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Welcome to the fourth issue of Dealmakers: Mid-market 
M&A in Australia 2018, produced in collaboration with 
Mergermarket, an Acuris company.

This year, Pitcher Partners has commissioned 
Mergermarket to canvass the opinions of 60 M&A 
dealmakers in Australia for their first-hand insights on 
the country’s rapidly evolving mid-market environment, 
as well as their expectations for 2018 and beyond. 

This report compares survey respondents’ collective 
sentiments against in-depth analyses of M&A data 
trends. It offers a holistic view of the challenges, 
opportunities and best practices of completing such 
transactions in Australia’s mid-market. The discussion 
also revisits the analyses and forecasts made in the 2017 
report, tracing the changes and ongoing developments  
in today’s Australian mid-market.

About the survey
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The mid-market continues to be the driving force behind Australian 
M&A, and an even busier pipeline is anticipated in 2018.

Announced deals for 2017 were up 55% from 2016 as dealmakers demonstrated 
the value of harnessing growth via M&A. The mid-market (deals valued between 
AU$10m and AU$250m) reaffirmed it was the engine behind this activity, 
accounting for 77% of total deals, up from 66% in 2016, driven by four key factors:

• Growing foreign investment, particularly from the United States, Japan and 
China, which we believe will continue for some time to come

• Improved ASX conditions, which sees it currently enjoying a 10-year high

• All-time low interest rates

• Business and consumer confidence, which has climbed to a four-year high

Commentary from the market shows enthusiasm for the mid-market and the data 
insights suggest the same. Of the dealmakers interviewed as part of our expanded 
research in this report, 100% expect activity in this deal segment to either increase 
(78% of respondents) or remain the same (22%) over the next 12 months. However, 
as can be seen from recent US stock market events, circumstances can change (and 
quickly), so staying on top of macro issues is important.

An interesting finding from our survey is the number of respondents who 
identified technology, media and telecommunications (TMT) as a sector to watch 
in 2018, despite its decline in deal activity in 2017. We are increasingly seeing the 
blurring of industry sectors and strategic rationale in dealmaking. Technology is 
incorporated into many businesses and can often be the basis for a transaction in 
spite of the core business being firmly identified within another sector.

On the value of the mid-market, the Head of Corporate Strategy & Development 
at an Australian energy, mining and utilities (EMU) corporation points out that the 
mid-market offers opportunities which the larger corporate space does not, saying, 
“More mid-market deals will come through the pipeline as these businesses have 
qualities, like an openness to exploration, adaptability, open-mindedness and a 
willingness to take risks, that make them appealing as value-generating targets.”

This is encouraging commentary for mid-market dealmakers and potential sellers. 
Equally, the collective market sentiment from our survey has reinforced ongoing 
and emerging themes in Australia’s M&A mid-market. Some highlights cover:

• Market trends and macro-factors impacting the mid-market, and dealmaking in 
particular, such as anticipated increases in private equity and foreign inbound 
investment and key challenge areas like financing, valuation and market volatility

• Spotlight on top sectors (business services, leisure and consumer) and 
expectations for these industries in 2018 

• Cross-border deal flows and Australia’s outbound search for growth

We look at these developments and others in conjunction with Mergermarket  
to analyse the trends, challenges, and opportunities shaping the Australian mid-
market. We hope you find this an informative read and welcome you to join the 
conversation by reaching out to one of our dealmaking specialists across Australia. 

Executive summary
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Trends and survey highlights
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From the outset of 2017, M&A picked up right where it left off in the closing months of 2016. In the 
first quarter, 248 deals came to market in the best start to a year in three years, a 17% increase from  
Q4 2016 and a demonstration that confidence was building as both corporate and private equity buyers 
drove deal volumes to a two-year high. 

Australian M&A: The big picture

While global M&A volumes remained relatively stable, 
Australia witnessed 1,127 M&A transactions worth 
AU$122.6bn in 2017, representing a 55% increase in volume 
over 2016’s 725 deals worth AU$105.1bn, with dealmaking 
tipped to grow in 2018.

Australia’s mid-market continued to be the dominant market 
segment with 77% of deals with a reported value being in 
the mid-market. While there were 391 mid-market deals 
reported (18% rise in volume on 2016), there were also 620 
deals with undisclosed values. These undisclosed deals are 

Figure 1: M&A in Australia
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Australian M&A: The big picture

likely to be either mid-market or small cap, where it is more 
common for purchase prices to remain confidential and there 
is no requirement for the deals to be announced to stock 
exchanges or within lodged accounts. This would further 
increase the percentage of deals under AU$250m in Australia.

Another standout point from the data is the relative decline 
in large cap (those valued greater than AU$250m) and small 
cap transactions (those valued less than AU$10m). For 2017, 
56 large cap transactions made up 11% of the total number of 
deals with disclosed values, compared to 12% from 61 deals 
in 2016, while small cap deals sank to 12% from 63 deals, 
compared to 22% from 109 deals in the year prior. Dealmakers 
demonstrated a shift away from large cap transactions 
with skyrocketing valuations to refine their focus on value, 
increasingly favouring the no-frills mid-market target with 
a steady performance track record, particularly in bolt-on 
acquisitions that serve as the key piece to the puzzle of growth 
acceleration in times of uncertainty and stagnant growth.

Australia’s advantages
The strength and resilience of the Australian market originate 
from several fundamental advantages which include state-
of-the-art business infrastructure, high quality investments, 
and highly educated or skilled manpower and labour that can 
help ensure the success of both offshore and local businesses 
setting up in the country. The country also continues to 
carry with it the qualities that have historically made it an 

Global
up 1%

Australia
up 55%

Australia's
mid-market

up 18%

2017
1,127 deals

AU$122.6bn

55%
year-on-year

increase in volume

2016
725 deals

AU$105.1bn

2017 M&A volumes at a glance

M&A in Australia
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attractive investment destination, including a sound political 
structure, good economic fundamentals and an abundant 
availability of quality natural and primary resources.

While Australia’s EMU sector saw a slight rebound in activity 
over the course of 2017, topping the charts for mid-market 
M&A by volume, the bulk of the country’s mid-market 
activity was propelled by services-based sectors like business 
services, leisure and consumer. With the sustained success 
of Australia’s great rebalancing act considered vital for the 
country’s long-term economic growth, services-based sectors 
are expected to remain a mainstay of the country’s mid-
market deal activity in 2018.

Macro-factors and geopolitics
Survey respondents note that investors may take a rising 
interest in Australia as the United Kingdom and Europe lose 
some of their appeal due to ongoing problems in the Eurozone 
and the Brexit negotiations, with 92% and 82% of respondents 
indicating that these factors respectively have a positive effect 
on mid-market M&A in Australia. It will be interesting to see 
how things play out over the coming 12 months.

