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Foreword

North American mid-market companies can look forward to a bright future in a market 
filled with opportunities. The picture is promising: expansion opportunities currently 
exist that were wiped away during the financial crisis; private equity firms are more 
active than ever as they have set their sights on smaller firms with growth potential; 
cross-border deal flow is on the rise with buyers actively seeking targets in overseas 
markets; and last, but not least, financing alternatives such as business development 
firms are not scarce and provide much-needed funding sources for these companies.  

However, mid-market firms’ size is both a blessing and a curse as dealmakers in 
this segment are faced with headwinds that are unique to transacting in these deal 
ranges. For one, competition from the larger players will always serve as a constant 
source of friction for these companies as is their lack of experience to engage in 
acquisition-related activities. 

But, the report shows that the positives outweigh these headwinds. In this vein, 
Firmex together with Mergermarket, presents “Mid-Market: The Crux of North American 
M&A”. The report gathers responses from 50 industry executives based in the US and 
Canada to analyze the key trends in dealmaking in the region’s mid-market M&A 
segment. The report’s key findings include:

 ▶ Eighty-eight percent of respondents expect mid-market M&A to rise in the next 12 
months in both the US and Canada. Meanwhile, only 12% of respondents believe 
the level of activity will remain the same for each country.

 ▶ The top drivers of mid-market M&A in the region are companies trying to reach growth 
targets, according to 38% of respondents, followed by non-core divestitures (32%). 

 ▶ Competition from large-cap companies and mid-market companies’ inadequate 
experience in executing M&A transactions pose the greatest challenges to North 
American mid-market companies 

 ▶ The increased presence of business development companies as well as senior  
cash flow and mezzanine lenders will also play a big part in fuelling the growth  
of mid-market activity. 

We hope the report provides an insightful overall look at the region’s mid-market 
dealmaking landscape. Your feedback is always appreciated. 
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    44%  of 
respondents 

choose 
TMT as top 

sector 

What do you expect to happen to the level of US and Canadian  
mid-market M&A activity over the next 12 months?

 Significantly increase  Somewhat increase  Remain the same

A look at North America’s core deal market

High hopes for North American mid-market M&A:  
An expected uptick 
North American mid-market activity is on an upswing. 
For both the US and Canada, expectations are for an 
increase in overall mid-market M&A activity over the 
next 12 months as eighty-eight percent of respondents 
believe that the number of deals will increase for each 
of the two countries. Only 12% of respondents believe 
that dealmaking will remain the same. 

The popularity and attractiveness of mid-market 
firms as targets is one of the reasons behind this 
optimistic view of future activity, as the potential for 
advancement in many of these firms is spurred by 
technological innovation. As one partner at a private 
equity firm says, “Midsized and small businesses have 
the niche and innovative business ideas that will lead 
to significant growth.” He adds that the US’s  
and Canada’s economic recovery gives companies  
an added boost because it gives them “the much 
needed confidence to undertake M&A.”

The health of the economy is key, but there are  
also other impetuses for US and Canadian mid-
market M&A activity. The US market is currently 
characterized by increased competition among 
buyers, while in Canada, older business owners  
are now looking closely at succession plans for their 
private companies, which will inevitably lead to fresh 
M&A opportunities. “In the US, buyers have easy 
access to capital and are eager to make investments 
so motivated sellers will have more control over deal 
terms. In Canada, issues related to capitalization 
and succession planning will drive Canadian M&A 
transactions with the main focus likely being on 
investment portfolio effectiveness,” says a director  
in a manufacturing company. 

Along with the positive projections of upcoming deal 
activity, respondents picked the telecommunications, 
media and technology (TMT), business services and 
energy sectors as the industries that will see the most 
activity in the next 12 months. The TMT sector has 
become an attractive investment opportunity for buyers 
that are enhancing their technological know-how. 
“Large companies are buying mid-market firms not for 
market share alone, but also for the new technological 
innovations that these smaller companies offer,” says  
a vice president at an aerospace company. 

