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In what has been another incredibly 
challenging year, we look ahead – 
somewhat warily – to what the new 
year has in store. This report seeks to 
understand the key themes that will shape 
2022, according to a group of prominent 
M&A dealmakers around the globe.

New variants of COVID may have 
continued to spur lockdowns and 
restrictions, but M&A activity surged 
in 2021, demonstrating dealmakers’ 
appetite and resilience in the face of 
the pandemic.   

While the future remains unpredictable, 
momentum in the M&A market shows no 
signs of slowing yet. Dealmakers have 
continued to take potential hurdles and 
risks in their stride and execute successful 
deals in a remote working environment 
fraught with geopolitical challenges.

Competition for high-quality assets is 
high, driving up valuations – particularly 
in key sectors like technology. Nearly all 
deals can be considered ‘tech deals’ to an 
extent, with digital transformation topping 
the list of deal drivers.

And more than ever, ESG is guiding 
investment decisions, compelling 
dealmakers on both buy and sell sides 
to be aware of their ESG implications 
and articulate their ESG story to reach 
a strong outcome. The focus on ESG is 
resulting in additional due diligence on 
deals, as well as extending the time spent 
on due diligence.

With this backdrop in mind, we turn to 
the experts for their global dealmaking 
predictions for the year ahead.

Sam 
Riley
CEO  
Ansarada

At Ansarada, we celebrate the 
opinions and views of our global 
M&A community. It is our privilege to 
be able to showcase our customers 
and those pathfinders who are blazing 
a trail in the dealmaking world, and 
to share their predictions with the 
wider community.
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We spoke to fourteen 
M&A experts within 
the corporate, legal, 
PE, and banking 
professions to find out 
their global dealmaking 
predictions for the 
year ahead. While 
opinions inevitably 
varied across regions 
and sectors, we 
found a consensus 
surrounding some 
key themes. Here, 
we highlight the 
major trends that 
M&A practitioners 
can expect as they 
look ahead to 2022. 

Overview

3. Valuations are sky high
A record amount of private 
equity dry powder in the market 
– US$2.3 trillion according 
to Pitchbook – has caused 
fierce competition for high-
quality assets. Valuations are 
at an all-time high, particularly 
in sectors such as tech, 
healthcare and pharma.

This has prompted concerns 
among some of a market 
correction down the line. 
While this is a possibility, the 
benign market conditions 
such as inexpensive debt 
markets, strong equity 
markets and ease of access 
to capital will mean that the 
high level of activity continues, 
at least in the short term.

 

4. ESG enters the deal process
ESG has moved beyond a 
tick-box exercise to become a 
central part of the deal process. 
Both on the buy and sell-
side, dealmakers need to be 
aware of the ESG implications 
of their transactions. On 
the sell-side, the ability to 
articulate a clear “ESG story” 
is paramount, whereas on the 
buy-side, dealmakers must be 
able to offer a credible ESG 
diligence product to clients.

This increased focus on ESG 
issues has led to additional 
due diligence on deals. Along 
with financial, operational and 
commercial considerations, 
ESG has become a critical 
component of the deal process.

5. The future remains 
unpredictable
Whether geopolitical 
issues such as the revival 
of protectionism and trade 
wars, or regulatory hurdles 
such as antitrust control and 
foreign investment control 
regimes, dealmakers clearly 
still have a lot on their plate.

A macro-economic adjustment 
due to inflation is also a 
lingering concern, as this may 
lead to central banks tightening 
credit and reduced financing 
for deals down the line.

The COVID pandemic has 
taught dealmakers that the 
future is far from certain, 
and they will continue to be 
watching out for potential 
hurdles as they look ahead to 
a new year of dealmaking. 

01 0302 04 05
1. M&A activity will soldier 
on, despite COVID
The COVID pandemic has 
proven that dealmakers can 
be remarkably adaptable. 
Dealmakers have become 
comfortable carrying out 
transactions in a COVID world, 
shown through the incredibly 
robust deal activity that has 
taken place over the past year.

This activity shows no sign 
of slowing down. The equity, 
capital and debt markets are 
robust, low-cost capital is 
readily available, and there 
is plenty of capital chasing 
deals. All signs point to a 
healthy M&A market in 2022.

2. Digital transformation 
set to drive deals 
Digital transformation has 
become a buzz phrase for 
global dealmakers. Every deal 
now appears to have some sort 
of tech angle, with the COVID 
pandemic accelerating societal 
changes and blurring the lines 
between online and offline 
habits. Companies must take a 
global view – and transformation 
through digitalization is at 
the top of the agenda.
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Rhys 
Evans

Ansarada: M&A activity since the second 
half of 2020 has been very high – higher 
than pre-pandemic. Do you expect this 
level of activity to continue over the next 
year, especially in the EMEA region, or will 
this taper off sooner than expected?

Rhys Evans: I completely agree with your 
observations, and I would add that the 
trend has really continued apace across 
private M&A, public M&A including P2Ps, 
joint ventures – the full spectrum of M&A 
activity. I think a number of practitioners 
were expecting or hoping for some sort 
of a summer lull, and that just hasn’t 
materialized this year.

There are a number of factors underlying 
this growth. Despite asset prices being 
incredibly high, there is a huge amount of 
financing available privately and on public 
markets, both on the equity and debt side.

And then on the flip side, there are 
companies which have suffered 
enormously through the pandemic which 
are having a difficult time in terms of 
trading. For this reason, we are witnessing 
elements of distress in the market as well. 
These trends are coming together at the 
same time, which is pretty extraordinary.

History tells us that at some stage there 
must be some sort of leveling out or 
correction in the market. Yet as we sit here 
today, it isn’t clear what the catalyst for 
that change might be.

Ansarada: Specifically on the private 
equity side, there has been a great deal 
of fundraising over the past 12 months. 
Do you see fundraising following the  
same track as M&A, and remaining  
robust, at least in the near-term?

Rhys Evans: Until something changes, 
it does feel like the high levels of activity 
will continue. There is a lot of money in 
the system.

Ansarada: Digital transformation is 
expected to be a key driver of M&A 
activity over the next 18 months. Do you 
expect digital transformation to continue 
to be an area that companies heavily 
invest in?

Rhys Evans: It is undoubtedly going 
to be a hot topic that’s with us for the 
foreseeable future. We are now deep into 
the digital transformation of the financial 
market sector, with a growing number of 
alternative banking-type products being 
offered by companies.

We’ve seen the same revolution across 
healthcare. I think that will continue to 
spread, particularly among the more 
asset-heavy sectors, such as industrials, 
where a key part of their business going 
forward will rely on technology. Some of 
that change will come organically and 
some of it will come through M&A. To take 
one example, farmers being able to have 
data sent directly from their machines 
back to manufacturers and suppliers of 
the goods they’re using is a way that you 
will start to see technology impacting 
the industry.

Rhys Evans, Partner at 
international law firm 
Freshfields Bruckhaus 
Deringer, discusses 
his 2022 deal market 
predictions for 
the EMEA region 
with Ansarada. 

Partner  
Freshfields Bruckhaus Deringer

Q&A with Rhys Evans
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Ansarada: Turning to another trend 
that’s emerged since the pandemic, we 
have seen a great deal more interest 
in ESG-related matters, especially on 
the renewable energy side. How do you 
think this trend will play out in 2022? 
Do you expect to see a large number 
of renewable deals?

Rhys Evans: It’s a great question and 
an area of the market where we’re 
seeing huge amounts of activity. It fits 
part of the wider narrative around the 
growing importance and awareness of 
ESG matters, which are now applicable 
to everyone.

I think we’re at a crucial point in the market 
where the tide is turning against some 
of the heavy and more polluting forms of 
energy production. And there’s a definite 
shift in investment towards renewables.

Ansarada: And looking ahead, what 
do you see as the biggest hurdles that 
dealmakers will have to overcome over 
the next 18 months or so?

Rhys Evans: There’s a bit of a list, isn’t 
there? With the market in its current form, 
the challenge for dealmakers is that they 
are operating in a bull market. So, the 
task is making sure that you have the 
right financing available to secure quality 
assets quickly. We’re seeing an incredible 
appetite for good quality assets.

Q&A with Rhys Evans

“As someone involved  
in the industry, you 
never want to be blasé 
about how long the 
boom will continue.” 

David Brown

After a tumultuous period for global M&A,  
David Brown, the Deals Leader for the Asia-Pacific 

region at PwC, shares his views on the state of 
dealmaking and what’s next.

Rhys Evans 
Partner  
Freshfields Bruckhaus Deringer

And allied with that is the need for sellers 
to increase the amount of preparation and 
forethought as to who will be on your side, 
who your buyers are going to be, what 
they’re going to be interested in, and how 
you can run the deal process efficiently to 
deliver maximum value at the end of it.

But also, the market is underpinned by 
a nervousness as to what the future 
might bring. Another key challenge is the 
regulatory backdrop that every deal is 
now conducted against. That is both in the 
form of antitrust control, but also growing 
foreign investment control regimes and 
their growing jurisdictional scope. More 
and more countries have their own sets 
of rules and for those countries that have 
them, the scope is very much expanding 
and financial thresholds are dropping.

