS RANGE

$1M to $10M

�^¯<^^o<\¯hk`{n¯Æ¯uPIkI

Q^lnQnonQ`^<\¯<^G¯lnk<nIOQE

DowIkl¯<EnQtI\w¯E`]hInI

20+ INDUSTRIES

Cross-Sector

I�`]]IkEI¶¯/<</¶¯lIktQEIl¶

]<^oN<EnokQ^O¶¯PI<\nPE<kI¶

<^G¯]`kI

See the following page for important disclosures.

�`^{GI^nQ<\¯°¾°¯+kIh<kIG¯Dw¯.<Q^E<nEPIk¯ Ý�¯�GtQl`kw¯°¾°¯k<Q^E<nEPIkµE`] +<OI¯�¯`N¯�

//  READY TO LEARN MORE?

Request a complimentary

consultation.

�¯lI^Q`k¯.<Q^E<nEPIk¯<GtQl`k¯uQ\\¯u<\[¯w`o¯nPk`oOP¯nPQl

kIh`kn¶¯lP<kI¯Iv<]h\Il¯`N¯lQ]Q\<k¯nk<^l<EnQ`^l¯uIÕtI¯E\`lIG¶

<^G¯GQlEoll¯P`u¯uIÕG¯n<Q\`k¯`ok¯hk`EIll¯n`¯w`ok¯lhIEQ{E

O`<\l¶¯<n¯^`¯E`ln¯<^G¯uQnP¯^`¯`D\QO<nQ`^¯n`¯]`tI¯N`ku<kGµ

REQUEST CONSULTATION

//

YO U R  N EXT  ST E P

Request a Consultation

No obligation - just an honest conversation about your options

ELEVATING M&A FOR THE LOWER MIDDLE MARKET

https://raincatcher.com/contact/


// DISCLOSURES &  IMPORTANT INFORMATION

PURPOSE OF THIS REPORT

0PQl¯�`^{GI^nQ<\¯
olQ^Ill¯�llIll]I^n¯Ql¯hkIh<kIG¯N`k¯informational and educational purposes onlyµ¯�n¯Ql

D<lIG¯`^¯Q^N`k]<nQ`^¯hk`tQGIG¯Dw¯nPI¯DolQ^Ill¯`u^Ik¯GokQ^O¯<¯lnkoEnokIG¯E`^tIkl<nQ`^¯<^G¯P<l¯^`n¯DII^

Q^GIhI^GI^n\w¯tIkQ{IGµ¯�n¯G`Il¯^`n¯E`^lnQnonI¯<¯N`k]<\¯DolQ^Ill¯<hhk<Ql<\¶¯N<Qk^Ill¯`hQ^Q`^¶¯<oGQn¶¯`k¯t<\o<nQ`^

<l¯nP`lI¯nIk]l¯<kI¯olIG¯Q^¯<¯hk`NIllQ`^<\¯`k¯kIOo\<n`kw¯E`^nIvnµ

ESTIMATES, NOT GUARANTEES

�^w¯t<\o<nQ`^¯k<^OIl¶¯]o\nQh\Il¶¯GI<\¯lnkoEnokIl¶¯<^G¯hk`EIIGl¯{OokIl¯<kI¯directional estimates¯D<lIG¯`^

E`]h<k<D\I¯]<k[In¯G<n<¯<^G¯EokkI^n¯E`^GQnQ`^l¯<n¯nPI¯nQ]I¯`N¯hkIh<k<nQ`^µ¯0PIw¯<kI¯^`n¯<¯hkIGQEnQ`^¯`k

Oo<k<^nII¯`N¯nPI¯hkQEI¯`k¯nIk]l¯<^w¯DowIk¯u`o\G¯`NNIkµ¯�Eno<\¯`onE`]Il¯GIhI^G¯`^¯GQ\QOI^EI¶¯]<k[In

E`^GQnQ`^l¶¯nPI¯jo<\Qnw¯`N¯nPI¯l<\I¯hk`EIll¶¯<^G¯N<En`kl¯`onlQGI¯.<Q^E<nEPIkÛl¯E`^nk`\µ

NOT AN OFFER OR SOLICITATION

0PQl¯kIh`kn¯G`Il¯^`n¯E`^lnQnonI¯<^¯`NNIk¯n`¯Dow¯`k¯lI\\¯<^w¯DolQ^Ill¯`k¯lIEokQnw¶¯<¯l`\QEQn<nQ`^¯`N¯<^w¯`NNIk¶¯`k¯<

E`]]Qn]I^n¯Dw¯.<Q^E<nEPIk¯`k¯<^w¯<N{\Q<nI¯n`¯hk`tQGI¯lIktQEIl¯`k¯n`¯nk<^l<Enµ¯�^w¯I^O<OI]I^n¯u`o\G¯DI

O`tIk^IG¯Dw¯<¯lIh<k<nI¯ukQnnI^¯<OkII]I^nµ

SECURITIES & AFFILIATIONS

/IEokQnQIlÆkI\<nIG¯nk<^l<EnQ`^l¶¯uPIkI¯<hh\QE<D\I¶¯<kI¯`NNIkIG¯nPk`oOP¯Britehorn Securities, a registered

broker-dealer (member FINRA / SIPC)µ¯
kQnIP`k^¯/IEokQnQIl¯<^G¯.<Q^E<nEPIk¶¯���¯<kI¯^`n¯<N{\Q<nIG¯I^nQnQIlµ

!`nPQ^O¯Q^¯nPQl¯kIh`kn¯lP`o\G¯DI¯E`^lnkoIG¯<l¯\IO<\¶¯n<v¶¯<EE`o^nQ^O¶¯`k¯Q^tIln]I^n¯<GtQEI¸¯h\I<lI¯E`^lo\n¯w`ok

`u^¯<GtQl`klµ

CONFIDENTIALITY

0PQl¯G`Eo]I^n¯Ql¯E`^{GI^nQ<\¯<^G¯Q^nI^GIG¯l`\I\w¯N`k¯nPI¯kIEQhQI^nµ¯�n¯]<w¯^`n¯DI¯kIhk`GoEIG¶¯GQlnkQDonIG¶¯`k

lP<kIG¯uQnP¯<^w¯nPQkG¯h<knw¯uQnP`on¯nPI¯hkQ`k¯ukQnnI^¯E`^lI^n¯`N¯.<Q^E<nEPIk¶¯���µ

�`^{GI^nQ<\¯°¾°¯+kIh<kIG¯Dw¯.<Q^E<nEPIk¯ Ý�¯�GtQl`kw¯°¾°¯k<Q^E<nEPIkµE`] +<OI¯�¯`N¯�

CO N F I D E N T I A L  B U S I N E S S  A S S E S S M E N T

Important Disclosures

Important information about this assessment

ELEVATING M&A FOR THE LOWER MIDDLE MARKET