Buyers are seeking the expertise of mid-market players 
to stay on top. “Small and mid-sized technology 
and telecommunications businesses have the niche 
technologies that can help a business succeed against 
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In which sectors do you expect to see the most mid-market 
activity over the next 12 months?

its competitors so they have become priority targets,” 
says a partner at a consumer company. 

Aside from TMT, 38% of respondents (shared in equal 
measure) anticipate that the business services and 
energy sectors will see an increased flow of future mid-
market M&A deals more than any of the other sectors. 

The business services sector — particularly segments 
like staffing solutions as well as legal and other 
consultancy services — have experienced tremendous 
growth and play a key role in firms executing growth 
strategies. “Firms in this sector have been active in 
establishing their footprints in various mid-market 
segments,” says a managing director at a financial 
services company. 

Companies in the business services sector have also 
generally maintained stable cash flows and strong 
balance sheets that have helped them attract investor 
interest. These firms are also on the lookout for 
investment opportunities that will allow them to grow. 
“They are aggressively investing in global expansion 
through the help of experienced management teams 
and strategists,” says a partner at an investment firm. 

“Large companies are buying mid-market 
firms not for market share alone, but also 
for the new technological innovations that 
these smaller companies offer.”
Vice president at an aerospace company
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By contrast, businesses in the energy sector have been 
facing challenges of higher supply but weaker demand. 
However, this is expected to lead to M&A activities as 
these businesses resort to consolidation and mergers 
with larger players. “There is also the added element of 
shareholder and growth generation pressures that will 
encourage businesses to divest nonperforming units 
and engage in other M&A activities,” says a chief financial 
officer in a mining company.

Energy companies have become focused on obtaining 
capital to further their plans. “I expect the energy 
sector to experience the most dealmaking in the 
next 12 months as many businesses that are facing 
financial challenges focus on divesting their assets in 
the domestic markets in order to enter new markets 
that can offer more favorable conditions,” says the 
CFO at an online firm. 

Lower mid-market flourishes 
Growth prospects of lower mid-market companies 
are gaining traction as they continue to attract 
increasing investor interest. Reflecting this trend, 
over half of respondents (54%) believe that most 
North American mid-market companies will transact 
in the deal range of US$10m to US$250m. Thirty-six 
percent believe that mid-market deals are going to 
be mostly in the mid-market range of US$251m to 
US$500m while only 10% say that mid-market will be 
focused on the higher mid-market range of US$501m 
to US$750m.

Dealmaking in the lower mid-market range is 
competitive, but there are more targets available, 
therefore the pool of investment opportunities to 
choose from in this deal segment is much larger than 
the higher transaction ranges. “Lower mid-market 
firms are now open to expanding and are searching for 
partners to provide the necessary financing. It seems 
easier to negotiate with these companies compared  
to larger firms,” says a CFO at an architectural firm. 

In which mid-market range do you expect to see 
the most M&A activity in North America over the 
next 12 months?

 US$10m-US$250m  US$251m-US$500m

 US$501m-US$750m

“ Lower mid-market firms are now open to  
expanding and are searching for partners  
to provide the necessary financing.”
CFO at an architectural firm

54%36%

10%
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 #
   42%   

pick 
acquisitions 

as most 
common 
deal type

Which type of dealmaking do you expect North American mid-market companies will engage  
in the most over the next 12 months?

Some respondents say there is also more leeway 
in terms of what buyers can do with the acquired 
companies. “Investors in this deal range can take a 
majority stake in the companies they are buying to  
have more free rein in making decisions on their 
investments,” says a CFO at a technology company. 

Engaging acquisitions 
Certain transaction types are not only the most 
popular but also the most beneficial for the region’s 
mid-market companies. In this vein, respondents 
expect acquisitions and joint ventures/partnerships 
to be the most common mid-market deal types in the 
next 12 months. 

North American mid-market companies will be 
engaging in acquisitions over the next 12 months for 
various reasons, including reducing costs, boosting 
customer bases and increasing their purchasing power. 
Acquisitions are also a good way for mid-market firms 
to grow their market share while obtaining the missing 
components of their businesses when inorganic means 

are not available. “Mid-market companies are pursuing 
acquisitions for growth and to fill the gaps in market 
knowledge, business intelligence, development and 
innovation,” says the CFO of a design firm. 