According to the CFO at an Australian TMT corporation, 
“Investors are finding higher hopes of protection, less chance 

of asset depreciation and more stability in Australia’s legal 
and regulatory frameworks.”

When it comes to negative impact factors, China’s recent 
crimping of capital controls stands out, according to 42% 
of respondents. The CFO at an Australian construction 
corporation says, “Chinese companies have been expanding 
and contributing to considerable M&A volume. As they start 
to withdraw from the market, we expect overall acquisitions 
to decline.” 

Trending: Disruption and innovation
As emerging technologies such as artificial intelligence and 
distributed ledger technology take various industries by 
storm, one of the most significant M&A themes trending 
in mid-market Australia is that of technological disruption 
and convergence. This is likely to increasingly shape the 
dealmaking landscape in tandem with the country’s drive for 
innovation, as forward-thinking traditional industry leaders 
invest in research and development and fledgling start-ups 
take their potentially game-changing innovations to market, 
with the support of the Australian government’s National 
Innovation and Science Agenda.

Figure 2: What effect do the following factors have on mid-market M&A activity in Australia?

China’s capital controls

The policies and actions of the
 US Trump administration

Appreciation of the Australian
 currency

Australia’s political situation

Brexit negotiations

Wider problems in the Eurozone 92% 2%

82% 3%

8%

10%

38%

42%

70%

50%

28%

13%

6%

15%

22%

40%

34%

45%

  Positive   No effect so far   Negative
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12%

22%
10%

73%

66%

17%

12%

77%

11%

2017

2016

2015

Figure 3: Australian M&A deal size breakdown 2015-2017 (percentage of total volume)

Small cap  <AU$10m 

Mid-market  AU$10m-AU$250m

Large cap  >AU$250m

The increase in deal activity in 2017 has laid a great foundation for 2018, during which 
we’d expect modest increases in deal volumes driven by confidence within the Australian 
business sector; the ASX trading at a 10-year high and listed companies required to continue 
to grow their earnings, which can’t always be achieved organically; and increasing levels of 
inbound investment from key markets including North America (USA and Canada) and Asia 
(primarily Japan and China).
Pitcher Partners
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Mid-market deal drivers

The search for growth will be the main driver of mid-market M&A in the year ahead,  
a view expressed by both corporate and private buyers from Australia and abroad.

Citing reasons of stagnant growth, pressures to cut costs 
and the need to achieve higher operational efficiencies, 
72% of respondents state that growth acceleration through 
acquisition was the main objective of their most recent 
transactions in Australia. 

This is also the top focus in future mid-market deals for 
70% of respondents, as dealmakers use M&A to increase 
and diversify revenue streams by acquiring competitors and 
improving their market positions.

In another interesting finding, industry consolidation is 
moving up on respondents’ hierarchy of priorities, with 57% 
of respondents indicating it is a focus of future acquisitions. A 
number of respondents say the domestic market offers M&A 
opportunities for fragmented local industries to achieve elusive 

growth through industry tie-ups and consolidation, gaining 
economies of scale (which 52% of respondents say would be 
their future priority) and cost savings by either horizontal or 
vertical integration. 

In today’s digital economy, mid-market companies which lack 
the clout of large cap corporations often stand to benefit from 
merging with industry peers, a move which can offer them 
access to new market segments and geographies, as well as 
larger and more comprehensive pools of talent, know-how and 
financial resources. 

According to the CFO at a Swedish industrials and chemicals 
corporation, Australian mid-market firms may start considering 
such mergers or consolidations to grow beyond the mid-market 
to emerge as “leaders” in their respective industries.

Value in the mid-market
From a risk management perspective, mid-market deals are often seen as lower risk because less capital is invested as 
compared to large cap deals, providing acquirers with a feasible option for diversifying risks in their business portfolios. 
At the same time, mid-market targets tend to demonstrate a more established and observable track record in terms of 
financial and market performance when compared to small cap targets, allowing acquirers to assess the sustainability 
and scalability of its operations. As such, mid-market deals tend to be seen as safer bets in the instability of today’s 
mercurial markets and geopolitical situations.
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Mid-market deal drivers

Figure 4: What was the main objective of your most recent mid-market acquisition in Australia, and what will be the focus  
of future acquisitions? (Please select all that apply.)

Bolt-on acquisition

Transformational acquisition

Vertical integration of
 suppliers or distributers

Product expansion

Geographical expansion

Acquiring new technology
and/or intellectual property

Access to skilled or niche
talent in the industry

Economies of scale

Industry consolidation

Reaching new customers

Growth acceleration through
inorganic growth

72%

70%

67%
60%

47%
57%

40%
52%

35%
45%

55%
45%

28%
38%

50%
38%

20%
23%

10%
12%

7%
12%

  Most recent acquisition         Future focus
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Throughout 2017, activity from 
foreign private equity firms in the US and 
Europe increased in Australia. Political 
issues and pricing in their ‘home’ markets 
have prompted the move offshore. We’ve 
seen Australia as a beneficiary of this 
trend, given our political stability, quality 
businesses, strong labour skills and more 
realistic pricing.

Pitcher Partners

Foreign inbound M&A

Increase DecreaseRemain the same

Domestic M&A

Private equity deals

85% 15%

78% 22%

72% 23% 5%

Figure 5: What will happen to the level of Australia’s mid-market deal activity for the following types of deals over the next  
12 months?

Outlining the rationale behind acquiring or merging with 
industry competitors, the Head of M&A and Business 
Development at an Australian pharma corporation says,  
“I expect domestic M&A deals to increase, because 
companies will seek out assets and competitors to help 
themselves innovate and capture a larger market share.”

Private equity’s role in the market
Increasing interest from private equity (PE) firms will also 
feature in market activity in the year ahead. According to 85% 
of respondents, PE deals will increase as international and 
domestic PE firms with capital to deploy seek out opportunities 
in the Australian market, where mid-market assets have seen 
strong and steady growth and investment risks are relatively 
low. These expectations exceed those for overall foreign 
investment, although the majority of respondents expect 
inbound M&A to increase over the next 12 months.
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Trends data appear to support these expectations, given 
that Australia saw 108 PE investments worth AU$18.8bn in 
2017, out of which 43 were PE buyouts totalling AU$14.4bn 
and another 43 were venture capital investments worth 
AU$502m, according to the Asian Venture Capital Journal.

Citing opportunistic motivations with a focus on value amid the 
macroeconomic uncertainty of today’s investment environment, 
the Managing Director at an Australian PE firm says, “The 
investment opportunities are good and PE firms are using the 
uncertainty factor to get better deals in the mid-market.”

