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While the North American M&A market experienced  
a slow start and an overall decline in both deal volumes 
and values during 2016, respondents are split on their 
perceptions of this year’s deal climate. A boost in activity 
during October has perhaps fueled optimism as corporates 
look toward 2017 with hopes of growing stability.
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as businesses prefer to target other regions where the 
valuations are low and the potential to grow is higher 
than in the US.”
 Despite mixed feelings, the US has seen some 
major acquisitions this year. The US$28.1bn 
announcement by Microsoft to acquire LinkedIn 
caught many respondents by surprise, and Bayer 
AG’s bid for Monsanto Company, worth US$63.4bn, 
is the highest-valued deal of the year to date.

2a  What were the strategic drivers of your 
dealmaking activities during this past year? 
(Please select all that apply) 
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1  North American M&A is down this year from 2014 
and 2015 both in terms of volume and value, but 
is still markedly higher than in 2012 and 2013. In 
your practice this year, what has the deal climate 
in the North American market been like?
While 52% said that the North American M&A 
market has been underperforming in 2016, 48%  
say the deal climate has been steady and stable 
(40%) and even strong (8%). 

Respondents cited Brexit, the Russian and 
Ukraine crises, low oil prices, issues in the South 
China Sea and uncertainty around the US election as 
deterrents for dealmakers. One optimistic respondent, 
the managing director of a private equity firm, said: 

“The US economy is steady and stable with the number 
of deals being quite high considering the volatility. I 
think the number of deals that took place was relatively 
good considering the amount of volatility in the market. 
The market has improved with the number of deals 
increasing, and we feel the deal climate will increase 
and has been quite steady this year.”

Looking at October’s deal numbers, you can 
understand this optimism. October proved to be the 
highest US monthly M&A value overall since July 2015, 
with US$254.8bn worth of deals, equivalent to 65.8% 
of the year-to-date total at the cut off on Election Day.

However, other respondents remained 
discouraged: “The many challenges in the dealmaking 
environment such as negative political influence 
and regulatory requirements are all impacting the 
dealmaking activity,” said the managing director  
of a New York-based investment bank. “The rise  
of new favorable target regions has also reduced 
acquirer focus in the North American region. The level  
of cross-border activity has reduced considerably  
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“The many challenges in the 
dealmaking environment such as 
negative political influence and 
regulatory requirements are all 
impacting dealmaking activity.”
—Managing director, investment bank
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2b  What was the most important strategic driver  
of your dealmaking activities during this  
past year? 
The promotion of business growth was the most 
common (24%) strategic driver of M&A activity  
for respondents, followed by the desire to increase 
market share (16%) and cost synergies (16%).  
In a low-growth global economic environment,  
these responses come as little surprise. 

“Organic growth now is very hard to come by,” 
said the managing director at a Minneapolis-based 
investment bank. “There are significant challenges 
for it and the current market, which is changing very 
fast, does not allow for organic growth. In order to 
achieve growth, companies need to adopt M&A.“

This sentimenet was echoed by this managing 
director at a private equity firm: “Gaining market 
share by tapping new growth markets helps generate 
new revenue streams and it benefits the business 
significantly. We have carried out similar strategies 
in the past and it has worked extremely well for us. 
We are confident that M&A has the ability to provide 
good growth objectives for the business and so we 
are promoting our growth through new M&A deals.”

3  Please rank the following risk factors in terms of 
their impact level on your dealmaking enthusiasm 
during the past 12 months (please rank top three, 
where one indicates most significant)
The US election was the largest number one concern 
for respondents, however Britain’s vote to exit the EU 
followed closely – taking the majority of the second-
ranked vote and a high proportion of the third rank. 
Overall, 56% ranked the referendum result in the top 
three risks that impacted their dealmaking activity 
over the past 12 months, whereas 52% ranked the 
election in the top three risks. 

The low commodity price (16% of top ranking, 
and 32% of respondents overall) and the impact 
of tightening US monetary policy (12% of first 
rank and 36% overall) were also high on the risk 
agenda. Instability in the Eurozone and the Chinese 
economic slowdown were ranked equally by 50%  
of the survey’s respondents.

One managing director of a private equity firm 
revealed: “The instability in the Eurozone along with 
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“Organic growth is now very  
hard to come by ... In order to  
achieve growth, companies need  
to adopt M&A.”
—Managing director, investment bank
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Brexit has changed the way we invest. We had to 
change our investment strategies and reduce the 
amounts we invest in the EU and the UK. We started 
investing more in other markets and regions which 
were more stable.”

Another PE managing director explained that 
their firm had been considering making acquisitions 
in the UK prior to the referendum, but soon 
reconsidered. “We are lucky not to have carried out 
that transaction as we estimated the deal to be a 
total failure because of the uncertainties surrounding 
Brexit. The US presidential election is also likely 
to impact the market dynamics as trade and legal 
regulatory and compliance policies are subject to 
change, which will impact deals considerably and  
would have impacted our deal negatively.”

