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EXECUTIVE SUMMARY - COMPELLING VALUE PROPOSITION

$2.25 MM
Revenue LTM Q1 2026

$1.10 MM 49%
Adj. EBITDA Margin

85%
Recurring Revenue Share

Founded: 2009

Presence: TX (50% revenue); NC (29%); Other (21%)

Employees: 5-10

Customers: 35-40 

01
Highly recurring Managed Services business model with revenue generated 
from Managed Resale and Managed Revenue, supporting strong revenue 
visibility and predictability

02
Diversified customer base across Professional Services, Logistics, Healthcare, 
Construction, Financial Services and Property Management sectors. Long-tenured 
customer base with meaningful recurring revenue and long-term contracts

03
Comprehensive managed IT services platform spanning cybersecurity, cloud 
infrastructure, network management, backup & disaster recovery, co-managed 
IT, and strategic consulting

01
Significant runway for organic growth through cross-selling cybersecurity, cloud, 
Microsoft 365, backup & disaster recovery, and strategic IT services across the 
existing customer base

02 Strong regional presence in Texas and North Carolina with an experienced 
management team and scalable operating platform

PRIVATE AND CONFIDENTIAL. DO NOT CIRCULATE 4

Recurring Revenue: 85% (Managed Resale + Managed Revenue)

Monthly Recurring Revenue (MRR): $4,000+ per Customer

Industries Served: 10+

Typical MSA: 1y+, Assignable, Auto-renewable, Termination 
Fees 

Company Snapshot Investment Highlights

Transaction Context

Adj. EBITDA LTM Q1 2026



EXECUTIVE SUMMARY - WHY THIS MSP DESERVES A PREMIUM VALUATION

Eight structural characteristics that set this business apart from a typical MSP—not generic industry talking points

01 Scale – Over $1MM 
Adjusted EBITDA

Generates over $1 MM in adjusted 
EBITDA — a scale of profitability that 
few MSPs of this size ever reach.

02 Highly Recurring 
Revenue – 85%

The vast majority of revenue is 
generated through recurring 
managed services and contracted 
licensing, providing predictable cash 
flow and strong revenue visibility.

03 Deep-Rooted Client 
Relationships

Long-tenured client relationships 
built through a trusted advisor 
model, resulting in strong retention, 
recurring revenue, multi-year 
relationships with key clients and 
consistent organic account 
expansion. Top 3 clients have been 
with the business for 6-10+ years.

04 Lean, Efficient Operations

05 06 07 Strong Texas Presence 
– 50% Revenues

Significant share of revenues derived 
from clients in Texas, in one of the 
fastest growing urban locations in 
the country.

08
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Transferrable Contract 
Base

Long-term client agreements featuring 
assignability, automatic renewals, annual 
price adjustments, and termination 
provisions that enhance revenue 
durability and reduce transition risk.

Best-in-Class EBITDA 
Margins – 49%

Adjusted EBITDA margin runs well 
above typical MSP benchmarks, 
reflecting disciplined cost 
management and strong client 
relationships.

Mature Operating 
Playbook

Mature service delivery processes, 
standardized technology stack, 
documented operating procedures, 
and an experienced leadership team 
enable efficient integration and 
continued growth after acquisition.

Generates over $2.2MM in annual 
revenue with 5-10 employees, 
demonstrating exceptional 
operational efficiency and scalability.



$1.2 
$1.6 

$2.2 $2.3 

Top 5 clients Top 10 clients Top 25 clients All Clients

Customer Revenue Profile

Managed Resale Managed Revenue
Product Sale Project/Hrly

4

Overview of Business

$2.25MM
Rev

$1.10MM
Adj. EBITDA

Recurring Revenue
85%

Texas-Based MSP
5-10 Employees

35-40 Clients

50% Rev
TX Based

KPIs

Customer Sector Mix

Key Financial Metric (LTM Q1 2026) Value

Revenue $2.25MM

Gross Profit Fully Loaded / Margin $1.145MM / 51%

EBITDA / Margin $0.92MM / 41%

Adj. EBITDA / Margin $1.10MM / 49%

Recurring Revenue $1.9MM

Recurring Revenue % 85%

Largest Customer Revenue % 29%

Monthly Recurring Revenue per Customer $4,000+

Key Founder Priorities

• Founder wishes to exit and focus on his 
consulting business

• Willing to stay from 12-18 months to help with 
transition

• Seeking a buyer that will purchase managed 
service contracts in an asset sale and integrate 
business into existing platform

• Preference for a transaction with a significant 
cash component at closing.

COMPANY OVERVIEW – 15+ YEAR TRACK RECORD OF PROFITABLE GROWTH
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Revenue LTM Q1 ‘26 
(Thousands) Share

Managed Resale $932 41%

Managed Revenue $979 44%

Product Sales $146 6%

Project/Hrly $194 9%

Total Income $2,251 100%

(In MM)

34%

15%
8%

8%

13%

22%

Professional
Services
Logistics

Healthcare

Construction

Financial Services

Other



Thank You!
For Further details reach out to: Madhur Duggar

+212.731.4230

madhur@excendio.com www.excendio.com

https://excendio.com/
https://www.linkedin.com/in/madhur-duggar/
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