Similarly, the CFO at an Australian agriculture corporation 
says, “PE firms are moving forward with smart investment 
plans, getting involved with companies in which value has 
dropped but potential remains. Also, Australia has a lot of 
early-stage to mid-sized companies, which will attract PE 
attention. And external interest will keep increasing because 
of the investment environment that Australia has to offer.” 

Public-to-private deals
62% of respondents expect an increase in public-to-private 
deals and public company takeovers in Australia in 2018. 
Privatisation can help public corporations cut losses and raise 
fresh capital in a downturn, enabling them to restructure, 
survive and become more efficient and profitable, while 
generating business opportunities in the private sector.

The CFO at an Australian TMT corporation comments, “Private 
players are promising to bring expertise, assured growth and 
better status to businesses, as well as returns to investors 
who trust them. This is slowly becoming a reality.”

Increase

62%
Remain the same

33%
Decrease

5%

Figure 6: What will happen to the level of activity in Australian public-to-private deals and public company takeovers in the 
calendar year 2018?

Perspectives from the sell-side
55% of respondents expect favourable valuations and the 
divestiture of noncore assets or business lines to be the 
top sell-side drivers of mid-market M&A in Australia over 
the next 12 months, followed by 43% of respondents who 
identified financial distress as a key driver. In 2017, 28% of 
mid-market deals in Australia were divestitures.

According to the Managing Director at an Australian PE firm, 
“The lack of options to raise expansion capital, high interest  
rates and the shortage of feasible growth strategies have driven 
companies to resort to divesting noncore assets and focus on 
generating business in more profitable businesses and divisions.”

Painting a pragmatic picture, the CFO at an Australian 
business services corporation says, “Companies nowadays 
believe in smart business operations. If a business is not 
performing after continued efforts, they may divest it to cut 

 

Deals are going to be driven by 
companies looking for ways to break free 
of stagnant growth in their main markets 
and industries.

CEO, Australian EMU corporation
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Figure 7: What will be the top sell-side drivers of mid-market M&A in Australia over the next 12 months?  
(Please select three.)

Geopolitical tensions in the region

Domestic regulatory change or
 uncertainty

Private equity sales

Domestic political instability
 or uncertainty

Capital raising for expansionary
 strategies

Financial distress

Divestiture of noncore assets
 or business lines

Favourable valuations

17%

17%

35%

37%

42%

43%

55%

55%

losses and redirect funds to areas yielding better returns. 
The valuations of such businesses are good and bound to 
attract attention from acquirers who believe they have the 
experience to make them perform efficiently.”

In March 2017, Australia-listed Billabong International 
Limited completed its AU$60m divestiture of Tigerlily 
Swimwear Pty Ltd to Australian PE firm Crescent Capital 
Partners Management Pty Ltd, in line with Billabong’s 
strategy to simplify its brand portfolio and pay off its debt 
using the sale proceeds.

 

Increasingly, we are seeing 
companies review their strategic 
direction to identify under-performing 
or noncore assets with a view to exiting 
them and re-directing both the capital 
and management time into existing 
businesses or new opportunities.

Pitcher Partners

28% of Australian mid-market M&A deals in 2017 were divestitures.
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While the challenges of dealmaking tend to vary from sector to sector, the top three hurdles facing 
mid-market dealmakers involve accessing capital or financing, the valuation gap, and volatility on 
equities markets, according to 52% of respondents for each.

As respondents mention, these challenges are closely 
interconnected. The partner at a US-based PE firm says, “The 
Asian equities markets have become very unstable, affecting 
the local stock market, limiting capital raising options and 
significantly affecting growth and valuation.”

Often lacking the financial strength of large cap companies, 
this hits closer to home for mid-market companies, which 
may not be able to garner funds on short notice, affecting the 
speed of deal closing. According to the CFO at an Australian 
business services corporation, “Mid-market companies will 
face challenges in raising capital due to volatility on equities 
markets. Companies in this segment find it difficult to attract 
investor attention from equities because of their size and 
speculations over their rates of return.” 

Broaching the issue of valuation gaps, the CFO at an 
Australian EMU corporation says, “Valuation is behind 
the failure of a lot of deals because it is the result of both the 
buyer’s and seller’s understanding of the value, which will 
always be difficult to reconcile. Meanwhile, political stability 
affects policies that give structure to investments.” 

Another challenge is difficulties with the due diligence 
process, which in turn impacts valuation. The CFO at a Dutch 
business services corporation says, “The current cost of due 
diligence is high and there are regulations which do not 
allow the free exchange of data.” The question, then, is how 
dealmakers can anticipate such challenges before they arise, 
and take pre-emptory measures to forestall their impact, 
removing roadblocks on the highway towards deal success.

Figure 8: What will be the top challenges facing mid-market dealmakers in Australia in the next 12 months? (Please select three.)
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Spotlight on sectors

Australia’s transition towards a services-based 
economy includes an impetus to innovate, 
motivated by rising competition, as well as 
technological disruption and convergence. In our 
survey, 100% of respondents expect mid-market 
TMT M&A to increase in the year ahead.

Innovation and disruption cannot be boxed in the bounds  
of TMT, but instead form a revolutionary influence sweeping 
across industries, explaining its relatively low ninth place in 
Australia’s mid-market sectors in 2017 with 18 deals, down 
47% from 2016. TMT companies with offerings tailored for 
specialised industries cross into the territory of sectors they 
converge with, while other emerging technologies have yet to 
reach an inflection point. The CFO at an Australian business 
services corporation says, “Technology and digitalisation 
complement and have become a part of every sector.”

Forecasted in Dealmakers 2017, fintech remains the 
industry to watch. Traditional banks are feeling the heat 
from fintech competitors with application programming 
interface solutions that enable cheaper, more convenient 
and more efficient banking with better value. Depending on 
the traditional players’ willingness to innovate and undergo 
digital transformation, newer industry entrants could 
either undercut their market share and revenue streams, 
or offer symbiotic partnerships to power the industry’s 
digital evolution. The CFO at an Australian TMT corporation 
says, “There’s tremendous hype around fintech in Australia, 
especially with respect to platforms that help customers 
make faster real-time payments. Domestic players will focus 
on businesses with competent technologies.”

Reigniting the engine: Energy, mining and utilities
Despite a slump in Asia-Pacific, EMU M&A in Australia 
remained relatively strong, clinching the top spot in 
the mid-market with 71 deals worth AU$4.1bn in 
2017, up 29% in volume and 57% in value from 2016, 
making up 18% of mid-market volume. As industry 
players adjust corporate portfolios to enhance efficiency 
and recoup profitability, 70% of respondents see mid-
market EMU M&A increasing over the next 12 months, 
while 13% foresee it remaining the same. The Head of 
Corporate Strategy & Development at an Australian 
EMU corporation says, “With the global focus moving 
towards conserving energy and making power available 
to end users at reasonable prices, businesses may get 
government assistance to consolidate with players that 
can help the country gain a decent position in the global 
energy landscape.”