Ansarada: I guess the main question is 
what will derail the train, so to speak. From 
talking to people in the industry, it would 
need to be something quite large.

Rhys Evans: I agree. As someone involved 
in the industry, you never want to be blasé 
about how long the boom will continue. 
But if that event does occur at some 
point, I think there’s going to have to be 
something relatively severe for that, as 
you say, train to be derailed. Whether 
that will be monetary policy or regulatory 
changes or some other unknown factor 
remains to be seen. 
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Ansarada: We have seen large amounts 
of M&A activity since the second half of 
2020 – higher than pre-pandemic. Do you 
think this level of deal activity will continue 
in 2022?

David Brown: To give some context to 
the current situation, the coronavirus 
pandemic has had an impact that has 
obviously been at the very front and 
center of everything that’s going on and 
is affecting everything in lots of different 
ways. But to go back a little bit, if you think 
about when the pandemic began, people 
were very negative, but it got better very 
fast from an M&A perspective.

A few things happened that people 
didn’t expect. One, the rebound in M&A 
happened much more quickly than 
expected – even though with a bit of 
hindsight, the way the pandemic has 
played out has been worse and slower 
than was anticipated at that time. M&A 
actually bounced back very aggressively.

The second thing that people didn’t 
expect was that the anticipated wave 
of insolvencies and destruction didn’t 
happen. And the third thing to happen that 
people didn’t expect was that asset prices 
went up – although you have to be careful 
with that because in reality asset prices 
went up selectively in certain sectors and 
for certain assets, and not across the 
board as is quite often reported.

Ansarada: Why was this the case? 
And can we expect this level of activity 
to continue? 

David Brown: First of all, if you compare 
2020 with the global financial crisis in 
2008, 2008 was a crisis of liquidity, while 
2020 was almost – or may yet become – a 
crisis of too much liquidity. The banking 
sector was much better capitalized, there 
was no banking crisis. Private equity had 
two and a half times as much dry powder 
as at the time of the global financial crisis. 
And there were also very big allocations 
to other private markets asset classes, 
such as real estate, infra and credit funds 
– even if banks would not extend new 
money, credit funds were a massively 
more important source of capital than 
they were at the time of the global 
financial crisis.

On top of that, government and central 
bank stimulus really did its job. It was very 
effective. And that meant there were very 
few insolvencies. But it also led to this 
asset price inflation that you’re seeing, 
as well as that excess of capital in private 
markets. This is driving asset prices up 
and driving the market.

Number two is that the crisis itself drove 
transactional activity and continues to 
drive transactional activity. Corporates 
have been forced to review their 
portfolios, how they’re going to allocate 

“Corporates have 
been forced to review 
their portfolios.”

their capital, which businesses 
to hold and grow, and which 
ones to carve out and divest. 
That leads to transactional 
M&A activity. People are using 
M&A to acquire capabilities in 
digitization. There’s also massive 
acceleration around ESG and 
the net-zero agenda. People are 
using M&A to acquire capabilities 
in those spaces.

The third thing, that I touched on 
already, is the impact of private 
markets investing – private 
equity, real estate, infrastructure, 
private credit funds. The amount 
of capital, as I said, was two 
and a half times what it was at 
the time of the global financial 
crisis. There is pressure in the 
PE industry to invest that capital.

Ansarada: You have mentioned 
high valuations. How is this 
affecting M&A activity?

David Brown: In my experience 
of doing this for 20-30 years, 
whenever asset prices are high, 
whenever public equity markets 
are strong, you get a lot of M&A. 
I think there’s a couple of human 
reasons for this. One is that 
sellers are prepared to sell. And 
often on the buy side there’s a 
fear of missing out when prices 
are rising very rapidly. That’s 
just a correlation that we always 
see, high asset prices and high 
equity market valuations equals 
high M&A.

Ansarada: What do you think 
will be the biggest potential risks 
or challenges for dealmakers 
in 2022?

David Brown: Geopolitical 
factors are among the biggest 
negative factors impacting 
M&A. The fall in outbound 
activity from China is an example 
of that, but I think cross-
border M&A generally is quite 
difficult, whether it’s due to 
geopolitical tensions or just 
travel restrictions. For example, 
Japan’s outbound M&A into 
Southeast Asia in my part of the 
world has really dropped off a 
cliff. It’s not geopolitical, it’s just 
because Japanese executives 
like to travel and meet and look 
at things before doing M&A, and 
they haven’t been able to do that.

Ansarada: Do you expect 
greater scrutiny or new 
regulation regarding ESG globally 
or in your jurisdiction? How will 
this affect dealmaking?

David Brown: One of the 
big issues of ESG is the 
general lack of regulations 
and standardization. I think in 
Europe that is starting to be 
addressed and that needs to 
happen, because there’s a lot of 
confusion around that. There’s 
green washing – there are people 
investing in green assets that 
might not necessarily be green. 
Nobody knows what an impact 
fund is. There’s no common 
definition of that. There’s a 
lot of money chasing stuff 
without a clear methodology 
and mechanisms around the 
governance of that investment. 
And I think Europe is clearly at 
the forefront of this. Asia-Pacific 
is behind. I think the US is also 
behind, actually.

The metaphor I use is it’s a bit like 
driving on the motorway and you 
look in your rear-view mirror and 
you see this truck coming from a 
long way back. People have been 
looking back at that for a while 
now, but suddenly the truck has 
really started to accelerate, and 
it’s coming really, really fast.

If you’d asked me the question 
about a year ago in Asia-Pacific, 
I would have said, “yeah, it’s 
important”. And if you’d spoken 
to PEs, for example, in Asia-
Pacific a year ago, you’d get 
“yeah, our LPs want us to have 
an ESG policy” – and it’s a bit 
wishy washy like that. Whereas 
now I think they’re starting to 
realize that this is real, it impacts 
value creation and it affects 
investment returns. 

Q&A with David Brown

David Brown 
Asia Pacific Deals Leader 
PwC
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At First Pacific, our largest markets are 
Indonesia and the Philippines. Whilst 
we have certainly seen an increase in 
economic growth and performance 
compared to last year, when the initial 
shutdowns took place, there have been 
subsequent waves of COVID in these 
markets due to the spread of new variants.

Yet, once we get past the pandemic, 
the region will remain attractive to 
multinationals and financial investors. 
Private equity funds have raised record 
levels of capital that they are looking to 
deploy, with infrastructure an increasingly 
attractive investment opportunity.

The food industry has also been active. 
We own a business called Indofood – 
the largest vertically integrated food 
producer in Indonesia. Last year they 
acquired businesses in the Middle East, 
Africa, and Eastern Europe, largely in 
very similar business lines. While there 
were no significant growth opportunities 
for Indofood in their own region, the 
opportunities to scale up in countries 
within the Middle East and Africa were 
significant. For this reason, geographical 
expansion will be another significant 
driver of cross-border deal activity 
going forward.

The influence of ESG is also set to drive 
activity across our group. On the power 
side, strategic planning and decisions at 
the board level are being influenced by 
challenges posed by traditional fossil fuel 
sources, and steering business initiatives 
towards renewable energy – in particular 
solar. There’s been a lot of interest in 
these areas in our own portfolio and 
across the broader region.

Ansarada: To what extent do you expect 
digital transformation to be a driver of deal 
activity in 2022?

Stanley Yang: On the digital side, 
businesses that are driven by enablers 
such as payment platforms have seen 
a lot of interest. Aside from these 
technologies, the infrastructure that 
supports the growth in data, such as data 
centers, has also generated significant 
interest. In our own portfolio, that’s been 
an area in which we’re seeing investor 
interest looking to participate in the 
ASEAN market.

Another area that is particularly active 
is the healthcare space. E-health has 
become a priority post-pandemic, with an 
increased focus on telemedicine and the 
ongoing digitalization of health services. 
That’s one of the areas that we have been 
investing in as a group, and we believe it’s 
an area that will generate further growth.

Ansarada: Dealmakers have to stay 
abreast of risks and challenges that may 
come our way. From your perspective, 
what do you see as the biggest risks on 
the horizon?

Stanley Yang: As a diversified company, 
the risks we are seeing are very sector 
specific. Some of our roads have been 
impacted quite heavily, for instance 
toll roads, due to reduced traffic 
volumes amidst COVID. On the flip 
side, telco businesses such as mobile 
and broadband and data centers have 
performed very well due to an increase 
in data usage.

Stanley Yang, Executive Vice 
President, Group Corporate 
Development at investment 
management firm First Pacific, 
discusses his dealmaking 
predictions for the APAC region 
over the coming year.

Stanley  
Yang

Ansarada: What do you see as the primary drivers 
of M&A activity over the near and medium-term?

Stanley Yang: I think there are a few points to 
mention here. In terms of drivers, there is an 
expectation that the markets will return to growth 
post-pandemic. Now, of course, this is subject 
to volatility, as we have seen recently with the 
spread of variants and the impact this has had on 
the market.

This return to growth will be supported by low 
borrowing costs. We’ve been in a very low-interest 
rate environment for a long time, which has in 
turn increased the availability of funding and the 
willingness to deploy cash.

