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Impacts of Oracle’s Acquisition of Eloqua
Does the Oracle purchase of Eloqua
portend the beginning of a round of
consolidation in the digital marketing and
ad tech space? The short answer is yes
and no.

With Eloqua off the table, the
number of “consolidators”
for the adtech space has
been reduced by one.

It certainly is an important deal from an
industry consolidation perspective – moving
Oracle into the marketing automation segment
in a much larger way than its prior foray into
this sector through its acquisition of
Market2Lead. It also represents a nice solid
valuation touch point for the sector.
However, we would caution that it does not
necessarily point to an opening of the
floodgates for acquisition activity in the sector
as Eloqua is one of a handful of companies in
the marketing automation space that is large
enough and relevant for large, high-value,
buyers like Oracle. Furthermore, with Eloqua
now part of Oracle, the number of
“consolidators” with the size and public
currency necessary to be an active acquirer
has been reduced by one.

Winners
The biggest winner is likely to be Marketo.
With Adobe, IBM, Salesforce and SAP all
candidates to make a move in this space,
Marketo becomes the “belle of the ball” as the
only remaining enterprise B2B play of scale in
the group. The other player of scale,
HubSpot, will also see a benefit from this,
although we suspect its more SMB-oriented
offering and interest in going public will make
it a second choice for these large enterprise
players. Salesforce has invested previously in
HubSpot.

Losers
The most obvious losers will be Oracle’s
competitors, Adobe, IBM, Salesforce and
SAP, which are most likely going to be forced
into competing for what remains in the
marketing automation sector. We expect that
prices will remain strong for remaining assets
in the sector.

Valuation
Oracle paid $871MM for Eloqua – net of cash,
the enterprise value of the purchase is roughly
$810MM. The $23.50 paid is about a 34%
premium to the $17.50 that Eloqua’s share
price had been trading around prior to the
announcement of the deal.
As such, Oracle paid a nice, though not
particularly spectacular, premium to acquire
the company. This reflects, in part, the
somewhat strong valuation of the Eloqua
stock prior to the deal announcement.
Nevertheless, this deal is important
benchmark for deals in this sector and the
multiple of roughly 9x revenues on an
enterprise value basis is strong.

And while the players beyond marketing
automation benefit from the strong multiple
and increased acquisition activity, they do
suffer a bit from the loss of one of only a
handful of players that was in a position to
consolidate various point solutions – less
competition combined with numerous players
in many of the sectors that will “plug-into”
these marketing automation platforms may
mean lower valuations for these players over
the long run – not to mention a more tense
M&A market from the sellers perspective.
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Headwaters MB is an independently owned, growth investment bank and advisory firm. Headwaters MB has transacted over $15 billion of
middle market deals and has over $75 billion of deal experience from its 65 full-time senior professionals. Headwaters has a national office
footprint in the United States, headquartered in Denver, with additional offices in Boston, Chicago, New York, San Francisco & Washington
D.C.
Headwaters MB has a significant international track record; providing our clients with a global reach.
Our team has generated significant revenue from cross-border transactions, has local advisory partners in 30 countries and the firm has
been the winner of “Cross Border Deal of the Year”.
The firm has an established reputation as quality service provider and trusted long-term advisor to clients with a history of process and
transaction excellence.
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Our bankers have deep personal experience completing transactions for companies in the technology, media and telecom space, including:

*Some transactions completed by Headwaters team members on prior platforms
Disclosure: This newsletter is a periodic compilation of certain economic and corporate information, as well as completed and
announced merger and acquisition activity. Information contained in this newsletter should not be construed as a recommendation
to sell or buy any security. Any reference to or omission of any reference to any company in this newsletter should not be
construed as a recommendation to buy, sell or take any other action with respect to any security of any such company. We are not
soliciting any action with respect to any security or company based on this newsletter. The newsletter is published solely for the
general information of clients and friends of Headwaters MB, LLC. It does not take into account the particular investment
objectives, financial situation, or needs of individual recipients. Certain transactions, including those involving early stage
companies, give rise to substantial risk and are not suitable for all investors. This newsletter 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. Prediction of
future events is inherently subject to both known and unknown risks, and other factors that may cause actual results to vary
materially. We are under no obligation to update the information contained in this newsletter.
Opinions expressed are our present opinions only and are subject to change without notice. Additional information is availab le
upon request. The companies mentioned in this newsletter may be clients of Headwaters MB, LLC. The decisions to include any
company in this newsletter is unrelated in all respects to any service that Headwaters MB, LLC may provide to such company. This
newsletter may not be copied or reproduced in any form, or redistributed without the prior written consent of Headwaters MB, LLC.
The information contained herein should not be construed as legal advice.
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