Both Brexit and the US presidential election 
have hindered decision-making in respondents,  
as they forsee potential changes to tax regimes and 
trade agreements. Tightening regulation restrictions, 
along with low commodity prices are also reducing 
deal appetites – and in some cases, as below, 
driving corporates toward divestment.

“The low commodity prices are impacting our deal 
appetite significantly. The fluctuating prices have an 
impact on cash flows and this is affecting business 
revenue in our portfolio,” said the manageing director 
of a PE firm. “We are considering exiting from such 
businesses as we find no benefits to gain. Regulatory 
restrictions relating to competition laws and antitrust 
laws are the main concerns we face while targeting  
a business for acquisition in a niche business and this 
is somewhat impacting our appetite.”

4  In which regions have you increased or 
decreased your deal activity during 2016?
Domestic deals are the winners out of the current 
uncertain dealmaking climate. Some 60% of 
respondents say they have increased deal activity 
in North America during the past 12 months. In 
fact, October’s figures are due to a number of 
domestic US deals including the top overall bid 
of US$105.045bn from AT&T for Time Warner Inc. 
announced on October 22.
 Other big deals include GE and Baker Hughes’ 
announced plans to combine GE’s oil and gas 
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business to create a leading global oilfield services 
provider. This deal would see the new Baker Hughes 
with US$32bn of combined revenues and operations 
in over 120 countries.

Of the top 10 US M&A deals for the year-to- 
date overall, seven bidders were from the US and 
three were foreign inbound deals. AT&T’s October 
22 bid for Time Warner Inc. in the media sector was 
the number one deal by value at US$105.045bn, 
followed by Germany-based Bayer AG‘s 
US$63.403bn bid for Monsanto on September 14 
and Canada’s Enbridge Inc.’s bid for Spectra Energy 
Corporation on September 6 for US$40.663bn.

5  What has been the most surprising trend for you 
in 2016?
Respondents expressed surprise at the pace at 
which digital transformation moved to the forefront 
of the boardroom agenda during 2016. Some 
36% named it as the most surprising M&A trend 
for the year, followed by an increased focus on 
core services and products (20%) and equally, a 
decrease in megadeals (16%) and a higher number 
of withdrawn deals (16%).

“Digital transformation and disruptive innovations 
have affected businesses significantly, and the need 
for advisory in this space is increasing,“ said the 
managing director of a Houston-based investment 
bank. “Businesses are securing venture funds as 
they wish to allocate more investments towards 
technological implementations, and this is giving 
birth to new deals mainly in the smaller ranges 
as the larger deals are a subject to significant 
risks likely to affect and deteriorate business 
performances in terms of financial losses.”

This trend to focus on core services and products  
is also feeding the trend for increased divestments 
and carve-outs. Of the survey respondents, 32% 
said these two trends were the most surprising  
for the year. 

“We have found a lot of companies divesting from 
the companies and sectors they had invested in to 
diversify their returns,“ explained another investment 
bank managing director. “A lot of these deals 
surprised us as companies were doing well in these 
sectors and they chose to divest from them only 
to raise capital. This trend also led to an increase 
in carve-outs as companies carved out businesses 
from their existing businesses and sold them off as 
new units to either get tax benefits or increase the 
value of their companies.”

The uncertainty and hesitation we heard from 
respondents about doing deals this year can be no 
better illustrated than in the number of deals that 
have been stalled or withdrawn during 2016. 

“This is a very new trend as it shows companies 
are not willing to carry out deals and invest their 
capital in acquiring new targets,” a partner and head 
of corporate investment banking said. “Companies 
would rather invest their capital in developing their 
business than carry out a deal.”

6  Do you expect M&A activity to heighten after  
the US presidential election in November?
While uncertainty has been the main theme to the 
2016 M&A story, optimism prevails. More than half 
of respondents believe that deal activity will heighten 
after the US election. The rationale behind this is 
that at least that aspect of uncertainty would be 
clarified and the swearing in of the 45th president 
would bring some stability. 

“Regardless of the result, there will be a clarity 
which itself will help the M&A activity,” said one 

36%

12%

20%

16%

16%

 Digital transformation

 Increased focus on core 
services and products

 Decrease in megadeals

 Higher number  
of withdrawn deals

 Increase in divestments 
and carve-outs

5

“Digital transformation and 
disruptive innovations have affected 
businesses significantly and the 
need for advisory in this space  
is increasing.”
—Managing director, investment bank
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investment bank managing director, echoing similar 
comments from other respondents. “Whichever 
party wins and whatever be the changes in policies 
and frameworks, dealmakers will eventually adapt 
to it and consider the fact that the economy here is 
going to grow while the deal activity will increase.“

7  Do you believe the political and economic 
uncertainty we have seen this year is likely to 
stay, and do you see it continuing into 2017?
There was an overwhelming feeling that the 
uncertainty that has marred the market throughout 
2016 is here to stay. The majority of respondents 
said that political challenges were likely to remain, 
if not worsen, but many also felt optimistic that 
economic conditions would eventually strengthen 
despite this ongoing uncertainty.