Q&A with Stanley Yang
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I think the risks are several-fold. There 
are inflationary pressures that central 
banks, including the Fed, are monitoring, 
which may impact the availability of capital 
further down the line. The persistence 
of the pandemic also poses a threat. As 
I said earlier, new variants, the pace of 
vaccine rollouts, and subsequent closures 
of societies, will continue to impact 
activity going forward. We’re still waiting 
to see how it will all play out.

On the geopolitical front, the revival of 
protectionism and trade wars, along 
with the regulatory tightening in certain 
industries that are deemed sensitive or 
disruptive, pose a risk to deals.

Given the fact that the majority of 
dealmaking is taking place remotely, 
cybersecurity has become an increased 
threat. We’ve seen numerous breaches 
across the globe in various forms, and the 
risk of sharing confidential information 
needs to be carefully considered 
by dealmakers.

Ansarada: We’ve already alluded to 
protectionism and cross-border M&A, but 
I’d be fascinated to get your perspective 
given that your work concerns Indonesia 
and the Philippines a great deal. 

Could you speak to how a dealmaker 
should go about their cross-border 
transaction strategy, the sort of markets 
that they should be looking into, and 
how they should be approaching 
these markets?

Stanley Yang: To your point around 
protectionism and the interest of foreign 
groups – for the last decade and a half 
there’s been a lot of interest in investing in 
Asia, particularly its two largest markets 
– India and China. As some foreign 
investors have looked to diversify their 
exposure, they have started to recognize 
other opportunities elsewhere in the 
ASEAN market – our principal area of 
focus. We have seen very significant 
interest from companies all across the 
globe who are increasingly setting up 
offices in Southeast Asia.

I think the main challenge surrounding 
the entry into new markets is local market 
expertise. To do it alone is quite different 
than to find partners who know the market 
inside and out and have built relationships 
with other business groups, with 
regulators, and other key constituents 
that would help mitigate the risk and 
ensure that a business’s growth initiatives 
can be executed successfully. 

Jon  
Kenworthy  

&  
Alexandra  
Kamerling

Jon Kenworthy, co-chair of M&A at global law 
firm DLA Piper, and Alexandra Kamerling, a 

competition law partner at DLA Piper, sit down 
with Ansarada to discuss their deal predictions for  

the EMEA region in the coming year. 

Q&A with Stanley Yang

“The influence of 
ESG is also set 
to drive activity 
across our group.”
Stanley Yang 
Executive Vice President, Group Corporate Development 
First Pacific
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Ansarada: The second half of 2020 and 2021 have 
seen large amounts of M&A activity – higher even 
than pre-pandemic levels. Do you think this level of 
deal activity will continue in 2022?

Jon Kenworthy: I don’t see any signs of activity 
slowing down. My expectation is that M&A activity 
will continue on from the very strong activity we 
have seen over the past 12 months.

We initially thought that the resurgence in  
activity seen from September 2020 was due  
to pent-up demand from earlier in the summer, 
when lockdown hit, but it’s continued for far  
too long for it just to be attributed to this.

Simply put, there’s an awful lot of money out 
there, and that’s driven prices up which in turn 
drives activity.

Ansarada: And what specific sectors do you 
expect to be active in 2022?

Jon Kenworthy: The technology sector is set 
for significant activity, with the COVID pandemic 
acting as an accelerant of existing trends and 
driving dealmaking. COVID has driven businesses 
online – much more communication is done 
virtually via Zoom or Microsoft Teams, for example. 
All these new communication tools have become 
highly valuable and necessary for remote working. 
Deals such as Slack being acquired by Salesforce 
is a good example of big-ticket M&A transactions 
in the technology sector driven by business and 
societal changes accelerated by COVID. Those 
changes were happening anyway, but COVID 
undoubtedly accelerated them.

Q&A with Jon Kenworthy & Alexandra Kamerling

“There is a concern that 
inflation is effectively 
eroding the value of future 
earnings, which could have 
a disproportionate effect 
on valuations for high 
growth businesses.” 

Jon  
Kenworthy 

Co-chair of M&A  
DLA Piper

Jon Kenworthy 
Co-chair of M&A  
DLA Piper
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Alexandra  
Kamerling
Partner 
DLA Piper

“I think the gap between signing and closing 
seems to be getting ever longer as more 
and more regulators want to wade in and 
consider things.”

One industry where we are seeing high 
levels of activity is media. Even before 
COVID hit, technological change was 
driving a lot of M&A activity within the 
sector. In particular, the growing influence 
of big streaming services such as Netflix – 
that’s driven a significant amount of M&A 
and joint venture activity in the sector.

Ansarada: From a private equity point 
of view, there’s been a huge amount of 
activity, with record levels of dry powder 
in the market. Going into 2022, do you 
expect to see sustained levels of activity?

Jon Kenworthy: You’re absolutely right 
– PE firms have raised record amounts 
of cash. As COVID hit, PE firms were 
focused on their existing portfolios, 
ensuring they were in shape to weather 
the consequences of COVID and the 
related shutdowns of large sections of 
the economy. This took focus away from 
new deals.

However, somewhere between late 
summer and the final quarter of 2020, 
they’ve become very active again. A 
significant factor driving activity is 
the ease of access to debt financing, 
combined with record low interest rates in 
many geographies – the markets remain 
very benign.

I’m not saying it’s easy to raise debt, 
but it’s certainly easier than it has been 
historically. As long as debt continues 
to be available on the current terms, 
PE dealmaking will remain active.

Ansarada: What do you see as the 
biggest risks and challenges for 
dealmakers going into next year?

Jon Kenworthy: Over the past few 
months we have started to hear people 
talk about inflation concerns, particularly 
among high growth businesses. There 
is a concern that inflation is effectively 
eroding the value of future earnings, which 
could have a disproportionate effect on 
valuations for high growth businesses. 

This could in turn impact the debt 
markets and if the consequence is more 
expensive debt, deal volume will drop. It’s 
all a virtuous, or an unvirtuous, circle – 
depending on how you want to look at it. 
I think that has the potential to become a 
significant overhang in the market.

There are also some concerns that we’re 
in a bubble when it comes to valuations. 
There’s no doubt that pricing is pretty 
toppy. Some of the activity that we’ve 
seen feels fairly late-cycle. And I think 
those of us that have been around long 
enough know things don’t stay this 
buoyant forever.

The market will turn at some point – it 
can be a bit of a self-fulfilling prophecy. 
I think you will start to maybe see some 
caution creep into the market as we get 
into 2022, particularly if you have external 
factors such as inflation and increased 
interest rates affecting the willingness to 
transact deals.

Q&A with Jon Kenworthy & Alexandra Kamerling

Alexandra Kamerling 
Partner  
DLA Piper
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Ansarada: We have seen greater 
regulatory scrutiny of deals, both in terms 
of merger control and foreign direct 
investment. How is this affecting M&A? 
What jurisdictions or sectors are proving 
most difficult?

Alexandra Kamerling: The jurisdictions 
that are proving most difficult are the 
ones that are more blatantly protectionist. 
One might think that the US is very 
protectionist, but as advisors, we know 
what to expect. I think what is much harder 
is some of these newer jurisdictions that 
are flexing their muscles have got a very 
wide scope in their new legislation, and 
quite a lot of discretion.

You just have to be really alive to the fact 
that they might just pick up on your deal 
and run with it. It is a moveable feast 
because they are gaining confidence. 
They’re gaining expertise and picking 
up transactions. As things stand at the 
moment, jurisdictions that are really 
pulling their weight on foreign investment 
issues are Germany and China, with 
countries like Hungary starting to jump 
up and down.

Depending on the country, which sectors 
are in focus will be different, but you 
can assume that anything touching the 
semiconductor industry in any of the 
Asian jurisdictions and notably in China is 
tough. And you have to accept that you’re 
going to go in for quite a long scrutiny. 
But then Germany has also announced 
that it has a particular interest in the 
semiconductor industry and they’re 
looking at any deal that touches that.

Ansarada: ESG is obviously a huge topic 
right now. How are dealmakers going 
to deal with that extra scrutiny around 
doing deals?

Jon Kenworthy: ESG is a hot topic at the 
moment – it’s on the minds of boards. And 
because it’s on the minds of boards, it’s 
on the minds of corporate development 

directors and heads of M&A. For this 
reason, it has well and truly marked its 
place on the M&A agenda.

From a dealmaker perspective, if you’re 
sell-side you need to make sure that 
you’ve got your ESG credentials story 
straight, and you’re clear what you’re 
saying to buyers about where you sit 
in terms of your ESG compliance and 
best practice.

On the buy-side, you need to develop a 
credible ESG diligence product. A client of 
any level of sophistication is going to want 
to understand where the target business 
sits within that spectrum of compliance 
from an ESG perspective.

Ansarada: And finally, what advice would 
you give to dealmakers in terms of the 
actual M&A process at this moment?

Alexandra Kamerling: Certainly, from my 
perspective I just think there are going 
to be more deals that are going to take 
longer to close. I think the gap between 
signing and closing seems to be getting 
ever longer as more and more regulators 
want to wade in and consider things. And 
with FDI legislation, very often they’ve got 
even longer timetables than those that 
apply under the merger control legislation.

