
1FINDING THE SIGNAL IN THE NOISEG2 CAPITAL ADVISORS  

G2CAPITALADVISORS.COM

Finding the Signal in the Noise:
What Buyers Look for in 
Distressed Assets

In today’s market, many companies are navigating unfamiliar territory. Slowing growth, rising 
input costs, tightening credit and broader market volatility are pushing otherwise healthy 
businesses into challenging situations. While the environment may be noisy, that doesn’t mean 
value has disappeared — but it may require more work to uncover.

Sophisticated buyers are still active in this environment, but expectations have changed. It is no 
longer just about evaluating what is — it is about believing in what could be and trusting there’s 
a path to get there. The challenge? Helping them see it.

What Buyers Are Really 
Looking For
Buyers in distressed or underperforming situations 
aren’t looking for perfection. They’re looking for 
signal — clear indicators of underlying value that 
can be unlocked post-close. But when recent 
performance is impaired, the investment banker 
and company must collaborate to identify the key 
underlying value drivers and take the necessary 
steps to model and position the company in a way 
that is accretive, even if not in the current form.

In my 20+ years advising companies in special 
situations — from distressed M&A to complex 
stakeholder negotiations — I’ve seen firsthand how 
critical this collaboration is. The most successful 
deals aren’t always the cleanest on paper; they 
are the ones where the company and banker have 
done the right work to prepare, position, and clearly 
articulate the underlying value drivers that may not 
be obvious in company’s current financials.

In today’s environment positive outcomes are still 
possible — but only when the work is done upfront 
to frame the deal the right way.
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What Makes a Distressed Opportunity Work
The most successful special situation transactions often share key attributes:

•	 A defensible market position, strong cus-
tomer relationships, and stable gross margins

•	 Exposure to a niche market or sector with 
meaningful future growth potential

•	 A product or service line that is underleveraged 
relative to existing infrastructure but highly 
portable to the right buyer

•	 Operational capabilities or technology that 
would be accretive to adjacent market players

Identifying these traits is only the 
beginning. Sellers and advisors 
must build a compelling case—
and validate it through thoughtful 
analysis and creation of a pro-forma 
vision that demonstrates how the 
business or its assets can deliver 
near-term cash flow and strategic 
value to a buyer.

Where G2 Comes In
At G2, we support businesses across the 
performance curve — from high-growth companies 
scaling aggressively to those navigating critical 
inflection points. Within our dedicated Special 
Situations team, we focus on transactions where 
success hinges on positioning, preparation, and the 
ability to guide stakeholders through complexity.

What differentiates G2 in these deals is our 
willingness — and ability — to do the work. We 
don’t just market a distressed business. We roll up 
our sleeves to understand what drives its core value, 
build a realistic model that reflects where it can go, 
and construct a thesis that helps buyers see through 
the noise.

Our team’s operational depth and sector 
specialization are key to our ability to lead in 
these moments. We don’t just understand the 
financials — we understand the underlying business 
mechanics. That insight enables us to bridge gaps 
between stakeholders and run a broad, competitive 

process that delivers results — bringing grit, 
accountability, and execution to every stage of the 
deal.

From Noise to Narrative
Distress doesn’t mean disinterest—not when 
buyers see a credible path to value. The challenge 
is separating signal from noise: the core business 
from the circumstantial pressure, the future from the 
present.

In this environment, sellers do not just need a 
banker. They need a partner — someone who 
can spot the real value, do the work, and lead the 
process with discipline. That’s been my focus for the 
past two decades. And it is the work we do at G2 — 
every day, across every situation.
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