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Listing ID:        AVDM                             Company Type:       Lighting Solutions Provider 

 

Revenue:                         $8,020,000                        Location:                    Dallas County  

  

Inventory:       $2,150,000                        FF&E:         $50,000  

 

Total Assets:       $2,200,000                        2018 Adj. EBITDA:       $480,000 

 

 

 
 

Type of Corporation: C Corporation 

Year End is December 

SIC Code: 423600 

Accounting Method: Accrual 

 

 

 

 
 

o Business: Destination for designers and builders seeking personalized lighting solutions 

o Business Type: B2B, Company works with Home Builders and Interior Designers.    

o Longevity: Established in 1941, the company has been an industry leader for 78 years 

o Established Brand: 99% of business comes from referrals and repeat business 

o Employee + Job Count: Company has 27 employees and does 800 – 1,100 jobs a year. 

o Family Owned and Operated: The company has been run by the same family since 1987 

o Committed Workforce: The company has a very low turnover rate with employees.  

o No Retail Storefront: No retail walk-in street traffic. Only retail is from repeat customers. 

o Diversity of Brands: Company works with 300+ premium lighting vendors and manufacturers.   

o Stock Sale: The company is a c-corporation and would prefer a stock sale over an asset sale. 

 

 

 

 

Exceptional acquisition opportunity for an enthusiastic, entrepreneurial owner/operator or industry 

competitor looking to assume operations of a well-established high-end/luxury lighting company. 

Originally founded in 1941, the Company offers clients a wide variety of decorative lighting fixtures, 

showroom consultations, and comprehensive lighting plans. The company is an innovative creator of 

specialty lighting products combining illumination with charm, sophistication, and unmistakable 

distinction. The company’s main product lines include decorative and architectural lighting fixtures. The 

designers create a comprehensive lighting layout integrating a client's plans with the right products at the 

right performance level. The Company offers extensive industry experience and expertise and has 

thousands of customers that frequent the Company’s retail showroom. The largest customer represents 23% 

of revenue and no other customer represents more than 20% of sales. Only 3 customers represent more than 

10% of sales. The company maintains a showroom in Dallas and the average job size is $7,000 - $9,000.  

 

Legal Organization 

Top Things to Know About This Business 

Business Activity 

Deal Summary 
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The lighting industry has experienced a lot of technology advances in the last several years and the 

following technologies will continue to grow and strengthen the market for years to come.  

LED Lighting  

The first wave was aided by the rise of LED lighting which had an estimated market size of $3.2 billion in 

2016 in the United States. Increasing demand for power-efficient illuminating systems across residential, 

commercial, and industrial sectors, rising concern over reduction of non-renewable sources of power, and 

decreasing price of LED lights are likely to aid in the growth of the industry over the coming years. These 

lights are cost effective as compared to incandescent lights, delivering around 50,000 hours of illumination 

with a small amount of energy consumed. Their lower cost of operation and reduced heat losses also makes 

them a suitable replacement for incandescent lights. Technological advancements, shift from conventional 

to green lighting, enhanced energy efficiency standards, and declining prices have also spurred demand. 

Smart Lighting  

The industry is now entering into the second phase of technological upheaval, in which the lighting 

industry will be embracing “smart” platforms. The rise of smart lighting will continue to grow the industry 

for years to come. 

 
o Hands-Free Illumination: With no touch at all, client’s homes know when they are arriving and sets 

the lights to lead the way. Also, they never have to come home to a dark house again. Motion 

sensors also provide hands-free illumination to the restroom or kitchen in the middle of the night. 

Additionally, they’ll trigger lights to turn off when no one is occupying a room, closet, or pantry 

area. 

o Voice-Controlled Convenience: In the age Control4, Amazon’s Alex and Apple’s Siri; the 

homeowners can control their lights by the sound of their voice.  

o One-Button Control: Homeowners can customize buttons to control their lights with the click of one 

button. Turn on or off multiple rooms, or the entire house with one tap. Homeowners no longer 

need to travel from room-to-room switching off individual lights.  