Jon Kenworthy: Scrutiny on deals is 
getting higher and higher year in and 
year out. Sell-side preparation is more 
important than ever. This means being 
ready, putting yourself in buyers’ shoes, 
understanding what questions are likely to 
come down the track, and being clear on 
your strategy in terms of how you’re going 
to respond.

While this may have been a ”nice-to-
have” a few years ago, I would say it is 
now essential. 

Q&A with Jon Kenworthy & Alexandra Kamerling
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Nicole  
Englisch

Nicole Englisch, Partner at 
international law firm Clifford 
Chance sits down with 
Ansarada to discuss her  
deal predictions for the 
EMEA region in 2022. 
Ansarada: Global M&A levels are clearly 
very high at the moment. Do you expect 
activity to continue over the next year 
or so?

Nicole Englisch: We expect activity to 
remain high or even increase further. 
During the pandemic, we saw a slowdown 
in Europe, particularly in Germany. While 
activity increased in the third and fourth 
quarters, dealmakers are still having to 
play catch up.

While we were looking out for a little 
slowdown in Germany due to the recent 
elections, this failed to materialize.

Ansarada: You say you expect M&A levels 
to remain high. What sectors do you 
predict will be driving the market?

Nicole Englisch: I see these mainly as 
the sectors which were already dominant 
pre-pandemic – in particular healthcare, 
med-tech, software and IT.

I have seen very few deals in the past two 
or three years which didn’t have some sort 
of tech focus or impact. And digitization 
has now become a tool to improve M&A 
processes, carrying the potential to 
transform the way deals are carried out.

On top of these trends, I expect to see an 
increase in distressed M&A in Germany. 
So far this has been limited due to a high 
level of government support. Yet once 
this support begins to wind down in the 
near future, I expect to see an uptick in 
distressed M&A as well as carve outs 
and spin-offs.

Ansarada: In terms of distressed M&A, in 
which sectors do you expect to see a rise?

Nicole Englisch: I think automotive 
suppliers may become a key target, 
simply because they have suffered a lot 
amidst the pandemic. The travel industry 
– from airplane production to hotels and 
cruises – was also hit hard.

Ansarada: Moving on to the sponsorship 
side of things, we have witnessed dry 
powder reaching a record high. Do you 
expect the sustained level of private 
equity that we have been seeing to 
continue?

Nicole Englisch: There is so much money 
still in the markets, which will continue to 
drive activity. And the deal process has 
become quicker, particularly for private 
equity players.

Private equity firms have also come 
under pressure from a different kind of 
capital. This year, SPACs had a big impact, 
especially on the US market, and started 
to gain visibility in Europe, not just with 
US-listed SPACs targeting European 
firms, but SPACs establishing themselves 
on European stock exchanges – such as 
Frankfurt and Amsterdam.

These European-listed SPACs have 
the potential to drive the continent’s 
dealmaking scene over the next two 
years. And they have a short life cycle, 
which means they have to invest their 
money within 18 or 24 months. However, 
the market is volatile and the US SPAC 
market has significantly cooled down 
recently – it looks like such cooling-down 
has also hit the European SPAC scene. 
So while SPACs have the potential to put 
pressure on private equity investors, it 
does not look like this will happen on a 
large scale.

Partner 
Clifford Chance

Q&A with Nicole Englisch
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On the strategic side, a key driver of 
activity is to gain scale in order to avoid 
being eaten up by large competitor firms 
in the US and Asia. This is another trend 
which will drive strategics to carry out 
M&A transactions in the right sectors.

Ansarada: You mentioned some key 
drivers of activity, such as the need for 
strategics to gain scale. What other 
drivers do you think there’ll be in the 
market pushing M&A coming into 2022, 
and possibly even beyond?

Nicole Englisch: Financing is still cheap, 
making life easy for both private equity 
firms and family offices. We are seeing 
many more PE players in the market 
compared to ten years ago.

Another clear trend that has developed 
over the past 12 months and is impacting 
the dealmaking process is ESG. 
Companies which have a good ESG profile 
have become much more attractive 
deal targets.

As a result, ESG due diligence has now 
become an integral part of the dealmaking 
process – something we did not see even 
a few years ago.

Ansarada: If we look at both strategics 
and sponsors, what are the risks they face 
looking ahead to 2022?

Nicole Englisch: Pricing is still a major 
issue. For the right target, the price 
is really, really high – particularly for 
IT, pharmaceuticals and healthcare 
companies. This means that overpaying 
has become an issue, at least for 
those PE players who want to see high 
returns on their investments. But this is 
something which has been the case for 
the past four or five years – multiples are 
simply very high.

Political tensions also remain a challenge. 
From an M&A perspective, foreign 
investment regulations are always 
important, driven in part by political 
tensions between China and countries 
within Europe or the US. I think that this 
will continue to impact the M&A market 
going forward.

Foreign direct investment has been under 
increased scrutiny over the past two to 
three years, and I expect this to continue 
in the future.

Ansarada: This brings me on to my next 
question. What are the major regulatory 
issues that you see as being the most 
disruptive for dealmaking?

Nicole Englisch: It depends on the parties 
involved. If a Chinese party is involved, it’s 
typically issues regarding government 
regulations of foreign investment. Yet if we 
are working with the big industrial players, 
it’s often antitrust laws for merger control. 
An example took place a few years 
ago, when Siemens and Alstom tried to 
merge their trains businesses but were 
prohibited by the European Commission 
due to competition law.

I expect this issue to come up more and 
more as European industrial players look 
to gain scale in order to compete with 
US and Chinese competitors. This will be 
a hurdle for dealmaking, as scrutiny by 
European bodies tends to be higher than 
in other regions of the world.

Ansarada: Do you see any kinds of 
threats or surprises that may come up 
for dealmakers that aren’t currently on 
their radar?

“ESG due diligence  
has now become an  
integral part of the 
dealmaking process.”

Q&A with Nicole Englisch

Nicole Englisch: It’s a really big question 
– no one could have predicted the 
pandemic, for example. I do think that 
ESG considerations will dictate a lot of 
M&A activity going forward, be it through 
investment in green businesses, or 
activist activity.

We’ve recently seen environmental 
associations claim that German 
automotive manufacturers have to stop 
producing combustion engines earlier 

than requested by law, and that oil and 
gas companies stop developing new 
oil and gas fields earlier than required. 
These trends will drive transactions going 
forward as businesses solely producing or 
supplying parts for combustion engines 
will vanish from the European landscape. 
However, I do hope there will be fewer 
black swans or big surprises in the deal 
market going forward. 

Nicole Englisch 
Partner 
Clifford Chance
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Herald  
Chen

Herald Chen, CFO and President 
at global technology company 
AppLovin, sits down with Ansarada 
to discuss ongoing trends in the 
M&A market in the Americas.

Ansarada: Global M&A activity surpassed all 
expectations in the second half of 2020 and 
activity has remained tremendously robust so 
far this year. Do you expect the high level of deal 
activity to continue through to the rest of this year 
and into 2022, especially in the Americas?

Herald Chen: Yes, deal activity will likely continue 
into 2022 because you have a lot of businesses 
needing to transform their businesses, and 
there is access to very low-cost capital within 
the debt markets, while equity markets are also 
performing well. There’s a lot of dealmaking to be 
done to accelerate transformation and allow these 
companies to continue to grow.

On the deal source side, you still have a lot of  
PE-backed businesses that need to be sold, 
creating M&A opportunities. And the cost to create 
new companies has come down quite significantly 
over time. This means there is a high supply of  
VC-backed companies to acquire, which shows  
no sign of slowing down from what I can see.

Ansarada: Are there any particular sectors of 
the economy or regions, be it in the Americas or 
elsewhere in the world, that you think will benefit 
from these M&A drivers in 2022?

Herald Chen: From my vantage point, I expect 
activity to remain strong in the technology sector. 
I’m not talking just about tech companies buying 

other tech companies – it’s 
any company that’s impacted 
by technology in some way, 
which is pretty much the whole 
gamut. Companies need to use 
technology to their advantage, 
whether that’s in automotive, 
healthcare or retail. There’s 
no such thing as either online 
or offline anymore: it’s all  
omni-channel.

Ansarada: It’s interesting that 
you bring up the technology side 
of things, because it does seem 
no matter what sector you’re 
in, every company has to be a 
technology company now to 
some degree or another. Do you 
expect digital transformation to 
be a key driver of deal activity 
over the next 18 months or so?

Herald Chen: The potential 
for change is vast. I think most 
still are underestimating what 
could happen. Some industries 
are certainly ahead of others. 
I see so much opportunity to 
improve the healthcare sector, 
for example. It’s among the 
biggest industries, with the 
highest growth, yet also the 
most complex industry, and tech 
transformation has a long, long 
way to go.

We have also seen the big 
telecom businesses try to 
diversify vertically into the media 
world. It’s not an easy thing to 
do, but dealmakers are trying to 
pick their spots to invest in. As 
some of those deals have shown, 
this transformation will definitely 
have bumps along the way.

Ansarada: We have seen a 
massive amount of fundraising 
over the last 12 months. For 
private equity, it still hasn’t 
stopped. Do you think 
fundraising on the private 
equity side will continue to 
remain very strong in the near 
to  medium-term?

Herald Chen: It’s been rolling 
and rolling for a long time, with 
the underlying equity markets 
increasing significantly over the 
past few decades.