The second most common deal type respondents 
forecast mid-market companies will engage in are 
joint ventures or partnerships (36%). “These are ideal 
transaction options for mid-market companies since 
acquisitions involve capital requirements that are 
difficult to manage as well as ownership issues that can 
derail the deal. Another advantage of these deals are that 
risks are divided,” says a partner at a private equity firm. 
“Aside from risk sharing, these alliances also mitigate the 
burden of increasing operational costs that might be too 
much for smaller firms that have limited resources,” says 
a managing director from a financial services firm. 

Companies seek growth; divestitures drive deals
Companies trying to reach growth targets (38%) 
and non-core asset divestitures (32%) are cited by 
respondents’ as the top drivers of mid-market activity. 

Acquisition

42%

Merger with 
another firm

2%

Divestment

20%

Joint venture 
or partnership

36%
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Many mid-market companies have growth targets 
that have been set by their investors such as private 
equity firms. Being able to reach these targets is more 
attainable now given existing growth opportunities 
that did not exist in the last few years. “Most of the 
companies experienced limited growth because of  
the recession, but now that the economy is recovering, 
I expect mid-market companies to include M&A in 
their strategic plans to gain market share and expand,” 
a partner at a law firm says. 

Reaching growth targets is also made easier by the 
availability of tools that help select prospective 
companies for acquisition and analyze the different 
deal components. “Businesses will focus on making 
the right decisions and on keeping productivity levels 
high through various business activities including 
growing their distribution networks,” says a vice 
president at an investment bank. 

Meanwhile, respondents also tout non-core asset 
divestitures as significant drivers as they expect 
mid-market businesses to sell nonperforming assets 
to implement their growth plans. They can use 
the capital from the sale to improve operational 
performance, gain human resource capacity or 
invest in M&A deals to become more competitive. 
“Divesting is now a strategic alternative for mid-
market companies and is key to creating value. All 
these divested assets will become acquisition targets 
for other companies as well as private investors,” says 
a CFO in an information company.

These mid-market companies are also using asset sales 
as an alternative to accessing the debt markets for 
funding, which “might be harder to obtain for smaller 
companies,” adds a CFO of an entertainment firm. 

What will be the greatest drivers of North American  
mid-market M&A activity? (Select top two)

Reaching growth targets

Boosting 
human resources

Rise in 
activity from 

family businesses

Gaining information 
technology

Accessing 
new geographies

38%

Divesting non-core 
businesses or assets

32%

Improving 
operational e�iciency

30%

Increasing 
market share

30%

28%

Expanding into 
new products

28%

4% 4%
2%
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What do you expect to be the most significant challenges that could derail  
North American mid-market M&A activity? (Select top two)

0% 10% 20% 30% 40% 50%

Tax and estate issues

Lack of available financing

Di�iculty in finding attractive targets

Due diligence challenges

Determining company valuations

Regulatory challenges and uncertainty

Inadequate experience in executing M&A transactions

Competition from large-cap companies

Percentage of respondents

42%

40%

36%

24%

24%

20%

10%

4%

The might of large-cap competitors
North American mid-market firms face challenges that 
can potentially derail M&A activity and lower volumes 
in this segment. These obstacles include competition 
from large-cap companies (42%) and their inadequate 
experience in executing transactions (40%). 

Large-cap firms are dominating the M&A landscape 
as CEO confidence is pushing these firms to execute 
deals while the more established strategic buyers gain 
purchasing power given their elevated valuations. 
All these factors can have the effect of drowning out 
smaller, mid-market firms. “Competition from large-
cap companies that are acquiring similar targets is a 
challenging factor for these mid-sized businesses that 
are already dealing with complex compliance burdens 
that are part and parcel of M&A deals. These are often 

too complex for many mid-market companies to 
handle and manage,” says an investment director  
at a financial services firm. 