Figure 9: What will happen to Australia’s mid-market deal-
making in the following sectors over the next 12 months?

  Increase   Remain the same   Decrease

EMU’s high deal volume has been  
a result of growing confidence in local 
capital markets together with a mining 
resurgence, which has been led by gold 
and the battery minerals, but is now being 
followed by other commodities with 
interest rising in copper and nickel. Iron  
ore also continues to defy the skeptics.  
With confidence improving and global 
demand increasing, we expect more 
EMU activity.
Pitcher Partners
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Spotlight on sectors

Figure 10: Mid-market M&A volumes in Australia by sectors
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Business services

Taking up its position as the top most-targeted sector in 
Australia’s mid-market after EMU, the business services 
sector posted 62 deals worth AU$2.8bn in 2017, a 63% rise 
in volume over 2016. Highly favoured by domestic acquirers, 
business services contributed to 16% of all Australian mid-
market deals in 2017. In terms of respondent sentiment, 
62% expect mid-market M&A in the business services sector 
to increase over the next 12 months, with 33% predicting 
activity levels to remain the same. 

According to the CFO at an Australian business services 
corporation, “Many business services companies are mid-
market businesses, and lend themselves well to the inorganic 
growth ambitions of large corporations.”

The home care and healthcare services industry has been 
a source of much activity in 2017, with the trend likely to 
continue over 2018 as the industry undergoes consolidation, 
with potential interest originating from bigger industry 
players, offshore bidders and PE buyers. In November 2017, 
Western Australia-based in-home healthcare services provider 
Silver Chain was reported to be actively looking for acquisition 
targets like KinCare, a family-owned Sydney-based home care 
provider, according to proprietary Mergermarket intelligence.

Likewise, dealmaking in the childcare services industry has 
continued unabated. In line with its plans to raise more  
than AU$200m to fuel its acquisitions of childcare centres  
in Australia (as mentioned in Dealmakers 2017) Gold Coast-
headquartered childcare services provider G8 Education 

Figure 11: Business services mid-market M&A
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Figure 12: Business services M&A 2017
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Sector totals: 
 75 deals worth 

AU$8.6bn

M&A is always prevalent in business 
services because it is so hard to defend 
your market share due to low barriers to 
entry. This leads to M&A to defend your 
customer base and keep your points of 
difference. In business services, the key 
driver of value is customer contracts with 
those able to demonstrate long term 
contracts and relationships demanding 
the highest price.

Pitcher Partners

Limited announced the sale of a 12.62% stake to Hong Kong-
based China First Capital Group (CFCG) via capital increase 
in February 2017, for AU$213m. In a further demonstration 
of foreign interest in the industry, Australia-listed PE group 
Blue Sky was reported in the Australian Financial Review to 
be close to selling Australia-based childcare services provider 
Foundation Early Learning to an offshore acquirer.

In an illustration of growing European interest in the sector 
(as predicted in Dealmakers 2017), France-based Sodexo SA 
announced in August 2017 its acquisition of Australia-based 
Morris Corporation, a provider of facilities management and 
industrial hospitality services, for AU$100m. 

Likewise, several Japanese acquirers have been active in  
the face of slow domestic growth at home. In June 2017, 
Japan-based Daikan announced its AU$100m acquisition  
of Airmaster Australia.
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Leisure

Australia’s leisure sector announced 55 mid-market deals 
worth AU$2.4bn in 2017, recording no change in volume 
from 2016. Despite slipping from its top spot in 2016, leisure 
nonetheless remains a high-growth sector, contributing 
to 14% of the country’s total mid-market deal volume in 
2017. 68% of respondents expect leisure mid-market M&A 
to increase over the next 12 months, with 27% expecting 
activity to remain the same. According to the Chief Strategy 
Officer at an Australian leisure sector corporation, “Australia 

is attractive for its quality in hospitality. Business is booming 
and companies that have done well might put their 
accumulated profits into the acquisition of assets that can 
expand and strengthen their portfolios.”

Inbound tourism is on the upsurge, driven by Chinese 
tourists, almost 1.3 million (of the 8.6 million visitors to 
Australia) of whom visited in the year ending June 30, 2017. 
This represents a more than 20% rise from the prior year, 
generating AU$9.8 billion for Australia’s economy, according 
to Tourism Australia. By 2026, more than 3.3 million Chinese 
tourists, representing around a third of the overall visitors to 
Australia, are forecasted to be visiting Australia every year. 

Capitalising on inbound tourism, Queensland-based 
Greyhound Australia is considering bolt-on acquisitions 
of complementary businesses to broaden its portfolio of 
tourism experiences, according to Mergermarket intelligence, 
while indicating interest in joint ventures with offshore 
investors to tap into the rise of free independent travellers.

Figure 13: Leisure mid-market M&A
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of Australian mid-market M&A in 2017.

68% 
of respondents expect an increase  
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Sector totals: 

60 deals worth 
AU$4.3bn
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Australia as a destination for 
business, leisure and tourism will 
continue to be strong for at least a 
decade. We currently have search 
mandates for hotels and travel-related 
businesses such as car rentals, and the 
like. We are experiencing a 300% increase 
in the buy-side advisory mandates in the 
leisure sector and there is currently a 
shortage of quality businesses for sale  
to match this demand.

Pitcher Partners

Figure 14: Leisure M&A 2017

Industry players are also distinguishing themselves from  
their competitors by shifting away from faceless cookie-cutter 
hotels and exploring the luxury segment, or boutique and 
novelty offerings. In August 2017, Mantra Group Limited 
announced an AU$52.5m acquisition of Art Series Hotel 
Group, broadening its portfolio with luxury and unique 
hotels. Exemplifying the trend of carving an alternative 
tourism niche in sports and racing, art and heritage, or the 
ecotourism and agritourism discussed in Dealmakers 2017, 
Skydive the Beach Group acquired Reef Magic Cruises Pty Ltd 
for AU$15m, diversifying its adventure tourism offerings.

While Chinese demand for hotels has dampened with Beijing’s 
controls on outbound capital, Australia’s leisure sector has seen 
no lack of foreign interest, as forecasted in Dealmakers 2017. 
In May 2017, US-listed Wyndham Worldwide Corporation 
announced its AU$20m acquisition of Peppers Airlie Beach 
Resort. Meanwhile, China-based mobile e-payments platform 
Alipay is partnering with the Australian Tourism Export Council 
to connect Australian merchants with Alipay’s user base.
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In 2017, Australia’s mid-market consumer sector witnessed an 
upsurge to hit 54 announced deals worth AU$2.8bn, a 59% rise 
from 2016, contributing to 14% of 2017 mid-market volume. 
In the next 12 months, 98% of respondents expect mid-market 
consumer M&A to increase. The Head of Business Strategy & 
Investor Relations at an Australian financial services corporation 
says, “The Australian market has grown steadily, but demand has 
remained the same. Companies have been resorting to M&A to 
eliminate competitors, increase market share and improve sales.”