The ability of private equity 
firms to drive operational 
improvements and access low-
cost debt means they can drive 
excellent risk returns at strong 
exit multiples. I certainly see 
this continuing.

Plus, the capabilities of PE 
firms have also improved along 
the way. It’s not just financial 
engineering – it hasn’t been that 
for many, many decades. It’s 
becoming a lot more strategic, 
a lot more operationally intensive 
to get businesses improved, and 
that’s driving great risk adjusted 
returns within the category.

“You have a lot 
of businesses 
needing to 
transform their 
businesses, and 
there is access 
to very low-cost 
capital within the 
debt markets.”
Ansarada: Certainly – there’s so 
much dry powder in the market, 
anywhere between US$1.5-
2.3 trillion I believe. But with all 
that cash comes competition 
for high quality assets, and the 
valuations are tremendously 
high. Do you think there will be a 
market correction in valuations 
in very hot sectors, be it tech, 
healthcare or pharma?

Herald Chen: I’d start by 
saying that underlying growth 
of businesses remains 
fundamentally strong. 

We have seen businesses 
grow very quickly despite the 
COVID-19 pandemic. Even the 
businesses that were impacted 
negatively by COVID are 
ultimately now on the other side. 
Fundamentally, companies are 
doing very well and growing at 
a very high rate, and valuations 
reflect that.

Of course, you always want to be 
watching your flanks and figuring 
out how to manage potential 
risks if they do come. But at 
least right now, businesses 
are growing at very healthy 
rates. Debt markets are very 
inexpensive, equity markets are 
strong and access to capital is 
high. But I think any investor – 
whether public or private – needs 
to be careful what could cause 
the music to stop.

Ansarada: It does seem like 
quite a rosy picture for now. 
But as you say, quite rightly, 
dealmakers need to keep an eye 
on their flanks. With that in mind, 
what are the biggest challenges 
that dealmakers need to remain 
abreast of in the near and 
medium-term?

Herald Chen: We’ve made it 
through a COVID cycle for now, 
yet whether or not governments 
can keep pumping that much 
money into the economy during 
future waves remains to be 
seen. The long-term impact on 
the global macro economy also 
remains uncertain.

At the end of the day, people 
need to invest in assets with 
defensive market positions and 
durable businesses. Investing 
in the right businesses with the 
right growth prospects, the right 
team and the right markets is a 
winning bet. 

Q&A with Herald Chen
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“It’s great to see more 
data and make sure 
you’re not timing a 
purchase at the wrong 
moment. Ultimately, 
I think it’s a sign 
of discipline that 
diligence processes 
are taking longer.”

Tricia Glynn, a Managing Director 
at Advent International, spoke to 
Ansarada about her views on the 
deal environment and predictions 
for 2022 in the Americas.

Tricia  
Glynn

Ansarada: M&A activity since 
the second half of 2020 has 
been very high—in fact, it has 
surpassed levels seen before the 
start of the pandemic. Do you 
think this level of deal activity will 
continue in 2022?

Tricia Glynn: Deal flow is 
certainly very robust right now, 
and that’s across sectors and 
global markets. There are a 
number of fundamental reasons 
for that. Financial markets are 
strong. Tax regime change is 
thought to be coming, at least 
in the US, exit markets are 
open and there’s a tremendous 
amount of dry powder that will 
keep M&A activity healthy for 
some time. If you look at those 
fundamental levers, the impact of 
tax regime changes as a catalyst 
for deal flow is likely to be short-

term in nature. Meanwhile,  
the cash chasing assets is not 
going anywhere.

Deal flow will likely drop a 
bit if markets weaken. But 
fundamentally, the pandemic  
has accelerated innovation  
and change, and that leads to 
new business creation.

The quality of companies we’re 
seeing right now is high. If we 
remain focused and follow our 
investment strategy, we believe 
we will continue to find great 
investments.

Ansarada: Are there any 
particular sectors of the 
economy or regions, be it in  
the Americas or elsewhere  
in the world, that you think will 
benefit from these M&A drivers 
in 2022?

Q&A with Tricia Glynn

Tricia Glynn 
Managing Director 
Advent International
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Tricia Glynn: If you look at 
the places in which Advent is 
playing – scale growth markets 

– you absolutely see more 
deal flow in technology. You 
also see a massive number 
of deals where technology is 
influencing and accelerating 
other sectors. At Advent, we 
are seeing an increased number 
of opportunities where we can 
bring multiple sector teams 
together to work on a given deal.

Ansarada: The COVID-19 
pandemic has been severely 
disruptive to sectors like leisure 
and travel. What do you expect 
will happen in these sectors, 
in terms of M&A? Will we see 
an increase in distressed  
asset M&A?

Tricia Glynn: We are believers in 
leisure and travel. For example, 
we originally invested in Dufry, 
the leading global travel retailer, 
in 2004, and after exiting the 
investment in 2013 we invested 
again during the pandemic in 
October 2020. We also have an 
investment in a North American 
hotel management business.

There is a human need to 
connect and to see and to travel. 
And I don’t think that goes away.

Many of these businesses are 
going to need growth capital 
and the markets will reopen. 
We’re quite bullish about the 
opportunities in the sector 
long term.

Ansarada: As we’ve discussed, 
PE activity has been at an all-
time high, as are levels of dry 
powder. Do you expect this 
pace of buyout and fundraising 
activity to continue, or should we 
expect a cool-off?

Tricia Glynn: I have a mentor 
who would always get frustrated 
when people noted that markets 
were at all-time highs because 
his perspective was that they 
were by definition. The global 
economy is still growing and 
innovating, population is growing, 
productivity is growing, and so 
markets should keep going up.

That’s not to say that there are 
no cycles. But fundamentally, 
the overall population is growing, 
and so is productivity. If you 
think about private equity and 
venture capital – the alternative 
investments market – this 
industry is still not that old, it 
really took off in the ’80s and 
’90s and has been growing since. 
These levels of dry powder are 
being supported by more firms, 
more professionals, better 
strategy, more sophisticated 
tools at hand. The industry has 
the ability to put more and more 
capital to work and drive greater 
returns. Although the amount 
of funds raised keeps growing, 
I think that is supported by 
strong investment opportunities, 
so I would expect fundraising 
and buyout activity to remain 
stable or increase.

Ansarada: What about the 
other side of the coin? What 
challenges do you expect will 
most affect deal activity in 2022? 
We’ve seen protectionism and 
supply chain problems come up 
as issues weighing on the M&A 
market recently.

Tricia Glynn: There’s no doubt 
we’re still unwinding from the 
pandemic. And that’s not just in 
consumer behavior, but supply 
chains. Supply chain disruptions 

certainly have short-term 
inflationary impacts. However, 
it is important to make sure we 
understand why certain price 
increases are happening and 
how likely they are to persist 
based on what the underlying 
root causes are. In a time with 
this much change, with markets 
performing in the bullish way that 
they are, sometimes people can 
overreact to data versus taking 
the time to think through all of 
the downstream implications.

Ansarada: We’ve heard from a 
number of dealmakers that due 
diligence processes are taking 
longer now than before the 
pandemic’s start. Why do you 
think this is the case?

Tricia Glynn: There are many 
factors causing due diligence 
to be longer right now. I’d say 
one of them is the number of 
opportunities in the market. 
Another reason is that we are 
trying to see a business over 
a longer period because the 
pandemic has been disruptive in 
many sub-industries. It’s great 
to see more data and make sure 
you’re not timing a purchase at 
the wrong moment. Ultimately, 
I think it’s a sign of discipline 
that diligence processes are 
taking longer. 

Q&A with Tricia Glynn
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Samson Lo, Head of M&A 
Asia at investment bank 
UBS, discusses his 2022 
dealmaking predictions for 
APAC with Ansarada.
Ansarada: Global M&A activity was 
tremendously strong in the second half 
of 2020 and so far in 2021. From an APAC 
perspective, do you expect this to remain 
the case in 2022?

Samson Lo: We are living through this 
boom in activity right now. With more in 
the pipeline – there’s a lot of momentum in 
the market.

In the first half of 2021, I believe APAC 
deal volume increased by around 80%. 
I predict by the end of 2021 it will finish 
50% ahead of 2020. Looking ahead 
to 2022, even a very conservative 
estimate would see volume increase by 
a further 20%. 

A key driver of this activity has been 
pent-up demand for deals that were put 
on hold during the peak of the COVID-19 
pandemic in 2020, and perhaps even 
2021. We have also seen plenty of  
de-SPAC activity going on. The large 
number of SPACs that were raised in 
late 2020 and early 2021 only have a 
24-month shelf life. This will result in a 
steady flow of SPAC deals in 2022 and 
will serve to push up deal value, as most 
SPAC transactions are valued at a billion 
dollar plus.

We are also seeing a recovery in 
outbound deal activity among the 
Chinese, Japanese and Korean markets. 
This is a healthy sign that dealmaking is 
moving in the right direction.

Meanwhile, we have seen an increase 
in multinationals divesting their APAC 
businesses. These have been primarily 
located in China, but sometimes 
elsewhere in Southeast Asia. We expect 
this theme of multinationals looking to 
monetize their APAC assets to continue. 