“The economic conditions will improve but the 
political challenges will continue to remain the same,” 
said the managing director of a New York-based PE 
firm. “It is not only the US political environment that 
will worsen, but countries such as France, Germany, 
China and some South American countries will also 
face significant political uncertainties.”

There was some consensus among those 
who believed uncertainty was to be part of a new 
business norm that 2015 and 2016 were simply 
the beginning, and conditions are likely to worsen. 
Others saw modest improvements on the horizon.

“The economic uncertainties will reduce to some 
extent but the political differences across the globe 
are likely to increase,” said the managing director 
of a New York-based investment bank. “Conflicts in 
the European region and disagreements in the APAC 
region are likely to disrupt world peace and the 
possibilities of further increased conflicts are high.”

Others stated that they expect growth rates to 
increase, with a new US government to provide 
support to troubled sectors, reduce interest rates 
and introduce taxation changes. 

8  What is the most memorable M&A moment  
of 2016 for you?
Again, respondents were divided when it came 
to naming their highlights for 2016. Some 40% 
felt that the overall low deal environment after a 
blockbuster year in 2015 was the only thing the year 
would remembered for: “There is no such specific 
memorable moment that we have come across this 
year,” exclaimed the managing director of a PE firm. 
Another explained: “There has been a relatively low 
number of deals in 2016 as compared to the past 
years, and also the large-cap deals have not been 
too many, and so there has not been a memorable 
moment as such.”
 The remaining 60% of respondents were more 
upbeat about the year that has been, citing recent 
big deal announcements such as the Microsoft 
acquisition of LinkedIn, Bayer’s acquisition of 
Monsanto and the US$30bn Abbott Laboratories 
takeover of US medical products maker St. Jude 
Medical as memorable moments for M&A in 2016.
 One investment bank managing director, who 
echoed the sentiments of other respondents, stated: 

“Despite all the uncertainties, M&A is still proving to 
be the best strategy to lead growth. Examples like 
Bayer’s acquisition of Monsanto and Microsoft’s 
acquisition of Linkedin were memorable moments 
for M&A that highlight how important M&A is now  
for growth and expansion.”
 
 

“The economic uncertainties will 
reduce to some extent, but the 
political differences across the  
globe are likely to increase.”
—Managing director, investment bank

64%

36%

 Yes

 No

6



7    M&A Pulse: M&A lessons from 20167    M&A Pulse

Top 10 US M&A Inbound Deals 2016 YTD

Methodology 

In Q4 2016, Mergermarket interviewed 25 US-based dealmakers about events
in the 2016 M&A market. The results were analyzed and collated by Mergermarket
and all responses are anonymized and presented in aggregate.

1  Bayer AG’s bid for Monsanto Company worth US$63,403m.

2  Enbridge Inc.’s bid for Spectra Energy Corp worth 
US$4,663m.

3  Shire Plc’s bid for Baxalta Inc. worth US$35,219m.

4  Danone SA’s bid for The WhiteWave Food Company  
worth US$12,056m.

5  TransCanada Corporation’s bid for Columbia Pipeline Group, 
Inc. worth US$12,040m.

6  Fortis Inc.’s bid for ITC Holdings Corporation worth 
US$11,305m.

7  Avolon Holdings Limited bid for CIT Commercial Air Unit 
worth US$10,027m.

8  Micro Focus International Plc’s bid for Hewlett Packard 
Enterprise Company (Software Business Segment)  
worth US$8,800m.

9  Progressive Waste Solutions Ltd.’s bid for Waste 
Connections, Inc. worth US$8,053m.

10  Anbang Insurance Co., Ltd. Bid for Strategic Hotels  
& Resorts Inc. worth US$6,500m.

 
(Source: Mergermarket. period from Jan 1 to Nov 8, 2016).
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EMPOWERED CLIENT SERVICE
At Toppan Vite, we take pride in our mission
to deliver a hassle-free experience with the
highest quality, accuracy, reliability and value
in financial printing. We have the scale,
financial strength, conference and printing
facilities, and team experience to handle any
deal, any size.

Capital 
Markets

 

the dynamics of deals and know how to 
work with issuers, buyers, sellers, and legal 
and financial advisors.
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212. 596. 7747  |  marketing@toppanlf.com  |  747 Third Avenue, 7th floor, New York, NY 10017

of Toppan Vite’s Capital Markets Services

•  High quality

•  Reliable and accurate  
financial print services

•  24/7 support

•  Experienced team with over 2 
decades of industry experience

•  Unparalleled technology  
solutions

•  Streamlined process for  
cost savings

•  Direct communication and  
simplifies work

•  Company-owned conference,  
printing and mailing facilities

•  Boutique experience for clients—
working the way they want to work

•  Strong financial-backing (part of 
the world’s largest printing and 
communications group)

•  Client-centric organization

•  Working the way the clients 
wants to work

•  First-class technology

•  Experienced team

•  No hassle

K E Y  D I F F E R E N T I AT O R S

•  IPO and equity offerings

•  Private placements

•  Mergers and acquisitions

•  Bank conversions

•  Bankruptcy and restructuring

•  Public and private bond offerings

•  Securitizations
K E Y  D E A L S
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