On 5 December 2017, e-commerce juggernaut Amazon 
officially launched in Australia, with a 24,000 square metre 
fulfilment centre in Melbourne. While local mid-market 
bricks-and-mortar retailers have been concerned that this 
may overshadow or disrupt their businesses, the e-retailer did 
not quite arrive with a bang. Even if Amazon does eventually 
find solid footing in the Australian market, its presence needs 
not spell the demise of traditional physical retail channels. 

Rather, Amazon’s arrival should spur on innovation, better 
business practices and healthy competition. It is a clarion 
call for Australian retailers to improve their online, omni-
channel, or online-to-offline business models and consumer 
experience, by investing in the data analytics that would 
enable them to handle customer data in a meaningful and 
scalable manner. 

In testament to sustained Chinese interest, VIP.com, China’s 
third-largest e-commerce platform, opened a new Sydney 
distribution centre in 2017 to house premium Australian 

Figure 15: Consumer mid-market M&A
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14% 
of Australian mid-market M&A in 2017.
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of respondents expect an increase  
in activity in 2018.
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The consumer sector is a tale of two 
stories, with retail sluggish and reporting 
low growth, while consumer products 
flourish. Retail is being shaken up by new 
market entrants, especially ecommerce 
retailers like Amazon where customers 
are accessing unprecedented prices and 
products, affecting the bottom line with 
shifting asset classes and operational 
costs. With no retail outlets, they require 
fewer retail staff but more warehousing 
staff. This flows onto sectors such as 
transport and logistics, as well as solutions  
to monitor online ecommerce.

Pitcher Partners

Figure 16: Consumer M&A 2017

products from Swisse vitamins to Ugg boots, catering to the 
Chinese consumer’s increasingly sophisticated tastes spanning 
food safety and “clean and green” products to fashion luxury. 
This is not to say that going online is the only path for survival 
and success, which may be a matter of finding a suitable niche. 
AuMake International is planning acquisitions of small to  
mid-sized Australian skincare and infant formula businesses, 
to establish itself as a leader in daigou, in which purchasers 
buy commodities outside China for customers in China, 
according to Mergermarket intelligence.

Diversifying into a new market segment, Freedom Foods 
Group acquired Power Foods International in 2017, plugging 
into Asia’s demand for fitness nutrition, part of the continued 
consumerisation of preventive healthcare predicted in 
Dealmakers 2017. Solid brands with a strong online presence 
are billed to gain PE or foreign interest, according to 
Mergermarket intelligence. In 2017, Japanese conglomerate 
Mitsubishi Corp completed its AU$11m acquisition of a 20% 
stake in Agrex Australia, a food grains and nuts business.

Sector totals: 
72 deals worth 

AU$7.8bn
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According to respondents, cross-border interest is being, 
and will continue to be, driven by a variety of factors, as the 
United States continues to drive inbound interest in Australia. 

For one, the unfolding protectionist trade policies of the 
Trump administration are expected to possibly redirect 
investor interest towards Australia as a way of hedging 
against uncertainty, on top of traditional rationales such as 
targeting Australia for offshore expansion and diversification 
in a stable and friendly business environment.

Meanwhile, China’s rising ambitions as a regional trade leader 
may also translate into an acquisitive appetite for strategic 
targets in Australia and the rest of Asia-Pacific. However, this 
would likely happen in a more tempered manner on the back 
of Beijing’s tightening of its controls on the outflow of capital.

Forward-looking sentiments aside, the current overall mid-
market cross-border picture – both inbound and outbound 
– in Australia continues to impress. 

For the year, 203 deals (139 inbound and 64 outbound) 
valued at AU$12.3bn (AU$8bn inbound and AU$4.3bn 
outbound) came to market. This was an increase of 25% in 
inbound volume and 7% in outbound volume from 2016. 

International interest
83% of respondents expect inbound deals to come from 
North America, led by the United States, which was the 
top bidder country for mid-market M&A in Australia in 
both 2016 and 2017. US bidders completed 29 deals worth 
AU$1.7bn in 2017, accounting for 21% of both the country’s 
annual inbound volume and value. Supporting this trend, 
the Head of Finance at a Singapore real estate corporation 
says, “The United States will be moving funds to Australia as 
several companies may be a good fit with Australia’s low risk 
environment and regulations in favour of foreign investors 
emerging in the market.”

According to the CFO at an Australian leisure sector 
corporation, “We’re definitely going to see a lot of United 
States’ buyers showing interest in Australia due to the 
uncertainty in their own country.”

Respondents say cash-rich but risk-averse Japan will also  
be active in Australia’s mid-market in the year ahead, 
according to 65% of respondents. This comes on the heels  
of an outbound shopping spree as Japanese corporates 
overtake Canada and the United Kingdom to take its position 
as Australia’s third highest bidder country in 2017, with 14 
deals worth AU$549m, contributing to 10% of Australia’s 
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Figure 17: Inbound mid-market M&A

Cross-border activity

Foreign buyers played an active role in Australia’s M&A mid-market in 2017, and 72% of respondents 
expect inbound deal flow to increase in the year ahead. However, going against its traditional 
conservative nature, a similar story is taking shape in the outbound track, as 82% expect an increase  
in Australian companies buying abroad.

 Deal volume   Deal value
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Deal volume:

14
Value (AU$m):

549 

 
% of total:

10%
% of total:

7%

Japan

Around 50% of the businesses we 
sold in 2017 went to international buyers, 
with Japan and the US being two dominant 
buyers. Throughout 2017 we advised on the 
sale of three businesses to Japanese buyers 
(Airmaster to Daikan, Realtime to TMEIC 
and DFP to Will Group) and we have three 
separate businesses in exclusivity with 
American buyers. In an ever globalising 
world the participation of foreign buyers in 
Australian deal activity is a trend we expect 
will continue over the coming years.

Pitcher Partners

mid-market inbound volume and 7% of value in the year,  
as the nation continues on its outbound forays to counter  
a shrinking population and weak domestic growth.

According to the CFO at a Netherlands-based business 
services corporation, “Growth rates have been stalling in 
Japan, so Japanese companies have to tap into new markets 
to expand efficiently and achieve growth while compensating 
for the high risk exposure in their domestic market.”