Ansarada: Speaking of key drivers, 
one topic that comes up regularly in 
conversations with dealmakers is digital 
transformation. In your experience, what 
sorts of acquisitions are companies 
pursuing in order to achieve their digital 
transformation plans?

Samson Lo: We have seen this trend 
play out in traditional sectors such as 
industrials, where companies need to 
transform themselves through acquiring 
technologies such as automation. When 
Chinese companies are looking for 
overseas assets in the industrial sector, 
they are naturally looking to acquire 
new technologies such as industrial 
automation and AI.

At the same time, if you look at SPAC 
targets, sourcing AI technologies in 
areas such as renewable energy is a 
popular investment route. These sectors 
are highly sought after, especially in 
this new environment we are living 
in where consumers are looking for 
convenience after having lived through 
the COVID pandemic.

Samson 
Lo
Head of M&A Asia 
UBS

Q&A with Samson Lo
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Ansarada: China is clearly a dominant 
force in the renewable energy space – 
especially in the solar industry. But the 
rest of Asia has expertise in this field as 
well. What do you expect to happen with 
the renewable energy industry in 2022?

Samson Lo: I expect to see a lot of the 
renewable platforms, particularly the 
sizeable ones, looking for ways to list, 
whether it’s through a merger with a SPAC 
or direct listing. The smaller, mid-cap 
renewable players will naturally look for 
private capital to acquire a minority stake 
so they can continue to develop and then 
look to an IPO or de-SPAC when they 
achieve the right size. 

ESG is clearly a huge topic of investor 
interest in today’s dealmaking 
environment. I think any kind of business 
with a sustainability angle tends to attract 
investor interest. These companies 
are attracting higher valuations, and 
renewable energy will continue to be an 
overriding dealmaking theme in 2022.

Ansarada: Moving on from opportunities 
to the challenges that dealmakers are 
facing – from your perspective, when 
you’re advising individuals on their M&A 
activity, what are their key concerns 
surrounding potential risks or challenges 
in 2022?

Samson Lo: Competition for high quality 
assets is very stiff among PE players. We 
are living at a time where PE funds are 
paying above and beyond what strategics 
are paying.

What this means is that valuations are at 
an all-time high, and investors – especially 
PE funds – are looking to increase the 
amount of leverage in deals. It does in 
some way bring back memories of 2007, 
when a lot of the large leveraged buyout 
transactions were carried out in the US at 
a very high leverage level.

“I think any kind of business 
with a sustainability 
angle tends to attract 
investor interest.”

Q&A with Samson Lo

When there is such high leverage, it does 
put some risk on the operating of the 
business and the nature of the sale. It 
also leads to a lot of PE funds having to 
underwrite very sizable equity cheques. 
We have seen the trend globally, not just 
in Asia, of an increasing valuation gap 
between the transaction multiple and the 
amount of leverage being put on a deal.

I would say this is something that 
dealmakers need to watch out for as they 
continue to compete aggressively for 
high quality assets in 2022.

Ansarada: Certainly – valuations appear 
to just keep climbing. Do you expect there 
to be a market correction any time soon? 
Would there need to be a significant 
shock to the system for valuations to 
come down?

Samson Lo: If you look back at the history 
of M&A, there does tend to be a period 
of normalization after a period of overly 
inflated valuations. The interesting thing 
is a lot of private equity funds are still in 
fundraising mode.

When a lot of sizable billion-plus assets 
are coming to market, as we have seen, it 
does push up equity commitment. What 
this means is that as long as people are 
still in this low interest rate environment 
where they can bet on high leverage and 
where there is still a tremendous amount 
of capital supporting buyout activities, 
valuations will continue to be very high.

Maybe there will be a point in time when 
people will start to become a little bit 
more cautious. But right now, I haven’t 
seen any weakness in terms of bidding. 

Samson Lo 
Head of M&A Asia 
UBS
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“Every company is 
moving into the 
technology world.”Liz Claydon, Head 

of UK Deal Advisory 
at KPMG, discusses 
upcoming M&A 
trends in EMEA 
with Ansarada.

Liz  
Claydon

Ansarada: From your perspective on the 
deal advisory side, do you expect M&A 
activity to stay strong through 2022?

Liz Claydon: We tend to take an 18-month 
view – I don’t think it’s wise to look much 
further in the world we live in today. I think, 
as has been well commentated, we will 
continue to see a strong M&A market 
throughout 2022 and potentially beyond. 
Cash reserves and investment capital are 
plentiful, so signs are generally positive.

I lead our UK business, but I also sit on 
our global leadership team, and I can 
see exactly the same dynamics playing 
across all of our key regions. The M&A 
boom is truly a global phenomenon, not 
solely driven out of the US, UK or Europe, 
for example.

Ansarada: Are there any regions or 
sectors that you think will be especially 
active in terms of M&A in 2022?

Liz Claydon: Almost all deals these days 
have a technology agenda – across all 
of the sectors. We are seeing this played 
out in sectors such as consumer retail – 
particularly targeting companies with a 
direct-to-consumer element. The Mindful 
Chef deal with Nestlé at the end of last 
year is a great example of this trend.

Activity within the energy sector is also 
strong, driven by the energy transition 
and the Net Zero agenda. We’re 
seeing a lot of activity across both 
large corporates and disruptors within 
the industry.

We’re also witnessing clients increasingly 
wanting to understand the ESG 
implications of a transaction, both on the 
buy and sell-side. This has resulted in 
due diligence requests moving beyond 
the traditional financial, commercial 
and/or operational elements to include 
environmental, social and governance 
issues. Companies with a clearly 
articulated green agenda will become 
increasingly in demand as we move into 
2022 and beyond.

Ansarada: The COVID pandemic has 
been severely disruptive to sectors  
such as leisure and travel. What do you 
expect will happen in these sectors, in 
terms of M&A?

Liz Claydon: I do think that sectors that 
were particularly hit hard by the pandemic, 
and were reliant on furlough and 
additional financial support, will bounce 
back. M&A will be an important part in 
this process.

Q&A with Liz Claydon

Liz Claydon 
Head of Deal Advisory – UK 
KPMG
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I think, generally, we’re seeing a 
pickup in investment in sectors 
such as retail and leisure. As 
many businesses continue to 
reopen, I do think we’ll see more 
dealmaking activity. You may 
have seen the announcement of 
the acquisition of William Hill’s 
European assets by 888 within 
the gambling sector – another 
industry that had been hit pretty 
bad through the crisis. We’ve also 
seen an uptick in the restaurant 
sector. So, in some ways, we’re 
seeing M&A being used as a 
defensive strategy – this looks 
set to continue.

Ansarada: A key topic of 
conversation for dealmakers is 
the digital transformation angle. 
From your perspective, what 
sort of companies are acquirers 
targeting on the digital side?

Liz Claydon: Our point of view is 
that pretty much every company 
is trying to move into the 
technology world in some way, 
shape or form. We’re seeing a lot 
of activity in the fintech space, 
as well as within the IP section of 
the market. Life science activity 
is often driven by the need to 
acquire technology to support 
the R&D process. We’ve seen 
this through the vaccine crisis 
as companies have applied new 
technology to discover new 
drugs. Often it is start-up-type 
businesses that have come 
up with ideas that the larger 
companies are interested in.

Data and analytics are 
incredibly important drivers of 
activity. If you step back and 
think about what companies 
are constantly striving for, it’s 
insights into how they’re doing 
as a business and importantly, 
how their competitors are doing. 
Companies that have gotten 

smarter with data and analytics 
are those that, in many cases, are 
growing faster.

Ansarada: When you’re advising 
companies, do they appear fully 
aware of the sorts of challenges 
that are ahead of them? What 
are you reminding them to stay 
aware of, as far as incoming 
challenges or problems that may 
arise in 2022?

Liz Claydon: I think we all have 
to be mindful that COVID is 
something that is not going to 
go away any time soon. We’ve 
got to learn to live with that and 
the potential for other variants 
to spread. What has been 
proven in the early stages of the 
pandemic is that once people 
got comfortable with their new 
environment, deals can actually 
happen quicker virtually.

We have seen some sizable 
deals take place with nobody 
meeting face-to-face. It definitely 
surprised me, particularly within 
the private equity community 
who are looking to interact 
with and ultimately back high-
quality management teams. 
They need to understand the 
level of competence within 
that management team. It is a 
lot harder to do virtually than 
meeting people face-to-face in 
a social environment.

It is the people, the management 
teams, that make businesses 
succeed. As a result, we are 
seeing an increased focus on 
the people aspects of deals, and 
it’s something we’re investing in 
more as a business.

The cultural side of integrations 
are obviously critical, rather than 
it being just about the numbers 
adding up or the marketplace 
being strong.

Ansarada: On the private equity 
side, companies are raising 
record amounts of capital. Is 
there a risk in holding so much 
capital? Do you think there’ll be a 
market correction any time soon?

Liz Claydon: To cut to the chase, 
I think it would take a substantial 
shock, some sort of interest rate 
change, that we’re not expecting 
to happen at the moment. We 
have clearly seen a spike in 
multiples paid to secure assets 
and a higher number of pre-
emptive bids, particularly in hot 
sectors such as software, tech 
and healthcare.