This lack of expertise in dealing with more complex 
situations is also holding back these mid-market 
firms. “Many mid-market companies do not have 
the experience to execute M&A transactions and, 
because of this, they are unable to meet the synergies 
or targets they set out for themselves in doing the 
M&A,” says a partner at a law firm. Knowing one’s 
way around a deal is particularly important given the 
operational, financial, legal, tax, and cultural issues 
intrinsic in these transactions. “If these factors are not 
understood well, the deal can lead to failure, distress, 
and increased regulatory interference,” says an official 
at an information firm. 

 
 

42%   
say large 

caps are in 
the way  
of M&A
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Private equity on the rise

Respondents undoubtedly predict mid-market 
private equity activity will escalate, as named by an 
overwhelming 98% of those surveyed. Fundraising 
prospects are also expected to improve for companies 
that are trying to invest in the North American mid-
market segment. 

One of the underlying reasons for this expected increase 
in private equity interest is greater leniency from 
authorities, which gives these financial buyers more of 
a say in their investments. The small size of the firms 
in this segment also allows private equity more control 
over how these companies are run. “These firms are 
now sitting on record levels of dry powder that they are 
trying to deploy,” says a partner at a law firm. “They are 
looking at opportunities in the mid-market where they 
face less regulatory scrutiny. The size of mid-market 
companies also allows private equity firms to have 
more say in the companies’ decisions.” 

Private equity’s interest in improving the quality of their 
portfolio of companies has compelled these firms to 
have a more direct and active role in running these 
smaller companies by assuming leadership roles. 
“Private equity interests in North American mid-market 
investments will significantly increase over the coming 
years with many new players in the space starting to 
build up their portfolios by acquiring management 
positions to attain growth and success,” says a vice 
president of investment at an advisory firm. 

Fundraising prospects get brighter
The positive fundraising environment for private equity 
firms involved in the mid-market segment is only going 
to get better as cited by a notable 68% of respondents 
who believe that fundraising for these investments will 
improve in the next year. 

What do you expect to happen 
to the level of private equity 
interest in North American  
mid-market investments?

 Increase significantly  

 Increase slightly  

 Remain the same

What do you think will happen 
to the fundraising environment 
for North American mid-market 
investments?

 Improve significantly  

 Improve slightly  

 Remain the same

 Decline slightly

6%

26%

62%

6%

26%

72%

2%

“ Increased interest from foreign investors in the North 
American markets will boost fundraising opportunities 
for mid-market investments. The businesses’ easy 
adaptation to economic vulnerabilities have made 
them more attractive to investors.”
CFO at a construction company
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   96%  

predict a 
rise in cross-

border 
activity

Which region do you expect to show the most interest in North American mid-market targets?

What do you expect to happen to 
the level of North American cross-
border mid-market M&A activity 
over the next 12 months?

 Increase significantly 

 Increase slightly 

 Remain the same

26%

4%

70%

Crossing borders 

40%

Asia-Pacific
18%

Latin 
America

20%

North 
America

22%

Europe

Expanding global reach
Not only are domestic deals expected to drive mid-market activity, 
but cross-border activity as well, as stated by 96% of respondents. 
For many of these smaller firms, the choice of going abroad is the 
preferred and easiest avenue for dealmaking. “North American mid-
market companies are actively pursuing global expansion through 
M&A since many of them do not have the bandwidth to pursue organic 
growth,” says a private equity practitioner. 

Inbound drift and Outward appeal
The top region where inbound interest in North American mid-market 
deals is expected to derive from Asia-Pacific (40%), followed by Europe 
(22%), North America (20%) and Latin America (18%).

For Asia-Pacific buyers, smaller North American companies are 
an obvious investment choice as they present fewer compliance 
problems. “Asia-Pacific companies including those from China, India 
and Japan that have strong balance sheets will target the North 
American mid-market segment for acquisitions,” says a partner at  



Crossing borders 
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a law firm. He explains that, aside from the reduced 
regulatory burden, performing the post-merger 
integration process will be much simpler for mid-
market companies compared to large businesses. 