Even amid uncertainty surrounding China’s capital controls 
and national policies, 63% of respondents view North Asia 
as a likely participant among foreign buyers in Australia’s 
mid-market. In 2017, Chinese bidders made 19 mid-
market acquisitions in Australia amounting to AU$1.1bn, 
contributing to 14% of both inbound volume and value.

To be sure, Australia’s residential market is seeing dampened 
interest from Chinese buyers, due in part to tighter capital 
controls imposed by the Chinese government. This is exerting  
a downward pressure on residential property prices in 
Australia, foreshadowing weakness in the property markets  
of Australian cities popular with foreign buyers, such as Sydney. 

In the long run, however, Beijing is likely to be supportive 
towards strategic outbound acquisitions stemming from 
the aim to acquire advanced technology, know-how and 
resources that would fuel the sustainable development  
of China’s economy and the infrastructure projects that are 

Cross-border activity

Figure 18: Top inbound bidder geographies  
by volume 2017
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China

expected to arise from the country’s Belt and Road Initiative. 
Acquisitions in line with the “Made in China 2025” the 
“Go Global” plans are also likely to be favoured, as China 
continues to climb up the manufacturing value chain and 
steps up its internationalisation efforts. 

In August 2017, the Chinese government announced a 
codification of its rules on overseas investments, setting out 
three categories—banned, restricted and encouraged. In 
November 2017, the Chinese government announced plans 
to remove ownership caps on foreign joint ventures in the 
financial services sector in the next five years, in a move to 
liberalise the industry.

Like in 2016, offshore bidder interest was mainly directed 
towards EMU as bidders sought to tap into Australia’s 
abundance of high quality natural resources. The sector 
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saw 32 announced deals worth AU$2.2bn (23% of inbound 
volume and 27% of inbound value). Coming in at a close 
second was consumer, which saw 24 deals worth AU$1.4bn 
(17% of both inbound volume and value), as foreign acquirers 
remained true to the premium appeal of food products made 
in Australia. This was followed by business services with 23 
deals worth AU$1.1bn (17% of inbound volume and 13%  
of inbound value).

Outbound M&A
While relatively subdued in 2016, 2017 saw a recovery in 
overall outbound M&A, with an increase in mid-market deals 
from 60 to 64.  Respondents overwhelmingly support the idea 
of a further uptake in these deal flows. The 82% with these 
views say Australian acquirers are looking to make strategic 
buys in their pursuit of overseas expansion while capitalising 
on favourable valuations amidst uncertainty abroad.

The CFO at an Australian leisure sector corporation says, 
“Outbound M&A will see a lot of activity, as Australian buyers 
capitalise on the subdued valuations stemming from political 
and economic uncertainty in various target jurisdictions.”

Investors from different markets 
have realised that the Australian  
market is a relatively safe market to 
invest in: the liabilities from geopolitical 
risks are limited and the opportunities 
to grow and generate strong and steady 
returns are high. Opportunities abound 
and the business environment has 
remained stable.

Partner, US-based PE firm

Figure 19: Which bidder regions are likely to show the most interest in Australia’s mid-market in the next 12 months?

In which target regions are Australian buyers most likely to express interest in mid-market deals in the next 12 months?
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63% of respondents expect Australian buyers to express 
interest in Southeast Asia, followed by South Asia according 
to 53%, and North Asia according to 45%. According to a 
Partner at a US-based PE firm, “Australian companies will look 
for assets in Europe, China and Asia-Pacific countries where 
growth rates are high and the chances of innovating exist.”

*Note: Australasia in this instance refers to target geographies outside of Australia, including Fiji, Guam, Marshall Islands, the Federated States of Micronesia,  
New Zealand, Papua New Guinea, Samoa, Solomon Islands and Tonga.
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Figure 20: Top outbound target geographies by volume 2017
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Figure 21: Australia outbound M&A volumes

The CFO at an Australian TMT corporation says, “China and 
Australia have had a very good relationship for years as 
trading partners. Australia supports China’s agricultural 
needs and China brings expertise to Australia through 
exports and business setups.”

The Director of Finance & Accounting at a German consumer 
corporation says, “South Asia is a comparatively underdeveloped 
market, but offers a lot of new ideas and targets.”

These findings and feedback reflect a pervading interest 
in the fast developing, high-growth markets of emerging 
and frontier Asia, particularly in a time when traditionally 
popular investment destinations such as the United States 
and United Kingdom are mired in political and economic 
uncertainty. However, 43% of respondents still see the United 
States as a viable target destination. Recent trends support 
this sentiment, with the United States remaining Australia’s 
top mid-market outbound target country in 2017, posting 
15 deals worth AU$1.3bn, contributing to 23% of Australia’s 
annual mid-market outbound volume and 31% of value.

In 2017, mid-market outbound interest from Australian 
bidders was channelled mostly towards the TMT and EMU 
sectors, each of which posted 17 deals worth roughly 
AU$1bn, accounting for 27% of mid-market outbound 
volume and 23-24% of value. This was followed by the 
financial services sector, which saw 6 deals worth AU$521m, 
contributing to 9% of mid-market outbound volume and 
12% of value.

 Mid-market M&A  Non mid-market M&A
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While far from a comprehensive blueprint, the insights 
gained from these questions can help potential dealmakers, 
especially those trying to make inroads into the Australian 
market, traverse the deal landscape with confidence and 
determine where additional time and resources may be 
needed in their own mid-market strategies. 

Despite the relative ease of doing business compared to neighbouring markets in Asia-Pacific, M&A 
in Australia can still be a tricky endeavour. To shed light on factors that impact the acquisition process 
behind closed doors, we asked dealmakers how they were conducting transactions and what changes 
were necessary to yield a successful, value creating deal. 

Deal preference and process
Control transactions have, and will continue to be, the primary 
deal type that respondents pursue in their mid-market forays 
into Australia. 68% completed such transactions in the past 
12 months, with 82% saying they will likely engage in control 
transactions in the near future.  

Minority stakes seem to hold some merit among dealmakers, 
with increasing interest in smaller scale buys. Even joint 
ventures on a project basis could be a viable option for buyers 
as part of upcoming potential investments. 

While it may not seem logical to engage in a small stake 
transaction when a much fuller acquisition is an option, 
respondents speak to the benefits this avenue presents to 
determining the course of future investments and eventually 
increasing their presence in the market.

Of a recent mid-market transaction, the CFO at an Australian 
EMU corporation says, “We purchased a minority stake as we 
wanted to invest in the target company, but were not looking 
for control on operations,” a move that allowed them to dip 
a proverbial toe in the water without taking the full plunge 
from the outset. 

Regardless of deal type, 52% of survey respondents participated 
in an exclusive negotiated sale for their most recent mid-
market deal. The Chief Executive of Strategy & Development at 
an Australian EMU corporation says, “Mid-market companies 
tend to be more intimate in their dealmaking process than 
large cap companies and prefer one-on-one negotiations.”