Our consensus view as a firm is 
that we don’t see any expectation 
of a reversal in the near-term, 
given the supply and demand in 
the market.

However, at some point, I would 
expect multiples to start to level 
off – particularly if we start to see 
interest rates moving upwards 
across Europe and the US in 
light of some of the inflationary 
pressures we’re starting to see. 

Richard  
Hayes  

&  
Rick  

Giovannelli

K&L Gates partners Richard Hayes and 
Rick Giovannelli share their 2022 predictions for 

the M&A market in APAC and the Americas.

Q&A with Liz Claydon
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Ansarada: I’ll start with an overview question. 
Coming up to the end of 2021 and into 2022, how 
do you expect M&A activity to pan out?

Rick Giovannelli: For the first few months, I expect 
activity to be running at as much capacity as the 
system can handle. In the United States, as you 
probably know, many people are forecasting that 
the Biden administration and Congress will pass a 
tax increase at some point in 2022. That is driving 
a tremendous amount of activity right now, as 
business owners and other sellers are looking to 
harvest gains without the additional tax burden that 
they believe will be in place next year. So, there’s a 
huge pressure in the market to close deals by the 
end of the year.

I believe dealmaking activity in Q4 last year was 
among the busiest quarters in M&A history. We 
expect the volume of deals this year to be very 
similar, if not surpassing last year’s performance. 
In fact, what we are seeing now is that the system 
is operating literally at full capacity, and service 
providers are having to actually turn down deals.

Investment banks are needing to be selective on 
which deals they undertake, which is introducing 
significant delays into the due diligence process. 
Towards the end of last year, we saw delays around 
underwriting warranty insurance policies. I believe 
we’ll see that again this year.

Ansarada: You operate in different regions, but 
I know you both work globally. Which sectors and 
regions do you feel will be the most active going 
into 2022?

“There’s a huge 
pressure in 
the market to 
close deals.”

Richard Hayes 
Sydney-based Partner 
K&L Gates

Sydney-based Partner 
K&L Gates

Richard 
Hayes

Q&A with Richard Hayes & Rick Giovannelli
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Richard Hayes: Within Australia and also 
worldwide, we’ll see growth in tech deals, 
particularly within the fintech and reg-tech 
space. Online businesses will generally 
remain strong and their attractiveness 
to be acquired will remain high. A good 
example of this trend is Sinch’s recent 
acquisition of MessageMedia, and there 
are plenty of others in the pipeline.

Rick Giovannelli: I agree. I think tech will 
remain very active. As a whole, the sector 
is going to be incredibly hot – particularly 
healthcare technology, while interest 
in fintech is incredibly strong. We’ve 
seen more capital raised in fintech over 
the past year, I think, than in any point 
in history.

The recently passed Infrastructure 
Bill in the United States looks set to 
drive additional M&A activity in the 
manufacturing, construction and 
possibly logistics sectors, as companies 
look to take advantage of government 
spending opportunities.

Another sector which looks set to remain 
very, very hot is renewable energy. That’s 
driven largely by both the Infrastructure 
Bill, as there are large set-asides for 
renewables, but also the increasing 
emphasis on ESG here in the US and 
worldwide. Companies are increasingly 
looking to deploy capital into the ESG 
space – and renewable energy is now 
front and center on the corporate agenda.

Ansarada: ESG, tech and digital look set 
to be primary drivers of M&A coming 
into 2022. Aside from these trends, what 
others do you see on the horizon? Do you 
expect an increase in distressed activity, 
for example?

Richard Hayes: In the distressed space, 
and from an Australian perspective, we’re 
heavily reliant on travel and tourism and 
some businesses have come under 
significant pressure. That’s created some 
opportunities. For example, one of our 
two largest airlines, Virgin, went through 
a period of administration before being 
acquired by Bain Capital. We’re seeing 
activity related to regional airlines across 
the APAC region as a whole.

Rick Giovannelli: I think supply chain 
issues are no longer under the radar since 
the interview took place. I would change 
this to “I think something that could prove 
to be a catalyst for M&A is the supply 
chain challenges that so many businesses 
are experiencing. There are construction 
delays, fuel shortages in the UK, the chip 
shortage is impacting a lot of businesses 
and certainly there’s the labor shortage 
here in the US and elsewhere. I think 
those two factors are putting pressure 
on weaker businesses that can’t pay to 
get labor, or don’t have as robust a supply 
chain as other businesses.

“If you’re portraying yourself as an ESG-
focused business, regulators are going 
to want to see that you’re walking the 
walk as well.”

Rick Giovannelli 
US-based Partner 
K&L Gates

Q&A with Richard Hayes & Rick Giovannelli

US-based Partner 
K&L Gates

Rick 
Giovannelli
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Rick Lacher, Managing  
Director at investment bank 
Houlihan Lokey, discusses his 
2022 dealmaking predictions  
for the Americas.

Rick 
Lacher

Ansarada: Let’s start by rolling back the calendar.  
The second half of 2020 and first half of 2021 
has seen large amounts of M&A activity – higher 
than pre-pandemic. Do you think this level of deal 
activity will continue in 2022?

Rick Lacher: Yes, I do. Dealmaking activity has, 
in essence, been on an upward climb since 
the summer of 2009. This was stopped by the 
outbreak of COVID with April, May and June being 
particularly slow months for dealmaking before a 
resurgence in activity around the fall.

Dealmakers are now very comfortable carrying 
out transactions in a COVID world, which has 
resulted in the record activity we have seen. The 
M&A business has just been booming, and there’s 
nothing on the horizon that suggests it’s going to 
slow down. The equity, capital and debt markets 
are in great shape and there’s a lot of capital 
chasing deals. I think if you talk to anybody in our 
business, they’ll say that 2022 is likely to be better 
than 2021.

Some of these supply chain difficulties 
may result in companies looking to 
integrate vertically, so that they control a 
larger portion of their supply chain. 

We’ve seen some conversations around 
that, but we haven’t seen a lot of direct 
activity in that area.

Ansarada: That’s an interesting point. 
Looking at possible challenges, financing 
conditions are currently very benign. 
Do you see this changing in 2022?

Rick Giovannelli: It’s hard to imagine them 
getting looser, so I think they’re going to 
have to tighten. But slowly, from an all-
time low.

Richard Hayes: I agree. I think a key 
question is whether we will be looking at 
a macro-economic adjustment due to 
inflation. That may lead to central banks 
tightening credit, which will have a ripple 
effect on the financing market. I would 
not bet against that yet, but it also seems 
to be that governments are getting 
comfortable with the inflation that is being 
reported in some sectors right now.

Ansarada: I want to come back to 
something we talked about early on 
in our conversation. How do you think 
the scrutiny around ESG will affect the 
dealmaking process going forward?

Rick Giovannelli: I think a lot of companies 
and private equity funds now have to at 
least tick the box that they’ve considered 
the ESG impact of a transaction. This will 
lead to some additional due diligence on 
deals to make sure that they understand 
how the company’s carbon footprint will 
impact their overall business. It will also 
drive opportunities for companies that 
have good ESG characteristics to trade 
at stronger multiples – they’ll become 
attractive targets.

I think there is going to be increased 
due diligence and regulatory scrutiny 
on greenwashing. If you’re portraying 
yourself as an ESG-focused business, 
regulators are going to want to see that 
you’re walking the walk as well. 

Q&A with Richard Hayes & Rick Giovannelli
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Ansarada: That’s excellent news. Are 
there any particular sectors that you feel 
will be especially active?

Rick Lacher: If you look at the stats, the 
US technology sector is clearly dominant, 
both in terms of the number and value 
of transactions, which is nearly double 
that of the next major industry group, 
healthcare. Based on transaction size, 
activity within the financial services and 
energy sectors is also robust.

Ansarada: The COVID-19 pandemic 
has been severely disruptive to sectors 
such as leisure and travel. What do you 
expect will happen in these sectors, in 
terms of M&A? Will we see an increase 
in distressed activity?

Rick Lacher: That’s an interesting 
question. We have been involved in a 
number of restructurings within the travel 
industry and saw a substantial increase 
in restructuring activity in March, April 
and May last year. This activity has now 
slowed substantially. As there’s so much 
capital available, people have been able 
to buy their way out of trouble.

Where I’m based in Dallas, Southwest 
Airlines – a very large carrier in the US 
– has announced that it’s going to cut 
back substantially on its schedule. I know 
it is having challenges on attracting 
employees, whether it’s pilots or flight 
attendants. American Airlines has also 
had all sorts of issues on that front 
and has cancelled a number of flights 
just because it can’t get crews. It’ll 
be interesting to see whether those 
trends continue.

Ansarada: On the private equity 
side, fundraising activity has been 
tremendously robust. Do you expect 
levels to remain strong?

Rick Lacher: It’s been crazy. If you look at 
the Blackstone, KKRs, TPGs and Apollos 
of this world, they’re asset management 
machines and are raising capital through 
all sorts of different strategies.

On the tech side, the likes of Thoma Bravo 
and Vista are raising US$20 billion plus 
funds. You’re seeing them lead a number 
of go-privates – given the amount of 
capital available, this is going to continue.

Ansarada: Absolutely. Like traditional 
M&A, the PE sector has been extremely 
busy. Do you believe that PE funds will 
be more focused on exits or on the 
buyout market?