North American companies are popular choices 
because of their efficient management. “Asia-Pacific 
firms have been pro-active about expanding their 
presence globally and have sought out North American 
companies known for their established and transparent 
processes,” says a vice president of investments at 
a financial services company. With their strong cash 
positions, Asia-Pacific firms are also trying to gain 
access to North American expertise and advanced 
technology by engaging in M&A. “Companies in 
Asia-Pacific have strong balance sheets, so they are 
confidently exploring the foreign markets to gain 

Which region will North American mid-market firms be most interested in, in their search for acquisition targets? 

48%

Asia-Pacific

22%

Latin 
America

10%

North 
America

2%

Africa

18%

Europe

technology and to grow their business internationally. 
North American mid-market companies are the best 
choice as they build up their technology and also 
access the foreign markets,” says a partner at a  
law firm. 

European firms are also attracted to North America’s 
improved market fundamentals and growth 
prospects. “European companies will be attracted 
to firms in the North American mid-market segment 
after these firms showed strong growth in the last 
year. Since the European domestic markets do not 
offer as much expansion opportunities and other 
regions have more investment restrictions, North 
America has become the obvious destination for 
mid-market opportunities,” says a partner at a  
law firm.
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Outbound North American mid-market activity is expected 
to be mostly focused on Asia-Pacific (48%). Companies 
from the region are seeking M&A opportunities in high-
growth Asia-Pacific markets. “Companies in Asia-Pacific 
are ready to partner with foreign companies and North 
American mid-market companies can take advantage 
of this to enter into the foreign market and capture 
growth,” says one partner at a law firm. 

Respondents chose Latin America as the second most 
likely region to appeal to North American firms (22%) 
claiming North American buyers will be attracted to the 
low cost of operations and high-growth prospects of the 
companies in this region. There are other advantages 
too in investing in the region. Latin America is an 
emerging economy that has the benefit of proximity to 
North America, which will influence potential buyers 

What do you expect to happen 
to North American mid-market 
companies’ access to financing in 
the next 12 months? 

 Loosen  

 Tighten

Do you expect North American 
mid-market companies to 
finance their acquisitions in 
North America or abroad? 

 North America  

 Abroad

from North America to consider assets in this region 
and to seek market penetration.

Loosening environment for financing 
Respondents are generally positive on the future 
availability of financing for North American mid-market 
companies. These expectations are boosted by a 
loosening financing expected by a high percentage  
of respondents.

Seventy-eight percent of respondents think that 
financing availability will improve in the next 12 
months, while just slightly over a fifth of respondents 
expect financing conditions to tighten in the next year. 
“The access to financing will loosen for North American 
mid-market activity due to confidence afforded by 
improved economic conditions. Ambitious businesses 
have a good chance of executing successful M&A 
transactions because of the ease in financing,” says  
a managing director at an investment bank. 

Availability of financing is something North American 
mid-market companies do not have to search far for. 
In fact, a considerable majority of respondents (80%) 
expect North American mid-market companies to 
finance their acquisitions in the same region, with 
the remaining 20% saying that these M&A deals will be 
funded abroad. 

Lenders in the region have not been too restrictive on 
companies who have been seeking funds to grow their 
businesses. “Funding options are aplenty in North 
America for businesses to choose from. Interest rates 
are affordable and timelines for repayment can be 
met through accurate fund positioning and profit and 
value distribution,” says a managing director from an 
investment bank.
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What do you expect North American mid-market companies  
to use in financing their acquisitions? (Select top two)

High-yield 
bonds

12%

Cash

70%

Equity

68%

Bank loans

50%

Cash is king  
Seventy percent of respondents are expecting North American mid-
market companies to use cash to fund their acquisitions, followed by 
68% asserting these deals are going to be funded by equity. Albeit to 
a lesser extent, respondents also expect companies to use bank loans 
(50%) and high-yield bonds (12%) to fund their acquisitions. 

With many companies having accumulated cash resources throughout 
the financial meltdown, it is not surprising that cash is the financing 
frontrunner. Not too far behind, respondents also cite equity as a viable 
source for funding mid-market investments. “Equity investments are a 
convenient way to finance M&A transactions. Mid-market companies 
have opted to approach investors and offered them positions in their 
companies’ management team as part of this type of investment,” says  
a CFO at an environmental consulting firm. 