 

              

 

 

1) Highly-regarded and well-established. Started in 1941 and has 78 years of brand awareness  

2) Strong customer base. Company has developed deep relationships with builders and designers 

3) Employees. Very experienced labor force / long-term employees with very high morale.  

4) Service. Company prides itself on service and going the extra mile for total customer satisfaction.  

5) Competition. The company has little competition in their space within its local market. There is a 

lot of competition for lighting solutions for track homes and homes under $500,000. This company 

primarily focuses on lighting solutions for homes $800,000 and greater. 

 

 

Key Strengths 

Industry Outlook 
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1) Residential Only. Currently, the company’s target customer are homeowners, designers and 

builders (residential clients). There’s an opportunity in the future to provide custom solutions for 

commercial retails, offices, cafés, restaurants, condo and office lobbies, beauty salons and more.  

2) No Private Label. The company only sells third-party brands. By manufacturing and offering its 

own architectural lighting under its own brand, the company can increase margins and offer broader 

solutions.  

3) Ancillary Products. Historically, the company has only sold decorative and architectural lighting 

fixtures. As a way to increase the average order value, the company could consider adding 

complementary products to its catalog such as fans, lamps, furniture and home accent products. 

4) Strategic Partnerships. While the company has built deep relationships with its core customers 

(homeowners, designers and home builders); there’s an opportunity for the company to build more 

specialty relationships like with outdoor living spaces builders, custom pool builders, etc.  

5) Technical Advances. While there will always be a need for traditional lighting fixtures, a big part 

of the growth trajectory will be adaption of LED and Smart lighting. The company hasn’t shifted to 

these technologies yet but these new technologies can be a grow driver if adapted.  

 

 

 

 

The company has four full-time inside sales people. These individuals work on the showroom floor and 

handle on the phone and in-person consultations. Additionally, the company employs two outside sales 

people. These individuals are responsible for maintaining current relationships with customers.  

 

The company does have a website however primarily relies on word-of-mouth through its high-quality 

service and work and brand recognition to drive sales.  

 

 

 

 

 

The Company was started in 1941 and was purchased by its current owner in 1987. The business has been 

in its present location for 15 years. 

 

Days and Hours:  

Monday - Friday:  8:00am to 5:00pm. 

Saturday - Sunday: Closed. (Open on Saturday by appointment only)  

 

 

 

 

 

 

 

 

Possible Weaknesses 

Marketing Strategy 

History 
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Fiscal Year End Revenue Adjusted EBITDA* As a % of Sales 

2018 $8,020,000 $480,000 6% 

2017 $8,730,000 $820,000 9% 

2016 $8,970,000 $1,190,000 14% 

2015 $6,700,000 $390,000 7% 

2014 $6,700,000 $870,000 12% 

 
 

1 All Adjustments to EBITDA were provided by the seller 
2 Three of the owners are also active employees of the company. We have added a negative adjustment to  

   account for replacements for each of the three individuals who are owners and employees.  
 

 

 

 

 

The Company has a total of 27 full time employees.   

 

 

 

 

An asset list is available for the $50,000 of furniture, fixtures and equipment.   All cash and accounts 

receivable will be retained by the Seller.  All debts on the company will be paid off by the Seller at closing.  

If there is any owner financing as determined by SBA underwriting, any such debt is to be personally 

guaranteed by the buyer. 

 

 

  

 

The business occupies two adjacent buildings. One building consists approximately 16,049 of rentable 

square feet and the other building consists of 6,866 of rentable square feet. Combined there is 

approximately 22,915 rentable square feet. 

 

 

  

 

The Owner genuinely desires an effective business transition with seamless customer service through to the 

buyer.  They will train a buyer for 30 days.  An additional consulting contract can be obtained. 

 

 

 

Sales and Adjusted EBITDA 

Employees 

Assets and Liabilities 

Facilities 

Support and Training 
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The owner wishes to retire. 