According to the collective experiences of respondents, an 
exclusive negotiated sale fosters a win-win situation which 
gives buyers and sellers all the confidentiality and privacy 

Joint venture

Private equity

Minority stake

Control transaction

68%

82%

29%

42%

12%

25%

3%

10%

Figure 22: What type of mid-market deals have you done in 
the past 12 months? In which do you expect to engage in the 
next 36 months? (Please select all that apply.)

In the boardroom:  
The dealmaking process

 In the past 12 months  In the next 36 months

52% of respondents participated in an exclusive negotiated sale    
 during their most recent mid-market deal in Australia.
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In the boardroom:  
The dealmaking process

they wish to establish. It also allows for a more collaborative 
and amicable process that provides room for negotiation and 
constructive dialogue. For well-prepared buyers and sellers, 
an exclusive negotiated sale can facilitate faster deal closure 
in its directness, but could also result in delays if parties are 
not resourceful or diligent enough, particularly when it comes 
to information disclosure.

Nonetheless, 23% of survey respondents participated in an open 
competitive auction, in which the best offer and usually largest 
bid wins. According to the Head of Finance at a Singaporean real 
estate corporation, “We were able to show how our ideas and 
experience could contribute to the development of the project. 
We had the funds to compete in the auction and we assured 
the decision-makers of our dedication towards making the 
acquisition a success for both sides.”

Deal origination teams
In their most recent mid-market transactions, 85% of 
dealmakers turned to in-house deal origination teams 
and 83% to external advisors as they searched for target 
organisations. Online deal platforms were also used by 27%. 

In terms of effectiveness, dealmakers were most satisfied 
with the support they received from external advisors. 
According to 50% of respondents, external advisors provided 
the most useful support and objective analysis when it 
came to internal disagreements amidst deal parties and 
management teams, as well as bringing a specialised 
understanding of the M&A market to the table. A number of 
respondents note that external advisors helped narrow down 
their target list and zero in on targets, preventing delays in 
the deal process and reducing the burden on internal staff, 
who could focus on everyday operational duties.

Having an in-house deal origination team is ranked second 
most effective by 37% of respondents, with respondents 
saying these teams possessed a clearer and more intimate 
understanding of the buyer’s business operations and 
acquisition requirements. This allowed them to draw up 
acquisition plans that more reliably complemented the 
buyer’s business strategies. The Group Director of Finance 
at a UK-based business services and TMT corporation says, 
“Having an in-house team of professionals in legal and 
corporate procedures is highly advisable. They can take care 
of the majority of transaction-related procedures, making 
them easier and the results more reliable.”

While only deemed the most effective by 8% of respondents, 
having an online deal platform has its merits. Aside from 
bridging direct contact between parties, it also provides for 
detailed and structured deal information to be shared. As 
the CFO at an Australian construction and industrials and 
chemicals corporation says, “Through an online deal platform, 
we got to know that a potential target was looking for a 
partner. Replying to an article from the online platform put  
us in touch with the company and we took the deal ahead.” 

Other

We sourced the target at a 
trade show or conference

We used an online
 deal platform

We had an in-house deal
 origination team

We sought advice from
 external advisors

 83%

 50%

 85%

 37%

 27%

 8%

 18%

 3%

 2%

 2%

Figure 23: What methods of deal origination did you use for 
your most recent mid-market deal in Australia? Which was 
the most effective method?*

 Method(s) used  Most effective method

*Note: Respondents were asked to select all that applied for “method(s) used” 
and asked to select only one option for “most effective method”.

Mid-market companies tend to 
be more intimate in their dealmaking 
process than large cap companies and 
prefer one-on-one negotiations.

Chief Executive of Strategy & Development, Australian EMU corporation
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Timing it right
Acquisitions in Australia’s mid-market can take anywhere 
from as little as six months for 30% of respondents to two 
years for 12%, or more in some cases. It really depends on 
the deal. Regardless of timing, the majority of respondents 
are satisfied with the timelines their deals followed, with 
60% saying the time taken fell within expectations and 15% 
saying it actually was quicker than anticipated.

Noticeably, however, one in four respondents say the 
process took longer than expected. Where respondents ran 
into delays in their most recent mid-market acquisition, 
reasons cited include both external issues (regulatory 
and governmental delays) and internal hurdles (a general 
lack of resources and employee-related problems such as 
internal communications, morale, talent retention, and 
labour union activity). Various challenges specific to the 
deal process also arose, including difficulties in sourcing 
information, delays when modifications are made to the 
deal agreement, and issues with post-merger integration.

Where respondents experienced few or no delays in their 
mid-market acquisition, standout success factors and 
qualities of a smooth-sailing deal process cited include:

• Demonstrating the value proposition of the deal, 
showcasing the specific value-add, benefits and synergies

• Providing clear, well-organised documents and information 
that allow parties to assess whether there is an alignment 
of strategies and if they would be a good fit

• A good track record, which instils confidence

• Deploying a strong IT team to integrate and upgrade 
internal legacy systems

• Working with local teams and consultants to navigate 
cross-border regulatory, language, and cultural challenges

Underlying all these contributing factors to deal success is 
a common denominator: preparedness. Being prepared, on 
both the part of the buyer and seller, can help dealmakers 
uncover and mitigate risks and anticipate issues while 
keeping their focus on timely deal completion. The best place 
to start work on getting prepared is in due diligence, which 
represents an invaluable opportunity for buyers and sellers to 
understand their counterparty, helping them to narrow the 
valuation gap and work towards achieving goals together.

Diligence where it’s due
Out of the 25% that cite a longer than expected time to 
completion, many point towards flaws in the due diligence 
process as cause for delay. The areas that required the most 
time and resources are legal and tax residency and compliance 
for 27% of respondents, related party transactions and transfer 
pricing in relation to the arm’s length principle for 17%, and 
third-party contracts and payments for 15%. Areas which 
respondents are most satisfied with are financial performance 
for 30% of respondents, privacy and data protection for 15%, 
and related party transactions and transfer pricing in relation 
to the arm’s length principle for 13%.

From these results, it appears that there is often a misalignment 
between the amount of time and resources that are devoted 
to an area of due diligence and its perceived effectiveness or 
success. In legal and tax residency and compliance, for example, 

Figure 24: How long did you take to complete your most recent mid-market acquisition in Australia, from deal sourcing to closing?

30%
Less than
6 months

30%
6-12

months

28%
12-18

months

12%
18-24

months

0%
>24

months

1 in 4 respondents say their most recent acquisition took longer  
 than expected.
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It was our scrupulous dedication to 
preparation that helped us complete the 
deal in such a short period of time.