Company valuations are expected to rise going forward. Eighty-two 
percent of respondents believe that valuations for North American 
mid-market companies will rise slightly while 12% say the increase will 
be significant. Only 6% of the respondents expect valuations for these 
companies to remain the same. “The growing attention on the mid-
market segment promotes increased competition. The rising buyer base 
— whether corporate or private equity — will cause valuations to rise,” 
says a top-level official at a technology company. 

Indeed increased competition is the key to rising valuations. “Companies 
across the globe will compete to acquire targets in the North American 
mid-market segments. The source of competition will also come from 
North American businesses that choose their targets based on factors  
that include profitability and long-term revenue growth prospects,” says  
a partner at a law firm. 

Improving performance will also be a factor in raising valuations in 
this segment of the market. “With mid-market companies focused on 
growth and given the greater availability of capital, these will drive these 
companies to restructure their operations, which will result in improved 
market valuations,” says a partner at a law firm. 

What do you expect to happen to the valuations of 
mid-market companies over the next 12 months?

 Increase significantly  Increase slightly  

 Remain the same

12%

82%

6%
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Mid-market market monitor 
There are many financing issues that impact mid-
market M&A levels, specifically the role of business 
development companies (BDCs) and the influx of 
senior cash flow and mezzanine lenders.

Role of BDCs – A notable 76% of respondents 
believe that the establishment of BDCs that provide 
increased funding to the mid-market will significantly 
affect the level of North American mid-market M&A in 
2015. These are companies established specifically 
to aid the growth of smaller firms that are in the first 
stages of their development and are often compared 
to venture capital, which performs a similar role. 
These BDCs are offering capital to mid-market firms 
that are finding it more difficult or are struggling 
to obtain financing from bank sources and other 
lenders. Indeed, the financing from BDCs is helping 
acquisition plans of mid-market companies come  
to fruition.

BDCs offer financial assistance to help businesses 
compete economically in rough market environments. 
“Market activity is sure to increase in the North 
American mid-market as businesses go through 
several phases in their development. BDCs will offer 
funds to investors and businesses as a way to facilitate 
revenue growth strategies and execute business  
plans for which they lack capital,” says a partner  
at an investment firm. 

These BDCs have helped businesses address their 
capital adequacy challenges and have given them the 
necessary resources to execute deals with efficiency. 
“BDCs will offer businesses the capability to get into 
beneficial transactions that were not previously 
accessible due to financial limitations. This will not  

Are unitranche structures, 
which combine senior and 
subordinated debt into one, 
on the wane because of the 
increasing presence and 
popularity of senior cash  
flow and mezzanine lenders?

 No  

 Yes

Many financial institutions are 
establishing business development 
companies (BDCs), making more 
capital available to the mid-market 
sector. How will this affect the 
level of North America mid-
market activity in 2015?

 Impact significantly  

 Somewhat impact 

 No material difference

only result in increased activity in the North American region, but also 
give better scope and profitability for businesses asking for financing,” 
says another partner at a private equity firm. 

Senior cash flow and mezzanine lenders – To a lesser extent, 
40% of respondents believe that the recently acquired popularity 
of senior cash flow and mezzanine lenders will affect the popularity 
of unitranche structures. In the past year or so, senior cash flow 
and mezzanine lenders have lowered their pricing levels, which has 
reduced the cost of capital for mid-market companies. The increased 
presence of these lenders has added to the financing options that 
mid-market companies have, which can help them pursue their 
growth plans that include M&A. Unitranche structures are debt 
instruments combining senior and subordinated debt typically  
used to support leveraged buyouts.
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Expectations for North American mid-market M&A deal activity in the 
next year are upbeat — survey respondents are banking on a sustained 
upward momentum in activity. The positive and intermingled 
narratives of increased interest from private equity firms, a rising 
number of cross-border deals and improved financing availability 
are just a number of factors that will drive dealmaking specifically in 
the lower mid-market deal ranges — the cornerstone of activity in the 
North-American mid-market segment. This doesn’t mean that the 
path is smoothly paved for these companies. Obstacles that include 
competition from their large-cap rivals and these firms’ unavoidable 
inexperience when it comes to executing successful acquisitions will 
continue to be issues that they have to overcome.