Reason for Selling 



CORPORATE/INVESTMENT GROUP CONFIDENTIALITY AGREEMENT 
 

Lighting Solutions Provider 
 

1. For good and valuable consideration, the receipt and sufficiency of which are acknowledged, the undersigned ("The 
Recipient") enters into this Confidentiality Agreement with and for the benefit of The Vant Group ("the Broker"). 
 
2. The Broker has attached hereto or has provided or may subsequently provide to the Recipient in connection herewith certain 
technical, financial, and/or business information (collectively the "Information") regarding the Company (as above designated) to 
facilitate an evaluation by the Recipient whether to acquire the Company or stock or assets thereof.  The Recipient acknowledges that 
the Information is highly confidential and proprietary to the Company. 
 
3. The Recipient shall not at any time, without prior written consent of the Company, furnish, copy, reproduce or distribute, in 
whole or in part, directly or indirectly, the Information to anyone, except Recipient's financial advisors and investors, who may be 
furnished with the Information for the sole purpose of advising the Recipient as to the structure of any proposed purchase of the 
Company (or its stock or assets), and it will keep permanently confidential the Information and will use the Information only for the 
purpose set forth above.  The Recipient shall be under no obligation to maintain as confidential any information which (a) Recipient can 
show by legally sufficient written evidence was in its possession prior to disclosure by the Broker and/or the Company; or (b) becomes 
generally available to the public in tangible form other than by acts or omissions of Recipient; or (c) is lawfully obtained from a third 
party.  The Recipient shall not contact the Company to discuss the sale or purchase of the Company or the Information without prior 
written consent of the Broker. 
 
4. The Recipient hereby indemnifies and holds harmless the Broker, and its agents, representatives, employees and attorneys, 
from and against any and all claims, liabilities, actions, causes of action and damages, arising from or relating to any injury or loss 
arising out of, from, or attributed to the transactions or matters subject hereof, or the actions, omissions, wrongful conduct or other 
breach of this Confidentiality Agreement by Recipient, which indemnification shall include, without limitation, reimbursement of 
attorney's fees and expenses incurred by the Broker in connection herewith.  
 
5. The Recipient shall not enter into any agreement for the purchase of the Company or its stock or assets unless said 
agreement contains a provision wherein the parties thereto acknowledge that the Broker is the procuring cause of such agreement and 
the Broker is entitled to a broker's commission as agreed upon by the Company and the Broker. 
 
6. While the Information is believed to be accurate, it is subject to change, error or withdrawal of offering, without notice.  The 
Company and the Broker expressly disclaim any and all liability for representations or warranties, expressed or implied, contained in the 
Information, or, for omissions from it.  The Company reserves the right to require the return of the Information at any time. 
 
7. A facsimile transmission of this document is legal and binding. 
 
8. The Recipient warrants that the undersigned is a duly authorized by the company to enter into binding legal contracts on  its 
behalf.   
 
9. This Agreement contains the entire agreement between the parties hereto with regard to the subject matter hereof.  If one or 
more of the provisions contained herein shall be held to be invalid, illegal or unenforceable, the balance of this Agreement shall remain 
in full force and effect.  This Agreement shall be binding upon the parties' heirs, successors and assigns, where permitted.  This 
Agreement may not be assigned by the Recipient without the prior written consent of the Broker.  No ambiguity herein shall be resolved 
presumptively against any party.  This Agreement shall be construed in accordance with the laws of the State of Texas, and the 
obligations of the parties are performable in Dallas, County, State of Texas, where venue shall lie for any actions brought hereunder. 
 
RECIPIENT: 
 
 _  _________________________________________________ 
  Company Name   Street 
 
________________________________________________  _____________________________________________ ___ 
  Signature    City State   Zip 
 
    _________________________________________________ 
  Print Name    Phone 
 
Date:____________________________________________  _________________________________________________ 
       Fax 
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