CFO, Australian EMU and industrials & chemicals corporation

only 10% of respondents are satisfied with the outcome in spite 
of 27% of respondents being of the opinion that it required the 
most time and resources. The misallocation of resources can 
lead to delays, increased compliance and transaction costs, or 
even jeopardise deal completion. The CFO at an Australian EMU 
corporation says, “The lack of proper metrics to calculate costs 
and asset value has led to an increase in overall costs.” 

In conducting an infrastructure and network security audit, 
10% feel it required the most time and resources, but only 
3% are satisfied with the outcome. Rather than ticking the 
checkbox for cybersecurity by covering the bare basics, 
dealmakers must recognise the need for a comprehensive, 
systematic approach for identifying and mitigating threats.

Figure 25: Which of the following areas of due diligence required the most time and resources in your most recent mid-market 
acquisition in Australia? Which were you most satisfied with the outcome?

The survey results are not surprising. 
Financial due diligence typically gets 
the primary focus as it is paramount to 
supporting the valuation and business 
case. Once achieved, the due diligence 
required to ensure the business platform 
and legal rights to IP or contractual 
earnings is often underestimated. 
Concerningly, we’ve seen recent global 
trends to commoditise due diligence. 
While the cost of due diligence can be 
high, it is not as significant as getting it 
wrong. Understanding the business and 
risks is crucial to being able to structure a 
deal and mitigate deal risks. This should be 
the focus of due diligence, rather than a 
mere tick-the-box exercise.

Pitcher Partners

30%
7%

15%
7%

13%
17%

10%
27%

10%
7%

8%
15%

3%
2%

3%
2%

3%
8%

3%
10%Infrastructure and network security audit

Labour and employment matters

Imminent, ongoing and historical litigation

Property deeds, mortgages and
leases in relation to land laws

Third-party contracts and payments

Intellectual property audit and valuation

Legal and tax residency and compliance

Related party transactions and transfer pricing
in relation to the arm’s length principle

Privacy and data protection

Financial performance

  Most satisfied with the outcome    Required the most time and resources
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In focus: Cybersecurity and M&A

When it comes to dealmaking, 40% of respondents see cybersecurity as a risk for M&A, while 25% see 
opportunity in the matter. Most significantly, 35% demonstrate a recognition of the duality of the issue, 
stating that cybersecurity represents both risk and opportunity.

Bridging these divergent views, it can be said that while 
being in possession of a robust cybersecurity programme and 
strategy may fly under the radar of shareholders who place  
a heavy emphasis on immediate, palpable returns, it can help 
a mid-market target stand out from the rest in the eyes of 
savvy potential acquirers well-versed in the consequences 
of cyber threats. Conversely, the absence of effective 
cybersecurity strategies can risk deal failure where a potential 
buyer does not wish to inherit the risk exposures of the target 
– or worse, where a target succumbs to a cyber attack or 
breach during the deal process, leading to value erosion.

Furthermore, the importance of cyber and network security 
lies in its direct tethering to brand protection, intellectual 
property protection, as well as privacy and data protection, 
especially for industries whose value hinges on trade 
secrets, know-how or other intellectual property. As such, 
respondents recognise that ignoring this challenge or posting 
a half-hearted cyber defence increases the likelihood of 
exposure to hacks, ransomware and data breaches, the result 
of which can be financial loss, theft of sensitive data, and 
irrevocable reputational damage. 

As respondents say, dealmakers should conduct a thorough 
infrastructure, network and cybersecurity audit ahead of 
the sale preparation process, on one hand identifying legacy 
infrastructure that may become outdated or pose systems 
migration problems in post-merger integration, and on the 
other hand employing modern or emerging technologies 
to counter and mitigate the risks of cyber threats and 
information leaks.

According to the Head of Business Strategy & Investor 
Relations at an Australian financial services corporation, 
“Keeping information safe and secure is necessary. 
Without proper cybersecurity, sensitive information can be 
compromised, affecting the company’s competitive position. 
Modern technologies are improving and are being developed 
to allow companies to share data without it getting leaked.”

In short, and as collective sentiment among respondents 
highlights, what dealmakers need to bear in mind is that 
prevention may be expensive, but damage is costlier.

40%
35%

25%

Figure 26: Do you think cybersecurity represents a risk  
or opportunity for mid-market dealmaking in Australia?

 Risk

 Opportunity

 Both
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In which sector(s) is your company most active? (Please select all that apply.)

Government

Construction

Other

Agriculture

Financial services

Transportation

Leisure

Pharma, medical and biotech

Real estate

Business services

Consumer

Energy, mining and utilities

Technology, media and telecommunications

Industrials and chemicals

5%

5%

7%

8%

8%

10%

10%

15%

17%

18%

20%

23%

25%

2%

Methodology

For this report, Pitcher Partners commissioned Mergermarket 
to canvass the opinions of 60 M&A dealmakers in Australia. 
60% of the respondents were from Australian corporations, 
30% were from foreign corporations with operations in 
Australia, 5% were from Australian private equity firms, 
and 5% were from foreign private equity firms. 89% of the 
respondents were from public companies and 11% were from 
private companies. 

Data used in this report was compiled on 1 January 2018 
from the Mergermarket database, the S&P Capital IQ 
database, and additional sources noted in this report. 
Percentages may not sum to 100% due to rounding. M&A 
figures may include deals outside Mergermarket’s official 
inclusion criteria. Unless otherwise stated, all date references 
refer to calendar year and not financial year. All dollar figures 
unless otherwise stated are in Australian dollars (AUD). 

80%

6% 6%

9%

88%

3%

10%

2%

0%

0%

47%

50%
None

One to two

Three to �ve

More than �ve

How many mid-market domestic and 
cross-border acquisitions did you make 
in the last 12 months?

What was your company’s most recent 
annual revenue (AU$)?

33%

0%

0%

33%

17%

17%

>AU$9.9bn

AU$5bn-AU$9.9bn

AU$1bn-AU$4.9bn

AU$500m-AU$999m

AU$250m-AU$499m

<AU$250m

[For PE firms only] What is your firm’s  
assets under management (AUM) in AU$?

  Domestic M&A   Cross-border M&A

 <AU$10m (Small cap)

 AU$10m-AU$49m (Mid-market)

 AU$50m-AU$150m (Mid-market)

 AU$151m-AU$250m (Mid-market)

 >AU$250m (Large cap)
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About Mergermarket

Acuris Studios, the events and publications arm of Acuris, offers a range of publishing, research 
and events services that enable clients to enhance their brand profile, and to develop new business 
opportunities with their target audience.

To find out more, please visit www.acuris.com

Please contact: 
Pearlie Sham 
Business Development Manager, Acuris Studios 
Tel: +852 2158 9788

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. 
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