There are also some game changers that respondents feel will alter 
the future course of mid-market dealmaking in the region. For one, 
there is the imminent and inevitable specter of the downward spiral 
in oil prices that can affect the operational and financial viability as 
well as the well-being of these smaller firms, leaving them potentially 
unable to survive the downturn in performance. The continuing saga 
of the European crisis seems inescapable, an event that will inevitably 
impact the current of North American cross-border transactions where 
Europe is a major player. 

With these different variables — both favorable and 
opposing — serving as a backdrop, here are some key 
points for mid-market firms in the next year: 

Fierce competition. Mid-market firms will encounter 
larger competitors that not only have a lot of financial 
backing but the wherewithal to execute transactions. 
Smaller companies are faced with the challenge of not 
being caught unaware and to level the playing field by 
finding the right targets for acquisition and learning 
the art of negotiating during the deal process.

Chasing growth. Companies in the mid-market niche 
have opportunities available today that were stalled 
during the financial meltdown. With the economy on 
its way to a healthy recovery, mid-market companies 
are in the enviable position to reach targets and pursue 
strategic plans, including M&A deals. 

Foreign attraction. Overseas companies, specifically 
those based in Asia-Pacific are ready and willing to form 
partnerships with their North American counterparts. 
Mid-market companies can take advantage of these 
opportunities for foreign alliances to expand their 
horizons and to build on their strengths through M&A 
and other forms of collaboration.  

Conclusion: Capturing growth in a thriving market 

Companies in the mid-market niche have 
opportunities available today that were 
stalled during the financial meltdown.
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Have a Deal. Get a room.

When businesses make deals and exchange critical information, 
they need clarity, speed, and organization. Whether undergoing due 
diligence, raising funds, or sharing confidential documents, a single 
mistake can cost time and money. This is why a well-designed virtual 
data room (VDR) is an indispensable tool for any deal professional.

The VDR Advantage 
Consumer-grade document sharing platforms don’t do the trick when 
you’re running a deal – documents get disorganized, and lack of 
administrative control compromises confidentiality. For many mid-market 
businesses, a VDR is the backbone of secure deal making communication. 

Added Value with Firmex 
Virtual data rooms have changed. It used to be that data rooms were 
nothing more than a secure space for sharing diligence documents. 
Today, tools like Firmex help streamline the entire deal process,  
from deal preparation, to due diligence and on to closing. 

For example, Firmex’s ‘Q&A’ workflow functionality, making it easier 
and faster for parties to direct the many questions that arise from 
preparing offering documents, due diligence and closing. Firmex 
‘Versioning’ automatically points members of the deal team to the 
most recent version of a working document, reducing confusion and 
delay. We also offer unlimited use licensing, letting you carry your deal 
from engagement to close without worrying about spending more 
money every time you upload a new page to the data room.

Firmex customers have opened tens of thousands of data rooms.  
Our deal rooms are customized to meet the specific challenges of  
each client’s needs, and our award-winning customer support team 
ensures that things run smoothly.

Case study: D.A. Davidson 
D.A. Davidson have been Firmex customers since 2008. According to 
Brian Boyle, Managing Director of Investment Banking, “Firmex doesn’t 
offer a one-size-fits-all solution, but can really craft a system and user 
experience depending on the particular needs of the customer.”

For D.A. Davidson, that has meant “higher probability to close”  
on some deals while avoiding disaster in others. As Boyle recalls, 
“One time with a private equity group, they were saying wonderful 
things about how we would work together and build a relationship 
in the peripheral discussion, but then with Firmex’s features we saw 
they weren’t doing their due diligence work. By tracking their usage, 
we could see they weren’t downloading and reading the documents. 
So we assessed the risk and backed out.”

It’s this kind of careful decision making that helped D.A. Davidson 
become the only firm named “Most Productive Broker” by Starmine/
Thomson Reuters two years in a row.  