Rick Lacher: If you think about the 
structure of a PE fund, you ultimately make 
money by investing in good companies 
and building those companies up, but you 
also make money by raising funds. One 
way to raise more funds is deploy the cash 
that you already have. If you want to go 
out and raise your next fund, you have to 
show institutional investors that you know 
how to put money to work. So as a result, it 
wouldn’t surprise me if the level of buying 
just continues to grow because the need 
to deploy capital feeds the engine.

One interesting trend we’re seeing is 
the growth in continuation funds. If a PE 
firm thinks a portfolio company still has 
potential, rather than selling a portfolio 
company, you can raise money to 
continue your ownership after the end of 
the fund, and we’re seeing more and more 
of that.

Ansarada: Do you expect financing 
conditions to become tighter next year?

Rick Lacher: Default rates were down 
0.9% in the second quarter of this year. 
This, generally, is a good indication of 
where the debt markets are. If people are 
not defaulting, lenders are willing to lend 
and we saw a tremendous increase in 
financing last year. Businesses are taking 
advantage of the market and making 
sure they have cash on their balance 
sheet again.

At some point, there’s going to be a bump 
in the road. I don’t think anybody can 
predict what that might be.

Ansarada: Looking ahead, do you expect 
the COVID-19 pandemic to continue to 
influence deal activity? Or do you think 
the risks can be largely mitigated?

Rick Lacher: That’s a tough question 
because there are so many different 
features at play. In the M&A world, at 
least, I think that we have gotten used to 
pandemic-related disruption. We were 
able to shift operations remotely with 
relative ease. I think, barring a substantial 
increase in the number and severity of 
cases, we’re going to soldier through it.

It seems until you start having issues such 
as shutting down parts of the economy, 
which we are not seeing, it will be business 
as usual. I am optimistic that the COVID-19 
pandemic at some point during 2022 will 
be mostly behind us. 

“At some point, there’s going 
to be a bump in the road. 
I don’t think anybody can 
predict what that might be.”

Q&A with Rick Lacher

Rick Lacher 
Managing Director 
Houlihan Lokey
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Cheryl  
Chan

Cheryl Chan, a mergers 
and acquisitions Partner 
at Davis Polk, talks to 
Ansarada about the 
current state of the M&A 
market in the Americas,  
as well as predictions for 
next year.

Ansarada: What is the current state of the 
global M&A market? 

Cheryl Chan: The market is white-hot 
and has been for quite a while now. Last 
year when COVID first arose, there was 
definitely an immediate pronounced 
slowing down of the market for a period 
of time. There was a spate of litigation to 
terminate existing deals as well as general 
uncertainty as to what COVID would 
mean, both of which put a real pause  
on deals. 

But since the end of last summer and all 
the way until now, we have been seeing 
a really sustained period of M&A activity. 
It’s such a hot market that buyers are 
being extremely competitive in seeking 
deals. We are seeing a lot of buyers trying 
to pre-empt bids to try to bypass the 
auction, to get exclusivity with the target 
and sign on an accelerated schedule, by 
being competitive with price and terms. 

Between low interest rates and the fact 
that companies’ stock prices are high, 
whether they are buying through cash or 
equity, it seems like there is a lot of capital 
out there for them to use. 

Ansarada: Do you think this high level 
of activity – and high valuation multiples 
for assets – can continue at this pace 
next year? 

Cheryl Chan: When things first started 
picking up last year, there was definitely 
a sense that maybe this was just driven 
by pent-up demand. I don’t think most 
people thought that the activity levels 
would continue at such levels for such 
a long period of time. But I think that 
COVID has brought into focus that there 

is disruptive technology out there that 
could be highly valuable. In addition, the 
rapid way in which COVID keeps evolving 
has produced a constant stream of new 
“winners” in different industries, both of 
which continue to drive deal flow.

Our sense is that people are on the 
hunt for new, interesting products or 
companies that are transformative – and 
they are willing to pay high premiums for 
that. It’s a trend that was started before 
COVID, but COVID brought it into greater 
prominence. So, at least in the near term, 
I think people will keep considering what 
is necessary to remain competitive in 
this market and continue to evaluate if 
they need to pivot away from what they 
currently do in order to survive, and M&A 
is a good way to accomplish this. There 
are many interesting targets out there that 
have the ability to be transformative for 
companies, which may command much 
higher valuations than people might have 
thought in a pre-COVID world. 

Ansarada: What about companies 
in sectors that have been negatively 
affected by COVID? Do you expect 
greater levels of distressed-related M&A 
activity?

Cheryl Chan: Last year, there was 
definitely a lot of distressed M&A. There 
were many industries that were negatively 
impacted by COVID, like retail and oil and 
gas. What we have seen this year is that 
some of these sectors are rebounding 
significantly. A lot of them have really 
recovered from where they were a year 
ago and doing pretty well now in the 
new environment, some even better than 
pre-pandemic. 

Partner  
Davis Polk

Q&A with  Cheryl Chan
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So, from our perspective, distressed M&A 
has slowed down significantly. Leisure 
and travel were very badly hit last year but 
given the changes with US travel policy, 
I think it will pick up again. It wouldn’t be 
surprising if pent-up demand leads to a 
rebounding in those sectors, although 
things might change depending on 
whether there is a new COVID variant or 
work-from-home mandate. 

Ansarada: What is the biggest challenge 
for M&A practitioners in the coming 
year? Is it still the pandemic and possible 
new variants? Or should dealmakers be 
worried more about issues like tax reform, 
inflation, or other challenges? 

Cheryl Chan: I am not sure there was any 
event that drove changes in deal terms 
and documentation in M&A in recent 
times as much as COVID did. But the 
market has evolved now to deal with it. 
So, going forward I think the pandemic 
itself probably won’t affect deal terms 
because of all the change and evolution 
that happened last year. 

One thing that we are looking at very 
closely, and which could present a 
challenge to M&A, is the antitrust 
regulatory environment. We have already 
seen fairly significant changes on the 
legislation front, as well as in the FTC and 
the DOJ in dealing with M&A transactions. 

For now, demand is not dampening, 
but we are monitoring this closely. I can 
imagine that if we see a significant case in 
which the antitrust regulators implement 
the legislation in a way that is unexpected, 
that may change dealmaking behaviors. 
I can see that making people pause their 
M&A activity. 

Ansarada: What types of changes to 
regulatory or enforcement are you most 
concerned about? 

Cheryl Chan: We are looking most closely 
at US antitrust. There are a number of 
reasons for this. They have stopped 
allowing for early termination in terms of 
waiting periods, for example. The FTC 
has also recently indicated that they may 
send warning letters to companies even 
after the waiting period has ended, which 
is a change from prior practice. Another 
recent announcement is that if a company 
becomes subject to a consent decree 
in connection with an M&A transaction, 
all future transactions would also be 
subject to the approval of the regulatory 
authorities going forward. 

Although in practical terms, we haven’t 
seen this impact transactions as yet, 
these are significant developments. 
At the moment it’s all hypothetical as to 
whether deal flow would be affected, but 
the legislation is now in place – and it’s 
a question as to what actually happens 
in practice. 

Ansarada: What about the SPAC trend? 
There was such a boom in SPACs over 
the past 18 months, but this has dropped 
significantly. What is next for SPACs? 

Cheryl Chan: I am not sure anyone could 
have predicted the unprecedented 
volume of activity in the SPAC space last 
year and at the start of this year. Nor the 
very rapid dampening of activity after new 
regulations and SEC pronouncements 
came in. 

Q&A with  Cheryl Chan

I do think SPACs are going to find it more 
challenging moving forward. There will 
be more regulatory scrutiny. It is hard 
to imagine that they would go back to 
the same high levels of activity we saw 
early this year, but I think there is now a 
well-worn path for them and there will 
always be industries and companies that 
would benefit from the structure. SPACs 
make sense for some companies, and in 
an environment where the flow is more 
manageable, it is possible that more of 
them would have a chance of succeeding, 
as well. So, I don’t think they will go away. 

But that being said, there are a lot of 
SPACs out there looking for targets. So 
at least in the next year or so, they will 
continue to be driving M&A. After that, 
I suspect it will come down to a more 
normal and sustainable level – maybe 
that’s not a bad thing. 

“The market is 
white-hot and has 
been for quite a 
while now.”

 Cheryl Chan 
Partner 
Davis Polk

 53



Advisors Companies

Get a quote online  
+ free data room  

for your clients in minutes

Start your 14 day  
free trial today

Executives and their advisors can now count on Ansarada  
as an essential tool for managing the complete deal lifecycle 

with confidence, control and simplicity.

Start your deal lifecycle journey today.

World-First  
Online Instant 

Deal Quote
Get a quote online + free virtual data room  
for your clients in minutes. Usage fees only 

start when your deal goes live.
No risk. All reward.

https://www.ansarada.com/advisors-pricing?utm_medium=con&utm_source=guide&utm_campaign=fy22_c_mql1_mm_2022_ma_outlook
https://www.ansarada.com/free-trial?utm_medium=con&utm_source=guide&utm_campaign=fy22_c_mql1_mm_2022_ma_outlook


Research interviews completed by