More than just deals
Firmex subscribers have our technology and team at their disposal  
for all of their secure document management needs, whether it’s 
M&A, joint ventures, litigation, audit, or general secure document 
sharing. When used this way, Firmex offers more than a deal room –  
we offer an advanced tool that can help companies organize 
business transactions, and communicate more effectively, with 
increased control over critical documents.   

According to Gillian Stacey of Davies Ward Phillips & Vineberg, LLP, 
long-time Firmex subscribers, “Doing deals without it was like an 
airport without air traffic control.” 

A Firmex VDR does much more than share documents. It assists with 
deals from start to finish, organizes complex information exchanges 
with clients, and ultimately helps companies succeed at keeping 
deals moving. And it does all of this with a knowledgeable and helpful 
customer service team behind it. 

Give us a call. We’d like to talk about what we can do for your business. 
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Contact Firmex

Joel Lessem, CEO & Co-Founder
jlessem@firmex.com
LinkedIn Profile

Aaron Booth, VP Sales
abooth@firmex.com
LinkedIn Profile 

Mark Wright, VP Marketing 
mwright@firmex.com
LinkedIn Profile 

Sales:
North America: 1 888 688 4042
Europe: 44(0) 20 3371 8476
International: +1 416 840 4241
E-mail: sales@firmex.com

Website: www.firmex.com

Twitter: @firmex

LinkedIn

https://www.linkedin.com/profile/view?id=1418218
https://www.linkedin.com/profile/view?id=25558492&authType=name&authToken=Fmfz&trk=Skyline_click_NBM&sl=NBM%3B70235511%3A1422963056390%3B0%3B1418218%3B
https://www.linkedin.com/profile/view?id=65579491&authType=name&authToken=d9Kg&trk=prof-connections-photo
https://www.linkedin.com/company/207708?trk=vsrp_companies_res_name&trkInfo=VSRPsearchId%3A702355111422963164104%2CVSRPtargetId%3A207708%2CVSRPcmpt%3Aprimary
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About Mergermarket

Mergermarket is an unparalleled, independent mergers & acquisitions 
(M&A) proprietary intelligence tool. Unlike any other service of its kind, 
Mergermarket provides a complete overview of the M&A market by 
offering both a forward-looking intelligence database and a historical 
deals database, achieving real revenues for Mergermarket clients. 

For more information, please contact: 
Katy Cara 
Sales Director, Remark 
Tel: (646) 412-5368

Remark, the events and publications arm of The Mergermarket Group, 
offers a range of publishing, research and events services that enable 
clients to enhance their own profile, and to develop new business 
opportunities with their target audience. 

To find out more, please visit:  
www.mergermarketgroup.com/events-publications



Disclaimer
This publication contains general information and is not intended to be comprehensive nor to provide financial,  investment, legal, 
tax or other professional advice or services. This publication is not a substitute for such professional advice or services, and it should 
not be acted on or relied upon or used as a basis for any investment or other decision or action that may affect you or your business. 
Before taking any such decision, you should consult  a suitability qualified professional adviser. Whilst reasonable effort has been 
made to ensure the accuracy of the information contained in this publication, this cannot be guaranteed and neither Mergermarket 
nor any of its subsidiaries or any affiliate thereof or other related entity shall have any liability to any person or entity which relies on 
the information contained in this publication, including incidental or consequential damages arising from errors or omissions. Any 
such reliance is solely at the user’s risk.

Part of The Mergermarket Group 

www.mergermarketgroup.com
330 Hudson St. FL 4
New York, NY 10013

t: +1 212.686.5606
f: +1 212.686.2664
sales.us@mergermarket.com

80 Strand
London
WC2R 0RL
United Kingdom

t: +44 (0)20 7059 6100
f: +44 (0)20 7059 6101
sales@mergermarket.com

Suite 2401-03
Grand Millennium Plaza
181 Queen’s Road, Central
Hong Kong

t: +852 2158 9700
f: +852 2158 9701
sales.asia@mergermarket.com


